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Can’t Ignore
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• Changing landscape

• Power of segmentation

• Why leverage our aid?

• The power of academic major info

• The power of initial source data

• The role of revenue

• Discount rate - What is it, how is it pieced together, how should we think about it?

• Affordability and access - What if you wanted to meet 100% of a group’s need?

• The importance of understanding the financial makeup of your enrolled student population.

• The power of your transfer students

• The change coming from the Student Aid Index 

Top Ten List
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Changing 
Landscape1



4

• Campuses must adjust to the changing number 
of high school graduates, college participation 
rates, and color of higher education.

• Financial aid, access, institutional fit, discount 
rates, enrollment objectives, and revenue are 
the top-line measurable today.

• The pandemic accelerated downward trends in 
Pell-eligible enrollment, while inflation has 
further complicated enrollment recovery.

Changing Landscape

-4.2%
10-year Public 

School High School 
Grads Projections
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Public and Non-Public, 2023-24 to 2028-29
Projected Change in High School Graduates

Source: Western Interstate Commission for Higher Education, Knocking at the College Door:
Projections of High School Graduates, 2020, www.knocking.wiche.edu

Presenter
Presentation Notes
-3.5% Nationally
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Students of Color, 2023-24 to 2028-29
Projected Change in High School Graduates

Source: Western Interstate Commission for Higher Education, Knocking at the College Door:
Projections of High School Graduates, 2020, www.knocking.wiche.edu

Presenter
Presentation Notes
Students of color growth 1.1% over next 5 years and 2.7% over next 10 years.
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College participation rates have been a key growth 
driver, but they have leveled for more than a 
decade.

Source: U.S. Department of Education. Institute of Education Sciences, National Center for Education Statistics. 
Digest of Educational Statistics: Table 302.20
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FAFSA filing is at the 
lowest level since RNL 
started tracking in 2010. 
The percent of enrolled 
students who are Pell 
eligible also continues to 
decline, and these two 
trends could signify that 
fewer students with high 
financial need are 
pursuing enrollment at 
private colleges.

Five-Year Trend: FAFSA Filing 
and Pell-Eligible Enrollment 
(private four-year institutions)

© 2023 Discounting Report for Four-Year Private and Public Institutions
Ruffalo Noel-Levitz, LLC

Presenter
Presentation Notes
Similar trend at public schools (resident)  2018: 77.5% FAFSA/40% Pell 2022: 70.4% FAFSA/38.1% Pell
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Price Changes of Selected US Good and Services

© Copyright 2022 American Enterprise Institute. Chart of the day… or century. All rights reserved.
Reprinted with permission. This material may not be posted, published, or distributed without permission from American Enterprise 
Institute.

January 1998 – December 2019 January 2000 – June 2022
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Power of 
Segmentation2
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How are you sub-populating your recruiting pool?
Power of Segmentation

Every student 
population isn’t 
created equally.

What are your 
student pipelines? 

Conversion and yield 
rates typically drive 

populations and 
segments. 

Financial aid 
delivery to each 

student population 
should look 

different.
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Every campus may find unique pockets of students to influence.
Importance of Segmentation

TOTAL ENROLLMENT

IN-STATE TRANSFERSOUT-OF-STATE ATHLETES
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Here’s an example:
Importance of Segmentation
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Why leverage 
our aid?3
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• Leveraging allows the institution to 
prioritize the students you’d like to attract.

• Leveraging allows the institution to learn 
how much aid is needed to recruit various 
populations of students.

• An institution must prioritize total revenue, 
net-revenue per student, and discount rate 
to fully leverage their aid dollars.

Why leverage our aid?

Revenue, profile, or 
class size – how does 
your campus prioritize 

these items?

What type of 
students are you 
trying to attract?
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Here’s an example:
Why leverage our aid?
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Another example:
Why leverage our aid?
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The Power of 
Academic Major 
Information4
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• An institution should know the value of 
their academic programs.

• How is academic enrollment information 
shared with your chief academic officer?

• Are you using what you know about 
students’ interest in your academic units to 
recruit students differently?

The Power of Academic Information

Have you reviewed your 
institutions’ conversion 

and yield rates by 
academic programs?

Opportunities, 
opportunities, 
opportunities!
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Here’s an example:
The Power of Academic Information
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Drilling down example:
The Power of Academic Information
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The Power of 
Initial Source 
Data5
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• Understand the differences in conversion and 
yield based on initial source code data.

• Leading indicators; the source codes that 
produce the most volume and the source codes 
that yield the best.

• What happens when a historically top lead 
source does not produce?

• Are your applications still coming through the 
traditional “funnel”?

The Power of Initial Source Data

3 Broad 
Areas

Solicited Sources, 
Travel Sources, 
and Referrals
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How many students are enrolling from loaded names?
The Power of Initial Source Data

Presenter
Presentation Notes
The importance of using/taking advantage of “loaded names” or non-responders
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The Role of 
Revenue6



26

• Campuses need to make sure they can monitor where 
revenue is coming from.

• Net revenue is always the first look and decision 
driver.

• Institutions should budget and communicate fees 
(direct and indirect) strategically.

• Campuses need to know each student population’s 
revenue gains vs. gifted aid.

• Academic tiers showcase revenue in a variety of ways.

• The cost of educating your student population from 
various channels (face-to-face, online, etc.).

The Role of Revenue

Tuition and Fees, 
Room and Board, 

Totals.

How much tuition 
revenue are you 

generating?
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Net Confirmed
Revenue by Academic Tiers (Average)
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Net Confirmed
Revenue by Academic Tiers (Total)
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Net-Revenue by Population
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Discount Rates7
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• Various discount rates (difference between 
overall, tuition and fees, and room and 
board, etc.)

• How are you discussing discount rates on 
your campus?

• How do you know if your discount rate is 
too high?

• An incoming class carries their discount 
rate for at least four years.

Discount Rates

Are you measuring 
your new student 
discount rate? All 

students?

Is 15% too low?

Is 70% too high?



32

Various Discount Rate
Discount Rates

Presenter
Presentation Notes
More insight. This campus has a slightly higher T&F discount rate from the previous year, but is currently 1.3% below goal
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Understanding the pattern through the cycle.
Discount Rates
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Transfer students typically have a different flow.

Will you need to invest more in this population in the future?

Discount Rates

Presenter
Presentation Notes
More to come on this important group in section 10
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Affordability and 
Access8
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• An institution should understand where they 
are priced in relation to their competition and 
demographic area.

• Study your student’s need vs. gift aid.

• Financial aid budgets may not be sufficient if an 
institution wants to truly provide greater 
institutional access.

• Monitor gap.

• Train your enrollment team to help them 
comfortably discuss financial aid awards with 
your families.

Affordability and Access

What type of yield are 
you seeing from your 
no-need/merit-only 

population?

Are you seeing 
different enrollment 
behaviors in your full 
Pell families vs. the 

partial Pell population? 
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Affordability and Access
HsGpa_Recalc: 90.000 -100.000 HsGpa_Recalc: 85.000 - 89.999 HsGpa_Recalc: 80.000 - 84.999 HsGpa_Recalc: 77.000 - 79.999 HsGpa_Recalc: 0.000 - 76.999 Totals
2021-22 2022-23 2021-22 2022-23 2021-22 2022-23 2021-22 2022-23 2021-22 2022-23 2021-22 2022-23

FC: 0
Average Parental Income $16,011 $25,079 $25,267 $22,960 $20,955 $21,451 $24,365 $22,421 $20,567 $24,310 $21,755 $23,241
Average Indep. Student Inco $0 $0 $8,520 $0 $0 $1,700 $0 $0 $0 $500 $8,520 $1,100
Average Family Contribution $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0 $0
Average Financial Need $50,341 $53,352 $50,264 $54,788 $51,140 $53,946 $50,847 $53,429 $50,002 $54,505 $50,715 $54,027
Number enrolled 15 27 23 34 55 29 20 25 14 20 127 135
Number with Unmet Need 12 26 22 33 52 29 19 23 13 17 118 128
Average Unmet Need $5,253 $7,065 $7,640 $8,448 $6,769 $8,844 $8,651 $9,728 $10,924 $14,190 $7,538 $9,249
Number with Excluded Loans 7 14 15 28 42 18 16 16 13 15 93 91
Average Excluded Loans $2,847 $1,920 $3,085 $2,194 $3,700 $2,389 $3,654 $4,436 $4,026 $4,563 $3,574 $2,975
FC: $1 - $1899
Average Parental Income $46,413 $56,543 $41,510 $44,130 $45,833 $37,148 $40,089 $33,857 $40,901 $41,216 $43,300 $42,923
Average Indep. Student Inco $0 $55,000 $0 $0 $0 $0 $0 $0 $0 $0 $0 $55,000
Average Family Contribution $797 $1,295 $778 $1,436 $867 $697 $1,238 $606 $705 $1,044 $862 $1,006
Average Financial Need $48,539 $53,045 $49,953 $53,856 $52,550 $51,738 $48,607 $50,160 $48,670 $48,949 $50,055 $51,858
Number enrolled 7 10 9 8 12 12 6 7 7 5 41 42
Number with Unmet Need 7 10 9 8 12 12 6 7 7 5 41 42
Average Unmet Need $5,003 $8,557 $8,640 $7,920 $9,764 $9,776 $5,940 $8,928 $9,382 $8,660 $8,080 $8,858
Number with Excluded Loans 6 7 4 7 8 11 5 5 7 5 30 35
Average Excluded Loans $2,667 $3,995 $4,915 $5,046 $4,431 $2,000 $1,400 $1,900 $4,346 $1,100 $3,617 $2,865

Cell 6

Cell 2Cell 1

Cell 9 Cell 10

Cell 5Cell 4Cell 3

Cell 7 Cell 8
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Average parent incomes vary by population.
Affordability and Access

First-Year In-State 
Resident excl 

Nursing & HEOP

First-Year In-State 
Commuter excl 
Nursing & HEOP

First-Year In-State 
Nursing Resident 

excl. HEOP

First-Year In-State 
Nursing 

Commuter excl. 
HEOP

First-Year Out-of-
State Excl HEOP 

Students Totals

Total admitted students 815 857 194 271 582 2,719

Total enrolled students 109 114 32 60 87 402

Yield Rate 13.4% 13.3% 16.5% 22.1% 14.9% 14.8%

Distribution by Need Level

Need-based students 83% 92% 91% 95% 72% 86%

Average financial need $50,230 $45,532 $47,105 $43,115 $45,264 $46,455

Average parental income $77,189 $55,406 $90,535 $69,451 $99,659 $74,221

Average family contribution $8,559 $4,998 $11,045 $7,415 $15,050 $8,680

Net Revenue/Discount Rates

Average net tuition & fee revenue $8,483 $13,465 $8,167 $14,762 $7,554 $10,607

Tuition & fee discount rate 79.0% 66.7% 79.8% 63.5% 81.3% 73.8%

Unfunded overall discount 57.0% 65.6% 56.3% 62.6% 60.9% 60.6%

RNL University
Comparison of Student Populations for the 2022-23 Award Cycle

Percent of Total

Total First-Year Excl HEOP Students
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Financial Aid 
Make Up9
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• Do things in winter and spring look like 
what you had planned the previous 
summer?

• Monitor various need bands within your 
financial aid awarding structure.

• Have contingency plans if your admit pool 
begins to develop outside of the plan.

• Set dollars outside of your awarding 
matrix, just in case. The goal is to not use 
these funds.

Financial Aid Make Up

What if?

Do you have a 
plan for your 

plan?
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Financial Aid Matrix
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Are students enrolling as planned?
Financial Aid Make Up
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Look for pockets of students to potentially influence with 
additional aid.

Financial Aid Make Up
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FinAid Student Scoring – Predict and Intervene at any point
On-going qualification of your admitted students

Enrollment Likelihood Score
Likelihood of enrollment for each student in the accepted 
student pool. Based on predictive analytics and student 
behavior. 

FinAid Receptivity Score 
Identifies students that are more likely to enroll when 
provided additional aid enabling institutions to strategically 
allocate additional dollars to impact enrollment.  

 Prioritize student 
outreach initiatives

 Make informed 
enrollment predictions 

 Strategically allocate   
financial aid dollars

Benefits 

Presenter
Presentation Notes
Done on weekly basis for clients throughout AFAS cycle. 
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FinAid Student Scoring

75% of the Net 
Confirmed came 
from 31% of the 
Admits
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How can aid impact yield and net revenue?
Interactive Scoring Dashboard

Determine the students you 
want to impact yield.

Simulate the amount of aid you 
would give pending students.

See real time results if the 
increase would benefit your 

campus.
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Transfer Students10
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• How is your campus recruiting transfer 
students?
– Bridge program agreements
– Articulation agreements 
– Program specific agreements (business school 

example)
– Athletics 

• Structuring merit scholarships and institutional 
gift aid to meet enough of a student’s need.

• Educating enrollment staff and the student-on-
student loan options.

Transfer Students

Do you have a 
packaging 

structure for your 
transfer students?

Transcript 
evaluation, time to 
completion, and 

financial aid.
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Transfer behavior can be different than FY students.
Transfer Metrics

Total First-Year 
Students

Total Transfer 
Students Totals

Total admitted students 2,749 129 2,878

Total enrolled students 425 56 481

Yield Rate 15.5% 43.4% 16.7%

Distribution by Need Level

Need-based students 87% 89% 87%

Average financial need $46,098 $47,681 $46,287

Average parental income $71,956 $65,893 $71,509

Average family contribution $8,135 $5,135 $7,776

Net Revenue/Discount Rates

Average net tuition & fee revenue $10,812 $18,880 $11,751

Tuition & fee discount rate 73.3% 53.3% 70.9%

RNL Universtiy
Comparison of Student Populations for the 2022-23 Award Cycle

Percent of Total

Total First-Year and Transfer Students Comparision
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Student Aid 
Index (SAI)Bonus
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• Do you remember the early ’90s? It’s time 
for a new form and methodology.

• How will you think about the negative SAI?

• How will you accommodate additional Pell 
eligible students?

• How will you handle the students that lose 
Pell?

Student Aid Index

Are you ready for 
the change?

Have you modeled 
the impact of the SAI 
and Pell calculation 

on your students?
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EFC to SAI Concordance

The most significant changes occur where need is highest.



Need Levels

Current EFC Band Fall 2022 Admit
Fall 2022 
Enrolled

2022 % of 
Enrolled Total

Fall 2023 Admit
Fall 2023 
Enrolled

2023 % of 
Enrolled Total

$0 482 105 12% 647 160 15%
$1 - $2250 244 44 5% 297 66 6%
$2251 - Pell Cut-off 375 79 9% 466 104 10%
Pell Cut-off - $9500 255 62 7% 272 51 5%
$9501 - $16250 436 104 12% 458 96 9%
$16251 to COA 1027 209 24% 1030 218 21%
No-Need/Merit/Full Pay 2623 260 30% 3423 350 33%
Total 5442 863 6593 1045
Actual 2022 Recipients 2022 Amount 2022  Average
Pell 228  $      1,175,765  $              5,157 

Proposed Need Levels based on SAI

SAI Cut-offs Fall 2022 Admit
Fall 2022 
Enrolled

2022 % of 
Enrolled Total

Fall 2023 Admit
Fall 2023 
Enrolled

2023 % of 
Enrolled Total

-1,500 - 0 873 172 20% 1026 234 22%
1 - 2,249 213 52 6% 238 53 5%
2,250 - 6,705 284 66 8% 328 71 7%
6,706 - 11,499 275 60 7% 289 66 6%
11,500 - 19,999 402 95 11% 430 114 11%
20,000 - COA 711 140 16% 723 149 14%
No-Need/Merit/Full Pay 2684 278 32% 3559 358 34%
Total 5442 863 6593 1045
Estimated 2022 Recipients 2022 Amount 2022  Average
 Pell Eligibility Changes 304  $      1,666,103  $              5,481 

Current 
EFC 
Levels 
versus 
New 
SAI 
Levels

RNL University



All material in this presentation, including text and images, is the property of RNL. Permission is required to reproduce information.

Thank you.
John Mueller
Associate Vice President
Mobile: 414.234.6116
Email: John.Mueller@ruffalonl.com
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