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A New Approach to Retention
Carroll University, Wisconsin’s oldest four-year university, 
has a robust and successful recruiting program. Like 
most modern schools, Carroll counts on every enrollment 
to move the institution closer to accomplishing its 
mission—providing a superior education and preparing all 
of its students for lifelong success. But Carroll also knows 
that not every student is prepared for higher education's 
academic and social challenges, and some require extra 
attention and even intervention in order to remain enrolled 
and on the path toward graduation. 

Goal: STAY
With this in mind, Carroll University launched an  
institution-wide initiative to: "Retain students by  
giving Retention the same importance, strategic effort, and 
institutional resources as Recruiting." Carroll University's 
President, Doug Hastad, emphasized the strategic importance 
of an effective retention program and laid out the following 
ambitious goals: 
+  Move students towards successful completion of their full 

college degree at Carroll University 
+  Enhance the institution’s prestige, image, and reputation 
+  Make the campus more student-centric 
+ Reinforce what the faculty does in the classroom 
+ Increase enrollment 
+ Enhance financial stability 

The program kicked off with a focus on first-time freshmen 
and was named STAY, based on the key success factors: the 
right Student, the right Time, the right Attention, and the right 
Yield.

Challenge: Cultural Change
Prior to the launch of STAY, Carroll's traditional retention 
model was not as effective as it could be. Culturally, the 
university placed an emphasis on recruiting the right students 
but needed to step up the campus-wide imperative to 
graduate those students. Relying solely on faculty and staff 
to alert advisers of a problem was not enough. More often 
than not, by the time the university stepped in, it was too 

late for many at-risk 
students. Moreover, 

advisers were faced with the 
challenge of intervening and assisting students who were 
not even aware they needed help.

A major adjustment to Carroll's campus culture was  
needed. Pockets of information and effort existed 
throughout the school, but Carroll sought to answer a 
deeper question: "What, institutionally, was leading  
certain students to leave the campus?"

Strategy: Office of Student Success
To focus attention on this critical area, the school  
appointed Jeff McNamara as Director of Student  
Success and gave him ultimate responsibility for the  
program. Although any student success initiative requires 
involvement from faculty and staff across the campus, 
McNamara served as the keystone to the program: a 
central point of contact and a resource to turn to for any 
retention question, challenge, or suggestion.

This centralized approach helped Carroll break down 
institutional silos and identify policies and procedures that 
were hampering student retention.

Process: Using Predictive Technology
The University looked to its technology partner, Jenzabar, 
Inc., to help pinpoint the unique factors contributing to 
attrition at Carroll. Jenzabar then developed predictive 
models based on these criteria to place students into one 

How Carroll University  
built a campus culture of 
student success
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