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Executive Summary

Universities across the nation are confronted with declining enroliment, declining student ability to pay, declining support from state
and federal governments, and declining donations. New Mexico Highlands University is committed to developing a plan that will
guide its enrollment decisions into the future. This Strategic Enrollment Management Plan, written by the Strategic Enrollment
Management Plan Committee, provides a high-level view of how Highlands will accomplish planned growth. This plan includes the
university’s overarching goals in recruitment, retention, and academic program offerings. This plan identifies enrollment strategies
addressing both short-term and long-term growth for the Las VVegas campus, online programs, and the institution’s centers. This plan
is driven by the existing recruitment (2018-2019 Recruitment Plan), retention (2018-19 Retention Plan), and marketing plans (2018-
2019 Marketing Plan) developed in their respective areas, which include more granular strategies for increasing specific student
populations such as international students and athletes. This plan will be reviewed and updated periodically by the Strategic
Enrollment Management Plan Committee to ensure the recommended goals are assessed and are being met.

Students from Highlands include undergraduates (first-time freshmen and transfer students) and graduate (master’s level only)
students enrolled in any of the five (Las Vegas, Rio Rancho, Santa Fe, Farmington, and Albuquerque) centers or online. Included in
the appendix to this plan are detailed recruitment, retention and enrollment data that illustrate progress on the plan as well as data-
based adjustments to the plan as it evolved. The university’s primary goal, as determined by the NMHU Board of Regents and
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President Sam Minner, Ph.D., is to reach 4,500 students total enrollment at NMHU by June 30, 2022. This will be achieved through
increased enrollment of undergraduate and graduate students, increased retention of all students, and increased programmatic
offerings. Although this is an ambitious goal, the following plan provides detail on the roadmap to reach this mark.

Introduction

The vision for Highlands is to be a premier comprehensive university transforming lives and communities now and for generations to
come. This is consistent with being a public comprehensive university serving our local and global communities. With a mission to
provide opportunities for undergraduate and graduate students to attain an exceptional education by fostering creativity, critical thinking
and research in the liberal arts, sciences, and professions within a diverse community. The core values driving this vision and mission
are excellence, diversity, accessibility, and responsiveness. To abide by this vision and mission, Highlands is committed to the following
strategic goals:

1. Highlands University will achieve academic excellence, academic integration and student success.

We commit to establishing and strengthening systems, structures and programs to enhance students’ holistic well-being and success at
all levels of study (including lifelong learning), through the delivery of high-impact practices such as research and creative
opportunities, increased student engagement, and service learning.

2. Highlands University will achieve strategic enroliment management.

We commit to establishing and implementing a strategic enroliment management plan that includes target enroliments, recruitment,
and retention strategies for all academic degree programs and all locations.

3. Highlands University will achieve a vibrant campus life.

We commit to enhancing campus life for students, staff, faculty, alumni, and community through expanded intellectual and recreational
programs and services at the main campus and centers, with a commitment to safety and inclusion.

4. Highlands University will be a community partner.

We commit to developing, expanding, and enhancing collaborative community partnerships for mutual benefit in the areas of
leadership, community and economic development, community service, academic enrichment, entertainment, and recreation.

5. Highlands University will achieve technological advancement and innovation.

We commit to using technology strategically to support quality, efficiency, and innovation in daily operations, student support services,
and teaching and learning.
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6. Highlands University will achieve enhanced communication and efficiency.
We commit to engaging in proactive communication at all levels to provide efficient and effective services.

This Strategic Enrollment Management Plan fulfills the university’s second strategic goal of “establishing and implementing a strategic
enrollment management plan that includes target enrollments, recruitment, and retention strategies for all academic degree programs
and all locations” and therefore aligns with the university’s Vision 2020 Strategic Plan. The purpose of this strategic enrollment
management plan is to guide our efforts in recruiting, enrolling, serving, retaining, and graduating a diverse student population in order
to achieve strategic enrollment management while adhering to Highlands’ core values.

This is a multiyear plan of interrelated individual-unit strategies, which takes into account the entire student lifecycle (inquiry to
graduation), ensuring that the strategies identified overlap through each stage in the student lifecycle. Highlands believes through
offering diverse and competitive academic programs coupled with an authentic brand, social and academic integration, and student
wellbeing, a sense of purpose and belonging will surface, and the institution will accomplish its enrollment goals.

The university president and vice-president of strategic enrollment management charged the SEM Plan Committee, with representatives
(faculty, staff, students, and administration) from across Highlands’ locations, with creating the institution’s first strategic enrollment
management plan. During spring 2018, the newly established Strategic Enroliment Management Plan Committee began the development
of a five-year strategic enrollment management plan,in support of the University’s strategic plan, outlining and defining strategic
enrollment objectives based on key enrollment indicators. Members of this group are listed in table 1.

Table 1. List of SEM Plan Committee members and the offices they represent:

Name ‘ Position
Theresa Law Interim VP of Strategic Enrollment Management
Maria Sena Executive Administrative Assistant, VPSEM
Buddy Rivera Center Director-Farmington
Jeanie Flood Nursing Director/Associate Professor
Brandon Kempner Interim Dean, Arts & Sciences
Jessica Hurtado Director of Admissions
Benito Pacheco Academic Support Director
Leon Bustos Interim Director of Highlands Undergraduate Enrichment
Sean Weaver University Relations Director
Kimberly Blea Dean of Students-Student Affairs
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Lee Allard Institutional Research Director

Joe Gieri ITS Director

Adam Bustos Purchasing Director

Kevin Ensor Education Assistant Professor/Counseling
Jim Deisler Interim Athletic Director

Yvette Wilkes

Housing Director

Gloria Gadsden

Associate Professor, Criminal Justice

Greg Martinez

Facilities

Susan Chavez

Financial Aid Director

Ernestine Clayton

International Education Center Director

Vacant Native American Center Coordinator
Michelle Bencomo Student Relations Coordinator

Keith Tucker Dean of the School of Business

Patrick Wilson Director of Online and Extended Learning
Vacant Registrar

Stephanie Gonzales Budget Director

Ben Villarreal Assistant Professor, English & Philosophy

Tamlyn Crain (Graduate Student)

Associated Students of New Mexico Highlands University

Rebecca Peoble (Undergraduate Student)

Student Senate Associated Students of New Mexico Highlands University

Tranquilino Hurtado

Interim Director, Career Services
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Institutional Background.

NMHU was established in 1893 as the New Mexico Normal School and serves Northern New Mexico, providing a quality, affordable
education. NMHU provides a wide range of undergraduate and graduate degree programs, with a total fall 2019 enrollment of 2,902.
The size of the diverse student body allows for small class sizes and personal attention for students in and out of the classroom.

Key areas of recruitment and retention messaging and focus:

Quality of learning environment and student-centered initiatives:

Highlands offers two online, asynchronous programs geared toward working adults and the growing adult student population.
Highlands’ online RN to BSN program prepares working RNs to advance their careers with a flexible program consisting of
eight-week courses, offering spring or fall entry. Highlands’ MBA program is also geared toward working adults and can be
completed entirely online.

Highlands’ Undergraduate Enrichment (HUE) and First-Year Experience Learning Communities (FYE LC) help transition first-
time freshmen into the college experience through a college transition course, peer mentors, and other supportive services
designed to promote academic, social, and personal success.

Highlands’ Achieving in Research, Math And Science (ARMAS) Center supports any student studying science, technology,
engineering or math (STEM) subjects. ARMAS was also a finalist in 2014 among four-year colleges for the Excelencia in
Education award for its contributions in increasing Latino student achievement in higher education and was recognized by the
White House Initiative on Educational Excellence for Hispanics as a “Bright Spot in Hispanic Education” in 2015.

Through Highlands’ new Campus Life Initiative and Outdoor Recreation Center, students can partake in hiking, camping, skiing,
boating, and biking in the Santa Fe National Forest, Pecos Wilderness, and the nearby Rio Mora and Las Vegas National wildlife
refuges and can participate in cultural activities on campus and in the community.

Highlands is the third most affordable university in the Southwest, offering a regionally competitive advantage.

In 2016, Highlands University ranked number one among New Mexico universities and fourth regionally for career outcomes for
graduates and affordability, according to the nonprofit Educate to Career.

A 2016-2017 first-destination survey on career outcomes indicated that 94 percent of Highland’s master’s, bachelor, and associate
degree recipients were employed or attended graduate school after receiving their degree.
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Highlands provides extensive cocurricular opportunities on its main campus and centers, including 11 NCAA Division 1l sports
competing in the Rocky Mountain Athletic Conference (RMAC) and more than 40 student clubs and organizations, including the
three-time national champions Vatos rugby club-team.

Quality of Faculty:

Highlands features a 15:1 student-faculty ratio, unusually small for a public university.

At Highlands, 89 percent of faculty members hold terminal degrees, which means students are taught by experts. Faculty also are
extensively involved as mentors and advisers to both undergraduate and graduate students.

Highlands is committed to hiring a diverse faculty reflecting its student demographics. In 2016 there were 94 tenured/tenure-track
faculty at Highlands. Of these, 59 percent were white, 21 percent were Hispanic, 1 percent were American Indian, 2 percent were
African American, 4 percent were Asian, 7 percent were non-resident alien, and 5 percent self-identified as two or more/unknown
(Source 2016-2017 NMHU Factbook). Compared with New Mexico’s other four-year institutions, Highlands has the second-
highest percentage of Hispanic faculty members in the state.

The Center for Teaching Excellence serves the New Mexico Highlands University community by providing programming,
resources, and support for quality teaching and advising to prepare faculty for assessment-driven design and delivery of high-
impact practices (HIPs) and online teaching.

On average 35 faculty and staff members teach a learning community course every year, and approximately 28 faculty and staff
members advise student clubs and organizations.

Academic Programs:

Whether students are interested in pursuing graduate school, a professional career or conducting research, New Mexico Highlands
University has strong professional programs in its Facundo School of Social Work, School of Education and School of Business,
Media, and Technology, offering 39 bachelor’s programs, 18 master’s programs, seven associate programs, and 24 certificates.
Additionally, the College of Arts and Sciences offers 29 bachelor’s programs and ten graduate programs.

To promote accessibility and to meet the economic and educational needs of our students, Highlands operates four centers in
Albuquerque, Rio Rancho, Santa Fe, and Farmington.

o The Albuquerque Center is located in midtown Albuquerque and only offers Bachelor of Social Work and a Master of Social
Work degrees.

o The Farmington Center is located in the Four Corners region of northwestern New Mexico. The center provides access to
programs in business, education, criminal justice, counseling, psychology, university studies, and social work.
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o The Rio Rancho Center is located in Rio Rancho, a suburb 20 minutes north of Albuquerque, and focuses on education
programs, helping to educate teachers, counselors, and administrators for the Albuquerque and Rio Rancho population center.
The Rio Rancho Center also offers a number of classes in social work, criminal justice, and psychology.

o The Santa Fe Center is located in Santa Fe, the state capital. The center provides access to programs in business, education,
criminal justice, counseling, university studies, and social work.

Highlands also offers a number of online classes and a small number of online-only degree programs, including nursing and a
Master of Business Administration.

In addition to the university being accredited by the Higher Learning Commission (HLC), many of Highlands programs maintain
field-specific accreditations:

o Business: Accreditation Council for Business Schools and Programs (ACBSP)

o MS in Psychology: Masters in Psychology and Counseling Accreditation Council (MPCAC)

o Education: Licensure and Endorsement Programs, Council for the Accreditation of Educator Preparation (CAEP)
o Nursing: Commission on Collegiate Nursing Education (CCNE)

o Forestry: Society of American Foresters (SAF). Additionally, Highlands is the only higher education institution in the state of
New Mexico that has a forestry major.

o Chemistry: American Chemistry Society
o Social Work: Counsel on Social Work Education (CSWE)
University Identity:

Highlands has a long-standing reputation for providing educational opportunities for all students as an open-admission university,
serving Northern New Mexico’s and Southern Colorado’s Hispanic and Native American populations since 1893.

In 1987, NMHU was a founding member of the Hispanic Association of Colleges and Universities (HACU) and has been a
Hispanic-Serving Institution (HSI) since the inception of such institution designations by the U.S. Department of Education.

Highlands also serves a sizable number of Native American students, with 8.7 percent of its student population identifying as
Native American in fall 2019. The institution’s Farmington Center, located proximate to the Navajo Nation, has the largest
number of Native American students of any campus.
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e Sixty-six percent of Highlands first-time Freshmen are first generation and/or receive Pell Grants, demonstrating significant
financial need. Nearly all undergraduate, full-time, degree-seeking students receive federal or state grants or scholarship aid, and
Highlands provides an array of services designed specifically to support students in these demographic groups.

Undergraduate Recruitment

To reach the president’s goal of total enrollment of 4,500 students by 2022, the overarching goal of undergraduate recruitment is to
increase the undergraduate population by 37 percent. As of fall 2019, our total enrollment was 2,902, well short of the 2022 goal of
4,500. Fall 2019 undergraduate enrollment was 1797, a 10.7 percent decrease from fall 2017.

Below are the metrics through which we will strive to meet this primary goal, and updated progress through Fall 2019 where data is
available.

Red — Behind Target/Goal not Met
Green — On Target/Exceeding Target/Goal Met
e Increasing first-time freshmen students by 23 percent by 2022;
e Increasing first-time transfer students by 31 percent by 2022;
o Fall 2019 data show a decrease of 12.1 percent over 2017.

e Increased retention of undergraduate students overall by 15 percent by 2022.
o Fall-to-fall retention rates have increased 10.2 percentage points from the fall 2016 cohort to the fall 2018 cohort.
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These long-term goals will be achieved through the following annual sub-goals:

Increase undergraduate lead generation (all populations, cumulative) by 10 percent;

o Leads have increased to 110,672 in fall 2019 from 2,774 in fall 2019, an increase of 3990 percent. However, the fall
2019 lead level is decreased from 75,000 in fall 2018.

Increase yield of undergraduate from lead to inquiry by 10 percent as well as accomplish an overall increase the number of
undergraduate inquiries by 10 percent;

o Note that data are not currently segmented into undergraduate and graduate inquiries. Fall 2019 data show a decrease
from Fall 2019 show a decrease of 27.3 percent in all inquiries.

Increase the yield of undergraduate inquiries to applicants by 10 percent;

o Note that data are not currently segmented into undergraduate and graduate inquiries. Fall 2019 data show an increase
in the yield rate from 73.7 percent in fall 2017 to 74.5 percent in fall 2019, an increase of .8 percentage points.
However, the total number of undergraduate applicants decreased from 3,329 in fall 2017 to 2,280 in Fall 2019, a drop
of 29.4 percent.

Increase the yield of undergraduate applicants to admits by 3 percent as well as accomplish an increase in the overall number of
undergraduate admitted students by 3 percent;

o Fall 2019 data show a decrease to 68.5 percent from a fall 2017 yield rate of 70.3 percent, a difference of 1.8
percentage points. The total number of admitted students has also decreased from 2,271 in fall 2017 to 1,561 in fall
2019, a difference of 15.6 percent.

Increase the yield of undergraduate admits to enrolled by 3 percent;

o Fall 2019 data show that the yield rate increased 13.9 percentage points, from 32.7 percent in fall 2017 to 46.6 percent
in fall 2019.

Increase first-time freshmen orientation attendance by 3 percent;

o Fall 2019 data show an increase to 100 percent attendance by first-time freshmen at orientation, up from 89.1 percent in
fall 2017, an increase of 11.9 percentage points.

Increase the number of enrolled students to arriving no later than the first day of classes to 100 percent by 2022.
o Data are unavailable for this goal.
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Note: For all following charts through Page 40, the Vice President, Strategic Enrollment Management has overall responsibility for
all goals, sub-goals, and ensuring completion of the outlined action steps. NMHU center directors and managers, under the direction
of the Director of Online and Extended Learning, have responsibility for goals and action steps as they pertain to each center and
online students. Lastly, staff who carry primary responsibility for achievement of the annual sub-goals listed appear in the far right
column; many other staff are involved in execution of action steps and contribute to achievement of the listed goals, but accountability
for each goal is primarily with the staff listed, in their area of responsibility.

Annual Sub-Goal

Target Population

Action Steps

Primarily
Responsible

Increase undergraduate

(UG) lead generation
by 10 percent.

Increase yield of UG
from lead to inquiry by
10 percent, as well as
increase yield of leads
to inquiries overall by
10 percent

General national and

international high
school and transfer
prospective students

High school
sophomores, juniors,
and seniors in NMHU’s
top four markets
Transfer students
Dual-credit students

Online students

Alumni, friends and
family

Strategic digital marketing using web, social media, radio and georeferencing,

and other digital outlets;

Hard copy direct mailing of infographics, postcards, brochures, and letters;
Statistical predictive modeling to purchase prospective student names by market;
Undergraduate admissions counselor high school college fair participation;
Strategic undergraduate admissions counselor visits to high-yield high schools;
In-house transfer admissions counselor at high-yield community college (CNM);

Transfer admissions counselor/center director participation at transfer student
college fairs;

Strategic transfer admissions counselor/center director visits to community
colleges;

Party(ies)

Director of
Admissions

Director of University
Relations

Directors/Managers of
NMHU Centers

Page | 11



Increase the yield of
UG inquiries to
applicants by 10
percent.

FAFSA submission
students who haven’t
applied

Alumni friends and
family members

All undergraduate
students who have
submitted a complete
application

Alumni participation in high school and community college visits and fairs as
initiated by the Director of Admissions and in coordination with the Director of
Alumni Relations;

On-campus high school counselor events;

Exploration of additional partnerships with international agents to recruit
international undergraduate students;

Expanded participation by Northern NM high schools in dual credit programs,
execution of additional dual credit agreements by area high schools;

Explore third-party vendor partnership for targeted online, asynchronous
programming and recruitment.
Personalized email from president and VPSEM offices;

Strategic digital marketing using web, social media, radio and geofencing, and
other digital outlets;

Hard copy direct mailing of infographics, postcards, brochures, fact sheets, and
letters;

Specific communication drip campaigns for each student population using Slate;

Call campaigns to move inquiries to completed applications, as well as to
complete applications.

Center director/manager, admissions counselor, or faculty personal outreach.
Fall, spring, and summer phone bank events;

On-campus Yyield events (High School Counselor Day; Senior Day; NMHU Open
House; etc.);

Inquiry to Apply

President

Director of
Admissions

Director of University
Relations

Directors/Managers of
NMHU Centers

Applicant to Admit

Director of
Admissions
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Increase the yield of
UG admits to enrolled
by 3 percent, as well as
increase admits
converting to enrolled
students by 3 percent
overall.

Increase first-time-
freshmen orientation
attendance by 3
percent

All undergraduate
students who have been
admitted to NMHU
including students who
are not currently
enrolled in the last 4
years

Strategic undergraduate admissions counselor visits to high-yield high schools;

In-house transfer admissions counselor at high-yield community college (CNM).

Fall, spring, and summer phone bank events;

Personalized email and SMS/MMS messaging from student-facing departments
(Recruitment and Admissions, Academic Support, Financial Aid, Business
Office, centers, Housing, etc.);

On-campus yield events (HS Counselor Day; Senior Day; NMHU Open House;
etc.);

Consider virtual and center yield events;
Strategic undergraduate admissions counselor visits to high-yield high schools;
In-house transfer admissions counselor at high-yield community college (CNM);

Targeted orientation events by student type (freshmen, transfers, student
athletes);

Leveraging financial aid and scholarships with packaging and communication to
students no later than January 1;

Tuition discounting for students from bordering states;
Strategic oversight and use of articulation agreements with community colleges;

Purchase and onboard of transfer equivalency system to assist with transfer
course equivalencies;

Development of prior learning course equivalencies;

Academic
Departments

Directors/Managers of
NMHU Centers

Admit to Enroll

Director of
Admissions

Director of Financial
Aid

Director of Student
Success Center

Academic
Departments

Directors/Managers of
NMHU Centers
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Increase the number of
enrolled students to
arrive the first day to
100 percent.

All enrolled
undergraduate students

Financial literacy workshops hosted throughout year with concentration in spring

Enrolled to Arrive First Day of Class

Personalized email from various departments (Admissions, Student Success,
Financial Aid, Business Office, centers, Housing, etc.)

Strategic digital marketing using website, social media (Facebook, Twitter,
Snapchat, etc.), radio and georeferencing;

Current student video testimonials;

Personalized SMS/MMS messaging, email, and phone calls

Director of
Admissions

Director of University
Relations

Academic
Departments

Directors/ Managers
of NMHU Centers

Undergraduate Retention

Undergraduate Student Lifecycle — Onboarding & Retention

The onboarding and retention portion of the student lifecycle starts from the point of admission and continues up to the completion of
the third academic year (0 — 90 credits). To reach the president’s goal of a systemwide enrollment of 4,500 by 2022, the retention goal
is to increase continuing student (sophomores, juniors, and seniors) retention by 8 percent by 2022. To accomplish this, the institution
must successfully integrate new students into the Highlands family, creating a sense of belonging, connection, and community. Some
tools to advance this goal include Highlands’ strong Highlands Undergraduate Experience and First-Year Experience Learning
Communities programs; the Student Success Center, with its focus on advisement, interventions such as supporting students on
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probation, and effective use of Early Alert; and supporting success and engagement through cocurricular programs like a Second-Year
Experience and an honors program.

The annual sub-goals for onboarding and retention are:

e Increase new undergraduate enrollment by an average of 9 percent;
o Fall 2019 data show a decrease of 10.7 percent over Fall 2017.

e Increase completion of New Student Orientation (all students, not just first-time freshmen) at the Las Vegas campus by 2

percent;

o Fall 2019 data show an increase of 10.9 percent in attendance from Fall 2017.

e Package 100 percent of financial aid offers by January of each year for first-time freshman who have completed their FAFSA,;
o All financial aid offers packaged by 4-10-19 for 19/20 academic year, an improvement over 5/17/18 for the 18/19

academic year.
e Offer a scholarship package to all eligible first-time freshmen and new transfers within 10 days of admission to Highlands;

e Package 100 percent of financial aid and scholarship offers by March 1 every year for continuing students who have completed
their FAFSA;
e Increase first-time, full-time freshman second-semester retention to 80 percent by 2020 (cohort);
e Increase first-time, full-time freshman third-semester retention to 57 percent by 2020 (cohort);
e Increase first-time, full-time freshman seventh-semester retention to 35 percent by 2020 (cohort);
o Fall 2019 data show 29.2 percent retention.

e Increase continuing student retention by 8 percent by 2022.
o Fall 2019 data show a decrease of 1.9 percentage points over fall 2017.

Undergraduate Student Lifecycle — Completion

The completion portion of the student lifecycle starts at the end of the third academic year (90+ credits) and continues to degree
completion. NMHU’s primary completion goal is to decrease the time to completion and increase the number of students graduating
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with a Highlands degree. Strategies focus on closely monitoring degree progress, reaching out to former students to counsel them on
paths to a degree, and successfully launching alumni outreach program.

The goals for completion are:

e Increase number of first-time, full-time freshmen who graduate within four years to 12 percent by 2020 (2016 cohort);

o Fall 2019 data show 17.8 percent graduate within four years.

e Increase number of first-time, full-time freshmen who graduate within six years to 26.5 percent by 2020 (2014 cohort).

Annual Sub-Goal

Increase new
undergraduate
enrollment by an

average of 9 percent

Target Population

Newly admitted
students

Onboarding & Retention

Action Steps
Regular communication to admitted students (paper, digital, & call outs);

Identify admitted students who are most likely to matriculate and market specifically to
them using multiple avenues including print, social media, & alumni;

Send welcome communication from department chairs or programs coordinators to their
new students;

Continue onboarding strategies at centers;
Completion of transfer evaluation system implementation;
Market and provide placement test preps;

Offer special registration days for newly admitted adult learners, athletes, regional high
schools, and veterans;

Continue and enhance MOUSs and community partnerships for transfer students;

Primarily
Responsible
Party (ies)
Vice President of
Strategic
Enroliment
Management

Academic
Departments

Director of
Student Success
Center

Director of Online
and Extended
Learning

Director of HUE /
First-Year
Experience
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Ensure all first-time freshman and freshman transfers are assigned a FYE Learning
Community.

Increase completion
of New Student
Orientation (all
students) at the Las
Vegas campus by 2
percent

Newly admitted
students

Regular communication to admitted students (paper, digital, & call outs);

Identify admitted students who are most likely to matriculate and market specifically to
them using multiple avenues including print, social media, and alumni;

Offer online new student orientation;

Explore options for jumpstart orientation.

Package 100 percent
of financial aid offers
by January 1 of each
year for first-time
freshman who have
completed their
FAFSA

Newly admitted
students

Current students

Returning students

Update Banner financial aid module to process student financial information more
efficiently.

Offer a scholarship
package to all eligible
first-time freshmen
and new transfers
within 10 days of
admission to
Highlands

New freshmen and
transfer students

Update Banner financial aid module to process student financial information more
efficiently.

Package 100 percent
of financial aid and
scholarship offers by
March 1 every year
for continuing
students who have
completed their
FAFSA

Continuing students

Update Banner financial aid module to process student financial information more
efficiently.

Increase first-time,
full-time freshman 2™
semester retention to

Newly admitted
students

Individualized graduation plan entered in Degree Audit planner;

Director of
ARMAS

Directors/
Managers of
NMHU Centers
Dean of Students

Director of
Financial Aid

Vice President of
Academic Affairs

Director of
Admissions

Deans & Chairs

Director of
Campus Life
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80 percent by 2020
(cohort)

Increase first-time,
full-time freshman 3
semester retention to
57 percent by 2020
(cohort)

Increase first-time,
full-time freshman 7th
semester retention to
35 percent by 2020
(cohort)

Current students

Returning students

Establish a sense of community with newly admitted first-time freshman and freshman
transfer students through effective communication, academic and social activities, and
HUE/FYE LC program, including FYEX 1110;

Analyze scholarship awards for leveraging;

Use of scheduling software to offer courses in best semester, time, format, and location;

Monitor and intervene with first-time freshmen who are not academically successful and
who do not complete 15 or more credits per semester;

Develop a formal process between Academic Affairs and Academic Support for students
on academic probation and for those being academically dismissed,;

Explore possibility of full block schedule for first-time freshmen in the first year;
Continue corequisite English composition for all students testing into English 106;
Communicate in first term with students who do not register for subsequent semester;
Develop policy for first-time freshmen nonattendance administrative drop;

Continue to implement Enrollment Success Contract for at-risk first-time freshman and
first-time freshmen on academic probation;

Continue to implement summer bridge program for math and English;

Ensure at least one face-to-face contact per semester with adviser to review each first-time
freshmen’s plan in Degree Audit;

Increase/promote need-based financial aid opportunities;
Enhance efforts to support undeclared students;

Determine additional ways to update student contact information;
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Fully utilize Slate to improve communication with students;

Continue financial literacy initiative;

Continue to provide peer-led skill building workshops;

Continue to monitor study hall attendance requirement for athletes;

Continue to promote utilization of academic resources such as ARMAS, Office of
Academic Support, Writing Center, Language Learning, HUE Peer Mentoring, and Net
Tutor;

Continue to use alert systems and provide intervention;

Continue to provide cocurricular and extracurricular activities to strengthen students’
engagement with NMHU and surrounding community;

Continue providing faculty professional development through the CTE and grant-funded
activities;

Continue extended hours at ARMAS and HUE Study Lounge;
Enhance access to advisement;
Continue opportunities for student employment;

Evaluate social engagement opportunities and identify most appropriate means of
communication;

Expand services provided by student health center to include center/online services,
dental, and health promotion;

Explore opportunities to provide services and/or programming for African-American,
LGBTQ and Asian/Pacific Islander communities;

Develop policies for prior learning assessments and credit for transfer;
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Develop policy for transfer credit from international baccalaureate schools.

Completion
Primarily Responsible
Party (ies)
Academic Departments

Target Population Action Steps

Increase number of first- | Active students with
time, full-time freshmen 90+ credits
who graduate within four Director of Student Success

years to 12 percent by Inactive students - . . L Center
2020 (2016 cohort) with 90+ credits Continue to provide career workshops and/or internships (if

Increase number of first- possible, paid) opportunities;

time, full-time freshmen
who graduate within six

years to 26.5 percent by . . Director of HUE / First-Year
2020 (2014 cohort) Complete degree checks for students with 90+ credits; Experience

Create academic roadmaps for each academic program and mode of
delivery;

Director of Online and

Develop completion plan for inactive students with 90+ credits; Extended Learning

Increase/promote need-based financial aid opportunities; Director of ARMAS
Continue to promote utilization of academic resources such as
ARMAS, Office of Academic Support, Writing Center, Language
Learning, HUE Peer Mentoring, and Net Tutor;

Directors/Managers of NMHU
Centers

. . . . o Dean of Students
Continue to provide cocurricular and extracurricular activities to

strengthen students’ engagement with NMHU and surrounding

L Director of Financial Aid
community;

Vice President of Academic

Increase the number of students who register for the following Affairs

semester prior to the conclusion of a semester via multi-prong
outreaches; . .
Director of Admissions

Continue to support emergency fund for students.

Deans & Chairs
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Graduate Recruitment & Retention

Historically, NMHU has not had a university-wide, graduate-level recruitment office. Instead, students entered our graduate programs
through the individual recruiting efforts of the various graduate programs across campus. The Facundo Valdez School of Social Work
and the School of Business are notable for internally recruiting. Other departments also recruit internally and, therefore, about a

third of Highlands’ graduate students earned their bachelor’s degrees at NMHU.

As of September 2019, graduate recruitment and admissions has been consolidated into the Office of Admissions, and a Graduate
Recruitment and Retention Plan is being created to reflect this change. Currently, graduate admissions are being processed through
Slate, and most academic department graduate program coordinators have received Slate training.

Approximately 38 percent of Highlands’ total enrollment is graduate students. Between AY 2013-2016, the University of New
Mexico was the source of 354 graduate students (applied, accepted, and matriculated at NMHU) with a retention rate of 84.7 percent.
Another 105 matriculated from New Mexico State University and Eastern New Mexico University with retention rates of 87.7 percent
and 83.3 percent, respectively.

Graduate Student Recruitment Lifecycle

To reach the president’s goal of total enrollment of 4,500 students by 2022, the overarching graduate recruitment goals are:

e Increase new graduate students overall by 41 percent by 2022
o Fall 2019 data show a decrease of 13.1 percent from fall 2017 data.

e Increase new returning graduate students overall by 15 percent by 2022
o Fall 2019 data show a decrease of 8.9% over fall 2017 data.

Annual sub-goals supporting these goals include:

e Increase the number of leads by 10 percent.
o Data not available.
e Increase the number of conversions from lead to inquiry by 10 percent.
o Data not available.
e Increase the number of admitted graduate students by 5 percent.
o Admitted graduate students have decreased 9.1 percent from fall 2017 to fall 2019.

Previous goals addressed by the structural change to move graduate recruitment and admissions to the Office of Admissions in
September 2019 include:
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e Establishing a graduate recruitment and admissions office with resources necessary to staff and implement graduate student
recruitment and admissions activities;
e Establishing a readily available library of graduate student recruitment marketing material showcasing graduate programs at

NMHU;

e Establishing an overall university operational structure allowing for easy onboarding of graduate students

Annual and Long-term
Goals

Target Population

Awareness

Action Steps

Primarily
Responsible

Establish a graduate
recruitment and
admissions office with
resources necessary to
staff and implement
graduate student
recruitment and
admissions activities.

Highlands administration

Graduate studies office include dollar amounts of resources
needed to create a graduate students recruitment and admissions
office in FY 19 budget request. Items to include in budget
request: personnel (director, recruiters/admissions specialist,
admin assistant), office phone, internet, computers, and printers,
supplies, recruitment travel, funds for name purchases, funds for
marketing material development and printing.

**Note —Graduate recruitment and Admissions is now under the
Office of Admissions, effective Sept. 2019; however, there has
been no budget in addition to personnel expenses allocated to
support activities for FYY20 for graduate recruitment and
admissions to date (Dec. 2019)

Party(ies)

Dean of Graduate
Studies

Director of
Admissions

VP, Finance and
Administration

Establish a campus
culture that embraces the
idea that graduate
recruitment is everyone’s
responsibility

Campus community
(faculty, staff,
administration, and alumni)

“The 500,” campaign: communicate with faculty, staff, and
administration their role in participating in recruitment of
students;

Remove policies and procedures that present obstacles toward
degree completion;

Partner with academic departments to determine needs for
recruiting graduate students;

Dean of Graduate
Studies

Director of
Admissions

Graduate Admissions
Coordinators

Graduate Council
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Establish a readily
available library of
graduate student
recruitment marketing
material showcasing
graduate programs at
NMHU.

Increase the number of leads
by 10 percent.

Increase the number of
conversions from lead to
inquiry by 10 percent.

National and International
prospective graduate
students

National and international
prospective graduate
students

Redesign/create graduate recruitment web page on university
web site;

Create graduate program factsheets;

Partner with academic departments to create specific digital and
hardcopy messaging for each graduate program offered at
Highlands;

**Note — these first three activities are largely complete as of
Dec. 2019

Create specific digital and hardcopy graduate program
infographics (university level);

Create specific digital and hardcopy messaging for each
graduate program offered at centers;

Create graduate student communication plan to engage
prospective graduate students using Slate for drip marketing and
segmented communications;

Redesign/create graduate recruitment web page on university
web site;

Strategic digital marketing using website, social media, radio
and georeferencing, and other digital outlets;

Engage prospective graduate students using Slate by
implementing communication plan
e Hard copy direct mailing of infographics, postcards,
brochures, and letters, email communication, and social
media communication;

- Marketing ________________________ |

Dean of Graduate
Studies

Director of
Admissions

Director of University
Relations

Graduate Admissions
Coordinators

Graduate Council

Lead to Inquiry Development

Dean of Graduate
Studies

Director of University
Relations

Graduate Admissions
Coordinators

Graduate Council
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Director of

Prospective student name purchases; Admissions
Graduate recruitment college fair participation; Director, International
Education

Graduate recruitment and marketing at high-yield four-year
institutions;

Engage additional international agents to recruit international

graduate students, and consider restructure of international
graduate tuition to allow for scholarship marketing.

Inquiry to Appl

Establish an easy and National and international Revise graduate student policy; Dean of Graduate
accessible application process | prospective graduate Studies
students Develop a two-stage admission process wherein students apply

to the Graduate College and are admitted if they have a GPA of | VP of Strategic

3.0 or above. At second stage students will be admitted by Enroliment

specific program of their choice; Management

Build graduate student application for each grad program in Director of University

Slate following revised graduate student policy (completed); Relations

Launch online graduate application using Slate. Graduate Admissions

Coordinators
Redesign/create graduate recruitment web page;
Graduate Council
Strategic digital marketing using web, social media, radio and

georeferencing, and other digital outlets; Director of
Admissions
Engage prospective graduate students using Slate by
implementing communication plan Director, International
e Hard copy direct mailing of infographics, postcards, Education

brochures, and letters, email communication, and social
media communication;
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Increase the number of
admitted graduate students by
5 percent

Establish an overall university
operational structure that
allows for easy onboarding of
graduate students

All applied graduate
students

NMHU seniors

All admitted graduate
students

Graduate recruitment college fair participation;
Graduate recruitment and marketing to high-yield four-year

institutions.

Train faculty on use of Slate to admit or deny graduate students
who applied;

Send automated acceptance letters to current senior
undergraduates with a 3.0 GPA or higher;

Develop targeted campaigns to Highlands seniors;

Develop and implement acceptance deadline.

Review and revise/remove policies and procedures that present
obstacles toward graduate student onboarding

Develop and add non-thesis options for professional programs;
Discontinue the university’s currency policy;

Revise admissions policy to stop requiring re-application
process for graduate students who have “stopped out;”

Develop policy that allows undergraduate students to “double
dip” approved courses for graduate credit as permitted by the
Higher Learning Commission;

Apply to Admit

Dean of Graduate
Studies

VP of Strategic
Enroliment
Management

Graduate Admissions
Coordinators

Graduate Council

Director of
Admissions

Onboarding

Dean of Graduate
Studies

Graduate Admissions
Coordinators

Graduate Council

Academic Graduate
Program Coordinators

Academic Affairs

Director of
Admissions
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Continue international student orientation sessions and close
communication with Office of International Education to Director, International
address unique needs of this population; Education

Market said changes to prospective students and recruit at
community colleges (for instance, incoming freshmen can earn
an associate, bachelor’s and master’s degree in five years;
transfer students can earn a bachelor’s and master’s in three
years).

Given the high completion rate of our graduate students (more than 80 percent), our focus for our resources during the next two years
will be actively recruiting new students followed by the development of a graduate retention plan in 2020.

Academics

To reach the president’s goal of a systemwide enrollment of 4,500 by 2022, the overarching academic goal is to identify (through
market analysis), develop, and offer (through existing policies and procedures) new online and face-to-face academic programming
and specialty courses and trainings at all Highlands locations. This will be accomplished to ensure a diverse student body has access
to various educational offerings allowing students and community members to fulfill personal goals and the state’s, nation’s and
world’s workforce needs.

In doing so, NMHU will assess and evaluate academic programs to meet workforce needs and trending market analysis. Academic
policies and procedures shall be concurrently reviewed and updated for consistency and efficiency.

The goals for the academic student lifecycle are:

e Align college math placement policy with other NM institutions
e Identify and develop a completion plan for inactive undergraduate students with 90+ credits annually by 2021

e Increase first-time, full-time, degree seeking student’s four-year graduation rate to 16 percent by 2022
o Fall 2019 data show 17.8 percent graduate within four years.
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e Explore math options/offerings based on major for students by 2022

Policies, Procedures, Processes, Programming

Action Steps

Primarily Responsible

Align college math placement
policy with other NM
institutions.

Target Population

All students who
complete English (111)
and Math (140) for the
first time at NMHU

Review placement cutoff scores, compare with NM and peer

institutions, and discuss with appropriate academic units;

Track academic outcomes (pass rates, GPA) of students in
English 111 and Math 140;

Determine correlation between academic outcome in English
111 and Math 140 and placement score.

Party(ies)

Academic Affairs Office
Registrar

Deans/Chairs

Student Success Center

Identify and develop a
completion plan for inactive
undergraduate students with 90+
credits annually by 2021.

Inactive undergraduate
students with 90+ credits

Identify students with 90+ credits;
Develop appropriate (major) academic road map for each
student;

Contact students and offer options to return and complete degree
Provide assistance needed to students that return.

Academic Affairs Office
Registrar

Deans/Chairs

Student Success Center

Determine effectiveness of
course delivery mode
(synchronous, asynchronous,
face to face, blended).

Each academic course

Track student outcomes by course and by mode of delivery;

Review and analyze data and provide information to Outcomes
Assessment and Academic Affairs committees for discussion;

Develop process to offer multimode delivery of courses;

Program or schedule courses accordingly.

Academic Affairs Office
Registrar

Deans/Chairs

AA Committee
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Increase first-time, full-time,
degree seeking student’s 4-year
graduation rate to 16 percent by
2022.

Undergraduate degree
programs

Review and analyze graduation rate data, by program;
Create, publicize, advise to degree plan;

Schedule courses to satisfy degree plan.

Academic Affairs Office
Registrar
Deans/Chairs

Establish a Continuing
Education program/institute by
2022,

State of NM workforce
needs

Determine workforce needs for continuing education by
profession (e.g. education, criminal justice, business, etc.);

Develop programing to meet the continuing education.
workforce needs;

Develop partnerships with community colleges on continuing
education programs requiring upper division and graduate level
course work.

Academic Affairs Office
Registrar

Deans/Chairs
Directors/Managers of
NMHU Centers

Career Services

Update distance education
manual to align with current
programming by 2022.

Distance education
committee

Review, update, and re-charge committee;
Establish training standards;

Review and update, as necessary, distance education training
program.

Academic Affairs Office
IT Services
Deans/Chairs

Center for Teaching
Excellence

Faculty Senate

Update/create a marketable
portfolio of current graduate and
undergraduate academic
offerings by 2022.

Current and prospective
undergraduate and
graduate students

Conduct market analysis of current program offerings;

Follow current university policies, procedures and processes;
collaborate with university relations and recruitment offices to
advertise new programs

Academic Affairs Office
Deans/Chairs

Registrars

Career Services

Office of Admissions

Explore math options/offerings
for students based on major by
2022.

New students
Students lacking math
requirement

Compare current math offerings based on major with NM and
peer institutions;

Evaluate success rates of current math courses for STEM and
business majors versus other majors;

Determine math needs based on major and evaluation of peers
and student success;

Update major programs, catalog, road maps, as necessary

Academic Affairs Office
Registrar

Deans/Chairs

Student Success Center
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Update advisement, as necessary;

Create core requirement math course for liberal arts majors.

Continue innovative student
educational programing through
at least one partnership per year
with community colleges,
colleges, universities, and
globally.

Current and prospective
undergraduate and
graduate students

Develop/foster partnerships with other institutions of higher
learning to determine student needs;

Streamline transfer of academic credit process;

Develop credit transfer process of experience-based, military,
and vocational training credits;

Maintain alignment with state policy;

Collaborate with university relations and recruitment offices to
advertise new programs;

Academic Affairs Office
Deans/Chairs

Center Directors
Registrar

University Relations

Continue current and enhance
collaborations to identify the
need for specialty courses and/or
programs for community
agencies/businesses through at
least one community-partnership
per year.

Adult learners
working professionals

Maintain alignment with continuing education program
requirements;

Foster partnerships with community agencies to assess
programming needs;

Collaborate with university relations and recruitment offices to
advertise specialty courses / programs.

Academic Affairs Office
Deans/Chairs
Directors/Managers of
NMHU Centers
Registrar

Analyze historical data to
determine summer course needs
for the past five years.

Current and prospective
students

Request historical data from OIER;

Determine course needs;

Inform Office of Academic Affairs on course needs by student.

Academic Affairs
Deans/Chairs
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Conclusion

This formal Strategic Enrollment Management Plan will require consistent oversight for it to guide Highlands to its realization of the
listed goals. The SEM Plan Committee will continue meet approximately monthly during the course of the year to review progress on
the key strategic initiatives that are being carried out by the responsible parties identified within the plan. At the beginning of each
semester the vice-president for strategic enrollment management will discuss at the Executive Team meeting with the president, vice-
presidents, and the dean of students and stress the need for collaboration needed to implement and accomplish identified strategies
within their areas of oversight. During the spring semester of every year, the SEM Plan Committee will work toward a written revision
of the five-year plan. In this way, the plan will be formally updated on an annual basis. This written revision will include some
combination of the following:

e Adjustments to the key strategic initiatives involving the quantitative goals
e The elimination and/or addition of key strategic initiatives
e A quantitative update to enrollment goals and check off for accomplished goals and their documentation in a separate document

The vice-president for strategic enrollment management will continue to be responsible for assembling and organizing the SEM Plan
Committee, and will maintain oversight of the Strategic Enrollment Management Plan.

With this Strategic Enrollment Plan in place, we have every expectation of achieving the goals set forth within this plan, but, as our
progress thus far shows, our efforts have had mixed results in moving forward the primary goal of achieving the metric of 4,500
students enrolled at Highlands by 2022. We will need to evaluate reasons for the successes we have achieved, as well as for the
shortfall on some goals, and make adjustments accordingly.
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National, Regional, and Institutional Data and Factsheet
National and State Data

According to the Western Interstate Commission for Higher Education (WICHE) Knocking at the College Door report
(https://knocking.wiche.edu/data), the number of high school graduates from across the nation peaked in 2013 and will not surpass
those numbers again until 2024. The same report projects that the number of high school graduates is on a decreasing trend from 2018
to 2032 with a decline of approximately 3.4 to 3.2 million respectively. Similarly, the state of New Mexico is facing substantial
decreases in the number of high school students graduating between 2018 and 2032. New Mexico saw its peak of high school
graduates in 2012 with 21,523 students graduating. According to the Knocking at the College Door report, New Mexico high school
graduates will decrease from the 2013 high of 21,523 to a low of 18,373 students in 2032. At the same time, the Lumina Foundation
(https://www.luminafoundation.org/todays-student-statistics) reports that adult learners make up 38 percent of undergraduates, and the
National Center for Education Statistics 2009 report projected that this demographic would increase.

The decreasing trend of New Mexico high school graduates clearly indicates that NMHU must increase out-of-state and out-of-
country student enrollments as well as market to other prospective populations such as transfers, adult learners, and graduate students.
Within New Mexico, the declining demographics will create increased competition among in-state higher educational institutions.
For example, in 2015-2016 New Mexico high schools graduated 19,128 students. Historically, 72.4 percent (13,849) of New Mexico
high school graduates go on to college, however 13.9 percent (1,928) leave the state and 50 percent (5,909) of the remaining students
enrolled at University of New Mexico, Central New Mexico College, and New Mexico State University. Therefore, approximately
6,012 students were remaining for the remaining higher education institutions to compete for, which averages only 147 new first-time
freshmen per institution.

Institutional Data

Following are key points of institutional data as they pertain to the goals discussed in this document.
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NMHU enrollment by level

Total student enrollment at Highlands peaked at 3,806 students in 2010, and since the peak-year, enrollment has steadily declined to
2,902 students in 2019. The establishment of the Highlands centers in the high-population centers of Rio Rancho, Santa Fe,
Farmington, and Albuquerque in 2000 aided in the student population peak in 2010. However, due to the various national and state
challenges mentioned above along with the Higher Learning Commission probation status imposed on Highlands in 2016, the
institution has faced a decreasing enrollment year after year with its lowest enrollment in 19 years in 2019. Figure 1 shows NMHU’s
enrollment across time.

NMHU fall enrollment by level
4000
3563 3471
3500 3284 3181
2902
3000
2500 2233 2182
2012 1924 o7
2000 S
—
1500 1330 1289 1272 1257
P = = _.\11135
1000
F15 F16 F17 F18 F19
==@==|)ndergraduate ==@==Graduate Total

Figure 1: Student enrollment by level
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NMHU enrollment by campus

For the past four years, full-time-equivalent enroliment of both graduate and undergraduate students has been flat or decreasing at
each location except online where a slight increasing trend is evident. The most dramatic decrease is at the Las VVegas campus (figures
2 and 3).

NMHU fall enrollment by center location
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Figure 2. NMHU enrollment by center location fall 2015 through 2019.
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NMHU fall enrollment - Las Vegas campus
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Figure 3: NMHU enrollment at Las Vegas campus fall 2015 through fall 2019
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Fall-to-fall retention rates

First-time full-time freshman fall-to-fall retention at Highlands has fluctuated through the years with a peak retention of 55.4 percent
for the fall 2018 cohort and a low of 45.2 percent for the fall 2016 cohort. Other cohorts (transfer students and new graduate students)
typically show higher retention rates. Figure 4 shows fall-to-fall retention rates for the fall 2014 through fall 2018 cohorts.

NMHU fall-to-fall retention rate
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Figure 4: NMHU fall-to-fall retention rates
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Figure 5 shows NMHU’s first time freshmen enrollment rates compared to the average retention rates for its peer institutions for the
fall 2013 through fall 2017 cohorts.
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Figure 5: Fall-to-fall retention rates for new freshmen compared to peer institutions
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Adams State University
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Colorado State University-Pueblo

East Central University

Eastern New Mexico University-Main Campus
Lincoln University

Northeastern State University

Sul Ross State University

The University of Texas of the Permian Basin
University of West Alabama

Western New Mexico University



Graduation rates

Figure 6 shows 4-year graduation rates for key NMHU cohorts for the most recent five years for which graduation rates could be determined.
Similarly, figure 7 shows 6-year graduation rates.

NMHU 4-year graduation rate
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Figure 6: Fouyear graduation rates for NMHU cohorts
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NMHU 6-year graduation rate
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Figure 7: Six-year graduation rates for NMHU cohorts
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Figure 8 shows 6-year graduation rates for first-time freshmen at NMHU compared to peer institutions.
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Figure 8: Six-year graduation rates, first-time freshmen, NMHU vs. peers
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Appendix

. Additional Enrollment Trends (Source OEIR):

NMHU’s one-year FTFT student entering GPA change from fall 16 to fall 17 is up 1.3 percent, while the five-year change
from fall 13 to fall 17 is up 3.0 percent (Source: NMHU Factbook 2016-2017).

NMHU'’s FTFT student five-year (fall 13 to fall 17) composite ACT score average is 18, the average English ACT score is
16.8, and the average ACT Math score is 17.9 (Source: OIER).

NMHU’s one-year FTFT student entering ACT score change from fall 16 to fall 17 is down 0.7 percent, while the five-year
change from fall 13 to fall 17 is down 1.4 percent (Source: OIER).

NMHU’s one-year total international student enrollment change from fall 16 to fall 17 is up 10.6 percent, while the five-year
change from fall 13 to fall 17 is down 9.0 percent.

Major & Job Trends:

The social work and business administration undergraduate programs, on average, graduated the most students in the past

three years.

The social work, business administration, and guidance & counseling graduate programs, on average, graduated the most

students in the past three years.

New Mexico’s top outlook through 2018 with corresponding NMHU majors: (Source: Career One-Stop, U.S. Department of

Labor)

o Registered nurses; general and operations managers; accountants; auditors; elementary school teachers; managers;
secondary school teachers; business operations specialist; middle school teachers; engineers; medical and health services
managers; financial managers; human resources specialists; management analyst; child, family, and school social workers.

Financial Aid & Pricing Comparisons:

NMHU ranks #1 in New Mexico for career outcomes and affordability.

NMHU boasts the lowest tuition in the state and the third lowest in the Southwest.

NMHU has the eighth lowest out-of-state tuition in the nation.

NMHU’s 2016-17 in-state tuition rate was 75 percent of its NM peer institutions (2017 PEP Report).

NMHU’s 2016-17 out-of-state tuition rate was 59 percent of its NM peer institutions (2017 PEP Report).

Seventy-five percent of NMHU’s 2016-17 undergraduate degree-seeking students received aid (2017 PEP Report).
Sixty-seven percent of NMHU’s 2016-17 undergraduate degree-seeking students received free aid (2017 PEP Report).
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The average award per recipient for NMHU’s 2016-17 undergraduate degree-seeking students was $8,275 (2017 PEP Report).
Forty-four percent of NMHU’s 2016-17 graduate degree-seeking students received aid (2017 PEP Report).

Ten percent of NMHU’s 2016-17 graduate degree-seeking students received free aid (2017 PEP Report).

The average award per recipient for NMHU’s 2016-17 graduate degree-seeking students was $10,568 (2017 PEP Report).

¢ All out-of-state members of an American Indian nation, tribe and pueblo, located wholly or partially in New Mexico,

regardless of the residence of the member prior to acceptance at a postsecondary educational institution is eligible to pay the
in-state tuition rate.

Capacity Analysis:
e NMHU’s Las Vegas campus overall physical student capacity is about 7,520 students based on the total classroom and lab
designated rooms in all campus buildings used for teaching (Source: NMHU Master Plan).
e Residence hall capacity on the Las Vegas campus is 501
e Centers’ Capacity
o Santa Fe Center- classroom space for up to 228 students
o Albuquerque Center- classroom space for up to 116 students
o Rio Rancho Center- classroom space for up to 300 students
o Farmington Center- classroom space for up to 55 students
e Online capacity- currently unlimited

Page | 41



