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Purpose of Tracking Sources



Why track sources?

● Understand how students found your college or university
● Determine the return on investment for your lead generation partners
● Support decisions to increase of decrease your marketing spend for each 

lead source
● Understand the student profile for each source
● Be informed at renewal time
● Achieve your enrollment goals and shape your class



Organizing Lead Sources in Slate



Where to start?

● Compile a list of all vendors or sources that generate prospects or 
inquiries
○ Include all paid sources you plan to evaluate for ROI
○ Gather annual expenses of each paid source
○ Events attended, form submissions, application materials submitted 

are not necessary for this exercise
● Determine how leads are uploaded into Slate

○ Best practice is to use the Slate standard or custom source format
○ Avoid ad hoc uploads if possible
○ Timely uploads are important to track true first source



Where to start?

● Review your Slate instance to assure each lead source is set up as a first source origin 
source
○ Best practice is to link to the source formats and not source folders
○ Folders or interactions may be needed for files loaded without a standard or custom 

source format (for example, historical data loads)
○ May require reconfiguring origin source summary/category, source folders, etc. to 

properly track sources 
○ May need to retro-refresh historical data to assign proper first source

● Organize your lead source list to show all ways the data can be tagged in Slate 
○ Source Formats
○ Source Folders
○ Interactions
○ Form Submissions (tied directly to a paid source)



Origin Sources

● Tracks a student’s initial 
entry point into Slate

● Consolidate origin sources 
by summary

● Categories are also useful to 
group similar sources 
together

● Utilize source formats 
primarily for lead sources

● Interactions, source folders, 
or form submissions if 
needed



Source Formats & Folders

● Standard or custom source 
formats should be used to 
upload lead sources

● Creates a new folder upon 
initial upload or you may 
customize folders

● Assure all data uploads are 
occurring as frequently as 
possible to track true first 
source

● Consider daily or weekly 
automated uploads with 
SFTP in Slate 



Interactions & Forms

● Only needed if lead source is 
not uploaded with a source 
format or stored in a source 
folder

● May be required for historical 
interactions

● Lead sources generated 
through form submissions on 
external sites



Case Study: CollegeXpress



The hub of human connection

CollegeXpress is a go-to resource for college and 
scholarship information for high school students, 
parents, and counselors. 

By connecting students with colleges and universities 
across the country, CollegeXpress has become one of 
the most powerful lead generation engines in the 
Higher Education space. 

+ Network of 2 million+ active prospective students 
and parents 

+ Early pipeline development (sophomore/junior)
+ Year-round lead generation
+ Regional presence and new geographical visibility 
+ Daily lead integration into Slate



40 strategic segmentation offerings

Health & Medicine

Science & Engineering

Business

Education

Visual Arts

Performing Arts

Multicultural

International

Transfer

Graduate

Catholic

Christian

National
Nationwide outreach to the highest 
academic achievers with a target GPA and 
test scores in the A+ range. 

Regional
Academically strong students with target 
GPA and test scores in the A to A- range. 

Regional/Local
Regional outreach to above-average 
students with target GPA and test scores 
in the B+ to B- range. 



College Connection:

1. College Search tool
2. School profiles
3. Lists and Rankings tool
4. Targeted emails

How students connect to 
schools with CX:



Yes, connect me!

What does clicking the “Yes, connect me!” 
button mean to a student?



Data Beyond Name and Email

+ HS Grad Year
+ First Name
+ Last Name
+ Email
+ Birthday
+ Country
+ Street Address
+ Phone
+ Gender
+ Race
+ Parent Email

+ High School Name
+ High School GPA
+ SAT Reading and 

Writing
+ SAT Math
+ SAT Complete
+ ACT Composite
+ Preferred Major
+ Alternate Major
+ Sport



headline sentence or 
statement here

12,650+
COLLEGEXPRESS  LEADS

850+
COLLEGEXPRESS 

FIRST-SOURCE STARTED APPS

500+
COLLEGEXPRESS 

FIRST-SOURCE ADMITS

140+
COLLEGEXPRESS 

FIRST-SOURCE DEPOSITS

“We’re always looking for ways to use our admission resources wisely 

and invest in sources that produce results. For Florida Atlantic, 

CollegeXpress delivers high yield for minimal investment. Through 

CollegeXpress, we’re continuously getting in front of qualified students 

who are actively engaged in the college search process and interested 

in FAU.”

MAURA FLASCHNER
Executive Director of Undergraduate Admission, Florida Atlantic University

CollegeXpress
Results for Fall 2020



ROI Reports - Lead Source Analysis

● Admission Funnel
○ Create columns with 

school-specific filters
○ Include applications 

through enrolled
● Application & Yield Rates

○ Calculate applications 
submitted from total 
leads

○ Calculate percentage of 
enrolled 

○ Be sure to format as %



ROI Reports - Lead Source Analysis

●  Create separate parts for lead sources
○ First Source
○ Secondary Source
○ Total Leads
○ Sole Source

● Top level filters identify the source 
formats, folders, interactions, or forms 
that track sources

● Row filters specify in or not in origin 
sources for first and secondary sources

● Sole source is filtered by including the 
targeted source and excluding all 
others



Lead Source Analysis



Lead Source Analysis



Lead Source Analysis



＋ CollegeXpress
○ Most first source leads and second most sole source leads
○ Strong yield across all source types
○ Higher yield than College Board and Encoura

＋ Lead Source #2
○ Largest total inquiries, sole source, and total enrolled
○ 5% lower app and yield rates compared to CollegeXpress
○ Similar yield to College Board and Encoura

＋ Lead Source #3
○ Lowest first and sole source leads
○ Lowest enrolled total students and first source yield
○ Comparable overall yield as Lead Source #2 
○ Similar yield to College Board and Encoura

Lead Source Analysis

● CollegeXpress
○ Performs well and data 

supports investment 
○ Nurture leads more to 

increase enrollees given 
high app and yield rates

● Lead Source #2
○ Performs well and data 

supports investment
○ Lower yield is a challenge

● Lead Source #3
○ Consider re-allocating 

budget to other lead 
sources or other 
recruitment efforts



ROI Reports - Revenue Analysis
● Top level filters identify 

the source formats, 
folders, interactions, or 
forms that track 
sources

● Create column for leads 
(prospects or inquiries), 
enrolled students, and 
expenses and revenue

● Row filters designate 
origin and sole source



ROI Reports - Revenue Analysis
● Hard code and format 

annual expenses and 
net tuition revenue in 
the column filters

● Utilize formulas to 
produce costs per 
student and revenue 
projections



Revenue Analysis



Revenue Analysis



Lead Source Overlap

● Create a new part of 
the ROI report

● Utilize row filters to 
include the primary 
lead source and 
additional filters to 
include lead sources 
for overlap comparison 

● Analyze overlap among 
as many  sources as 
you like



Lead Source Profile

● Academic Majors
● Geography
● Sex
● Ethnicity
● Test scores
● Any data point in 

Slate!



Final Thoughts & Tips
● Dedicate time to do a thorough audit of all origin sources, source formats, source folders, 

interactions, and other tracking of lead  source origination
● Clean up all data issues and do a retro-refresh to assign origin sources
● Gather all lead source annual costs and your institution’s current net tuition revenue per student
● Get organized and have reference document before building reports
● Remember that there are many ways to analyze the source data and a single data point should not 

drive the final decision to discontinue or reinvest in a lead source
● Secondary sources allow for additional touchpoints and marketing from the lead source
● Overlap of leads among vendors is a fact of life and several may be needed to saturate your target 

markets
● Report building can be time-consuming and requires a certain level of expertise, but provides a 

wealth of data to make strategic decisions
● Finally, Carnegie has a the largest team of Slate experts in the field and can be contracted to help 

you develop an ROI analysis and strategy



Questions + Answers



Thank You!

Jim Rogers
SVP, Enrollment Strategy

jrogers@carnegiehighered.com

Jaime Oleksik
AVP, Enrollment Marketing & Strategy

joleksik@carnegiehighered.com

CarnegieHigherEd.com


