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I. EXECUTIVE SUMMARY

Strategic Goals for 2007-08

A. Continuous Quality Improvement through the Iowa Recognition for

Performance Excellence (IRPE) Process

B. Conference Center Plan

C. KTOS Sales Plan

D. People and Culture

E. Improve Organizational Effectiveness Model

F. Expand and Target Open Enrollment Programs (Increase Market Share)

G. Improve District-wide Approach to Continuing Education Offerings

H. Evaluate and Measure Learner Outcomes

Strategic Goals

FY08

􀁣 Continuous Quality Improvement through the Iowa Recognition for

Performance Excellence [IRPE] Process

Kirkwood Community College Continuing Education and Training Services is committed

to continuous process improvement and data-informed decision-making. To that end,

CE&TS will continue its Iowa Recognition for Performance excellence application

process with annual application submissions and accompanying feedback reports with

site visits. In FY 2007 KCC CE&TS will submit its first Tier 3 application and receive

feedback with the goal of receiving a site visit. Kirkwood Community College CE&TS

will constructively respond to the feedback from the Examiners and site visits. In FY

2008 KCC CE&TS will again submit a Tier 3 application and receive feedback. The goal

for FY 2008 is to receive enough points for an award designation. CE&TS will continue

the application-feedback-respond cycle until there is consensus among employees that

the benefits of this instrument have been thoroughly utilized.

􀁤
􀁤􀁤 Conference Center Plan

The Kirkwood Center for Continuing Education (KCCE) will open its doors in January

of 2008. The opening of the center brings a new business unit to the division as well as

opportunities for expanded programming. Preliminary financial goals for the conference

center will be monitored and projections for financial success will be established and

maintained. Financial benchmarks will be created with the assistance of the International

Association of Conference Centers (IACC) criteria. Application for admittance and

acceptance into the IACC will be a goal for the KCCE. Creation of joint programming

opportunities will be explored with KTOS and Kirkwood’s Credit Culinary Arts and

Hospitality Services programs. The addition of the Kirkwood laboratory hotel and

restaurant will bring additional conferencing products to the center. These products

will be researched, refined and implemented into the current business plan for the

center.

􀁥􀁥 KTOS Sales Plan

KTOS will continue to work toward the long-range plan to double KTOS revenues

(combined contract training and facility rental) between FY'06 and FY'09. This will be

achieved through increased efforts to obtain new facility renters, maintain existing

renter relationships, through development of new contract training programs, further

depth into existing client accounts, and cultivating more relationships with prospects.

􀁦 People and Culture

The employees of CE & T are an integral part of the division's success. In order to

provide additional professional development opportunities, Learning Plan's will be

developed over the next two years to enhance the current key performance

expectations process. Additionally, continued emphasis on communication will continue

to improve an innovative environment that is focused on fulfilling the college's mission

and vision.

􀁧 Improve Organizational Effectiveness Model

Kirkwood Continuing Education and Training Services division is five years into their

Organizational Effectiveness Model and Restructure Plan fashioned after LERN's Ideal

Staffing Structure Model. Next steps are to continue restructuring of staff

duties/responsibilities and capturing progress, modifications and accomplishments in a

historical document. The organizational restructure and job duty realignment has been

a major focus for Continuing Education open enroll programs for the past five years. As

we move forward the organizational assignment of duties aligning to development

and/or operations will become a major focus of the Kirkwood Training Services team.

In order to capture the history and evolution of the division, a fiscal year analysis will be

conducted to quantify results in target areas of income, expenditures, enrollments,

operating margins, staffing, customer satisfaction, learning facilitator/trainer satisfaction,

etc. This quantitative data will be used to create a narrative explaining the decisions

behind the numbers as well as the impact on the department staff, learners and the

college as a whole.

􀁨 Expand and Target Open Enrollment Programs (Increase Market Share)

Programming priorities for the Continuing Education open enrollment offerings for

FY08 and FY09 focus on Continuing Professional Education programs, Iowa City Market

Penetration and Enrollment Growth; Summer Kids College, and Conferences, Seminars,

and Workshops. Program growth will be evaluated by new program development,

enrollment trends and operating margin trends. Market penetration will be evaluated by

increased offerings in Iowa City regional area, enrollment trends, and marketing support.

New programs (Summer Kids College and Conferences/Seminars/Workshops) will be

evaluated based on investment, enrollment, operating margin, and number of offerings.

Supportive marketing initiatives will focus new brochure development and/or redesign,

additional e-marketing practices (email and e-newsletter production), targeted carrier

route penetration, and the identification of list rental opportunities.

􀁩 Improve District-Wide Approach to Continuing Education Offerings

FY08 and FY09 will expand the county continuing education pilot project conducted in

Belle Plaine and Iowa County to include the remaining Kirkwood County Centers of

Washington, Benton, Jones and Cedar. The county center CE staff will work in

partnership with CE main campus operations and program development teams to

provide support, direction, and increase the return-on-investment for county center

continuing education offerings. Performance Indicators may include: number of

sections offered, cancellation rate, program development, targeted marketing return.

􀁪 Evaluate and Measure Learner Outcomes

Traditionally students taking continuing education and non-credit professional

development courses at Kirkwood Community College have been awarded credit based

on hours spent in class. Kirkwood Community College CE&TS is committed to

evaluating and measuring learner outcomes in ways that are able to quantify learning and the achievement of the course objectives and outcomes. With that in mind Kirkwood

Community College CE&TS will undertake a process to augment and enhance its CEU

process with a method that aligns credit awarded with demonstration of proficiency. In

2007 Kirkwood Community College CE&TS will evaluate and pilot the LERN

International Learning Unit© (ILU) as a way to measure learning outcomes. This will

involve a select number of courses where competency and success are measured by

objective evaluation and demonstration of minimal competencies. If the pilot proves

successful, CE&TS will increase the number of offerings in 2008. Kirkwood Community

College CE&TS staff will become involved in LERN’s newly-formed ILU commission as

the pilot moves forward.
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II. ORGANIZATION BUDGET & BUSINESS UNIT BENCHMARKS

2007-08 Budget

Continuing Education

Income $4,192,057 100%

Direct Costs $2,506,950 60%

Operating Margin $1,685,107 40%

Administration $1,530,767 37%

Net $154,340 4%

KTOS

Income $1,275,000 100%

Direct Costs $502,830 39%

Operating Margin $772,170 61%

Administration $463,500 36%

Net $308,670 24%

Organization Total

Income $5,467,057 100%

Direct Costs $3,009,780 55%

Operating Margin $2,457,277 45%

Administration $1,994,267 36%

Net $463,010 8%

2007-08 Key Benchmarks

Continuing Education Goal Actual

Total Registrations 26,110

Total Courses Run 2,989

Total Courses Offered 3,752

Average Participants Cancelled per

Cancelled Course 1.0

Average Participants per Course 8.74

Brochure: Participant Ratio 21:1

Cancellation Rate 20.3%

New Course Percentage 10%

Percentage of Income Refunded N/A

Quality Rating N/A

Repeat Rate N/A

Service Rating N/A

Staff Productivity $174,669

Sessions Goal Actual

Fall I

Registrations 7,292

Courses Run 801

Courses Offered 999

Avg Participants per Course 9.10

Cancellation Rate 19.8%

Fall II

Registrations 6,335

Courses Run 708

Courses Offered 873

Avg Participants per Course 8.95

Cancellation Rate 18.9%

Winter

Registrations 6,023

Courses Run 678

Courses Offered 862

Avg Participants per Course 8.88

Cancellation Rate 21.3%

Spring/Summer

Registrations 6,460

Courses Run 802

Courses Offered 1,018

Avg Participants per Course 8.05

Cancellation Rate 21.2%

KTOS Goal Actual

Average Contract Fee $5,000

Average Participants per Contract N/A

Average Income per Client $6,500

Lead: Contract Ratio 5:1

Percentage of Income Refunded N/A

Product Development Cost N/A

Quality Rating – Learner 4.5

Quality Rating – Client 4.0

Quality Rating – Facilitator 4.5

Repeat Rate 60%

Referral 15%

Cold Call 25%

Service Rating 3.5

Staff Productivity $212,500
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III. PROGRAMS & SESSIONS

A. Business

B. Computers

C. Family/Home/Finance

D. Health

E. Industrial Technology

F. Recreation & General Interest

G. Transportation

H. KTOS

KTOS FY08 Sales Plan

KTOS will continue to work toward the long-range plan of doubling its revenue (combined

contract training and facility rental) between FY06 and FY09. This will be achieved through

increased efforts to maintain new facility renters, maintain existing renter relationships,

through development of new contract training programs, further depth into existing client

accounts, and cultivating more relationships with prospects.

Due to significant staff changes in the sales team, a slight increase of 5% in revenue is

projected in FY08 (from FY07 estimate of $1,205,100 to $1,265,000 in FY08). More details

on each of the tactics to be utilized follow:

New Product Development and Marketing

Goal: Develop a minimum of five new programs to be offered on a custom and/or

consortia basis to businesses, generating $30,000 in new sales.

Income Goal Total: $30,000

Prospecting

Goal: Work to forge new relationships of top 25 prospects identified in late FY07,

generating $50,000 in new sales from those organizations.

Income Goal Total: $50,000

Facilities Campaign

Goal: Implement new pricing models for room rates and catering to support the new

Kirkwood Center for Continuing Education (KCCE) model. Once finalized, a targeted

marketing campaign to existing clients and top 25 prospects for new business will be

completed to communicate the new model.

Income Goal Total: $130,000

Overall Goals

Overall goals for FY08 have been set as follows:

Program Director Sales Goal FY08 Sold to Date

Stephanie Bredman $302,000 $70,000

John Carney $399,000 $153,000

Katie Chism $135,000 $6,200

Brian Reckhemmer $30,000 $1,700

Jen Vanourny Mitchell $399,000 $157,000

$1,265,000 $387,900

Kirkwood Community College

Continuing Education & Training Services

FY08 Market Plan

IV. PROMOTION STRATEGIES & TIMELINE

Strategies

A. Four general catalogs will be produced during the fiscal year (Fall I, Fall

II, Winter, Spring/Summer).

B. Each catalog will be mailed twice with the first mailing occurring six

weeks prior to the start of the session to all catalog course participants

from the previous 30 months (unique households only). The second

mailing (featuring a different cover) will be distributed two weeks prior to

the start of the session to catalog course participants from the previous

nine months (unique households only). The first mailing will also include

those who have requested a catalog in the past 12 months.

C. To avoid the Christmas mailing season, the Winter catalog will be initially

mailed (to recent participants only) shortly after the Thanksgiving holiday.

A second mailing (to the larger audience) will occur shortly after

Christmas, with a third mailing (again to recent participants only)

occurring shortly after the first of the year.

D. Based on performance (revenue to cost ratio), the top carrier routes in the

Cedar Rapids and Iowa City metro areas will be identified and targeted for

catalog saturation each session (occurring simultaneously with the first

mailing).

E. Continue to maintain a strong street distribution presence in the Cedar

Rapids and Iowa City markets including professional office (i.e.,

doctor/dentist/law offices, etc.) as well as standard locations (i.e.,

convenience stores, grocery stores, etc.) for catalog delivery.

F. Continue growing the content of the CPE (Continuing Professional

Education) brochure to include selected Industrial Technology, Certificate

and other job-related course offerings. Additional content should (a) align

with the same timeframe, (b) be professional/career-oriented and/or be

certificate/credential-based, (c) be high-dollar ($75 or higher), and (d)

have a broad enough appeal. Additional businesses and households will be

targeted for brochure distribution.

G. Expand content of the Allied Health brochure to include all Health-related

programs with a targeted mailing list (all other Health programs without

targeted mailing lists will continue to be featured in the general catalog).

Begin working on a new design for the inside brochure pages.

H. Continue with the implementation of specialty promotions including

postcards, flyers and brochures to market selected programs/events/

conferences (i.e., Beyond Rubies conference, Code One conference,

Allied Health programs, Culinary classes, etc.) to target audiences. All

specialty pieces must be able to be mailed to a minimum of 1,000

legitimate recipients. Recipients will consist of past participants

(generated from our in-house database), related associations/groups and

other like demographic groups, as well as from appropriate rental lists.

LERN recommended mailing timetables will be followed. See promotion

timeline for project specifics.

I. Develop updated KTOS sales pieces (insert sheets) to target custom

training, facility rental and new product rollouts.

J. Continue to upgrade Web site content (CE and KTOS) to align with new

Kirkwood Community College format and design. Rollout Web site for

the new Center for Continuing Education.

K. Continue re-branding all promotional materials with newly designed CE,

KTOS and KCCE logos and taglines.

L. Contract out the development and distribution of email and e-marketing

promotion campaigns to CE and KTOS audiences to promote new

courses/events and serve as reminders to register. Content should be

program area-specific.

M. To best determine which promotional vehicles and distribution methods

are working and not working (i.e., catalog, specialty brochure, Web site,

etc.), pull monthly tracking data on registration source for open enrollment

classes. Determine revenue to cost ratio and brochure to participant ratio

for each distribution method.

N. Place targeted advertising campaigns as needed.
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V. RESPONSIBILITIES

A. Programming: Responsible for all programming. This includes

development of new courses/events as well as lining

up repeat programming.

B. Operations: Responsible for the day-to-day operations of

Continuing Education, including registration,

finances, logistics and reports.

C. Sales: Responsible for meeting Contract Training goals

and benchmarks.

D. Marketing: Responsible for spearheading the Promotion

Strategies and ensuring that the Timelines are met.

