DEPARTMENT WEB SITE CONTENT – Undergraduate Admissions
Bill Bossemeyer (October, 2004)

WEB RECRUITING STRATEGY

Undergraduate Admissions is engaged in a major recruiting initiative – developing a comprehensive prospective student section for the Loyola web site.  Since beginning work more than a year ago, we have spent time selecting a web software vendor and engaging a design firm, and we have completed significant preparatory work.  We spent significant time this summer making dozens of decisions about our use of the web software we bought, adapting the it to our office procedures and marketing approach and coordinating the actual data transfer that will take place between the web software database and our administrative system (the Colleague system from Datatel).
We have coordinated our efforts with Technology Services and with the Public Relations and Publications Offices.  We have done some work with individual departments on campus to explore the transitions that will be needed to make the prospective student section as effective as possible.  Now, we need to develop a campus-wide plan to reconfigure and expand web content for majors and also for administrative departments with offerings of interest to prospective students.
LIQUIDMATRIX SOFTWARE

Admissions has purchased a full-featured web software product: ActiveAdmissions developed by a company called Liquidmatrix.  Graduate Admissions has purchased the graduate version of the same product, and the Alumni Office has purchased the Liquidmatrix alumni module.  Liquidmatrix has recently been acquired by Datatel, Loyola’s administrative computer system provider.  We are hoping to see future advantages in product development as a result.
LiquidMatrix provides a Content Management System that meets the unique needs of its highly specialized customer base - such as Admissions and Alumni departments. SiteExecutive remains the staple enterprise-wide Content Management System of Loyola College, serving the needs of the College's Web developers. Because of its highly effective and specialized features, the LiquidMatrix system will be used for prospective student material.

Liquidmatrix provides a one-vendor solution for Admissions’ web requirements, providing a long list of web software features in a single package.  An alternative approach would have involved contracts with separate companies for our online application and our e-mail module, and we probably would have done without a number of other features available from Liquidmatrix.  At the present time, Liquidmatrix seems to be the only company offering such a comprehensive web recruiting system.
The site is being designed to be accessible to a wide audience of prospective student users. It is optimized for the standard screen resolution and will be configured to download quickly by home users.  In addition, Liquidmatrix will focus on making the site friendly and accessible to people with disabilities
PROSPECTIVE STUDENT SITE: STAGE ONE

We need to construct the prospective student site in stages because of the scope of the project.  We hope to post the initial version in early 2005.  If we are unable to do so, we will return to this project after completing this year’s admission process and will aim for summer, 2005 as a go-live date.  Stage one will include:
Liquidmatrix Software Features
1. “Join the e-mail list” form

2. “Request printed information” form

3. Online interview request

4. Online open house sign-up

5. Online application

6. Searchable FAQ’s on admission, financial aid, housing policies
7. Interactive TO DO list for applicants

8. Automated “recommend this page to a friend” feature

Content

1. Thematic presentations (short introductory statements, pictures and links) – Liberal Arts, Jesuit Education, Undergraduate Focus,  Diversity at Loyola, Freshman Year, Evergreen Campus, Baltimore-Washington
2. Majors – we will post only the viewbook write-ups in stage one
3. Other programs (community service, study abroad, housing, etc.) – viewbook write-ups with additional material when needed

4. Admissions/Financial Aid – policies, procedures and information, along with the interactive features mentioned above
PROSPECTIVE STUDENT SITE: STAGE TWO

We hope to finish a major expansion of the site by fall, 2005:
Liquidmatrix Software Features
1. E-mail management system
2. Quick links to topics of interest (customized for individual students)

3. High schools guidance counselor module to allow application tracking

4. Implement any items on stage one list that needed to be postponed

5. Consider other Liquidmatrix software components

Content

1. Thematic presentations (flash presentations and links) – Liberal Arts, Jesuit Education, Undergraduate Focus,  Diversity at Loyola, Freshman Year, Evergreen Campus, Baltimore-Washington

2. Loyola in Pictures (our version of a virtual tour) – minimal material to begin with, perhaps four sets of photos with captions; expand campus photos and other photo essays over time

3. About College – a magazine-like selection of lists and articles on Loyola and college in general – minimal material to begin with, perhaps two or three articles or lists, plus pdf files of Loyola Magazine; expand over time

4. Add topics that were not included in stage one
5. Build out sections on majors

· Add material from variety of sources: catalog, departmental brochures and info sheets, interviews with faculty and students, background research about  careers and graduate school opportunities

· Move material from general Loyola site to prospective student site

· Develop links back and forth between major site for internal audience and prospective student description of major

6. Build out sections on all other topics

7. Develop extensive set of e-mail messages to drive traffic both to the top page of the prospective student site and to many sub-sections, including to majors pages
8. Establish effective content maintenance system – we should strive to meet a high standard; all material should be current, accurate and precise

ASSISTANCE REQUESTED FROM DEPARTMENTS

Stage One – No assistance needed.  Rather than wait until we have really extensive material coordinated for majors and other offerings, we believe it will be to our advantage to post an introductory version of the prospective student site.  This will allow us to develop the overall structure and to work out a host of navigational, design and software issues.  Stage one will be extensive enough so that we think that we will see immediate recruiting advantages.

Stage Two – We are hoping to develop a really significant amount of material for our majors and other offerings.  When we have completed stage one, we will propose procedures to expand departmental material on the prospective student site and coordinate the prospective student section with the College’s general web site.  We anticipate offering options that would allow minimal departmental participation (information gathering, menu review and material review) or more extensive involvement.  We believe we will be able to provide professional design and writing assistance.
“WEALTH OF INFORMATION” STRATEGY

We have always presented more printed material on majors than most other colleges.  Still, our write-ups in the Loyola viewbook and the majors viewbooks are really just summaries, when compared to all of the information that could be developed.  There are two challenges to providing prospective students with a “wealth of information” about each major in the College: 1) the cost of the printed page, and 2) the significant commitment of time that would be required.  The web has negated the first problem, and so, if we can develop a system to create and maintain deep sites for each major, we can implement this strategy.
Here is our rationale, reprinted from our web strategy document of April, 2003:

“The web affords an excellent opportunity to recruit serious investigators.  As a communication tool, the internet has many unique attributes – interactivity, multimedia capability, personalization, etc.  A key element for college recruiting is that we can provide vast content without incurring printing or distribution costs.  We think we should capitalize on this advantage.  Beyond the general presentation of the school, which can be done in depth, there is an enormous amount of detail we can present about individual majors, study abroad programs, community service, the arts, sports, etc.  If well-organized and attractively presented, web visitors will find value in the depth of information.  At some point, serious investigators have already decided that Loyola is the type of school they want to attend, and then the critical information – the deciding factors – might well be found in the description of options in a major, the level of activity on campus in athletics or the arts, the variety of community service options or the countries covered in our overseas programs.  Serious investigators will be motivated to stay on the site and will factor both specific facts and the overall impression of program depth into their evaluations of Loyola.”

ADVANTAGES OF PLACING DEPARTMENT DESCRIPTIONS WITHIN PROSPECTIVE STUDENT SECTION

Here is the rationale presented in our web strategy document for establishing a prospective student section of Loyola’s web site:

“Loyola’s web site is a major resource for internal constituencies, providing educational material, administrative information and on-line services to current students, faculty, administrators and staff.  With tools like Blackboard and Site Executive, the site also provides an important channel of communication for the college community.   A college is a complicated organization, and the use of the web to increase communication, facilitate transactions, cut costs and improve service is certainly appropriate.  However, the multiplicity of purposes and audiences reduces the site’s effectiveness as a promotional tool.  We favor a separate section - an almost self-enclosed site - for prospective students for the following reasons:

1. Eliminate material extraneous for prospective students – An important recruiting objective is to have students spend a significant amount of “quality time” on our site.  We believe that students, if motivated by design and content, might choose to spend up to half an hour looking at Loyola in depth.  To facilitate this, we should make sure we are always presenting relevant information.  Visitors should not be challenged to sort through material for current students, administrative material and other non-applicable parts of the general site.

2. Written and designed for prospective students – Material should be crafted to influence the decision-making of students in various stages of the college selection process.

3. Quality control – While we envision posting an extensive amount of information, we will still be able to monitor quality, correctness and appropriateness of material more easily on a self-enclosed site than on the College’s entire site.  There would be less material to review, and departments would contribute and edit material through the same kind of organized process we use for viewbooks and other printed material.  We would institute the same kind of fact-checking in our office that we do for printed material, and we would engage departments and offices in discussions about the currency and correctness of content.

4. Higher level of design – The standard templates in Site Executive are a good idea for the development of the College’s general web site.  For prospective students, more various, sophisticated and targeted design and photography can increase recruiting impact.

5. Navigation – A separate navigation system organized to mesh with prospective students’ thought processes in college investigation process is made possible through a self-enclosed site.  We can shield our web visitors from the necessity of having to navigate through relevant vs. irrelevant material and from having to guess about the titles of departments (for prospective students, “housing” is required as a link, not “Student Life” – we would explain in the text the name and scope of the office responsible for housing).  On an enclosed site, all of the menu options can be relevant and understandable to the prospective student.

6. Scheduled maintenance – Admissions already has a material-maintenance system for print publications.  We can expand this operation to see that the prospective student site is kept up to date.  Neither Admissions nor Public Relations can be quite as effective if we have to work through all of the various site owners to accomplish the same objective.

7. No limit on what is included – A possible objection to a self-enclosed site is that departments might differ with Admissions about what they think ought to be presented to prospective students.  Admissions will take the stance that we would like to advise about the selection of material, but we would ultimately be inclined to defer to the judgment of departments.  With well-designed navigation, we can include a great deal of material and let the site visitors decide what they need.”
This is a general analysis.  There are also advantages to recruiting students for specific majors:
1. The comment in the previous section about navigation is especially important in the case of a student visiting loyola.edu specifically to learn about one of our majors.  If the major description looks promising, a student can next investigate student housing or find out what the campus looks like or explore the offerings of Campus Ministries – whatever that student’s next question might be, we will have the answer right there.
2. Students investigating a major will do so on a site filled with useful software.  They can register with us for e-mail follow-ups, get customized quick links (including links to majors), sign up for campus visits and apply for admission.

3.  We will capture the names of web visitors on the Liquidmatrix software.  The number of identified inquirers to Loyola is down from over 35,000 five years ago to 27,000 this year, a decline of 20%.  Interest in Loyola is not decreasing, but more and more students are conducting college research on the internet, and some never request printed information at all.  When we don’t get their names and addresses, of course, we lose the opportunity to follow up.  The web site registration feature of Liquidmatrix will address this significant problem.  We will collect both e-mail and postal addresses for web visitors, and we will capture their academic interests.  Web visits for students interested in an individual major should take place in the section of the web site where we can capture this information.
4. Our site will be designed to encourage long visits and revisits.  It will facilitate browsing, so departments will gain exposure to students who are “just looking” in addition to being able to communicate effectively with those definitely interested.
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