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Don't Tell Someone
How To Get There,
Take Them There
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All interactions with prospective students should be:

M A P

Meaningful Authentic Purposeful
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What are Probing Questions?

e Open-ended questions
e Elicit a specific response

e |Important part of the process

e Useful now and throughout
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Why Ask
Probing Questions?

e Getto know them
e Find what’s important
e [nformation exploration

e Creates excitement
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When to ask shdl )
Probing Questions?

e First meeting/call-lmportant!
e FA/Housing/Orientation

e When objections come up
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Types of
Probing Questions

e Context Questions
e Problem Questions
e |mpact Questions

e Value Questions
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What Questions to ask and Why

e What makes you want to major in Motivation/Support ?

e What sports/activities do you participate in? Follow-Up/On-campus
e What do you know about financial aid? Their knowledge/FA Objection
e What other schools are you considering? Competition

e How does your family/significant other feel about you going to college?

Support/Decision-Maker/Roadblock
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How to connect during probing questions?

$t Ny kA

Tailor the Establish Build trust Communicate on
conversation common ground their level
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What to do with the
information?

e Put good notesin your CRM.

e Rank what’s most important
IMPORTANT
INFORMATION

e Review prior to follow-up
e Remind them during objections

e Digdeeper when necessary
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Key takeaways
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Three Takeaways

01 02 03
Build relationship/rapport and It’s information exploration Proper probing prepares you
find out what’s important to for YOU and THEM for the process.
THEM.
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Get Connected

Sign up to Echo Delta’s Insights for updates, white papers,
and the Higher Ed Marketing Lab podcasts.

Insights Research Report Podcast
echodelta.co/insights echodelta.co/politics echodelta.co/podcast

Higher Ed Marketing Lab
Echo Delta

ECHO DELTA  ADV | s aesearcn

Education

'CONSULTING i

Insights, Research, ai

News From Our Studig M Listen on Apple Podcasts 7 o)
SUBSCRIBE N s S——
Keep ahead of the curve—get
way 16, 2020
our latest insights and trends Apodisi®) Why Sales Shouldn’t Be a Dirty Word in... ¥
S e - podcast by Studot recrtment can any haganit yousell your nstaton
vvvvv well. Bt because higher edtypicaly avoids he word “sles”
How to Craft Clear Messages that - — iike the plague, admissions counselors miss out on key skils
Win with Ben Guttmann Email P PLAY a7 min
. oLe Engage with some of the brightest minds in
OIITICS an arketing and highar education 1o uncover Aer1o, 2020
I practcalinsights you can use o level . more  The Performance Marketing Trap N
Expons the"Fertorance Mavketing Tra it Jamete e be
(o) ege oice ounnes tha s colieges asparience when they cverrel
How Students’ Political Views B o e
Influence Where They Enroll ew 25, 2024
Choice: How Students’ Political Views | 4 Amplifying Student Voices on TikTok with Morg... >
Influence Where They Enroll e TikTok is the platform of choice for many of today's

prospective students, but consistently executing relevant and
engaging content is a challenge many colleges and universit.
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http://echodelta.co/insights
http://echodelta.co/podcast
https://echodelta.co/politics
http://echodelta.co/insights
https://echodelta.co/politics
http://echodelta.co/podcast

Open up for ‘
questions
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On-Demand Admissions Training

Sales Training
echodelta.co/capabilities/on-demand-sales-training/

On-Demand
Admissions Sales
Traini
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