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Non-resident study
Scott E. Bodfish

Vice president
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What type of school are you most likely to attend this fall?

A four-year college or university outside of your home state A four-year college or university in your home state

A local community college Other


	2013 Non-Resident Study marketing slides_Noel Levitz
	Recommended Citation

	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5

