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Ensuring a
Sustainable
Model

Continuous improvement is not about being
comprehensive — the goal is not to develop a
conceptual framework that tries to organize every
possible influence and include everything we could
work on.

Instead, we ask “What are the ‘big drivers’ and ‘next
steps’ for improvement? What are we learning? And
how do we know we’re being successful?”



The Basics of
the Business
Model
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Revenue Expenses Net Revenue/ Margin

+ Tuition - Salary and benefits

+ Foos + Reserves
- Facilities

+ Should be 3% of
revenue.

+ Auxiliary: Housing, Debt
Athletics, Conferences, " D€
Summer Activities

- Other Operations
+State/Local

appropriations

+ Endowment

+Research
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Mostly the Current Way of
Thinking
What do we think they need

Interim Way of Thinking

Add new programs to grow enroliment

New Way of Thinking

What do external partners need and how do
we align with rapid change




Flexible Pathways to a Degree

Associates

Degree
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Credential

Start Career
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Competency
Based Credits

Certificate

Apprenticeship g

Bachelor

Degree
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Certification

Career
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Industry & Institution Scenarios NACUBO

Growth Constraint Collapse  Transform




Situational Awareness
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Current
Operating
Environment
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REINVENTION ASPIRATION
Requires rapid improvement Offers an opportunity to
of competitive position whils focus on early changes by
retaining strengths of the anticipating future trends
business model
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CRISIS TURNAROUND
Presents an urgent nead Requires changing lements
to transform the business of the business model o
madel, stabilize finances, become financially stable
and reestablish
competitive position
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Understanding Key Drivers and Assumptions

Net Tuition/
Expenditures

Marketing Costs/
Expenditures

Recruitment Costs/
Matriculant

Applications/
Admitted

Admitted/
Fall Enrollment by Key
Demographic Factors

Year-over-Year Retention/
Percentage by Class

Endowment/
FTE*

Annual Debt Service/
FTE*

Deferred Maintenance/
FTE*

Contingency Fund/
FTE*

Attrition/
Class Year by Demographic
Factors

Average FTE* Student Debt/
National Average

All Services/
Expenditures

Compliance Cost/
Expenditures

Security Costs/
FTE®

Instruction Costs/
FTE*

Innovation/
Expenditures

Endowment Spending Rate
Trends/
Absolute and Nominal
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Financial
Runway

1.How much longer
viable?

2.\What are financial
pitfalls?

3. Major points of
failure?

7
NACUBO




Where you are and where you are going?

nere does the institution’s students come from?

nat is the institution’s Value Proposition?

nat channels does the institution use to access students?
hat is the institution’s relationship with its students?
nere do institutional revenues come from?

nat are the institution’s key program offerings?

nat are the institution’s key resources?

no does the institution partner with?

nat is the institution’s cost structure?
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Determine Your Path

NNNNNN



Option One: Double Down and Distinct

Part One: Part Two:
Core Business Distinctions

e 20 programs that enroll
75% of your students

¢ |[nvest
e Market
e Generate Net Revenue

e Signature Programs or
Experience

e Career Focused

Double Down
Distinction
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Option Two: Focused and Expansion

Part One: Part Two:
Core Business Add new locations/delivery

GNJ * Determine program mix CC) e Capture new students
=l ° Link programs that can S through off-campus or
s=fl occur easily off-site or © online
Q. online B ¢ Career Focused
@ : : -

* Align resources with g

programs
//> 14
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Option Three: Traditional

Part One: Part Two:
Wide Range of Programs Robust Ca

mpus Life and Experience

e Athletics

e Greek Life

e Internships
e International
e Expansive

* Wide array of academic
programs

* Seek to serve all students

* Growth is the game
regardless of cost

* Brand is key

Professional
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Actions
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Budgeting

m

Incremental New Budget Dollars for Growth Strategic Build Upon
Budgeting Model and Investment Decisions to Strengths and
Support/Increase Continued
RCM Operational Investment
Efficiency
All Funds

Multi-Year
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Set Your Target

* Peers
* Aspirants
« Competition
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Financial Resource Optimization

Areas of Focus

1. Data Access
Course Offerings
Athletic

Facilities

Actual Users

a & 0D
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FY Activity
2020 9,600 $11829° $33,061309 e bl o
Fizcal Year Revenue Lxpenzes i [
| 202 250 5101084 §18.220.16
Fiscal Year Revenu Lxpenses
Revenue & Expenses by Type
$33.179.600 $1 250
Direct Revenues 533,179,600 $1 250
2Nt Suppod 5 X 5.0
. Expenses by Fiscal Year and Type
s1182 84 Type @Allocated Expenses @ Direct Expense
Nocated Expenies (540100 500
A A = .
Ovir .-nm s I I
= i
Total 3.061.30%
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Desired State

From Inputs to Outcomes

From Funded to Generative

2,
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Four Transformations

From Fixed to Flexible

From Disrupted to Disruptive




Questions and Discussion

Thank You
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