Managing to Learn — Detailed A3 Template
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Date:
July 20, 2016
5. Recommendations: What do you propose and why?
1. More agile responses for matching applications demand and seats availability
2. Stronger collaboration when setting REG MAX to determine specific targets and control messaging (marketing) and flow of applications per program. Introduce capping of students/applications
3. Automate solutions to re-direct applicants to OPEN programs
4. Better triaging of applications will result in quicker response time and increase overall conversion Raise International Premium for select programs at first, consider raising it for all and cap international enrolment 
5. Improve clients experience and satisfaction
6. Increase overall conversion rate by 10%


2. Current Conditions: Where do things stand now?

1. Background

Maintain growth in International PS enrolment a sustainable manner and in alignment with other college strategic priorities
Background: Int’l revenue from on-shore enrolment support both SIP funding and Area 5 base budget. Contribution has grown from 4.5M (12/13) to 11.7M by 20/21. 
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Enrolment Sensitivity Analysis: TOTAL NET ASSET: Best Scenario $122,167 Worst Scenario: $69,657
As of July 2017 for 2017F intake
· 100+ applicants on Waitlists that we might lose to other colleges
· 200+ applications in pipeline that will not convert and resulting in 20+ days processing time
· More applications than seats available and resources to process (lab space, practicum placements) 
· Pro-Forma based on balancing Area 5 budget – HIGH RISK
· Heavy reliance on two market: India and China – HIGH RISK
· Business and Tech & Trades carry 70% of int’l students – HIGH RISK
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6. Plan: How will you implement? (4Ws, 1H)



Problems: Lack of strategic planning between academic/physical capacity and international projections. Applicant demand for key programs exceeds seat supply. Conversion of applications to registered at only 20%

1 & 2 	Create International PS Enrolment Working Group with ACADEMIC, INTERNATIONAL and REGISTRAR’S OFFICE to develop a yearly International Enrolment Map
[bookmark: _GoBack]3, 4, 5 & 6 	Salesforce Portal improvements to open and close program availability
Communicate closing program early to manage clients’ expectations (agents and applicants)
Leads and Applicants Qualification Charts created to triage and focus on high converting applicants




3&3. Goal: What specific outcome is required?


	· Customer Satisfaction with program programs availability and response time
· Clear strategies on creating international projections that move beyond the process of budget balancing (Supply and Demand)

	




1. Mismatch between applicants demand and available seats
2. Lack of focused marketing/strategies matching seat availability in programs
3. No setting targets per programs and markets to control flow
4. Triage not adequate for resources optimization 
5. No clear direction on end mix domestic vs. international – constant increase is demanded


· Monitoring of applications and RO Stats on admissions

7. Follow up: How will you ensure ongoing PDCA?
4. Analysis: Why does the problem or need exist?
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