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RUSH UNIVERSITY STUDENT RECRUITMENT PROGRAM   
 

VERTICAL MARKET:   Higher Education 

BUSINESS APPLICATION: Direct Marketing/Lead Generation 

BUSINESS OBJECTIVES 
The College of Health Sciences Director of Marketing and Admissions for 

Rush University was faced with a challenge and dilemma.  

� The challenge: thanks to a large grant that provided education for 

Chicago City College students, was to drive students to apply and 

enroll for a new undergraduate program that to date only had 5 

students.   

� The dilemma: where to target students since this undergraduate 

program requires that the students have already completed 60 

approved credit hours towards their undergraduate degree.  

� The bigger dilemma: how to promote a program that was new and 

at the time had little to no brand recognition since Rush University is 

more known for its respected graduate programs.  

RESULTS 
The new marketing program for the incoming class was a huge success.  

“Overall, we consider this campaign to be a success. We increased our 

applicant pool, doubled our matriculation rate and, most importantly, 

promoted brand awareness,” says Dina Batlivala, Director of Marketing & 

Admissions for Rush University, College of Health Sciences. “This is a 

project that I would recommend for any higher education institution looking 

to reach a new population of students.” 

The Numbers: 

� Total applications: 129 (including started, submitted, and completed) 

� Open House Registration Total: 58 

� Matriculated: 12 
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TARGET AUDIEN CE 
Two groups were targeted:  

1) current college students who at the time of transfer will have 

completed 60 approved credit hours, with preferences in the 

sciences  

2) community college students looking to continue their college 

education 

SOLUTION ARCHITECTURE  

Through careful research Rider Dickerson set out to help Rush define what 

the unique value proposition for this B.S. in Health Sciences should be. This 

led to content and creative development that was informed by the market 

research and ultimately led to a fantastic multi-touch cross media campaign 

leveraging print, emails and customized landing pages. The marketing 

touch point schedule was timed to have mailers and emails arrive in 

students’ mailboxes and inboxes around key information session dates. 

This sparked impressive registration and attendance as compared to prior 

efforts by Rush. Mailers were personalized by name and male/female 

imagery was also implemented. The schedule is shown below: 

� March 25th Mailer #1 Experience Rush/ event registration 

� March 26th Email #1 Experience Rush/ event registration 

� April 1st Mailer #2 Student testimonial/ reminder event registration 

� April 22nd Email #2 Student testimonial/ reminder event registration 

� April 28th Mailer #3 Student testimonial/ reminder event registration 

� May 5th Email #3 Call person for meeting/ reminder that applications 

are open 

� June 5th Email #4 Call person for meeting/ reminder that 

applications are open 
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REASONS FOR SUCCESS 

The campaign was successful because it was highly targeted, relevant and 

expertly combined multiple channels. In building this solution, Rider 

Dickerson served as a true marketing partner. They oversaw the research, 

content and creative development, implementation of the touch point plan, 

and final execution of all of the deliverables. By having full control over the 

entire process, Rider Dickerson was able to drive more effective results. 

  

Direct mail piece 

Personalized email Personalized microsite landing page 
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C U S T O M E R  Rush University 

www.rushu.rush.edu/sp/Pages/Home.aspx   

Located in Chicago, Rush University is one of the nation's 

leading academic health centers for research and health 

profession education. Its supportive learning environment, 

leadership and research opportunities, and focus on community 

service help create an atmosphere of innovation and 

inspiration. The College of Health Sciences (CHS) at Rush 

University is responsible for education and research in the 

allied health professions, including health care management.  

S E R V I C E  

P R O V I D E R  

Rider Dickerson 

www.riderdickerson.com    

Rider Dickerson is a Chicago-based print and digital solutions 

company known for its creative thinking and high standards of 

client service. Companies of all sizes, of all needs, of all budgets 

depend on Rider Dickerson to identify innovative solutions to 

drive their business success.  

H A R D W A R E  HP Indigo 7500 

T A R G E T  

A U D I E N C E  

 

Current college students who at the time of transfer will have 

completed 60 approved credit hours, with preferences in the 

sciences as well as community college students looking to 

continue their college education 

D I S T R I B U T I O N  17,000 each of 3 different mailers  

D A T E  January to June 2014  
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