
About Taylor University
Founded in 1846, Taylor University is a 
Christian liberal arts college located in 
Upland, Indiana.

The university offers more than 60 majors 
and minors to approximately 2,200 
students, creating a community of scholar-
ship and Christian faith characterized by 
relentless discovery, intentional community 
and global engagement. 

Taylor University already had Sales Cloud in 
place to manage its recruitment and admissions, 
Community Cloud for its online application 
portal, and Pardot for emails and digital 
communications. Additionally, Einstein Analytics 
was already being used for reporting and 
analysis.

“We've worked hard to bring all student 
information into one system, and so it was 
important that we did this for the financial aid 
data as well,” said Nathan Baker, Director of 
Recruitment and Analytics. “Fortunately, we had 
a solid foundation to make that happen.”

In 2016, the university integrated the 
PowerFAIDS data with its Salesforce 
implementation, enabling the school to start 
using Einstein Analytics to report on financial aid. 

Salesforce Solutions

A Solid Foundation

“The admissions team now has powerful 
information about the relationship between 
tuition discounts and enrollments in their 
hands,” said Baker. “The reports and 
analysis that Salesforce generates gives our 
admissions counselors predictive 
probability numbers that allow them to 
start thinking about financial aid 
strategically, rather than just a process to 
be completed.”
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Taylor University Uses Salesforce Einstein 
Analytics to Land Biggest-Ever Enrollment Class



With stronger insights into how financial aid and scholarships impact recruiting 
and admissions – coupled with the other insights that Salesforce can harvest 
from the school’s data – Taylor University has seen its numbers trend upwards.

“Our inquiry pool in 2012 would have been about 10,000 students a year,” 
said Baker. “Now, it’s over 60,000 students a year. Those numbers pay off 
further down the funnel: our Fall 2018 class was our largest-ever enrollment 
class.”

The school has extended the benefits of its Salesforce implementation from 
the admissions office to the academic enrichment center, which is in charge of 
student success at Taylor University. 

“We have an enviable retention rate of roughly 90%,” said Baker. “Much of the 
data impacting this rate is captured within Salesforce for the academic 
enrichment center to make use of. They can spot patterns and potential flags 
that a student might be thinking of withdrawing. As soon as they see 
something like that, they can take proactive steps to reach out to the student 
with tutoring, guidance, or even just assistance on how to navigate the 
bureaucracy of a higher education institution – whatever they need to 
succeed.” 

Taylor University has also exposed the students themselves to the power of 
Salesforce analytics through a popular course that gives them hands-on 
experience with Salesforce tools.

“Developing a class where I can teach the students Salesforce and have them look at the data with me has been fantastic,” said Baker. 
“They’re able to jump in and learn the tool very quickly and start making assessments based on the data they’re working with. The class 
is in very high demand, and the analytics experience is very valuable for the students.”

From admissions and financial aid, through various aspects of student life, Baker feels Salesforce has helped Taylor University become 
more competitive in the higher education community.

“The recruiting and admissions department – and, to a certain extent, the school itself – has become more sales-minded in recent 
years,” said Baker. “What that means is that we realize that the competition for students is fierce, so we can’t take a reactive approach, 
whether that’s recruiting students, or retaining them. We need to be proactive and try to identify a student’s needs, concerns, and 
interests and address them head-on – and that is what Salesforce is helping us do.”

New Insights, Strong Results

Challenge

Make recruiting more 
student-centric by 
switching from 
geography-based model to 
academic model

Ensure financial aid is being 
deployed strategically, 
balancing enrollment goals 
with revenue requirements

Retain students, and 
proactively offer assistance 
as needed

Solution

Salesforce serves as a single 
platform for student data 
and information, making it 
easier for Taylor University to 
run analytics and glean 
insights that can improve 
recruiting, admissions, and 
other aspects of student life

Salesforce is the leader in enterprise cloud computing. We help companies connect to their customers in a whole new way with our 
sales, service, marketing, community, and analytics apps. All of these apps run on the Customer Success Platform, so you can 
manage all your information in one place. To learn more, call us at 1-800-667-6389

Results Products

Help increase and better 
manage inquiry pool

Generate largest-ever 
incoming class of students 

Maintain retention rate of 
approximately 90% from 
year to year

Expand usage of analytics 
from admissions department 
to student services, helping 
school take a “sales-minded” 
approach that puts the 
student’s needs at the 
forefront of every phase of the 
higher education experience

“The competition for 
students is fierce, so we 
can’t take a reactive 
approach, whether that’s 
recruiting students, or 
retaining them. We need to 
be proactive and try to 
identify a student’s needs, 
concerns, and interests and 
address them head-on – 
and that is what Salesforce 
is helping us do.”
- Nathan Baker, Director of
Recruitment and Analytics
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