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Case Study: UALBERTA

The Challenge
Universities and other educational organiza-
tions are reaping the many benefits of imple-
menting a virtual environment for recruiting. 
There’s no better way to showcase university 
programs and educational opportunities with-
out asking recruits to incur travel expenses or 
take time off from busy schedules to travel.

Although virtual recruiting may not completely 
eliminate physical meetings, it does offer ways 
to both inspire prospective students and get a 

The University of Alberta in Edmonton is one of Canada’s 
top teaching and research universities, with an international 
reputation for excellence across the humanities, sciences, 
creative arts, business, engineering, and health sciences. 
The University of Alberta is home to a friendly community 
of more than 7,700 international students. In total, 39,000 
Canadian and international students study together at Uni-
versity of Alberta’s welcoming and diverse campuses.

Open the Door to Recruiting with a 
Virtual Open House
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preliminary idea of their interest levels. In fact, it has be-
come standard for universities to utilize virtual environ-
ments as a supplement to physical interactions.

“It’s harder for recruiters to scout international students 
because they are not local. With the virtual environment, 
students can chat with a University of Alberta representa-
tive - Immigration Specialist, Department Faculty, Schol-
arship, and others. “

-Julia Jones-Bourque, BCom, Marketing & Communications 
Manager, University of Alberta International

The Solution
Leveraging 6Connex’s 100% virtual platform, the Universi-
ty of Alberta’s international administration created an on-
line open house to encourage international student appli-
cants. This virtual event gave the administration an online 
venue by which to connect with students globally who may 
not have either the awareness of certain programs or the 
means to travel.

Individuals working the virtual open house event were re-
gional experts in their respective fields. Since language 
and immigration information is region-specific, using a 
virtual environment made it easy to focus on specific top-
ics. Recruiters were also able to target graduate students 
and others who start school at different times. 

The Results
 X Worldwide Registrants 1,500
 X Millennials Prefer an instant response
 X Attendance Rate 30%

With the International Virtual Fair slated for March 2018, 
the University of Alberta’s recruitment deadline was fast 
approaching. The University of Alberta began with a goal: 
to increase the number of international student applicants 
to the University of Alberta by building excitement via a vir-
tual open house.  Next, the team began to collaborate with 
6Connex to design virtual rooms that resembled some of 
the University of Alberta’s physical buildings, creating an 

“Recruiters and 
participants felt 
less anonymous 
and it was nice to 
have an easy way 
to follow up after 
the in-person 
meeting. Millennials 
prefer an instant 
response and 
this virtual event 
allows just that. 
They (students) 
can be referred 
to a different 
room if they are 
seeking specific 
information. ” 

- Julia Jones-Bourque, 
BCom, Marketing & 

Communications Manager, 
University of Alberta 

International
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About 6Connex
6Connex is the leading provider of virtual 
event solutions. Our secure, cloud-based 
platform expands audience reach and 
drives in-depth content engagement for 
marketing, sales, recruitment, training, and 
HR communities.

Our product portfolio includes virtual 
environments, learning management, and 
webinars.

For more information visit 
www.6connex.com, or call 1-800-395-4702.

authentic user experience. The event team wanted stu-
dents to genuinely partake in the university atmosphere 
by roaming the scholarship, immigrations, and lobby ar-
eas as well as faculty-specific rooms, such as engineer-
ing and the arts.

The University of Alberta launched the initial open house 
online and captured an audience of 1,500 registrants 
from around the world. The event team expected roughly 
one third of those registrants to actually participate, but 
the event logged 580 attendees, exceeding expectations.

To improve outcomes, the University of Alberta’s recruit-
ment process requires follow up after the initial contact.  
Therefore, the University of Alberta contacted and engaged 
further with those students who attended the virtual open 
house and showed interest in the university. Overall, the 
University of Alberta’s virtual open house piqued students’ 
curiosities and provided them with a solid preview of the up-
coming International Virtual Fair.


