What Price
ollege
Admission?

Parents are spending tens of thousands on advisers
to shape their kids' game plans. BY ANNE TERGESEN

VEN VALEDICTORIANS ARE finding it hard to land
spots at the nation’s most selective colleges, so “Ben”
wasn't about to take chances. Over the past four
vears, the New Jersey father of two has spent about
$30,000 for pmidance from Michele Hernandez, a
Lake Oswego (Ore.) college counselor who charges
up to $36,000 per student for advice on everything
from what courses to take to how to spend summers. “We have reg-
ular kids who are pretty bright and nice and do a lot of activines,”
says Ben, who, like many interviewed for this article, requested
anonymity. “We were looking to give our kids whatever advantages

we could.” Both sons were accepted

men at private, four-year colleges this
their first-choice schools: small, private o

leges that admit about 25% of a ants.
Despite the scaring cost of eollege, a
growing mimber of ies are paying
as much as a year's tuitiom, room, and
board on independent consultants such
as Hemandez. They seek advice not just
on completing ications but also on
the raw material that goes nto them—
courses and extracurricular activities.
That means bringing these advisers on
board as early as eighth or ninth grade.
Although college admissions officers
take a dim view of these unregulated ad-
visers, the dent Educational
Consultants Assn., a no in Fairfax,
Va., estimatesthat some 22% of the fresh-
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Ear have used them. Some E;islﬂﬂiﬂ By

re turning away potential clients.
HEI"EEII.C].E began ﬁ:{;m:lg frur-day “ap-
plicaticn h-:u:-t camps” for ahout $H,EI:IEI
last summer to accommodate overflow
from her practice, which currently num-
bers 60 clients. “We'Tre very selective
about the students we wods with,” says
Victoria Heiao, a partner at IvySuccess in
Garden City, M.Y,, which charges up to
%28, 500, firm has about 100 clients
right now and has served about 1,000
FiNce opening nine years ago.

The guides say their goal is simply to
find a ggu::nu;g mal?:il for aﬁh mldmi]?l}];_'mt
with the nation's most selective colleges
receiving record numbers of applica-

tions, they say they must also help their

clients stand out. school students
“often don't Jmow what's typical and
what's interesting about themselves,”
eays Rachel Toor, a former admissions of -
ficer at Duke University who charges up
to $200 an hour, *I try to figure out what
itisabout them that's going to get an ad-
missions officer to fall in love.”

GOING DEEP
WHAT YOU GET DEPENDS on how elosa
child is to attending college. When a
Eg-{r signs om just before mﬁyesr,ﬂle
focus i generally on the application
process, Most counselors do not make calls
to admissions officers on dients' behalf.
But they urge students to express a strong
interest themsealves by, for , COTL-
tacting professors whose research is of in-
terest and ing lectures, To prepare
her 200-odd clients for interviews,
Katherine Cohen, founder of Mew York's
IWise, which B o $30,000,
1.'11:151:-111":!Illillr pes FEM‘:E:%;IDETEJI&EE who
needit. Advisers help students compile ac-
tivity resumnés and athletic videcs to send
to ooaches. They also help brainstorm es-
gay ideas and edit dratts. The goal: to get
students to write in a compelling way

about a revealing e e or aspect of
their persomalities. A Princeton University

(TP} MICHAEL WITTE; (ESTIOM) PETER YARS

HARVARD —»
= WALE

student from a Western state Her-
nandez urged himto e “what home
means to me and how ing east will

never change the Western part of me.”
Students whose parents hire consult-
ants earlier receive guidance on much
more. Some counselors say they steer stu-
dents to unusual activities, IvySuocess en-
ed a girl intent on Massachusetts
Institute of Technology to enroll in beau-
ty ants, an activi
ﬂ:aﬁ':gen-:-t ical of ﬂE
school's applicant pool.
She was accepted.
Counselors also help
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school, you have to show that you're dif-
ferent and that you've done some amazing
t]:uug; Hernandez says, repeating a the-
ary that most eo ESpOLSE.
Advisers say they are also seeing de-
mand from students with le disabil-
ities. “Amma” relied on Cohen in her final
three years ata private school in California
hef]r:-eher choose a challenging mix of
courses that left time for theater: Amma’s
credits include an off-
Broadway play Working
v at Cohen's offices
surmmer before sen-
ior year, she polished off
aticns ahead of

students think of ways to
demonstrate a serious
commitment to their n-
terests. Cohen, whose
agency advises on ad-
missioms from preschoo]

cord Review, a journal
that blishes  hi
echoial E‘I:ILJ.['LhDIE.. She%
introduced clients inter-
ested in internships to
contacts in film, art,
i , and om Wall
Street. “To getinto a top
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IVYWISE'S COHEN Her agency
advises on admissions from
preschool through grad school
|

her applic
deadline. *I don’t work
well under pressure”
says Anna, who plans to
major in theater and mu-
sie at Brown University.

Are the services worth
it? Most advisers claim a
high success rate in
ting students into

rJ:Lu:nl:E sd:l.n-:hls, ]:n.n' 1'r‘E|

have doubled, to
about 3,000, in the past
fore years—because the

What Advisers Say:

ACTIVITIES Do 2 few Things in dapth. If yaur
=ehaol dasen tatar anytiung that e fes yau,
shart yaur awn chub. A bean galler recantly
bunchada pragram g wtraduca mnar-alty
shudantks batha spart

EARLY ADMISSION Hyau have a tap pick,
apply aarly. Wsaften easier taget in thatway.

APPLICATIONS Get tham dane aver The
=umimar An adult can edit vaurazsays lar
gramimiar, but the woiing shaukd be n yaur vaica,
Ba specific in aflarning examples of your
achievaman ks, Hyau faal a schaal shou bd b aw
saimiething mane, such as 'win waur grades
digped ana yaar, explain it an adra ey

RECOMMEN DATIONS Sand ketlarsthat
highlight your aceamplstmantsta thase wha
am wriling yaur recammeandations. That preas
tham specthic matenal ba draw an.

SUMMERS Farget the crass-cauniry tean
tour Do samething that relates ba yaur
miarasts. Ak a baacharba haly you design an
mndepandant shudy plan aranrallina

g ua ga-Frrm arsian pragram.

TESTS Reading stha best praparation.
Cansultants provide 2 list of required raading,
inchuding magazines, such as Ssentific
Amearican, that publeh mabanialzimilar ta
what’s an the bests. Hire an SAT tular

field is umregulated, and practitioners
aren’t required to have experience in col-
legeadmsm-:-nsnrhlgha:hmlmunsd.:f

College admissions afficers say such
vice BaTLEe for students athigh
echonls that lack adequate guidance coun-
aﬁ.&:meag:hm’ ts “end up with a
whift of packaging that undercuts their
candidacy,” eays Bruce Poch, Pomona
College's dean of admissions, Many offi-
cigls also worry thatstud ents are learning
to putsuccess abowe everything elss.

F anhmchtdeErvEIdUg\rhiE-r
sty student Kazsvya Viswanathan, who ad-
mitted plagiarizi ions of her novel
about El.l.:l i i student’s obsessive
pursuit of Harvard. Cohen had mtrodueed
Viswanathan to a literary agent. “Thave a
faa:ﬂntﬂ:m[mrrnfmmsing]mmder—
mining 's sincerity,” says Tom Park-
Er,dem?:-failgli];:iuuinns Eﬂmh:l:rﬁrﬂn:-]lege.

Parents claim they get their money's
worth. Sometimes, they say, a third party
can motivate kids in ways a parent cammot,
For example, Hernander nixed one of
Ben's son's summer camp plans “She
gaid: You've got o en hori-
zons,” ™ Ben recalls. The teen emrolled in a

B at a university instead.
E?}HIE -5 whether :.l:nurt}eraﬂ;.rneaﬂ
a counselor,” he says. *All you knowis you
gave it ].n:-mbeurs]:l.-:-t." .].'Du
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