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SESSION OBJECTIVES

• REVIEW CHALLENGES AND LIMITATIONS WITH 
AUTOMATION

• PEEK UNDER THE HOOD OF PIA
• Why PIA selected the applications it uses and how it may differ for other organizations.
• What resources PIA uses to support its applications.
• How automation has increased enrollments and efficiency at PIA.

• DISCUSS POSSIBLE APPLICATIONS



WHERE TO EVEN BEGIN??
CHALLENGES, LIMITATIONS,  AND FEAR



ORGANIZATIONAL LIMITATIONS

KNOWLEDGE TIME/PEOPLE MONEY



LET’S BEGIN 
WITH LEADS



LEAD CONTACT MEDIUM WITHIN THE LIFE-CYCLE 

Source: https://learn.ruffalonl.com/rs/395-EOG-977/images/2022_RNL_Marketing_Recruitment_Practices_Undergraduate.pdf

https://learn.ruffalonl.com/rs/395-EOG-977/images/2022_RNL_Marketing_Recruitment_Practices_Undergraduate.pdf


Source: https://learn.ruffalonl.com/rs/395-EOG-977/images/2022_RNL_Marketing_Recruitment_Practices_Undergraduate.pdf

LEAD CONTACT FREQUENCY BY MEDIUM

https://learn.ruffalonl.com/rs/395-EOG-977/images/2022_RNL_Marketing_Recruitment_Practices_Undergraduate.pdf


USE OF SOCIAL MEDIA

Source: https://learn.ruffalonl.com/rs/395-EOG-977/images/2022_RNL_Marketing_Recruitment_Practices_Undergraduate.pdf

https://learn.ruffalonl.com/rs/395-EOG-977/images/2022_RNL_Marketing_Recruitment_Practices_Undergraduate.pdf


CASE STUDY 
OF PIA



EXAMPLE OF CONTACT TOUCH POINTS AT PIA

SAMPLE LEAD





PERCENT OF CONTACT TYPES FOR VERY & SOMEWHAT LEADS (PIA)
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IMPACT OF AUTOMATION AT PIA
*Covid - HS Lead Generation was almost non-existent,

but PIA had a good 2019-2020 FY for lead generation to cultivate from.

Event Type 2020-2021* 2021-2022 YoY +/- 2022-2023 YoY +/- Avg Per Rep 
(6)

New Leads 4,207 19,345 360% 19,865 3%

Web Inquiries 1,967 2,234 14% 3,954 77%
Social Media (Facebook, Insta, Google) 0 166 760 358%

Automated Emails (Pardot) 249,804 385,082 54% 548,709 42% 91,452

Personalized Emails (Salesforce) 28,545 23,417 -18% 28,489 22% 4,748

Text Messages Sent (Mongoose) 21,033 43,746 108% 58,811 34% 9,802
Text Responses 10,938 12,926 18% 15,602 21% 2,600

Unique Leads Texted 5,475 10,477 91% 14,614 39% 2,436

Phone Calls 33,187 30,703 -7% 32,041 4% 5,340

Visits 1,042 1,286 23% 1,436 12%
Personal Tours 773 616 -20% 573 -7% 96

Open House Visitors 269 670 149% 863 29% 144

Applications 550 537 -2% 690 28% 115



APPLICATIONS 
TO ENHANCE 
AUTOMATION

There are Countless Tools That Exist For Nearly 
ANY Organization



CHALLENGES IN ADDITION TO ORGANIZATIONAL LIMITATIONS:

SMALLER ORGANIZATIONS ARE MORE LIMITED,
 HOWEVER, SCALED BACK OPTIONS ARE AVAILABLE

 HARD TO NAVIGATE AND FIND THE RIGHT TOOLS



ESTABLISHING A BACKBONE



CUSTOMER RELATIONSHIP MANAGEMENT SYSTEMS &
STUDENT INFORMATION SYSTEMS

SAMPLE
CRM’S

• DYNAMICS 365
• FRESHSALES
• HUBSPOT SALES
• JENZABAR
• LEADSQUARE
• MONDAY.COM
• PIPELINER
• SALESFORCE
• SLATE

SAMPLE
SIS’S

• ANTHOLOGY
• BLACKBAUD
• ELLUCIAN
• GRADUWAY
• JENZABAR
• ORACLE
• POPULI
• SALESFORCE
• WORKDAY



SALESFORCE



EMAIL MANAGEMENT SOFTWARE

• ACTIVECAMPAIGN
• CONSTANT CONTACT
• MAILCHIMP
• PARDOT
• REACHMAIL
• SENDINBLUE
• SENDGRID
• ZENDESK
• ZOHO MAIL



PARDOT



INTEGRATING APPLICATIONS TOGETHER

• ASTERA
• HUBSPOT
• MULESOFT
• POWER AUTOMATE*
• RAPIDAPI
• WORKATO
• ZAPIER



ZAPIER

TRIGGER



ZAPIER

EVENT



POWER AUTOMATE



MANAGEMENT/SUPPORT OF APPLICATIONS AT PIA

PARDOT: 
ADMISSIONS REPRESENTATIVE

TRAINED MARKETING MANAGER

SALESFORCE/ZAPIER:
ADMISSIONS REPRESENTATIVE

INFORMATION TECHNOLOGY SPECIALIST



MANAGEMENT/SUPPORT OF APPLICATIONS AT PIA

ANTHOLOGY: 
ADMISSIONS REPRESENTATIVE

INFORMATION TECHNOLOGY SPECIALIST
TIER 3 SUPPORT FOR REPORTS AND WORKFLOWS

WORKATO:
TIER 3 SUPPORT FOR RESTFUL API CONNECTIONS

(MINIMAL SUPPORT REQUIRED AFTER SETUP)



ENROLLMENTS



LEVERAGING TECHNOLOGY TO RETAIN ENROLLMENTS

Digital Document Collection
• Acrobat Sign
• Docusign
• SignEasy
• SignNow

But Not all Documents require Signatures

STUDENTS EXPECT TECHNOLOGY



LEVERAGING TECHNOLOGY TO RETAIN ENROLLMENTS

Other Automations Leveraged
• Balance Notification Reminders
• Course Enrollment into LMS
• Direct Deposit Management
• Enrollment into Clery Act Training
• FERPA Updates
• Financial Aid Packaging Notifications

STUDENTS EXPECT TECHNOLOGY



THANK YOU

SSABOLD@PIA.EDU
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