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Presentation Inspiration

• Advising students and the challenge 
of a very high student to advisor ratio
• Industry Standard = 1 advisor/ 350 

students

• WWU = 1 advisor/ 563 students

• Changing expectations from our 
institution and our student 
populations

• 2015 NACADA Regional 
Conference—the opportunity to 
discuss our work beyond our own 
campus



Proactive Advising

• Proactive advising (also known as intrusive advising) is a model where “advisors 
express active concern for the welfare of every student, which requires directed 
advisor actions to reach the student at specific points throughout his or her 
academic career.” (Varney, 2013) 

• What’s the balance of letting your calendar fill on demand versus reaching out to 
students in need of advising?

• Using policies, data, and noticing students in need to identify a student population

• Leverage technology to identify and track students who could benefit from an 
advising intervention



Session Goals

• Share a couple examples of outreach projects, 
including the development of the student 
population, communication timeline, and 
implementation strategies such as advisor 
collaboration.

• Provide time to reflect on existing opportunities or 
barriers that targeted outreach could mitigate at 
your own institution.

• You will leave with an outline for your own 
academic advising outreach project with specific 
goals of who to contact, how to determine the 
number of students to include, and strategies to 
evaluate the project.
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Western Washington University
• Master’s granting, public comprehensive institution

• 14,625 undergraduate students, 7 Colleges 

• Academic Advising Center, a unit of Academic and Career Development Services
• Centralized advising office primarily for students who are undeclared 

• 6 full-time advisors

• Advising is a shared responsibility
• Only mandatory advising intervention occurs when a student is undeclared with 105+ 

quarter credits

• Many majors have a G.P.A. requirement  of 2.5 or higher for major declaration

• Institutional interest and commitment to retention which resulted in use of 
Student Success Collaborative in January 2013



Overview of Targeted Outreach Projects

Key steps:

1. Determine your student population 

2. Establish a timeline to contact 
students

3. Create a communication plan 
including templates/scripts

4. Establish quantitative outcomes to 
measure results

5. Track your students and report 
results
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High Performing Freshmen

• Defining the population:  48 students
• Freshmen

• 3.75-4.0 cumulative G.P.A.

• Enrolled spring quarter

• Undeclared 

• All colleges

• Outreach conducted & timeline
• Spring 2015

• Email 1 sent 2nd week of classes

• Email 2 sent 4th week to students who did not respond either by email or advising appointment

• Phone call in 5th week to students who did not respond to emails or have advising appointment

• Fall Quarter 2015—email all enrolled students with information about fall Career Services 
Center events and resources
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High Performing Freshmen—Results 

Target Outcomes: Actual  n (%)
• Contact students with initial email 48/48 (100%)
• Advise 30 (63%) students during spring 2015 24/48 (50%)
• Retain 45 (93%) of students for fall 2015 43/48 (89%)
• Encourage 24 (50%) to attend engage with Career 

Services Center event/appointment by end of Fall 2015 6/48 (12.5%)
• Support 43  (89.5%) to declare by 90 credits 16/43 (37.2%)

Other Outcomes Fall 2015:
• 44 students connected with our office via email
• 5 students came to one of our 15 minute walk-in appointments
• 3 students met with an advisor for a 30 or 60 minute appointment 

• Ongoing tracking each quarter on major declaration status until declared



Overview of Targeted Outreach Projects

Key steps:

1. Determine your student population 

2. Establish a timeline to contact students

3. Create a communication plan including templates/scripts

4. Establish quantitative outcomes to measure results

5. Track your students and report results



1. Develop a Target Population

• Challenges students encounter 

• Advisor capacity

• Institutional expectations 

• Institutional/College/Office policies

• Providing information & resources versus personal 
contact with students
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“Murky Middle”—developing the 
population
• Defining the population: 105 students

• Students who had not met with an advisor during their time at Western
• Enrolled Winter 2015
• 35-60 earned credits
• Undeclared
• GPA 2.3-2.5

• Goal: Proactively reach out to students who may be at risk of not being able to declare 
their major interest in a timely manner

• Aligned with institutional and departmental policies:
• Registration Hold for students undeclared with 105+ credits
• Insufficient progress toward degree

• Outreach population of 105 students meant dividing the workload of the outreach effort 
between 5 advisors 



Develop Your Target Population

• What’s a policy that students encounter as a roadblock?  Could you be proactive 
about advising these students?

• Do you have institutional goals you can support via outreach? 

• Is there a way to support the specific purpose/goals of your office where targeted 
outreach could benefit your students?

• Who are students you wish you could see a higher number of, or see earlier in their 
academic experience?

• What capacity do you and your colleagues have to implement outreach?  How will 
this influence your call to action for students in response to the outreach?



Develop Your Target Population

• Take a moment to think of a population of students that would benefit from 
targeted outreach

Share your idea! 

• Turn to the person next to you. 

• Introduce yourself 

• Share your ideas about students you want to contact and why you think they can 
benefit from outreach



2. Communication Strategy:  How and 
when will you contact students?
• Consider how many students are in your 

target population

• Decide how you will contact students  
(email, phone, text)

• Think about when your office gets really 
busy

Other considerations:

• How does the timeline that fits your 
target population interact with advisor 
and office capacity?

• Plan time to conduct the outreach (mail 
merge versus phone calls)
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"Murky Middle" Communication Strategy 
and Timeline
• Outreach Conducted: Winter 2015

• Email 1 sent during 2nd week of classes

• Email 2 sent during 4th week of classes to students who did not respond either by email 
or advising appointment

• Phone calls made during 7th week of classes to students who did not respond either by 
email or advising appointment 

• Our goal was to have our final contact with students before spring quarter 
registration, which is a high volume time in our office



3. Set up the Communication Strategies

• Communication to the students
• Email 1

• Email 2

• Phone script

• Communication to your colleagues assisting with the outreach (if applicable)
• Provide timeline

• Provide list of students

• Provide communication templates

• Mail merge instructions 

• Provide guidelines on tracking the outreach efforts and dates of contact



"Murky Middle" Advisor Communications

• Each advisor received an individual Excel spreadsheet with their students, making 
it easy to send a mail merge to their students 
• Lead Advisor sent out a reminder email before each phase of the outreach campaign, 

reminding them to delete students off their excel list who had already made contact 
with our office

• All advisors were responsible for tracking their own students in our tracking 
document—we used OneNote

• Our office administrative assistant was very helpful in running reports in our 
student tracking system and updating the OneNote document the Friday before 
each outreach effort began



What will be your communication 
strategy and timeframe?

How and when will you communicate with students?

What would you like students to do in response to your outreach? 

Will you partner with colleagues?  If so, how and when will you communicate the 
details of the project and tools with them?



4 & 5. Tracking your Outreach Efforts

Metrics
• Setting up a system to track delivery of 

outreach and student responses to the 
efforts

• Planning time to compile data along 
the way (can you get help?)

• Planning time at the end for reporting 

Tools
• OneNote

• Excel Spreadsheet

• Student appointment tracking system



"Murky Middle" Results

• 51% response rate
• We heard back from 54 students out of the 105 initial student group

• Of the 54 students we did hear from:
• 0 responded via email back to an advisor

• 2 connected with our office via email

• 2 connected with our peer staff for a walk-in

• 15 students had a conversation with us over the phone

• 2 met with our Student Outreach Services Office

• 11 came to one of our 15 minute walk-in appointments

• 22 met with an advisor for a 30 or 60 minute appointment 



Lessons Learned

• Not all outreach needs to look the same 

• Planning your outreach in advance makes it easier

• If collaborating, provide a timeline upfront and reminders along the way

• Get help with your data tracking 

• Hold time on your calendar to place phone calls and to have advising 
appointments available



Questions?  Comments?  Ideas?
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Thanks for being here!

Amy Appleton

Academic Advising Center,

Western Washington University

Amy.Appleton@wwu.edu

360-650-3011

Carissa Bane

Academic Advising Center,

Western Washington University

Carissa.Bane@wwu.edu

360-650-4335
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