
Secure your class with Admit-to-Enroll

There is no other moment in life like deciding where to attend college. It’s a time 
defined by strong emotions—excitement, anticipation, anxiety—when students and 

families weigh all their options to find the right fit. Even with our experience building 
user journeys across nearly every industry, we haven’t seen anything exactly like it. 
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The Benefits of a Responsive Admit-to-Enroll Program 
Gain clarity
You need to know what students are thinking in order to 
respond accordingly. With feedback loops and data analysis to 
identify what students and parents need, your messages can be 
personalized to address their specific interests.

Create personal experiences based upon student needs
With visibility into student intent, you can have more responsive, 
two-way conversations. Every interaction with your school 
feels meaningful, and helps students get closer to the right 
decision for them. Serving as a trusted ally to families deepens 
relationships and sends powerful messages about what it’s like 
to be part of your campus community and confirms the value of 
what you will offer them when they are a student on campus.

stage is the time to deepen 
relationships with students, 
using a high-impact admit 
package and messages that 
reinforce the connections that 

attracted them in the first place. 
Yet too often, schools go silent 
post-admit except to push visits 
and deposits. This is a time 
when students and families 

Second consideration: when the college search resets need specific information and 
answers to questions—a time 
of real opportunity for colleges. 
Even the post-deposit stage 
presents a similar opportunity. 
Students usually receive a 
barrage of transactional emails 
from disparate areas across 
campus as part of the on-
boarding process—instead, 
messages should continue to 
foster a relationship with the 
school by providing the exact 
information students and 
families need. 

The future of your institution 
rests on these students and 
the decisions they make. With 
today’s data and technology, 
enrollment leaders have 
more opportunities than ever 
to further engage admitted 
students, prevent melt, and 
reinforce the decision to enroll.

But the college decision doesn’t 
happen all at once. Students 
don’t stop exploring once you 
admit them. Instead, they reset 
their college search. They enter 
a second phase of consideration. 
When students have already 
been accepted to several colleges, 
families continue to evaluate 
schools and search for the right 
institution. They focus in, diving 
deep into their specific areas of 
interest. Second consideration 
is incredibly consequential. How 
can enrollment leaders best serve 
families at this critical stage?

Optimize your existing 
investments
You’ve built up valuable 
momentum and goodwill 
generating inquiries and 
applications. Now, the admit 



Provide a single source of truth
How students feel about their experience 
on the journey to enrollment says more to 
them about your school than any process 
you can create. A barrage of messages 
from disparate areas across campus can be 
overwhelming and confusing for students. 
Providing a central hub for information—a 
single source of truth—breaks down 
departmental silos and creates a user 
experience that meets students where 

Let’s secure your next class together
Interested in how Two Ocean’s Admit-to-Enroll can 
help you meet your goals? 

Two Ocean is a data-driven marketing agency that 
builds meaningful relationships between learners and 
institutions—relationships that transform individual 
experiences to fulfill the missions of our clients. 

Two Ocean Takeaways: What your team can do to set 
itself apart at the admit stage

1. Celebrate students! Show appreciation for their past 
accomplishments and enthusiasm for what they will 
accomplish at your institution. 

2. Reinforce what attracted students in the first place. 
Emphasize the unique strengths of your school.

3. Recognize their needs. Students are making a life-
changing decision. Provide resources that are timely and 
useful to them to create a frictionless path to arrival.

they are. The right mix of inspirational and 
practical messages creates a frictionless 
experience leading up to arrival.
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