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PREFACE

The ACT National genter,for the Advancement of EducationalvPractices'

(KCT Natlonal—Center)~was—founded, ln"part to collect analyze, and
d1ssem1nate 1nformatlon about -crucial educatlonal issues. Following
ACT s tradition.of service to educators, the ACT. Natlonal Center offers

Aconferences and publlcatlons of 1nterest to the educatlonal communlty.

AThis publication, "Adult Recruitment Practices,"'is_an outgrowth of a:
national survey on that topic conducted by ACT in 198l1. The f1rst
section of this publlcatlon is. devoted to a summaryAreport of f1nd1ngs
from the;survefr B

1

_The second section. of th1s publlcatlon contains a collectlon of papers
on tOplCS pertalnlng to adult recrultment practlces. These papers were
wrltten by admlnlstrators who are active in recru1t1ng and serv1ng the
adult student populatlon.'

" We sincerely appreciate'the willingness of the survey-respondents to -

'share the1r hard work and creative thlnklng. Profess1onals ~who work

w1th adults w1ll benefit from the1r experlence and generos1ty.

Patr1c1a Spratt ) Juliet Kaufmann ' Lee Noel N S
Survey D1rector . Editor - Executive Director -

Linoe R
AEAK -
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ADULT RECRUITMENT PRACTICES

~

A REPORT OF A NATIONAL SURVEY
by
Patrlc La Splatt Jullet Kaufmann, and Lee ‘Noel
ACT Natlonal Center for the Advancement of Educatlonal Practices

INTRODUCTION

As more and more adults cons1der a return to the college campus, many
postsecondary 1nst1tutlons find 1t beneflclal to assign a person (or
persons) from the1r staff to adult outreach/recrultment efforts._

\
Although much initial recru1tment 1s accompllshed through medla
\l

——

advert1s1ng\jbrochures, radlo and TV spots,\publlc service announce-

- ments, newspaper/advertlsements, and so forth), many colleges and
_,ﬂl,eunlvers1t1es.take a second approach -- person-to-person contact.f This.
| approach’ helps to establlsh a link between the needs and prlorltles of .
adults and the offerlngs.and serv1ces of the institution. For-many
adults, personal contact with a member of the admlnlstratlve staff orH

the faculty is the catalyst that turns a prospectlve student into-a .

reg1stered student. e

A 1

o

ACT's'l981 "Survey'of Adult Recruitment Practices” has collected
current 1nformatlon on the nature and success of person-to-person
-adult recrultlng actlv1t1es and practlces. We hope thls information

will prove useful to colleges and universities interested in recruit-

ingiédult,students-l-uml“Merll;zwml Ll,wwﬂwjji“mwum\Ml.llllmlul_,ww,mwmmw.w



METHODOLOGY

Two'sahples of ihstitutions were used in this study: 1) a high—intereStk
sample of institutiohs providihgvseruices to adult learners (N = 587);
‘identified through an earller study entltled "Attractlng and Retalnlna
Adult Learners" (ARAL) conducted by the ACT Natlonal Center \Lev1cz and
Noel, 1980); and 9) a random national sample of postsecondary 1nst1tu-
tions, excludlng proprletary institutions (N ='667). These 1nstitu—
jtlons were 1dent1f1ed through the ACT Institutional Data, Questlonnalre,,

whlch is used as an 1nformatlon source for the ACT’ College Plannlng

Search Book. The stratification scheme and,sample siZes appear'in Table

s A below.
‘ TABLE A
STRATIFICATION AND SAMPLE SIZES
_ ARAL HIGH-  DEGREE LEVEL AND SAMPLE ~ RESPONDENTS
STRATUM INTEREST AFFILIATION SIZE ~ NUMBER PERCENT .
| 1 Yes A NS 287 129  45%
" 2 ‘No TwotYear Public . 177 65 37%
3 No -  Two-Year Private 131 60 463
4 ‘No ' Four-Year Public. - 168 _ 60 .- 36%.
5 - . No. . Four-Year Private: 191 77 40%
Total , . . 954 388 - 41s o




In Augusﬁ léél, surveys.were'mailed ts institﬁtions; addressed to
"Direcﬁor of A&ult_Recruitment;" .A foliow-up mailing Qas sent during
éeétemﬁér 1981.‘ Usable responses were.recéived from 388 institutions,J
for a:;esponse'ratevof 41%.'in Table B, the iesponding institutions

are displayed by degree level and affiliation.

.. TABLE B

RESPONSES BY DEGREE LEVEL AND AFFILIATION

Degiee Level . . Number . ‘% of -

and Affiliation ' -Re§ponding~ Total
Two-Year Public , B oL. . L ¢ 23%
Two-Yéar Private R 62." . ﬂth%
Four~Year Public - 113 : 20%
Four-Year Private o122 - ’ T 31%
Total o | 388 99’

* o .
Total does not equal 100% due to roundingy

The survey'questidnnaife was designed to obtain information on adult

outreach/reéruitmenteefforﬁé.i The items focused in particular on

rperson-tb-person recruiting--those activities that involve direct con-
.- tact between campus personnel and potential adult‘learners for the

. purposes of provi&ing infofmatioh and facilitating enrollment.

: —— e s R

The survey questionnaire, which contained both_mhltipié choice and
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open-ended itéms, was divided into three parfs. The first section

of the survey focused on the extent to which insﬁi;utiods were

!

actively recgﬁitiag'adult leérnersthd comparative‘leVelé pf\enroll-
menﬁ fof traditiQn;l?aée ;nd adﬁlt learne:s. The secoﬁa sectioﬂ
examihed-adﬁlt recruitmentkaCtiVities‘frém a design andldelivery'
perspective.‘.The third section.bf the qﬁestibnnai;e pérmitted fef
spondents 29 pro?idg détailed des;riptions of particulérly success-
ful recruiting activities, focusihg on the purposé,ldeliyery method, -
impact, and factors that contributed to sﬁccess; 6nly institutions
thét';cziveiy tecruit adult'¥¢a£hers ﬁere encouraged to Coﬁplete-

Parts Two and Three of the survey; 232 (60%) of. the total respon- -

".dénts“completed the entire survey.

e o e ot o ‘




FINDINGS

Part. One

N W

:Part One of the su#“ey identified insticutions that actively recruit -
‘adult learners. In answer to the questions in Part One, almost all
respondents supplied information about institutional type, enrollment,
'definitions of "adult learner," needs’ assessment, and recruitment
practices. DPart Two of the survey was to be completed by only those\- ‘ ‘“'
respondents who said that their institutions actively recruited adult
learners, but -some respondents completed Part Two despite the fact

‘ that they did not make a speoial effort to recruit adults. -

Institutional Type. The largest group of responses came from four-

year private inStitutions (31%) , while the second-largest (29%)._came
. from four—yearbpublic'institutions. Two-year private institutions

responded to the survey in smaller percentages (16%) than the other

three types of institutions (see Table 1).

pefinition of Adult Learnern By far the largest percentage of

respondents define adult learners as those who are 2=for older. '’ Four-

year institutions tend to Cite this definition much more frequently '

.w~than two-year instltutions do, hpwever. The second—most—frequently
.Clted definition was ‘any person- with a gap of two to five years in his -
or her education (12%). This definition is Cited ‘more often by two-'

year institutions than by four—year respondentS. Adult students are



“defined -as paft—time,students, noncredit students, extension or CE
students, or self-supporting students by very small pgrcentages of - -

1

respondents.

Ten pércent report having no definition of adult students, while
" another 11% did not réspoﬁa tolthe~question. Taken together, these

two categories make up 21% of respondents (see Table 2).

' Needs Assessment. 'Althoﬁgh.a majority of survey respondents reported
that théy actively recruited'adu1t iearners; less- than 6ne;quarter

(21%) had actually administered a needs assessment to determine the

[} . o

needs ' of adult learners in their commﬁnities.(see Table 3).
Public institutions'appearea to have administered ﬁeeds assessments

' - more frequéntly than private institutions, however.

Methods of Asses%ing Needs. -Written_qﬁestionnaires -~ both standard
- . and custom-made -- appear to be the most popular means of assessing
p ;he'educafional"needs\df édult:léarners. Eightyéfou:\perceht of:

respondents who had administered a need§;éssessment-reported using .
_ﬂ;M»~awrifféﬁ%éhé;tionnaires. Eighteen percent had conducted teleph®ne

o

'surveys,iﬁhile another 18% had conducted personal»intexviews; only
6% had ;sed_ofhér meﬁﬁodérof aséessing_needs.' éWO-yéa; private

y institutiohs‘reportedAusing most kindsAof néeds’asseSSment‘methods
‘much less:fréquenﬁiy'thap othgr»types_of institutions. Passive,

impersonal'meth0d5>0f assessing the needs of adult learners seem to

11_



be used_more’widely than interactive personal means (see Table 4).

A number of survey respondents 1ncluded descrlptlons of their survey
instruments and their d1str1butlon methods. Por example, locally
developed questionnaires"aSsessing needs may be included in a college
promotlonal tab101d or brochure that is e1ther mallod to every home
in the communlty or 1nserted 1nto the local nemspaper° More slnply,

a cllp-out questlonnalre may be pr1nted by itself in the local news-

papero"

_One college reported bulldlng a brief needs assessment 1nto«1ts.
reglstratlon form, so that enrolllng students cou71 express thelr ‘
educatlonal needs and the college rould determlne whether or’ not 1t
uas meeting those needs ¢ Others reported sendlng questlonnalres to
hlgh school superrntendents and teachers, and to hlgh school seniors
and thelr parents. Some schools comm1ss1oned market feaslblllty ‘
studles and needs su:veys as part of the development of new educa-’
'tlonal programs. One state educatlon department sponsored a state—

w1de survey of the needs of adult learners.

) o
: ,‘ . N -
N o

.Among the standardlzed needs surveys avallable, respondents c1ted the
Amerlcan Council on Educatlon Student Proflle and the. ACT Adult

Learner Needs Assessment Survey, whlch prov1des ‘for locally-des1gned i
1tems as well as standard items in several categorles Many .

instititions reported-using several methods. to assess«the needs of

D:-,

ps
oo



adult learners: - for example, standardized or localiy-designed

questionnaires may be followed up by personal or te;ephone interviews
uith a sample'of questfonnaire respondents, and by face—to-face inter-
views with enrolled students.

Many 1n°t1tut1ons rely on 1nformal contacts w1th1n the communlty for

. their needs assessment purpose Some'hold ongoing meetings.with kep
conmunrty-organlzers and leaders of public.opinion.' Others work closely'h
with local profess1ona1 and communlty organlzatlons, still others

inquire about needs while holding 1nforma1 1nterv1ews in shopping

malls. ' (For examples of local and standardizedlneeds assessments,

see appendix following this report).

Active Recruitment More than one-half of the survey respondents (56%)

‘1nd1cated that thelr 1nst1tut10ns were act1vely recrultlng adult ’

learners. Publlc 1nst1tut10ns were about 10% more 11ke1y to be con-
ducting'act;ve recruitment than pr;vate’lnstltutions.' Two-year public‘.
'respondents reported recruitinéAactivity.more frequently than other
types‘ofiinstitutions,'whileitwo-year.privatevrespondents reported_it_

‘least frequently (see Table 5). ~ - =
‘Part Two

°

Paxt Two of the survey focused on the spec1f1c types of recrulflng_

"ﬂact1v1t1es conducted by colleges and unlver51t1es 1n an effort to



¢

promote'adult enrollments. The survey questions were designed tov
elicit information about the organization of recruiting efforts; the
nature of the audience for those efforts, special programs and
approaches' contact with community groups;. and’ contact Wlth bus1ness

and industry.

i
kS

. Respondents .to Part Two. Although institutions that did. not actively
recruit adult learners were not asked to complete Part Two, 4% of them

did. 1In all, 60% of survey respondents completed Part Two, while only

56% indicated that they engaged in active recruitment. Réspondents

from public institutions that did not recruit were somewhat more likely

‘to £fill out Part Two than other non-recruiting respondents (see Table 6).

2

. Office ﬁesponsible for Recruitment; By.far ;he largest percentage of
respondents!named Continuing Education as the‘unit or office\responsible
for recruitment efforts (48%) Incidentally, four-year public lnStl-.
tutions nawed this office far ) more frequently than other types of re-
spondents (67%), while two-year private institutions named it far iess
frequently.' | ,

[ ?

The Admissions_office was cited by 37% of respondents. Two-year
private inStitutionsbdescribed Admissions as the responsible office
almost twice as frequently as other types of respondents (64%), who

cited Admissions in roughly similar percentages.

y
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! All other offlces - ranglng’from Communlty Serv1ces to Academlc
Affalrs and Student Serv1ées - are each cited by fewer than 6% of

the respondents.

L .' S e : " '
It is evident, then, that at most institutions. (particularly four-year
- N ‘-\' .

public institutiqns), Continuing Edpcation coordinates efforts to
. : . \ ' . s
increase adult enrollments, with Adm}sSions a fairly distant second

(see Table 7). : o S

Reporting. Although recruiting of éduits is:not,usually.conducted

i
‘I

by the Academic. Affairs Office, according to the data summarized above,

the director of the office or unit_that coordinﬁtes adult enrollments'

%
reports to the Vice- Pres1dent for Acadef .c Affalrs‘@t 20% of respondlng

1 | 1nst1tut10ns (see  Table 8) ' Identlcal percentages ;r\respondents (13%)
stated that the offlce d1rector reported to the Pres1den\ or the
D1rector of Contlnulng Education. - The D1rector of Admlss1ons and the
Dean of Students were each named as. the superv1s1ng offlclai\by '10% of
_the respondents, wh11e the Academic Dean was’ c1ted by 9% All\the

other officials listed in Table 8 were each named by fewer +han 7% of

the respondents. , : o _ _ r o . \.

~

' Recruiter's Title. Table 9 displays frequently reperted titles of

persons responsible forurecruitingiadUIt students.aQainst the names
, . - ' - P ¢ ’
+ of institutional offices. The most frequently reported titles are

-Director, Deén,'and Assistant Director,‘and the most frequently report-

o . . o 15?'




»edfoffices are Continuing Education; Adult Programs,'and Admissions.
(The Adult Programs category includes, ‘for example, Adult Basic Educa-

i

tion, AduIt Re—entrylfrogram,_Adult hearningvservices, Adult Special
Programs, and so”forth )} ' The laigest numbers of ‘responses fell under
the title Director of Continuing Education (24), Director of Adult
Programs (l9), and Director of Admissions (17).

By comparing Tables’? and 9, it is evident that'even though the offices
of Continuing Education and Admissions are responsible for recruiting
adult students, at 48% and 37% of responding institutions, respective-!
ly, not all directors of those offices are themselves respons1ble.for
increasing adult enrollments. In fact, Table 8 shows that the Direct-
ors of Continuing Education and Admissions are the persons to whom the
director of adult recruitment reports at 13% and '10% of responding
1nst1tutions. Therefore, it is apparent that at some institutions
support staff»rather than executive staff.w1thin the offices of
Continuing Education, Adult Programs, and Admissions are:responsible.
‘for building adult enrollments. Note, however, that only 60% of the

'1nst1tutions that responded to Part Two supplied .a title for the person»

carrying out these responsibilities. "i ;

Segmentation of Market. .Of all respondentsoto Part Two, 52% segment

the adult'market for recruiting purposes. Two-year public and four-

. . year, private institutions are more likely to subdivide the adult market

than two-year private and four-year public institutions (see Table lO) .
K. )

'x?l
C.
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Segments Targeted for Recruiter Contact. The largest percentage of

respondents that segment the adult populatlon report that the prlme

A 1:

recru1t1ng target is ‘employed profess1onals (67%; see Table 11).

Obvxcusly the ea51est to reach,thls group is the most likely to take

>

advantage of opportunltles for educational advancement and tuiticn
benefits. The target group c1ted next most frequently (58%) is women
who have young chlldren. (In :act, two-year public lnstltutlons report
bthat they a1m the1r efforts at thlS group more frequently than at

employed professlonals.) Many two-year 1nst1tutlons prov1de child care -
. ) . i ]
centers in an effort to: attract women who are pursu1ng motherhood and

ﬁeducatlon s1multaneously Four-year publlc 1nst1tutlonsareport aiming

their efforts at employed professionals and at women w1th young child~

4

ren somewhat ‘more often than Other types of respond*ng 1nst1tutlons do.
- .

A

]

Senlorcc1t1zens represent a 51gn1f1cant market for all types of re-

o

sponding 1nst1tut10ns, and are wooed by an average of 55% of resﬁ%nd-
. ents, although two-year publlc schools target them substantlally more -
frequently (69%) than other types of 1nst1tut10ns._ Four-year prlvate
1nst1tutlons target them qulte a b1t less frequently (36%) . Dlsplaced

homemakers wishing” to flnlSh the1r formal educatlon and the1r occupa-

B

'tlonal tra1n1ng are. targeted by 53% of respondents, aga1n, two-year-

publlc 1nst1tutlons lead wikh 69%, and four-year prlvate respondents

brlng up the rear with 38%.. s i

»

-

v Employed middle-income persons are targetedﬁseparately'by 52% of

ez . j3
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respondents,_although tvo—year public institutions appear to recruit-
them on a person-to-person basis far less frequently (33%) than other'
types of 1nst1*utlons. Two;year private and four—year prlvate.respond4
ents target middle-income persons much more frequently (64%-and 69¥,

respectively) than four-year public institu’ions do.

Four-year 1nst1tutlons target spelelC professlons far more frequently

than two—year 1nst1tutlons do, perhaps because four-year schools typi-
' 3

cally offer a greater“variety;of—advanced—professional—deveiopment
courses or refresher courses that are readily appllcable to changlng
Professional needs. Although 47% of the respondents report recru1t1ng
professional grohps, only 27% of two-year Private respondents appear

to recrult these groups. Nurses are one such group =-=- recruited by
:both publlc and private four—year schools, but not by two-year schools.ﬁ
-On the other hand, banklng personnel and accountants are recrulted by
two-year but rarely by four—year 1nst1tutlons, accordlng to the

survey responses.u‘Another professlonal group targeted by both two— and

Vfour—year schools isqgovernmenthemployees - mllltary personnel, fire-

fighters, police, and white collar government workers.

¢

On the: average, slngle parents ‘and veterans are targeted in nearly
identical percentages (44% and 42% respectlvely), while two—year private
1nst1tutlons report tnat they recrult both groups in slgnlflcantly high-
er percentages than other types of respondents do (54%. and 82% respec-

tlvely).

Fx— Y
w




The groups remaining in thé rank order in Table 11, while clearly
significanﬁ for mahy of the respondents, are.reééuiﬁgd iess frequently
than the grbups discussed above. Underemployed persons and college
‘dropouts are~¢éch‘recruited by 35% of the respondents, ﬁut the ia;tér
qfoup is targeted by two-year private institutions much mofe'frequenﬁly
than by pﬁﬁlic insﬁitutions. 'High school dropputs are included under

~

"other"; they are mainly recruited by two-year institutions.

Unempioyed personé are fargeﬁeé by 32% of the respondents; again, two-
yeér pfivate institutions recruit this group muéh more freéuently thah .
'other,types-of reépondents' ’In gen;ral,bresponding.inStitutions do not
aééea: to bévnearly‘as active in reqruitiné rural, unémpldyed or eﬁf
.éloyed‘iow-inééme persons as they are in recruiting middie-income or -

professional persons.

'\

F]

" Only one-quarter (26%) of the réépondénts report recruiting college

)

“" graduates as such, perhéps beééuse,cbllege graduates are frequently

included in other categories (such as professiohal grbups)'whiéh'adult
recruiters find more meaningfﬁl. As one would expect, fourFYear insti-

tu:idﬁs_are_much more likely than two-year institutions to racruit col=

lege graduates for adult education offerings.

Preregistration Activities. Of the institutions that responded to'_

a

Part Two of the survey, 74% offer preregistration,activifies to

°

‘acquaint adult learners with their institutional resources and their

i9



15

course offerings. As Table 12 shows, four-year public institutions
seem more likely to offer such activities than other types of respon-

dents (80%), while two-year private respondents offer them much less

frequently (62%) .

‘Activities Offered. The campus open house is the prereglstratlon
act1v1ty most frequently named by respondents as occurring on their
.campuses (57%). Two-year prlvate institutions that offer preregis-
tration activities report‘scheduling canpus open houses far more.
frequently than other types of nespondents (81%) _ In fact, two-year
institutions generally offer open houses more frequently than four- ‘

year respondents, perhaps because their campuses are smaller and

<
more compact (see Table 13). : N

Silver Lake~College, a four-year private colleqe in Manltowoc, Wis=
Jcon51n offers a spec1al open house des1gned to convey academlc in--
formatlon ‘to prospect1ve adult learners. The program is held in

‘the mornlng and repeated in the even1ng about one month before regis-
tratlon, and 1ncludes presentatlons by faculty and the D1rectors ofv
Adm1ss1ons, Student Serv1ces, and Elnanclal Ald ‘ An 1nfornal”panel
of adult learners dlscusses how they have managed money, time, family,
spouse, and'the fear of returning‘to school. Wwhile this workshop
attracts fener persons than a standard open house, it results in a .

- -much higher'application rate, which the college reports has beenlcon—- '

sistently high over several years.



‘Survey respondents report offer1ng a varlety of "back—to-school"
workshops for returning students. The State Unlverslty College at
Brockport,'gew York,;for exanple,-conducts "options for adults," a
workshop’for persons who have expressed an interest in returning

to college. The two-hour workshop,:which is normally held on eampus,
includes lectures-and gﬁestion-and-answer sessions. Fact Sheeés

about the college are distributed, along with brochures on. financial

aid and credit by examination.

More elaborezie than'most is a "You Can Do lt“ WOrkshop created'by
the ﬁniversity of Pittsburgh éollege of General Studies and the
Learning Skills Center. A series of two-hour sessions over seven
weeks_introduces'persons who have\inquired about evening.college
programs to college reading and study skills; listeningilnote-
~taking, and test-taking skills; time management;"lihrary resourcesf
A assertiveness; ana,college‘lnformation; Responses.on a pre- and

A

' postfaorkshop "fear survey" revealed significant decreases in

°

participantsi fears about returning to college. | o T
VMore‘direct\personal support programs are also effective. Lincoln
Land Communlty College, Sprlngfleld Illln01s, dlspels the fears
iof prospectlve students through its Project Fresh Start (PFS) adult‘
re-entry program, which has three elements. (1) a one-day conference
o) her women overcome barr1ers to re-entry, (2) ongolng telephone

outreach to link new students to support persons on campus; and (3)

: 221

16
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workshors targeted on specific problems of -adult students. Success
. ’ [

-actors in the PFS program include recruitment through personal net-

Wo. s and in-person caring contact. The Sults, according to the

CQ;lgge, are three consecutive ?ea;s of record enrollment. o "

e ' -
//’ '

Informational meetlngs at/places of employment are offered as pre-
registration act1v1t1es by 48% of- respondents, Whlle 47% offer 1nfor—
matlonal meetlngs at/schools and llbrarles. Because working persons
frequently find it d1ff1cult to attend meetlngs dur1ng the day, and'may
not wish to’ leave home to go to meetings at n1ght many 1nst1tutlons

’ ev1dently f1nd 1t practlcal to arrange meetlngs at workplaces for
| captlve aud1ences" of 1nterested employees. Slnce motlvatlng adults
'to attend claSS“S seems to be the greatest challenge facing recrulters

of adu]t learners preregistration offerlngs that are ea51ly acces51ble

to worklng persons may be more successful in recrultlng students. For

~example, the Unlver51ty of Massachusetts at Boston sponsors a back-to—

jcollege semlnar in llbrarles for nontradltlonal students. An hour- -

~ long sllde—tape presentatlon featuring four returning adults is fol-

lowed by'a discussion of college éguirements, financial aid, time -
_management, and so forth. Because the program is co-sponsored.by public
libraries, it reaches'large numbers of'returning adult learners.

v Thirty—elght percent of the Fespondents who offer prereglstratlon act1—

v1t1es report offer1ng dec151on—mak1ng workshops in an effort to recrult

‘adult learners, whlle th1rty—f1ve percent have staged 1nformatlon

&o
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fairs. Twenty-six percent indicate that they have used a re-entry

speakers bureau to motivate adults to continue their education; But

re—ehtry workshops and special advising for adults.wereloffered by only o

k]

5% and 3% of the respondents, respectively.

@

Approaches to Social Service Agencies. While 33% of those responding

to the'surVey?question about fecruiter relationships with social service
agencieé reported that their institutions had not established contacﬁ
with social service agencies, 4é§‘réported that their recruiters met

on a one—to;one basi;FQ;th;clients referred b§'a§encies, (see Table 14).
Two~yeaf'iﬁstitutions wérélquite a bit moré likelf to establish rela-
tiqnships with agencies'andito work -with clients ﬁﬁan four—yééf.insti—
tutions, as one might expect. Thiry-£five percent of the‘respohdents'
repofted that theif recruiters solicited suégeéfiopsnfromlagencies for
campus coursés or services that would hélp the ggencies' plients. -
Again, thg £wo—Yea: institutions were more likely to report this apbroach
than»four—year respondents. Less than. one-guarter (23%) reportéd that
recruiters mét regularly with.aéehcy staff to infoxm them ofﬂéurrent

educational programs and services. *

Approaches used by recruiters with social service agencies include:
regular mailings; regular times when admissions counselors personally
deliver catalogues and information to agencies; an information  program
conducted each semester for directors or representatives of social ser-

 vice agencies; and meetings between recruiters and an interagency coun-

23
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&
cil, recruiters and churches, or recruiters and public school

counselors.

Approaches to Community Organiéations. -Qn thé wholp, respondents are
more likely to haye'éstablished contact with ccmmuﬁity organizations
than with %o;;ai_seivice agendies, (see T&blé 15). Only 9% of : . f f
resp;;dents report that they have not e;tab;ished conta;t with local = .
groups: Fb&r—year institutions were leas£:likely to have established
éommunications, with ie% reporting "no contact." Eighty-fo:r.perceﬁt
cf the resbgndents reportad that théir recruiters;simply spoke to vVT
community oiganizations, thle a comparatively small 53% indicated (’gu
fhat their recruiters'éoliégted guggestipns for courses,rprograms,“o}
'service§ from comﬁunity groups. Ohe institutioh-repdxted havihg ani.
advisory committee made up‘of ;epresgn;ativeé from'lbcai'groups, while
‘anbtheﬁlhad-identified a»specific contact~pe;son within‘eéch organiza-
tion.. On1§u35% of the respondents stated that their recfuitegé

.

regularly contacted community organizations.
' ? ' ‘. : : . . o
‘ L ) ‘ o

.SOme,schpols approach cbﬁmunitj orgapizations indirecﬁly:'in one

,commpnity'collgge,'alivadﬁinistrators are encouraged tb,join’twp
icomhunitglorganizétions,-anaithe collebé pa&é their mémbership dues.
{In another, the President and the'Aéaaemic Dean are members of
_community-groups.:,A thifd'schooi makes‘iés fééilities avail;ble to

civic groups for tgeii meetiﬁéss in return, a brief vidéotape about

°the institution‘is_ShOQn at each meeting. A fourth school arranges

2
s
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for community groups to co-sponsor special interest programs. :

] o

Contact Established- with BusinesS‘and Industry. Of a11 respondents to

Part Two of the suIVey, 76% reportﬂd that their recruiters had made

- contact with businesses and industries in their areas. Two-year public

institutipns were quite a bit more likely than other respondents (83%5
to have contacted business (see Table 16).

v

Recruiting'Approaches for Business and Industry. Table 11 shows that
employea_professionals were the number one target group for a majority
of the survey respondents who segmented the adult popuiation_for re-
cruiting purposes. The frequency with which respondents indicated that

-

they/pursued various’ recruiting approaches with ‘local businesses re-

”flects this priority (see Table 17). Eighty-six percent of respondents

- who had established contact with business and industry reported that

their recruiters had communicated with personnel departments, while 63%

said that their recruiters had contacted top management. 'Forty-eight

3

percent held periodic recruiter sessions at business or industry

ALY

locations.

&

Institutions that described their business-oriented recruiting aCthltleS>

4

in detail all stressed the importance of establishing firm personal con-
tacts with managers at companies and Wlth emnloyees interested in- return-

ing to school. The personal contact between the recruiter and the com-

rany's training of 1ce_‘or personnel director is Viewed as crucial be-
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u

cause the company s tra1n1ng offlcer can recommend the recrulter

(and the 1nst1tutlon) by name to employers who. express an 1nterest

in further educatlon.

Successful recru1t1ng programs in buslness and 1ndustry don t wa1t for

\

employees to ‘come to campus in search of courses. They v151t employees

"on locatlon“ to provide-the extra push that wlll motlvate them to },;
enroll in classes. Fordlnstance, the Adm1551ons Off1ce of. the Unlvere‘f:t.
l51ty of Ken kcky, Lex1ngton, v151ts spec1f1c jOb 51tes to. seek out
1potent1al adult students. The school s v151t is advertlsed in advanceif

- in the company newsletter, and employees are encouraged to return a
.reply card to the company [ Personnel D1rector, who then schedules B

,1nd1v1dual 30-m1nute app01ntments w1th adm1551ons representatlves on

company t1me. The un1ver51ty sends 1nformat10n to employees before
their appolntments, along: w1th lettez encouraglng them to- follow , R

‘through and apply after thelr 1nterv1ews.; The unlver51ty attrlbutes

N,

the Success of thx; effort to the free pub11c1ty in the company news-

-u L R T s,

letter and to the cooperatlon offered by the company in arranglng

T Jgn-91te 1nterv1ews.

' Edlnboro state College Edlnboro. Pennsylvanla, arranged 51mllar on-, » pf?

> _ t
51te 1nterv1ews but after determlnlng the areas of gleatest 1nterest

_/
to’potentlal students, dec1ded to offer ‘one or two coulses at the




.Cooperation‘oquirms is also stressed‘by Our Lady of the Lake College,.h

}san_Antonio, Texasi which sets upyrecruiting facilities'in high—traffic
'areas;ofveompanies. The college notes that approxlmately 30% of all
students in 1ts weekend college come from the firms where recruitment

~act1v1t1es have been held, and cites the convenlence of on-site recrult-

©

ing and the cooperatlon of local flrms as 1mportant contrlbutors to
1ts recru;tlng success. . L . !

Montclair State College, Upper Montclair, New Jersey, uses its meetings -
wlth~personnel'directors_and training directors to acquaint them with

. R » T ‘ R ' R
college programs. But at the same time, its recruiters attempt.to dis-

. cover ways in which the college can be of service to the fimm f-Athroth
- ;speeially‘designed courses, co;op linkages, and so forth. The college .

R
A

“:vnotes that the personal oontaots'established during.these meetings set .
o up comhunioation lines and'also save time. Business managers and em-

. 'ployees can’ call a person they have met who, in turn, can conhect them

. quickly with the appropriateboffiee or resource.on campus.

- -

*:Tuition’Reimbursement; Of all respondents to Part Two of the survey,
{tel% had 1dent1f1ed the area bus1nesses that prov1ded full or. part1al

"t,}‘tultlon relmbursement to employees. Four-year pr1vate 1nst1tutlons -

"’were far more llkely to have 1dent1f1ed such bus1nesses than other types

(71%), two-year pr1vate 1nst1tutlons were. least llkely »

ee Table 18)

Y VR
3.
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~

Only 30% of respondents to Part Two, however, had worked with business

to develop tuition reimbursement plans. But.of that 30%, nearly two-
.thirds (63%) had successfully set up tuition reimbursement Plans where

none had'previously existed (see Tables 19 and 20).

=N

Recruiter Meetings with Management. Of all respondents to Part Two of

the survey, 6;% had met w1th the menagement of loeal bu51nesses and
! industries to determine the kinds of courses that would best meet the
needs of enployees. Two:year public 1nst1tutions were much more likely
.than other types of respondents to- have held such meetlngs (88%), two-

year private respondents were least likely (54%; see Table 21).

P\D
o
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CONCLUSIONS

.

The findings of this survey are summarized in three sections below:

Extent.of recruiting efforts; organization of efforts} and person-

to-person recruiting techniques.

C X N _ v
Extent of Efforts. The majority of the 388 Mnstitutions that '

responded to the survey reported that they-had an operat1ng ’}

deflnltlon of "adult learner” and that they were engaged in the

active’ recrultment of’ adults. A much smaller number, ho\ever, had

El

conducted systematlc needs assessments to determlne .the educatlonal

plans and requlrements of adult learners in their'cdmmunities (21%).

¢

“.Institutions that conducted needs assessments typically relied

‘more on passive means of gathering information, such as question-
naires and surveys,than,on interactive personal means, such as

interviews.

\\\

To' Be\effejtive;‘oollege recruiters typically need to know the

educational needs of the groups that they aim to"recruit.' Given
this, it is surp 51ng ‘that less than half of the 1nst1tut10ns L
that report they- ;\\\hqsi:ily recru1t1ng adult learners have

the

attempted to determlne

o

eduiational'goals ‘or requirements of
their target audience. While nume::us respondents report that

, i
’ |
they have mét with various constitu c1es 1n thelr commuﬂitles

4

. 1
\gestions, however |
: \

and have 'solicited suggestlons for prog .courses, or services
l su

from those const1tuenc1es, such 1nforma

24

v



25

useful they may be, do not constitute a thorough descrlptlon or

analys1s of the potent1al adult market..

Organization of Efforts. Mbstirespondents to_Part Two of the survey
indicated’that their/adult recruiting. efforts were'lodged fairly.
'°traditionally'ln Admissions or ln the Division or Office of'Continuingl
Education.' Reporting lines were clear in nearly all ‘cases, but only '
‘ 60% of the respondents to Part Two 1dent1f1ed an off1e1al as responsi-
ble for recru1t1ng efforts. Thus, less  than two—thlrds of respondents
who act1vely recrult adults descrlbe thelr efforts as coord1nated by

a campus official.

The-level of market analysis reported’in the“survey is not high;
About half of the respond1ng 1nst1tutlons report that they segment

; the adult aud1ence in the1r communities for recru1t1ng purposes, ‘and
two-thlrds of those who segment report that they target employed

' profess1onal persons - the most obvious adult target group.r In
general, 1nst1tutlons ‘that recrult appear to zero in on groups that
have a relat1vely h1gh level of income and profess1onal ach1evement -
w1th the exceptlon of two—year 1nst1tutlons, who,recrult veterans,
dropouts, unemployed persons, and underemployed persons more frequently
than four—year respondents tend to do (ln fact two-year ‘public
1nst1tutlons -are moxe llkely to segment the1r target aud1ence than

are,other types_of respondents.)
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' . Public Contact. As far as pre:egisttation activities are concerned,

three-Quarters of the respondents todPert»TWO stage various types
‘-of'sessions or workshops to ecquaint adults with the range and variety

of theit'institutions' offerings. Only two-thirds reportlthat they . have
vesteblished contact with social‘serQieevagenoies,f&ﬁle 76% have net
Jwith‘business and industry and 91% have approached'community organ- .

, izations. Two-pear pubiic.respondents lead all othefs in the fre=-
quency with which the&jestabiish contact with various community Qroups
and constituencies and offer pre:egistration activities.  Of the ?6%
of respondents tnat’have est;bigshed’contact with businesses in their
-communities,.meny contactfpersonnel depertments ot.managementirather

than attempting to reach employees more. actively or directly.:

tly less than two-thirds of the respondents haye identified local
businesses that provide'full of‘partial tuition reimbursement.for,
‘employees wii» Rursue continuing education. While employee benefits

‘may differ greatly\from place to place, The Chronicle of Higher

Education forlNovember 5, 1981, notes thatralthough 90% of 13rge

: Amerlcan buslnesses prov1de tultlon beneflts for thelr employees,

‘ only 5% of employees take advant ge- of those beneflts. Of the
relatlvely small percentage (30%) of\survey respondents who attempted

tO‘deveIOp'tultIon reimbursement plans, 63% reported:success in
establishing new pfans. ;Business, it eppears,\is’williné to subsidizen
the cost oé eduoat;ng adults;'butlmore institutions\need to request -

. , . . . .
businessvto underwrite tuition costs,:and,to pefsuade‘aaﬁlts to take

.




advantage of their employers' generosity, if adult education is
to thrive.

%
&o
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Tabie 1 - A R NVEQ o

-
"TOTAL SURVEY RESPONDENTS BY TYPE OF INSTITUTION
N . 388 R
Two-Year -Public o 92 - 24
_ Two-Year Private - ' 62 - 16
Four-Year Public 112 29
' Four-Year Private - 122 o 31
. N
1"
/
L
A
g3




Table 2

. : 30
DEFINITION OF ADULT LEARNER®
{(in percentages)
_ o e - Two-Year Two-Year -  Four-Year Four-Year
e — "4 Public™ "—Privaté — — —“Public Private~ —To¥al
| /N. i ;', N o i )
92 62 112 122 388’
_All Students Adults ‘ s - | 3. 1 1 .3
> 15 - 20 - 3 3 3 7
>21 ) ' 6 _ 13 11 , 8 9
> 22 9 6 7 4 6
\ > 23 . 1. 3 4 5 4
Z.24 2 2 4 7 4
=225 | 16 2 36 28 23
2-5 Year Gap in . , : E ' '
"Education : E 17 o1 9. : 11 1 ..12
A1l Part-Time  } I 4 s | 2
‘All Enrolled-Noncredit S | ' ' 5 . :  1 ’ 2
All Enroiled Extension/ : . . . _
Continuing Education 1 , 2 -2 1
Self-Supporting 1 3 b o1 1 11
Other’ . o1 26 8 13. 13"
" No Definition: 8 | 1 10 o1 10
. No Reéppnse o ' 10 . 18 . 11 ' 10 ' 11
)
.

_®Multiple responses possible; percentages will not total 100%.

-




" Table 3

ASSESSMENT OF NEEDS OF ADULT ILEARNERS
. {in percentages)

e

—— - Two~Year Two-Year _ -Four-Year - Four-Year —
Public Private Public Private Total
N 92 62 112 122 388

Needs Assessment . »
Conducted .27 13 34 19 24

Table 4 p
SURVEY. METHODS USED TO ASSESS NEEDS®
: (in percentages)
Two-Year. Two-Year Four-Year Four-Year .

- Public Private .Public Private Total

N ' T : )

" o, 23 7 32 19 . 81

Written Survey 78 85 87" 84 84
~ TYelephone Survey .. 30 0 -9 26. .18
Personal Interview 13 - 14 18 T 26 18 -
-Other 13 14 3 0 6

Y

P 24

1




Table 5
s - . . ' . 32
INSTI':IPUTIONS THAT ACTIVELY REC'RUIT ADULT LEARNEB'S
Lo (in percentages)
Two-Year _Two-Year Four-Year _ Four-Year
— Public ~. " “private “Public Private .__Total
N _ 92 . 62 112 122 388
Active Adult ) :
. Recruitment : . 63 42 58 54 56
’ g 4 ,
s
o , " Table 6
INSTITUTIONS THAT COMPLETED PART TWO OF THE SURVEY
(in Percentages)
N | 388 | % o '
. o - . . . ’ : o
Two-Year Public . 92 71 ‘
- Two-Year Private . ' °62 - . 42 5
- Four-Year Public - ‘ ©o112 ‘ 64
. Four-Year Private = | 122 .. 56




Table 7

S . . 33
UNIT OR OFFICE RESPONSIBLE FOR ADULT RECRUITMENT®
' (in percentages) '
- Two-Year Two-Year _ Féur-Year Fogr-Year _
T =  —— —public  ——Private " Public . ~— T P¥ivate ~ — Total -
N 65 25 69 68 227
Continuing Educa“ti‘o;m" 35 28 6 7 48 “_‘;8
_Ad:niseions 38 64 . 29 35 ' ;'7
Evening School 2 4 10 4 5.
Recreitment 2 4 4 6 4
Adult Programs 8 -0 0 4 4
‘.Comml_mia'ty Services - 12 0 0 0 4
' Academic Affairs ) 4 6 1 3
Student Services 8 0 1 0 3 “,
' Progr’:amv Development 3 4 0 1 2 ‘
" other 10 12 16 12 RN

a .

will not total 100s.’

) f‘?“:’:}:i
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| © 7 rable 8 : _

T , : a 34 -

TITLE OF PERSON TO WHOM OFFICE DIRECTOR REPORTS
! (in' percentages) p

Two-Year  Two-Year Four-Year Four-Year .
Public - Private "~ Public - Private Total

62 . 24 67 | e7 220

* VP, Academic Affairs | . 3 a 33 ‘ 67 - | 20

Director,. Continuing . | V _
- Education 13 : Co-12. 18" I . 13

President. B '_ 1 "8 37 .3 . | .19 | o >13
Director, Admissions  10 | 25 ' -7 . ._ 6 | 10
Dean of Students - a 34 1 8 . o0 | o E 10
. Academic Dean . | . g 8 “ 3 - 6 9
Dean of thé Colleéé‘ 4; 2 ‘ lé--' . l,'__ | 12 y y | 6
:.VP; University - | . a = . -

fl

College: | ) C 17 6 R -2
Chancelior,'vice i . . . : o .
Chancellor 2 .0 10 o 4

‘fDean"ofEInsfrﬁction 13 ' 4 o~ 1. o . . 4
Deén, Céptinuing - : . ) .
Education : ‘ 0 o . 3 -7 3

© Chair, Cémmunity 1. o o
Services . 1 s 0 ' o0 e 2

‘Other .jv ; ‘ - . 1,9:...~._.'_‘-1A_. - 12- C : 25 [ S H_.l-‘3 __:_. e R 19,-__._

. -
¥ . )
o
N\ I .
. .. -
- 7

. aMultiplg responses possiblef percentages will not. total 100%. . R

S .

N




Table 9

TITLE OF PERSON RESPONSIBLE FOR ADULT RECRUITMENT
N = 137

[ I

| Continuing

Education

Student
Services

" Community

Relations’

Adult
_ Programs

' Other

| otal

?Titlés -

Viée President
Dean

:AsSiSfant Dean |
lDirectdr :
tﬁséistghg,Director
Eé@nséior  '
iReéruiter |

Other

24

1 .

[ Ll

17

PdmiSsions

10

| u

18

66

12

mhal

43

U
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‘ FOR RECRUITING PURPOSES
TR R (1n percentages)

S I TWO-Year‘ .
. G T e T . :APub11C' i

FeutéYea: o
. Private ..

Yes:

' Table 11

TARGETED SEGMENTS_
(1n oereentages)

' N&-—,Year
Privatse

“"Four-Year : Four-Yea:f
".Publlc c Prlvate '

Employed Profe551onalsh

Women with Young
' Chlldren

Senlor Cltizens L

Dlsplaced ﬁomemakefa.‘
Employed Mlddle-Incomeﬁ:éé‘-“
;Spec;flc Profess;ons |
Single'Parents" :

Veterans

‘Underemployed Pereﬁﬁgl?"
Coi;ege Dropoute
Unemployed_PefsoA;
Employed Low-iecome
'College Graduatee-'

- Rural Residents

Other

x_éMultip;eereséenses

ERIC.

Aruitoxt provided by Eic:



37
INSTITUTIONS THAT SP N OR " PREREGISTRATION

SESSIONS .AND WORKSHOPS
' (1n percentages)

’Two-Year

Prlvate o

qur-Year
Public

Four-Year
Private

Total

72

69

232

<"~ Two=-Year

PREREGISTRATION OFFERINGS
" (in percentages).

. Two-Year

Private

1= 80

Four-Year

75

. Four-Year

74 .

46

16

~Public

BES

58

- Private. -

52 |

Total

-172

Makln

Informatlon Falr

wOrkshops on Dec151on

R entry Speakers'f

ple Class Day

.SL61

P

81

31

62,

.N3l

12

.,‘25

53
60
.

17

32

- 29

50
' 50.
35

"33

17

57
48
47

38

35

26




Table 14 ' :

- 38
) RECRUITING APPROACHES USED WITH :
3 . B SOCIAL SERVICE AGENCIES
- (1n percentages)
- Two-Year Two-Year Four-Year Four-Year .
Public Private __Public Private ___Total
N 63 25 66 " 65 ' 219
: . . . .o
No Contact 14 * 40 ' 38 © 47 33
Recruiter Meets with
Clients Referred by ' s A ,
Agencies. . 59 , 52 44 40 : 48
.Recruiter Solicits 5
Suggestions from , . .. ' o
Agenc1es ' _ 52 . 32 - 26 28 35"
. 1 .
Recruiter Meets Regularly :
w1th Agency Staff ) 35 16 - .17 . 20 23,
other © . 1 13 12 18 S 12
- A
Table 15
RECRUITING APPROACHES USED WITH COMMUNITY . ORGANI ZATIONS®
. (in percentages)
Two-Year Two-Year: Four-Year Four-Year
Public Private ' ' Publie __Private - Total
N ) . . |
. 64 : 25 , 70 67 226
. -No Contact - ) . 6« 2 16 | 5 9
Recruiter Speaks to : : ‘ '
Community Organizations |’ 86 | 50 : 83 ° | + 79 84
Recruiter Solicits - B : ‘ : B
. Suggestions from - : . ' - .
Organizations : 61 . |- 30 .53 ' 45 - 53
Recruiter Regularly - : ;
Contacts Organizations 39 13 _ 36 34 - 35
‘Other  ° R - N 4 o177 9 11

®Multiple reeponsesﬂpbssible;{percentages will not: total 100%.
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Table 16 . . -

39
RECRUITER CONTACT ESTABLISHED- “WITH BUSINESS AND INDUSTRY
(1n percentages)
' Two-Year_ Two-Year' -Four-Year Four-Year
° Public Private __Public Private Total
N . _ _ '
: 65 26 72 69 232
Yes' 83 73 72 74 1 e
— ////
. Table 17 ¥
RECRUITING APPRQACHES USED WITH BUSINESS AND INDUSTRYa R ’
(in percentages)
Two-Year Two~Year Four-Year . Four-Year
Public Private Public Private Total
54 19 . 52 5L - . . 176
'Recruiter Contact with R : : i T - E
. Personnel Department v .93 68 - 85 - £8 86 :
Recrulter Contact w1th R : .
Management 72 53 63 °, 57 63
Recrulter Sessions at . ) ,
Bu51ness Locations - .48 . 32 . 52 , 50 © 48
’Employee Rallies = . | ) 0 .12 -1 . 10 6 "
‘Advisory Councils A 4 1 o . 2 N 4 I
Other . | o 10 8 1 e
5

L

o

aMﬁltiplé:iesponses-po§Sible; percentages will*not total 100%.

U -

A | f‘)
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-Table 18

~ : L 40
IDENTIFICATION OF BUSINESSES THAT PROVIDE v S
TUITION’ REIMBURSEMENT .
(in percentages)
Two-Year ' Two-Year. Four-Year  Four-Year
Public Private Public . Private - Total
N . - . . ) )
65 26 72 69 232
Businesses Identified 58 46 58 71 61
¢
\_' Table 19
TUITION REIMBURSEMENT 'PLANS DEVELOPED IN.COOPERATION
4 ) WITH- BUSINESS AND INDUSTRY
\ (in percentages)
- - . ' . X . r
Two-Year ‘Two-Year .  Four-Year Four=-Year :
Public Private ‘- Public Private - Total
N \ L. 65 26 72" 69 o232
Reimbé:Sement Plans , " o : ]
Developed - . 32 23 oo . 26 : " 35 - 30.

percentages will not totalleO%.

aMultiple.responses possible;

3

M
VAN




Table 20 :
41

SUCCESS IN SETTING.UP NEW TUITION REIMBURSEMENT PLANS
- ‘ (in percentages)
Two-Year Two-Year Four-Year  Four~Year -
Public Private Public Private Total
i . 4 Lo
N 21 6 19 24 70
. New Plans Set up
Successfully 57 _ 33 ' 74 67 ' 63
an,‘
Y 8 )
* Table 21
RECRUITER MEETINGS WITH'MANAQEMENT TO DETERMINE .
EMPLOYEES' COURSE NEEDS
(in percentages)
Two~Year Twoeiear Jour-Year .“\Four—Year :
Public Private " Public Private Total
N 65 26 72 69 | 232
1-Meetings Have Been Held | 88 54 65 ' 62 69
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?Survgi' of Adult Recruitment Practices

Dear Colleague: : : : i

As moré and more adults consider a return to the college campus, many postsecondary institutions

find it beneficial to assign-a person (or persons) from their statf to adult outréach/recruitment afforts,
Although much initial recruitment is accomplished through media advertising (brochures, radio and
TV spots, public service announcements, newspaper advertisements; etc.), many colleges and
universities take a second approach—person-to-person contact. This approach further develops the
link between the needs and priorities of adults and the offerings and services of the institution.

The American College Te'sting‘ Program (ACT) is surveying institutions nationally ih,, order to collect
information on the nature and success of person-to-person adult recruiting activities and practices. All
institutions that participate in this survey will receive a summary report. In addition, successful

programs and practices may be highlighted nationally in an ACT publi¢qtion or conference.

Please retumn the complotcd survey to ACT by September 4, 1981. For your éorii:e‘riience we have

included a prepaid Business Reply Label to be attached to the envelope used to return the survey. We

appreciate your interest in this Sufvey and thank you in advance for your professional contribution. . .
Please call (319) 337-1032 if you have any questions. . ' L -

Sincerely,

ptniie sthypart
Lee Noel T ;  Patricia Spratt
Executive Director ‘ a - Survey Director

. ey

b .~

ACT National Center for the A&vanceme:ht of Educational Practices

! +
¢

- 8 The American College Tesiing Program

M
@]

o
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4 : - ’ i .
PART | | . o -

Y

v

1. Indicate the type of your institution.
4-year public :
———4-year private
——— 2-year public
_‘ 2-year private
- —Other—~ -~

2 /How does your mshtution def‘ne “adult learner"?

3. Using this deﬁmtlon. estimate your total 1980-81 undergraduate enrollment and lndlcate the
percent of aduit enroliment.

Full-time % adults .
Part-time % adults _ ‘ '
4. Have you systematicelly a.ssessed the needs of the adult learners in your communlty?
Yes .
—No

If yes, describe the process used (e g whoi |s surveyed what lnstrumentatlon is used). .

| 8. Does your institution actively recruit adult learners? ’ "o

'PAnTn

—— Yes (Please complete Part Two and Part 'l’hm of this survey))
: \No (Thank you for your particlpation Please retum the-survey to ACT. )

The remalnder of this survey concentrates speclfically on person-to-person recrultlng. the actlwty
whergin a person from your campus directly contacts potential adult learners to provude |nformat|on

toserve as a liaison and to facilitate enrollment.

In many settings (lnformation booths at shopplng malls. workshops on campuses; recrulting sesslons

" *at business or industry locations, etc.), the direct and personal contact of the recruiter.is supported by

. printed materials (brochures, mailings, etc.), just as printed material is often reinforced by personal

B . recruiter contact. In completlng the remainder of thls survey please keep in mind the focus—lhe role .
ot mto-pemn reerultlno. o .

-1 What unit or office (e.g., admlsslons. ivuslon of contlnulng educatlon) is pnmanly responsuble for '
adult recruitment? _

» 2 lndlcat'e the title of the person to whom the dlrecto'r of the office reportS? ‘

- le\
,.\\Z
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3. If primary ’“Wns'bllﬂy for person-to-person adult recruitment has been assigned to one person,
- give that person's title. o ‘ . . :

o

o 4. Do you segment the adult populatlon for recrumng purposes"
- —_—Yes -
— No- :
If yes, which of the following groups are targeted for person-to-person recruiter contact (check all
that apply)?
Employed professlonals
—— Employed middle-income persons
——— Employed Iow-lgcome persons
—— College gradua 8s. | . “ .
—— College dropouts . ' '
' Unemployed persons
Underemployed persons = - -
Single parents
—— Displaced homemakers
—— Women with young children
Senior citizens -
_ ——— Rural residents - _ o
-° " ———Veterang - - - ' - ' 2
—— Specific professions (e.g., acmuntants ﬁrefighters, etc.) '
- e Other (please specnfy)

. o . >
“t K

5 Do Yyou sponsor preregnstratlon mtormatnon Jeeeions or workshops') e LY '
Yes _— - o
—No . - : T '
- If yes, check all of the following that are offered on your campus.
. ~——— Campus open house .
—— “Sample Class Day,” evening or weekend onor oﬂ' campqu
Information Fair on campus
——- Reentry speakers bureau ©
Periodic informational meetings at schools and libranes
—-—— Periodic informational ‘meetings in places of employment
~— Workshops on decision’ ‘making .
" Other (please specify) .




46

6 Indlcate the various approaches that recrunters use with social samce agencies (check aII that
apply). '

No contact with social service agenues

—~—— Recruiter meets regularly with statfs of social service agencies to keep them up to date on
programs/services available. '

—— Recruiter solicits suggestions from social service agencies for campus

i courses/programs/servnces that would help the agencie%' clients. .

—— Recruiter meets on one-to-one basis with cllents referred from social service agencres
Other (please specify)

7. Indicate the varlous approaches that recrurters use with commumty orgamzatrons (check alil that .
apply).
No contact wrth community organlzatlons
—— Recruiter regularly contacts community organizations (PTA, Lrons Club, establlshed
community book clubs, Parents Without Partners, American Association of Retrred
. Persons, etc.).
—— Recruiter is available to speak to community groups.
——— Recruiter solicits suggestions from communlty organizations for campus
services/programs/courses. :
—— Other (please specity)

. S 4

8. Have you establlshed recruiter contact with business and mdustry"
Yes N | . o
—No . ' ' T S -
If yes, check all of the follownng actwrtres that take place.

Employee rallies

Periodic recruiter sessions at busmess or mdustry Iocatlons

—— Recruiter contact withpersonnel departments

——— Recruiter contact with top management

—— Other (please specity) —

9. Has your recrurtlng staff |dem‘fied which busmesses and mdustnes in your area provide fuII or-.
"partial tuition relmbursement 10 employees? ' : _
—Yes , :
—No . o i . . _
10. Does your reéfurting statt work with the management ot busmess and mdustry to develop tuition

rermbursement plans? - o : o
Yes S ) . . L
— No . - -

it yes. have you been successful in faculltating a turtion rermbursement plan where none had been
in place? o . _

Yes
~——— No.
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Has your recrultmg staff met with the management of busmess and mdustry to determme what

' courses would meet the needs of- thenr employees?

Yes

—No S Y ' :

if yes, indicate all of the tollowmg that apply and where apphcable. please provnde the additional
information requested.

No courses mltlated enther on or otf campus o /

—_— One or more courses initiated on campus to specmcally meet the needs of an
individual company or business . ‘
List courses lmtlated dunng the Iast three years

. , ;
One Oor more courses mmated at a busmess or industry snte to specltncally meet the -
neeus of employees

List courses initiated during the last three years.

One or more ceurses initiated on or off campus to meet embloyee certification or
recertification requirements (e.g., for dietitians, dental hyglenlsts, etc )
List courses initiated during last three years.

— Other (please specify) — v :

lad

b

£
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PART Iii

Using the Recruiter Outreach Report Form on the next page, pleass desc - mns. sores

Ve, CTTRorE
person-to-person recruiting activities that have worked for you. (Mzxe as -y phote

ies e

- form as you need.) The activity may be from any area (e.g., an approach i .. particuiar térget marke.,

the selection of a particular site for oft-campus courses; the reorganization of your office to facilitate .
better service to prospective adult learners). Selected responses will be highlighted nationally in a )
publication and/or conference. If you prefer that we keep your response confidential, we will release--

the information in aggregate form only, and your response will not be-attributed to you or your _.
institution. : ‘ _ : o .

-~

. . W
o :

s
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Recrulter Outreaeh Report Form
Purpose/lntent of Actuvny
Description of Activity and Delivery Method
{

Results/Impact of Activity

- 'Main factor that, in your judgment, led to the:'succesa. of the activity -

Would you be willing, if asked, to provide a 3-10 page description of the above activity?
May the contents of this survey be hnghllghted natlonally inan ACT publncatnon or conference"
_:‘? ' :

Name of peraon to < ontact for more mformatlon

Tltle ‘

Institution

~ Address _

"Area Code )
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EVENING CLASS:S AT UND

Plesse olrclo the answer of your choics, or wrm in tho amwor whoro approprla
" than one answer.) :

R4l

1. Whatis your interest in ukmg an evemng class (erodit or non-eudlt)? L
' 1. Veryinterested
2, Somewhat mtorosted ,
3.  Not mtorested

lf you clrclcd "3 Not mrcmted ” plcm sk;p to question number 7
2, Pluso give your reasons for your intorest in evening clam /Pleaso clrcle all
‘ 1. To further my job opportunitias
To earn academic credit
To pursue a degrae )
Personal enrichment -
To gain confidence as a student
- .- To gain or mamtarn certnf:catuon :
Other :

that apply to you) T

NOobswN

3. Whn kmds of onninn classes would you Iiko to see offered? IP/easu circle al/ thor apply to you.}
1. - Liberal Arts (literaturs, history, musnc, art, etc.) '
2. Technical (engunurnng, computer etc )
3. Professional (education, nursing,. etc.) -

4. " Business (aoeountung, ooonomioc, management eic.)
5 Othor

4 Whot mlght prevent. Yyou from taking ovoning cmm? {P/m circle all tlu_rt bpb/y to you.) '
3 o 1. »Not having enough time to do the required work. - e S

2. Feelings of inadequacies in dolng oollego work o R
3. Need for career admoment o S
N 4. - Need for academuc advmmont S o
8. Regnstrauon notata ‘convenient time
8.7 Feepaymentnotata convenient time
’ ST Canflicts mth other |ob or soclal obhgatrons ,
‘9. Child care. e E
10. . Transpomtlon ' T ' 3
! 11, Distance from tho Unwemty
12 ’_‘Other

5. Indicate which of these services you wauld Iikoly useif you enrolled as an evaning class studant. (Please circloall

L tlmcpplytoyou) .
1. -~ Academic Advmment : . UL s
2. Personal Counseling = B DT e T

. 3. CareerPlanning = - )

" 4 JobPlacement . o : o
5. Student Health -~ ‘ e &
8. Financial Aid - ' [ L
7.~ Vaterans Services - o ' ’ ;

- 8&  Tutoring . . T e, ‘

9. . Other: — N e - -

_‘Yos,_
No

B Ar tho othm m your houahold mtmmd in onning clouu?
2 o
If se, how any?




C5q

r\pf unt oeeupetlon? . :
-Professlanal/techmcal (medlclne teachnng, etc )
"Farmer or farm manager ' »
_ Manager/supervnsor

'.“v o

“Craftsman/foreman\
Laborer, industry. .
“Private househol“ wor\ke\ ;
Student
; etlred or unemployed F
'Actwe mnhtary duty

(Plem c/rcle anly one: answer) ST
1 Lessthanayearago S e
‘2. Less. than 2 years ago o ‘

3./~ More than 2 years ago0 i
.“:'4

5

Mqre tmn 5 years ago - _
" Morethan 10 yeers aga R

llth grede or less .
ngh school graduete . 8 : -
Trade, busnness, or teehnlcel schoal dlplOl‘ﬂI

11-3 years college : :
. College graduate =~ * " . . _ _
Some graduate” study . L e T e :

:Greduete degree e ' B ' s

.

2

The Diviuon of Contlnuing Eduatlon at the Umvemty of North Dekotl is elweye intereeted in what you think. Pleese comment '
_ 'on the iuue of evening classes et,UND in the s tpea helou EEEEU




T - CLATSOP 55
: e : COMMUNITY
Dear Senior Citizen, : e e COLLEGE '

X R ASTOMA Sl it 90 ¢
Clatsop Community Ceilege is wdrking to espand its services to seniors in our

area. Currently pilunned is a series of telewision programs for broadcast on
Channel 7 designed especially for senior citizens. To insure that these programs
will be of interest, your assistance ir, selecting topic areas would be appreciated.-
Please answer the questions below and place an "x" beside the topic areas that are
of interest to you. ' ' ? '

1. Would you watch programs if they were of interest to you?
~ Yes No Cpo

2. What would be the best time 'for'you to view programs?

Mornings . Afternoons " _Evenings

Please check the topic are'as of interest to you:

o

PERSONAL and FINANCIAL .SECURITY - GENERAL INTEREST

Services in the community for Seniors Caring for houseplants
_JInvestmenf counseling Legislative update for Seniors

—_Home Security —_Crafts for the home

—_How to shop wisely : - —Hunting and Pishing report ‘

: _Poéd Stamps . _Good groofning
. Estate p],a"nning\ and wflis ' ' - :’_1 Meal on 1 -Bu'rner for 1 Person
___Social Secuﬂ.ty update : . —How to have a garage sale

. _’_Adjust-ing to the loss of a mate » —_Home businesses
;Insqpance‘fw Senio.rs; Homp/Life/Car | '_.Death and dying . ) e |
._How ‘to budget . ___Local sports (,fpotball, basketball)

« ___How ,tov invest in 's’cock ' ' ' ' _COllegé plays and berfoming arts

. __Investin‘g-in" Real Estate . ' ___Hana;gi;ag'medicati'on -

- __Fire safety in. the home S \._'_Locai History .
__Credit for' éenior ‘Women . __Plant and animals of the aréa_s
_;Sc_-'nidr.Citi'zens ‘legai rights o __'!’cai.nts_u of local interest _ B St

S ;ther: B - ;.Othe; |
T B - HEALTH CARE

. ‘rition ‘f‘c;r_Seniors . _Exercise for Seniors. -

___Saving 'yo&-’sight | ' o _;_Poo_d preparation o - :

Thank you for your help..

Sinc,ez;'el'y,
. "" (Y
oo
Director of In-dervice 'Programs’ \ .
Q ‘ .+ P.8.. Please return this survey to the agency'that'gave it to you or to élatsop :

ERIC

Aruitoxt provided by Eic:

L

Community College, care of Pioneer Productions.




RESERVATION FORM—Fall 1981
NAME

ADDRESS

SOC.SEC. @ —

TELEPHONE (homa) ' : ‘ (work)

lhlnu-phmmrmllmuqmmuuolmum Pluumuct-m

Plnumcphulnmln(mkmuunuluu):

A CAREER INVENTORY: Fes 81 : : A LEARNING SKILLS INVENTORY: Fee 81

ON CAMPUS OFF CAMPUS
ECC Dining Room © St Charles Msll . Mon.Qct. 5

LJuiy1s  1.3pm July22 79pm Wed. Nov. 4. 7:9pm _____- Wed. Dec. 16 7.9 pm
July2?7  79pm July29 1-3pm

"Aug. 17 7.9 pm - Dundee H.E. . AN ACADEMIC ADVISING INVENTORY: No cmm
Aug. 31 7.9 pm __ Oct. 14 7pm ] — ECC Diaing Room 1

- Sept, 1€, 1.3 pm St. Charles H.S. Wed.Nov. 18 7.9pm . Wed.Jan.6 S7pm.____
Oct. 14" 1.3 pm Oct.28 7Tpm__ . Mon.Dec. 7 1.3'pm Fri.Jan. 8 13 pm/_____
Oct. 26 79pm Jacobr HS. Tues. Dec. 8 S-7pm._____ /
MNov. 15 7.9 pm Oct. 29 7pm 4

.

Dec. 14 79pm _______ .

Q
TOTAL FEE: § Make checks paysbie to Eigin Lommunluy College.

Return this form with your payment te: Elgin Commuaity College

1700 Spartas Dr.
Eigia, IL 60120

ECC Dining Room

79pom .. Wed B3z 2 'me__

Virgiaila Kammerer, Adult Re-entry Coerdinstor
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ERIC

Aruntoxt provided by Eic

In two hours. you comp(cti 8 Sgff-scored cal

maore.

1.

2

3.

- A4,
iR-X
6.

7.

a

¢

"The Adult Re-entry brognm at Elglﬁ Community College is designed ta Melp you match your interests and skills with programs,

courses, and sarvices to mee? chlngipg rolu.and responsibllities.

{n addition to hundreds of credit md'}'nonocndlt. courses, Elgin Commuﬁlty College provides services like child care, financial aid, .

turtoring, and proficiency tests to helplsmooth the way for your return to the classroom. Approximately 43% of our student popula-
tion s over the age of 30. _ T g . . :

Exploring your. options before you bégin taking courses helps lﬁwn'a successful educational experience and saves time and

maoney as well. The Aduit Re-entry Program offers four diferent places for you to begin looking at alternatives.
. i . g .

1. THE PERSONAL INVENTORY

7]

; If you want to do something different, bl}‘ you don't know what that “something” is, complete the Personal inventary on the bottom

of this page and return it to the collogt_.‘ It's & painless wey to start exploring your options and is offered free of charge.

2. THE CAREER INVENTORY

.o

‘Entering the job market, chianging amrsl. and updating prasent job skills are the most frequently stated ressons that adults retum

- to college. The Career inventory is ¢ low $oa way (just 31 per session) ‘:« you to measure your preferences, competencies and

Career goals.

r inventary, discuss the local job market. and receive information about training op-
than 50 occupational programs that can be completed in two years or less as weil a3 a
for students who are working towsrd e career that requires four years of training or

portunities at ECC, The college,ffers mo
comprehensive transfer liberal P progi

Sign up for 3 i:nrm invemory Session by ompleting the rescwcuon form In this brochure, Sessions will be held on;

ON CAMPUS . i OFF camPus
ECC Dining Roo St. Charles Mail ) St. Charles H.S.
CJuly 15 1.3 pm _ July 2 79 pm Qct. 286 7pm ___
CoJduly 27 79pm July 29- 1.3pm. )
CAug. 17 79pm ______ o - Jacobs H.S.
Aug. 31 72.9pm : Dundee H.S. o Qet. 29 7 pm —_—

Sept. 16 1.3 pm

Oct.14 7pm _____-

3. THELEARNING SKILLS INVENTORY = - -

Many aduits retuming to coliege have some norrnai fears about being able to handle coliege level work. If you think you've “forgat.
ten” haw to study or thet your skills in reading,|writing, or math are a little rusty, there is ¢ quick and easy way ¢0 find out.

Mon.Oct. 5 7.9 p.m. ‘Wed, Dec. 2 7.9 p.m.
Wed. Nov. 4 79 p.m, ) Wed. Dec. 16 79 p.m.

" Use :he reservation form In this brochure to sign yp.

4. THE ACADEMIS ADVISING INVENTORY = . o

f’aﬂlcipaun'g in an Academic Advising Inventory at the coilege is ¢ very practical way to approach the selection of.chua. In two
hours. you will creete an individualized aducational plan with the help of e professional college counselor. You will discuss degree
and certificate requirements. course prerequisites, el options like telecourses, Independent study, auditing, proficiency tests

and ather academic information that will help you m'qve in the direction you want to @n. Sessions will be held at ECC free of charge .

on the following dates:

'

uzjmcu AND RETQRN o
PLEASE COMPLETE THE REVERSE SIDE

i
i .

I
,

PERSOWAL INVENTORY
YEs No YES NO

I have compieted high school [m} Q. 9. | think college courses would cost
| have done valunteer work Q a too much g - g
| want to leam leisure time activities Q 10. | would like to meet new people Q -
| would like to expiore carear possibilities: 0O 11. | would Ilke to become a better
| would like to gain skiils in decision . : educated person Q G
~ making . Q. 12. | newd to become more aware of my
I'enjoy reading ] Q strengths and weaknesses Q ]
| express written things clearly - Q 13. I know what Elgin Community College
| have taien some college courses aQ has to offer me aQ c

'

o

Return this form to: . Elgia Community pliege -
M Virginia Kammerer. Aquit Re-entry Coerdinater
. 1700 Spertaa Dr. . AN
Tl ; . Blgin 1L 60120 -
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e
""" ADULTLEARNER NEEDS ASSESSMENT SURVEY R

 DIRECTIONS: The Adult Learmer Nseds Assessment Survey is an untimed questionnaire
designed to evaluate the gducation-related needs of adult learners. By answaring the

moOX» o

—

>
) Is

|

O X mr

<z o.

lollowing questicns, you will assistcollege officials in iden
and services thal better address the needs of individuals i

The information yau supply on this questioﬁnaire will b
address, telephope number, and Social Security number

" Identity your resgonses and contact you directly. The d

tifying and developing programs
ke yourslf.

e kept confidential."Your name,
will enable college personnel to
ata you supply will be used for

Some itergs may notapplyto you. |

oval. Select only ONE response for each item.

i

~ research purposes and will not be indwiduélly isted on any report. If, howaver, any
> 1. Question requests informaliz :hatyoudonotwish&oprovide,feeHree'toomitil,

Please use a soft-lead (No. ! or 2} pencil to fillin the ovals indicaling your responses. DO
NOT use  ball-point pen, nylon-tip o: felt-tip pen, fountain pen, marker, or coloreg pencil,
fthisis the case, skip these items. If yolwish o change
your response lo anvitem, erase your first mark comoletely and then blacken the correct

your Social Security number in the large boxes a! the

top of Block 8, and blacken the

‘ | e f\!,SECTIONflf—.:BTACKGROUNDIN_FORMATION L o
"Ble'g'i‘n‘ by fiting in your n'érhé,address,.ﬁnd;telephohé‘humbe'r.ir“i‘iBidEk‘A.'Next‘,"write”’u‘ i-'appropria'te,oval in the column below eac_h box. Complete the remaining blocks by |
‘_blaclkening‘the‘singlemo‘stapprqpriate‘oval ineachcase. - .. L

N\

: B SOCIAL SECURITY . ;
NAME, ADDRESS, AND TELEPHONE NUMBER | NwgR [ FAGE FACHLETIN
(dentification Numiber) i
) __ o ; ‘ 0190rUnder OAtroAAmeyicah/BIack ‘
: O -2 () American Indan, Alaskan Native
Name 101010 010 01010101 102 |0 Caucasion-AmericanWhic
L @ @ @ @ 0 @ @ @ @ E 026'29 - OMexicm»American/Chicano
@) @ @ ' @ @ @ @ @ @ o 030'34 . OAsian»Americgn.Orianlal. Pacili Islander
Street Address 01010 010 B1010]0[|0sn - OPuerloRicaokCuban, Other Kisanic Origin
N 191816 B8 0]6|8(8] |00 AQower
: @ @ @ @ @ @ @ @ @ K 045~49- : OPre!erNotloRe;popd
o Stle Zi Cote 101810 010 616]0(8] |0ss \
S101610 B8 - B]8(B[B] |0 sse
. & @ @ @ @ @ ‘ @ @ @ @~ 052and0ver
| Teeotone 5 ~|01616 0l6  @ielelo|.
H WA ﬂ— NUMBEROF . w WHAT IS THE HIGHEST LEVEL OF FORMAL ,‘,nuow LONGiASIT BEENSINGE | -~
| SER | i DEPENDENT EDUCATION THAT YOU HAVE COMPLETED? ‘[ VOUWERELASTENROLLED . || .
b STATUS - | CHILDREN CURRENTLY : lSeIechnlyONE). IN COURSES FOR CREDIT? Ao
o LIVIfIG [N YOUR HOME . L (To the Nearest Year) : s
20 Singte 0 None () Adfendeds Elementary Scool () completed a Vocationalr | 0I‘mCunentIyEnrollvdinCoursels) lorCreat |
. (NeverWartied) 01 iy OCompleted ElémenlarySchool ‘ Technical School ng'a'." : . OLessThamYear ‘
rd Quale, . 1 {0 Marved {02 10 Atienged Hi'. Schoal O Atended Gotlege 211 Callege, | 1)1 vear
v ' 210 oiiorced “10s ‘ OCombleref, High School ggiverlsny,elc.)bull)idNol g 02.3Years
B t . . ‘ mplete a Degreg 1x°
5 . OSeparamd o O4ormore - 00btainedHithchoo} ' 04~6Years
= 0 widowed - ’ EquivalgntDegree(GED) OReceivedAssocialeDegree 0710 Years ot . : L
“ 0 Female g OPréle:_Nono 1) Took Vocational/ Technical 0RecelvedBachelor’sDegree' 10 vore Than 10 Years s 1 L
2 *| "~ Respond ) Schoof C°”’595' * () Received Master's Degree . o '
L OReceivedPhDorProfesmonalDegroe .

, [  WHATIS YOUR CURRENT

WHICH ONE OF THE FOLLOWING *

* IF YOU ARE CURRENTLY EMPLOYED,

ANNUAL FAMILY INCOME? ‘ . BESTDESCRIBESWHAT ) PLEASE INDICATE YOUR TYEE OF GCCUPATION,
(Include Both Taxable and Nontaxable Income) YOU ARE CURRENTLY DOING? ( NotEmp!ayed, :
1 . ‘ {Blacken Only ONE Oval) - Leave Ihis Question Blank)
L]0 tess Thanse.o Oseromiosoosss | {0 Enploged inlong FaTime. ) Unemplogs (O ciect orSeceia aker () prfesonaTectwca fcanyer,
T L B B A | s ey o,
0. s0.00010817.999 Oswbo0wses || ' () Other 0 crattsman or Foreman ' b
0512100010514,999 Os40,000 10 $44,899 OCcnllpuing My 'Edn;calion ' . (Carpenler, Biickayer, etc) OProprielor/Manager. Business Owner
=10 $15.00010 $17.999 Qssonosom | ﬁnc,°{'e‘-‘°"’°°a“°”a's°"°°" 2|0 FarmeriRancher ‘ O soes Worker RetsiSaes, 4 |
(0 ste.0m1c S20999 Qoverssoon 7 Jid ‘ * |0 Laborer (Constletion Worker, Insurance Sales,etc) - -
C)' (1E3'|0523.999 : ‘OP{&’_&[NO[IQRESDOH& 3 mthéArmed‘Forces ‘ Longshoremm.‘e!c.)‘ - ‘ OISefvicéWorkev(Janilor,Codk.eic,i f:}
00t s26989 - - £ i o

() Machine or Vehick Operal

or.

 American Callege Testing Program,

0 Other




B sscnon II—EDUCATIONAL PLANS o PREFEHENCES T
- -
B | Please respond to each ofthe followmgduesnonsdeallng with youreducatronal plans to you, Ieave blank, 1t you mark “No or “Undecided" to the first questmn Sklp the
) by blackenmgthesmglemostappropnaleovalmeachcase lfaquesnon does not apply remainder of this page and go on to page3o his questionnaire, -
!
““ D
.0 : :
C ' AREYOU CURRENTLY PLANNING TQ CONTINUE YOUR EDUCATION? ” o }(SKIPTOPAGEaOFTHISOUESTIONNAIRE)
N (Vocalional School, Coltege, Correspondence Course, elc.) \ Untecaeg
0. . () Yes (Continge with Tis Section )
T
: z NOTE: If you marked “No" or “Undecided” to the previous question, If you marked "Yes" to the previous question, complete the remainder
4| skip the remainder of this page and go on to pages 3 ard 4.0f this ~ of this page and then go on to pages 3 and 4 of this questionnaire. _.
A QUGS |onnaxre . o
ERI: prosm—m— g
R {NDICATE WHETHER EACH OF THE (ADICATE WHETHER EACH OF THE !
FOLLOWING IS A MAJOR REASON, MINOR FOLLOWING WILL BE & MAJOR SOURCE, WHICH WHICH{OF THE HOW
8 REASON, OR NOT A REASON THAT YOU i MINOR SOURCE, OR NOT A SOURCE TYPE OF FOLLOWING TYPES “FREQUENTLY
T DECIDED TO CONTINUE YOUR EDUCATION, o " OF FUNDS FOR YOUR EDUCATION, ENROLLMENT OF CLASSES 1S DO YOU FEEL
A ‘ STATUS MOST CONVENIENT EACH OF YOUR
P ~ MAJOR REASON MAJOR SOURCE OF FUNDS DO YOU FORYOU TO ATTEND?. COURSES .
L MINOR REASON MINOR SOURCE OF FUNDS PREFER? {Select Only ONE) - SHOULD MEET?
cE 'rNOTAREASON ;—-» NOT A SOURCE OF FUNDS :
T ‘ U U (10 DblamaH|gher Degree 6 OPersonaI Earmings OMoining Classes ‘ OOnce Weekly .
T 00 ﬂ For Personal Saistaction or Happiness 0 O () vrer FamityIncome {) lasses Otreg Over 0 rceweeiy
. f's‘ 0 ) o To Obtan or Mantan a Certhcation ‘ () 1 1) Personal or Family Savugs Noon Hour ()3 14 Time Wty
e ‘, 0 / U To Meat Job Requirements or Improve Job Skils N 0) () Fundstrom Retatives of “nencs, 0 Fut-Time 10 Atemncon Giasses OSOIMoreTlm&s
F O [ {J For General Sell-mprovement A, OSocoalSecurily Benelits Status OEvemng Classes Weekly
0L U U {t o Mest New Peaple * () Veteran's Benefils () Weekend Classes . () Gther .
RO b ({3 To Become Better Educated and Inlormed O U {) Egucatonal Granls (BZCu SEOG. Private Grants, elc.) . 10 o Preterence () NoPreterence
V}M_ﬂ 100 U TulrﬁptoveMylncome ‘ O O OScholarsmps(analp,‘re:c, t College. ote) OParl~T|me
Q ‘L " ToLearn aNew ccupation O 0 OSluden‘I Loans (NDSL. Guaranteed Studeni Loan, e1¢') Stalus
AU ToLearn How to Soive Personal or Community O 0 OOtherLcans(Bank Loans, elc.}
Pmblems O O 0Rexmburjemi'mbyEmployer ’ * .
" | woee | WNORSHDOGOTONL |y WOOKTE | [ nooerou ||
" WHICHTYPE " WHERE v YOUR PLANNED OCCUPATIONAL | | .-
OF CLASS FORMAT CHOICES INCLUDEDWITH ‘ ‘ I
OF CLASS DO YOU PREFER . AREA OF STUDY CHOICE S
DO YOU I'REFER? TO ATTEND CLASSES? DO YOU MOST PREFER? " THIS QUESTIONNAIRE, PLEASE 3
R S ' {Select Only ONE) | - SELECT THE THREE-DIGIT .
. * CODES FOR YOUR PLANNED p Lo
‘ . MAJOR AREA OF STUDY AND !
K OAClwssCompospd?rlmamy OAI an On-Campus Lacaton OTraditmnal Lecure Format ,FOH YOUR OCCUPATIONAL O O O U @ G D o
ofnnunSlut'em: {Collega Classroom, " SmalkGroun Format 'CHOICE. WRITE THESE CODES B16le 015l e
. Inustrial Ars Cener 9, mali-Lroup Forma - IN THE BOXES AT THE TOP OF Y 1k O Yl a4
ACnss wilh Sludmsm étc) ‘1 ndependent Study Format - 'BLOCKS J ANDK; AND- SRICAION Jiele . .
- “"xed " L {Sell-Paced Smdv) - BLACKEN THE APPROPRIATE g@ . RS o :‘.
1. 10 NoPratprsnce () Aan Otf-Campus Location () Laboratory or Shop Format OVALIN THE COLUMN BELOW §16 - 010 B
: a Igee:éHomﬁ n'r]JscMOIhce ) *1 " (with Hands-On Expenence) EACH BOX. (IF YOU PLAN TO } @ @ . @ @ . e
Bunlding, High Sehoo! <L , \
Clrissrogom.glc‘] o (FPrivate Tutor Format :ég%?g;}:ﬁ;g&%’#igﬂ i @ 0 0 0. "\ B
. N - A \ . ) ‘ Anln 2 :
F ; «
{) No Preference Og::;‘s;’;’::l“ce%ufse " ONE CODE THAT BEST DESCRIBES ‘ g 8 N ‘) ;
: - YQUR EDUCATIONAL PROGRAM,)- - 4 J1Y
{} No Preference ‘ q e ‘ ) @ ) ‘ 0 SAIS I
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:(‘ | “ /
) .y !
o /'
é SECTION III-PERSONAL AND EDUCATIONAL NEEDS T L |
E For eacho lhe ntemslu )ed |n thls sectmn blacken the oval that besnndlcates your c | he
. g | . educationalor pefsonalneeds Mark the frst column f you feel thatyou nesd alotof - ”eedj'm" ep;’,”h,'”rea‘ -
“ % L asistance In the area described in the e, Mark tha ast column i i fem i ol need @ medium ’"‘r’l“’]“" mep'" Wisaea
i mportantordoesno applytoyou MarkonlyONEovaHoreach ltem SR Ineedalitiehelpinthisares,
oo , S ‘ Tmsarea|slmportant bullneed no irther help.
e Y R T T Thlsarea!snot!mportantordoesnmapplymmé.
/ ‘ = ' . s ‘ . ‘
o |n=edalol of help in this area, ) ~ 00 0 . 0 _ 0 [ 19 1dentitying my stiengths and abilitias
‘ : L Ineec a medium amount of help in this area. S :
& | need a little help in this area, ¥ 0 0 0 0 0 “ Isiflrl‘smayk'aﬁ‘lﬂlggrgi:j?r:?:rse;glcn i curen
Thls area s important, bit | need no further help, g :
" / ThIS area’s not Important or does not apply to me, 13 0 0.0 0102 ILnig;';'s't‘gar::’:Ul job opportunives in my career
o . G .
'}j f 0 A. Deeloping independence : ; 0 0 0 0 012 ILearn‘l:g ;rt\géeaboultrammg fequ(Emr.mS[Of]Obs
oA / / N ‘ ‘ . m interested in
K| |4 : ' r -
o z / K < . 23 Ledrnlngaboutlhemcomepo(enhalsoHobsmmy
E E O /\) 0 0 9‘ B. Learnmg |owtoconcenlratebetter‘ E.J 0 0 O . O O career interes{ areas
N X , , . g : 4. Learning wh ssary for
g Ul / 00 00 C. Getting out of bed in the morning - 12 0 0 0. 0 0 2 lotf;m%yc:rr:er(?mg:rés‘p srérae;mmg flecessary 1o
. e
- . ‘ ‘ —
.8 O/ U 0 _ 0 0. 1. Increasing my skills in mathematics ‘ g O . 0 ‘ O 0 Q 2 cGaergér:ng(;me qul time JOh experience in 2 new
T / ] ‘ L xXre =
- ~ . . A ! 15 with
R L L ET— S0 00 00 Bt s o e s
Y : /O 0 00 O 3. Developing my speakying ability g 0 0 0_ 0101 2. Oblammg part-time work in my career interest area
o \ )
'. - , a ‘ e ‘ . .
: ?\I 000 0 0]¢C 4. Improving my understanding of what | read a 0( 00 00)a Learning how 1 find job openings
n - ' > — .
Y 0 ¢ 0 010 3. Increasing my reading speed 3 0 0 0 0 O 2. Learningmqre‘abouthowloi‘nlerviewlorég‘ob ,
8 - e . g —
: - W . :
o 0 0 -0 0701 6 impringmystuyskilsand habits 1el 00 07 0] 0.] mteaminghonto develop a personal vita of resume
: ‘ .| g ‘
3N s O“ 0 0 O 0 7. Learning how 1o takete‘sts better v 0 0 0 O O o 'Loezzr;mg vrtaljobsareavauabie nearwhereIWIsh
"2 . ' bt . . }
g 0 0 0.0 0 BEee”velopmg and demonslratmg confidence in my- 0 0 0 . 0101 » Gelting advice about my ¢ ducationa pians
e p— - —— > S
S0 9. Learning how to handle pressure from friends, N "I .33. Learning more abou! entrance requirements for.
B 00 0 00 family, instructors, or myself 10 .‘0 0 010 educational programs Ihat interest me '
15 ‘
Sl 10. Learning how to better make demswns and solve 34. Selecting an educational program to meet my I}
i g 0 0 0 _ 010 personal prodlems _ 0 ‘ 0 O . 010 interests and skills ,
g4 ‘ L
A0 0 0 00 . ,Becommgmoremdependem % 00 0 010 % trgzlrgrl’ngelg;;eyan?gnutt2ncr<;llmentproceduresuegls
Sl |2 :
u 00 0 0 12. Seling goals i my e . ﬂ 0, 0 0 0 O 36. dgzrnmq moreaboul financial aid for‘sludensmy
: " 13. Learning how to manage my lime belter : ; 0 0 O 0 ‘ O 3 Obtaining help with collega re-entry procedures
5 — 0 ‘ . . : . 1"
14 Learning how fo budget money more wisely 5 E 0 0 O 001 a8 Learningmore about gtaduation requirements -
f IR ) . : : " N
1‘ h:ﬁm:ng how fo mainlain my physica and meni Yo g ‘ 0 O O O O 39. Learning moreabouth(Jwto transfer prior credits 4
w a1
18. Understanding my rights and responsibilities as a 1 0 0 0. 0 0l 40. Securing transportation lo and frofi campus (car
. consumer : B pooling, mass lransn ele)
I Léa""‘inge”““"ely onmy own 00 -0 00| a1 Learninghowic maie bellerusebfiibrary:facilltiés'.‘ Vb
. ; . . N oo ,.' b o e
18, I(;S?Lr}{lr:?ehow to use‘my |6IaU(e;hme 10 gel more : O 0 0.0, (0| 42 Obtairing i caresirices




Ineedalolofhelpinthisarea. =~

[ nged a medlum amount of help in this area.
I need a llitte help in this area,
ThIS area s important, but | need no further help.

Trns area is not . 'ponanl or toes nol npply fome. |-

If an addlnon 0iCe questions: |slncluded withi this form; please se |

quesnons requare that. many chonces S|mply |gnore the extra ovals, |f
quesnons are mcluded Ieave thls secnon blank 5

43 Obtaining Special sevices for physically handl-
capped students

secnon 1o récord your responses Twelve ovals are prowded for gath questron-‘ bnt few ‘
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building names, etc.)

44. Learning how to get around campus (parking, -

N

Ul

45. Arranging & class schedule thal will not conflict
with my current job .

L]

L

v than when | work

46. Obtaining access to co!lege nffices at times other |,

<

47, Learning how to get course cregit’ through nontra-
ditional means (CLEP, job exparience, etc.)

<>

/ED. PLANNING (Continued) \. 7.

L)

48, Learning about noncredit courses hat will meet my
needs

49, Learning how to work with my academic advisnr‘
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80. Learning how 10 communicate better with in-
structors

51, Learning how to relate better with younger stu-
dents

. Getting along better with the people | work with

i g
P a2

83, Understanding and expressing my personal valués

54. Learning how to make more or closer friends

5. Learning how lo improve my personal.appearanée

56. Getting my !amlly mlerested in my education and
career

|" §7.Coping wilh the problems of being 2 singlé parent

" 58, Dealing with the problems ofdivorce or separétion

olololo|lo|l o

59, Raising children in loday's complex soniety ‘

" ASSOCIATIONS WITH OTHERS

" 80. Gaining a better understanding of people of dif-
ferent races and cultural backgrounds

1 61 Deallng with people who think and feel dlllerently
than1do

problems -

62. Learning how to déal eﬂectuvely with commumty ‘

. activities -

63. Learning how, lo parnmpate in governmental .

64. Dealing oblecnvely with dnscnmunalmn (race, sex,
. age, etc.) o

5. Coping with marita stressesnénd problems .

-

66, Dealing with the conflicts of ;ob lamlly and
educalion ..

- D0 N‘OIWRITE BELOW THIS LINE,




LIST OF COLLEGE MAJORS AND OCCUPATIONAL CHOICES

Since we could not list all possuble occupations and programs of study, you may not be able to frnd an

exact description of the one that applies to you. If that is the case, you should select a general'area—for

example 100 (Agrlcultural Fields), 200 (Engmeerlng Fields), 220 (Fine and Applred Arts).

If you are completely undecided about your answer, mark 000

.100.AGRICULTURE, general °
2101 Agricultural Business '

7102 Agricultural Economics

*7103 Agricultural and -Farm. Management (Iarmlng
“: . . and ranching)

7 104" Agriculture, Forestry, and Wildiife Tech-
- . ‘nologies

~105°"Agronomy (Ireld crops and crop manage—
“. ' ment)

Animal Science (husbandry)

Fish, Game, and Wildlite Management

Food Science and Technology

Forestry )
'HomcuIture/Ornamental Horticulture ~
Natural Resources Management (so|I conser-
’ vauon)

,,,AI‘ICHITECTUI‘IE, general
Architecture Technology
City, Community, and Regional Planning
-Environmental Design, general
Interior Design
' Landscape Archnecture

BIOLOGICAL SCIENCES general -
Biology - -

Biochemistry

Botany

Ecology

Microbiology

Zoology e

BUSINESS AND COMMERCE, general
Accounting
Banking and Finance
Business Economics
4 Business’ Management and Admmrstratron
Food Marketing
Hotel and Restaurant Management
Labor and Industrial Relations
Oftice Management
‘Marketing and Purchasing (sales and retarlrng)
Real Estate and Insurance
Recreation and Tourism
Secretarial Studies .
Transponatlon and Public Utllmes

]

COMMUNICATIONS general
*Journalism -

‘Radio/Television (related to broadcastmg)
“Advertising

: Library Science

COMPUTER AND INFORMATION
- SCIENCES, general

Computer Programming
Information Systems and Scrences
Systems Analysis
Data Processing Technology
Computer Operating
] Data Systems Repalr

EDUCATION general
Agricultural Education
Art Education
_Busmess Commerce, and Distributive Educa-
“tion -
.Educational Admmrstrauon
'Elementary Education
"Engtish Education *
Home Economics Education
Industrial . Ants, Vocational/Technical Educa-
“ooton

Mathemaucs Educauon
Musnc Education .- .
1917 Physical’ Education
192° Postsecondary Education, general
193 Scnence Educatron

Mo,

194 Secondary Education, general

195 Social Science Education

196 Special Education

197 Speech Education

198 Student Guidance and Gounseling

200 ENGINEERING, general Ja

201 Aerospace, Aeronautical, and Astronautical
Engineering ’

202 Agricultural Engineering

203 Architectural Engineering

204 Chemical Engineering

205 Civil Engineering -

206 Electrical, Electronics, and Commumcatnons
Engineering

207 Environmental and Ecological Engineering

208 Geological Engineering )

209 Industrial and/or Management En'gineen‘ng

210 Mechanical Engineering.

211 Metallurgical and Materials Engmeermg

¢ 212 Mining'and Mineral Engineering ‘-

213 Nuclear Engineering

214 Ocean Engineering

215 Petroleum Engineering

220 FINE ANDAPPLIED ARTS, general )

221 Applied Design (ceramics, weaviig, commer—
cial art)

222 Art (painting, drawing, sculpture)

223 Art History and Appreciation

224 Dance .

225 Dramatic Arts (theater arts) !

226 Music (liberal arts)"

227 Music (performing, composition, theory)
228 ‘Music History, and Appreciation

229 Photography/Cinematography

" 230 FOREIGN LANGUAGES, general

231 French
232 German
233 Iltalian
234 Latin
235 Spanish

236 Russian

240 HEALTH PROFESSIONS general

241 Dentistry

242 Dental, Assistant

243 Dental | Hyqiene

244" Dental Lab Technology

245 Environmental Health Technologies

246 Medicine, general

247 Medical Assistant or Medical Office Assrstant
248 Medu.al or Laboratory Technology .

‘ . 249 Nursing (registered)

250 Nursing (licensed practical nurse)

251 Occupational Therapy

252 Optometry

253 Pharmacy

254 Physical Therapy

255 Public Health -

256 Radiology-

257 X-ray Technotogy

258 Surgical Technology (surgeon’s -assistant,
etc.) :

259 Veterinary Medicine

260 HOME ECONOMICS, general
261 Clothing and Textiles

‘262 Consumer Economrcs and Home Manage~

ment
263 Famity Refations and Child Development .
264 Foods and Nutrition {including Dretetrcs)
265 Instltutlonal Management

.270 LETTERS (humanmes) general
© 271" Classics - == .

272 Comparatxve therature

273 Creative Writing ] . '

274 English, general . NG
R - Oy

349 Industrial Arts’

275 Linguistics

276 Literature, English

277 Philosophy

278 Religion and Theology

279 Speech, Debate, Forensic Science

280 MATHEMATICS, general
281 Applied Mathematics.
282 Statistics (mathematicali and theoretical)

285 PHYSICAL SCIENCE, general

286 Astronomy
287 Chemistry

288 Earth Sciences
289 Geplogy .

290 Oceanography
291 Physics .

' 300 COMMUNITY SERVICE, genera!

301 Criminal Justice and Law Enforcement (pohce :
science, corrections, etc.)

302 Parks and Recreation Management

303 Public Administration

304 Social Work

305 Military

310 SOCIAL SCIENCES, general

311 Anthropology

312 Area Studies (American civilization, American
studies, etc.) .,
Criminal.Justice (see code 301)

313 Economics

314 Ethnic Studles (Asran studies, BIack studies,
Chicand studies, etc.) )

315 Geography - . » °

316 History

317 Internationai Relations

318 Law (prelaw)

319 Political Science

320 Psychology .

321 Sociology

330 TRADE INDUSTRIAL AND TECHNICAL
. general - -
331 Agricuitural Mechanics and Technology

.332 Air Conditioning, Refrigeration; and Heaung

Technology

' 333’ Aeronautical and Aviation TechnoIogy

334 Appliance Repair

335 Automobile Body Repair

336 Automobile Mechanics

337 Business Machine Maintenance

338 Carpentry and Construction

339 Drafting/Engineering Graphics

340 Electricity and Electronics

341 Engineering Technology—Aeronautlcal

342 Engineering Technology—Automotive

343_Engineering_Technology—=Civil— e .. -

344 Engineering Technology—Industrial/Manu-

facturing

345 Engineering Technology——Mechanlcal

346 Graphic Arts (printing, typesetting)

347 Heavy Equipment Operating )

348 Dry Cleaning, Laundry, and Clothrng Tech- -
- nology .

350 Leatherworklng {shoe repair, etc.)

351 Machinework (toot and die, etc.) =

352 Masonry (brick, cement, stone, etc)

353 Metalworking

354 Plumbing and Plpeflmng

355. Radio/TV Repair ’

356 Small Engine Repair

357 Upholstering . U

358 Watch Repair and Other Instrument Marnte- ‘

nance ang FIepa|r

. 359 Welding

360 WoodworkIng (cabrnetmakmg, mrIIwork)

370 GENERAL STUDIES
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THREE PROGRAMS FOR ADULTS IN SHOPPING CENTERS o j”wws““~“w~ff

(RS

lJohn L. Wiley

Julle Rich v :
Prince George's Ccmmunlty College .
'Largo, Maryland '

Prince George S Community College is a two-year communlty-centered

publlc 1nst1tutlon of higher educatlon located 1n Largo, Maryland,. The_'

college is concerned with the development of : rotentlal human resources Co b

o . o e e+ o I

in Prlnce George s County, Maryland, and seeks ;o develop in the stu-

dent a sense of self-rellance.

-

It acts upon the bellef that all who

y

asplre and are quallfled w1ll acnleVe. . o ,GQ '\ l"i'
Durlng the most recent fall semester, Prlnce George s Communlty
College served approx1mately 15 OOO students in credlt courses ‘and

another 7 OOO 1n noncredlt courses._ PGCC is tne largest communlty

college in Maryland and one of the largest 1n/the Unlted States. A‘ :

“Student Proflle for fall 1980-81 can be found 1n the Appendlx to th1s

paper. V : ) : ' e T‘i- o

D1vers1ty of educatlonal programmlng represents a commltment of

. D -
the ‘college in prov1d1ng two years of unlvers1ty\parallel courses-~

offerlng technlcal and .career educatlon‘ and extendlng optlons to those 37;;'

cltlzens 1nterested in the enrlchment value of educatlon.- leew1se, 1t

[

ﬁ“_l__mmakeslthe_resources of_the college avallable through~programs of com-f

munity service dedlcated to proV1d1ng a’ forum for the total communlty._

¢

I. The Career and Llfe Plannlng Program oo ,v;"”ff'_ L L e

-

.The purpose of- the Career and Llfe Plannlng Program is to offer a u;'t

;o

i
o
&y}
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serVice to the shopping centers in Prince George's County which will

help them attract traffic to the shopping centers ‘as well as proVide

B

“a "stage" on which-to- display the wares of’ the college s Career Centez.

,0.

: The primary target group for this program is adult males and females

aged 22 _ 25 : ; = » ~T .

Two major 'shopping’centers are used for this recruitment .effort,

LLaurel Centre, in the- northern part of the county, averages approxi—‘"
:mately lO 000 shoppers on a normal Thursday, Friday, and Saturday week-

end.r.Iverson Mall,‘in‘the southern part of the County, is also used.

e g
// ’

This center also averages approx1mately lO 000 shoppers on a/normal

[ L e

' .~aThursday, Friday, and Saturday weekend._ : i”f R &

Y

.-A large:number»of.over—SO shoppers, many retired, frequents >

'Iverson Mall, which also draws many working women. 'Laurel-Centre,
oy “_; o N Bt .

' while also in an area of a- large female working group, draws a high

,'fpercentage of" military personnel from Ft George Meade. - Many of these

3 : : B
personnel are contemplating a career after retirement or separation' '
from the military serVice° . T oo s ' A e

. .ff5 WbrkShOPS: seminars‘ and classes conducted in these shopping centers

i

are publicized by the shopping center management via, their media° The
,"sole cost to the college is the cost of instructors and time spent ‘by..

wf’the admiss10ns department personnel in setting up the program.

A wide range of free classes are held at the Career and Life

¥ o
! L

S planning'Workshops.‘ For‘example:,classes are held on "Choosing'the”

. c

_anght Career," "IndiVidual Career Consultation," "How to Write an

,Effective Resume," "How to Make a Satisfying change in Your Career,;"

@
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"Marketing Yourself," "How to Discover Your Career-Related Talents,"

and "Where Are the‘Jobs fer the 1980°'s,"

Steps in Setting up the Program

Contact the Director of the Career Center to discuss the possi-

bilit§ of setting up a Career and Life Planning Woikshop at the shop-

ping centers. Both Career Center and Admissions personnel should meet

to exchange ideas on how hest to conduct the workshops and what the

.program should entail.
After guidelines for conducting tne program have been set by

college pe:soqnel,lthe Promotinn/Marketing Director of the shepping

2

center should be contacted'to determine;iﬁ the program developed by the
'college‘ie adaptable to the shopping center and if it can be inclﬁded

as ﬁarﬁ of one of the ehopping center's major premotione. For example,'
fhe Laufel Centre workshops,were held as'part'oi the "Modern Life Styles/

Modern Careers" promotion, and the Iverson Mall workshops were'part of

.

a "Back to- School"” promdtion.
A meeting should be Arranged‘between the college's Career Center
fepresentative and shopping center personnel to finalize arrangements '

and forestall the development of problems. Obtain a commitment from

o

shopping ‘center Personnel on the amount and :location of.advertising to

/
')

be done, and on their willingness to pay for all advertising. Advise

them of the exact wording which must be used when referring to the
college. Many shopping centers publish their own shopper/tabloid prior

-to a majof promotion. If agreeable td‘shopping center personnel, the

/
‘
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<
event coordinated by the college should be mentloned on the front cover
and should have at least a quarter-page ad in the shopper. - College
personnel shonld beJrespon51ble for submitting copy for ads in a time;

ly fashion.
Program P:déedure

Quite an ambitious program was attempted at the Laurel Centre,
Mini-workshops were held fér 45 minutes gach, starting atﬂll:OO a.ﬁ.
and coﬁtinuing throughout the day. Séecial programs were gonducted
during theveyéning. |

’ Workshops were.§ét'ﬁp in an empty stdre with chairs aﬁd lecterns/
v tabies, and other eQuipment supplied by the shopping center. College
counselprs:éonducted the workshopshgn a rotating basis, with differe;t
counselééﬁ conduﬁting-;hé‘game wnrkshoés dn different days. Evening
_sessions were cohducted by Coqmunity Services personnel. |
Admiséions and Community Servi¢es pgrsonnel.staffed a booth
éroyided by the shopping center adjacent to the area of the workéﬁops
in bf&er to answer geneial questions gbouéhthe éollegé.and to diétribute
brochdres, schedules, and catalogﬁes. This booth was open from 10:00 a.m.
until 9:00 é.m;. ﬁhe éperating hours of the shopping center. No Ieg—.—
istration waé fequiréd for workshops. They were held on a'drop—in.
- basis. B | = _/ o '
» At the requegt of the Marketing Directoi,,ive£son Mall's.workshops

were directed mainly at female shbppers, although thistas not a stip-

ulation for eniolling. The Marketing Director wanted to attract women

‘ )u/ ,
° /

O ' , T / !

~2

b




U ' | N 69

_ returhning to the,workforce and women desiring to change careers. In
addition to supplying the clésséoom, an ‘ad-was placed in their shopper

" (distributed to SO,OQOIaﬁd inserted in'a major newspaper), Ahd announce-
ments of:the p;pgrAm were circulated to all the stores in the mall, to
.all the offices in.én office. bui ding connected to and owned by the
mall, and to all apa;tmenés adja?ent to and also owned by the ma;l.

kThe mail also assumed responsibiﬁity’for accepting registraﬁion for

élaéées, something we did not do wich the Laurel Cedtre'program.

The program at Iverson Mall was. much less ambitious than.that at
. f 1 . ) . . .
the Laurel Centre, and aimed at reaching people ahead of the actual

workshops rather than on a drop-in basis. However, required regis-

tration allowed us to drop one workshop which did not receive much

‘ demand. This would not have been possible had the program been con-

!
’

ducted on a drop-in basis.

Althov' : iess '‘ambitious, the workshops at Iverson Mall attracted

more people thah did‘the Laurel Centre workshops. They were almost

\

exclusively attended by women, many Oof them from the offices in the

mall and svcrounding area. As a';esult_of-ﬁhe success of this program, -

the mall is sUpplying,a'tWo—room'Suite to the college at no charge to
be used for credit or community services (noncredit) classes.

Evaluation of ‘the Program : . L :

¢

! v

While this program is considered to be very:successful there are

-_several problem areas to watch for:

-=- Mall-Marketing Directors_not fulfilling their obligation to

{2
Q . : ;‘:
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puhlicize the program, not having classrooms readv, and not‘
using college-supplied information;

- Registrants notvappearing in classes-although they have regis-
tered in advance;

~~ Finding space in a busy mall. Iverson Mall is the Znly mall °
in this area that has an offich building within the mall which

'

provides ample space for workshops;
== Empty_stores are apt to be'dirty and uncared for, used as
. storage rooms;_and so forth. They must be cleaned ahead of
time, and garbage and waste paper removed. dlassroom‘effect
is lost if.the space is too messy. Never attempt to usa
unfinished stores - flocrs not'covered, wails bare, no ceiiing -
they are-cold_and unfriendly. |
‘ If the.above problem areas can.be avoided, the benefits &F tliis
program are tremendous: Fdr example, the college received an enormods
'amount of free advertising through shopping center media. The program
carries college services to people in the county who would not otherw1se

know about them, and it prov1des an opportunity tp demonstrate the high

4

degree of profess10nalism of the staff of Prince George's Community
FCOllege Career Development Center. ‘

‘Offering these special classes.in the shopping centers has opened
up new avenues for recruitmnnt and a new mode-of deliveryi We are look—
ing into ways to further develop this concept aof offering classes at the

various shopping centers in Prince George s Cou :zy.

‘Two pieces of advertising used to promote this program and an
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agenda from the Laurel Centre Modern Life/Modern Careers Program

o - - e

can be found in the Appendix to this paper.

¢

II. The Shopping Center Articulatioh Program

Description and Purpose of the Program : '

Ohe of the major adult recruitment efforts at_Prince George's
Community College is the-“Shopping Center Articulation Program."
The purpose of this program is to meet the public at the crossroads -
the various shOpping centers of'frince George's County'-— to aistribute
1nformatlon about the college and its programs. This is done through
personal one-on—one contact with the shopping public. : z"f /
lhe Primary target group for this recruitment effort is adult
_shoppers, male and‘female, in.the”22 to 55 age bracket. sec655£§y -
_target group is the 18 to 22 age bracket,_ ’

The five major shopping centers in Prince George's County with

. the highest traffic count are used. They are: 'Forest Village Park~

Mal¥ - 5,000 shoppers, Iverson Mall ~ 10,000 shoppers, Landover Mall -”fm»‘
15,000 shoppers, Laurel Centre - 10,000 sh0ppers»:>?d Prlnce.George s

Plaza - 10,000 shcppers. Three smaller centars are also used. They

are: Beltway Plaza - 3,000 shoppers, L1v1ngston qquare - 3, 000 shoppers,

S SO

and New Carrollton Mall - 2 000 shoppers. ThlS outreach provides con-
tact with an averac: of approximately 55,000 PG CounLy &wsidents'over'
a normal three—day period, usually Thursday, Frlday, and SaturdaY-

S

The recrultﬂfnt effort is basically carr1ed out “through the use

of college studentva551stants. They_are'hired to work three days a

w
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a

week (18 hours per week) for nine weeks prior to each registration
period. The students are intervie@ed, hired and trained by the

college-Admissions Department.

. Basic Steps in Develpping the Sﬁopping Center Program

The first and most important step in developing the shopping

center program is to obtain a commitment from the appropriate policy

decision makers of the college that such a recruitment program will be
supported financially (and otherwise) by the college. After this commit-

ment has been made, you are,ready for the second step, which is contact-
IS . . - .
ing shopping center Promotion/Marketing Directors to sell the program to -

shopping. center personnel. . ‘.

~

A meetlng should be set up to explain the program in detall. You

will need to explain the beneflts that will be derived by having stu- -

dents pass out litérature and answer questlons about the college at the

shopping center. I ‘have found_that mentlon;ng the faét that the’

oomhunity college's major purpose is to meet the educational, social and
_culturai neeés -of the peoplbe wto live in the county ‘usuall_';rylvlelps to get
you in the door. |
Once permission has been obtained to uee the shopping center, it is
verAimportant to makevsure thet you have a copy of the rules and reg-
uiations set by the shopping cente;;; Be sure t0'know‘insurapce=and-other

important requirements and see that all necessary forms are filled out“

and submitted to the'proper persons.' It is also important to ask the

“Marketing Director to show you the space in which. the college will be



permitted to set up booths and other eQdipmen£ used for the program.

We use bdoths provided by’thércollege in éll of 6ur'§h6ppiﬁ§mcéh£é;s
.except two (Iverson Mall and Forest Villagé Park Mall: These malls
have information booths whiEh théy require our student assistants to
 use),

We are now'ready to look for the most competent staff availabie.

to promote the college at the shopping centers.
,, M

Development of Student Assistants

o Student Assistants, who must be currént_studenﬁs or ex-studenﬁs Sf o
" the coilege, are hired 11 wee%é priorbtb”the start af the proyram.
Applicants must bé-able to.communicate weil with a wide-v;riety ;f ages,
they must be able to evaluate the prog;am as it relates to the ﬁali to
which they will be assigned,. and must be:aﬁle to adjust thei; hou.
that the.fullest advantage'is taken of.heavy traffic:times. .Student;:
must plso.be able to face the baring timés when traffic is very lighﬁ;.
Students are requi;ed to héve theirlpwn4trénsportation,énd:aré.rgim-
bursed fsr one-&ay mile#ge f;om theﬂcolléée tb-theLéhopping_center.
Traininé'for stﬁdent éssistanﬁs bégins.lofweeks befo?e the program
starts._.Two-hour workshops are coﬁduc?ed in yhiéh each‘studéht i§ given
a packet -containing data and brochures outiinihé.the pfogrém. A verbs?
oQérvie;'of the bollege philosophy ahd the aims-of the articulétidn
program'are given. sﬁudgnts'aré made aware of sHoppihg center rules and
% . - : .
regulations., Role-playing is df;én.éarried out ﬁc better eqpip'the

students to handle problems that they may encountet.

N
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After this session, students are required to gain work experience

in the Admissions Office by working at the counter and on the telephones.

They are then taken to the various ShOpplng centers, shown the—location

of the college booths, and introducedftgmthe mall. Marketing Directors.

Students are then ready to begin work in the shopping—centers and work

for the next_ninesweeks. They are required to work 18 hours a week,

“but are permitted to set their own schedules. These schedules must ex-

tend over a three—day perioa (Thursday, Friday, and Saturday) and must be

submitted in writing to the AdmiSSions Office. It is 1mportant to as-

certain. the times the malls have the beaViest traffic and to attempt to

work out schedules which take advantage of these: heavy traffic times.

However, it is equally 1mportant to select some hours = usually Thurs-'

+

day or Friday morning - in order to contact_the unemployed adult women

who are a target-group. Students must be at the mall on Saturday as

N

Students are‘required to attend a weekly staff meeting with
AdmlSSlOnS and Articulation superVisors to report on the progress of the.

program, to discuss any problems encountered aurina the week, and to -

;'replenish their supply of materials.. At this time, hours and mileage )T

are submitted for payment. T ' S

PeriodiC'repcrts are also submittedkby the students along with

“

. contact sheets show1ng the number of direct contacts and blind’ contacts.

’

Direct contacts aie peop1e contacted in the shopping mall who give us -
their names and addresses and who want to be put on our mailing list for

more 1iterature from the cqllege. Blind contacts are people'contacted

’

. \‘]’
2
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4
in the sh0pping mall who stop by our hooth,to ask . =2cific questions
- about the\college; but do not wish their names to be placed on our
bmailing list.forbaddltional college materials.
These reports enable us' to evaluate progressrand submit informa-
tion to the mall Promotion/Marketing Directors\on\the.areas from which
their shoppers come.

At the end of nine weeks,.a final staff meeting'is held to eval-' -
. . . '
uate the success of the program. A look is taken at our most success-

ful strategies, and suggestions are made for'improvement. ®
' Evaluidtion of the Program

- - Pt

™~

On a satisfaction.scale of 1 to' 5, we would have to score this )

"~ ~

program a "5." It is now in the fifth year of its existence. We would

also rate it a high “4" in effectiveness‘because of the success’ we have

[N

experlenced with it, not only 1n reaching a public that may not read

~.

about the/college 1n press releaSes, news artlcles,\or\materlals which

are malled dlrectly to- res1dents of the county, but ‘also in aldlng the
shopplng malls to be of service to the communlty. Shopping mall manage;\

ment is very sensitive to the community'service aspect ‘of the'ﬁall} and \\\\\\\

it is.always an advantage for them to point out to the tenants, mer-

'chants, and;bus%neSSes that they areloffering a community'servlce'organiza¥
tion such as the college the free use of the mall.. In return, we ¢ } -
attempt to be of servica touthe mall's managementvby offeriné-seminars

@:in security, arketlng, retallxng, tralnlng of managers, and so forth.

- :
Belng in the malls also glves us access to managers of larq° stores such .

ERIC
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as J.C., Penney and Montgomery Ward, and the‘possibility of developing

programs with them for their personnel. v

The Shopping Mall Articulation Program has proven itself to be a

v

-

highly effective recruitment‘p “gram. Various surveys have been con-
ducted, by color-coding mate. ... ”ishributed in the malls (usually_-
application blanke), and the results have confirmed our _elief that
the program is highly successful. The program has.been fOund to
increase the buying public's awareness of'the'exiatence of the college

and the numerous services we offer as well as of the educational

advantages to be found at Prince, George's Community College.

A

III. Articulation Letters to Community Organizations ' L

Purpose of the Program

The purpose of this articulation program is to meet.Fhe.public in
the community in which the people-live, work.and play, and to make
county re51dents more aware of programs ‘of study -and student serVices
that are available to them through the college. ‘The primary.target

v

group is male and female adults agedizo.- 55, R
Basic Steps in Setting up the Program -

-We know that almost every service organlzatlon is requlred to do
a certaln number of" communlty—orlented programs, and a program about

what the local community college has to offer for county residents fltS

-

the requlrement.




1. Obtain a complete-listing of all the clubs, organizations,

:

churches, civic. groups, and so forth. One very good source is.a

" o N

directory put ocut by the_oounty lihrary.system.

-. 2. Contact community organizations by mail and offer: the services

of a speaker who will come to'a regular meeting.and present a compre-
hensive overview of the college - its programs, services,-facilities;
and requirements.

- 3. Letters should be written with the function of the organiza-
- ° ) . ’ . .
~ tion in mind.: Purely‘social organizations will respond to a letter

mentlonlng services and noncredit classes, civic organlzatlons w111 A

~

respond to a letter slanted toward serV1ces the college offers to the

- . . N

community; :eligious organizations yill respond to your interest in
their students and young people'(nentAOn the'number“of sectarian clubs
'and organirations on'campus). ;etters_areksent out in_the late'summer
in order to contact,the new officers-of the.organizations_while they

are planning the year's programs (September to .June).

4, If’any-of'the letters are returned; attenpt to follow up and
determlne Why they were not dellvered- if a change of address is 1nd1-'
'cated, attempt to f1nd the new address and keep your lists of organlza- .

tions up to date. Another source of addresses for women's organlzatlons

.is a county women's comm1551on, 1r there is one, or a state women's

commission., :
[ ) . 14
5. Within the follow1ng month's tlme, follow—up should be start-
B . Fa - .
.ed to rnlntorce the orlglnal contaet Meetings of organlzatlons are
»° - ¢ . . -
‘ _usually held 1nxthe evening7 therefore, anyone starting this program

o

89
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‘needed equipment is available. Always make sure you have an extension /

:

_must be aware that they may be called on to attend evening meetings

that could require late houss.

6. Give a number and a time when you can be reached or when your

phone is monitcred. When groups call and request a'date, confirm on

the phone by getting_a.name, address, and telephone number for the

-organization and send a follow-up confirmation by mail.

'

7. If you plan on doing a slide presentation, make sure that all-

P

S

/
. ] -/
._8. After you have done the presentation, communicate your thanks

—_ ' - ./

for having been invited to address the group as soon as possibles

cord. ) S - ' o v Co //

le*Agfollow-up phone call to your original contact can/lead to

anothel appearance the next tlme the,group needs a programf.

10. Another letter-wrltlng program will beg1n in January follow1ng

the procedures outllned above°

_./

Evaluation of the Program » ‘ '

.'1l. The basic.asset.of this program is the'opportunity it provides

.

for personal'contact‘with‘people. o o \
: \

2. This recrultment effort has been considered suCcessful It

has resulted in college staff maklng several trips 1nto the communlty

. \

to make presentations to various clubs and organizations aﬁout the

college.

3., As a‘'result of this program we found a need for mure exhensive“

a

promotlon of the communlty college in terms of its 1dent1ty and 1ts role .

in hlgher educatlon.

20
B e
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 MODERN LIFE STYLES/MODERY CAREERS PROGRA!
- CO-SPONSOREO BY: PRINCE GEORGE'S Commw COLLEGE
LAUREL CENTRE (SHOPPING CENTER) LAUREL, M.

- FREE CLASSES FROM THE PRINCE _GEO?GE,L s Com.NITY COLLEGE’S CENTER FOR CAREER -

e IR o ~ DeveLoent |
S LA Ceosing 4 CAREER Tuar's RigHT Fo You
Mook How To Discover Youg CareeR ReLATED TaLenTs

- 1P How To Discover A Cameer Trar Turns You 0N o

24 PM ‘INDIVIDUAL CaREER CONSULTATION E

© BN Markering YowseLF o
A ’-“'How To LocaTe A JoB In e Hrooew JOB MARKE}' o
8P HwTo WRITE AN EFFECTIVE RESUNE AND SELL YOURSELF IN INTERVIEWS
 TRmav deer 0 L

S  (Repear of ABOVE) "j L
S daen o G
B3] N’I WHeRE ARE THE Goon JOBS FOR THE 1980' E ORI A

- 112 30 PM How To CHOOSE A CAREER IF YOU ARE YOUNG AND UNDECIDED

.'y"-, 1: 3’) PM How TO MAKE A SATISFYING CHANGE IN Yoir CAREER S
2 30-3 30 INDIVIDUAL CAREER CONSULTATION | - - "7 -

’U

ALL CLASSES WILL BE HELD IN PGCC CLASSROO!‘ UPPER LEVEL OF LAUREL CENrRE
Ot e ATCENTERCIRCLE
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- CAREER AND.LIFE PLANNING / :
AT | '
IVERSON MALL

Co-Sponsored by: Prmcc Georg(' s Community Colicge
Jverson Mall Merchants’ Assocumon »

Thursday c;lnd l-nday, August 27 & 28, 198 i

SCHEDULE
Thursday, August 27 . ' WHAT DO 1.DO WITH MY LIFE? *

11 AM. - Noon This session will help you to dxscovcr your
L personality style and how that style can be
used to create a career & life style that fnts
“you like a glove! o
12:30- E30P.M.  UNDECIDED YOUTH
‘ ‘ Designed for young people who are trymg
to fmd a direction for their hfe

7-8PM. " WHAT DO 1DO WITH MY LIFE?

i

bee Above

Friday, August 28~ 11 AM. - Noon. WHAT DO | DO WITH MY LIFE?

7.

12:30 - 1:30 P.M. HOW T() ‘CHOOSE OR CHANGE .
. . .. " :ACAREER .° T ‘
" ‘This session will describe to you all the : Y
isteps or elements: that need o be consid- , o
iered in career choice or change and will . .
'help you uncover some of the skills you al-
g ; ready possess. -

g | INDIVIDUAL' COUNSELING
- .. This will be restricted to those who regis-
S rtered and participated in'one. of the above
9] S acheduled classes, . fee

Fur furthm mformat:on and/or regx-:trano v p! enu (’ Lot I' RN, 00 M'xH Manaqe-
ment Offlce \42'384“)) betww'u ‘" ' Lm. and &0 i { ;

o



~ ¢ Laurel Contra

‘ ,e Troghou [nclnsed e | "
CHANG i CARER ﬂND MODERN o
I.IF E SmES il SEMINARS DEMONSIRMIONS .

o s A 0 N 0 éz,;;?:.:;aaz:f
(BT & OIJNSEUNG ARE lOCMED |

UBPER LEVE - Fme okt hy lonte Stge.
LUHERLE¥E- Fonne: ettty ot ot T
S JUHH’ | BT

8845 o - How to it an ffectve resume and sl yeur-
selim inteviews - Upper Level -

WS 419, JUN“'W i - T "Real Ftee -  carer lor lhe B Iecturev- [ -
L1145 am- Chooﬂngacamernghtlof - toweflevel o Ao level : -
{21243 pm- How to discover your career lelated talents | |

lowerle SM IU “3

‘ | 1. 'NutntmnAwareness"Ieclme Lower Lol .
145 pm - ow o discover a caeer th at tumsyouun ' '

Lower Lewe - oo o E245pm-h efeafethegood lobsto:lhe b -

 UpperLewel - N
2400 - Caes ol funndmduals it el | | .
1230115 pm- Howtoch uoseacafeenlyoureyoungand R .
| 4445pm -Narketng ourse - towerlevel il Love Lol e
THURS, JUNEII . C L3R5 m-Howto makea st mgchangemyour | 1 o CRE i
* b Slngle Bls" IeclwebyEImeBhss caes-Lower el - , 1 AN
| U)WC( level - |

y 1] ﬂpm Caee consultatmn fonndmduals luwer Level
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PRINCE GEORGE'S COMMUNITY COLLEGE )
 Report No. 81-39: Student Profile Data, Fall 1980-81
' Fall 1980 . Fall 1981 \
_ Number ., Percent Number . Percent = Change. *. -
“TOTAL CREDIT STUDENTS - 13,747 100% 14,657 100% +910
Full/Part Time . o o '
Part Time 9,308 687 10,132 69% .  +824
Full Time : - 4,439 32 4,525 31 © ;  + 86
PGCC Status | :
Continuing students . 7,264 533 8,022 - 55y - +758°
First-time entrants - 3,883 . 28 - 3,938 27 + 55
~ Readmits -~ 1,380 .10 1,457, 10 Lo+ 7T
4'New trahsférs L 1,220 -9 . 1,240 8 © o+ 20
Currzculum Type - T , : S B
Career : . 5,416 39%2 . - 6,017 41% +601
Transfer 5,600 41 . 6,012 - 41 . +412 o
Undeclared 2,731 20 2,628 18 . =183
Schedule _ ' — - | |
Day - S 6,308 46% - 6,598 457 +290
Evening . 5,850 43 6,165 = 42 , +315 -
Split - 1,589 11 1,894 13: +305
Credzt/ﬁburs Cbmpleted SR o 7 C Lo ' B A7"' -
Less than 30 < 10,671 8% 11,453 sy 4y
" 30 or more i} : 3,076 2 - 3,204 22 © . +128 L
~Sex T - | 4 o P _.,: - : _;; cen
4Fema]e - : 8,133 99% ..~ 8,671 59%. +538 -
““Under 21 ' - 4,847 " 35% 5,102 - 35% +255 .
21 - 25 : 3,249 2 3,57 .24 4308 T .
26 -3 . . ‘3,391 25  _ - 3,589 24 +198 »
S Over 35 LT 20960 18 2,809 16 4149
‘ xWh1te : o 8,140 - " 59% - 8,539 - 58 +399
</B]ack e e D 4,923 36 - 5,315 36 #3920
Other 5 = - 688 | 5 803 . 5 4119 . -
. _M&rztal Status . R o ’ (R
~Single - - - - 09,309 . ,68% ‘ 10,054 €9% . +745”

o Married oo »“;4_4,438_4.'4-32 4,603 0 31 4165

‘"-Reszdence‘1:4 : o P :]: o , I
~Prince George's County 12 851 193% . 13,814 . 94y ’:+963‘

. 7, Other Maryland . -~ - . 414 T3 . - Tl 3 5.0 5
- Out .of State. R .. 482 .4 5_424 3 ;‘ 58_. 7 %ﬁ
EAEREE R o L/ T e o _,“-_'-yg

vu{ ‘SQUR&P Systems and Programmzng reports STU 276, 460 : E?ncenfagesimay not ¢

totaZ due to royndzng
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NORTHERN STATE COLLEGE ADVERTISING CAMPAIGN |

Myrle Eanson
Northern State College _
Aberdeen, South Dakota . -

L/
ackgr_oud = Lthexn_s;aj;e.s.ollsge

" Northern State College, located in Aberdeen, South Dakota, 1s a
cmultl-purpose state-supported 1nst1tutlon wh1ch offers a curr:culum 1n “
_teacher °ducatlon at the undergraduate .and graduate letels, graduate.
programs 1n.school admlnlstratlon and gu1dance, unur,graduate programs

in bu51ness; undergraduate programs in preparation for graduate or pro-

'fesslonal schools; tWeé -year termlnal programs, _and: approprlate prepro-

fessional sequences. Northern came 1nto existence by leglelatlve enact-_

ment in 1901, when 1t was establlshed as the Northern Normal and Indus-

3

_.tr;al School._ The name was changed by leg1slat1ve actlon 1n l939 to

Northern State Teachers College, and aga1n in 1964 to Northern State

College.", - . _=_.‘"7 . ," ) RS

v ,’.,

Northern s enrollment reached a: peak of 3, 500 students 1n l969,~

/

_decllned to 2, 200 by . l974, and has been 1ncreas1ng slowly since that tlme.

The preserit enrollment is approx1mately 2, 700 Aberdeen, ‘the communlty

~
® Ed

1n wh1ch Northern is located "has a populatlon of aporoxlmately 28, 000.

a -;

 There are no other communltles of this s1ze w1th1n 200 miles.

Northern State's Evening_College '
. = ‘ ¢ N e 4

7

Some;classes have been offered during the"evening hours for a num-~

,,ber of years. In- the7fall semester of l975,.all of these classes ‘were.

‘advertlsed 1n one publlcatlon, in ar eftort to 1nform the general publlc ,

o0
2%

A}



: 8.6

of the educational opportunltles avallable to individuals who, because
of job or famlly reSpon51b111t1es, were not able to avail themselves of

-college courses during the day. The classes offered in the evening hours

' were advertised in a.supplement to the Aberdeen American News. This

3

component of our class offerlng was descrlbed as Northern s Evenlng
s : : : .‘f

.College._ The Evenlng College was well rece1ved and attracted a number
of part tlme students., Substantlal numbers of regular full tlme stu—
.dents also found that by taklng one or more even1ng classes,_they were

3 .

‘f_able to enroll -full time and Stlll have opportunlty for part-tlme ‘em-

pilzment during the day. .- . X - /
N//\‘ 5 . - ]

Spring'Semester l981‘Ad Campaign

Gradually,dmore emphasis was placed on:Scheduling speleicvdlaSses
-in the evening;b Thls was done so” that the "even1ng only" student could-
0 - . .

. have a éeallstlc expectatlon of eventually earn1ng a degree. Whlle 1t
;'%_1\was felt that Northern s Evenlng College was successful, questlons were.»-'
ashed at meetlngs of the adm1ss1ons staff, the Admlnlstratlve Councll
the" Councll of Deans, the College Relatlons St;ff, and the -office of A

‘Exten51on regardlng the reasons why/more new students were/not taklng

\madvantage of the even1ng offerlngs - and these and other groups then

bralnstormed new ways to attract the nontradltlonar“or adult student.kﬁ‘

It was gelt that there should be some way that more 1nd1v1dua1s could be

- i

B

'encouraged to begln or return to college.f’. 7 3 s o .

’ o, ..
Some of the conrluslons wh1ch were reached as. a result ofrthese.

’discus51ons were»that-‘(l) nany potentlal students dld not thlnk that
/ - ,

-enter1ng or: returnlng to college was for them a reallstlc optlon, (2) whlle 'f/j
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\
\ R

“the Evenlng College\Supplement had Wldespread dlstrlbutlon, it dld not
\

attract the attention amcng the general publlc whlch we had hoped; and (3)
even though Northern is a rélatlvely small college, man?_people did not

know where: to get answers to their questions about enrollment and fi- -
. nances, or advice'regarding specific.classes;vrequirements, and so forth.

As a- result of these concluslons, Ms. Betsy Rice, Director of Collegetf’
Relatlons,bmet w1th Pres1dent Joseph McFadden and Myrle Hanson,vntrector
,of Extens1on Contlnulng Educatlon and the Evenlng College, f\\\a flnal
bralnstormlng'sesslon. At this sessron, Ms. Rice proposed an advertising

blltz of pictures and ads designed to catchfthe eye of the public. It

. was deslgned around the 1dea that help- was avamlable regardless of the

oosnacles that mlght prevent ong from attendlng the Evenlng College. It

was further deslgned to convey the 1dea that an. 1nd1v1dual could contagtt

.

one office or one person, and that otflce or perscn would handle the
vproblem or would dlrect the caller to Lhe person or offlce who could +

rhandle 1t. The theme was “Myrle Han;on --At Northern There s Not Much
"/’

He Won t Do'" Attached as an Appendlx to th1s paper Ls the proposa1 as
S

'gasubmltted by Ms. Rlce and approved by the pres1dent of the college.

There 1s ‘no doubt that ' the camnalgn attracted much attentlon. Myrle

. Hanson rould hardly walk into a buslneus establlshment in Aberdeen Wlth-

[y

out belng asked when the.next ad was,qoing to appear. -More importantly,

dlt d1d seem to stlmdiate 1nterest in aLtendlng the even1ng college among'

DN

adults-:..,. S . . o : 7 i) N .,.-,

. Results of the Ad Campaign . 77 S

e

:/'f An,attenpﬁ was'made-by'personnel’inlthe Extension.Office'to'identiQ



~

fy calls that were made because of the ads. This was difficult,

becausge. the office is small, with Myrle Hanson, Director of Extension
and Continuing Education and the Evening College, and Pegéy Serfoss,
staff.AssiStant IV, as the only full-time employees.- They were at

the tlme a551sted by four students who worked part-tlme 1n the Exten51on
Lk

.'Offlce. There were many calls, .and undoubtedly 1n the rush some were

e

. missed. However, the statist1c5‘from 12/2/80 to"l/20/81 were as

follows:, 78 calls were identlfled as probably related to the

ads: The calls covered pver; p0551ble subject, but many were related

~

"to 90551ble counsellng and advice on classes or programs to pursue

B aa R | . .
‘and the costs of returning' to school.. After the spring semester started,

- ) . VAN
it was found that 36 pecple, or'46% of thcse whose names were recorded
4

as hav1ng called as a result of the ads, were enrolled ln at least one

7

 class. Whlle these numbers maf not seem hlgh, when con51dered 1n the BN

context of a college of less Lhan 2, 800 enrollees and a c1ty of less °

than 30{000 populatlon, t seemed to us - that 1t was ‘a very successful

'campaign. whxle no addltlonal follow-up has as yet been completed, lt

;1s probable that others who called may have enrolled 1n a subsequent

0k

semester. - . S

e
e
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. N : _
PIC #1 - Myrle with woodpile’ : \\\\'
" To run 12/7/80 E ‘ o o

MYRLE HANSON

" AT NORTHERN. h
' THERE'S NOT MUCH HE WON T po!

HE COULD.GET YOU READY FOR WINTER...BUT HE'D RATHER HELP:YOU GET
"READY FOR A BRIGHT NEW FUTURE! If you ve been away  from school -for '
-awhile and you're thinking about taking some classes at Northern to
help you advance your career...learn: d\*e .about a speclal 1nterest...
begin or continue work on a degree...ope ‘new professional opportunltles
. v..0r brush up on skills you use every day.. .Myrle can’ help!
o If he.doesn't have all the answers to your questlons...he knows
. just where to find them. .Call Myrle or a member of his <Staff at 622- 2568.,
They'd be happy to visit with you about a change in your Jdifet
’ And watch for the complete Evenlng College schedule, coming
.Januarv 4, in the Amerlcan News.» DR

g s o ° T . . - B
- - ’ ~ . . . . 3
. . . “
.o . -, . L

o
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_PIC #2 - Myrle w1th cow
. To run 12/14/80

MYRLE HANSON

' AT NORTHERN
THERE'S NOT MUCH HE WON T DO!

HE'UNDERSTANDS THAT SOME THINGS JUST WON'T. WAIT TILL AFTER CLASS!
If you've been away from school for awhile and you're thinking about
beginning or returning to college, you'll: probably have to juggle-an -
already busy schedule to do it. o
. That's why we offer classes from mllklng time (8 a.m.) till we
‘ shut down for the n1ght at ‘10 p.m. We wart our: schedule to fit your
. schedule.. - ‘ T T
N Talk to Myrle...he's here to help w1th all those questions you
may have...about what courses to take, transferrlna college credits -
you've already earned flnanclal assistance, college admlss1on...and
more. - ¢ N
Ca}l Myrie .or a member of his staff at 622- 2568...they d be happy
to. talk with you about ways to f1t Northern State College into: your
. busy llfe.~,¢»
And watch for- the complete Evenlng College schedule, coming
January 4, in the Amerlcan News. -

°

'

te




PIC #3 - Myrle as Santa.
T run. 12/21/80

o
1

. AT NORTHERN
THERE®S NOT MUCH HE WON'@ DO!

i
/

THIS YEAR, THE BEST" PRESENT MAY NOT BE UNDER YOUR TREE.
‘tion is a’'priceless - glft...one you can_give. yourself or someone you care
about.

-—~—interest...open-new ‘professional opportunltles...get ready for a bright
new future.
_W,Myrle can. help! e

' If you're thinking about beglnnlnqaor rrturnlng to~college, call
Myrle or a member of his staff at €22-2568...they'l1l be" happy to play
Santa for you or someone specizl in your 1life!

Watch for the complete Evenlng College sc hAdule, comlng January 4
-in the Amerlcan News. a

. . . - g N -
o . _; . i "y .
o . : - .

‘

.-\ . .
B 'hr'

e dq

An educa-j,
It can help you advance your career ...ltarn more. about a spec-al“

And at Northern, if you 've been away from school for awhile,




e

PIC #4 - Myrle with dog in 1nqustr1al arts . _ N
- . TQ run 12/28 /80 JR S S R ST e e e 4 i S e e ""’“—“‘I“"“‘f"”f“’“f" N

MYRLE HANSON

AT NORTHERN °
| THERE'S NOT MUCH HE WON'T DO!

SOME PEOPLE ARE AT HOME IN ANY SETTING.:,At Northern...from LIRS
lndustrlal arts to blology lab...Myrle Hanson is" llke that. CIf you ve;*°“’
-been away .from school - for- awhlle and- you re- th1nk1ng about- beglnnlng, or
returnlng, ‘to- college...he ‘can. help you find your place at’ Northern.;‘b L

o From furniture rebulldlng, photography and: weldlng to psychology,- o
- accountlng, the arts...and more...Myrle can help yo"enilch
your life. ; R
* . For complete 1nformatlon about Northern StatevCollege,'call Myr]e‘»vf’
or a member of his staff at 622-2568.*4They a be*happy to
you ‘about classes at Northern...day and nlght o -

Watch for the complete Evenlng College sch dule, comln Januaryt
in the Amerlcan News. : '




'PIC #5 - Myrle with child
) To run 1/11/81

‘

, - MYRLE' HANSON

AT NORTHERN
THERE'S NOT MUCH HE WON'T DO!

NEED A GOOD SITTER? Busy moms...and dads...turn to Myrle for help!:
- If you're taking a class at Northern, the NSC Day Care Center is here to
 help while you're in class. It's just one of the things we've done to
make it easier for busy people (like you) to begin, or return,. to college.
" Myrle can help .in other ways too...with academic advising, arranging
for the ‘transfer of college gredits you've already earned, answering your
questions about financial asgistance or college admission...whatever your
needs. ‘ o - ; o .
It's still not too late to register for the Spring Semester at.
Northern State College. ' Call Myrle or a member of his-staff today.
-622-2568, . . ' 7 ' .
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EVENING COLLEGE TAB ~ Front page - Pic of Myrle Hanson Team

- To run 1/4/81 . - o
' NORTHERN STATE COLLEGE

* EVENING CLASSES ~ SPRING 1981

PUT THE MYRLE HANSON TEAM...SHERRI JUDY, PEGGY, NANCY s TERRI AND
MYRLE...TO WORK FOR YOU! They understand there are many reasons why

.people attend Northern at night. - Often the evening hours are the. only

time in a busy schedule for taking a class. A class which can help you
advance a career...learn more about a fascinating topic...begin or con—

" tinue work on a. degree...open new proféssional opportunltles...expand

your interest in the arts...otr perfect skills you use every day!

The Myrle Hanson Team understands, too, that if you've- been away
from school for awhile and you're thinking about taklng a c¢lass or two,
you may have some questions. Talk to them flrst.”.they ‘want to help

~make going to college as uncomplicated as poss1ble for you.

Call one of them at 622- 2568...they)d ‘be happy to v151t-w1th you

‘about Northern at night. : . P

BACK PAGE - Pic of Myrle with long list-

WHEN: A CALL TO MYRLE TOPS THE LIST...IT S NOT TOO LATE F0 R NEW'YEARQS

RESOLUTIONS! :

MYRLE HANSON
AT NORTHERN
THERE'S NOT MUCH HE WON'T DO!

{ o o . : Cjéj



'SPECS = MYRLE HAhSON CAMPAIGN
SPRING SEMESTER

TO: . Dr. McFadden, Dr. Frles, Myrle Hanson, Diane Prisbe
FROM: " Betsy Rice N -
SUBJECT: ~Préposal for 1980-81 Myrle Hanson Campalgn

DATE: i November l9 -1980

CAMPAIGN THEME; MYRLE HANSON -

T NORTHERN...
THERE{S NOT MUCH HE WON'T DO'

Sunday, December 7 4 col. x 5" ad - Picture shows Myrle . =~ '§ 65.80
. dressed.in business attire. standlng : .
nonchalantly in front of woodplle, fingers
lightly balancing an axe...copy says okay,
so Myrle won't get your woodpile in shape
for the winter...he can do something even
better for you by helplng you’ get an edu-
“cation. :

1

<

Sunday, December 14 4 col: x 8" ad - Picture shows: Myrle .. '105.28
. dressed in a. suit, milking a cow...copy
explains that while Myrle can't be on hand
) " to do your chores for-you, he WILL help you:
SR ; to select classes which f1t your schedule.

Sunday, December 21 4 col. x 8" - P1cture of Myrle dressed in, . 105.28
: _Santaxsult (no beard so it's obviously Myrle) ‘
~ with a sack full of presents, holding one or
_two that are especially beautiful...copy
explains that while Myrle isn't really Santa, .
he can help you give one of the most spec1al
. presents...an educatlon...to yourself '

y

Sunday, December 28 - 4 col. x 5" - Myrle standing next to, or 65 80
s1tt1ng in a great looking upholstered chair-
with a busy- looking area of industrial arts in-
the background,..copy explalns that students at
Northern rebuilt the chair and goes on to describe
some other courses (watercolor, welding) that fill
a "spec1al interest" type of need. :
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Sunday, January 4 Evening College Supplement...front s ~ Extension -
f . : . ° picture of Myrle seated on a high.stool "Budget
o against ‘a plain white background with a . -
long, 'long list’ curling down -around his
o feet...copy reminds. people“that New Year's
~ " : Resolutions are still in order..."put a phone

el " call to Myrle at the. top. of your list." Back e
e ;over_/fea’t’u_rg_sdn_ey_ picture-of the Myrle Hanson '
. ) _:1_,__’—— eams :
———’_/—_’— h

Sunday, January ll 4 col “x.8" ad - Mvrle is feedlng a small '$105.28
: : . child in a hlghchalr as the child's dad

. (getting away :from sex ‘role: stereotyplng) goes

- out the door, books under ‘arm.’..copy explains

T\ that it's still not too late to call Myrle..._
\ and while he ‘doesn't do much ‘babysitting himself;- -
©° he's happy to help people arrarnge for child carek T

at the NSC Day Care Center. :

. TOTAL 1$447.44

We've also talked about the possibility of running one of the \
smaller ads on Wednesday, January 7y show1ng Myrle operating one of the
,,msnow plows used on 1 campus. If it snows on a “day _when Myrle is around
we've got a go-ahead from Ralph®Johnson:— Because—the-whole~thing-is-— . __
iffy, I haven't built it 1nto the proposal as a deflnlte, What do you
. think?

The sizes I've, glven are approximate...it's often hard to know
exactly what kind of space will be best until ‘after the pictures are.
taken. If we could have some sort of discretionary space (1 €., money)
built 1nto this proposal, that would be wonderful.

-3

s

— e
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| Eveningclasses - sprinG 081 |

N PUT THE MYRLE HANSON TEAM :- . . SHERRI, JUDY, PEGGY, NANCY,

§ - TERRI'AND MYRLE ... - TO WORK FOR YOU! They' understand there are °

Y B .,many,reaSOns-’_yy‘hxwpeople,_atte,n_dj_North’érn at night. Often the ‘evening -

——hours-are the only time in a busy schedule for taking a class. A-class which

-~ can help you advance a career . . . learn more ‘about a fascinating topic
< ... begin or continue work on a degree . - -.open new professional oppor-

' ~ tunities ... . expand your interest in the arts . . . or perfect skills you . use

every day! . S , PR

- The Myrle Hanson Team understands, too, that if you've
~ -  been away from School for awhile and you're thinking
. about taking a class or two, 'you may have some ques- - %
- tions. Talk to them first . .. they want to help make going = % g

" to college as uncomplicated as possible for you. -

= Call ohe of them at 622-2568 . . . they'd ba happy to-
1 visit with you about Northemn atnight. 7/{. .
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Aruitoxt provided by Eic:

When a call to Myrle
tops the list .

It's not
;too late
for

New Year S
resolutlons'

MYRLE e

HAN SON

. o

A‘ “NORTHERN. .
There S not mu“"h'
he won’t do!
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. EDUCATIONAL REFERRAL SERVICES:
A BROKERING SYSTEM FOR ADULTS

[
q

Miriam L. Freeman :
.The University of Sduth Carolina
Columbia, South Carplina .

Educational”Referral Services began“operations in July, 1979, with
.funding from the W.k. Kellogg Foundatlon and the UniversityIOf South
Carolina Division of Two Year Campuses and Contlnulng Education, As ~
“5£}t of ‘the. Adult Learnlng Center, the goal‘o% ERS ls theulhplementatlon.

of an educatlonal 1nformatlon network to dellver career and educatlonal

referral and f0110w-up serv1ces to adults. Program objectlves are to

a551st adults in maklng career deClSlonS and ‘in developlng plans to
1mplement these decls1ons. The objectives'are carried out through
"1nd1v1dual .counseling, telephone ass1stance, workshops/presentatlons,
programmatlc consultatlons with’ agencies and organlzatlons, corres-;
pondence, and development and dissemination of lnformatlon about career
and educatlonal opportunltles

Durlng the first two years of operatlon, 4 189 adults have been

served by ERS in the follow1ng ways-

‘In-Person Interviews 1,102
- o S Telephone Assistance .. 904
: Presentatlons/Workshopsf 2,080
Correspondence o o 67
Consultations 36
The concept of brokering has been the foundationwupon which ERS

is'established. ‘A brokering service presents adults with the complete

ot
<
BPNEN
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range of'educational and.career alternatives and helps them to decide

which most appropriately meets their needs. ERS is therefore neutral
: toward the alternatives, Wlth the needs and interests of the indiVidual
taking pretedence over the needs and interests of any specific insti-

tution. Last year for example, referrals were made to ldo'different

educational’institutions, agencies, and other caree»-related resources.

Because of this philosophy, very deliberate efforts have been made.b
from the inception of the program to collaborate and coordinate with
other educational resources Wlthln South”Ca;olinai”_IndiVidualsm;ere”
identified within institutions and individual diséussions were held
initially;about"needs, ideas, problems, ang solutions. This is an
ongoing process-which'noucoccurs informally as well as‘formally. It is
beneficial in that it fosters positive working relationships, helps to
make maximum -use of ex1sting resources, and prov1des a coordinated
approach to service delivery, all of which contribute to meeting

) existing needs in the community more effectively. This paper focuses
w‘ on some of the collaborative recruitment efforts developed by - cooperat—

ing institutions in- Columbia, South Carolina, including the South

.~ Carolina Career Guide, the Education Alliance,. a Videotape on. adult

learners, back to .school workshops,'and careér-development seminars.

South Carolina Career Guide 4 ——

2 ’ . . ) .

The South Carolina Career Guide has grown out of the need within -

i

the ERS office to have ready access to current comprehensive information:

t

about career choices and educational opportunities in the state. This
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publicatlon was developed by Education Referral SerVices. FinanCial

assistance was obtained from the State Board for Technical and Compre-

hensive Education, the Office of Vocational Education in the State

!
~—

Department of Education, the Independent Coi\ege Consortium, and Title

I B of the Higher Education Act of 1965 to help defray printing and

distribution costs.

{

The South Carolina Career Guide is now ‘in its

Third Edition, having been updated,

reVised, and expanded every vyear

since l979.

Distribution of this 200-page publication is made tc

middlgyandafecondary schools, postsecondary institutions, business and

o

industry,:Edult education offices, libraries, churches, extension

- offices, And human service agencies. The Table of Contents reflects

the wide range of information it presents:
Vo ‘Today's Work World
Alternatives to Postsecondary ‘Schooling

e . s

Deciding on a Field of Study

Deciding on a Level of Training
. S
. A ]
Deciding on an Institution™: . o

Costs and Financial Aid

Getting a Job After Training .
A Short Guide for Career counselors

Training Sites in South Carolina

o

» Jobs in. South Carolina ‘for Which
‘Postsecondary Training is Available

This section on Training Sites in South carolina presents infor- 4

mation on punlic and private two- and four-year colleges, public and r

private vocational schools, state-approved sites for health services

b}
P
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training, state—approved barber schools, state—approved.cosmetology

schools, and Federal/State tralnlng agencies. The final section

u

1nclLdes job titles and descrlptlons matched with“level of training,

)

tralnlng srtes, employment trends and approxlmate earnlngs for the mores

than four hundred jobs llsted.>

Education Alliance

Educatlon Referral serv1ces played a major role in the creatlon of

Columhla s Educatlon Alllance, formed under the ausplces of the DOWn-

town Action Counc1l of the chamber of Commerce, -The Alliahce'is an

1nformalvconsort1um composed of representatlves from educatlonal 1nst1-

tutlons and agencies providing' educatlonal programmlng within the clty.

Goals of the Alllance include. 1nformatlon and resource sharing, joint
'Jplannlng and programmlng, and the promotlon of the Clty of Cclumbla

as an educatlon Penter.

Currently, representatlves from 22 1nst1tutlons and agenc1es
partlclpate 1n the Alllance.-(See Appendlx to this paper for a listing
f.

0 of members. ) Examples of projects include an 1nformatlonal supplement

to the local newspaper hlghllghtlng the educatlonal opportunltlns w1th-

~¢he clty and a Career and Llfe Plannlng Semlnar deslgned to prov1de
tralnlng for profess1onals worklng with adults. ThlS semlnar drew state-
w1de partlclpatlont’TA program agenda is 1ntluded in the Appendlx to |
chis‘paper.) A current project of the Alllance is a buslness/lndustry
needs assessment survey deslgned to obtain 1nformatlon from employers

about employee tralnlng and educatlonal needs that could be met by
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e%ucational institutions. The Alliance has fostered positive relation- ’
ships within the educational community. and has facilitated the develOp—

L]

ment of further coOperative efforts among institutions.

Adult Learner Videotape

Another cooperative effort was the development of a Videotape

about. adult learners. The University of South Carolina initiated this
project which was designed-to4disseminate”information,to South Carol--
inians about the wariety-of'educationalfresources'and special‘services
available for adult learners, Representatives from three other area
institutions, Benedict College, COlumbia College, and Midlands Tech-
lnical College, participated on the planning committee which designed
this production. InterViews with seven adult students from the four
cooperating insfitutions proVide the format for the Videotape, which is
entitled "Never Too Late-v The Case for Adult Learning" Because‘no
institdtion is mentioned by name, any institution can use the produc—.
-_tion to promote its own programs ‘and the concept of lifelong learning.

A further description is prOVided in the Appendix to this paper, along

’ with descriptive information about the participating institutions.

Back=To-School Workshops . C _ .

- ) ’ °

The Videotape project led to the development of further cooperative

efforts, Two back—to-school workshops have been planned and conducted

by the same four institutions. These workshops were deSigned,for adults

considering a return to school, Program topics included career planning,

time management, financial-aid, and surVival,skills as well as a panel of



" students from the institutions._ Publicity eﬁforts wuro shared by the
institutlons, as ware printlng costs, which warae’ minlmal Approximatae=~
ly 130 persons attended onae of the workshops, which proved to be a very
affuctLVu way ot promoting individual Lnstitutlons by sharing resources;

u.g.,‘finnncos, parsonnal, tima, and onergy.

<

Curoar Duvolopmont WOrthopa

Finally, two career development scminara huve boen plannod and

implemontad cooperntively. Tha firat, "Socond WIND (Woman Invcattgat-

ing Now Directioné)," was dosigned for women in carger tranaitlon and
wag coaponaored by tho University of South Carolina, Midlnnda Tuchnical

-

COllogo, and Baelk Depnrtment Storo. Tha second focused on garaoer da-
“velopment for working woman ("How's Your Job?"). BanodiCt,Collqu'and

: thuvYWCA_cosponaorud wihh those mentioned abova... -Balk. provided allm~WNHMM_M

i

printing and publicity oxpensoa, muoting rooms, lunch nnd child caro,
whilae the progrum olomonts wore plunnad and~provlded by tho lnatitu-

tions. Due to thu positivu rcsponsa from participants plans ‘are baing

i
i

mado to rapeat chaso workahops in other 1ocatlona.

In summury, the typea of cooporative efforta doacribed nbovo ara
offecttve in Columbia, South Carolina, becausa:
'”»._‘(l) the needs oE learnura ‘ara. put above thoso of instltutionn;

S (2) la laval of truﬂt was ostabliﬂhcd und 18 now mulntatnud among

©

i atuff at cooporating lnatltutiana;

‘(3)”lthe utillty of ahnring resourcon is rucognized;

. {4) staff involvad in ‘all projocts are riak-tukcrn nnd ara
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unafr;id ﬁo attempt ﬁew and different appéoaches.to
service delivery;
(5) aamihistrators at individual inééi;gfiohs‘allow creat-
| ivity among ptogram staff; \
(6) value is placed on cooperation.and coordination;.and

(7), staff involved areé professionals who make things happen!

-



o

ERIC

Aruitoxt provided by Eic:

: o ¥ 113

APPENDIX . \

.
i
‘ RN
N
kD .
' .
Xy
A
’l
As) .

b ,/ :?
.
.'v / N
3 .

. i
a
‘ .
4
7_ e e e =t~ e -
e T



115

El

EDUCATION ALLIANCE
INSTITUTIONAL MEMBERS '
1. Allen University
2. Baptist Medical Center
3. Beneéict College- o ’
4, .Clemson Exten51on |

5. Columbia: Blble College
6. Columbia College
7. Columbia Junior College
8, Coluhbie Museums of Art and Sciences
9. Eolumbia GibenvLeague
10. Family Service Center
11;, Junior Achieveheptw
12. JunidrvLeegue‘offéelumbia.
13. &idlands Technicai Coliegeﬁ.
14.. Opportenltles Industrlallzatlon Center
15. 'Rlchland County Publlc lerary
16.. RleplandAMemo;lal Hospital
.l7f Richland School District Qﬂe
18, Riverbanks ZOO-I | >
19. South Carolina Department of Correetiéns :
20. State Boa*d for Technlcalrand Comprehensive E&tcétion

21. Unlver51ty of South Carolina : o r

22, YWCA S

s
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Career and Life Planning with Adults
' _April 23, 1981
Wade Hampton Conference Center
University of South Carolina

A Program of the Education Alliance of the Downtown Actior Council

8:30- 9:00 Registration and Coffee
Mezzanine

‘9:00 : Welcome Cos Ms.-Mi;iam L. Freeman, Co-
Ballroom .I : : chair Education Alliance

Dr. John Duffy, System Vice
President, Two Year Campuses
and Continuing Education

. University of South Carolina

Goal Sétting _ o Dr. Connie Buford, Co-chair
- Education Alliance ’

Mr. James L. Solomon, Jr.
Coordinator of Facilities
Planning
w . South Carollna Commission on
Higher Education
9:30 Career ‘and Life Plannlng- . Ms. Linda Salane,'Director
' An Overview - . Office of Career Planning
' University of South carollna

10:30-10:45 Break

Mezzanine
10:45 Adult Development: Impli- = - Dr. Kev1n King, COunsellng
Ballroom 1 cations for Life Planning’ ' Psychologlst ’
: ' ' Counseling and Human Develop-
ment Center
Unlver51ty.of South Carolina-
11:45 - Useful Tools in Career and. Dr, Marva Larrabee, Assistant
’ Life Planning ; " Professor
’ ‘ . Department of Counbelor
: Educat;on :
¢ University of South Carolina
1:00 Lunch

Ballrooms 2 and 3




1:45
Ballroom 1

&

2:45~ 3:00
Mezzanine

3:00- 4:00

‘”The World of Work in South- Mr. David Eldridge, Manager

Group 4 Palmetto Room "Males at Mid-Life'

. , ' 3 117

Carolina _ Manpower Resources Division
State Development Board

Break

Dlscu551on Groups: Issues and
Implications for Practice -

CGroup 1 Millwood Room = Reaching the Hard-to-Reach

Leaders: Rev. K.D. Pogue, Pastor
Ladson Presbyterian Church °

Mr. Jerry Wingate e

Lexington County Outreach Coordinator

. Midlands.Human Resources Development
- " Comm1551on :

Group 2 Balrroom 1 Displaced Homemakers
Leader: " Ms. LindavElliott, Director

: Women's Center _
vMidlands'Technical College

Group 3 Executlve Room .-Women in Non—Tradltlonal Jobs

Leader; Dr. Annie Wlnstead

‘Sex Equity CGonsultant for Vocatlonal
"Education

T South Carollna Department of Educatlon

Leader: Mr Bob Taibbi, Coordlnator

~. Individual, Marriage and Family Counsellng .
D1v151on . ¢
Family Service Center

Group 5  Rutledge Room  Re-Entry Women
_'Leader:'_,~ Ms. Marlena Lewis

Office of Continuing Education
Columbia’ College

*--5

P-»r'-
.

Praa



4:00
" Ballroom 1

4:30

Group 6 Forest Room Special Concerns in the
. Military

' Leader: Mr, Harvey Banks, Counselor
Fort Jackson 2rmy Education Center

Group 7  Ballroom 1 Two Career Families -
. [
‘Leader: Ms. Dorothy Fidler, Coordinator -
Special Programs
Unlver51ty of South Carollna

Group 8 Ballioom 1 ' After High SChool,~What?

Leader: ’ Ms.~E11en Hayden, Curricuium Designer
- South Carolina Department of Education.

Group 9 Congaree Room Special Concerns of Minorities
L S - ’ B ‘
‘Leader: Ms. Eva Njoku, Chair o
- Social Work Program
.Benedict College

Group 10 Legign Room Young Adult Concerns
, : once

" 'Leader: - Mr, Cecii Barnes, Career Specialist o
Midlands Technical College

Group 11 Moultrie Room . Special Concerns of the Elderly
. v .
. Leader: Ms. Keller Bumgardner
o Director of .Research
Study Committée on Aging
South Carollna General’ Assembly

Wrap-Up

Evaluation

Adjourn

‘Shuttle Buses leave from Gervals Street and return to

College and Park Street Parklng Area.-

WORKSHOP PLANNING SUB-COMMITTEE

Candy Baker, Columbia Museum of Art

. connie Buford, Richland School District 1
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Ellen Cooper, Richland School District 1

Linda Dixon, Community Relations Council ,
Miriam Freeman, Educational Referral Services .
Belinda Friedman, Columbia College

Aquilla Guy, Midlands Human Resources Developrent

Commission ; . ' ,
i - Rex Jarrell, Richland School District 1
- . Brad Jones,. Midlands Technical College

Suzanne McLamrocK; Richland County Public Library

‘Serena Staggers, Benedict College

Judy Stringer, Downtown Action Council

Martin :Thompson, Ernst and Whinney

Reaver Weeks, Midlands Human Resources Development

Commission

The Education Alliance extends a sPecial word of appreciation to Ms.
Betty Mikell, Wade Hampton ConferenceQCoordinator, for éxpert’handling
of arrangements and to Dean John J. Pdhgfs for the use of the University
of South Carolina Wade Hampton Conference Facilities. Many thanks also
to Ms. Claudetta Johnson, Richland District 1, and Ms. Ann Yancy, :
Educational Referral Services, for their very\yaluable help.

2N
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NEVER.TOQ IATE: . THE CASE fOR ADULT LEARNiNG
Q ) bproduqed.by : | -
Thé Universiﬁy of South Carolina
in cooperation wifh:

Benedict College

. Columbia College’
Midlands Technical College - :
South Carolina Program Assistance Line

This 25-minute videotape oroduction focuses on the need for‘lifelong
learning through the eyes of seven .adults who have successfully chosen
to return to school. Thrqugh,state~widé“uée we hope to reach adults
who need or desire to continue their education with information about
South Carolina's educational resources and: the special services design-
ed for adult learners. The message to the viqur is five-fold: '

(1) Many adults in South Carolina are going back to school.

(2) Here are some people like you who have been successful in returning
to school and here are some ways they have gone about it :

‘.(3) You too can contihue your education as a means of upgrading skills,
: developing new skills, getting a job, getting a better job, or
enjoying leisure time. . ' '
- (4) There a;é a variety of educational prograris available in South
Carolina to help you go back to school ‘ '

(5) If's never too late to learn! ’ S ' °

N e o . Directed and Edited by
) Core " Mike Sox

Written and Narrated by..
©.John. Wrisley

For further information, , S : :
contact: : v Miriam L, Freeman, Director
© Adult Learning Center
University of South Carolina
1728 College Street
Columbia, SC 29208
(803) 777-~7865

11y |

~ £
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COOPERATING INSTITUTIONS

Benedict College is a private, independent, senior liberal arts college,
.with a predoninantly Black enrollment. In addition to programs for
traditional students, an Evening Program is offered for adults. A re-
cent'addition has been the.development_of an off-campus,academic pro-

gram in a rural area of the county.

Columbia College is a private, independent, church-related liberal arts

college for women operated by the Methodist Conference of South Carol-

ina. It confers the degrees of Bachelor of Arts and Bachelor of Music.

Women twenty-three and older can enrollfas Continuing Education Students
during the day. Adult women may also pﬁrsue courses leading to the ‘
Bachelor of Arts Degree in Business Administration or Public ALfalrS

through the WOmen s Evening College.

Midlands Technical College is a two—year degree granting technical

‘college serVing a student body of approximately 5, 700 curriculum Stu-

* dents per quarter and prOViding continuing education courses for an

. additional 3, 500 students per quar}er.‘ Its academic program includes

technical/vocational education, college transfer, continuing education,

v'

developmental education, and industrial-service. .
/ ' '

The University of South Carolina is a publicly supported comprehenSive

institution serVing South Carolina through a state-wide univerSity sys-

v
/ .
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tem with the Columbia campusras_itslcenter_andleight_additionalrtwo:lWlmm,m

.and~four-year campuses.located throughout the state° The ﬁniversity.
7has a total enrollment of over 35,000 students. Approximately 27 per-
'cent of the undergraduate studentsbare twenty—five years of age or
older. An extensive Continuing Education Division offers credit and
non-credit'courSes in the evening, on'weekendsp'and by television and
correspondence goth on campus and in outreach settings. As one part
of the Division of Two Year Campuses anddContinuing Education, the

. Adult Learning Center includes the Mature Students Program, the.Week-

3

end Program and Educational Referral Services. - _ S

The Mature Students Program offers credit courses designed especially

)

for adults 25 and older who are entering the University for the first
time or returnihg to school after an absence° Credit courses are

scheduled on Saturdays through the Weekend Program. 'The third com-

,.

ponent of the,Adult Learning Center, Educational Referral Services,

offers career and educational planning-assistance for adults in the

community.

.#‘-‘
Sy
.lQ:
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ADMISSIONS TRAINING AT COE COLLEGE'
EASING THE TRANSITION FOR' ADULT LEARNERS
' Dot Hinman .
Coe College »
Cedar Rapids, Iowa
Recognlzlng that>the needs of a prOSpeCthe adult student are very
dlfferent from those of a hlgh school senior considering college, COe
College has changed adm1551ons offlce Practices to convey the message'
~hat we care about the needs of prospective adult learners.. Coe is a
small tradltlonal liberal arts college- the majorlty of its 1, 400 stu-
dents‘come dlrectly after graduatlng from high school, and”llvemon”cag-
- pus,. .Coevls in an urban area with a population of 120, 000; we have
a three-year-old evenlng degree program de51gned for the working adult
(day students are not permltted to- take evenlng classes) w1th an.enroll-

ment of 200 students, and we have 100 adult students taklng day classes.

,""‘_"‘"—1'\'
in thelr 20! s, and very competent in meetlng the needs of 18-year-old

1 9

prospectlve students. When I came to Coe from a traditional'admissions
background at'another college, it was to a new p051tlon as Coordlnator
”af“ééﬁtihuiﬁg”éau55£i55. My age (50) and my experlence as a nontrad1->
tlonal studentwwere deflnlte assets. I felt 1t was very lmportant to-

“have my offlce located in the admissions area, so that I could serve as
a flrst contact for adults who seek 1nformatlon. Half of these adults

] .
come to our adm1ss1ons office on a walk-ln basis, without making an
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appointment, to "pick up some information about going back to college”.

For many, taking this first step may have required several years of

thinking about retutning to. college, worrying about whether‘they could
still learn, and gatheringureassurance'and support for their decision.
Admissions counselors used to deallng with lS-year-olds and not

sens1t1ve to the needs of returning adults can qulckly dlscourage them

by not reallzlng that at thls stage it is more 1mportant to prov1de

_ encouragement ' than factual'information. On the’other hand, talking

‘with a 50-year-old woman who ‘understands what adult learners are feel-

ing because she has gone through the same- thing, can make a difference

in the prospective adult student's feelings about the college.

Because I'm not'always able to talk with each adult student who

comes’' into our Offlce, we tra1ned the other admlsslons staff members

to work effectlvely with older students. We identified_several‘areas
where needs and information differ: financial aid; information”on part-
t1me status, both day and- evenlng, transfer pollcy and transcrlpt eval-

o

uatlon, espec1ally evaluatlon of old transcr1pt5, spec1al services

“avallable to adult students, such as academlc and career guldance and

‘.rhelp with study skllls, spec1al adm1ss1ons procedures, and. most 1mpor&

tantly,'a sens1t1V1ty to the problens and barrlers encountered by adults

who have been away from classes for a number of years. More than 18-

_year-olds, these.adults need reassurance, support and encouragement,

and an opportunity to talk about the problems they expect to encounter.

Research into the decision-making process for . 3ults returning to col-

S
1AL
b~



lege 1nd1cates that there is a large gap between the "1nterest" and.
"COmmltment" stages. An 1mp0rtant part of moving the adult through
thls gap is prowldlng an opportunlty to talk through the declslon ando
problems 1nvolved in the transltlon ;f the students can\be glven tlme
both durlng the admlSSlOnS.lnterV1ewland in subsequent follow—up phone.
.calls “to talk about thelr feellngs and thelr dec1slons, they are morei
llkely to make the commltment to enroll. |

‘In.addltlon to’ Jhe factual 1nformatlon the admlsslons staff needed, we

) felt they needed background to be able to meet the emotlonal needs of .

———tmese—students——‘The starr needed to be aware of the 1mportance off
. llstenlng, to be sen51t1ve to the problems faced by the returnlng adult,

B and lastly, to understand the need for support and encouragement, for

"warm fu221es" a

¢ : : . : . : . s
LI i . L L8 -
: .

The flrst year I met with all of the admlss1ons staff as a part of
the fall plannlng sesslon in subsequent years, I've met only v1th the
\\\nez\staff ‘as a part of thelr tralnlng program. The tralnlng conslsts

of t;B*parts- The flrst rev1ews materlal in- thelr manual about spec1f1c

T~
SO e

1nformatlon needed by returnlng adults, and a- summary sheet ‘to be used

) for quck reference. The second part is des1gned‘to 1ncrease the staff s .

o

awareness of the contlnulng educatlon student as a person w1th very

Speclflc needs thaL :huald be me* 1n a flrst contact w1th a prospectlve

) college. o

- L7 . N X . A . Co




126

Some of the informational topics covered deal with the SpelelC

problems of the returning student.p FinanCing college expenses looms

.large in the problem category, ‘and is usually listed as the major -

,,barrier preventing resumption of education. A Single person with no

iy

: dependents may make an independent decision to commit'funds, but a

| on the family if those funds are used for one person s education.

memberxr of a family deCiding to commit funds must consider the impact

\

BeCause ‘of the way in which financial aid eligibility is computed, an

independent student usually qualifies for less financial aid than a

s

dependent student with the same financial resources. It is important

- o o s

.L7f0r an admissions counselor ‘to understand not only the procedure for

o,.

©

’ appl} ng for finanCial aid but also the alternative forms of aid that
-are available. Is there a school discount for persons over a particular

fage'> Does your state have a guaranteed student loan program for which

”ar adult student may qualify? Are there local organizations that

T]visponsor scholarships for adults returning to college? Do local employ-

.‘c,, . : . 1

ﬂhers proVide tuition reimbursement for their employees° Are there nation-‘

‘4al programs the person might'qualify for (such as- the Clairol Scholar-

s

;* hips or the BuSiness and ProfesSional Women s Scholarships)? Since

";many adult students attend school part-time, the staff member needs to

@

' ibe aware of the costs of part—time study, the fees and finanCial aid

'benefits, and so forth.v

5

for part-time students, the procedures for applying fOl veterans'

' Sin&eé most adult students have had'some-preyious college work, the

Cs

S
NS
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admissions counselor should know how transcrlpts are evaluated. (1s
there a llmlt on how old prev1ous college work may be°), and the col-
‘lege should let the student know in the early stages of the admlsslons
process how much more coursework wlll be requlred to complete a degree..
Are there specific requlrements for transfers (a certa1n number'of
courses in the maJor to be completed at the degree—grantlng college)°
Are there speclflc requarements within departments'concerning old
'course credlts within the major (some state departments of 1nstructlon
require that courses requlred for certlflcatlon be no more- than 10 |

@

years‘old)?

Because many prospectlve adult students are unsure of career goals,
have rusty study skllls, and are very concerned about whether they Wlll
be able to compete, the admlsslons counselor should stress the avall-
ablllty of support serv1ces,'such ;s workshops on study skllls, test.
taklng, and paper wrltlng, as well as help with career plannlng. Some

. may need more extenslve help 1n-p1ann1ng thelr first courses than would

: be glvendln a pre-reglstratlon adv1s1ng sesslon. If the- 1nst1tutlon
can pr0V1de thls help, it is useful to let the prospectlve student
know. "~ Some may have been away from the academlc env1ronment long

enough that they may need explanatlon of such programs as internships,

'exploratory term, 4-1—4 and SO on.'

‘Many’ colleges have spec1a1 adm1ss1ons procedures for older students'

Y

if so, the admlsslons staff member needs to be familiar with them. For
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.example, we suggest that'adults who have had'poor college experiences as

s : L
-lB—year—olds but who now appear capable and motlvated cons1der startlng

as nondegree students, if they satlsfactorlly complete two classes with'

Cs or better, than we transfer them to degree status.

Our evening students have very specific questions about the majors
offered in the evening (business, accounting, computerlscience and inter=
vdlsciplinary studies), and we have found it‘useful for -counselors to be

aware of the degree requirements in these areas and of the courses offered
: . . :

“through the evening program,. By the end of the training session, the
.counselors at least have a’ general background in these areas 1mportant

to the returnlng student, and have a ready reference 1n thelr training

o ’

manual. , o
The oecond part of .the tralnlng session is aes1gned to help admis=-
sions staff members understand what it is llke to be a 40—year—old adult

_conslderlng a return'to’college. I've talked to them about my own feel-

P - -

ings and experlences as a nontradltlonal student in ‘the past;. others
"might brlng in a panel of current adult students to dlscuss their feel-
1ngs about returnlng to college. Empha51s is placed on common fears and

ways of counterlng thes= w1th facts (one—thlrd of all college students d

’ t

are over 25; adult students tend to do better than their 18—year-old ?

counterparts, w1th grade p01nt averages a point or more hlgher) It 1s
,1mportant that the admlsslons counselor understand that regardless of

! . €
how competent the adult is in hlS .or her job, entry 1nto a classroom

P

DY
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where one will be graded on oge's intellectual ability.can be very
threatening. An 18-year-old is used to classes and grades, hlgher
educatlon 1nvolves only a move to-a new locatlon and more challenglng
work in the same context. For adults, higher education means moving
from a working srtuatlon in wh1ch they are competent,\secure and in

N

control to a totally unfamlllar settlng where they are no longer in
control, and ;here they know they will be graded on,thelr ablllty to
compete 1ntellectually whlle operating wmth skills that may be rusty
'from dlsuse. While 18-year-olds have many frlends in college'and pre-

 paring for college, prospective adult learners may nct know others who

already have taken thlS step, and may have frlends who feel they are

we1rd" for wanting to return to school. . They may be concerneduabout

N
T,

their families"’ and fr1ends' reactlon to the’dec1s1on ‘and may need helpx
R . .
with feellngs of guilt for using famlly funds for cont1nu1ng the1r

educatlon.i 0bv1ously, not every adult returnlng to college has all

of these concern/})but it is 1mportant for the counselor to understand
and to g1ve a prospective student an opportunlty to talk through any
problems. Openers such as, "It can really be. scary to start taklng
‘_classes after belng away from a campus for a number of years," or "Have
" you had a chance to talk- w1th any other adults who are taklng classes?
You m1ght want to meet one ofvour current students..."lcan‘help break
the ice.’ I've enCOuraged our staff to\use me_as an'example:‘I'ye set

a record; I think, in ﬁaking;23'years.to get‘a,B.A; ? .

oo~

. By the time our tra%ning session is over, the new counselor at

~

-
(\ \7“‘
C:



" not only to give a more reaiistic approach to the campus for the
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Q

least has an awareness of adult students' concerns, and understands .

the importance_of being reassuring and supportive of the adult's

&

decision to continue'his pr her education. Other ways we try to

‘provide "warm fuzzies" include having coffee_and-tea available, and
providing adult tour guides if the student would. like a tour of the

‘campus (our enrolled adults have volunteered to do this; it serves

adult student but also provides an opportunity to get good informa-

tion on what it's like to be an adullt'student)o It also is important.

‘for anyone who answers phones or meets visitors in the Admissions

Office (as well as those who work in the Business, Financial aid,

and Registrar'sloffices) to understand the importance of being warm

and supportlve when deallng w1th adult students, and to understand

-how adults feel as they make the tran51tlon back 1nto academla. It is

easy to- be too busy to 11sten, the schools that are most successful

in- attractlng and reta1n1ng -adult students are the ones who take .the

time to care about these students as - vﬂd1v1duals.' The tlme spent
initially in maklng them feel as comfortable on campus as our. tradltlon—'
al students is well worth tak1ng to add to the campus communlty a group :

¢

of hlghly motivated enthus1ast1c students who do very well academlcally.
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GOING "ON LOCATION":  THE - BUSINESS/INDUSTRIAL.INSTITUTE

Keri Thiessen
College of Lake County
Grayslake{ Illinois

_ The College of Lake County has recognlzed a need that stems from
he efforts of bu51ness and 1ndustry to traln and develop employees.
Ih order to respond to these tra1n1ng needs, the college has established

the Bu51ness/Industr1al Instltute.

The College of Lake County is a public community'college"serying

a largely urban population, and has an enrollment'of 13,000 commuting

students each semester. The Buslness/Industrlal Institute was establlshed
under the Open Campus, an umbrella term for Adult/Contlnulng Educatlon,
extenslon s1tes, Weekend College, manpower tralnlng, and other communlty

projects. The B/IT concept was put 1nto actlon in March, 1981, and employs

w

a.full-tlme coordlnator with a separate counterpart coord1nat1ng tra1n1ng

o .

_in the" government serv1ces sectornv

The Buslness/Industrlal Instltute is multl-faceted in that it offers
: . -
'cont1nu1ng educatlon courses in the bus1ness f1eld on the main campus and’

\

at extenslon s1tes, but emphaslzes the fact that seminars and tra1n1ng

| —

4 -
programs are prlmarlly at local 1ndustr1al sites. In-plant programs ‘are

'des1gned speclflcally for each company to pr0v1de professlonal development
for managers, superv1sors clerks, and selected techn1cal personnel The -
)
tra1n1ng encompasses spec1allzed courses, semlnars, and complete programs
that are deslgned to transfer to baccalaureate degree 1nst1tutlons.
The f1rst step in developlng the Bus1ness/Industr1al Instltute was

~

to’ develop procedures for processlng the program through approprlate

o ot
]
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college offices. A network for contacting companies, an effective . .

rapport between the college and'business'sector, an internal communication

e

system to prevent overlap of contacts, and. an effort to make each office

involved with companies knowledgeable of the total services offered by

-

the college were among the elements developed at the outset. The following

are the basic steps for implementing an in-plant training program, using

these elements and others.

' Step 1:

 Step 2:

~f

Initial Contact
The first step in the implementation process is establishing the -
contact. This may be accomplished by’means of mailing lists,

tele hone directories, company’ requests, or referrals. The

personnel thatQare initially contacte va from company to

. company, but are'generally presidents or plant managers in

smaller companies and Training or ,Personnel Departments in

larger companies. At the time of contact the B/II Coordinator

introduces the purpose.and offerings of the office ‘and if

interest is expressed, a meeting is then arranged between the

~

B/II Coordinator and the company representative ‘or representatives.

H
i

Needs Assessment

At the meeting, a company needs assessment is, conddcted by the

B/II Coordinator,~who as ks management representatives to disclose
organizational and employee training needs. Questions include,

"What areas do you find need improvement? P NTE improvement or.

.

[

upgrading is needed what speCific skills would this entail° "

e,
4"
&3

B
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Step 4:-

'

Step 3:

133

‘ and "WOuld the training require special racilities or machinery?"

After all the information is gathered and analyzed the B/II

' Coordinator discusses the needs that have been designated>with

appropriate college personnel (i.e., Division Chairpersons,

Director Adult/continuing Education) ; and then a qualified

——
e

presenter is: identified and contactedii

2 ———
E ———

Program Preparation ) : K S
After the presenter has been identified and contacted a three-
way-meeting is arranged between the CLC presenter the B/II
Coordinator and the companyfrepresentatives to discuss the

content“of the training course and the schedule. Variables such

b

as seasonal production, coordination of employeeS‘from different
shifts, andkthe economy of the state all come into play in’
determiningIWhen (or .if) a course is to be scheduled, 'Following

ta

the meetings, a proposal'is,submitted to fhe company confirming

‘content, schedule, presenter,” and course cost, with.a contract to-

‘be signed upon acceptance;of the proposal. If the course is for

. college transfer credit, the same process is followed, omitting

the discussion of course content, which is already estahliShed‘

' ConSiderations such as facilities, equipment (i. e. blackboards,

audioVisnal material). registration, and ccmpany security clearance

are also part of’ the pre-program arrangements.

Advertising ) C0

—AdVertising:plays a major role in the success of an in-plant-

13y
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program, particularly where -large companies are involved.

Bulletin boards, newsletters, leers and brochures may be utilized ~
to disseminate information, preferablyvone ﬁonth in advance of

the course. In most cases,:employeesvare required to attend
. credit-free programs by their”organization,;but have. the option.

if the course is for college transfer éredit.

Step 5: Implementation Evaluation and Feedback

When the program is actually 1mplemented the B/II Coordlnatorf

—

~-~\‘_&§\on-s1te the first day to reglster students and to 1ntroduce
\
the CIC presenter. ‘Upon\completlon of the program, students
\\
T X &
flll outnevaluatlons on’ thevpresenter and course*content ands ¥

Pl
—

Athis information is given to the'B/Ii'Coordinator, the CLC pre-
senter, and the management. A reuiew and.roliow—up are conducted -
by the Coordinator using evaluation feedhack to_redesién'or
alter‘the progran if necessary, and to inform the presenter on T

" how he/she and the course materials'were received;
: fheseufive sceps are only a part>of the total procedurebnecessary

for é‘successful ﬁrocram; Eéuall& importantnis the exposure gained.through
loca' organlzatlons such as Chambers of Commerce and Personnel and Training
gzoups. Attendlng c0mmun1ty functlons can help to malntaln a rapport w1th
local company personnel,and also to make the B/II‘and the College visible

" in the community. Other avenues for pub11c1ty 1nclude blanket approaches
such as 1nformatlonal brochure malllngs, speaking engagements, word—of-mouth"

information passed along by college personnel or the"business community,'

«
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and write—ups in business/industry newsletters.

ThevBusiness/lndustrial'Institute also offersba program in conjunc;
tion with the Department of Adult, Vocational and Technical Education,
Illingis State Board of Education. The High Impact Tfaining Zervices (HITS)
allows companles that are new or expanding to obtain funds for the tra1n1ng
of their new.employees. These funds are available thrC1qh the State of
_ IllanlS and are coordlnated by the CLC Bu51ness/Industr1al Institute..
',The same 1n—plant.1mplementing method is used for these programs, with
allowances for the 1nformatlon and forms required by the state.

Buslness and 1ndustry are becomlng 1ncreas1ngly aware that employee
tra1n1ng is cruc1al to the1r survival and that the cost of training is

—
offset by 1ncreases in productlon, improved employee morale, and numerous

-otEer~tang;ble and intangible beneflts. For example, tra1n1ng and develop-.
ing clerical employees wlll h\I‘“to~ensure~the_company -1at nersonnel,wlll

be quallfled and avallable when advanced p051tlons become vacant. ﬁot-;llf\
only}does_thls tralnlng allowaor selection to £fill a position, ﬁut CiC

can g1ve a ranked - llst of employees performance to be used as concrete ‘
valldatlon for selectlon for any afflrmatlve action plan Colleges
everywhere can offer the bu51ness sector not only 1nexpens1ve tra1n1ng
programs, but most lmportantly, effect1ve tra1n1ng programs wh1ch Wlll‘

have a pos1t1ve, lasting 1mpactaon many employees and organizatlons.

¢ : N
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A CAREER PLANNING WORKSHOP FOR ADULTS

Beryl J. Heidorn
_ Pace University
I ‘ Pleasantville, New York

[

University/Department Profile

Pace Un1vers1ty is an irdiependent, coeducatlonal fully accredlted,
nonsectarian institution with a fourwcamr .3 enrollrant nf anproxvmately
26,000 students.' The‘University campuses are.located in _ower- and
mid-Manhattan in New York City, and in Pleasantville/Briarcliff and
White Piains ih Westchester County. The Pleasantville/Briarcliffl

. campus - the official home of.the NeudDirectionscPrograml- has an
g undergraduate enrollment of apprOximately_S,OOO_students, one-third of .
}m‘whem are over tne age of 25. |

The ﬁew‘Diredtions.Proéram is' a support program deyeloped to help
adults who are. beglnnlng or return1ng to college.’ it prevides pread-
mission counsellng, ong01ng academlc and career counsellng, and spe=

___\EIEI‘Wbrksh Ps-d§§£§25§ to ease the transttlon back to- the classroom.
New Dlreetlons is a prqgram of Unlversity\CQ;lggEL\Ehe division whlch
serves the needs of aduit students'on,all Pac;‘campusesjg\\\\;\\\

L co .

Wdrkshop Overview ' o /: T S o

n

As an’ outreach to the communlty and a serv1ce to potent1a1 adult

students, New D1rect10ns offered a free two-sess1on career plann1ng

workshop durlng January, 1981. The purpose was to'provide'an oppor-
tunlty for part1c1pants to explore -career and llfelong 1earn1ng poss1—

i

b111t1es and to learn how?Pace could help them realize thelr career

F“ S
o C
L
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goals.
The.wprkshép was held for five hours on two consecutive Mondays.
The first day.focused‘on‘self-assessment and 6n the décisiéh making
pfoce§ses involyéd,in career planniné. The second day consisted of
obserdatiop of anébing ciasées, followed by an orieﬁtation'to pfograms

and services available at the University.

NG ~




™ scEEDULE
Session I o : 'éeSsion IT
9 a.m. - 12 noon . , 9,a=.m,. = 9:30 a.m. .
Coffee and Welcome i. . o éoffee and Wrap-up
Factors and Strategies;  of Last Session
in éaz_-eer Planniﬁg-
9:30 a.ﬁ: - 11:30 a.m.
12. noon - 1 b.m. ' _ o . 4 ‘ ClaéstiSit_ |
Lunch | ‘
| - . 11:30 a.m, - 12:30 p.m.
1 p.rﬂ. - 3 p,.m.v - v ‘ ) D | Lunc;h v . |
Skills Iden£ifiéation - ;
| \ | | l"‘2l:30.“p.n}’. - 3 p.m. .
;Matching)Pacé Programs to
= Lifeiong_ieé?niné Goais .
-+ New. Degrees far.Todayfé A&gits
i | Inside Inforﬁationz
2 - ,Finapcial Aid and Admissions
- Shariné Experiepces }
. N
o ' .
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3

‘T”Seésion I, The flrst mornlng se551on opened ‘with a dlscu5510n of

) Seééion“if;‘iéne week;later,-

7

- Leaders.b Leaders for the flrst se551on were from the Counsellng, Career.ﬁf

__yPlannlng, ‘and Placement Offlce and-the Psychology Department. They were"v

ERIC

Aruitoxt provided by Eic:
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selected for their knowledge of career plann1ng as it relates to the

adult pulatlon.; .
i )
Representatlves of student serv1ces departments gave .brief pre-

a

'f»sentatlons ‘on adm1s51ons procedures, f1nanc1al a1d, counseling, aca-

Qe

d:”ﬁdemlc adv1sement, and programs of study avallable at Pace.

&

/

Visits-to'Classes@ The class v1s1ts, which were enthusmastlcally

rece1ved, were deslgned to glve potentlal students an 0pportun1ty to .

Observe college level classes 1n sess1on and to experlence the return.
. o . s G
to the classroom. ST R -

The courses for observatlon were chosen on . the basis of these
1 R . i

v
Q N

cr1ter1a. (l) the 1nstructor had preV1ously 1nd1cated an 1nterest in
‘~5and understandlng of the adult student populatlon, (2) the toplc and
'course materlal were of 1nterest to adults 1n transltlon, and (3) there

: ng.. .
'were no exams'or student presentatlons belng glven 1t that sess1on.

ﬂ“»Each professor was asked well 1n advance of the workshop to have four
to s1x workshop partlclpants 301n the class. A maximum of Sl! v1s1tors
'was permltted 1n each class to mlnlmlze ‘the d1sruptlon to the on901ng

class.

Workshop part1c1pants were glven the opportunlty to vzslt two.;
SR
classes dur1ng a 90—m1nute perlod (45 m1nutes 1n each class ) They

.8

s were asked to- choose two classes from a llst of six avallable to them. -
- o L P RS :

Top1cs 1ncluded economlcs, h1story, psychology, and llterature.. The

'-v1s1tors were, escorted to the classroom. 1ntroduced to the professor
. v W }

¢

and then became part of the class.»-After'QS mlnutes,'the visitors e
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moved -on to the second class.

After the second visit{'participants were escorted-back to a

Y . -

_ccmmon meeting area for refreshments and conversation, Enthusiastic
~current adm;t students joined the prospectiVe students for.this part
of the workshop. Participantsdcommented enthusiastically on.the'class
visits. "I was anxious to'ask questions abou%.child development,“

said--a- 35ryear—old mother of a 5-year—old who Had v151ted the general

———
————

psychologyvcourse._ "Hlstory seemed much more exc1t1ng tomenow-than__ ___ -
-it did 25'pears ggo,ﬂ commented a 42;year—old mother of teenagers.
- The afternoon session of this second day prov1ded part1c1pants
- ‘with 1nrormatlon about ’ the Unlverslty, Admlsslons, Flnanclal Ald, and
the Counseilnc Center. Academic adv1sors attended to outline tradif'

tional and nontraditional programs at Pace. Appllcatlon procedures

and general f1nanc1a1 a1d information were also presented..

Evaluation. ‘Althodgh attendance was small, the reaction was very.
positive; Most participants felt the workshopvwas afValdabie exper-
ience mhich offered them insight into the‘career?planninélprocess;
Most wanted more 1n—depth self-evaluatlon and skllls 1dent1f1catlon.
Those who observed the courses were enthus1ast1c about what they saw.
Fac&lty members were receptive to the v1s1ts, and only two dec11ned the
request because of 1nappropr1ate,t1ming. The casual exchange with

-current adult students was- worthwhlle ‘in re11ev1ng some of the appre-

hensions re-entry students expressed ' -

We feel the program‘has potential and will be repeated during

;T
e
:[@)
7
| .y
Cors
<o




143

spring, 1982. .Since minimal publicity and*the cold weather of

' January appeared to be responsible for the small turnout, . more enten-

)

sive advertising is planned for the next workshop._
‘Two other changes in the _program include charging a nominal fee
to: help defray costs and haVing an independent career consultant lead

the initial session. University representatives'Will assist Wlth the

second session as before. A representative of the Graduate Admiss10ns

Office- wxll“be—addedrtoldescripe~graduate school procedureS, since

-that was an area of interest of the first group. Class visits will .

again be included. ' S
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PROQRAM )F RETURN TO ADVANCED LEARNING (PORTAL)
- AT CEDAR CREST COLLEGE

Christine L. Ward
Cedar Crest College
Allentown, Pennsylvania

Cedar Crest ‘is a- prlvate four-year college that . emphas1zes

"—c;;ee;f;;e;a;atzon‘aﬁaﬁﬁied‘tn~a—stron‘ llberal arts curriculum.

\
The College was founded in 1867 in Allentown, Pennsylvanla, approxi-

e ————

mately 60 mlles nort of‘Philadelphla——~¥he-current_enrollment of
\
-1, lOO 1ncludes a stlmulatlng mlxture of full-tlme, part-time, .

—

traditional, and adult students. - -

In 1968, the. follow1ng announcement was made to the medla )

©

© in the Lehlgh Valley, Pennsylvanla area.

Cedar Crest College extends a spec1al
invitation to women who mlght have been
‘ away from formal education for a perlod _
- of time and now find that they desire to -
begin or resume interrupted college study. -

\Age is of m;nor"xmportance in the decision
\to engage in Cedar Crest's PORTAL. program.
Whlle Cedar Crest has passed its first
_ . century as an institution of higher learnlng,
' 1t remains young in spirit and ideas. . The
' s:ne alertness should mark any 1nd1v1dual
" who desires to broaden her fields of
1nterest and knowledge. ‘Cedar Crest
Cqllege offers the opportunity to do
is within its present curriculum.
Women are invited to return to educatlon
onia part-tlme or full-tlme ‘basis.

Because many years may have elapsed

slnce the last exposure to formal educa- -
_tlon, the College is nrepared to treat

eve appllcant on an 1nd1v1dual basis

140
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in terms of admission requirements... .

v -"Since‘its inception, Cedar Crest's special Program‘of Return
to Advanced Learning (PORTAL) for mature women returning to college
has attracted hundreds of adult students seeking changes in their
lives.. The establishment of . PORTAL in the late 1960 S came at a
particularly propitious time, when many ‘women's colleges were

experienc1ng'enrollment declines of traditional—age students.

D : The Cedar Crest College catalog ‘offers’ this definition of

PORTAL :. "The Program of Return to Aavanced—Learning_i§\designed_~h_-

“to meet the. needs of adults wh o have—been—eut-of.hlgh_§5299£_§9£______

four years ‘or more. Through POR&AL they may attend daytime classes

With-traditional-age,students,.taking courses full or part—time}‘

i for enrichment and/or work toward a college‘degree. PORTALs have !

the flexlblllty of also. taking courses in the Weekend and Evening

Colleges." .

2

o T '
Administration of: PORTAL .

' 'éince’its beginning, PORTAL has come under the'aegis of
either the Adnissions or Continuinngducation'departnentm‘ Because.
vthe Office of.Continuing Education‘coordinates,a'variety-of adult '

programsf-the.EVening/Weekend Collegeggthe Management'Institute,
- and the Women's Center—fPORxAL has been'a part of;thét>de§artment
for the pastkseveral years. This ozganizationalvdesign provides“

a central staff to administer the adult programs) thereby enhancing
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thenposibility of carryover from one program to another.

—— . d

/PORTAL enjoys<a—tavorable reputation Wlthln the College and

; mmunlty.v PORTAL beneflts the 1nst1tutlon 1n d1verse ways; it

- contrlbutes to the College's positive 1mage in. the- communlty,
- provides a different student constltuency than the tradi-
tional 18 to 21 year-old cohort

- allows the 18 to 21 year-old re51dent1al group to beneflt
from the inclusion: of. challenglng, mature fellow stucants
in day classes;

- provides a manlfestatlon of the College S commitment to
the educatlon of women of all ages;

- uses exlst;ng facilities and courses; and

—_— . : . , ,
m

- recruiting costs low.

The program is adminietered by a half-time'Coordinator and

a secretary. The~Coordinator acts as:
Admissions Officer n . -
Recruiter , Lo : - -
Counselor o o ' . " '

- Public Relations Spokesperson = .. - ’ B
- Social Events Organizer
‘Academic Advisor

‘(non-matriculated)

PORTAL Calendar

The PORTAL Coordlnator holds a year-round 9051tlon. Many
of the office’ s operatlons are undertaken with the cooperatlon of
the Cont1nu1ng Educatlon staff, faculty members, and other College

‘7adm1nlstrators. no™ konly is thls conduc1ve to eff1c1ency, but the
' 1nvolvement of other members of the College community also rein-

.



forces their‘support of the program.
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4.
' B

" The ba81c PORTAL act1v1ty calendar remalns relatlvely stable

from yeax ‘to year.

1

ThlS calendar prov1des an overv1ew of"- the admlnl-

stzatlve practices undertaken annually, as shown below.

T

Approximate

beginning date

August 1
August 1

‘August 14

:S?p'ﬁmbﬁfr%——ﬂold_neu_sj:nd_ent orientation o

* ‘September 7

September 14

September 21

'September 28 ,

PORTAL ACTIVITY CALENDAR

———

Activity or procedure

'Remind academic, advisors of reglstration

and their commltment to be avallable ‘to-

' PORTALS

Send letter to faculty requisting list of

Prepare letters to new and returning students
about orientation and registration (For
examples, see Appendlx I.-to this paper.)

Reglstratlon continues; contact all students
who are not returnlng

- 'PORTALs in class; call in - case of class,

cancellatlon
Plan Coffee Hour foivsecond week of classes
Hold first-PORTAL'Advisory Committee”meeting

Contact all students with 1ncomplete appll-
cations, defaulters, ete.

"Notify College mailroom of‘all PORTAL naﬁes

- Distribute via campus mail to all PORTALS

-formation.

and staff a list of PORTAL names, addresses, _
and phone numbers. = {(Note: must have per-
mission of students to publicize this in-
. . <\-\\. : )
Complete'repott on fall enrollment figures

et
PN Y N
Co



October 1

~

Oetober 7

Nevember 1

November 7 -

December 7

December 14

' January 14

—January-21

. February 7

February 14

March 1

April 1

n

Aprii 14,
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P:epare and dlstrlbu‘e PORTAL or Contlnuing
Educatlon newsletteu :

Begln work on PORTAL Preview

Schedule and plan hollday party T

Recrult at 1oca1 communlty colleges

Hold Brown-Bag Lunch
Hold PORTAL Prev1ew
Hollday party

Plan orlentatlon

Send a letter to PORTALS descrlblng orienta-
t;on and reglstratlon’ -

~Or1entat10n

Appllcatlons, reglstratlon contlnues'

. Coffee Hour :

Hold Brown Bag Lunch

Request_mm_class _ll._st_f_rom facultz

Complete- paperwork as above =

Prepare and distribute newsletter, 1nc1ud1ng

~graduation lnformatlon and appllcatlon for
‘Advisory Commzttee

'Sendrcongratulatory notes for Dean's List .

and graduating seniors

vPrepare PORTAL Prev1ew

‘.Followup on graduatlng students

Select Adv1sory Commlttee members for the

: comlng year

o

Hold PORTAL Preview

e
[T&N
SN



May 1 ' ; Get student and staff input for PORTAL
: Tips and prepare brochure for coming year

Prepare and d;strlbute newsletter

~ May 21 : : Send contratulatory notes for Dean's List,
‘ : : graduation and honors"

June, July . Finalize'planning for year
o Begin 1nterv1ew1ng new;students

' Several of these events merit addltlonal description. The
PORTAL Or1entatlon, for example, is scheduled lmmedlately prior to
the beglnnlng of the fall and Sprlng semesters. It is held at the
College s Women s Center and offers a chance for- new students to
get acqualnted wlth each other and the campus and frequently marks
the beglnnzng of thelr peer Support system. Or;entatlon 1ncludes
the follOW1ng. | |

"l,‘ A welcome from the PORTAL Coordlnator_

= ).' A‘descrrptxon—ofﬂﬂﬁﬂste—expeet—as—a-new_student_at
Cedar Crest. College

3. Presentatlons by the Career Plannlng and Academic Support
Offices .~ e

4. Campus tours let by current PORTALs

6. Lunch

The PORTAL Préview, a sort of open‘house} is designed as a

. )
recruiting device. -

~ The Preview includes. the-following:
1. Welcome from Vice Presidenfkfor Acadcmic Affairs

s

5. 1I. D.VPhotos, a chance ‘to shop in the College bookstore



&

and Director of Continuing Education
2. Remarks by PORTAL Coordlnator

3. Panel by current PORTALs, descrlblng their experlence
at Cedar Crest :

4. Class v1s1tatlon (Partlclpants chose one class from a
list of approxlmatelv twelve)

5. Campus tours, led by current PORTALS'
6ﬂ Wrap-up and quastlon/answer sess1on4’ 4
lt Avallablllty of Chlld care through the College s Playrooml
Probably the most 1mportant element of the Prev1ew is the
student panel during which past and current PORTALs speak extem=-
poraneously about themselves, their reasons for 901ng to college.
' the1r problems, and their solutlons. A consc1ous effort 1s made to-
have the composltlon of the panel reflect a varlety of backgrounds,
‘——ages——and—freids-of—study———The—presentattons—are—frequently—hrghly
personal--and_effect;ve. The panel d1scuss1on brlngs out many of.

the _concerns shared by these women ‘and seems to prov1de the 1mpetus

for many attendees to flnally take the step to enter college. On

T

the average, over 60% of those attendlng the Prev1ew eventually
enroll at Cedar Crest It should be noted, however, that some
women have attended two or three ”rev1eWs before fJndlng the courage
to apply. .

Events such as the brown bag lunches, coffee hours, ‘and
hollday partles are prlmarlly soc1al opportunrtles for the students.'-

. These act1v1t1es are free and very popular with those who attend.'

<o . =,

146




howéver,,oniy approXiﬁéﬁely»ZO% o{ the"PORTALs'are.iiﬁely to parti-
.ciPa_te . - . | | -
Virtually_everything included on thé\PORTAL.éalendar,’rapging
~from the Preview to the congratuiétbryuletters; has a.éimilar purpbse:

to make each PORTAL feel és if she is an integral'part of Cedar Crest
‘,College.. o : : - o L _ -

Marketing*f‘

Becasue the PORTAL, program enjoyes a relatively high level of
name recognition throughout the local community, the College does.not

invest in an extensive adGértising campaign.to attract new Etudents;

~

In fact, sdrveys have shown‘that as many as 40% of the students

v'enrolleg in a given semester heard abeout the program through conver-

sation with friends or‘cﬁrrent PORTALs. _érticles in local newspapers

are cited as the second most frequent means of learning"abdut the

PORTAL:pngram; in the last survey, 16% of the'students'chosgfthis
féspopse.’ Newspaper .and .radio advertiéing each received a 2%
response rate.

Mailings are used frequently to describe PORTAL and its

events. Mailing lisﬁs incorporate the following ﬁypes of local
ofgahizationéé

Women's Groups

Service Agencies

Day Care Centers

Newcomers Clubs

Churches '
~ Businesses

b~
(YN

-1
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‘Hospitals
Nursing Homes

‘Whenever posslble, Cont1nu1ng Educatron staff members -also
utilize free publlclty.v They appear on local telev151on and radio’
shovs, speak'at sexvice club.neetlngs, recruit,atvcommunity colleges,
and write public service announcements *
Among the publlcatlons devoted to PORTAL, there is an- almost
—M-—equal -division-between- those used for recru1t1ng and those wrltten e

_ forvenrolled students. The general PORTAL brochure, the PreV1ew

program, and the brochure describing the B. S.lProgram for reglstered
nurses are all used to acqualnt the publlc w1th PORTAL. These_d_' |
brochures are almed speclflcally at adult women and 1nclude photos
'and stor1es of current PORTALs or graduates with whom potent;al
students maght identlfy Newsletters, PORTAL T1ps, and a- student”"””“"ﬂyﬂ
‘ handbook are deslgned for use by enrolled PORTAL students. i
Informat1on about PORTAL is dlssemlnated on campus through'

posters, flyers, newsletters, and a PORTAL bulletin board. Each

PORTAL student has a mallbox 1n the Contlnulng Educatlon offlce.

Adm1s51ons Procedures

When a potent1al student contacts the PORTAL offlce, she is -

mailed a packet of 1nformatlon that lnCIudes a cover letter, an

~

.appllcatlon, the brochures descrlbed above, and any spec1al 1nterest

materlals (such as 1nformatlon about f1nanc1a1 ald, CLEP the exper1—

: ent1al learnrng program).\ Approxlmately 20% of those who 1nqu1re
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_ about the program actually enroll.

Appllcants are encouraged to come to the office for a per~
sonal interview. Some 80% of_the students who enroll have'had an

1nterv1ew, whlch frequently provides an occaslon to help the student

Fl

’clarlfy her goals, pr10r1t1es, and p@tentlal problems. - For many

) uncertaln students, this one-on-one exchange 1s the final factor

—~——

1nfluenc1ng her declslon to attend Cedar Crest.‘

The_PORIAL‘application form is simple and concise;_ No’SAT"
' or personal reconmendatlons are requlred for admlsslon, 1nstead the
'progn051s for success in cOllege is made on an 1nd1v1dual ba51s and

takes 1nto account the 1nterv1ew, and the .student’ s objectlves,

motlvatlon, and llfe experlences. Transcrlpts from h1gh school and e

any prev1ous college work are requlred only at the t1me of matrlcula-

I3

tion.

. Who Are The PORTALS?
) R S - o

If a "typical" PORTAL:existed, she would be”34 _years of age,
A marrled, a local res1dent, employed at least half—tlme outslde the

-

_home, . and a. mother.“ She would probably be 2 Nurslng or Bu51ness_ww_ww~MA
Admlnlstratlon major and have an excellent grade p01nt average.
She would most llkely attend daytlme classes, however, the trend
to enroll in the Evenlng/Weekend College is 1ncreas1ng.. E
Of course, the program does.not lnclude any "ave-age"\

- \ ‘
women. It~ 1s comprlsed of real people who make s1gn1f1cant changes’

in the1r llves in order to accomodate the demands of h1ghe _educa—
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.

. tion.. Happily, virtually'ailiof'th articipants seem glad they .

"I am grateful?for the PORTAL Program,at Cedar x

Crest. It has allowed me; to ‘res "e‘my educatlon;
'in a lovely, - ‘supportive’ settzng. I found many
new frlends-—my owu age'and younger students,r

the opportunzty to take a’ completely' &
tion w1th my . life; pursulng dlfferen educatlonal
and career goals the second- time: aroun
- PORTAL program at. Cedar Crest has made
for me to do this."
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PORTAL Program . - : o
Cedar Crest College o 159
Allentown, Pennsylvania 18104 L

(2135) 437-4471 -

August 6, 1982

- Dear PORTAL'Student:

Congratulations on your acceptance to Cedar Crest College! I want
to welcome you to the world of PGRTAL with wishes for a happy and
successful experience. To 'get'you started I have enclosed some’ important .~
information about registration and PORTAL orientation. ‘

~|---——-T1£f-you-have not yet registered for courses, you should do so ‘
immediately either at the Registrar's Office, Room #210 in the Administration
Building or in,the.Conginuing_Education Office. If you are taking daytime
courses, your registration must be finalized in the Registrar's Office during. ’
the first week of class by picking up your class card.. Classes start on

. September lst.

(v

There will be an orientation program for all new PORTAL'S on Thursday,

..August 26.
' PORTAL Orientation Schedule
9:15 - : 9:30 Coffee'and donu;s in Women's Céntef Lounge, Curtis Hall'
;i:;;;;4. 9:30 - ,10:06_ Weicomé Ahd‘Introduction; Curtié Hall Auditorium, cU 1A

?2‘ Sy 10:00 - =" 10:15 Career Planning - Nan Schreier, Director of Career Plaﬁhing_,
.Iv’l' : - ‘Service. . o - o

: 10:15 L - .11:00J~Study Skills - Christine vaﬁBuskirk, Assistant Director of
i . Academic Support Center

8 »  .1 S 11:00 - 11:30 Using the library resources in Cressman Library - Christinéi
L J-1 : S _Fiedle:;‘Refe:gnce Librdarian . ‘

11:30 - 12:00‘:Campus'Tour,- Starting in front of iibrary’

. 12:00 - . 1:00.Pictures for Student I.D. Cards will be taken in the College
SRR : - ' Center. Sho ' you be taking only Weekend and Evening

" classes, you. .ntinuing Education Student I.D. Card will be

‘fissued~during the first_week‘of classgs; You may also
register your car at the information desk at this time. To

./~ do so you will need your owners card, operators-license and

' the $10.00 registration fee; . You may /surchase your books in

©" _ _the Bookstore, located in the College Center.-

Fni
Sy
.
&0
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If you cannot attend, please be sure to take care of the I.D. Card
and csr registration as soon as possible through the College Center.
Your PORTAL TIPS. Booklet should be reviewed so you know what information
-is available from it and saved for later reference. PORTAL mailboxes
will be in the Continuing Education Office. Please check them regularly
as they are the main means we have of communicating with you on campus.——~_
To give you a chance to meet the other new PORTAL students and- to
ask any questions, you are cordially invited to stay ror a light sandwich
buffet in the College Center. Join us in the Lounge after you have had
your I.D. Card and car registration taken care of, . - '

o

. -Opening Convocation will be held on September 1st at 4:00 P.M. in
Lees Hall. Your attendance at- this ceremony is encouraged but not
mandatory. - :

I hope yod have a successful and fulfilling semester! And please
don’t hesitate to come see me if you have any questions, problems, or
just to say hello! ' '

o Sincerely, v ‘ ' ' e
-“Ginny Pityo Mi'hgalik
PORTAL Director

GPM/saf




_Deax PQRTAL Student:

‘hope you'll be able to drop in an

|
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Cedar Crest Csllege !
“Allentown, Pennsylvania 18104 :
(2185) 437-4471 ) -

' : ﬁ _ August IO,.1982

{
{
H
¢
i

§

i

As the summer draws t
Cedar Crest College:for th
information about the openi

a close I would like to welcome you back to
fall semester and pass on some important
g days of school.

You will be hearing from the régistrar soon with important information

~ about- finalizing your registiration during the first week of classes. 1If

you have not registered yet, please do so immediately. Please call me, or
your advisor, if you need he P with your course selections. Should you be
taking a leave of absence for the Fall, please advise the registrar.

" It is important that yo& review your enclosed Customs Book .and PORTAL_

' Tips and follow the instructions on such things as getting your parking

sticker, your ID validated an especially your mailbox. Important inform-
ation will be coming to you tgrough'your mailbox. If you don't check it
regularly not only will it create a.log jam for your box partners, but you .
will be missing out on vital information. You will notice that your
mdilbox will be located in the| Continuing Education Office.

’-,’After'ciasses begin, a roster of enrolled PORTALS will be made up and
distributed. If you do not wish your address or phone number included,

- please contact me before Septeﬁber 8th. If‘you,have_an address or phone.

number change, p}epse-notify.m¥~office as soun as possible. -
. . N N - . ‘ - ) LT

Some students have express%d an interest in car pooling. You could
check your PORTAL list for stud nts who live near you or for the name and
address of other' students whom you recognize'.in your classes. Or you could

‘pPlace a notice on the PORTAL Bulletin Board across from the mailboxes by

the Bookstore. . :
The Orientation for new PORT@LS will be held from 9:15 am. - 1:00 pm.
on Thursday, August 26 in the Curtis Hall Auditorium. Coffee will be
served in -the Women's Center Lounge until 9:30 am. Sandwiches will be
available in the College Center Lépnge between 12:00 noon and- 1:00 pm. We

\welqowe our new students to the

wonderful world of PORTAL! \
. x ’ :

The Bookstore will be open'foﬁ business on August 26 if you would like

to beat the crowds! - While you are on campus you can also register your car

(bring license, owners card and $10\00 registration fee), and have your

studeat I.D. validated at the College Center Information Desk.

Opening Convocation will be held at 4:00 pm.. on WednéSday;'S;ptember 1

in Lees Hall. Attendance at this ceremony is recommended but not mandatory.
Seniors should wear their caps and g

wn and will march in the processional.

1w

O

1.7
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1

, I am looking forward to ﬁeetihg you and workihg with you throughout
your college career.. Good luck in “the coming semester! ‘

Sincerely,

Ginny Pityo Mihalik . .
PORTAL Director. '

GPM/saf
Encl.

~

P.5. ATTENTION SENIORS:

'Karen Irre, the Senior Class President, “has asked me to inform you
. that yearbook pictures will be taken in September. There are three
' packages to choose from: a 6 pose sitting, outdoors ($15.90);
a 6 pose sitting, indoors ($7.95); or a 3 pose sitting, indoors
. (85.30). If you wish to have tae portrait taken outdoors, please
" make -an appointment with R.J. Harwick Studios at 434-8398. The
" indonr pictures will be taken in the College Center on'Septémber 13,
14, i5, 17, 22, 23 or 24. 'You may sign-up for.an indoor sitting from
September 6. to 10 at lunch and dinner outside of the cafeteria,. or
with Dick Begbie, College Center Director, at other times during that
" week. h '

by
Cy
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THE ROLE OF ADVISEMENT IN
RECRUITMENT AND RETENTION OF ADULT LEARNERS AT CANISIUS COLLEGE

Jerome L. Neuner'
Canisius College
Buffalo, New York

'Canisius:College is an independent, private, urban college located .
in Buffalo,:New York.' Founded by German Jesults in 1870 as a llberal
.arts college, the or1g1nal College of Arts and Sc1ences has grown to
1nclude a Graduate D1v1slon, a School of Business Admlnlstratlon, and

> a D1v1slon of Cont1nu1ng Studies and Summer Session. Total enrollment
for the 1981-82 year was over 4, 400 students in al1 d1v1slons, ovnr

1,000 students part1c1pated in some aspect of the Contlnulng Studles

«
>

‘Division's programs.'
The College offers twenty—elght undergraduate majors, four pre-

2

:professlonal programs (law, englneerlng, medlcal/dental, and forestry/
env1ronmental science), and'master 's degrees.ln business and seven
different areas of education.

The Cont1nu1ng Studles Division is responslble for v17tually all

the academlc programs that attract adult learners 1nclud1ng. nine’

_ bachelor' S degrees, two assoclate 's degrees, speclal entry programs
for women and flrst-tlme S sgﬁﬁéents, portfollo rev1ew'§?f F
collegiate learning, audio and vidzo cassette courses for degree credit,
three certlflcate programs of th1rty crealt hours each and numerous

_ i
non-credlt spe01al programs fcr bus1ness, government, soc1al, rellglous,

‘and educaﬁional groups.

v
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The Buffalo area itself is going through a tumuPtuous and radical
transformation. Formerly a predominantly industrial city, Buffalo_has-
become-nore.service‘and trade’oriented,'due in large part to the three
recessions that’ have plagued the American economy since 1970. ;This
reorientation of the area's economy, together with tha rresent recession,
has produced‘high unemployment and a substantial 1loss ofﬂjobs. The!

. latest figures available from the New York shute Departuint of Labor v
_élace unenplqyment at 12.5%, substantially higher than the national
average of>8.4%._ Furthermore, the riumber of;jobs declined bé nearly
ten thousand.in 1981 alone.. These-statistics suggest the cause'for the
.substantial éopulation decline in the Buffalovmetropolitan area since-
>l970. The 1980 census figure was 1, 242‘600:5 a loss of 106 600 res1-

- dents over the past decade, or a 7 9% decrease, twice that of New York
State. More startling, the population.of Buffalo declined by 104,900
or 22.7%. These.statistics indicate the seriousness of the condition

of the Buffalo economy.
| Finally, danisius College is in a highly competitive educational
market. It is essentially surrounded by the State's largest university
center,'SUNY Buffalo (25 000 students) its largest college, SUNY Col-
lege at Buffalo (14,000 students), its largest community college, ‘Erie -
Ccmmunity College (11,000 students on ‘three canpuses); four other o
private fourfyear“colleges;iand three‘private tﬁoeyear colleges. .
Clearly,‘Canisuis;College‘has to uselits'resources wisely and make GEE-
-rect decisions on’adult.prdgrams in order to survive in this competitiVe'
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_environment.

Recruitment and'Retention'Practices* Some General Pr1nc1ples

The recruitment -and retention efforts descrlbed below 1llustrate
several very central and obv1ous p01nts. One is that the College has
been fa1r in g1v1ng.the Lantlnulng Studles D1v1slon the human and f1scal
resources to acccmpllsh 1ts mission in the personallzed and human-
*entered way that has characterlzed Canlslus College since its 1ncep-
-tlon.' Compared to many adult and cont1nu1ng educatlon programs at

colleges of slmllar slze, our staff physlcal space, clerical support,

and budgets_are qulte substantlal.

& 1

Ohyiously not all our‘personnel devote“themselves full-time to the
' recruitment, advisement, and retention of adult students. 'In fact the.
Cont1nu1ng Studies Dlv1s10n ‘has many other cllents, 1nclud1ng a very
large (approxlmately 200 students per yea ¢y orov1s1onal admlsslons,
program for students just out of hlgh school who have- not been adm1tted
to the Day D1v1slon. These students demand a great portlon of the
recruiters and: adv1sers t1me; In addltlon, as will be suggested
'_belcw, the recrultment off1ce is responslble for generatlng enrollment
for many other d1V1slons of the College and.for representlng the college'
to the public marketplace. The entire COllege -‘all its d1V1slons ann
schools - 1s made known by and benef1ts from “that presentatlon. -

" Despite d1V1S1ons of labor and overlapplng responslbllltles, no .
fewer than nlne full—t1me profegsionals from the Contlnulng Studies-
‘D1v1slon'devote some portion of their time to recruiting and advising

€

.

S -
3 i5o
' . o)
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"adult students. The senior officials of the College have recognized-
and accepted that our very different kinds of activities and the very

different kinds of clients and students in our programs require us to
/ R .
be/more labor intensive in administrative areas. -In simple terms, the

R . - /
/College accepts the variety and diversity within the Continuing Studies

DiVision and devotes the necessary person—power -to.the -task....The end-..

product of this acceptance is a greater opportunity for us to deal w1th
. .

our students individually. an implicit warning is here for other

A

institutions: a college should not pursue the adult market unless it

_ris ready to pay the costs of high—intens1ty labor for recruitment and

v

adVisement purposes. ,

A second important principle is that the college'sfadvisement

system must try to respect the logic and pace of the learner's:actions

and decisions at_least as much as it respects"its own timetable~and"
operations'calendar. From the learner's pOlnt of view the long process

~~of deciding to attend college, requesting information, estimating ‘the

impact on’ Job and family,. fi ling out forms, orienting himself or her—
k self, getting advisement, pos51bly taking screening tests, registering

for class, and finally gOing off to class ay‘be quitefs1mply overf

/ ¢

whelming. From»the college s pOint of view the student's actions (or

lack of actions) may -appear idiosyncratic, recursive, saltatory, and
actually irrational, The college needs to be there to guide the student
at all times, but not force him or her to rush to the next step. On

the other hand, the college‘advisement system needs to preVent.the
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‘rash Judgment or snap deciSion that might lead the student to college

. .

without sufficient conSideration of all the problems and tasks involved.
In brief, the whole task of advising“adults who are thinking about
college s one’of almost infinite subtlety and compleXity In the long

run, the successful adult student will have to adapt to the pace and

style of learning that the college requires. ‘But in the short run, the

advisement process should respect whateyer reasonable pace the potential‘
student seems'to needi | .

The sections below describe the practical methods used by the two
most important offices in the Continuing Studies Division thatnprovide
faceéto-face adVisement.‘ It is important to recognize that the roles

A /
of recruiter and - adViser are a distinction that the college makes but
one that the student frequently does not make. _When the student calls,
or writes, or comes tO;the college, or visits a table or booth on
information night the student interacts with a person who represents
all facets of the college. When a student deCides to enroll, he or she
is not conscious of passing through a system of recruitment, adVisement

'financial aid registration, orientation, and finally instruction. The.

student is simply meeting people, one by one, who are supposed to

- “answer quesfions and‘ “TVE‘problems. We have tried to inculcate in our
-staff this notion:. the ‘student is notva piece in a system butfrather

is a person meeting other people, all of whom should be ready to ‘serve

the student's goal of becoming a more educated person.

]

160
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The Office of Student Recruitment

Undoubtedly the most important;addition'to our operatgon in the .
past three years has been the creation of a central Office of Student - .-
~Recruitment charged with the special respons1b111ty of attractlng and -

- referring students to d1verse programs, lncludlng all of the Cont1nu1ng

Studles Division's act1v1t1es, the prov1s10nal admlsslon programs, the

graduate courses in the Department of Educatlon, and the Masteer

Degree in Business. For this office, the College was careful to hire
professionals with expertise in marketing college érograms; the‘psy-
-chological and sociological baekgrounds and realities of adult learners,>
and the administrative, aeademic, and finaneialxsystems of the College,
The 6aragraphs below‘elaborate'some of the marketing and recruitment

‘strategies the Offlce of Student Recrultment uses in its’ e&forts to .

attract spec1F1ca11y the adult learner.k v ".~ - N

The marketing campaign_ for adult students has featured both "shot-

gun"‘and "rifle" tactics,, The former include full=-page newspaper ads
" and inserts that describe the entire scope of the Continuing Studies

~

. Division aetivities. The'latter include specifie ads inkthe culture
and entertainmentlsectrons for,programs designed‘for a—more'particular .
student-groué (i.e., women, veterans, returning-stopouts,'employed
professronals, associate degree holdersL; Recently we have pnrchased

radio time on the stations"featuring adult-contemporary formats," A

. \
3
focus1ng most of the advertlsements in morning and afterhoon drive t1me. \

These radio spots are dlrected to one of the, target groups. Plans for

<
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" " next year 1nclude ™V spots as well as newspaper and radio campalgns.

All of these advertlsements are dlstlngulshed by understatement and
1ntelllgent maturlty, and ‘they are all congruent with the College s
image of itself, as well as with the current theme of the school's Day

Division admission materials: PBecause there's no substitute for

quallty."

Response trom any of éhese sources is handled in\the following way:

1. A phone.call is:made by a recruitment counselor\to the pro-
spective student'to answer any immediatelquestions\and to‘ '

encourage an on=-campus interview. No”mailings are sent at

2. The on-campus 1nterv1ew with the recrultment counselor has
been shown to be the single most productlve and most respon-
sible way the College has of representlng 1tse1f to potentlal

adult students.' In addltlon to the usual extenslve questlon
. o
and answer session, thlS meetlng usually 1ncludes the hand-out

“of materlals and pamphlets that descrlbe programs as well as

general llterature such as the "How to Cope Book," ‘"See’

What We Can Do For You". manual an a llcatlon blank, and a
PP

. catalogue “
3." If the potential ‘student does . not make an appolntment for an
on-campus 1nterv1=ew, he or she recelves a follow-up phone
call. If still no appolntment ;s made, the materials are

3 o £

. mailed.

pos
3
o
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4. APyone with trénsfepfcredits can obtain an unofficia1 evalu-
ation by bringing copies of prior t¥aﬁscripts. A follow-up
-phéne éﬁll occurs after the evalﬁation has been mailed. Offi-
cial evaluations are mailed by the registrar'after a person
has formally applied(i

®

 5._ A complete record of all contacts is kept on prospect and -

_locator 995§§;0;?§§§§WE§EEEE§¥;§§?9P1Y whefe each student is =

in the enrollment process.

6. :Assuming the student is still interested, he or she formally

appliés to the College, submits whatever racords are necessary,
‘files for financial aid if appropriate, and receives a fommal -
evaluation of . transfer credits from the registrar.

B . i .

The Office of -Student Recruitment also sponsors some off-campus -

activities. These ihCIUde'presentaEions at local two-year colleges, .

3

visitation to certain local employers, participation.in programs at
local shopping malls, convention'centers, and'public buildings, and
preséntations wherever heavy adult population traffic can be expected.

. A _ : _
'All contacts from these sources are handled as described above.

Confinuing Stﬁdies Ainéemént.

Once a-studeng is acqeptea'to ﬁhe-College,'he o:'éhéxpgkes part in
.academic advisemeht, Thé.Coliegglhaé'a éomprehénsivé-édvisémeﬁt,systeﬁﬁl
in all its gradhaté and'uﬁdg;éraduate’progréms; The para&taphs below
illustrétebhqﬁ phé.étqcess works for thé prical_adulﬁ_student.” The .

' major activities and improvements are described under the various -
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headings. - -~ - L B

Personnel. TheiContinuing studies Division has_a full—time director

- -
*

of adv1sement arid one full-tlme adv1ser, both of whom report d1rectly to

the Dean. These two people have substantlal tra1n1ng through attendance

ES

at professlonal meet1ngs and workshops and part1c1patlon in college—w1de
tra1n1ng days for academlc advisers. They are supported by two to three

. college faculty members who are h1red on a part—tlme bas1s to ass1st w1th o

v

DlVlSlon adv1sement for an entxre academlc year. The faculty members

\

I

I3

are tralned by the d1rector in a ser1es of’ sesslons that cover the pr1n-*

B

: : \ :
c1ples and pract1ces of adv1s1ng at Canlslus. Durlng peak t1mes, the

~

D1v151on calls on other faculty (especlally department chalrmen) to be

avallable for the open adv1sement sesslons Just prlor to the beg1nn1ng

of classes each semester. Durlng these rueh perlods v1rtually all of

"the. DlVlslon s academlc offlcers 3551St in. person-to-person advlsement.}=*‘

Adv1sement Programs. The College urges 1ts students to obta1n

]

adv1sement every semester before reglstratlon and at any t1me dur1ng thei’;}]
'semester if academlc or personal problems occur., Adylsement sesslonsvili
‘can be made ‘by appolntment from 8: :30 a.m. to 8 00 p m.bln the blvlslon -
offlces, and walh—ln adv1sement is usually posslble with only‘a br1ef o

wa1t1ng time.. If the student chooses, ‘every effort is made to permlt

__—hlm—or—her—to~have—the~sane—adv1ser—each—v1sxt——because—th1s-1s‘coni*——ffffff

duc1ve to establlshlng a genu1ne relatlonshlp between adv1ser and
student The adv1ser 1s always prov1ded with the student s- complete

' academlc f11e wh1ch 1ncludes an anecdota] record of all prlor adv1sement:'

/
e
ot
ey
p-r-."'.




interViews (an- invaluable aid when the adViser needs to recall and con-
{ . .

firm his. past interactions ‘with a student). The effort to create this

kind of continuity and relatedness requires a great deal of clerical

L

support and the commltment of adVisers to keep good records.ﬁ But the
efforts pay -off Wlth better adVisement and a greater sense of the stu-
" dent's belonging to the institution.and to our DiVision.kr |
Just before each semester begins ‘the DiVision sponsors four.eve-
_nings of open and walk-in adVisement staffed by five to eight of the
College's advisers,_directors,‘deans,rfacultyior’chairmen, plus the
necessary'clerical'Support. These sessions are held in the adminiStra;‘
. tion building rather than_the Pivisionlofffées'so‘that students can go
directly‘fromaadvisement to registratioh,.as_Well as ohtain'I.D. Cards, v
.;parking:permits,_and other paraphernalia;?_fhe:goaliof these evenings,
'_is;to make it possible.for the.student_to have a’reView of his progress,
Vfobtainbadvice, andfregister‘for-courses_all in‘onefstop. An informal |
orientation program'also takes_place<during'these evenings.
' A'more intrusibe kind of advisementjhas come about through the use_
*cof a computer generated progress card system,‘now gOlng into its fifth ~i{
gfsemester.v The idea for this system came from the College 'S freshman
Asadvising office and was easily adapted for use in Continuing Studies.
f{The.system works as follows- R
’ aga._iFive weeks intona semester our officeicreates a category list-
aofiall:students1for whom Qekuant progress'cards;; lypically‘f'

:‘3‘ ) AP, ~

o R e K - . ' o ! I
" this group includes new students in their first semester- of -

S ‘
oy
I{ ’

‘-
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I3

registration, students on provisional admission, 'students on
&7 .

academic.probatien, and any student»in.a'high-risk academic

cateéory. .

b. The college‘s Computer Center generates a progress card for
each course that each student is taking. The student’s name,l
the course, the section, and the faculty member's name appeaf
across the top of the card. a

c. The caids are sorted by faculty memher name,"and sentuto each

facultY'member with instructions for completion."The co&pleted

cards are returned to our offlce.

»

a’, The cards are sorted by student name. 'Post.card“:arevﬁailed
" to the students, requestlng that they make adv1sement
app01ntments.
e. ‘Advisement appointments occur as soan. as possible. The ad--
}visers use the progress_cards asicdrrent and reliable informa-
- tion on the student'§ brdgress: '(Thefadtiser dcesbnot need tc R
rely on thevexaggeratiOns.or nisapptehensicns of the’stndent')
£. At midterm durlng each semester an off1c1al deflclency warnlng
system goes 1nto operatlon.~ This 1s.a collegefw1delsystem ‘
 generated by the reglstrar s offlce. Professors-identif§
students who are performlng at the level of "D" or below.
c. These reports come back to the D1v¥s1on offlces {as well as to
the 1nd1v1dual student) We then conduct .a mail and phone

campaign to .urge def1c1ent~students to come in for immediate”




174

advisement.
This systeﬁ of intrusive adviéemént costs a good deal in computer
time, clexrical labor, paper gosts, and adviser—powér, to say noéhihg of
the enormous good will and commitment it requires from the faculty

members who must evaluate their students early in the semester and fill

; /

out the various necessary forms. Sometimes we have been accused of
spoon-feeding or of being over-protective in our methods, but most pro=-
fessors do coopsrate -- whether willingly or grudgingly. Nevertheless,

all the advisers who work with the system are certain of its efficacy.

’

The system is.complica@ed and expensive, but the outcome is simple and

exceedingly valuable: We get information on students at a time in the
.. ) _ v . :

semester when it is still possible to take saving actions -- referral
" to the tutoring and academic development cen;ers or other college ser-

vices, referral to the professor for individual conferences, reconsid-
. : o

-

ération of conflicts and time demands, review of study habits and

attitudes, or,-in the extreme-case, withdrawal from the-class. -

.o

Recenthnnovatisns."During the 1981 Fall semester ‘the birector‘of
Advisement organized a majofs ﬁight which was attended by most of the-
chaitmén of dep#r;méntS'having evening1division’majo£s or certificates,
és,well a# thebcareer guaidance and_p;acémént”office. Plans'call for
this.successfﬁi evént to be spa#sored annually.

.. In recent yeérs.three oﬁher acﬁivities that are ceitainly not novel‘
have also éontributed to‘retentionr The first is a tréditionalm;eten—
tion phéhe campaign ccnducﬁed in late suﬁmer‘for the FallAsemeéter and

K
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g
again in December and JanLary for the Spring semester.. Using a clean
'llSt of students in good standing|who have not yet registered for the
next semester, we make early evening phone calls to explain upcoming
advisement and registration opport nities and to politely request rea-
sons from those who have chcsen no% to register. This campaign usually
contributes several hundred credit\hours to enrollment each year and
also gives us a capsule view of student satisfaction or dissa\isfaction
with their programs.
A-second accomplishment (this past year) was a comprehensive survey
of Continuing Studies students using an instrument written by the Di-
rector of Advisement and:tne Assistant Dean, with technical.advice from
the College's office of institutional research. kThis was the first
comprehensive'survey in ten years and provided us with~basic demo- s
graphic, educational employment, ané rinancial information about our
students. The results of this survey.have only recently become avail—
able to us and we are studying them carefully. We are certain .that
improvements-in our-programs,and servjces will pe forthcoming.' By
conducting this survey in classroom time with the cooperation of faculty,
we were able, to receive 1,109 responses; anbextremely high proportion of
the Division'"’student body.
'.Tne tnird advance has.been a mucn'greater reliance on the screening
~and testing functions of our academic development center'fov those stu- .

dents who have no recent records of academic performance or experience.

Like most continuing education providers, we do not rely heavily on the

»

. Cr‘
'
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high school records of adult students, nor do we typically require SAT
or ACT reports for admission. But it ie surely irresponsible to regis-
ter a student ‘for what may be a highly quantitative or technical field

. of study without some  solid evidence of the student's current academic

~

ahd intellectual abilities. We realize that testing a pereon ?n reading{
writing, or mathematics may be a cause of an#iety forethe indi&idual,
bﬁt'it is a necessity ifAno acéaemic evidence of any kind can be sub-
stantiated. This is particularly true in an age wheeiso many students

are intexested in programs such as management, accounting, or computer
science, zll of which require a strong background in mathematical

/

ability.
Corniclusions

The programs described. above are not looked upon by us as_frillsh

or extras. They are the central, everyday,‘on-going requirements that

_we believe are necessary for the good practice of adult education in

-

our particular'setting. They require the contributions of.nea;ly all

¢

of the College's offices and services, a very substantial expenditure
of financial -an¢ personnel resources in our Division,_and‘the unwave:ing.
coeperation‘oﬁ faculty members. They are surely not all exportable to

~other situations, but they will continue  to be the backbone of our

+ R
efforts at Canisius for both the%nea: and distant future.

b,
-
/ .
L

-
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A COMMITMENT TO ADUL'l STUDENTS:
TWO NORTHERN mrucky UNIVERSITY OFF-CAMPUS PROGRAMS |
| Ralph L. Pearson
Northern Kentucky University /
Highland Heights, Kentucky :

Since its‘founding in i968, Northern'Kentucky University has been.
committed to serving all students who graduate‘from'an accredited high
school ‘or who possess a high school equivalency diploma. Educational.
services are extended without curricuiarLdiscrimination to full-time
.and part-time students in day and~evening hours. 'As the University
has_developed during the past 15 years, the faculty and administratidni‘
have hecome aware of the fact that a large portion of its.students are »
employad and,.consequently, are studying part-time. An early trend’
,thatahas become prhminent in recent years i= euxollment in evening
classes by students over 25 years of age.

. Another major commitment which the University: announces in its
mission statement is the sharing of its academic resources with the
surrounding northern Kentucky region. This shariﬁg>occurs through the
usual programs of community service, but it is expressed, as well, in'
programs of off-campus classes which were initiated very early in the
University s history. Although most off-campus courses and programs
are designed with the adult student in,mind a few have been taken to
area high schools where they provide opport iities for enrichment for

the academically" %fted student. In the context of impl=menting its

mission to serve northern Kentucky on-and off—campus, the University

s
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inaugurated academic programs at the Internal Revenue Service Center
in Covington, Kentucky, and at RockWell International, Inc., in
Florence Industrial Park, Florence, Kentucky.

Ironically, the initial contact with the Internal Revenue .Service

Center developed from the enrollment of one of its employees in a

-

MSocial Problems" class given at an area corporation. Satisfied with

~

the teaching methodology and quality of the instructor, the employee

suggested to the Chief of the Training Branch at the IRS that classes

be taught on-site for Center employees. He responded by contacting the

University Registrar and the Director of Associate Degree programs.
The Center had made courses available to its employees through

N
arrangements with a local vocationdal school. While these classes met

some of the skill development'needs of the work force--e.g., typing,.

accounting, .and shorthand--they were not accredited courses that would

k]

result in any type of'collegiate certification of achievement. The .

.

University expressed.interest in working with the Center, and an agree-

|-
S

ment was reached whereby onekcredit courseé-Accounting-?was offered in

"Fall, 1975. To motivate enrollment, this class and the'subsequent pro- .

| grams that were established became part of the Center's employee devel-i

opment program;"Successful:completion of the courses could be a factor'

: in advancement. - o .
In Spring‘l§76;.two_credit classes-were_offeredf-Human Relations:

and Accounting. .From that,first'year, the number 6f;classes has‘in-

. creased to four .per term, with. an average enrollment of 20 per class.

‘ F-(
-
s
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Not-.surprisingly, most courses are job-x.elated—-e.g., Supervisory
_Development Business Communications, Organizational Psychology-—
.although the University has tried in recent years to include at least
one liberal arts option each semester.
To bring organization, direction, and recognition'of employee.
achievement to the IRS program, the University and Center.administrators
.agreed in Fall 1977 to. offer a "Supervisory Development Certificate"
upon the completion of 15 semester hours with a minimum G.P.A. of 2.0.
_with more and more Center employees completing the 15 hours and looking
to the next step ‘on the educational ladder, an Advanced Public Super- .
vision Certificate was offered for those who successfully took 36 credit
hours. Required courses were included in the curriculum designed for )
the two certificate programS. For~example, to receiVe the basic cer-.
tificate,"one had to complete Human Relations and Supervisory Develop-
ment, and for the Advanced Certificate, students were required to take

| American Politics and Introduction to Public Administration.

‘ In the- Fall 1979, term an IRS Training Branch representative,. the
Chairperson of the -Department of Public Administration, and the Dean of
Community Research and Services (the University office responsible for
off—campus programs) examined the certificate programs and conciuded ‘
that the steps between the two existing programs might be too’ great to
maintain student interest. Consequently, a three-step certificate p-o-

-

. gram was designed and approved by ‘the University Curriculum Committee.

At present, then, an adult employee of the Center may earn the followingv

~




, . o
certificates from the University: Supervisory Development Certificate

= I (15'hours); Supervisory.Development Certificate lI (27 hours); and

——
. -

T

credit>hours from earning an associate degree in\certain Univer ity

El

d-partments. Even without that incentive, which became availaBle\only\\\\

in Fall 1981, several employeen have progressed from credits and cer-
tificates earned at the Center to associate and bachelor's degrees at
.the’University.

From the University's perspective, the crucial factor in the suc-

it S

cess of this program is the program coordinator in the Center s Train-
ing’ Branch As liaison between the University and Center employees,

that person works with .the institution Ain identifying courses and de-

’

:Isigning programs that meet the professional needs of employees.

Simultaneously, he or she is the on—site promoter of the program.

Through in-house memos and constant availability,»the coordinator in-
forms employees “bout programs, and answers—-or seeks - anSWers-- to
questions and coneerns they have about the curricUIum.v”

3

The Center 'S chief administrator demonstrates visible support of

the program, and this, too, encourages employee - participation. of

partlcular importance are the -remdrks he offers at the sprlng certifi- -

1

cate awards ceremony Those remarks emphasize the program s value to
. employees who have"yet~to~takewclasquzjf%wr~"~-y**"W"”Wf‘“VWMM”f*W~W“"-~

The University attempts to make’ participation in the certificate
programs as: attractive ‘as possible. Sensing ‘the institution;s

s
. <
e .




commitmEﬁt to this outreach effort, departments assign good teaching

faculty to the:Center. The faculty adapts teaching methodologies

“suitable to“the.setting, but never compromises the quality of work
expected of the'students. Begistration is heldxduring the second
class at the Center. Books are soldito the students on site as well.:
As a Federal installation; the Covington IRS Center ough; o be -
_a good location for attracting employees from other area federal
_offices to our programs But it is not,'largely because of‘tight se-
.curity\regulations in effect at the Center. The faculty must be cleared
“by'securi§y<pgrsonnel'prior'to'each'class;"Onehay'of'avoiding seéufﬁ""
.ity issues is to\offer classes in a building adjacent to the Center.
.The other problems posed\by\the Center programs are largely
curricular. Employees continue to resist enrollment in liberal arts
"chlasses._ We offer at least one each semester,\because we;want to. giveahumw"w
-those who pursue their education beyond the’ certificate\programs the
opportunity to meet requirements for an associate or bachelor s\degree.
:Secondly, we believe that liberal arts courses are an integral part of\\\;\\\
the educational experience of any student, " Liberal arts courses with |
‘low enrollments are offered in the hope that the experienceuof a few -
IWith hlstory, English or political science will be spread to others who
will enroll in subsequent years. _' S - o .;
o In the- late 70s;-the: University launched anothervoff-campus program”“”;‘"

. at Rockwell International Inc., in Florence Industrial Park The

initiative for the program came not from the University but from a o

l\\
¥

prQs
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membér of Rockwéll's Pérsonnél Department. 2érsonnel had decided to
invite a University.to offer on-site glaSSes fbg the company's 240
employees. Wﬁilé registering for élasses at NXU, a Rockwell personnel
. _Ssta‘f member approachad_a member of .the University's Cooperative Edu-
':cation department and,déscribed.the company's inters - clasées.
_Tﬁe Coop Educafion représeﬁtative passed the request on to the LCean of
Comﬁuﬁity Research and Services, who cqntacted Rockwell, expressed
interest in ﬁeeting,Rockweil's needs, and'sét up, a meeting.
At the :/Lnitial mée'ting, t ;le' :pérsohnéi representative I;IeSent_ed ‘a
~ y

profile of'kockwell's 240 emp yees, and it was agreed that the best |

Al

‘way to attract employees was~by“offeringmqlassé3w1n~professionak—;
studies disciplipe53 with particular eﬁphasis.on business.llThe cﬁair-
person df business admiﬁis;ratiou participatedkat a subsequeht meeting
at which fdwr potential fferings were identified. The Rockwell staff
:person Vho,actéd;aéﬁliéison‘between~the Uﬁiversity‘aﬁd the company

”éur§éyéd thé émpldyees aﬁd identifiéd';he two‘claSses whiéh appeared

' toibé in the greatest demand. | A. o

%After'thaﬁ uﬁéxﬁegtéd beginning, the Uniﬁeféity has‘dsntinued to

. offer twb'classeé}eéchfferm at Rockweilg~,Com5inéd enfollmgnt in thé

.éwo has‘avefqgéd 43—45,’withfth§ énrcllméhtélin ptofessional studies
cou;ses'moré than compenéa;ing]for the low intéteé;»ih théroccasiOnal

' libexral arts claséés offered. :Incentivés for empioyee'pérticipatioh;v

»includevhot only demonstration of interest in, and concern for, pro-

" fessional development and growth; but also tuition reimeISemént by

\\\\\'the company for each course cohpleted successfully.

’.ﬂ
“ 3

1

1

{
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The crucial element in the success of the Rockwell program. is the

‘dedication to the program of the Rockwell person who serves as liaison

between the company and the University. He or she meets with employees
periodically to ascertain course preferences and relays the information
to the ﬁniversity. Once the University‘agrees to offer the'classes
requested, he-or she follows up by encouraging employee registration.
Good teaching faculty and on-site registration and book sales complete
tne mutual support. of this program by the company ‘and the University.
Several concerns with the Rockwell program must be dealt with in a

the near future. Recognizing that with an in-house student body of

only 240 we shall soon saturate our market the company and Uniyersity
are inviting other corporations’ in the Florence Industrial Park to
participate in the Rockwell classes. A second concern is with organ-
izing the classes of fered into some coherent program. Our goal is to
develop certificate programs similar to those at the IRS Center. To
do that, we must enlarge our base of potential students and identify
types of certificate,programs that'will meet students' profeéz?gna1.
needs and be recognized by their'employers. k X
The two programs described atove - are, at this time, serving the
r educational needs of two nontraditional adult student populations suc-'
cessfully. They ire keyed to the students current employment environ—»
i-ment~and~to-the‘concern—of—student—and organization—withrprofessiona ‘f“‘“‘—“

growth.. ‘While the curricular emphasis is on professional studies, the

University seeks to broaden the educational base by providing

’

. F‘“
,3‘
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6ppbrtunitie5»for encodntering'the liberal arts.

* At .the level of implementation, these programs would not béb‘v

‘possible withos€ tﬁé“éﬁﬁmitmént‘?'”an‘0n=site*coordinatorrﬁmThatM*“~m~:~—f~
person-adviées Bbth-thé stﬁdents and the University on ;He @evelopment
'and.implementation ofbthe prbgr;ms, "sells"vthe course to employees,
and personifies the impértance of the programs to #he orgahization. -
'For its part, the Univgrsity mékes participa;ioh as simple an& non- _ -
éhfeatening as poésiblé, while énsuring»that instructo:s of quélity

N teach the class. The results are academic programs that serve students

-~ who' otherwise might riot attend college, professional dfzglopﬁéﬁfh3§pp <
: ;unitieg\for employees and organizations, and implemégfatioh of the I:\\\\\

University's g&ésion to make its educational résources available to the:
< . -~ DN . . - d 3 . o v o

- ' A_\
entire region. \

Y
‘
{

~Jd
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PUBLIC SPEAKING AS A RECRUITING TOOL

Joan Barry e »
The University of Wisconsin-Green Bay
: Green Bay, Wisconsin

-~

i
|

Politicians have known for a long time that the chicken and green :

pea circuit has its advantages. For those in higher education willing

A to do the background study,rable to address groups, .and ready to ‘hit” the .

1

trial, the circuit can also pay dividends as a direct and indirect

recruitme&t tool. ; - 'f o L co itk : - .
The Office for Adu Learners atrthe University of Wisconsin-Green

Bay has used the speaker s platform with measurable success.’ For“other*;;‘

institutions interested in reaching their communities,/public speaking f

is worth a try, especially since national attention is currently being

given to the concept ‘of lifelong learning and to the- trend of adults

N returﬁing to college.y - _ : : --‘-'.-f*f‘

v ~These national'interests are like’y to. be reflected locally. Groupsv -
. { .
want/a profile of adult students. They want to know who adult learners o
/

are, why they are’ going back t

school and what they are studying when

- they get there.g Business peop' are especially interested because they~___—~¥~
realize this trend will impact t'eir own professional and personal

lives. A guest speaker from the academic world can answer many of their B

. questions and at the same ‘time, can make the case for an institution.:'
”he method is straightforward and it is based on solid facts. Gen-~

erally, audiences should be provided with both national statistics and a

description of national trends. It is important‘to stay‘current with the ?iﬁ”l
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L]

national literature, since business people credit The New York Times,

—_ The Wall Street Journal Harvard “Business’ Review, and Forbes ‘magaziné in

a way that they do not credit The Journal of Higper Education and other o

_educational periodicals. 'As a resulf, each audience‘should be considered

'separately, and. sources should be cited that will be credible for each.
'After outlining -national trends, the local campus can be compared with
the national picture. '

S OLr campus conducts continual research on its adult students:
'Thus, we are. able to furnish local audiences wi th4a‘scientific profile S
L of “the demographics of our adult student population,,along with infor-
mation regarding that segment B perSonal goals and academic motivation, -
pace toward a degree, typical ‘events that triggered the.gpturn to cam-
pus, and academic success compared to the achievements pf traditional
age SCUdentS-’~ : hl U'_,"'a o - . | f o sg".vﬂ B . ‘,'. . ”L'i'

Y

'fﬁBut,howiis‘this a}recruitment.tool7 First it provides positive
A university-community relations. Second public appearances encourage
follow-up]phone calls fromtaudience members as well as from people to o

' whom they make referrals. An inquiry is easier if the inquirer does S

not have to deal with a stranger._’Because community memberd know me,.~*'7

they feel comfortable calling or stopping by with questions and con—,;fy.lx

RS v -
/ cerns about returning to school_

,.‘, o

Finaliy, a: speaker s enthusiasm for Lo

'the,University, its programs and services, is contagious. The under—ff
/

R . R S / . o
lying message is,i"Good things arg happening'at UWGB and our,mission is

to serve the community " This is an effective way to convey the message':'
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that our campus, faculty, and staff are not inteiiectually aloof, but

" are accessible and concerned

' Speaking dates are secured in a variety of ways. UWGB has a.
Speaker s Bureau that is coordinated through our Outreach office, and //
many requests come through the bureau. In addition, we draw on personal /s
-contacts in the.Green-Say area. Word of mouth is another highly- effec—

tive promotional technique. A successful address to the. Thursday Optiv

mists is likely to draw an invitation from the Monday morning Rotary
And. a: successful speaking engagement always results. in next—day calls

from listeners who want to know more. One»particularly rewardingitalk

Ted to 14 next—day calls ‘and two additional spgakipgleﬂcsﬂﬂmn ts

) .
Addressing civic groups is an’ indirect r°cruiting method Our

direct recruitment is carried out " through two programs ‘held on campus,

‘ called the First Step Seminar and the Second Step Seminar. Our target

audiences with the seminars is the segment of the adult population that
is considering returning to school in the immediate furure. The First
v Step Seminar includes the following.k Welcome and opening remarks from .

the coordinator"of,the Office for Adult Learners' arpanel discussion by

three adult students- and a series of presentations by staff from the

i

v offices of Admissions and Financial Aids Academic Advising, Extended

‘”[ Degree and Credit for Prior Learning, Women s Educational Programs,

/
Academic Support, and Off—Campus and Media/Course Offerings. Formal

presentations last approximately an hour and ‘a half but presenters . ~~£" / ’

then make themselves available for informal discussions with participants.5

- .
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As a final activity, participants are asked to - complete a surVey

and an evaluation form, and are invited to participate in Interest

/

.'Inventory Testing as part of the Second Step’Seminar./ Participants who
wish.to do so write the test at home, at‘their convenience, and return
it to our office. We sc0re.the_instruments and return them when’the
group reconvenes one month later for the Secf.md.Step 'Semiﬁar. A coun—; ’
selor presents a group interpretation of the instrument followed by a
series of career awareness exercises. _Staff. from the Office for‘Adult
Learners are on hand,‘along with several-academic advisors, to answer
questions and assist'participants wio are ready\to,register'and'prepare

~an-academic-plan: - .
~m¢;4uwwm1n the 1981—82~academic~year, we—have repeated~the First- -and--Second -
step seminars every quarter. Because of the great demand, the seminars |
will alternate monthly in the 1982-83 academic year. After the intro-
ductory seminar, which attracted over 100 people, attendance has remained

at“approximately 40 people each session. _— R _ | -

ﬁhe First.Stevaeminar.is~promoted via purchased advertising in the

local newspaper on the Sunday before the seminar. In addition, our cam-
pus News Services Office sends news releases“to area rad o and~television

4 v

. stations approximately two weeks\prior to each‘seminar. Each station-is'
o

provided public service announcements to run during the 48 hours before!

the seminar. A real promotional bonus has been feature stories which
I . :

have appeared from time to time in local newspapers, and guest appear-'7

- - Jen

ances on local TV and radio talk shows."~
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Since the Second étep Seminar attendance is self;generated from the
T ,‘ B

-

. First Step session, no promotion. is necessary..- ~

The public speaker's platform has}proven a successful vehicle for
/ - '
both indirect and direct recruitment of adult'students to the University

_/

of Wisconsin—Green Bay Follow—up research is being conducted to deter-

bmine the effectiveness of our program. While the final results are still

',being evaluated we can tell by informal observations that the process

T o

~works and works well.

@

The University of Wisconsin-Green Bay occupies a 700-acre: campus“
sloping from the limestone ridge of the ‘Nigara Escarpment to the shores
of Lake Michigan s.Green Bay. :

The camipus “1is located at thevnortheast edge of Green Bay, Wisconsin.
in a beautiful rural setting only seven miles from the city 8 center,

It is a commuter campus in a highly industrialized community of approx—
‘imately,100 000 residents.. The total enrollment in fall 1981, was

4,536, Of that number 3, 096 ‘are commuter students and 1 457 are 25

'years- or older. Thus, adults make up approximately 387 of the total ,

: A ' ) - T

enrollment.,‘
UWGB offers a focused liberal arts program that is unique in both .

“its goals and organization, emphasizing an interdisciplinary, problem-

"J

k~cente7ed study of - humans in.their’environment, and.offering over 100

.diverse programs of,atudy.

o . _ KR
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THE REGIONAL ACCESS TO NURSING PROGRAM ' ) "
Carcl D. Brown

Lewis University
Romeoville, Illinois

Lewis University s Regional Access to Nursing (RANE) Program is a
flexible, otf-campus program especially designed to meet the needs of
Registered Nurses (RNs) who are seeking the Bachelor of Science (BSN)

" degree. Today; many RNs are motivated to complete the.bachelor's
degree because of self-image, career advancement,'and pressure from

professional agssociations and employers. Yet these students are gen~ .

erally older, married employed and unable to attend a traditionally

structured programu Consequently, they. require ‘an educational program
jthat canjrecognize these constraints_and capitalize on the strengths of

a mature population in terms of learning styles, previous experience,

and nontraditional delivery systems. In- 1979 Lewis University Worked
with a consortium of educational and h’alth care agencies in, the area
-surrounding ‘the University to begin its RANE program. This program
aJlows RNs to pursue the bachelor 's degree in a format suited to their o
'-work and family responsibilities.; | ” . |

The Lewis University BSN degree is fully accredited by the National
l-League for Nursing and requires that the RN complete ‘course. requirements
"'comparable to those pursued by full;time nursing students on campus.

Not only has the program been successful (its first graduates will finish

. in June) but it has grown from forty-seven students in the fall of 1979

to 175 students in the spring of 1982
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Before explaining how this two-and-one-half-year-old program func— ‘

tions, .RANE -Consortium——

began as a response to a survey in which RNs at area hospitals and nurs-.
ing students at communlty colleges were polled to &agsess their interest
~in a Bachelor of Science .degree. Availability of class time and course
1ocations was also studied This survey’ supported previous requests by
hospitals that Lewis University extend its program to off-campus sites.i
A regional need for high—quality, convenieunt baccalaureate education was'm".'
| clear- . .
—— ——Twenty - institutions in Will Grundy,»Kankakee DuPage and Cook
_;1 Counties ‘were canvassed to learn of student interest in participating in

- o

an off—campus BSN degree completion program with Lewis University When_

e
i

seventy—seven percent of the RNs surveyed expressed an interest in ob- _"‘~:
taining a BSN the present RANE Consortium developed It consists ‘of a '
group of hospitals and colleges whose goal is to provide a quality degree

completion program in- this five-county area. ' e

The setting of Lewis University, thirty-five miles southwest of Chi-

cago, offers the resources for meeting existing and future enrollment

' needs within the Consortium.‘,Lewis University is an. independent insti-

Cur,

tution with a Catholic tradition and is fully accredited by the orth

;

B Central Association. It is composed of three collezef;7Arts and Sciences,;

. ey,

Business, and Nursing--and offers a wide\range of degree programs. The o

,vast majority of students attending Lewis live in the greater metropolitan o

S LN

Chicago area. . While many students commute, others live ‘on campus.”,'ﬂmxl;ﬁulr

t
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If an institution has employees wishing to participate in Lewis

University s program, an agreement is entered into with that institution.i

————ihe—host institution provides physical space ‘and cooperation, while '

Lewis provides a curriculum, faculty, and support services. Off-campus
sites are selected on. the basis of available classroom space and their

proximity to neighboring hospitals.. At present, six off-campus sites

v

. are in operation.-" . C : , ST
. N TN

When a hospital wishes to offer Lewis Univers1ty classes to RNs

employedxthere, a% in-service director requests that Lewis bring its L S
" / /\, -

program to. the hospital.u—The College of—Nursing-—assisted—by‘Le‘

University s Office of Continuing Education, then. requests -that the

«

hospital distribute a ouestionnaire to measure interest in obtaining
- the BSN degree. A general information day is §ubsequently held at the

hospital during which the RANE Project Director (from the College of

o

Nursing) and representatives from Continuing Education and Financial Aid

* meet with interested RNs. Lewis s ability to schedule recruitment ses-

‘ sions in the hospital is an- essential recruiting tool University policy

requires a minimum enrollment of twenty students at an off-campus site to '

W e ~ . . : °

inSure sufficient support for course offerings. ,.Ff

Once a site is established University representatives make regular _f

.

_ visits, both qp explain the program to prospective students and to pro-'
vide registration information and counseling to students already in the

program Responsibility for these sessions is- shared by Lewis Univer-vx
sity s Office of Continuing Education and the' lelege of Nursing. While ‘ o ;‘§

pf the thimate responsibility for the RANE program restsxwith the: College .,

»
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of Nursing, the mutual support of the recruitment _and counseling effort )

\ e

by'Nursing and _Continuing Education is one of the program s strengths.

Staff from these two officés evaluate transfer credits- *for—students ~and~

e e

assist them in course selection. Counseling and registration sessions

. -

. are held six times a year at each extension location. The Office of .
Continuing Education a1so provides.support for the clerical management
of- registration, financial aid, and records.

. Lewis-sllgiversitv seeks to offer the returning RN.both h\igh-quality
» education and convenience. Classes are schedu1ed one day a week at each~

off-campus site, with at least two- classes held back-to-back This

——'alinws—a‘student—fo—“"‘ ylete six hours of coursework per semester by .

o attending—elass—one—day—&-week————Ccm‘rse heeds .are assessed each emester »

"in order to serve the population at each .site as well as possible It

R

, _is usually possible fpr a student to complete most of his other course‘“g o
Awork at the preferred location. However “an attempt is made to assign .

' .different class days to each site to ‘enable students to attend courses'_:g L

at more than one site and thereby accelerate their progress.,.f.--~-~"' ’

L

RNs coming to Lewis must complete the same requirements an their

o

~degrees as traditional four—year students. When an RN enters the' pro—

,,»
L

'gram,/most previous credits from fully accredited colleges nE un'Lver-

'sitiesﬁare accepted in transfer._ An official evaluation of transfer
credit is prepared/ so that the RN knows exactly which requirements

' -erain to complete the BSN degree. Valid and reliable proficiency

]
L _g

-ﬂexams have also been developed which allow the RN .to challenge up to :

2

thirty credits of the forty—four required in nursing science. B 7

T A
b




y i ; = e

Proficiency exams are scheduled monthly on- Saturdays throughout each _1

——_semesteraand provide the_rare occasions_when_the_RNs_travel—to’fhe main
campus.- Thus, RNs veceive credit for previously attained competencies
and .are then able to select course offerings to fill in their individual.b
learning needs. While these adult learners are accountable for the same |
level of. mastery and skill as: traditional students, each can begin at an
inuividualized starting point. ' |

Many of’ the courses scheduled off-campus are support courses for the |

BSN degree.' As a pool uF students at any off—campus location becomes s

Y . j \‘
ready for nursing coursework nursing courses are then scheduled for that

N site. All courses are rotated from site to sita within the consortium,

depending on: student needs. The off-campue courses are regularly evalu—w

- | .. . ,
ated in terms of program quality, content, and availability.. Consortium

' members also provide valuable feedback on the operation of extension ser~‘j

o

‘\ vices, especially class times, facilities, and logistics.'

\\‘ Since problems may arise when part-time or- newly recruited faculty
are used in an ex;ension program, all faculty assigned to off—campus sites

) ~have full-time College nf Nursing appointments and have been affiliated

with the College for at least two years., College of Nursing faculty ex— L
" -
ercise their traditional role in curriculum, implementation, and evalua- o
: NN . \ & e -
tion, and overwhelmingly endorse the extension concept.b Whenever faculty
N e .

3 teach off—campu3\as part of their full—time load they are reimbursed for :
L N .

AR
mileage from home to the off-campus site.v Their support gives great
7 impetus toéthe program.'; R :-»“,;h o . ?Ig'f ;'~
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The delivery of the off-campus program is~enhanced by a recent

--project.-to .develop self-paced clintcals according to the self-identified -

_ne féd—s_’"o‘f"'"adult”'“le"'amers;» “An RN in the off-campus program has the'c”PtiQn

of sharing a clinical experience With traditional students or working
independently on tne ‘same clinical and course: objectives.i Skills which
RNs have already gained are thereby expanded rather than repeated in a
flexible format which is designed in great part by the student. Because
he RN deslgns his/her own clinica1 hours, continuation of part— or full-

time emplcyment is possible. The RN also identifies with the concurrence ‘

- of the faculty 0linical coordinator, ‘a. master [ prepared nurce to serve

I

as a preceptovr in the self—directed clinical

The mnjority of students enrolled at the extension site are employees

‘~wiof -that - hospital or-a- hospital 1earby. :However,rregistration iswopen;towwv~

w v e

SN )
other Lewis Universx y students. Many main campus students who are res— -

idents of the designated oervice areas take advantage of the proximity of IR

these course offerings to avoid additional commuting to the Romeoville.

g "

v

‘Campus. o ‘ » ) .» ‘_: . - B - ' ) . . g -y ’

The ‘RANE program is -more than just a nursing program offered off-
Campus. Ca“e is taken by faculty, staff, ‘and counseling personnel to

a ° -

'fdevelop artitudes appropriate to meering the needs of the adult'student.

Dealings with mature learners must be flexible ‘and collegial--in keepino'

7w1th the missionoof the bacoalaurezte completion program itself This

\to 51mply expand the RN's technical skills. »BSN graduates todavaill

r © o
. ° .
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significantly inrrease the professionalizatibn of nﬁfsing Thus, Lewis N

University s program is playing a vital role in expanding opportunities

to good nurses who wish to enhance ;heir pxofessional training.
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~ Thank you/ror your 1nterest " Lews. University's Co]lege of Nurs1ng

: closed you wa}] find the answers iy many of your questions concernang transfer
of credrt currrcu]um design, and off campus course offerrngs L

e are/aware that the decrsion to return to schoo] 1s often drfficulj e
”Fam11y andfemployment responsibiTities couplad With career choices further con-
pound. the’decision, " As you begin-collecting data on varigus: nursing programs,”
-W%WN“EWN¢thememwummﬂcm&maBuMEFMSdmmtn

Nursing degree and 15 NLN accredrted These two assets wr]l facilntate your
career advancements..u« | i L S

If you would lrke to dtscuss your academic opportunrtres further or need
cclarrfrcatron of our specific nursing program, please don't hesitate to contact
m Ne wou]d be happy to 1nd1vrdua11ze t nursrng program for you.r;,ﬁpr.; e

Srncerely,

o T e o Lawren i nkrn, R s, N;
A ?'T'" Director of Spectal ProJects e
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COURSESlSCHEDULED CONVENTENTLY AT OFF-CAMPUS LOCATIONS

He know that while most R.N.'s would Tike to earn the BSN degree, the constraints
of work schedules, family responsibilities, and commuting time/distance to campus

- Can make it impossible to achieve this goal. Lewis University offers courses at
sx Chicago Tocations to enable R.N.'s to earn an NLN accredited BSN degree with-
out major disruptions in their home and professional Tives, Each course meets
one day per week, and most students attend on a part-tine basis by enrolling in
tho courses per semester at one location - one course from about 4:00-6:30 p.m.
and the second from 7:00-9:30 pm.  Summer courses are scheduled for those who
Wish to attend year-round and students are Welcome to enroll in courses at more
than one Tocation to pursue their studies on a full-time basis.

Lewis currently schedules courses at the following off-campus locations:

Little Company of Mary Hospital - 2800 W. 95th St., Evergreen Park
Oak Forest Hospital - 159th & Cicero, Oak Forest

South Chicago Community Hospital ~ 2320 £, 93rd St., Chicago
Holy Cross Hospital - California & §9th St., Chicago

Westlake Community Hospital - 1225 Superior, Melrose Park

Gottlieb Memorial Hospital - 8700 W, North Ave., Melrose Park

4(\{)
¥

C.xrses Scheduled Conveniently Off-Campus
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TRANSFER CREDIT AND PROFICIENCY EXAM OPPORTUNITIES

Up to zg_éemester hours of credit may be transferred from previously attended
community (junior) colleges plus additional credits earned at senior institutions.

This includes credits earned in conjunction with attendance at a diploma schoo].

You will receive an evaluation of transfer credits Which lists exactly your
remaining course requirements for the BN degree. An academic counselor will
review this evaluation with you and help you identify those requirements which

You may wish to fulfill by CLEP or Lawis University departmental proficiency
examinations. |

REGISTERED NURSES who completed their nursing coursework through a dipToma schoo!

or associates degree program are eligible to take Lewis University College of
Nursing Proficiency Exams. .

Up to 30 of the 44 credits of required upper-division nursing coursework
may be fulfilled by successfyl performance on these exams. Complete and
detailed course outlines have been prepared and are available through the

Through the acceptance of transfer credits, CLEP Exams, and Proficiency Exams,

we Will do everything possible to apply all appropriate prior learning toward
your Bachelor of Science in Nursing Degree,

| 154 |

Tucnsfer Credits & Credit by Examination
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AOVISING AND REGISTRATION SERVICES ARE DELIVERED AT THE OFF-CAMPUS SITES

Staff from the College of Nursing, Continuing Education, Financial Aid, and
Business Office go to each off-campus Tocation before each semester and the

- Summer Term. We know that if commuting to campus for classes is inconvenient,
so 1s travel to take care of these related matters. To make application,

enrollment, and attendance as convenient as possible, we do our best to bring
all necessary services to you.

| STUDENTS{receive all of the fd]]owing services at our off-campus sites

Application - Review of transfer credits and remaining degree requirements
Financial Aid Coun§e11ng - Registration - Payment of Tuition/Fees
Coufses and support services are currently offered at the following locations:
LITTLE COMPANY OF MARY HOSPITAL - 2800 W. 95th St., Evergreen Park
OAK FOREST HOSPITAL - 159th & Cicero, Oak Forest
HOLY CROSS HOSPITAL - 69th & California, Chicago
SOUTH CHICAGO COMMUNITY HOSPITAL - 2320 E. 93rd St., Chicago
WESTLAKE COMMUNITY HOSPITAL - 1225 Superior, Melrose Park
GOTTLIEB MEMORIAL HOSPITAL - 8700 K. North Ave., Melrose Park

You are welcome to attend the registration sessidn at the location most con-
venient to you regardless of where your courses will be held.

For the exact dates and times that we will be at each of these locations next,
call the Office of Continuing Education at 815/838-0500, Ext. 225.

155

Conducted Off-Campus

d<ing & Registration
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COMMONLY ASKED QUESTIONS AND THEIR ANSWERS
1.

HOW MANY HOURS MAY I TRANSFER TO LEWIS UNIVERSITY?

You may transfer up to 72 credits to Lewis from community (junior) college(s)
plus additional credits earned at a senior institution. If you earned
Credits from a college concurrently with attendance at a diploma school,
these may also be transferred to Lewis. . '

DOES LEWIS UNIVERSITY HAVE A TIME LIMIT FOR ACCEPTING CREDIT EARNED IN
THE PAST? B

No. Lewis does not have a time 1imit for accepting transfer credits.
These credits are acceptable regardless of when they were earned.

WHAT IS LEWIS UNIVERSITY'S CURRENT TUITION?

Undergraduate tuition is $120.00 per credit hour.
IS FINANCIAL AID AVAILABLE? |

Yes. Over 80% of all students at Lewis are taking advantage of one or more
kinds of financial aid. OQur financial aid counselors are specially trained
to assist you. They come to the off-campus Tocations to ensure that you
have the same opportunity as all of our students to secure financial aid.

HOW LONG WILL IT TAKE ME TO EARN A BSN?

This will vary from student to student and depends on several factors,
including: the number of credits transferred to Lewis, the number of
courses you take each semester, whether you attend each semester and
Summer sessions, and your performance on proficiency/CLEP exams.

MAY I "TEST QUT" OF ANY COURSES?

Yes. You may fulfill any of the non-nursing course requirements by success-
ful performance on either a departmental proficiency exam or CLEP test.

Registered Nurses may fulfill-up to 30 of the 44 credits of nursing course
requirements by proficiency examination. The nursing course requirements

15¢

Answers To Your Questions
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which may be fulfilled in this way are so indicated on the “Degree Require-
ments" page. . ' : ' v

7. WHEN MAY I "TEST OUT" OF COURSES?

You may take preficiency exams for non-nursing courses anytime after you
begin taking courses at Lewis. A1l prerequisite coursework must be com-
pleted before taking proficiency exams in rursing courses. Your faculty
advisor will help you to determine the courses which you should attempt to
complete by examination.

8. WILL I BE ABLE TO TAKE ALL OF THE COURSES I NEED AT CME OFF-CAMPUS LOCATION?

Since students come to this Program with varying amounts of transfer credits
and thus have different patterns of remaining course requirements, it is
possible that on occasion a course(s) which you need wili.not be offered at
your “home base" location. This would require that you attend another
nearby location for that semester. It should never by necessary for you to
attend at the Romeoville campus, unless you choose to-do so.

WILL I HAVE TO TRAVEL TO ROMEOVILLE FOR COUNSELING, REGISTRATION, OR T0
DISCUSS FINANCIAL AID MATTERS? o

No, all of these services will be available to you on a regular basis at
your off-campus location. ,

10. WHERE WILL I TAKE MY CLINICAL COURSES?

[Se]
L]

You will take your clinical courses at nearby facilities. However, students
will not be assigned to clinical experiences at their own places of employment.

11. WHERE DO I PURCHASE MY BOOKS?

Books are purchased at the location where you attend class.

12. WHEN WILL THE COURSES BE SCHEDULED?

Courses are scheduled during the late afternoon and evening, and will meet
one day a week for the semester.

Pt
(9
-}
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COURSE REQUIREMENTS FOR THE BACHELOR OF SCIENCE IN NURSING DEGREE: REGISTERED
NURSES AND STUDENTS WITH 60 OR MORE TRANSFER CREDITS

The BSN degree required a minimum of 128 semester hours of credit. Course
- requirements for the degree are divided into the following categories.

Humanities & Communication Arts Natural Sciences

Introduction to Philosophy 3 *Basic Inorganic Chemistry/Lab 4
*Ethics - 3 *Intro. to Organic and Biochem/Lab 4
Religious Studies 3 *Anatomy & Physiology I/Lab 4
History 3 *Anatomy & Physiology II/Lab 4
Literature 3 *Microbiology/Lab 4
Fine Arts 3 Pathophysiology 3
*College Writing 4

- Intro. to Human Communication 3 Business
Social Sciences Principles of Management 3
Macroeconomics 3

*General Psychology
*Statistics for Soc. Sci. Free Electives 12

*Childhood & Adolescence
“*Aduithood & 01d Age
- *Principles of Sociology }
*Cultural Diver. in Amer. Soc.

Coursework of your choice o transfer
Credits no applicable toward any of.
the specifically iisted requirements.

WWWwWwww

Nursing Science (44 credits)

*Theoretical Basis of Nursing 4r* - Nursing Process: Child 4x*

Nursing Lab I 1** Nursing Process: Young Adult 4r*
Nursing Lab II | el Nursing Process: Adult 4rx
Personal/Prof. Growth I 1 Nursing Process: Aged 4x*
Personal/Prof. Growth II 1 ’ Nursing Process: Critical Care 4r*
Personal/Prof. Growth 111 1 . Nursing Process: Rehabilitation 4x*
Personal/Prof. Growth IV 1 Nursing Process: Mental Health 4x*x
Client Systems I 1 ‘Nursing Pracess: Community 4
Client Systems II 1

*64 credits, including these courses, must be completed prior to registraiion for
Nursing Process courses and/or Nursing Proficiency Exams. Remaining courses may
be registered for concurrently with Nursing Process courses. However, a grade
point average of at least 2.25 is required for all coursework completed prior to
taking Nursing Process courses. :

**Registered Nurses may meet these course requirements, not to exceed 30 credits,
through proficiency exams.

, 153
__Requirements For Your BSN Degree
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APPLICATION INSTRUCTIONS

Complete the attached Application form and mail to:  Lewis University
Also have official transcript(s) sent to Office of Admissions
this address. Romeoville, IL 60441

Official transcripts include each of the fo]lowﬁng which applies to you:

= €ach community (junior) college which you have attended
- each senior (4 year college/university which Yyou have attended
- the schooi of nursing from which you graduated

any college(s) from which you earned credit in conjunction with
attendance at a diploma schoo] af nursing

Remember to 1ist each of the above which applies to you under "Universities,
ColTeges & Nursing Schools Attended" on the Application form. Pay attention
to all instructions and questions on the Application. Failure to answer a
question or to submit al] required information will delay a decision regarding
Your admission. -

Refer to the following to accurately complete corresponding items on the Application.

A. Full-time: 12 or more credits per semester
Part-time: 11 or fewer credits per semester

B. Degree seeking means that you intend to earn your bachelor's degree from Lewis.
Non-degree seeking means that you do not intend to earn your degree from Lewis.

C. Use one of the following numbers:

White Non-Hispanic = 0 Oriental =]
Hispanic Descent = = 2 Black Non-Hispanic = 3
Non-U.S. Citizen =4 American Indian =5
Other ' =6

D., E., F. Check one item for each which applies to you.

G. Use one of the following numbers:
Catholic = 0 Other Private = 1 Public = 2

H. Complete this item with "Nursing" unless you wish to complete one of our
other majors. The courses offered at off-campus lTocations are part of the
BSN degree program. While some may also apply toward other majors, selection
of a major other than Nursing will require that you also attend on-campus
courses.

Q

Application instructiolrgg & Information
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APPLICATION INSTRUCTIONS

Complete the attached Application form and mail to: Lewis University
Also have official transcript(s) sent to Office of Admissions
this address. Romeoville, IL 60441

Official transcripts include each of the following which applies to you:

- €ach community (junior) college which you have attended

each senior (4 year) college/university which you have attended
the school of nursing from which you graduated

any college(s) from which you earned credit in conjunction with
attendance at a diploma school of nursing

Remember to 1ist each of the above which applies to You under "Universities,
Colleges & Nursing Schools Attended" on the Application form. Pay attention
to all instructions and questions on the Application. Failure to answer a
question or to submit all required information will delay a dacision regarding
your admission.

Refer to the following to accurately complete corresponding items on 142 Application.

A. Full-time: 12 or more credits per semester
Part-time: 11 or fewer credits per semester

B. Degree seeking means that you intend to earn your bachelor's degree from Lewis.
Non-degree seeking means that you do not intend to earn your degree from Lewis.

C. Use one of the fb]]owing numbers:

White Non-Hispanic = 0 Oriental =
Hispanic Descent = 2 Black Non-Hispanic = 3
Non-U.S. Citizen =4 American Indian =5
Other =6

D., E., F. Check one item for each which applies to you.

G. Use one of the following numbers:
Catholic = Q Other Private = 1 Public = 2

H. Complete this item with "Nursing” unless you wish to complete one of our
other majors. The courses offered at off-campus locations are part of the
BSN degree program. While some may also apply toward other majors, selection
of a major other than Nursing will require that you also attend on-campus
courses,

Application Instructions & Information
lc RUU -




HAVE YOU TAKEN THE ACT TEST? ——YES ___NO DID YOU SEND THE SCORES TO

LEWIS UNIVERSITY? ____ YEs e NO

) MO YR MO YR
DATE YOU HAVE TAKEN OR WiLL TAKE ACT

MO YR

DO YOU WISH TO BE CONSIDERED FOR FINANCIAL AID? ___yEs —_NO
IF YES, COMPLETE FINANCIAL AID APPLICATION.

'ARE YOU A REGISTERED NURSE (RN)? ___YES ___NO 219 .
FROM TO

HAVE YOU ENROLLED PREVIQUSLY AT LEWIS? ___ YES ——NO

ARE OTHER MEMBERS OF YOUR HOUSEHOLD ENROLLED AT LEWIS? _YES ___NO

IF YES, LIST NAME & RELATIONSHIP -

NAME RELATIONSHIP

t
'BRIEFLY. WHO OR WHAT INFLUENCED YOU TO APPLY TO LEWIS?

“FATHERS NAME FIRST :

F ATTENDED LEWIS? ____YES NO
MOTHERS NAME FIRST ‘

L ATTENDED LEWIS? YES NO

ESCRIBE EXTRACURRICULAR INVOLVEMENT IN HIGH SCHOOUCOLLEGE

sy

"

ESCRIBE ANY AWARDS OR ACADEMIC HONORS RECEIVED

=T

LEWIS UNIVERSITY ADMITS STUDENTS WITHOUT REFERENCE TO RACE, COLOR, CREED, AGE, SEX.

- I cartity that the information an this ap
' this form truthfully, fully. and accurat

NATIONAL ORIGIN OR HANDICAP

plication 13 correct and complete ta the best of my knowiedge. ! understand that failure to answer any question on
8ly may make mae ineligible for admission to Lowis University or May result in my diamissal from the university,

SIGNATURE OF APPLICANT DATE

QU%
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APPLICATION FOR ADMISSION — LEWIS UNIVERSITY
MID RANE

LAST NAME ' FIRST NAME IN  MAIDEN NAME ,
SOCIAL SECURITY NUMBER
: A [ N

ADDRESS

YOUR DATE MO DAY YR

PRESENT OF

AGE BIRTH

cITY STATE  ZIP CODE '

WILL YOU ENROLL YOU WILL BE
O FULL TIME O DAY STUDENT
12 or more hours {J EVENING STUDENT
O PART TIME

COUNTY COUNTRY [8] vou wiLL BE

[0 DEGREE-SEEKING
[1 NON-DEGREE SEEKING

[>]

WHEN DO YOU WISH TO ENTER LEWIS

HOME PHONE BUSINESS PHONE FALL 19_____

( ) ( ) SPRING 18
i SUMMER 18

TO SATISFY FED GOV. REQ PLEASE INDICATE RACIAL OR ETHNIC INFORMATION

ETHNIC/RACIAL — Foreign RELIGIOUS MARITAL
BACKGROUND —Spanish-Surname PREFERENCE STATUS SEX
__Black __Ornental —CATHOLIC —SINGLE —_FEMALE
Indian  — White —~PROTESTANT —MARRIED -—MALE
HIGH SCHOOL FROM WHICH YOU WILL OR HAVE GRADUATED ENTERED  GRADUATED gps
: D SCHOO
" TYPE OF SCHOOL
CITY STATE
0 CATHOLIC
O] PUBLIC
{1OTHER PRIVATE
DO YOU WISH TO LIVE IN UNIVERSITY HOUSING? WHAT WILL YOU MAJOR IN? (SEE LIST)
IF YES. COMPLETE HOUSING APPLICATION ___YES ___NO '

UNIVERSITIES. COLLEGES & NURSING SCHOOLS ATTENDED.
(MOST REC”NT F'RST) FRCM TO  EARNED

MO YR MO YR

© __ MORE THAN 3, USE AN ADD. SHEET 20
a4
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REACHING THE RE-ENTRY ADULT:
A MODEL FOR OUTREACH AND SERVICE
Carol S. Layne, Coordinator
College Adult Re~entry Services

Jefferson Community College
Louisville, Kentucky

Introduction

Jefferson Community College, located in Louisville, Kentucky, is
the largest of the 13 institutions that comprise the University of
Kentucky's statewide system of community colleges. As Louisville's
only comprehensive public community college, Jefferson provides career-
oriented programs (the Associate in Applied Science degree) to prepare
students for immediate technical or semi-professional employment;
curricula for the first two years of baccalaureate programs; and
general educational opportunities to meet the in-service, re-education,
and cultural needs of the community. The college is committed to
keepihg requirements, procedures, and costs for admiss?bn to a minimum
and assisfance to the student at é maximum.

The need for assistance to the student is increased by the col-
lege's open admissions policy whereby the opportunity for college-level
work is provided, without restrictive admission criteria, along with
the opportunity for extensivg developmental courses and laboratories
for those not ready to achieve academic potential upbn ehtry.

As an inner-cityv institution, Jefferson has always attracted

large numbers of nontraditional students, with adults (25 and older)

ERIC | - <0

Aruitoxt provided by Eic:

G
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comprising more than 50% of the total since 1977. {See Appendix I Eo
this paper for a Student Profile.) These adults are freqﬁently first-
generation college students; a majority of them are women, and a
majority of both sexes have both jobsland families to manage along with
their returﬁ to school. A rneeds assessment survey of adult students
conducted in 1977 by the counseling program revealed admissions coun-
seling as a priority, along with on~going support for dealing with
problems typical of the adult student. Further, the nsed for assistance

. A
(information on programs and accessibility) is perceived as existing
beyond the campus, i.e., in the urban community from which most of
Jefferson's nontraditional population is drawn.

After two years of planning and research, an ad hoc Faculty/Staff
Committee determined that Jefferson's response ‘0 these needs would be
the creation of the College Adult Re-entry Services (JCC CARES) Center,
which has now completed its third successful year as a part of the
college's Student Services program. It is the college's only ;dult
recruitment program.

College Adult Re-entry Services (JCC CARES)

Goals of the Center

1. To provide information on the college, its pfograms, and
their accessibility through Outreach contact with groups,
agencies, and businesses in the community.

2. To enable the adult who is 25 and older (those under 25

qualify if they have had a significant interruption in their

'
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educational process) to have access to the information,
advising, and support needed to 6vercome potential barriers
in the re-entry process.

3. To provide service for currently enrolled adults through
special programs and monitoring in order tb enhance their
chances for academic success.

Note: Goals 1 and 2 represent 75% of the program's efforts. It was
decided that an Outreach program would be more successful if
it were not mere recruiting -- if it focused more as a
commﬁnity service which included a full-time Center so that
adults referred from Outreach contacts could receive comélete
and coordinated pre-enrollment counseling. The decision has
proved to be positive; the offer of a special service for
employees, clients, etc., has opened many doors in the com-
munity. In addition, the Center offers a.special resource for

enrolled adults who need on-going support.

Steps in the Creation of the CARES Center
l; Two faculty memyers with involvement in the planning and a
strong commitment to the projeét were recommended by .the
ad hoc committee and were approved by the college adminis-
tration: a Coordinator (with 9 hours of release time) and an
Assistant Coordinator (with 6 hours), who help staff the

Center and who conduct the Outreach and service programs.

2. Funding was received from two sources. The institution

205
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provides the major portion (80%) through salaries, the
facility, and its maintenance. Title III funds provide the
actual operating costs (a total of approximately $12,500 per
year).

The program's aims were coordinated with all other facets of
student services and with faculty, thus establishing a network
for referral and avoiding duplication of effort.

A request for volunteers from faculty, staff, and student body

- to'aia in staffing the Center resulted in 28-~32 volunteer hours

per week to supplement the time of the Coordinators. (The
faculty and staff feel a commitment to the CARES program due’
to their involvement in its initiation.)

Volunteers are given training sessions, a manual that contains
pertinent information, and a CARES Advising Guide for Adult
Students that contains questions most frequently asked by
potential adult students and appropriate techniques fgr
dealing with real or perceived barriers. In addition, a video
tape of a mock interview with an adult enrollee and role
playing are included as part of the training. volunteers
recei;e credit in one of two areas of professional accounta-
bility -- student advising or institutional service.

An Advisory Committee was set up‘consisting of twelve members

from community businesses, social service agencies, and

educational services, and one faculty and one student
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representative. This group aids in planning and evaluating
.Outreach and serves as a link bétween the school and the
community.

7. Special programs and monitoring projects, especially for high
risk students, are désigned to meet the needs of adults, based
on evaluations in the interview sessions and on follow-up.
Examples of programs iﬁclude monthly brown bag support group
sessions, and programs on time management, study skills, single
parenting, and job searching.

/
8. An Outreach program was planned and implemented, with 82 off-

campus visits and presentations conducted to date.

The Qutreach Program

Jefferson's advertising for recruitment .s limited to printing
course schedules and Continuing Education offerings in the local news-
papers; the Outreach program has become a viable substitute. The
program was planned in conjunction with the college's mission, using
information on student populations, data gathered as various téchnical
programs were established, and available community resource manuals
(see below) which helped to identify appropriate éontacts for the
target populations.

While much of the Outréach activity is directed to the community
at large, the following target populations were identified:

1. Women -- particularly displaced homemakers, single parents,

welfare mothers, and others in transitional life phases

(Women represent 60% of the college population and over 80%
of the clients seen in the Center.)

ERIC
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2. Underemployed persons

3. Unemployed persons

4. Minority groups

5. Senior citizens =

6. GED recipients ‘ .

Specific efforts for carrying 6ut the activity include dissemin-
ation of the CARES brochure (See Appendix II to this paper), one-to-one
presentations to personnel officers or program coordinators, staff or
other group presentations, formal speeches, and classes/workshops on
the re-entry process. Five categories of Outreach visitation have been
establishéd (See Appendix III to this paper for a complete list of off-
campus visits.)

Social Service Agencies

Business and Industry

Educational Centers

Business, Civic, Social, Religious and Professional Organizations

Community in General '

Social Service Agencies

This category represents a majority of activity and has had
especially positive results for several reasons. First, many re-entry
adults, particularly women, frequentlv experience life changes and
actively seek help from counseling/service organizations. Secondly,
such agencies are highly receptive to information that can increase

their networking efforts, and finally, other suggestions for outreach
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are often obtained. This reciprocal referral arrangement benefits our
students who need the services but are unaware of their existence.

Useful in identifying such agencies are the Human Resources

Directory, the Human Relations Resource Manual for Women, lists of

community -centers and senior citizens' groups available from the Chamber
of Commerce or city/county government, the telephone directory, and

announcements in local newspapers.

Business and Industry

Primarily, businesses with tuition reimbursement plans for em-
ployees have been contacted; however, other businesses with large
numbers of underemployed and commitment to upward mobility for emgloyees
have been responsive even when they lack tuition funds. Planning in
this area utilizes lists of employers (by size and category) obtained
from the Chamber of Commerce and the Department of Labor and Manpower
Services. Consideration is given to the relationship between job
activities and the college's programs; contact is geared to those who
hire or promote on the basis of courses/programs within our capability.
For firms promoting four-year degrees, the fact that Jefferson offers
the first two years of study at the lowest tuition rate in the state
has been a selling point.

Local hospitals represent the largest response in terms of
referrals in this category. Other businesses which have Education/
Training Specialists or Employee Counseling Services (in addition to

the usual personnel officers) are particularly good targets, as are
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places of employment of faculty/staff spouses and students.

Educational Centers

Adult Learning Labs, GED Centers, and educational brokering
services such as Educational Opportunity Centers make up most of this
category, which is the largest overall in terms of referrals to the
Center and is, by comparison, perhaps the easiest to establish. Con-
tact with the public.school‘s Adult Education Office resulted in a
presentation to the staff of all Adult Learning Centers (eight) and
subsequent on-site visits to all centers. GED Centers run by the
pubiic school system are listed in the phone directory; others have
been identified through contact with GED testing centers. (Two local
hospitals, for instance, provide GED Centers for their employees.)

In addition, CETA training programs, federal programs such as Job
Corps and Community Action( and private foundations for the advancement
of minority groups havé provided valuable contacts.

Business, Civic, Professional, Social, and Religious Organizations

In this area formal speeches are the typical mode of Outréach.
Lists of the first four are available from the Chamber of Commerce;
in addition, newspaper notices of meetings frequently give names and
phone numbers of program chairpersons. Significant among these have
been the Louisville Personnel Association, Business and Professional
Women's Clubs, American Association of Business Women, Single Parents,
Parents Without Partners, Older Women's Leaque, and Widows and Widowers

Organization. Most are Very receptive to program ideas because the

O
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information presented is relevant to their adult membership.

Ministerial Associations and women's church groups have also been
contacted. In some cases, these groups were willing to put our notices
in their publications. A current project is a mailing to all Federated
Women's Clubs, Homemakers groups, and Garden Clubs, lists of which are
rea. available.

Community at Large

Activities in this category are varied and include cooperation with

other units on campus of, in one instance, with other schools.

1. Announcements of the CARES service in all schedules of course
offerings. (See Appendix IV to this paper.)

2. Five radio/television interviews have been arranged with the
help of the Public Relations Office.

3. A continuing Education course "College Can Be For You" is
offered each semester (See Appendix V to this paper) with
cooperatioﬁ of the CE office and student service components.

4. A "Community'Day at Your Community College" offers an infor-
mation session, classroom visits, caméus tours, and a panel of
adult students who add their personal perspective to the re-
entry process. The program is free and open to the public.

5. A free annual workshop "Thinking of Going Back to Schoo.?" is
organized by Jefferson and presented in conjunction with two
private colleges, the University of Louisville, the state

vocational/technical school and the local EOC. The program is
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rotated among the various campuses and has been presented

three times. (See Appendix VI to this paper.)

'-Three invitations to staff information booths have been

received through various outreach contacts -- a Women's Fair
sponsored by the YWCA, the National Women's Committee Con-
ference held in Louisville in 1982, and the annual Women's
Equality Day celebration.

Welcome Wagon and Newcomers include CARES brochures ir the
informational packets that they distribute to people moving
into the metropolitan area.

CARES information has been included in newsletters published
by various organizations, including Church Women United, the
State AFL/CIO, and the Louisville Personnel Association.

A current project is the publication of a newspaper supplement

to the Courier Journal, which will feature Jefferson and all

other postsecondary options for adults.

The typical outreach contact begins with a phone call to a key
pérson in the group, agency, or business. After an introduction of the
CARES program and the offer of its service to members or employees, a
request for an appointment, not to exceed 30 minutes, is made for the
purpose of sharing information and materials. To date only three calls
have not resulted in arrangements for outreach presentations and each

of these came after discussion revealed that the offer lacked relevancy.

As indicated earlier, the success of the Outreach program can be

2
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attributed in large part to the fact that the visitation is presented

as a service, not a recruiting effort. The service thrust is supported
by the full-time Center for referrals and by the approach taken in the
Outreach session; whether it is ; one~to-one or a group presentation,

it contains information on the Adult Student Movemént (numbers, problems,
success rate, etc.), Jefferson's adult population, degree programs,
special support services, non-academic programs, and accessibility to
all of the above.

Of almcst equal importance is the follow-up to all outreach con-
tacts, who are informed of referrals and are contacted regularly to
identify further needs for information or materials. Contacts also
receive notices of all special programs and workshops.

Results of the CARES Program of OQutreach and Service

1. 1,274 individual referrals from Qutreach, with an approximate
enrollment rate of 60%.

2. Increasad support for enrolled adults through cooperation with
all other.service units and faculty and through ﬁonitoring
projects which indicate that the CARES program makes a signi-
ficant impact on the retention and success rate for most adults
served.

3. Recruitment for college's non-academic units: Continuing
Education (three courses have resulted from business contacts),
Summer Prep and Career Workshop. two state-funded developmental

programs .
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4. Cooperation with other local schools, of special benefit to
Jefferson's transfer students.
5. An increase in community awareness and an improved image for

the college.

Further information on the CARES Model may be obtained by contacting
the Coordinator.

o
(LS
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Appendix I 233
STUDENT CHARACTERISTICS AT JCC - FALL 1977 TO FALL 1981

CHARACTERISTIC FALL '77 FALL '78 FALL '79 FALL '80 FALL '81
n = 5344 n = 4514 n = 4797 n = 6113 n = 6507

SEX ‘

Male 46 43 41 40 38

Female 54 57 59 60 62

Marital Status

Single 65 64 63 61 64
Married 35 36 37 39 36
RACE

White 66 72 . 69 72 72
Black 31 25 24 21 20
Span. Amer. 1 1 ' 1 1 1
Other 2 2 . 5 6 7
EMPLOYMENT

None 39 33 31 35 35
1-19 hours 9 : 10 10 10 10
20-39 hours 17 19 22 21 22
40+ 35 38 37 34 33

. FINANCIAL AID

. BEOG 30 21 22 23 21
JCC/UK 4 4 4 5 4
Fed. Loan 1l 1 1l 2 3
VA 19 17 16 14 11
None 46 57 57 56 61
AGE
16-20 - 30 28 27 29
21-35 58 57 57 55
36-50 10 11 13 13
51-64 1 2 2 3
65+ 0 0] 0 0
CHILDREN
None 56 58 55 55 58
1-2 ' 34 KL 34 34 32

3+ 10 11. 11 12 10

CREDIT HOURS TAKEN

1-3 11 14 14 18 17
4-6 20 25 25 23 24
7-11 13 ‘ 13 12 14 13
12-15 47 40 41 40 40
le+ 9 8 8 6 6
INCOME

0-2999 , 25 22 16 16 16
3000-5999 17 14 12 12 10
6000-7499 9 8 8 7 6
7500-8999 7 7 11 7 6
9000+ 42 49 53 59 62




Many Adulis Today Want To Explore New Directions And Interests In Their Lives But Are Not Sure Where To Begin.
We Hope That This Information Provides The Suppo:: And Encouragement Needed To Take The First Step.

THIS INFORMATION 1S TROVIDED BY
THE COLLEGE ADULT REENTRY SER.
VICES (JCC CARES) OF JEFFERSON
COMMUNITY COLLEGF ANYADULTOF
TWENTY FIVE AND OLDER WHO HAS
HAD AN INTERRUMIONINTHE EDUCAT.
IONAL PROCESS 1S ENCOURAGED TO
USE TIIE SERVICES AND ACTIVITIES OF
CARES FOR TIELP IN RE ENTRY.

3 GeTTinG stamTED

THE CARES CENTER - o stpportive entry
point to the colege. The Conter offers a ser.
vice lohelp provide niloralion, arvising, and
support for the needs ol adlts. 1 also provides
it place where e adult can meel with others
who arg going (hrwaigh the sane process, can
faprinko s network ol peaple un campus andin
e community, anid can eceive on-going sup-
part and encouragemv,

I you are an adult whose velucalion was
teruped by mulitary servwe, job, marriage or
lamuly responsitilies, divorce arness o,

- ilyou are an aclult who would like to increase

skills, job opportarities, and personal enrich.
ment, call or visit the CARES Center as your
first step. The Centeris located on the Down.
lown Campus in the JI Buikding al Firs! and
Broadway, Raom 140, East Wing, Phone Caral
~ Layne, Coordinator, ot Carol Lewss, Assistant
Coordinator, at 584-0181, Ext. 216,

REENTRY WORKSHOPS are olfered at leas]
once during each schoul year. These programs

olfer help with the aclissions process and

policies, will learning the ropes lor success,
ancl with gel g ol the nevded information, For
the date of the next proyram, call the CARES
Center, 5840181, Ext. 216.

GETTING ADMITTED

LOCATION - Jeflerson Community College,
one of thirlaen lwo-year collegesinthe Univer-
sity of Kentuchy system, has twolocations: lhe
Downtown Campus at 109 Eas! Broadwayand
the Southwes! Campus at 1000 Communily
College Drive in Valley Station, Students may
aftend eifher or both campuses for the courses
they need,

OPEN ADMISSIONS POLICY — Admission

to college is open t anyone in the following
calegories:

High school graduales

GED rlificate holders

Any Kentucky resident of 19 or older {with
or wihout high school diploma or GED

+ certificate)

PROGRAMS — TWO-YEAR ASSOCIATE
DEGREES are awarded in thefollowingareas:
Accounting Technology
 Climate Conlral Technology
Commercial Arl Technology
Culinary Arls
-Dala Processing Technology
Early Childhood Education
Flectrical Engineering Technology
Enviranmental Science
Fire ScienceTechnology

* Human Services Technology

Managemenl Technology

Mechanical Engincering Technology

Medical Laboratory Technician

Nursing

Physical Therapy Assistant

Real Estale

Respiratory Therapist

Secretarial Adminislration
In adkition, Jellerson offers the Associate in
Arts and the Associate in Science degrees.

TRANSFER WORK - - The firs! o years of
eollege waork towsrd advancedd degrees are
also availlable for over 100 areas including
Accounting, Business, Chenislry, Comnun-
ications, Education, Engineering, Hunvanilies,
Psychology, Suciology, Pre-Law, PreMedi
cine, and Pre-Dentishry.

For application materials, call the Admis-
sions Qllice, Downtown, 584-7219; Soulhwes!,
935:9819.

NON-CREDIT COURSES — Addilionally,
there are numberaus opporfunilies for non-
credil courses in personal interes! and sell-
growth areas fhrough the Olfice of Continuing
Educalion, 5840161, Ex1. 170.

COST -~ The tuition at Jellerson s §17 per
credit hour up fu & maximum of $195 per se-
mester for Kentucky residents. Cas! for out:
ol-State residentsis $42 per credil hour. Ken-
tucky residents over 65 years of agemay allend
huilion dree under the Donovan Scholar Pro-
gram lor senior cilizens.

ORIENTATION ~ Siudents who are newly
adnifted are given orienation lo the collegeal

assigned limes, They are inlroduced o the

programs, policies and ~upport services of the
college, Also, at Orientalion, studentsare fes!-
ed in Gisic skills areas of English, Reading, and
Math for placement in the proper lovels of
COUrSes.

BUILDING SKILLS AND
SELF.CONFIDENCE

DEVELOPMENTAL COURSES are avalable
Tor help with basic skills i the lollowing areis:
English Math
Reading  Nalural Sciences
These courses are designed lo help the indivi-
dval increasa skills 1o eusure success af lhe
college level in subsequent courses,

READING AND STUDY SKILLS CENTER
provides programs and aids or the skill essen-
tial to learuing such as organizing materials,
taking noles, laking examinations, and deve-
loping yood study habils, This serviceis lreeof
charge lo any JCC studen! and is localed in
the Learniiy Resource Center. Contact the
Coardinalor, 5840181, Ex.. 159, for Jurther
information,

SPECIAL PROGRAMS — The Special Ser-
uices Program s designed Lo help sludenls with
academic potential succeedincollege. 1l olfers
a closely coordinaled program of academic
courses, tutoring, counsefing, and some extra-
curricular activities for 150 qualfied studenls,
Contact Marty Miller, Coordinator, at 5840181,
Ext. 318,

The Career Workshop is a tuition-Iree pro-
gramn designed for aculis who are interestedin
upgrading their basic skillsin Reading, English,
Mally ind Study Habits in preparation for en- -
lering college or vocalional school. The pro-
gram is highly individualized andt includes per-
sonal, academic, vocalional/career counseling
and ulorial services. Conlact Judy Watkins,
Coordinator, at 5840181, Ext, 231,

In addition, several courses olfer help in
makingthe transilion lo college; among these
are (he lollowing:

)5
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INTRODUCTION 10" INTERPERSONAL
COMMUNICATIONS (CMS 101 credi
houts) s course desigied to hlp people who
are inferested in enhaving or updating the
skils neeclud 1o elite ina personal, socilor
business environmen,

INDIVIDUAL GROW!11 IN HUMAN RE.
LATIONS is a course which Iocuses un help-
ing it person become more sel drected, |1 ex.
plores such lopics o5 god) seltng and confligl
and stress managemenl,

FRESHMAN ORIENTATION is a one hour
course which oflers awareriess of colloge ser-
vices anl procedlures andlelpinusing e -
lectively, miking decisions, selling goals and
phinning careers.

HELPING YOU MAKE IT
 FINANCIAL A1D -~ Regrles of e

some type of fnancialaid may be avadable for
you. Check the possibilles by caling ono of
JCC's Finiueial Aid offcers ot 3810181, B

138 or 114 lor the Downlown Campus, or
9359819 lor Soullwest.

VETERAN'S INFORMATION Il you are
veleran or the widow or orphan of a veleran
wilh elghlty benefls,call the Veluran's Allis
Office, 5810181, Ex). 225,

* INDIVIDUAL COUNSELING - Akllsaffof
professionally trained counselors is availale
loassist sludents willtheir acadeic, person-
al, and ocational concerns, The service i Iree;
students or potential students may visl the
cenler in the LV Bulding, Room 111, or cal
5810181, Ext, 177,

CAREER INFORMATION -~ A coreer Re.
source toom s located e {1 Counseling
Center. You e ivited o use hisresourcoas
you explore career possiiltics, The Counseh
g staff includes Carcer specialists who can
assist in carer exploration and choice bypro-
viding information on preparation and pro-
spects for employinent in various fields, Con.
et the Courseling Cenlr,

A
Ll

LEARNING ABOUT
JEFFERSON COMMUNITY
COLLEGE

FLEXIBLE SCHEDULING — A full comple.
ment o classes avalable day and evening dur-
ing Fall, Spring and Summer terms,

FULL ACCREDITATION — Credis are
Iranslerable o other colleges and universies

PERSONALIZED EDUCATION — A faculty
and stall commilted o he communily college
concep! of individualized inslruction and of

" responding lo changing needs of the com:

munily,

A STUDENT BODY WITH A MAJORITY
OF ADULT STUDENTS ~ 53% are 25 o

older, Many altend part-ime and have eiher

job-or [amily responsibillies o both whie
altending.

HEARING IT FROM THE
PEOPLE INVOLVED

"I my experience n 1he chssroom, many of

the retuming adult students have been among
my very besl sludenls; they are ypically el
prepared and nteresled in the subject matter.
They are also inclined 1o participale in class
dicussion where, by reason of their malurily,
they can bring to bear poins of view that zn
eighteen-year old would never (hink of”

Or. David L. Driscall Jr.

Chaiman, Social & Behaviora)
Sciences Division

"By bringing  sense of maturity, dedication,

and purpose fo lhe JCC canvpus, our adul

learners have contributed sigificantly to the

quallly of the collages academic programs.”
Dr. Ronald Horvath

Director of Jelferson
Commurity College *

"I satin my fist college class al the age ol 37,
Wil the hel of al the support syslems JCC
has, nol only hawe I stayed in school, but [ve
done wel I JCC were a our-year college, [d
stay here unlil yraduation. | lgve i1
Elaine Bow,
. PsychologyMajor

"l was nervous aboul relurning to school alter
20 years, but with the help of the nice peoplein
CARES Center and my instructors | was able
lo make the adjustment quite casily and have
been lortunale enough to beable tomainiaina
36 grade point average,” .

Clf Paquin, ‘

PreJaw Iransler sludent

*1was scaredto deathabou reenteringschool

. aler being out eighteen years. So fa, overy-
" one fas been of areal help, and | find that [am

really surprsing myself with my progress.”
Barbava Kendl ¢~
Dala Processing Major

| \\ REDIY 1

N

THE DOOR
IS OPEN
[0

* Increased
Sklls

* Change of
Careers

* Personal

Enrichment
/ § ‘Newdob
Opportunities
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APPENDIX III

Outreach vVisitation/Activities

I. Social Service Agencies

Action Now

Alternatives For Women

Bureau of Social Services (DHR)

Bureau of Vocational Rehabilitation
Community Action Agency

Community Treatment Center

Creative Employment Project for Women
Counsel and Human Service

Displaced Homemakers Centers (3)

Female Offenders Resource Center

Human Development Center

Jewish Family and Vocational Services
Louisville Central Community Center
Options for Women

Senior Community Service Employment Program
Senior House, Inc.

Seven Counties Mental Health Services
Southern Indiana Mental Health and Guidance Center
Spouse Abuse Center

VET Center

Women's Center (YWCA)

Work Incentive Program for Welfare Parents
Youth Job Corps

II. Business and Industry

Brown and Williamson Tobacco Corporation
Census Bureau

Clanton and Company Insurance

Emergency Medical Service

Fischer Packing Company

Greater Louisville Central Labor Council
Humana Corporation

Kentucky Fair and Exposition Center
Kentucky Fried Chicken Incorporated
Local Hospitals (6)

Machinists Local Union

Pepsico, Inc.

Sts. Mary and Elizabeth Hospital
Skillmakers, Inc.

U.S. Fidelity and Guaranty Company

R2Y
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(Appendix III Con't.)

III.

v.

Educational Services

Adult Education/Public School System
Adult Learning Centers (6)
Educational Opportunity Centers (2)
GED Centers (8)

The Lincoln Foundation

PTA District Coordinator

Business, Professional, Civic, Social, and Religious Organizations

American Associlation of Retired Persons
Dmerican Business Women's Association
American Society for Training and Development
Business and Professional Women's Club

Church Women United

Churches (2)

Federal Women's Programs (HUD and U.S. Postal Service)
Louisville Personnel Association

Ministerial Associations (1)

National Council of Jewish Women

Newcomers A

Older Women's League

Parents Without Partners

Single Parents

Welcome Wagon

Widows and Widowers

General (See text of article)
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APPENDIX IV

J.C.C. CARES

Attention Adult Students

COLLEGE ADULT RE-ENTRY SERVICES

If you're an adult

*

*

*
*
If you're an adult
*
*
*

*

JCC CARES can help.

whose education has been interrupted by
job

marriage

family responsibilities

divorce

military service

illness or accident ... or

who would like to resume you education to
imprbve skills

gain new skills

consider a career change

take courses for enrichment

CARES is a service designed to meet the

education, advisory, and svpport needs of the adult (25 or

older) who is considering coming (back) to school. If you

would like to discuss the re-entry process or get pre-

‘admissions advising, call JCC CARES, 584-0181, Ext. 345, or

come to the CARES Center in the L.V. Building, Room 112

(on Chestnut between First and Second Streets).
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APPENDIX IV CONT'D

THE FIRST STEP FOR
ADULT STUDENTS

by Carol Layne, Coordinator

The College Adult Re-entry Sérvice (JCC CARES) is a
special component of ‘Jefferson's Student Services, designed
to meet the needs of adults who are fesuming their education.
CARES serves as a pre-enrollment center which offers coor-
dinated information on the entry process, referral to
appropriate campus resources, and as an on-going support
system for adults after enrollment.

The CARES Center was established in 1979 to meet the
needs of adults in the community: those over 25 now
constitute 53% of the student body. Our service includes
the following:

1. A personal interview

* assessment of individual needs/goals

* explanation of the enrollment process

application ACT/CPP requirements
advising orientation
registration

* discussion of the college's programs

* referral to other campus resources
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2. A support system
* through the center which is open full-time and
is staffed by coordinators and trained faculty/
staff volunteers
* through programs designed to meet the special
needs of adult students
* through follow-up on students' progress
If you are considering resuming your education after an
interruptibn at any level (high school graduate, high school
dropout, some college hours earned, etc.), our service
offers help in the first steps of your consideration,
whether you are thinking about a two-year or four-year
degree program, courses for increasing job“skills, or
learning for personal enrichment. Typically, re-entfy
~adults wish to discuss not only their educational goals, but
their personal concerns about adjusting to fhe learning
environment, brushing up skills necessary for success, and
learning to manage the time demands of school, home, job,
and family.
Call the CARES Center at 584-0181, Ext. 345, for an
appecintment. The service is free and is offered without

any obligation.
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College Can Be For Youl

Target Audience:. Adults who have never attended college or why are returning
to college

Faculty: Carol Layne, Coordinator of College Adult Re-entry
. Services (CARES) :
Carol Lewis, Assistant Coord1nator of CARES
Sara McCombs, Reading and Study Skills Specialist
Sherman Bush, Financial Aid Officer
Jeanne Block, Counseling
Phil Ronniger, Counseling

Course Schedule: March 29 Session one Learning the Ropes (includes
: an individual assessment)
April 5 Session two - Managing Time and Money Problems
April 12 Session three Brushing Up Study Techniques
April 19. Session four Exploring Career Opportunities
April 26 Session five Avoiding Traps/Making It Happen

Dates: The course will meet five Mondays: March 29, April 5, 12,
19 and 26 from 12:30 - 2:30. '

Place: Room LV 101-F of the LV Building on campus (Located between
' 1st and Second Streets, Chestnut Street at rear)

Fee: - $§7.50 covers tuition and all materials. Checks shou]d be
made payable to Jefferson Community College. ‘

Register Now: Enroliment is limited to 25. Detach the registration form
below and return with check to the office of Continuing
Education. Or, call the above office at 584-0181, Ext. 170.
If you register by phone, fee will be payable at the beginning
of the first session. OQur office is located in Room 109
of the LV Building.

Name ‘ Social Security Mo.

Address

(Street and Number) {City and State) (Zip) {Phone)

Mail this form with 37.50 registration fee to:

0ffice of Continuing Education

Jefferson Community College .
Box 1036 ‘

Louisville, KY 40201 :

B2



Saturday, December 1, 1979

9:00 - 9:30 A.M.

SPEAKER,
4TH WARD
ALDERMEN

9:30 - 10:00 A.M.

10:00 - 11:00 A.M.

11:00 - 11:15 A.M.

11:15 - 12:15 pP.M.

12:15 - 1:00 Pp.M.

(These sessiong will be

adminis
sponsor

Mar
Jefferson Community College

MITLDING CODRS:

TECH. INSTITUTE

coeer
——— 1 cmrsn_
exTILANCE [
[ s
[+ g )
= PARKING N
£ £
v v
2 5
H 2

3 l.OALIA!

JY = JEFPERSON ayILDING
RBE = HARTFORD BUILDING

LRC = LEARNING RESQURCE

PROGRA

Jefferson Cormunity Collegs
Hartford Building (HB)

Activity

Registration
-- coffee and dzanish

MARY MARGARECT MOLVIH(LE

ALDERMAN, LOUISVILLE BOARD OF
SESSION I

(choose one)

Learning the Ropas
Room HB 204

-- degree programs’

== non-degree progiama
—= 8upport services
college terminology
CLEP

Coffee Break

Session II
{choose one)

Getting a Handle on Those
Books-Let's Make it Easy
Room HB 204
== Fear of failure . . .
- overcoming high school
transcripts
= re-entry studeats do
succeed
-- How to succeed . . .
- getting into the
study habit
- sharpening your
learning tools

Heet the College/University
reprezantatives, faculty, ard
studentg

APPENDIX VI

9:00 A.M. - 1:00 P.M.

HB8, LobLiy

HB CO6 - 005

Pulling It All Together
Room HB 206

== problems (internal §&.
external) in (re)
. ‘entering college
-- preparing oneself
preparing the family
== time management

Planning For Your Life
Room HB 206

choosing a (second)
career

career opportunities’
non-traditional alter-
natives
Self-assessment

HB Lotby

presented by faculey,

trative gtaff, and students from the

ing inatituticas.)

Program Participants

Carol Layne and Catherine Aponte, JCC CARES,

(College Adult Re
Cozmunity College

LV = LOUISIVLLY VOCATIONAL

Joyce Buah, Ausistant Coordinacor,
Bducation, Spalding College

-Entry Services) Jefferson

Continuing

William Cox, Coordinator Special Students

EXPRESSWAY

Services,

Services and Katheriae Bvang,
Center, Univergity of Louiaville

HMarge Wesolowski, Assistant
" Admissions Counuelor,

Counaeling

Bill Evana, Regional Director, Jzffersca Stata
Vocational Technical School

ERIC

Aruitoxt provided by Eic:

R_2g

Dan Conrell, Project Director,
Opportuniiy Center

Educacioual
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Dean and Nancy Howard,
Adaissions and Educational
Bellaraine College



Any adult whose education has been
interrupted by . . .

*job  *marriage *divorce
*family responsibilities *illness/accident

Any adult who would 1like to . . .

*change careers *improve skills
*gain new skills *take courses for enrichment

For questions or further information,
call:
JCC CARES 584-0181

096 'ON lwicd
Ay} ‘ajliasina
alvd

FOVLISOd 'Sl
yonjeziueiQ 1j014-uoyy

'S0, YOU THINK YOU WANT TO

GO (BACK) TO COLLEGE . . . ."
A PROGRAM ON ISSUES AND ANSWﬁRS
ABOUT
HIGHER EDUCATICN

December 1, 1979
Jefferson Community College

sponsored jointly by . .

242

Enrollment may be made by returning the
form below or registering at the door.
This program is being offered free of-
charge. C.E.U.'s are available.

* * %X % % *Registration Formk * * * * % 4
Name

Address

City State Zip

Mail to: JCC CARES i
‘efferson Cor anity .College
109 East % jway
Louisville, KY 40202
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SPALDING COLLEGE
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