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The concept of
Enrollment
Cycles isn't
new, but tuning
your cycle to
the Buyer's
Cycle—in this
case, the
Prospective
Student who is
buying in to
your school's
value—can
revolutionize
Enrollment.
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This eBook is meant to be a part of the Value Based Enrollment Methodology (VBEM),
specifically Module 4: Buying and Sales Cycles. The VBEM is specifically tailored for higher
education institutions that use, or wish to use, an integrity-based, highly relational,
consultative sales methodology to represent their college or university to prospective
students and their constituents.
 
This eBook emphasizes that there's a relationship between the familiar Enrollment Cycles
and the sales term "Buyer's Cycle" (which we define as the process your prospective
student and their constituents are going through simultaneously). Aligning these two
ensures the Enrollment Team utilizes messaging around the school's values that specifically
answers the needs of the buyer/prospective student at the right times.
 
This curriculum can be completed as part of a live seminar/workshop; an online course; or a
blended course offering both a live and an on-line learning experience together. This course
is designed to reinforce all learning channels—auditory, kinesthetic and visual—as well as to
offer flexibility in how a learner might experience it. The curriculum includes 14 modules:
 

Module 1:  Representing the Value(s) of Your School

Module 2:  Long-Term Vision

Module 3:  The Service-Centered Counselor

Module 4:  Buying and Sales Cycles

Module 5:  Enrollment & Personal Goal Setting

Module 6:  Establishing Trust and Confidence

Module 7:  Telephone Techniques and Email Etiquette

Module 8:  Qualification I: People, Time and Money

Module 9:  Qualification II: Identify and Manage Issues

Module 10: Establishing Value

Module 11:  Value Based Representation

Module 12:  Objections: Opportunities To Represent Value

Module 13:  Value Based Summarization

Module 14:  Value Based Closing
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SECTION 1
SALES (ENROLLMENT) CYCLE
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SECTION 2
BUYER'S CYCLE


























