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SUBJECT: Enrollment Enhancement Strategies at the University Centers 
 
 When the Board met in June, the deans of the University Centers presented their annual 
reports. At that time, there was interest from the Board to further discuss strategies to enhance 
enrollment growth, thus the development of this retreat item. Included are narratives from the 
three University Centers outlining growth strategies to be considered. 
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University Center – Sioux Falls  
Growth Strategies Discussion 
Board of Regents 
 
Over the years, there have been a number of discussions about growth strategies here at UC-SF.  
While this conversation is being expanded to the other Centers, much of what is included below 
may apply only to UC-SF.  Each Center works a unique community each differing significantly 
in terms of workforce development needs, population, competition and other environmental 
factors. 
 
UC-SF begins from a position of success and strength.  Enrollment has grown very significantly 
onsite here at UC.  Fall 2000 showed 1,160 headcount and 500 FTE where fall 2010 showed 
2,356 headcount and 1,251 FTE.  Fall 2011 showed an onsite decline due to the move of USD 
Nursing, but still with 2,086 headcount and over 1,144 FTE.  Specifically, the USD move 
resulted in 189 fewer headcount at UC from students accepted into the nursing program and 
another 52 who were taking online nursing courses that included onsite labs at UC-SF.  In 
addition, we have seen a large reduction in the number of pre-nursing students taking self-
support courses.  This accounted for another fall-to-fall decline of 57 students.  Normalizing for 
these two would have found UC down 1-2%.  Just the enrollment changes in the nursing 
program result in a decline of 298 students. 
 
Why the change in nursing enrollments?  First, there is much more competition for nursing 
students in Sioux Falls with new and rather large programs.  USF, NAU and STI all have RN 
preparatory programs.  We formally enjoyed a dominating position, but that also meant we had 
many more pre-nursing students in the queue than USD could enroll in their ADN program.  
With more options, these students have dispersed.  Second, the transition of USD’s program 
from an ADN to a BSN appears to be having a short-term negative impact in the number of pre-
nursing students. 
 
We also commissioned a “Stop-out” study last fall and found that 42% of our “stop-outs” from 
spring 2011 to fall 2011 were actually transfers with STI being largest destination for them.  We 
believed that most stop-outs were indeed stop-outs, but of the 450 stop-outs 189 of them were 
transfers-out. 
 
We also appear to be in a bit of a ‘down market’ with respect to adult and nontraditional student 
enrollments in Sioux Falls.  Every provider in Sioux Falls, except two, reported decreased 
headcount from fall 2010 to fall 2011.  Augie reported an increase, but is not really a competitor 
in this market per se, and STI reported an increase.  A couple providers had very large declines.  
Our topline number decline looks large, but it’s mainly attributed to the nursing program move.  
 
Above is the context from which this discussion begins.  Some of the ideas below are not new 
while some are.  Some of them are rather simple to implement while others represent rather 
significant cultural and operational shifts.  We, at UC-SF believe we need to continue to innovate 
and continue to structure programs and services that uniquely attract adult and nontraditional 
students. That is what these are designed to do and they all provide opportunity for discussion. 
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UC Foundations – We believe this is itself an innovation and one that will lead to enrollment 
growth as we attract new students to higher education, attract transfer students, attract more 
students who are weighing their options and increase current student retention.  This effort is 
bold and will require our attention, study, analysis, adaptation and promotion to be successful.  It 
is the type of innovation, however, that is quite appropriate for a place like UC-SF.   
 
New Marketing Efforts – We are in an ultra-competitive market and we have a $225,000 budget 
for materials, messaging and media representing about 2.6% of our FY 12 gross tuition revenues 
of $8.6 million.  This budget helps us build our brand and convey some pre-term call-to-action 
messaging; however, we will need to more aggressively promote some of the new activities and 
initiatives at UC.  That is a challenge.  In particular we can foresee needs to – 

• Continue to promote UC Foundations 
• Promote new programs (see below) 
• Promote a new hybrid delivery program and its convenience 
• Promote the availability of hybrid courses and their convenience 
• Try new strategies and tactics 

 
Growth through Alliances – We could consider stronger intra-city alliances that will result in a 
smoother and better-understood transfer processes from a couple other providers who do not 
offer baccalaureate level programs.  Kilian is fully accredited as a community college and 
possibly limited transfer agreement improvements with STI could lead to stronger articulation 
there too. 
 
Certificate Programs – None of us knows for sure if certificate programs will take hold here, but 
we should experiment with developing and marketing some that give students academic credit 
for a bundled set of courses to help them in their current job and possibly lead them to further 
study.  A recent report noted that certificates are the fastest growing higher education credential 
in the country.  These programs are generally 12-15 hours and can stand alone as a way to 
provide job related education or can be bundled into an AS or the Bachelor of General Studies to 
strengthen those programs.  Many of our business courses could easily be bundled into 
meaningful certificates, for example.  Another advantage is that students who successfully 
achieve a certificate are much more likely to go on for further study.   
 
Baccalaureate Degree Completion – We have not ventured into the world of structured and 
cohort-based degree completion programs.  Cohort based programs often result in better 
retention and completion.  We have discussed how they could be structured to begin when the 
cohort is filled and only include a specific set of courses.  Further, we have discussed how we 
could possibly price these programs differently than our open-entry, open-exit course model we 
have today because you have enrollment certainty. 
 
Offer Daytime Programs – It ought to be our goal to balance our offerings – lower and upper 
division – between the daytime hours and the nighttime hours.  Today, we offer about 60% of 
our classes beginning at 4:00 or after, meaning 40% are during the day and end by 4:00 p.m.  We 
experience great demand for daytime sections as we have expanded them.  Staff here will tell 
you that more often than not our 9:00 a.m. and 1:00 p.m. sections fill faster than the same topic 
will fill in the evening.  
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In particular, we could offer a complete business degree program in the day.  USD’s proposal for 
new hybrid course delivery model is a great step in the right direction.  They are starting with 
Accounting which is a smaller program than the BBA in Management, but hopefully we can 
expand this innovative effort.   
 
As a reminder, this unique proposal has a single faculty member teaching two face-to-face 
sections of the same class with one in the daytime and one in the evening.  The face-to-face 
portion will meet five times during the semester which means 10 class meetings or 2 workload 
credits.  The two face-to-face sections will merge into one online section for the remainder of the 
class.  The online section will result in two more workload credits.  Thus, we double the face-to-
face sections available, incorporate the convenience of hybrid delivery, and increase faculty cost 
by 33% rather than doubling the cost. 
 
Continue to Expand Hybrid Programs and Course Offerings – We should expand both the 
number of programs (like USD’s above) and the number of courses we offer in a hybrid format 
including our general education topics.   Hopefully we can continue to fund the Hybrid Course 
Development Grants which funded the development of 12 courses for this coming year. 
 
Consider Select and Focused New Program Offerings 

• Elementary Education – In the works as a partnership and cohort model with USD and 
DSU slated to start next summer if approved.  Will need to be aggressively promoted. 

• Biology or Natural Sciences Composite Degree – We wonder if a broad-based Natural 
Sciences Degree might be attractive here.  Biology is always in demand. 

 
Expand Offerings of Science Courses – This is both a faculty resource and financial decision at 
the outset. 
 
Open up the Bachelor of General Studies – We could open this up to any student who wants a 
flexible degree rather than just for those who have 90+ credit hours.  Adult students often come 
with credit hours in tow and sometimes from multiple institutions and varying degree programs. 
 
Graduate Programs – The graduate marketplace has become a very crowded space and we have 
not been aggressive in mounting face-to-face graduate programs.  Over time various competitors 
have carved out some select programs that are highly regarded in Sioux Falls and our onsite 
enrollments in graduate education are down significantly from 7-8 years ago.  And, some 
competitors offer programs at a price that is below or well below our graduate tuition rate.  It 
would take quite an effort and a restructuring of how we do business.  It still seems, however, 
that we should be delivering more graduate work and generally in university centers you will 
commonly find programs in – 

• Business 
• Education 
• Information Technology 
• Counseling 
• Sociology/Psychology 
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Discussion on Strategies to Enhance Enrollment 

Increased enrollment at the University Center-Rapid City has occurred due to various factors 
including the opening of the Center, market demand, and a single location for services and 
classes.  Coordination of programs has also led to increased enrollment.   

At the UCRC we feel that part of our mission is to support our partner institutions with their 
enrollment strategies.  With the realization that the market will drive student enrollment, 
positioning programs and services to meet student and community needs in a coordinated effort 
will help support sustained enrollment growth.   

Moving forward, the UCRC, in collaboration with our partners, will need to position itself to not 
only sustain enrollment but to increase enrollment. Strategies to meet the challenges include: 

• Implementation of a Center-based marketing plan   
o Develop a marketing strategy to increase awareness of the Center and programs.   
o Expand marketing efforts to educate the community about the Center’s existence 

as well as what we do 
• Focus on economic/workforce development programs 

o Develop programs that meet both current and future economic development needs 
o The development and expansion of certificate programs 
o Provide credit for work-related experience 
o Black Hills Vision and Rapid City Economic Development have identified areas 

for economic development/workforce programs in the Rapid City area such as: 
 Healthcare 
 Business and professional services such as management and scientific and 

technical consulting 
 Energy 
 Finance and insurance 
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• Differentiation 

o Work with partner institutions to identify non-duplicative programs to meet the 
community’s needs  

• Ellsworth/Camp Rapid 
o Develop programs to meet military and military-families’ needs 
o Provide opportunities to enhance the transfer of military credit 

• Provide flexibility 
o Develop and increase number of hybrid course offerings 

• Develop and strengthen services 
o Provide a wide range of student services in collaboration with institutional 

partners to strengthen recruitment, retention, and graduation efforts. 
o Develop focused strategies specifically for retention. 

• Focused programs 
o Identify and offer targeted programs that could be delivered in a cohort-model 

using existing programs and flexible tuition 
• Support partner institutions’ enrollment goals 

o Work with each partner institution to identify their enrollment goals at the Center 
and developing strategies to meet those goals 

• Systemic approach to program offerings 
o Develop a systemic approach to offering degrees from the associate through 

graduate programs by building on current programs to provide a pipeline for 
students. 

• Graduate programs 
o Offer unique graduate programs that our partner institutions can differentiate from 

for-profit competitors through delivery as well as programmatically 
• Relationships 

o Develop, maintain, and strengthen relationship with our partner institutions  
o Develop and strengthen relationships with the communities that we serve 

 

The strength of the Center is the strength of our partner institutions and the programs they offer.   
Working with our partner institutions on these ideas and identifying strategies unique to each 
partner will enhance the Center’s enrollment strategies in the long-term. 
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Capital University Center Enrollment Increase Strategies 

Target Groups – There are several groups with differing educational needs to which CUC must 
look to increase enrollment.  The largest group is clearly South Dakota state employees, but there 
are others in the CUC service area that will be part of the future student body at CUC. 

• State employees 
o Ready adults – some college, no degree 
o No college 
o Currently holding bachelor’s degree, candidate for graduate studies 
o Continuing Ed – engineers, information technology, other 

• CUC Service Area – 17 counties 
o Nursing program  
o Need degrees that work in those areas – Banking and Finance, others 
o MHCH – Want to bring coursework and degrees to Chamberlain/Winner area 

• Traditional age students – Gen eds completed at CUC, then on to campus 
• Pierre Business Community 

o Leadership Classes – similar to state 
o Non-profit certificate 

Specific Programs and Strategies 

1. Leadership class degree completion  - State Employees 

There are 90 state employees who completed the Governor’s Leadership Certificate 
program (5 graduate courses in USD MSA degree).  Few have gone on to complete the 
degree.   

Strategy – Recruit employees for a cohort to complete the degree.  Could be done in a 
short period of time, possibly using hybrid classes.  Creative funding could provide 
incentives for reduced tuition.  Out of nearly 90 potential candidates a cohort of 20 to 30 
would seem possible.  (25 students x 18 hours each = 450 graduate hours) 

2. EMPA, MBA for employees with BA/BS degrees – State Employees 

CUC receives frequent questions concerning the MPA program.  There is a low level of 
familiarity among state employees with the degrees that are actually available online.  As 
with graduates of the Governor’s Leadership Certificate program, success may be found 
in delivering courses in a cohort and/or hybrid format. 

Strategy – Marketing push, possibly with help from the Bureau of Personnel to identify 
interest in the EMPA program.  Work to assemble a cohort with some classes possibly 
delivered in hybrid format to ensure some face-to-face contact with instructors. 
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Note:  All programs directed at state employees would be more successful if a legislated 
tuition reduction similar to that for state support classes were available for self-support 
classes. 

3. Ready Adults – State Employees, CUC Service Area, Pierre Business Community 

While many state employees have bachelor’s or higher degrees because of their 
respective jobs, many have some college but no degree, ready adults as identified by the 
2010 BOR study.  An active marketing plan to get them into a general studies degree 
program would benefit individuals and state government as a whole.  The Bureau of 
Personnel may be able to help in the effort. 

4. CUC Service Area outside Pierre/Ft. Pierre 

Currently approximately 15-20% of CUC students come from outside the Pierre/Ft. 
Pierre area.  Many of those students are in the nursing or pre-nursing programs and will 
go back to their home communities upon completion of their degrees.  There are several 
steps that can be taken to recruit more students from all of the CUC service area. 

Strategies 

• Hybrid class delivery – Students who travel 100 or more miles round-trip would 
benefit from classes in which they would still have some face-to-face contact with 
classmates and instructors.  The hybrid delivery model may encourage increased 
enrollment in classes that can be conducted in that manner. 

• Face-to-face outreach – The MHCH Foundation in Chamberlain has been successful 
in enrolling and supporting students from that area in the USD-Pierre Nursing 
program.  Their talks with area business leaders indicate that there may be some 
interest in specific courses, if not certificate or degree programs in that area of the 
state.  CUC students also come from the Burke-Gregory area.  In talking with MHCH 
there may be benefit to having a face-to-face presence on a monthly basis in those 
towns to answer questions on administrative matters, much like the concierge 
approach advocated by the Non-Traditional No More program.   

• Match degree or certificate programs with local needs – Since its beginning in 1989, 
the USD-Pierre nursing program has been successful in helping health care providers 
in central South Dakota find the workers they need.  To increase attendance from 
outlying areas, it will be important to deliver programs and coursework that meet the 
needs of local employers.  Programs such as NSU’s degrees in Finance and Banking 
may meet needs even in smaller communities. 
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5. Traditional Age Students -  

CUC has seen an increase in recent years in the number of traditional age students who 
begin their college experience at CUC and move to the main campuses after completed 
general education requirements.  Working in conjunction with our partner universities, it 
may be possible to add students who are looking to save money or ease into the main 
campus experience by functioning as a “first step” to higher education. 

6. Continuing Ed – State Employees, Pierre Business Community 

A number of professions in the Pierre area require ongoing professional education.  In the 
past, CUC ran courses directed at teacher recertification and we will continue to do so, 
but there are other areas that could be addressed, as well. 

• Engineering and other professions in state government  
• Information technology – Work with the Bureau of Information and Technology 

and possible Eagle Creek software to bring individual classes to meet ongoing 
training needs.  Note: We have been in contact with the new BIT Commissioner 
who indicated a possible interest in some classes. 

• Certificate programs – The Governor’s Leadership Certificate Program 
demonstrated that certificate programs can fill ongoing educational needs.  Other 
potential areas for certificate programs could include: 

o Community business leadership 
o Non-profit leadership 
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