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Dear Colleagues, 
 
The Office of Undergraduate Admissions is excited to begin a new recruitment and admissions 
cycle. We will continue to focus on enrolling bright and diverse freshman and transfer 
populations. Our primary goal is to maintain the excellence and size of the incoming class of 
new freshmen and transfers while continuing to diversify the undergraduate population. 
 
The following pages share our objectives, strategies, and tactics to accomplish these tasks, 
including specific discussion of the following topics: 
 

• Resident Recruitment & Admissions 
• Non-Resident Recruitment & Admissions 
• International Recruitment & Admissions 
• Diversity Recruitment & Admissions  
• Transfer Recruitment & Admissions 
• Campus Visits 

 
The market for recruiting and enrolling talented students is changing. We face greater 
competition for a declining population in our primary market: the students in the state of 
Illinois. We have opportunities to diversify enrollment in secondary markets within the U.S. 
and among international markets without taking away opportunities or resources from our 
primary market. Sustained growth in campus diversity will be a function of the amount of 
financial aid and scholarship opportunities available to students. With the changing economic 
realities within the state of Illinois, we will need to create new pathways for students in order to 
ensure equitable access for all students. Our ability to compete for new students will be 
dependent on our depth of understanding of our institutional identity and the breadth of 
cooperation to communicate a consistent message. 
 
What makes Illinois distinct among our peer universities is that we boast one of the most 
diverse public schools in the Big Ten (place), we have the best return on investment in the Big 
Ten (price), and we offer globally top-ranked academic programs that specialize in 
incorporating opportunities for undergraduate research and innovation (program). These 
compelling factors of place, price, and program align with how students make their college 
choice. We intend to collaborate with campus partners in order to highlight these market 
advantages to prospective students and families. 
 
I look forward to working in partnership with you during the 2018-2019 recruitment cycle! 
 
Sincerely, 
 

 
 
Andy Borst, Ph.D. 
Director of Undergraduate Admissions 
 



 

 
 

4 

Enrollment Context 
The University of Illinois at Urbana-Champaign has a long and proud history of serving the 
state, nation, and world by providing a world-class education to a sizable student body. 
Urbana’s enrollment of 44,880 already situates us among the largest campuses in the country. 
Data from the Integrated Post-Secondary Education Data System (IPEDS) shows that Urbana’s 
2014 enrollment placed it as the 14th largest university in the country. Urbana also had the 6th 
largest freshman class and awarded the 13th most degrees in the country that year. These 
metrics reveal we are already among the nation’s leaders in providing a world-class education 
at considerable scale. 
 
While we have long been among the nation’s largest universities, our commitment to access has 
grown significantly in recent years. Between 2000 and 2015, campus undergraduate enrollments 
grew by 18% (from 27,782 to 32,878), and graduate and professional enrollments grew by 24% 
(from 9,054 to 11,209). While much of this growth was organic, planned growth occurred in 
2006-2007, when the campus freshman class target was increased from 6,100 to 7,100, and in 
2009-2010, when the College of Engineering freshman class target was increased from 1,300 to 
1,500. 
 
One consequence of this history is that our ability to increase undergraduate enrollments across 
the board is quite limited. The Urbana campus is already 14th in the nation in number of 
undergraduate applications (behind six University of California schools with a shared 
application process that inflates their numbers), so we have little room to grow by building our 
overall number of applications. We already admit 62% of undergraduate applicants, so we have 
little room for growth in this metric without substantially changing the profile of the class. 
Increasing yield is another way to enroll more students, but most students who turn down our 
offers of admission cite our high cost of attendance and/or less financial aid than they had 
hoped for—factors we haven’t had the financial resources to change on a class-wide basis in the 
past. In view of all of this, any growth in undergraduate enrollments must be strategically 
targeted at specific programs. 
 
Enrollment Goal 
The overall goal is to maintain the excellence and size of the undergraduate population.  As the 
land-grant and flagship campus in the state of Illinois, our first priority is to enroll resident 
students and then supplement enrollment with high-achieving non-residents and international 
students. 

 
Excellence is pursued by enrolling students with high potential for achievement, enrolling a 
diverse group of students, and providing a high-quality educational experience. This points to 
the importance of students’ academic qualifications, talent, and motivation; the mix of 
race/ethnicity, gender, family income, and residency among students; the educational resources 
available to students; and the match between each program’s enrollment and its capacity.  
  
Size affects tuition revenue and costs in ways that are readily quantified. While revenue from 
tuition is important (increasingly so in recent years), revenue per se should not be the goal of 
enrollment growth. Indeed, at a comprehensive university, not every educational program must 
have revenues that cover its costs. However, we must manage our enrollments and our 
portfolio of educational programs so the campus as a whole has sufficient revenue to sustain its 
operations, with some flexibility to explore new opportunities for teaching, research, and 
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service. Moreover, in the current fiscal climate, any enrollment growth or new educational 
program should at least be revenue neutral and preferably generate revenues that exceed its 
costs.  
  
Size also affects excellence in ways both real and perceived. Conventional wisdom holds that 
students learn better in smaller class sections than in larger ones, and that larger institutions 
cannot be as discriminating as smaller institutions when admitting students. Broadly speaking, 
excellence is negatively correlated with size. For instance, all of the universities ranked higher 
than Urbana in U.S. News and World Report have smaller enrollments than Urbana, and all but 
one of our IBHE peer group (the University of Texas at Austin) have smaller enrollments. Thus, 
increasing enrollment without taking steps to maintain students’ academic qualifications and 
student diversity or a quality educational experience can reduce an institution’s impact. 
 
An institution’s excellence also has long-term impacts on its reputation. Reputation is enhanced 
by the factors that drive excellence (i.e., program quality, entering student quality, and 
diversity), and a solid reputation makes it easier and less expensive to attract a strong and 
diverse group of students and a strong faculty, which further improves reputation in a virtuous 
cycle. The opposite cycle—a decreasing reputation that makes it harder to recruit good students 
and faculty, thus decreasing reputation still further—is one to be avoided at all costs. One way 
to preserve our excellent institutional reputation is to ensure that any growth in enrollment is 
consistent with the strategic goals of our campus, and that growth is planned and coordinated 
so as to enhance our overall institutional impact. 
 
Admissions Philosophy 
As a land-grant university and Illinois’ flagship public university, the University of Illinois at 
Urbana-Champaign has a responsibility to serve the citizens of the state of Illinois, from the 
power corridors of the Chicago Loop to the cornfields of Southern Illinois. The goal of the 
admissions review is to execute the will of the faculty and university administration by 
implementing a fair and equitable process to select from a large pool of applicants those 
individuals who have challenged themselves academically and show commitment to activities 
and service expected of University of Illinois alumni. 
 
The University of Illinois seeks to enroll a diverse student body in order to create an inclusive 
and pluralistic learning environment that respects the varied perspectives and lived experiences 
of a diverse community. The concept of a diverse student body should be understood to include 
diversity in many dimensions, including socioeconomic status, veteran status, 
city/county/state/country of origin, family background, gender, race and ethnicity, and the 
intersection of these factors. Students learn and achieve more in diverse environments. As we 
strive to provide the best possible educational environment, our students have a compelling 
educational need to participate in a diverse learning environment. 
 
Factors we consider for admission include consistent achievement at the highest curriculum 
level available to the student; competitive scores and subscores on standardized tests in relation 
to the context available to the student; interest in the major/program and reason for selecting 
the academic interest area; achievements outside of the classroom that suggest strengths and 
skills that will enhance the campus community; and unique circumstances that may 
demonstrate qualities or skills that help a student to succeed 
(http://admissions.illinois.edu/Apply/Freshman/review). 
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The citizens and legislators of Illinois have consistently reaffirmed that a student’s access to 
quality education, and therefore opportunities in life, should not be determined by the 
socioeconomic status of one’s parents or the school district in which one lives. Our 
undergraduate admissions review process uses a whole-context holistic review (http://www-
personal.umich.edu/~bastedo/papers/BastedoEtAl2018.pdf), which takes into account the 
opportunities in the high school, family background, ongoing hardships, extenuating 
circumstances, and other contextual factors. It is important to understand the achievements of a 
student within the setting of various external influences, such as school resources, habitus, and 
family context that contribute to or hinder a student’s accomplishments. 
 
Academic performance, test scores, and other traditional measures of academic merit can vary 
greatly depending on the socioeconomic status of a student’s parents and differences in K-12 
contexts. Not everyone has access to a robust college-preparation curriculum, including 
students in rural high schools, historically underrepresented students, and students from lower 
socioeconomic backgrounds with less access to Advanced Placement courses. Assessing high 
school performance through measures like class rank helps assess student performance within 
the context of the high school; however, fewer than 40% of Illinois high schools track and report 
class rank on transcripts. Well-documented variance exists in standardized test scores across 
race/ethnicity, gender, and socioeconomic groups that account for most of the gaps in 
intergenerational economic mobility. Students who attend high schools with relatively higher 
expenditures per student have better access to college counselors, private tutors, and test-
preparation services. Such differences in wealth, access to college counseling, access to 
advanced courses, standardized test preparation, and other factors can reinforce class 
stratification and limit future economic mobility. Our admissions review process focuses on 
how an individual student maximizes the educational offerings available to him or her and how 
that student has demonstrated academic achievement within his or her unique context. 
 
Given that we admit by college, we also consider applicants in relation to the other students 
who have applied to that college, not all applicants to the university. Each college identifies and 
places unique emphasis on subjective factors that fit within the university’s strategic enrollment 
goals as well as the goals of the college. The college-specific review criteria may change each 
admissions review cycle. In an effort to demonstrate transparency, these factors can be found on 
the following website: https://admissions.illinois.edu/Apply/Freshman/program-criteria. 
 
Although it is difficult to define all of the factors that are excluded from the admissions review 
process, in order to promote fairness, we do not consider legacy/donor status, financial need, 
demonstrated interest, social media presence, counselor/teacher recommendations, or third-
party advocate statements. 
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Enrollment Goals 
The primary focus of the university is to educate the residents of the state of Illinois. From 2006 
to 2016, the percent of Illinois residents in the freshman class decreased from 89% to 73.4% 
(6,385 to 5,664; -11.3%). During the same time, the total number of Illinois high school graduates 
remained relatively unchanged in size (145,325 to 144,617; -0.5%). The decline in Illinois 
residents has not been because of a lack of recruitment effort or offers of admission. In fact, the 
number of admissions offers to Illinois residents increased from 11,007 in 2006 to 13,172 in 2016 
(Figure 1.1). 
 
The most significant factor in the decline in Illinois residents has been increased cost. Direct 
costs (i.e., tuition, fees, and room and board) have increased from $17,598 in 2006 to $25,894 in 
2016 ($8,296; 47.1%). Undergraduate institutional aid has also increased from $10 million in 2006 
to $70 million in 2016. This shift from a low-cost, low-aid model to a high-cost, high-aid model 
will continue to have a direct impact on the recruitment of Illinois residents. The ability to 
continue to recruit and enroll talented Illinois residents will be a function of the amount of 
institutional aid and donor-directed scholarships available to Illinois residents. 
 

 2013 2014 2015 2016 2017 2018 est. 
Applicants 17,175 17,330 16,892 18,393 18,841 19,660 
Admit % 69.9% 68.4% 76.5% 71.6% 71.6% 71.2% 
Admits 11,999 11,858 12,917 13,172 13,494 14,006 
Yield 44.7% 41.9% 42.8% 43.0% 40.7% 41.7% 

Enrollees 5,358 4,974 5,528 5,664 5,507 5,835 
Figure 1.1 Illinois Resident Admissions Numbers, 2013-2018 
 
Overview 

• The number of Illinois high school graduates are projected to decline 7% (-10,100) over 
the next 10 years. High school demographics continue to become more diverse, with 
increases in Hispanic and Asian American students and decreases in White and African 
American students. 

• Competition for Illinois students continues to increase. The number of regionally based 
recruitment staff representing various colleges and universities increased from 42 in 
2007 to 124 in 2017 in Chicago and from 12 in 2007 to 27 in 2017 in St. Louis. 

• Out-of-state flagships and other large research universities offering large merit-based 
scholarships have become our biggest competitors. The largest market penetration of 
competitors has been among White students with ACTs of 29 to 32 in the Chicago 
suburbs. Resident students cite limited scholarship opportunities as the primary reason 
for not enrolling at Illinois. 

• Despite a declining state population and increased competition, Illinois has improved 
both its application rate and market share in the university’s primary market of Chicago 
and the surrounding suburbs. With the Chicago Satellite Office and additional regional 
counselors, Illinois has a larger recruitment staff committed to our primary market than 
any other institution or city in the country. 

• The greatest potential to increase application rates and market share of Illinois residents 
is among students in the middle range of ability who reside in downstate areas. 

 
 



 

 9 

Situational Analysis 
As the landscape of high school graduates in Illinois begins to change, we continue to 
implement effective techniques to build the Illinois brand. Projections from sources such as the 
Western Interstate Commission for Higher Education (WICHE) show a significant decrease in 
high school graduates in the coming years (Figure 1.2). 
 

 
 
Figure 1.2 Projections of Illinois High School Graduates, 2013-2027 
Source: Western Interstate Commission for Higher Education, http://knocking.wiche.edu/report, December 2016 
 
In addition to a declining state population of high school graduates, the number of regionally 
based recruitment staff representing various colleges and universities has increased from 42 in 
2007 to 124 in 2017 in Chicago and 12 in 2007 to 27 in 2017 in St. Louis. The National Student 
Clearinghouse provides data of where students who were admitted to Illinois choose to enroll. 
Comparing Fall 2010 to Fall 2017 allows us to understand competitors who have increased 
market share of residents who were admitted to Illinois (Figure 1.3). 
 

University Fall 2010 Fall 2017 Increase (#) 
Indiana University – Bloomington 173 337 128 
University of Michigan 186 298 112 
University of Minnesota – Twin Cities 59 167 108 
Purdue University – West Lafayette 153 254 101 
Ohio State University 45 128 83 
University of Alabama 17 74 71 
Iowa State University 61 116 55 
Miami University 39 94 55 

 
Figure 1.3 Competitors and Increased Resident Market Share, Fall 2010 vs. Fall 2017 
Source: National Student Clearinghouse 
 
  



 

 10 

The annual survey of students who declined their offers of admission to Illinois illustrates that a 
lack of scholarship continues to be the biggest reason they do so (Figure 1.4). It is notable that 
state budget uncertainty was a more significant factor in the decision-making process for 
residents than for non-residents or international students, though it was not the most important 
reason identified. 
 

 All 
Responses 

Residents 
Only 

Difference 
(%) 

Scholarship 48% 54% 6% 
Cost 45% 47% 2% 
Location 32% 30% -2% 
Campus Experience 25% 27% 2% 
Uncertainty of the state of Illinois budget 17% 27% 10% 
Advice from family member, friend, mentor, etc. 22% 20% -2% 
Reputation 21% 20% -1% 
Communication with staff from my program of study 11% 13% 2% 
Advice from high school counselor, teacher, coach, etc. 12% 11% -1% 
Communication with admissions staff 9% 10% 1% 
Timing of when I found out I was admitted 6% 7% 1% 
Communication materials 6% 6% 0% 

 
Figure 1.4 Reasons for Declining Illinois Offers of Admission, 2017 
 
EOS/ACT data provides information to examine the total numbers of students who are college 
ready in the state of Illinois both by location and by test score. Over the last five years, Illinois 
has improved in both application rate (Figure 1.5) and market share (Figure 1.6). Both account 
for changes in population size over time. Despite a declining population and increased 
competition, Illinois has improved its application rate and market share in the university’s 
primary market of Chicago and the surrounding suburbs. 
 
The school district with the largest number of students enrolling at Illinois is the Chicago Public 
Schools (CPS).  Several school districts in Cook County are not a part of the CPS district.  The 
Collar Counties around Cook County include Lake, McHenry, Kane, DuPage, and Will 
counties.  Downstate is a commonly referenced moniker and includes most counties in Illinois 
from Rockford to Carbondale and Quincy to Charleston (excluding the St. Louis Metro East and 
Local Counties).  The St. Louis Metro East area excludes all Missouri schools.  The Local 
counties include Champaign County and all adjacent counties. 
 

 CPS Cook 
Non-CPS 

Collar 
Counties Downstate St. Louis 

Metro East Local All 
Illinois 

2012 28.4% 27.1% 20.9% 13.6% 10.1% 17.1% 20.9% 
2013 28.2% 26.2% 21.1% 11.3% 9.8% 24.5% 20.2% 
2014 34.0% 26.6% 21.2% 11.2% 9.9% 24.9% 20.8% 
2015 34.2% 26.0% 20.6% 11.2% 9.4% 23.2% 20.5% 
2016 34.4% 28.0% 21.7% 12.1% 9.3% 24.9% 21.9% 

 
Figure 1.5 Application Rate (Number of Students Applying to Illinois), 2012-2016 
Source: EOS/ACT Data, 2016 
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 CPS Cook 
Non-CPS 

Collar 
Counties Downstate St. Louis 

Metro East Local All 
Illinois 

2012 8.5% 8.1% 7.0% 5.4% 3.8% 8.0% 6.9% 
2013 8.7% 8.3% 6.8% 4.6% 3.2% 10.4% 6.7% 
2014 8.7% 7.7% 6.4% 4.4% 3.5% 10.1% 6.4% 
2015 10.0% 8.7% 7.2% 4.8% 3.5% 11.2% 7.1% 
2016 10.3% 9.1% 7.1% 4.7% 3.2% 11.0% 7.2% 

 
Figure 1.6 Market Share (Number of Students Enrolling at Illinois), 2012-2016 
Source: EOS/ACT Data, 2016 
 
The greatest potential in increasing application rate and market share of Illinois residents is 
among students scoring in the middle range of ability (26-31 ACT) who reside in downstate 
areas (Figures 1.7 and 1.8). By adding new regionally based staff focused on non-resident 
students (page 17), campus-based recruitment staff will be able to increase visits to Illinois high 
schools by at least 10% for Fall 2018. 
 

 CPS Cook 
Non-CPS 

Collar 
Counties Downstate St. Louis 

Metro East Local All 
Illinois 

Top Quartile 
(32+ ACT) 64.9% 53.0% 54.5% 49.0% 37.1% 64.3% 53.6% 

2nd Quartile 
(29-31 ACT) 51.4% 38.0% 38.1% 28.3% 21.6% 41.7% 38.9% 

3rd Quartile 
(26-28 ACT) 47.7% 24.5% 24.2% 16.1% 11.9% 33.7% 28.1% 

4th Quartile 
(21-25 ACT) 26.2% 8.1% 7.5% 4.4% 2.8% 9.2% 10.3% 

Total 34.5% 20.5% 21.7% 12.1% 9.3% 24.9% 21.9% 
n=7,430 n=18,730 n=28,399 n=20,819 n=2,988 n=2,559 n=75,378 

 
Figure 1.7 Application Rate by Location and Ability,  
Source: EOS/ACT Data, 2016 
 

 CPS Cook 
Non-CPS 

Collar 
Counties Downstate St. Louis 

Metro East Local All 
Illinois 

Top Quartile  
(32+ ACT) 15.3% 17.2% 17.7% 18.6% 13.2% 30.4% 17.1% 

2nd Quartile  
(29-31 ACT) 15.2% 13.5% 13.2% 11.4% 6.3% 21.5% 13.6% 

3rd Quartile  
(26-28 ACT) 15.2% 8.6% 8.2% 6.2% 4.8% 13.0% 9.8% 

4th Quartile  
(21-25 ACT) 8.0% 2.4% 2.0% 1.5% 0.7% 3.7% 3.1% 

Total 10.4% 6.9% 7.1% 4.6% 3.2% 11.0% 7.2% 
 
Figure 1.8 Market Share by Location and Ability, 
Source: EOS/ACT Data, 2016 
 
 
 
 



 

 12 

 
As direct costs have increased, resident yield has decreased. The yield rate of Illinois residents 
has decreased from 58% in 2006 to 43% in 2016, and it’s expected to decrease to 41% for Fall 
2017. Resident yield rate and subsequent enrollment rate will continue to be a function of a 
student’s ability to afford to attend (direct cost minus available financial aid; Figure 1.9). 

 
Figure 1.9 Resident Yield vs. Direct Cost, 2006-2016 
 
Current Initiatives 
 
College Search Sites 
College search sites are meant to help students find colleges they’re interested in. We use the 
following search sites to gather names of students: CollegeView, Naviance, Cappex, and Chegg. 
If students on these sites express an interest in Illinois, we receive their contact information and 
automatically enter them into our prospect/inquiry communication flow. 
 
Name Purchases 
We purchase the names of students who have taken the PSAT, SAT, or ACT. ACT name 
purchases include Illinois residents who fall within the top 15 to 20% of their class. For PSAT, 
we buy the names of top scorers from Illinois as well as underrepresented sophomores and 
juniors. As use of the SAT exam becomes more prevalent in Illinois, we also plan to expand our 
SAT purchase efforts. We automatically enter all of the names we purchase into our 
prospect/inquiry communication flow. Not all of these students ask to have scores sent to 
Illinois, but we believe it is important to reach out to them. 
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High School Visits & College Fairs 
We attend high school visits and college fairs that allow us to speak to prospective students 
directly. We do not visit schools that only allow lunchroom visits. Approximately 80% of our 
overall recruitment travel is focused on in-state recruitment. 
 

 
Illinois Commitment 
Illinois Commitment is a new financial aid program that guarantees to cover tuition and fees for 
Illinois residents whose family income is $61,000 or less who have assets of $50,000 or less. This 
program is estimated to impact approximately 1,800 to 2,000 new freshman students and new 
transfer students each year—approximately 33% of the incoming class. After 4 years, an 
estimated 7,200 to 8,000 undergraduates will benefit from this program. Illinois will continue to 
remain need-blind in making admission decisions.  
 
AIM High Scholarships 
Beginning with the Fall 2019 semester, the state legislature has allocated $25 million to be 
distributed as merit scholarships to residents who attend Illinois public universities. The intent 
of the program is to stem the flow of Illinois students attending college out of state. We estimate 
that approximately $7 million will be allocated to our university. The Illinois Student Aid 
Commission is still finalizing program details. 
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Enrollment Goals 

The intent of non-resident enrollment is to enhance the overall educational quality of the 
undergraduate population by recruiting and enrolling some of the most academically talented 
students throughout the U.S. With a declining in-state population that is experiencing greater 
competition as well as a potentially volatile international enrollment (page 25), it is prudent to 
recruit non-residents to help supplement the size and quality of the incoming freshman class. 
 
Applications from non-residents have increased over the last several years (Figure 2.1). 
However, approximately 85% of these applications are for academic programs with limited 
capacity. Our goal is to grow non-resident applicants across all academic colleges in order to 
counteract potential enrollment losses from Illinois residents and international students. 
 

 2013 2014 2015 2016 2017 2018 est. 
Applicants 6,557 8,396 8,367 9,420 9,668 10,019 
Admit % 69.1% 65.6% 66.8% 60.6% 60.6% 58.5% 
Admits 4,528 5,506 5,593 5,705 5,856 5,860 
Yield 18.0% 16.6% 16.7% 15.6% 15.3% 14.5% 

Enrollees 815 914 934 890 895 849 
Figure 2.1 Non-Resident Admissions Numbers, 2013-2018 
 
Overview 

• In contrast to the shrinking Midwest, states in the south and west are expected to 
experience growth in population over the next four years. Growth is especially notable 
in states with already large population bases, including California (5.2%), Texas (5.1%), 
Florida (5.6%), and Georgia (3.6%). In addition, these states send a large number of 
students out of state for college. 

 
• Competitors in the Midwest are outperforming Illinois in non-resident enrollment. The 

primary recruiting strategy implemented by these competitors include the use of 
regionally based recruitment staff. Currently, Illinois has only one regionally based staff 
member located in Boston. After evaluating geomarkets in states with the potential to 
yield more students, Illinois will hire additional regional staff in Northern California, 
Southern California, Texas, and Georgia. The Boston position will move to New York in 
May 2018. During a three-year evaluation period, these regional positions will focus on 
increasing applications from non-resident students by over 25% (expected linear growth 
without intervention). We will also assess effective yield strategies that collaborate with 
alumni and donor networks. By adding new regional staff, campus-based staff will have 
additional capacity to increase in-state recruitment by 10%. 

 
• For the 2018 admissions cycle, Illinois added the Coalition for Access and Affordability 

Application. All but two Big Ten universities also added the Coalition Application last 
year. 
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Situational Analysis 
As within Illinois, graduating high school classes across the country are changing. Using data 
from the newly development Demand for Higher Education Index (HEDI) we can identify 
trends in projected future growth by market position. From 2012-2029, the forecasted growth in 
students who will attend national four-year intuitions is expected to be localized in South and 
West portions of the United States (Figure 2.2). 

 
 
Figure 2.2 Forecasted growth in students who will attend national four-year institutions, 2012 to 2029 
Source: https://people.carleton.edu/~ngrawe/HEDI.htm 
 
These analytics along with internal data trends will aid us in strategic implementation of time 
and resources in the form of marketing, recruitment, and yield efforts in key markets across the 
country. Knowing our successful peer institutions in these geomarkets, we are able to design a 
series of focused plans to produce the most effective interactions with students. We can identify 
our primary competitors for non-resident domestic students using data from the National 
Student Clearinghouse (Figure 2.3). Given the diverse set of primary competitors, it is possible 
that location, program prestige, and institutional prestige will have varying weights in students’ 
enrollment decisions. 
 

University Admitted 
University of Michigan 258 
University of California – Berkeley 222 
Georgia Institute of Technology 177 
Purdue University – West Lafayette 165 
University of Wisconsin – Madison 117 
University of Texas – Austin 115 
Carnegie Mellon University 114 
Ohio State University  113 
University of California – San Diego 108 
University of Washington – Seattle 98 

 
Figure 2.3 Primary Competitors for Non-Residents, 
Source: National Student Clearinghouse, 2016 
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Figure 2.4 identifies states whose students are choosing to study in the Midwest and the 
competing institutions at which they are choosing to enroll. Several of our primary competitors 
are enrolling significantly more students from these out-migration states. 
 

 
 
Figure 2.4 Out-Migration States and Where Their Students Go, 2014 
Source: Higher Ed Data Stories, http://highereddatastories.blogspot.com/2016/01/freshman-migration-2014.html 
 
With the potential to take market share of states with a large amount of out-migration away 
from primary competitors, our office will look to add regional staff in key geomarkets. Figure 
2.5 identifies our non-resident recruitment efforts. Each point on the map indicates where we 
have historically traveled to actively recruit students. The circles indicate geomarkets where we 
will continue to send campus-based staff to recruit at college fairs and key high schools. The 
stars indicate the geomarkets where we will add regionally based staff to increase our 
recruitment efforts. Figures 2.6 through 2.11 showcase specific areas we plan to target in these 
geomarkets. 
 

Figure 2.5 Non-Resident Recruitment Geomarkets 
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          Figure 2.6 Northern California Geomarket 
 

 
 

         Figure 2.7 Southern California Geomarket 
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      Figure 2.8 New York Geomarket 
 

 
      

     Figure 2.9 Georgia Geomarket 
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             Figure 2.10 Texas Geomarket 

                           
             Figure 2.11 Florida Geomarket 
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Coalition Application 
Illinois launched the Coalition for Access, Affordability, and Success Application for new 
freshman applicants during the 2018 admissions cycle.  
 
In order to be eligible to join the Coalition, institutions must meet the following minimum 
criteria: 

• Percentage of underrepresented or low-income students enrolled greater than or equal 
to 10% (Illinois: 21%) 

• Title IV average debt less than $30,000 (Illinois: $20,500) 
• Loan default rate 15% or less (Illinois: 2.4%) 
• Six-year graduation rate 60% or higher (Illinois: 84%) 
• Underrepresented or low-income student graduation rate 50% or higher (Illinois: 78%) 

 
Eligibility for Illinois universities is limited, with only Northwestern, University of Chicago, 
North Central College, and Illinois State University (launching in 2019) qualifying as members. 
 
Most Big Ten universities offered the Coalition Application last year, with the exception of the 
University of Wisconsin and the University of Nebraska. Four Big Ten universities launched the 
Coalition Application in 2017. For these universities, Coalition Applications represented less 
than 1% of total applications. It may take a few years for the Coalition Application to become 
more of a factor in students’ college application process. 
 
Current Initiatives 
 
College Search Sites 
College search sites are meant to help students find colleges they’re interested in. We use the 
following search sites to gather names of students: CollegeView, Naviance, Cappex, and Chegg. 
If students on these sites express an interest in Illinois, we receive their contact information and 
automatically enter them into our prospect/inquiry communication flow. 
 
Name Purchases 
We purchase the names of students in targeted out-of-state markets who have taken the PSAT. 
We automatically enter all of the names we purchase into our prospect/inquiry communication 
flow. 
 
College Fairs 
We attend over 100 college fairs outside of Illinois. These fairs vary in length from one-and-a-
half to three hours and in attendance from a few dozen to over 1,000 students. Most fairs are 
held from mid-September to mid-November, with additional fairs in March and April. We 
distribute our Exploration Book at each of these fairs.  
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Illumni Volunteer Program 
Our alumni attended college fairs each fall and admitted student receptions each spring to help 
yield the freshman class. We look forward to increasing alumni involvement at college fairs this 
fall. 
 
Admitted Student Receptions 
Admitted Student Receptions are held in our primary out-of-state markets. Locations are 
determined in February based on application and admitted numbers. Depending on the 
location, admissions staff host a lunch or dinner at an area restaurant with an alumni panel. 
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Enrollment Goals  
As an institutional brand, Illinois has enjoyed a strong global presence for many years (Figure 
3.1). This benefits not only our domestic students in their opportunities for global experiences, 
but also our campus and applicant pool through their unique diversity. 
 
While the university has worked hard to establish and fortify relationships with China as our 
largest feeder country, our primary goal is to diversify the countries represented in our overall 
student population while maintaining both size and quality. 
 

 2013 2014 2015 2016 2017 2018 est. 
Applicants 9,471 10,095 9,020 10,264 10,451 9,729 
Admit % 44.0% 37.1% 44.0% 40.5% 44.2% 48.7% 
Admits 4,178 3,746 3,966 4,160 4,624 4,739 
Yield 27.8% 28.0% 27.8% 25.0% 24.1% 19.8% 

Enrollees 1,158 1,049 1,103 1,039 1,116 936 
Figure 3.1 International Admissions Numbers, 2013-2018 
 
Overview 

• Illinois hosts the 5th largest undergraduate population of international students in the 
nation and the largest in the Midwest. 
 

• Since 2009, applications from international students have more than doubled, with the 
biggest increase coming from China, however, applications have stagnated since 2013. 

 
• The countries international students represent at Illinois are consistent with national 

trends, with the exception of Saudi Arabia, whose students do not tend to enroll at Big 
Ten universities.  

 
• The primary feeder countries for international enrollment at Illinois are China (61.8%), 

India (15%), and South Korea (11.7%). All other countries represent 11.3% of the total, 
with the next largest being Taiwan (2%). 

 
• Because of a minimal travel budget, our recruitment efforts have been limited to two 

international trips per year. In 2017 and 2018, we traveled to India along with a few Big 
Ten peers. We are planning to expand international travel for 2019 with two trips to 
India and one trip to China. 

 
• Based on the number of students enrolling in U.S. colleges, our largest growth potential 

is India. Recent recruitment efforts have increased the number of new freshmen who are 
choosing to enroll from India. 
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Situational Analysis 
We are one of many selective peer institutions to which international students apply and enroll. 
Our annual decline survey, National Clearinghouse Data, and Open Doors reports allow for 
detailed benchmarking with our peer institutions. Though not all of them are listed in Figure 
3.2, 7 of the 14 Big Ten institutions fall in the top 20 nationally when it comes to hosting 
international students. This helps Illinois to further understand the global and nationwide 
trends that are impacting us at all levels. 
 

Institution City State Total 
1. New York University New York NY 17,326 
2. University of Southern California Los Angeles CA 14,327 
3. Columbia University New York NY 14,096 
4. Northeastern University Boston MA 13,201 
5. Arizona State University – Tempe Tempe AZ 13,164 
6. University of Illinois – Urbana-Champaign Champaign IL 12,454 
7. University of California – Los Angeles Los Angeles CA 12,119 
8. Purdue University – West Lafayette West Lafayette IN 11,288 
9. University of Texas – Dallas Richardson TX 10,563 
10. Penn State University – University Park University Park PA 11,288 

 
Figure 3.2 Top U.S. Institutions Hosting International Students, 2016-2017 
Source: Open Doors 
 
Figure 3.3 provides a detailed view of the international admissions landscape by country of 
origin. Although the most recent data available is from 2016-2017, it gives us an indicator of 
both the volume of international students who are coming to the U.S. for college as well as 
trends (increases and decreases) by country. 
 

Country of Origin 2015-2016 2016-2017 % of Total % Change 
1. China 328,547 350,755 32.5 6.8 
2. India 165,918 186,267 17.3 12.3 
3. South Korea 61,007 58,663 5.4 -3.8 
4. Saudi Arabia 61,287 52,611 4.9 -14.2 
5. Canada 26,973 27,065 2.5 0.3 
6. Vietnam 21,403 22,438 2.1 4.8 
7. Taiwan 21,127 21,516 2.0 1.8 
8. Japan 19,060 18,780 1.7 -1.5 
World Total 1,043,839 974,926 100.0 7.1 

 
Figure 3.3 Countries of Origin of International Students, 2014-2016 
Source: Open Doors Fast Facts Report, 2016 
 
The largest volume of international students nationwide comes from China, India, Saudi 
Arabia, and South Korea, with other countries sending much smaller numbers of students to the 
U.S. The largest increase in total number of students studying in the U.S. comes from India 
(over 33,000 more in from 2014 to 2015 for a 24.9% change). With just over 45% of their 
population under the age of 25 (CIA World Factbook) and a rapidly growing middle class, we 
expect this trend to continue. 
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Furthermore, the volume of applications from international students has more than doubled 
since 2009, increasing from 4,508 in 2009 to 10,465 in 2017 (Figure 3.4). During this same period, 
yield rates have decreased slightly from 30% in 2009 to 25% in 2017. The total number of new 
freshman international students has grown from 716 in 2009 to 1116 in 2017. Numbers for 2018 
were not yet official as of this printing.  
 

 
Figure 3.4 International Freshman Applications, 2009-2018 
 
The largest increase in new freshmen over the last 10 years has been from China (Figure 3.5). 
Students enrolling from China now represent approximately 60% of new international students 
at Illinois. The number of students enrolling from South Korea began trending downward in 
2008, but it has been maintaining for the last four years. Again, based on the country’s increase 
in number of students enrolling in U.S. colleges and because of recent recruitment efforts there, 
India is set to report the biggest uptick in enrollment for 2017. 

 
 

Figure 3.5 New Freshman Enrollment by Country (Excluding U.S.), 2006-2018 
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A notable (and often forgotten) factor in our international recruitment efforts is that foreign 
nationals studying at U.S. high schools represent approximately 25% of our applicant pool. Of 
the students studying in U.S. high schools who apply to Illinois, 60% are from China, 21% are 
from South Korea, and only 4% are from India. 
 
Use of International Agents 
Illinois does not partner with agents or other private organizations to represent the university 
for the purpose of recruiting or enrolling students. Only appointed employees or trained alumni 
are authorized to officially represent the university in recruiting and enrolling students through 
direct contact with students and families. We understand that prospective students and their 
families may retain the services of independent educational consultants or advisors to assist 
them in applying to colleges or universities in the U.S. and abroad. These private consultants 
and advisors are permitted, but they are not recognized representatives of the university. 
 
Current Initiatives 
 
India 
During the 2017-2018 school year, our office made two trips to India for recruitment and yield 
purposes. During our time there, we visited high schools and had one-on-one meetings with 
admitted students. The increase in number of students studying in the U.S. combined with the 
region’s brand recognition of Illinois makes India an area with robust potential for a strong 
return on investment and a good fit for our goals. 
 
Campus Partners 
Admissions will also continue to work with our campus partners to recruit a diverse incoming 
international student body. Over the summer, the Singapore Students Association represented 
Illinois at a fair with the support of our office. We are also sharing knowledge and looking for 
opportunities to collaborate with Illinois International, the University of Illinois Alumni 
Association, and various other partners on campus.  
 
Domestic International Recruitment 
Admissions does specific training to prepare staff to work with the growing number of 
international students at domestic high schools. According to the Institute of International 
Education, almost 82,000 international students in the U.S. sought high school diplomas in 2016. 
The highest concentrations of these students are in California, New York, and Texas, with 
Massachusetts and Florida rounding out the top five. As a majority of these students plan to 
transition to U.S. universities, our counselors know how to assist them through the admissions 
process.  
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Enrollment Goals 
Illinois has a proud history of enrolling academically talented students from diverse 
backgrounds, and we will continue to build upon this tradition. As noted in the university’s 
strategic framework (May 2016), we “set and pursue aggressive goals in enrollment … to ensure 
our universities are fully representative of the diverse composition of a contemporary society.” 
 
Illinois is committed to recruiting and enrolling a diverse class of new undergraduate students 
each year. It is important to note that the U.S. Supreme Court determined in California v. Bakke 
(1978) that setting explicit enrollment goals, quotas, targets, proportions or representations, or 
implied admissions metrics based on race/ethnicity is unconstitutional. In following with a 
more recent U.S. Supreme Court ruling of Fisher v. Texas II (June 2016), we strive to enroll a 
“critical mass” of students from historically underrepresented backgrounds—“not with an 
intent of enrolling a certain number of minority students, but rather with a compelling interest 
in obtaining the educational benefits that flow from a diverse student body.” 
 
Overview 

• The overall population of the state of Illinois is decreasing, but it is also becoming more 
diverse. High school graduates who identify as Hispanic are projected to increase by 
24%; however, students who identify as African American are projected to decrease by 
5%. 
 

• Students in the freshman class are representative of Illinois high school graduates from 
historically underrepresented populations who are ready to begin college-level 
coursework without needing remedial classes. This is a key distinction because the 
university does not currently offer remedial classes. 

 
• Illinois competes for diverse students with universities in the city of Chicago (e.g., UIC 

and Northwestern) and other flagship universities in the Midwest (e.g., Michigan and 
Wisconsin). Cost of attendance (including room and board) and limited scholarship 
opportunities are the most important factors in student’s decisions not to enroll at 
Illinois. 

 
• Institutional need-based aid programs (e.g., President’s Achievement Program, 

Chancellor’s Access Grant, etc.) increased from approximately $15 million in 2007 to $85 
million in 2017. These investments have recently improved market share of diverse 
students and situated Illinois as one of the most successful university in the Big Ten for 
recruiting and enrolling students from historically underrepresented backgrounds. 

 
• It is clear that sustained growth in enrolling students from historically underrepresented 

backgrounds will continue to depend on additional investment in financial aid 
programs rather than recruitment or admissions strategies. Our financial aid strategies 
specifically target resident students with limited financial resources to non-resident or 
international students. 
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Situational Analysis 
Following a similar national trend, the state of Illinois is projected to see significant growth in 
the number of Hispanic students graduating from high school in the next 10 years—
approximately 23.86% between 2017 and 2025 (Figure 4.1). Fluctuations in the number of 
African American (-4.78%) and Asian/Pacific Islander (+26.77%) graduates are also projected. 
 

 
 
Figure 4.1 Projections of Illinois High School Graduates by Race/Ethnicity, 2013-2027 
Source: Western Interstate Commission for Higher Education, http://knocking.wiche.edu/report, December 2016 
 
Over the next three years, projections of public high school graduates (Figure 4.2) suggest that 
students who identify as Hispanic will increase 10.6% (+3,106), Asian students will increase by 
11.5% (+796), and Native American students will increase by 24.5% (+104). Conversely, students 
who identify as African American will decrease by 4.4% (-920) and White students will decrease 
by 2.2% (-1,673).  
 

 White Hispanic African American Asian Native American 
2015-2016 77,071 28,575 21,133 6,861 423 
2016-2017 76,775 29,176 20,862 6,948 425 
2017-2018 76,926 30,836 21,121 7,672 494 
2018-2019 76,209 31,884 20,472 7,649 460 
2019-2020 75,102 32,282 19,942 7,744 529 

 
Figure 4.2 Projections of Illinois High School Graduates by Race/Ethnicity, 2015-2020 
Source: Western Interstate Commission for Higher Education, http://knocking.wiche.edu/report, December 2016 
 
These high school graduate projections indicate growth potential for students from Hispanic, 
Asian, and Native American backgrounds. In order to grow enrollment of African American 
students, the university may expand recruitment beyond traditional markets, diversify how 
enrollment is achieved (e.g., online, transfer, satellite, etc.), adjust academic standards, or 
increase market share of the existing population. As indicated in the pages that follow, more 
offers of admission will be unlikely to consistently yield more African American students 
without additional financial aid. 
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The freshman class is not representative of the state of Illinois population. However, the 
representation of new freshmen from historically underrepresented backgrounds most closely 
matches Illinois high school graduates (excluding international students and unknown 
races/ethnicities) who were determined to either be college ready or need one remedial class 
before beginning coursework offered at Illinois (Figure 4.3). This is a key distinction because 
Illinois does not currently offer remedial coursework. 
 

Race/Ethnicity  State 
Population 

Illinois 
High 

School 
Graduates 

Illinois High School 
Graduates Needing 

One Remedial  
Class or Less 

College-Ready 
Illinois High 

School 
Graduates 

2017 
Freshman 
Residents 

White 71.5% 53.1% 62.5% 67.6% 52.3% 
Hispanic 15.8% 23.1% 18.6% 14.9% 17.5% 
African American 14.5% 15.1% 8.9% 6.0% 8.7% 
Asian 4.6% 4.7% 5.9% 6.9% 17.0% 
Native American 0.3% 0.3% 0.2% 0.1% 0.05% 
Native Hawaiian 0.03% 0.2% 0.2% 0.2% 0.1% 
Multiracial 2.3% 3.6% 3.8% 3.8% 3.8% 
Population 12,830,632 137,277 94,335 68,698 5,487 
 
Figure 4.3 Freshman Resident Comparison to State of Illinois, 2017 
Source: U.S. Census Data, 2010; ACT EIS Data (race/ethnicity self-reported by IPEDS definitions) 
 
Over the last three years, recruitment initiatives have yielded a higher application rate among 
students from historically underrepresented backgrounds (Figure 4.4). One out of three African 
American students in the state of Illinois with at least a 21 ACT are applying to the university. 
One out of four Hispanic students are also applying.  
 

 
Figure 4.4 Illinois Application Rates, 2014-2016 
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Our market share for students from underrepresented backgrounds with at least a 21 ACT has 
also been increasing over the last three years (Figure 4.5). 
 

 
Figure 4.5 Illinois Market Share, 2014-2016 
 
Illinois is a Big Ten leader in recruiting and enrolling students from historically 
underrepresented backgrounds. In Fall 2017, we enrolled the largest number of 
underrepresented minority freshmen in the Big Ten, including the largest number of Hispanic 
students and the second-largest number of African American students (Figure 4.6). 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Figure 4.6 Big Ten Underrepresented Freshman Enrollment Comparison, Fall 2017 
 
Figure 4.7 shows where admitted students choose to enroll if they do not attend Illinois. The 
primary competitors for students from underrepresented backgrounds are universities in the 
city of Chicago and other large research universities in the Midwest. 
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African American Hispanic All Illinois Residents 

1. Howard University 1. University of Illinois – 
Chicago 

1. University of Illinois – 
Chicago 

2. University of Illinois - Chicago 2. Northwestern University 2. University of Wisconsin 
3. University of Michigan 3. University of Michigan 3. Indiana University 
4. Washington University (St. 
Louis) 

4. University of Iowa 4. University of Michigan 

5. University of Missouri 5. University of Wisconsin 5. Purdue University 
6. Northwestern University 6. Marquette University 6. Northwestern University 
7. University of Chicago 7. Dominican University 7. University of Iowa 
8. Illinois State University 8. Loyola University Chicago 8. Loyola University 

Chicago 
9. Northern Illinois University 9. Illinois Institute of Technology 9. Marquette University 
10. Grand Valley State 
University 

10. DePaul University 10. Illinois State University 

 
Figure 4.7 Primary Competitors for Underrepresented Students, Fall 2017 
Source: National Student Clearinghouse 
 
We conduct an annual survey of students who are admitted to Illinois but choose not to enroll 
here. For students from historically underrepresented backgrounds, high cost and less 
scholarship money were more significant factors when compared to all Illinois residents (Figure 
4.8). By comparison, campus experience and location were less significant factors for diverse 
students than all Illinois residents who responded. 
 

 All 
Residents 

Underrepresented 
Minorities 

Difference 
(%) 

Scholarship 54% 67% 13% 
Cost 47% 67% 20% 
Location 30% 23% -7% 
Campus Experience 27% 18% -9% 
Uncertainty of state of Illinois budget 27% 23% -4% 
Advice from family member, friend, mentor, etc. 20% 15% -5% 
Reputation 20% 15% -5% 
Communication with staff from my program of study 13% 12% -1% 
Advice from high school counselor, teacher, coach, etc. 11% 10% -1% 
Communication with admissions staff 10% 7% -3% 
Timing of when I found out I was admitted 7% 7% 0% 
Communication materials 6% 7% 1% 

 
Figure 4.8 Reasons for Declining Illinois Offers of Admission, 2017 
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Financial Aid Programs 
Our financial aid strategies specifically target resident students with limited financial resources 
to non-resident or international students.  Sustained growth in the enrollment of students who 
identify as African American or Hispanic have been tied to significant campus investment in 
new merit- and need-based financial aid programs. The President’s Award Program was 
created in 1984, and the Chancellor’s Access Grant was created in 2010. Both scholarship 
programs mark the start of sustained enrollment growth of historically underrepresented 
students (Figure 4.9). A notable downturn can be seen between 2000 and 2010, after tuition 
increases of around 10% or more each year. 
 

 
Figure 4.9 History of Diversity Enrollment, 1968-2016 
 
Family income differs significantly by race/ethnicity. Figure 4.10 shows differences in family 
income of our admitted students. Compared to their White and Asian American peers, African 
American and Hispanic students are significantly more likely to come from families who make 
less than $55,000. 

 
Figure 4.10 Family Income by Race/Ethnicity, 2016 
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As tuition, fees, and room and board charges has increased, the need to increase available aid to 
all students has increased. In current dollars, need-based aid programs increased from 
approximately $15 million in 2007 to $85 million in 2017 regardless of race/ethnicity (Figure 
4.11). These additional investments highly correlate with growth in the enrollment of students 
from historically underrepresented backgrounds.  
 

 
 
Figure 4.11 Campus Investment in Aid Programs, 2007-2018 
 
President’s Award Program & PAP Honors 
The President’s Award Program is for Illinois residents from historically underrepresented 
groups who have demonstrated outstanding academic achievement, while the President’s 
Award Program Honors is for Illinois residents from historically underrepresented groups who 
have demonstrated the highest level of achievement. Awards range from $5,000 to $10,000 and 
are renewable each year. 
 
Illinois Promise 
Initiated in 2005, Illinois Promise is an access scholarship program that provides high-achieving, 
low-income Illinois residents an opportunity to attend Illinois by covering their educational 
expenses, including tuition, fees, room and board, and books and supplies. Funding is provided 
by both institutional and private sources, including individual and corporate donors. 
 
Chancellor’s Access Grant 
The Chancellor’s Access Grant is for Illinois residents from historically underrepresented 
groups who are below the criteria for PAP and Illinois Promise but demonstrate academic 
potential. Awards are $5,000 and renewable annually. 
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Market Share Analysis 
Figure 4.12 represents the current mark share for students in the state of Illinois with a 21 ACT 
or higher. 
 

 Tested ACT 
(tested) Applied ACT 

(applied) 
App 
Rate Admitted Enrolled ACT 

(enrolled) 
Market- 

share 
African 
American 4,102 24 1,355 25 33.03% 926 427 25 10.41% 

Native 
American 100 25 9 29 9.00% 6 3 30 3.00% 

Asian 4,756 27 2,524 30 53.07% 1,971 973 30 20.46% 
Hispanic 10,250 24 2,575 26 25.12% 1,848 836 26 8.16% 
Inter-
national 4,084 25 0 -- 0.00% 0 0 -- 0.00% 

Multi-race 2,596 26 584 29 22.50% 440 177 29 6.82% 
NHPI 134 26 15 28 11.19% 8 1 25 0.75% 
Unknown 2,950 27 71 30 2.41% 48 6 30 0.20% 
White 46,406 26 9,354 29 20.16% 7,332 3,012 29 6.49% 
Total 75,378 26 16,487 28 21.87% 12,579 5,435 28 7.21% 

 
Figure 4.12 Illinois Market Share of Residents With 21+ ACT, 2016 
 
Our market share improves across all races/ethnicities as the academic profile increases. Figure 
4.13 shows a breakdown of Illinois residents who fall within the university’s middle 50% (ACT 
of 27 to 33). 
 

 Tested ACT 
(tested) Applied ACT 

(applied) 
App 
Rate Admitted Enrolled ACT 

(enrolled) 
Market- 

share 
African 
American 652 29 357 29 54.75% 287 95 29 14.57% 

Native 
American 26 29 3 30 11.54% 2 2 28 7.69% 

Asian 2,065 30 1,450 30 70.22% 1,196 620 30 30.02% 
Hispanic 2,143 29 1,012 29 47.22% 826 360 29 16.80% 
Inter-
national 969 29 0 -- 0.00% 0 0 -- 0.00% 

Multi-race 901 30 338 30 37.51% 281 117 30 12.99% 
NHPI 45 30 10 29 22.22% 6 0 -- 0.00% 
Unknown 1,144 30 44 30 3.85% 29 4 28 0.35% 
White 16,997 29 6,025 30 35.45% 5,012 1,962 30 11.54% 
Total 24,942 29 9,239 30 37.04% 7,639 3,160 30 12.67% 

 
Figure 4.13 Illinois Market Share of Residents With 27-33 ACT, 2016 
 
As we explore potential for growing enrollment of students from historically underrepresented 
backgrounds, it is important that we look beyond the city of Chicago for all potential markets. 
Figures 4.14 and 4.15 illustrate the current market share for African American and Hispanic 
students by county within the state of Illinois, with major areas identified to yield the most 
additional students who would potentially meet admissions criteria. 
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African American markets with the most growth 
potential include:  
 

• CPS Cook (1,232) 
•  Non-CPS Cook (1,225) 
•  Collar Counties (712) 
•  St. Louis Metro East (153) 
•  Peoria (49) 
•  Rockford (46) 
•  Springfield (38) 
•  Bloomington/Normal (35) 
•  Champaign/Urbana (28) 

 
 
Figure 4.14 African 
American Markets, 2017 

 
 

 
 
Hispanic markets with the most growth 
potential include:  
 

• Collar Counties (3,203) 
• CPS Cook (2,648) 
• Non-CPS Cook (2,609) 
• Rockford (142) 
• St. Louis Metro East (92) 
• Quad Cities (83) 
• Dekalb (43) 
• Peoria (39) 
• Bloomington/Normal (32) 
• Champaign/Urbana (27) 

 
 

Figure 4.15 Hispanic Markets, 2017 
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Chicago Public Schools  
Illinois has a long and proud history with Chicago Public Schools (CPS). Our Enrollment 
Management units conduct a wide range of outreach, recruitment, and yield activities in CPS 
with noteworthy success. While one may assume that our goal should be to visit all CPS 
schools, it is important to remember that CPS schools are very purposefully divided into 
categories (e.g., selective, magnet, neighborhood schools, etc.).  
 
Our commitment to recruit CPS students is evidenced by the fact that 34% of our recruiting 
activities are conducted in CPS high schools even though they comprise only 25% of high 
schools in the state of Illinois. Since 2009, applications from CPS students have increased 78%, 
and the number of CPS applicants who are admitted has increased 94% (Figure 4.16). While 
yield has decreased slightly over this period primarily due to affordability issues and increased 
competition, the number of CPS students enrolling at Illinois continues to be strong (Figure 
4.17).  
 

 2009 2010 2011 2012 2013 2014 2015 2016 
Applicants 1,757 1,814 2,084 1,927 2,229 3,075 2,772 3,133 
Admits 1,086 1,174 1,277 1,291 1,570 1,717 1,930 2,110 
Enrollees 499 502 564 548 669 651 777 882 

 
Figure 4.16 CPS Admissions Numbers, 2009-2016 
 

 2009 2010 2011 2012 2013 2014 2015 2016 
CPS 45.9% 42.8% 44.2% 42.4% 42.6% 37.9% 40.3% 41.8% 
Campus 41.7% 38.2% 37.8% 35.3% 35.4% 32.8% 33.7% 33.2% 

 
Figure 4.17 CPS Yield Rates, 2009-2016 
 
When comparing Illinois enrollment data to the 2015 Chicago Public Schools District Enrollment 
Summary, a number of promising trends highlight our success and commitment to being 
accessible to CPS students. A key finding in the report shows that Illinois matriculated 766 
students from the CPS graduating class of 2015, or 3.3%. While this earned us fourth on the list 
of colleges attended by this cohort, two of the top three destination schools were Chicago city 
colleges. The only public four-year university ranked above Illinois was our sister school, 
University of Illinois at Chicago, with 1,135 students. 
  
Only 8.3% of 2015 African American CPS graduates enrolled in “most competitive” or “highly 
competitive” institutions. It is worth noting that 200 of those graduates enrolled at Illinois, 
which is more than 47% of total African American graduates enrolled at institutions with such 
admissions standards. Similarly, 300 students who identified as Hispanic enrolled at Illinois—
49% of the total number who enrolled at institutions with “most competitive” or “highly 
competitive” admissions standards.  
 
In terms of competitors, Illinois compares favorably against other institutions within several 
peer groups. Of the five institutions where admissions selectivity is rated “most competitive” or 
“highly competitive,” Illinois enrolls more CPS students than the total number of the other four 
schools combined. Of the 11 public state universities, Illinois ranks second in the largest 
enrollment of CPS students.  
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In 2015-2016, our Chicago Satellite Office actively engaged high school students through 296 
programs, with 172 programs hosted by or connected to 98 CPS high schools. They reached 
more than 14,500 CPS students. This was in addition to 12 recruitment and outreach programs 
designed to connect with students progressively throughout their high school years. The 
Assistant Director of the Chicago Satellite Office has met with key CPS administrators 
(including the Director for the Office of School Counseling and Postsecondary Advising, the 
Senior Manager for GEAR UP and Postsecondary Advising from the Office of College and 
Career Success, and the Secondary Magnet and IB Schools Coordinator) to explore new and 
effective avenues to engage CPS students and staff. 
 
Current Initiatives 
 
Principal’s Scholars Program 
The Principal’s Scholars Program is a statewide mathematics and science initiative created by 
Illinois that works in conjunction with parents and teachers to prepare disadvantaged students 
for college preparatory pathways. Programmatic operations focus on the development of 
higher-order thinking skills, computational literacy, and character-based education 
methodology as a collaborative systemic education reform strategy. The Principal’s Scholars 
Program operates in 66 elementary and high schools in the state of Illinois. 
 
Peer Recruitment Program 
Operating throughout the academic school year, the Peer Recruitment Program provides 
current students with the opportunity to join our efforts in recruiting African American, 
Hispanic, and Native American students. Peer Recruiters volunteer for campus visits such as 
Orange and Blue Days, Admitted Student Days, and Experience Illinois. Additionally, they visit 
high schools in the Chicagoland area over winter break with admissions staff. At all of these 
events, Peer Recruiters answer questions about their student experience and interact with 
prospective students in a manner that encourages the pursuit of higher education and 
celebrates Illinois. 
 
Experience Illinois 
We have partnered with four Chicago Public Schools to invite high-achieving, low-income ninth 
and tenth grade underrepresented students to experience a day on campus. The Experience 
Illinois program emphasizes academic preparedness through a mock admissions exercise and 
career exploration through a session with the Career Center. Students are also exposed to a 
number of academic areas on campus and participate in mock college classes with volunteer 
professors. The program aims to build a long-term relationship with student participants, 
creating a pipeline to Illinois from the selected high schools. 
 
StartSTRONG @ Illinois 
This day-long campus program for prospective students includes a reception with the 
Chancellor, meetings with college deans, conversations with current students, a tour of the 
Bruce D. Nesbitt African American Cultural Center, and productions by our performing arts 
groups. Participants also attend our spring football game at Memorial Stadium. Bus 
transportation is provided from Chicago to campus. 
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Future Illini 
African American sophomores and juniors from Cook, Lake, Will, DuPage, and Kane counties 
are invited to campus to talk to staff and current students, take a residence hall tour, and 
participate in one of our largest Black cultural events, Cotton Club. Bus transportation is 
provided to campus from Chicago. 
 
Multicultural Academic Achievement Receptions 
High school seniors from the city of Chicago and other targeted high schools in the Chicagoland 
area are invited to a Multicultural Academic Achievement Reception to be recognized for their 
academic achievements. We provide them with information about the college search process 
and encourage them to consider applying to Illinois. Alumni and current Illinois students are 
invited to participate, and one of the receptions we offer is bilingual in nature (English and 
Spanish). 
 
Local Student Application Workshop 
In conjunction with the Office of Minority Student Affairs, we host an application workshop for 
local underrepresented and first-generation students attending high schools in Champaign, 
Vermillion, and Macon counties and those participating in the local TRiO program. Students 
start filling out their application at a university computer lab with the guidance of our staff 
while their families learn more about campus, the Office of Minority Student Affairs, and the 
application process. 
 
Next-Up Receptions 
Admitted students from the Chicago area and their families are invited to attend one of four 
Next-Up receptions. Attendees learn about the dynamic opportunities offered at Illinois 
through detailed presentations and dinner conversations with staff, faculty, current students 
and alumni. One of the receptions we offer is bilingual in nature (English and Spanish). 
 
Chicago Public Schools Admitted Student Program 
Admitted students from Chicago Public Schools as well as their families are invited to a special 
Saturday program to hear from a panel of current students, take a tour of campus, and visit 
with faculty and staff from our colleges. Financial Aid appointments can also be made. 
 
Chillini Visit Day 
Admitted students from Chicago Public Schools and their families are invited to campus for our 
Chillini Visit Day each year. Bus transportation from Chicago to campus is provided. During 
the program, families receive information about housing, summer registration, next steps, and 
more. The day also includes lunch in a university dining hall, a campus tour, and a visit to our 
Illini Union Bookstore. 
 
President’s Award Program Day 
This day-long campus program is for our President’s Award Scholarship recipients and their 
families. It includes a reception with the Chancellor, meetings with college deans, a current 
student panel, informational sessions on student resources, and a residence hall lunch and 
tour. Transportation is provided from Chicago. 
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President’s Award Program Honors Dinner 
This dinner is for our President’s Award Honors Scholarship recipients and their families. 
During the evening, admissions and college representatives share the many opportunities 
available at Illinois and answer any questions students might have. 
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Enrollment Goals 
New transfer students play a key role in undergraduate enrollment at Illinois, representing 
approximately 20% of all new undergraduates each year (Figure 5.1). Despite fewer students 
enrolling at Illinois community colleges, the desire to transfer to Illinois continues to increase. 
 
As the land-grant university for the state of Illinois, it is imperative that we fortify existing 
transfer pathways as well as create new pathways in order to ensure equitable access for all 
students to enroll at Illinois. We have the potential to increase transfer enrollment by removing 
barriers and implementing best practices for new transfer students, especially among academic 
programs with capacity to grow. 
 

 2013 2014 2015 2016 2017 2018 est. 
Fall Applicants 4,331 4,937 4,703 4,960 4,940 3,988 

Admits 2,031 2,027 2,099 2,207 2,263 2,076 
Enrollees 1,343 1,331 1,381 1,380 1,380 1,250 

Spring Applicants 987 1,074 1,051 1,065 1,090 1,047 
Admits 458 544 478 471 483 407 
Enrollees 322 382 349 327 350 265 

 
Figure 5.1 Transfer Admissions Numbers, 2013-2018 
 
Overview 

• New transfer enrollment from Illinois community colleges represents approximately 
60% of all new transfers each year. Enrollment at Illinois community colleges has 
decreased approximately 20% since its peak in 2009, but prior to 2018, new transfer 
enrollment has remained steady due to increasing market share of students transferring 
from Chicago-area community colleges to four-year universities. 
 

• The biggest barrier to growing transfer enrollment appears to be during the admissions 
phase rather than the recruitment or yield phase. As transfer applications have increased 
over time, the number of students admitted to the university has remained the same. 

 
• During the 2016-2017 academic year, a committee reviewed barriers to students 

transferring to Illinois. The committee identified two barriers to admission: 
1. Transfer students must apply to a specific major and do not have an option to 

gain admission to the university through a general admissions program. Specific 
course requirements must be met for these majors prior to enrollment. 

2. Significant space limitations exist in certain colleges and majors. 
 

• During the 2017-2018 academic year, a committee was formed to review best practices 
among peer institutions in the state of Illinois and the Big Ten. 
 

• Our recruitment strategies focus on informing prospective students about prerequisite 
courses and academic performance minimums prior to transfer. 
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Situational Analysis 
Enrollment at Illinois community colleges has been declining since its peak in 2009 following 
the Great Recession. With the state budget impasse and a declining state population, this trend 
is likely to continue. Figure 5.2 illustrates data from the Illinois Community College Board 
regarding enrollment at two-year colleges in Illinois in pre-transfer programs. 
 

 
 
Figure 5.2 Illinois Community College Enrollment, 2009-2016 
Source: Illinois Community College Board 
 
Despite declining enrollment at Illinois community colleges, transfer enrollment at Illinois has 
remained strong due to increased market share among larger feeder schools in the state. The 
largest gains in percent and actual enrollments come from community colleges in the suburbs of 
Chicago (Figure 5.3). 
 
Market Share 2007 2008 2009 2010 2011 2012 2014 2015 
City Colleges 0.5% 1.4% 0.9% 1.0% 0.8% 0.8% 1.7% 1.2% 

DuPage 2.2% 2.8% 3.2% 3.2% 4.0% 3.9% 5.9% 6.4% 
Moraine Valley 1.8% 2.7% 2.6% 1.6% 3.0% 2.5% 3.4% 4.0% 

Harper 2.7% 3.0% 4.7% 4.1% 5.3% 4.1% 7.0% 7.9% 

Joliet 1.7% 3.4% 3.8% 2.3% 2.2% 4.9% 2.9% 3.4% 

Oakton 2.0% 3.2% 4.1% 4.8% 5.5% 3.7% 3.3% 7.3% 

Lake County 3.4% 4.1% 2.6% 4.1% 1.9% 5.9% 4.4% 6.5% 
Illinois Central 3.7% 3.0% 2.3% 4.2% 4.8% 3.7% 2.9% 3.2% 

Parkland 24.7% 27.6% 24.9% 23.0% 30.1% 28.2% 33.5% 30.8% 
 
Figure 5.3 Illinois Transfer Enrollment Feeders, 2007-2015 
 
Market potential still exists among students who are graduating from Illinois community 
colleges and enrolling at four-year universities. According to the most recent data available, 
Illinois ranks 8th in the state among destinations for traditional transfer enrollment (Figure 5.4). 
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Figure 5.4 Illinois Community College Transfer Destinations, 2014 
Source: highereddatastories.com 
 
The number of students transferring to four-year universities varies by region of the state (i.e., 
Chicago, suburbs, and downstate). Community colleges with the most students transferring to 
four-year universities appear to be concentrated in the Chicago suburbs (Figure 5.5). 
 

 
 

Figure 5.5 Illinois Community College Students Transferring to Four-Year Universities, 2007-2015 
Source: highereddatastories.com 
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The biggest barrier to growing transfer enrollment at Illinois appears to be at the admissions 
phase rather than the recruitment or yield phase. Although transfer applications have increased 
over time, the number of students admitted to the university has remained the same (Figure 
5.6).  
 

 
 
Figure 5.6 Illinois Transfer Applications vs. Admitted Students, 2009-2017 
 
Transfer Barriers to Admission 
During the 2016-2017 academic year, a committee reviewed transfer admissions practices to 
identify barriers to transfer student enrollment. The committee was not charged with 
identifying solutions; rather, they were asked to look for empirical data to support or refute 
perceived barriers at different points during the admissions cycle. Below are the relevant points: 
 
1. Transfer students must apply to a specific major and do not have an option to gain admission to the 
university through a general admissions program. Specific course requirements must be met for these 
majors prior to enrollment. 
 
Each program at Illinois requires certain course and GPA requirements for admission, and these 
requirements vary greatly. The committee was interested in understanding how many transfer 
students are denied solely because they are missing course requirements (denial code 87). In 
2015, 124 students were denied solely because they were missing required courses. In 2016, that 
number was 86. While these numbers do not seem significant, it is important to note that other 
students who were denied admission may have also been missing course requirements, but 
another denial code was used since other factors also played a part in their decisions. 

 
Our admitted transfer survey indicated that completing the admissions requirements for a 
desired major is a barrier to admission. The average response was statistically significant 
(p<.01): 6.75 on a scale of 1 to 9 (n=143). Another barrier to admission reported by students was 
that of identifying community college-equivalent coursework. This average response of 5.42 
was also statistically significant (p<.05). 
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Committee discussion included how critical early preparation is in order to gain admission as a 
transfer. The better transfers understand what courses they need to take, the better their chances 
of admission will be. Since some majors have such specific course requirements, the committee 
also suggested creating a general major to which transfer students could be admitted. 
 
2. Significant space limitations exist in certain colleges and majors. 

 
Certain colleges and majors at Illinois have more space limitations than others. The College of 
Engineering, the College of Business, and Actuarial Science and Computer Science Plus majors 
in the College of Liberal Arts and Sciences experience high application volume. Therefore, they 
are unable to accept all qualified applicants. In Fall 2017, the College of Engineering admitted 
100 fewer students than in Fall 2016. Many of these students list Computer Science Plus majors 
as their second choice, but we were unable to admit students even to these majors due to overall 
space limitations in Computer Science. Historically, the College of Business has not accepted 
many transfer students. If they were willing to increase their transfer class, they would find 
students who meet the initial criteria for admission to the college. 
 
Transfer Best Practices 
As a follow-up to identifying transfer barriers, a new committee reviewed 17 similar 
universities and identified transfer best practices. The review of these 17 institutions did not 
lead to any standout practices Illinois should adopt. It was reassuring to learn that in many 
ways, Illinois is right on track or even ahead when it comes to transfer practices.   
 
Areas to explore include the expansion of special admissions programs and partnerships with 
community colleges. Staff resources have to be considered when deciding to expand 
partnerships. Providing denied freshmen some type of transfer guarantee after a year is an 
interesting idea. This would mean adopting a version of University of Texas at Austin’s 
coordinated admissions program. 
 
Many institutions of Illinois’ size are able to offer admission to a general studies program. It is 
worth learning whether we could provide a general admission opportunity for transfer 
students. Two major considerations are time to degree completion and communicating to 
students about majors that are limited in space or not available. 
 
Current Initiatives 
 
Pathway Programs 
We currently have Pathway to Illinois programs in place at Parkland College, Danville Area 
Community College, Illinois Central College, Rock Valley College, and the City Colleges of 
Chicago. The Pathway to Illinois programs require students to earn 60 hours at their 
community college and complete our transfer agreement form. Students in the program receive 
personalized advising at their community college from an Illinois advisor. As long as students 
meet the prerequisites and GPA requirements for their intended major, we guarantee 
admission. 
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Figure 5.7 showcases our Parkland Pathway enrollment numbers. Participants in this Pathway 
program are also given an opportunity to take an Illinois class at the Parkland tuition rate and 
allowed to live in university-owned housing and join clubs and organizations on campus.  
 

Year Apps Admits Accepts Enroll Admit % Yield 
2010 172 106 86 84 61.6% 79.2% 
2011 206 117 98 91 56.8% 77.8% 
2012 227 159 124 120 70.0% 75.5% 
2013 207 149 123 111 72.0% 74.5% 
2014 240 166 125 116 69.2% 69.9% 
2015 271 181 155 111 66.8% 61.3% 
2016 244 179 144 119 73.4% 66.5% 
2017 234 185 149 n/a 79.1% n/a 

 
Figure 5.7 Parkland Pathway Enrollment, 2010-2017 
 
National Student Clearinghouse Mailing 
Each year we use National Student Clearinghouse to identify where admitted students enrolled 
if they did not enroll at Illinois. A number of them choose to attend community college. We 
send a letter to each of these students encouraging them to consider Illinois when they are 
ready to transfer and complete their four-year degree. We also communicate with students who 
were denied admission to Illinois as freshmen and are currently attending Illinois community 
colleges. 
 
CollegeFish 
CollegeFish is an online system that provides several services for prospective transfer students. 
These services include matching community college students to colleges and universities, 
assisting with scholarship searches, providing direct access to four-year universities, and 
tracking admissions and financial aid deadlines. Our subscription to CollegeFish allows us to 
purchase the names of students who are highly qualified or have indicated an interest in 
Illinois. We automatically enter these names into our prospect/inquiry communication flow. 
 
Transfer Orange & Blue Days 
Transfer Orange and Blue Days are offered twice during the fall in conjunction with Orange 
and Blue Days geared toward freshman. These day-long programs include an admissions 
presentation, a student panel, and information on transfer housing options. Students and 
families are then able to attend an afternoon college meeting and other optional sessions. 
 
Transfer Information Sessions 
Transfer Information Sessions are targeted toward prospective transfer students. These 
programs are typically available twice a month throughout the fall semester. Each program 
is approximately two hours in length and begins with an admissions presentation that 
provides an overview of campus and insight into the transfer process at Illinois, followed by 
a student-led tour of campus and a university residence hall. Optional college meetings are 
available by request. We also host one Transfer Information Session on a Saturday to 
accommodate students who are unable to travel to campus during the week. This Saturday 
presentation does not include college meetings. 
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Admitted Transfer Days 
Meant to help yield admitted transfer students, these day-long programs include an admitted 
presentation, a student panel, financial aid information, college sessions, and other optional 
activities. 
 
Community College Visits 
We are also increasing our visits to Illinois community colleges. Admissions staff participates in 
both State Transfer Days and transfer fairs. For community colleges not hosting one of these 
events, Admissions staff makes a recruiting visit during the academic year. 
 
Transfer Receptions 
Because many transfer students are busy with school and work and cannot make the trip to 
campus, we hold transfer receptions at various community colleges during the fall and spring. 
These receptions include a short presentation about the transfer process and campus life 
followed by questions, and participants have responded very positively. 
 
Transfer Coffee Talks 
In order to establish personal contact with prospective transfer students in the state of Illinois, 
we offer one-on-one sessions in a neutral environment (such as a Barnes and Noble or college 
café). 
 
Virtual Admissions Counseling Appointments 
We offer virtual admissions counseling appointments for transfer students in areas where they 
may have a difficult time visiting campus. These appointments provided prospective transfer 
students the opportunity to speak one-on-one with an admissions counselor via the phone or 
Skype. 
 
Honors Recruitment 
We do outreach through classroom visits and fairs where we know honors students will be 
present. In addition, we send letters to Illinois community college coordinators and honors 
programs advisors each August to promote the benefits of an Illinois degree. Our CollegeFish 
subscription also allows us to target honors students. We hope to use this information in our 
yield activities in the spring. This may include special on-campus events or additional transfer 
communication campaign messaging. 
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Enrollment Goals 
Visiting campus can be one of the most important factors when making a college choice. It gives 
prospective students and parents the opportunity to observe the intangible factors of a college 
campus. Engaging with families—especially those of first-generation college students—during 
the campus visit experience has become increasingly more important. Figure 6.1 provides a 
frequency comparison of visits from last year to this year. 
 

Visit Program FY17 FY18 
Prospective Daily Visits  23,274 24,315 
Fall Orange & Blue Days 3,221 3,583 
Spring Orange & Blue Days 2,271 3,052 
Admitted Student Daily Visits 4,192 4,858 
Admitted Student Days 5,571 6,652 
Total 38,529 42,460 

 
Figure 6.1 Campus Visit Frequency Comparison 
 
Overview 

• The Office of Undergraduate Admissions hosted campus visits for over 40,000 students 
and families this past year. 
 

• Selection bias notwithstanding, Illinois residents who made an official campus visit were 
30 percentage points more likely (61% vs 31%) to enroll. 

 
• Not everyone is making an official college visit. Only 2,664 new resident freshmen made 

an official campus visit before enrolling at Illinois—this is less than half (48%) of all new 
resident freshmen. 
 

• Campus visits have been transitioned to Alice Campbell Alumni Center, where current 
renovations will allow for a more centralized welcome center for the university and 
improve university branding for prospective students and families (Figure 6.2). The new 
space allows us to accommodate more than 100 additional guests per visit. The 
renovation is expected to be complete later this fall. 
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Current Initiatives 
Campus visits have recently been transitioned to Alice Campbell Alumni Center, where current 
renovations will allow for a more centralized welcome center for the university and improve 
university branding for prospective students and families (Figure 6.2). The new space allows us 
to accommodate more than 100 additional guests per visit. The renovation is expected to be 
complete later this fall. 
 

    
 
Figure 6.2 Illinois Welcome Center, Fall 2018 
 
 
 
 



 

 53 

Daily Campus Visits 
Daily campus visit programs are offered twice a day on Mondays through Fridays and select 
Saturdays throughout the year. They include an admissions presentation, a walking tour of 
campus and a residence hall, and an opportunity to speak with a panel of current students. 
Students can also request a meeting with a college. In the summer and fall, all programs are 
geared toward prospective students. From the beginning of the spring semester to May 1, the 
morning program (10:00 a.m.) is designed for admitted students and the afternoon program 
(1:00 p.m.) is designed for those who have not yet applied for admission. 
 
Orange & Blue Days 
Orange and Blue Days are expanded campus visit programs for prospective freshman and 
transfer students that include an information fair and a university overview on admissions, 
housing, and financial aid. Families have the choice to attend a college meeting and tour the 
campus and a residence hall. Optional afternoon activities are also available for families to 
explore our cultural centers, campus recreation centers, and much more. Underrepresented 
students in the Chicago area also receive special invitations to attend on select days. Bus 
transportation from Chicago to campus and lunch are provided on these dates for those 
students and their families. 
 
Admitted Student Days 
These day-long programs for admitted freshman and transfer students cover student life at 
Illinois and include topics such as placement, orientation, study abroad, and financial aid. 
Families also have the opportunity to interact with current students, attend a college meeting, 
and tour campus. Admitted underrepresented students and their families also receive a special 
invitation to attend on select days. Bus transportation from Chicago to campus and lunch are 
provided on these dates for those students and their families. 
 
Transfer Information Sessions 
Transfer Information Sessions are targeted toward prospective transfer students. These 
programs are typically available twice a month throughout the fall semester. Each program 
is approximately two hours in length and begins with an admissions presentation that 
provides an overview of campus and insight into the transfer process at Illinois, followed by 
a student-led tour of campus and a university residence hall. Optional college meetings are 
available by request. We also host one Transfer Information Session on a Saturday to 
accommodate students who are unable to travel to campus during the week. This Saturday 
presentation does not include college meetings. 
 
Group Visits  
High schools, community agencies, and other groups of prospective high school or transfer 
students can arrange for a group visit year-round. These visits include an admissions 
presentation and a tour of campus. They can also include visiting our cultural centers, 
academic program offices, or other departments on campus. 
 
College Appointments  
Students interested in meeting with someone from the department they are applying to or have 
been admitted into can request an appointment during the campus visit reservation process. 
Some colleges have standing meetings, while others arrange individual appointments. 
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Class Visits 
During the semester, students can also attend classes during a campus visit. We contact 
professors to request permission to list their classes on our class visit web page. The majority of 
the classes are lectures, although a few discussion groups are included. Dates of exams and 
cancelled classes are indicated. We also note that students should arrive on time and stay for the 
duration of the class so as not to disrupt a class.  
 
Experience Illinois 
We have partnered with four Chicago Public Schools to invite prospective students to 
experience a day on campus. The Experience Illinois program emphasizes academic 
preparedness through a mock admissions exercise and career exploration through a session 
with the Career Center. Students are also exposed to a number of academic areas on campus 
and participate in mock college classes with volunteer professors. The program aims to build a 
long-term relationship with student participants, creating a pipeline to Illinois from the selected 
high schools.  
 
StartSTRONG @ Illinois 
This day-long campus program for prospective students includes a reception with the 
chancellor, meetings with college deans, conversations with current students, a tour of the 
Bruce D. Nesbitt African American Cultural Center, and productions by our performing arts 
groups. Participants also attend our spring football game at Memorial Stadium. Bus 
transportation is provided from Chicago to campus. 
 
Chicago Public Schools Admitted Student Program 
Admitted students from Chicago Public Schools as well as their families are invited to a special 
Saturday program to hear from a panel of current students, take a tour of campus, and visit 
with faculty and staff from our colleges. Financial Aid appointments can also be made. 
 
Chillini Visit Day 
Admitted students from Chicago Public Schools and their families are also invited to campus 
for our Chillini Visit Day each year. Bus transportation from Chicago to campus is provided. 
During the program, families receive information about housing, summer registration, next 
steps, and more. The day also includes lunch in a university dining hall, a campus tour, and a 
visit to our Illini Union Bookstore. 
 
President’s Award Program Day 
This day-long campus program is for our President’s Award Scholarship recipients and their 
families. It includes a reception with the Chancellor, meetings with college deans, a current 
student panel, informational sessions on student resources, and a residence hall lunch and 
tour. Transportation is provided from two Chicago locations. 
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Illini VIP Visit Days 
High-achieving prospective students receive an invitation to attend a personalized visit in the 
fall where they can meet with an admissions representative to learn about scholarships, 
honors programs, and the application process. In addition, they can personalize their visit 
by selecting from a list of activities such as a campus tour, lunch with a current student, or a 
meeting with a department representative ( if available). Additional appointments can be 
arranged schedule permitting. 
 
A Saturday at Illinois 
Held every fall for local prospective students, this program includes a welcome at the ARC, 
presentations about the admissions and financial aid processes, and a chance to meet and 
interact with current Illinois students from the local community. Students receive free tickets to 
an Illinois football game, and their guests may buy tickets for a reduced rate of $15. 
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