

















FLOOR PLANS

Meetings will be held on three different levels of the hotel: the third, fourth, and fifth floors.
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Collaborate with The New York Times to offer
compelling, co-branded continuing education
programs online.

Attract students with unique programs offered through The New York
Times Knowledge Network. We bring together institutions’ faculty
expertise and the timely insights of Times journalists on a wide range
of topics, fostering personal enrichment and professional development.

Distinguish your offerings, enhance your program'’s visibility, and enrich
your curriculum with Times articles, archives, multimedia and up-to-date
live content, including guest speakers.

For more information, contact us at (212) 556-8300
or knowledge@nytimes.com.

Visit
nytimes.com/knowledge
to learn more about

our programs.

Ehe New Jork Eimes




Enroll More

Students

Want to learn if

OUTSOURCING
is the RIGHT APPROACH?

GIVE US A CALL to request a

customized ROI analysis.

800.207.1983

FASTER.

How many more enrollments

could you drive if your advisors:

Never had to play phone tag?
Only talked with qualified students?
Followed up on completed applications?

Focused on academic advising rather
than recruiting?

ESM is a virtual admissions department that uses
call center people, processes and technology to
enroll more students faster. We can:

Contact, pre-qualify and warm transfer
interested students to your advisors

Set appointments for campus fours or
inferviews

Deliver paid applications for your
advisors to complete the enrollment

process

Provide full admissions services
where you lack resources or want to
grow quickly

Help to improve student retention at
each step in the enrollment pipeline

Re-engage alumni for continuing
education and referrals

‘DUCATION SALES MANAGEMENT

Education-Sales.net






