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Growth Hacking Strategies  
for Higher Education 

- Presented by Oracle Marketing Cloud - 
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Growth hacking is a process of rapid experimentation across 
marketing channels and product development to identify the 

most effective, efficient ways to grow a business.  
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1|Evolution of the Web 
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Web 1.0 
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Web 2.0 
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Web 3.0 
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Future Student Journey 

• Sales Dominated 

• One-way, single channel, relationship-driven 

THEN 

• Marketing plays critical role 

• Internet-driven, analytics-driven 

NOW 

MARKETING MARKETING RECRUITMENT RECRUITMENT 

Research Evaluate Enrol Research Evaluate Enrol 
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2| The Growth Formula 
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Personalisation is Everything 
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Strong individual 

relationships… 

 

But no scale. 
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How do we deliver amazing 
individual experiences, at scale? 
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Data = Personalisation = Growth 
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Data  
Data for a post grad prospect: 

Profile data: years graduated, employment, marital status (income), 
company, income, gender 

Behavioural data: attended event, signed up for newsletter, view webpage 
and number of times, recency/frequency, spoke to course advisor, what they 
click on in email/what emails they engage with, social engagement 

 
 

13 
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Personalisation 



Copyright © 2016  Oracle and/or its affiliates. All rights reserved.  | 

Personalisation 

Design and test multiple channels 
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Growth 
 

Conversion Criteria 

Largest volume (#) channels / campaigns 

Lowest cost  ($) channels / campaigns 

Best performing (%) channels / campaigns 

 

Measure deeper down conversion funnel 

Double down on what works 
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3|Lauren’s Journey 
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Lauren 

Meet Lauren 

• Started Year 11 

• Private School 

• Researching different courses science, but still 

unsure exactly what she wants to do after 

highschool 

• Considering a GAP year, wants an all 

rounded-experience 

• Concerned about where to live, University 

social life and future employment prospects 
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What we know 

• The web team knows there are 500,000 unique 

visits to the site every month 

• The media team knows how many people 

clicked on the Google Ad 

• We don’t know that it’s Lauren 

• But we can still market to an ‘anonymous’ identity 
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Buy Pet Food Online! 
Free shipping if you register as a member today 
 http://petfood.com.au 

Ads by Google 
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Interested in Studying Science? 
Speak to a course consultant today! 
 http://uni.edu.au/science 

Ads by Google 
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What we know 

• We know her name, email, year level and main 

course interest 

• We can now enter Lauren into a personalised 

nurturing program to keep the brand at the 

forefront of her mind 

Lauren 
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Lauren 
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Recruiter 
• More data on Course 

Interest, residency details, 

gender, DOB and highschool 

1 year later… 

http://goo.gl/cxHJ4k
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University of Modern Marketing 
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Lauren Smith 

Lauren.Smith@gmail.com Join us for Open Day! 

 

Join us for Open Day! 

Don’t forget to Register for Open Day  

iPad Competition Entry 

School Leaver 
 
 

mailto:Lauren.Smith@gmail.com
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University of Marketing 



Copyright © 2016  Oracle and/or its affiliates. All rights reserved.  | 

Find more Laurens 
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Engage across the Student Lifecycle 

Identify Convert Onboard Manage/Retain Upsell 
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4|Marketecture 
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Social Relationship 
Management 

Web Testing and 
Optimisation 

Content 
Marketing 

Digital Advertising 
(DMP) 

Customer Relationship Management 

Marketing Automation 
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Social Relationship 
Management 

Web Testing and 
Optimisation 

Content 
Marketing 

Digital 
Advertising 

Customer Relationship Management 

• Deliver 1:1 Cross channel experiences to known contacts 
 

Marketing Automation 
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Social Relationship 
Management 

Web Testing and 
Optimisation 

Content 
Marketing 

Digital 
Advertising 

Customer Relationship Management 

Email SMS Push PURL 

• Deliver 1:1 Cross channel experiences to known contacts 
 

Social Advertising 
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https://www.youtube.com/watch?v=RlKZzGsM8fs
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Segment: People 
who have not 
unsubscribed, not 
already enrolled, 
who are in our 
database and 
being nurtured 

Send an email invite 

Takes them to landing page where 
they can register, we ask them for 
mobile number. 

If no response, 
after 7 days then 
send a reminder 

If response, send thank 
you email 

Send SMS reminder 
the day before with 

QR code allowing 
student to scan in at 
each booth, this data 
is captured for future 

segmentation  

With technology, form will be prefilled 
and if we already have their mobile 
number then we ask for another data 
field automatically. This is called 
progressive profiling. This data can be 
leveraged to drive personalisation on 
both the email and the landing page. 

Decision rule – did 
they register? 

With marketing 
technology this 
decisioning is done 
automatically 

Decision rule – did they 
attend? 

If yes, send 
survey link 

Survey data tied to the 
student record, email is 
personalised using data 
points collected  during 
Open Day 

If not, run Facebook ad for 7 
days, taking them to a landing 
page where they can register 
to speak to a course advisor 

Move them into nurturing 
segment 

Alert Course Advisor to 
make contact 

If the student has a high lead score, alert is 
sent to Course Advisor to place a follow up 

call. Course Advisor can then access the 
student record and view student’s 

interaction history across all the different 
channels 

Move into 
nurture 
campaign 

Move into 
‘registered’ 
campaign 

Example of Automated Journey 
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Web Testing and 
Optimisation 

Content 
Marketing 

Digital 
Advertising 

Email SMS Push 

Social Relationship 
Management 

• Listen across 40 million sites 
• One stop shop for social 

media engagement 
• Amplify social marketing 

through 55+ App 
Integrations 
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Web Testing and 
Optimisation 

Digital 
Advertising 

Email SMS Push 

Social Relationship 
Management 

Content 
Marketing 

• Centralised Platform to Plan, Produce, 
Publish, Promote and Analyse content 
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Content 
Marketing 

Digital 
Advertising 

Email SMS Push 

Social Relationship 
Management 

Web Testing and 
Optimisation 

• Test and Optimise Digital 
Experience for Conversion Rate 
Optimisation 
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Web Testing and 
Optimisation 

Content 
Marketing 

Email SMS Push 

Social Relationship 
Management 

Digital 
Advertising 

• Aggregate first, second and third 
party data for better targeting of ads 
across search, display and social for 
improved acquisition, retargeting, 
analytics (lookalike 
modelling/audience discovery) and 
data monetisation 
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Social Relationship 
Management 

Web Testing and 
Optimisation 

Content 
Marketing 

Digital 
Advertising 

Customer Relationship Management 

Marketing Automation 
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4|In Summary 
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Personalisation is Everything (Data > Personalisation > Growth) 

 
Embrace a Culture of Rapid Experimentation 

 
Develop a Marketecture Strategy! 
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5|Thank You 
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For more information please contact: 
 
Helen Huynh, Higher Education Specialist, Oracle Marketing Cloud 
Helen.huynh@oracle.com 
Mobile: 0488 843 536 
 
Katie Hillman, Higher Education Specialist, Oracle Marketing Cloud 
Katie.hillman@oracle.com 
Mobile: 0411 899 004 
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