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The Big Picture
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Enrollment Management Association 2025
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Data Lenses
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The Data Spectrum
Descriptive: 

What

Diagnostic:
Why

Strategic:
Next
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Colorado By The 
Numbers
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Meet Colorado
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Summary
Families prioritizing STEM, 
leadership, and high-
status career pathways. 
They emphasize elite 
education, business, and 
tech-driven programs. 
These parents are highly 
educated, future-focused, 
and demand structured, 
measurable achievement 
over flexibility or 
alternative learning 
models.

Motivators
These families are driven 
by intellectual curiosity, 
real-world impact, and 
leadership development. 
They value elite 
academic institutions that 
provide hands-on 
experience in finance, 
technology, and 
entrepreneurship. They 
seek flexible, 
personalized academic 
pathways.

Barriers
Schools that lack 
executive mentorships, 
industry partnerships, and 
hands-on business 
experiences may feel 
irrelevant. They avoid 
institutions that are slow 
to adopt AI, robotics, or 
real-world financial 
literacy. A lack of flexible, 
personalized learning or 
rigid, test-driven 
environments may feel 
stifling. 

High Achieving Innovators - Denver zip



DNI Consulting  • www.dniconsulting.biz  •  dana@dniconsulting.biz

Summary
Families focused on 
structured academic 
excellence, multi-
generational legacy-
building, and exclusive 
social networks. They 
expect Ivy League 
college preparation, elite 
networking, and high-
status career pathways 
for their children.

Motivators
Multi-generational wealth 
and long-term family 
success drive their 
choices. They value 
structured academics, 
moral character 
development, and 
financial literacy. They 
seek Ivy League 
preparation, elite 
networking, and 
disciplined environments 
that reinforce tradition, 
legacy, and exclusivity.

Barriers
They expect disciplined 
academic environments 
and high-status 
mentorships. They avoid 
institutions that feel too 
experimental, lack 
structured achievement 
metrics, or do not 
reinforce long-term 
financial planning.

Legacy Driven High Achievers - Boulder zip
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A Real Example: Turning Data into 
Strategy

➝ Demographic data: Fewer preschool-aged children in their key 
ZIP codes.

➝ Psychographic data: Parents expressing uncertainty about 
school readiness and value alignment after the pandemic.
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Nooks and Crannies 
Marketing
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➝ Find places where there may be opportunity:

⇾ Identify ZIPs where the child population is stable, not 
shrinking.

⇾ Do basic psychographic research to look for match.

⇾ Look at where there is a competitive gap.

➝ The point: don’t go wider, go deeper. Precision beats volume.

Nooks and Crannies ideas
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A. Map your inquiries or enrollments by ZIP code.

B. Compare those ZIPs with census or NAIS data to see where 

you’re strong or missing.

C. Pick one micro-segment to study or test messaging with.

D. Try one new outreach channel, maybe a local preschool 

partnership or a niche social group.

E. Debrief what you learn and share it internally.

Five Actions for the Next 90 Days
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A. Find out where you have survey data hiding.

B. Review it with an eye toward understanding an enrollment-

related question.

C. Jot down some notes about a new survey or a refinement to a 

current survey.

D. Bring your thoughts and ideas to your team or Head of School.

E. Commit to ONE next step: designing a new survey, cross-tab 

analyzing what you have, etc.

Another Five Actions for the Next 90 Days
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Reflections and 
Discussion
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Thank you!

Dana Nelson-Isaacs
dana@dniconsulting.biz


