
An Innovative Focus to Boost 
Retention
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Introductions

John Meyer

Regional Sales Executive, SME

ECSI
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CHANGING 

DEMOGRAPHICS

The Challenges:  
What you already know

INCREASED 

COMPETITION

DECLINING/STAGNANT

REVENUE
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The Birth Rate Problem

• The US birth rate fell 4% in 
2020


• Sixth consecutive year the birth 
rate has fallen


• The birth rate is now at its 
lowest point ever*

* According to the Centers for Disease Control
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Enrollment  
Stats by State
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Community College Enrollment

Community college enrollment was 
down 9.5% this past spring, about 

476,000 fewer students than in spring 
2020*

* According to National Student Clearinghouse data
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Common Retention Strategies

RETENTION 
COORDINATOR/


COMMITTEE

LEARNING 
COMMUNITIES

MENTORING EARLY WARNING 
SYSTEMS

STUDENT 
SUCCESS 
COURSES

ACADEMIC 
SUPPORT 
SERVICES

ADDITIONAL 
FINANCIAL AID
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Unfortunately, 
Business Officers & 

Financial Aid 
Professionals play 

virtually No Role in any 
of these initiatives.
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The Business Office 
& Retention

• Enrollment management 
decisions impact the 
Business Office and 
retention


• New re-enrollment 
thresholds


• Collection referrals and 
institutional failure

Enrollment Mgmt. 
Decisions Impact 

the Business Office
• Academic preparedness


• Late term enrollments


• Financial aid process


• Award structure and 
policy

Award Structure & 
Policy

• Number of financial aid 
programs


• Control authority


• Packaging policy
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New Enrollment Thresholds

Higher Balances 
($1,000-$3,500)

Unrealistic 
Payment Plans

Insufficient 
Financial Aid

Delaying the  
Inevitable

Higher 
Collection 
Balances
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Students Sent to Collections  
The worst possible outcome for retention

School Implications

• Loss of past due balance


• Loss of future tuition revenue


• Added cost of recruiting new 
students ($2,000 - $4,000)

Student Implications

• Academic transcript holds


• Negative credit reporting


• Permanent ban from higher 
education
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LET’S LOOK AT AN EXAMPLE
Assumptions

• 300 students sent to collections
• Average past due balance - $500

• Tuition per semester - $2,000

• Average cost to recruit new students - $1,500 per student

 



13

The True Cost of Collections

$1.2 million

Total loss from sending 300 

students to collections

300 x $500 = 


$150,000

Loss of Past Due 
Balance

300 x $2,000 = 
$600,000

Loss of Tuition for 
One Semester

300 x $1,500 = 


$450,000

Cost to Recruit New 
Students
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Real Obstacles for the Business 
Officers & Financial Aid 
Professionals • No seat at the table


• Staffing

• Lack of technology

• Training
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Solutions to Increase Retention

Bursar 
Partnership in 

Enrollment 
Planning

Simplify FA 
Process and 

Programs

Reconsider 
Award Policy/

Cabinet 
Decision

Track Payment 
Plans Weekly 
and Intervene

Outsource 
Currently 

Enrolled AR as 
Needed
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A High Touch Approach Works
• Long Island University’s president sent an email to the school’s 

10,000 stop out students


• This resulted in 125 students re-enrolling in classes


• Average tuition - $20,000 per semester


• One email generated $2.5 million in new tuition dollars
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Successful Outcomes  
for Community Colleges
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QUESTIONS?

Thank you!


