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You may have heard the question: Is college worth it?

According to Gallup, opinion is split almost 50/50.

46% of parents said they’d prefer not to send their
children to a four-year college after high school.

“Welders make more money than philosophers.
We need more welders and less philosophers.”

Source: Gallup
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The value of a college degree
The ROI on a college degree is over $900,000.

ROI By College Type
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Before age 30, Welder and Philosophy majors earn more than US median wage.

Annual Wages
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After age 30, Philosophy majors earn much more.

Annual Wages
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The “demographic cliff” —a 0.1% annual decline, with local variations.

US Population Ages 15 - 24
2010 - 2021
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The demographic upside: The adult learner population is growing slightly.

US Population Ages 25 — 49
2010 - 2021
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Why bother?
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A fundamental challenge: Knowledge is growing faster than budgets.
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What is a Program Evaluation System (PES)?

Comprehensive data and easy-to-use software

MISSION AL 3| [e

Of the Institution Standards

MARKETS MARGINS

For Programs Program
Economics
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What is a Program Evaluation System?

An inclusive, data-informed evaluation process.
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PES: Markets
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Market Definition

Using Student Data to Define Markets — [

= Student demand, employment, and —
competitor information are specific to
local markets.

= Using student addresses or zip codes,
you can identify the market or markets
you serve.

= You will likely want regional and national
data for online students and for jobs that
can be done remotely.
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90% of this college’s students come from within 25 miles of its campus.

Distribution of Students by Distance from Campus

Percentage Small Public College Number
of Students of Students
. 100%
100% 90% 91% 92%, 94% 94% 95% 3,000
________________ 82% _—~—
80% : 2,500
68% I
: 2,000
60% 53% :
: 1,500
40% :
: 1,000
1
(o) 1
20% : 500
|
: 74 62 83 44 52

0% -
0-5 5-10 10-15 15-20 20-25 25-30 30-35 3540 40-45 4550 >50

Distance from Campus
(Miles)

Number of Students Cumulative Share of Students

Source: Three years of enrollment data for approximately 7,000 first-time students. Excludes international students.
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Online Markets

IPEDS completions can be very misleading.
* In Phoenix, the University of Phoenix’s completions are overstated by more than 25,000.
= Of course, this means other markets, e.g., Miami, are significantly underestimated.

= This error confounds competitive analysis and labor market saturation metrics.

University of Phoenix University of Phoenix
IPEDS Completions Reported to HQ Market PES+ Enhanced Completions by Local Market

:::::::

N _ j Powered by Bing " «;‘“ B
© GeoNames, Microsoft, TomTom ™ oy o

Source: NC-SARA
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IPEDS, Enrollment, and Google Search: Past, Present, and Future

Insights on Student Demand

IPEDS Enroliment Google
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US Bachelor’s 4-year Total Completions Growth*
More than half of the fastest-growing bachelor’s programs are in STEM fields.

Fastest-Growing 2021 Completions

Bachelor’s Programs
2017-2021

Public Health, General 15%

computer Science || GGG -
Neuroscience || GGG 0%
Information Technology | GGG o2
Computer Engineering, General || EGTGTGNEREGEGEGEGEGEGEGE 30
Information Science/ Studies || GGG 72

Logistics, Materials, and Supply Chain Mgmt 6%
Health Svcs/ Allied Health, Gen'l 6%
Criminology 5%

*Minimum 5,000 Completions 2017
Bioengineering and Biomedical Engineering || GGl 5%

Source: Gray Analysis of IPEDS data
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US Bachelor’s 4-Year Online Completions Growth
In contrast with total completions, only three fastest-growing online programs are in STEM.

Fastest-Growing 2021 Online Completions
Bachelor’s Programs

2017-2021
Social Work 30%
Special Ed. and Teaching, General 22%
Elementary Education and Teaching 17%
Computer Science || GGG 70
Marketing/ Marketing Mgmt, General 16%
Finance, General || GGG 162
Logistics, Materials, and Supply Chain Mgmt 15%
Information Science/ Studies || GGG 40
Criminology 13% *Minimum 500 Completions 2017
History, General 13%

Source: Gray Analysis of IPEDS data
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PROPRIETARY

Total Fall 2022 enroliment was down.

= The good news: new student enroliment was slightly up.

US Total Fall Enroliment
2018-2022

18,430,499 18,299,613 17,883,538

17,357,436

2018 2019 2020 2021

Source: Gray Analysis of National Student Clearinghouse

4,205,701

16,920,380

2022 2018

US New Student Fall Enroliment

2018-2022
0.32%

3,876,060

3,794,110 3,806,345

2019 2020 2021 2022
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PROPRIETARY

New student enroliment
growth varies by award level.

Master’s degrees fell 8%.

Doctoratal degrees fell 4%.

Certificates were mostly up.

Source: Gray Analysis of National Student Clearinghouse

Associate and Bachelor’s degrees grew.

Fall 2022 New Student Enroliment
8%
Undergraduate

6% certificate
(o]

Non-Credential

Program Associate degree
4%
Q Post-master's '
certificate Bachelor's
2% degree
Fall 2022 ./
Yoy 9%
Growth 0 500,000 1,000,000 1,500,000 2,000,000
Rate

-2%

4% '\‘/— Doctorate

Postbac certificate
-6%

50, @ Master's degree
- o

Fall 2022 Enrollment
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In Fall 2022, 153,117 new bachelor’s students enrolled in General Studies.

General studies has the highest enroliment, by far. STEM programs are four of the top 10.

Top 10 Programs: New Student Enrollment*

Bachelor’s Programs
Fall 2022

General Studies || EGTTNNENGEGEGEGEGEGEGEGEEEEEEEEEEEEEEEEEEEEEEEE (53.117
Business Admin. and Mgmt, General | GGG 100571
Biology/ Biological Sciences, Gen'l 58,580
Psychology, General | 51,640
Registered Nursing || GGG 20.727

Computer Science 46,991
Liberal Arts/Sciences/ Studies | NN 42.757
Crim. Justice & Corrections, Gen'| || 25,345
Engineering, General 22,544 *Excludes CIP codes ending in 99

Mechanical Engineering 22,088

Source: Gray Analysis of National Student Clearinghouse
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Growth: Computer Science and Business added the most new students.

Fastest-Growing New Student Enroliment
Fall 2022 Unit Change

Computer Science 10,831

Business Admin. and Mgmt, General | ©.c7:
Finance, Genera! | NN /75"

Cyber Security/ Info. Assurance 4,547

Kinesiology and Exercise Science 3,247 m

Business Analytics _ 2,803
Marketing/ Marketing Mgmt, General _ 2,648

Mechanical Engineering 2,562
Exercise Physiology 2,159
Health/Phys. Ed./ Fitness, Gen'l 2,136

Source: Gray Analysis of National Student Clearinghouse
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Google Search Trends: Programs

In February, Google searches for academic programs rose 3% year-over-year.

US Google Search Volume Google
All Award Levels

2021 m2022 m2023

20,000,000 +3%
YoY

15,000,000
10,000,000
5,000,000
0

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Source: Gray’s PES Keyword Search Dashboard
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NCES CIP 2020 to SOC 2018 Crosswalk

What NCES thinks history majors do...

Source: IES NCES: “CIP SOC Crosswalk”, July, 2021
https://nces.ed.gov/ipeds/cipcode/post3.aspx?y=56,



https://nces.ed.gov/ipeds/cipcode/post3.aspx?y=56
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Reality: History majors work in 502 SOCs and earn $106,456 (80th).

Top Occupations, History Majors, Ages 30-60
Count of Programs and Occupations

CIP 54.0101 History, General Lawyers/judges/judicial workers | GG 120,009
600 Elemen. and Middle School teachers || GGG 55,807
502 Postsecondary teachers || G 51,131
500 Managers, All Other |G 47.522
400 Secondary school teachers || 37.202
Education administrators |l 27.635
300 Chief executives and legislators [l 23,887
Retail salespersons [l 19,666
200 Management analysts [JJJJl] 19,174
100 Firstline supervisors retail [JJjjij 18,016
1 . Clergy |} 16,114
0 Customer service rep [} 15.914
CIPS (Programs) NCES Matched SOCs Actual Employment:

SOCs 0 40,000 80,000 120,000

Source: US Census, American Community Survey
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NCES: “The CIP SOC Crosswalk is not based on actual empirical data.”?

77% of programs place less than 20% of graduates in jobs for which they are directly prepared.

Do Graduates Go into Fields for which They Are Directly Prepared? 2

700
34 11 - 634

600

500

400
Count of Programs

300

200

100

0-19% 20%-39% 40%-59% 60%-79% 80%-100% Total

Percentage of Graduates entering fields for which they were directly prepared

1. Source: IES NCES: “CIP SOC Crosswalk”, July 2021 https://nces.ed.gov/ipeds/cipcode/post3.aspx?y=56,
2. US Census, American Community Survey, Gray Analysis. Bachelor’'s-degree programs with over 100 completions.
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Direct Prep Jobs
Automotive Mechanic Graduates

automotive technician || KT .69

technician || TGN 6.7%
mechanic |l 1.8%

automotive mechanic [l 1.1%

Jobs for Automotive Mechanics Graduates

service technician [l 0.9%
service manager [l 0.9%
Direct Prep master technician [l 0.7%
49% sales associate [l 0.7%
line technician [l 0.5%
service advisor [l 0.5%
manager [ 0.5%
light and heavy wheeled vehicle.. ] 0.4%
parts manager || 0.4%

estimator | 0.4%
jaguar land rover technician || 0.4%

Source: Gray’s analysis of People Data Lab data
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Other Jobs by Industry
Automotive Mechanic Graduates Jobs for Automotive Mechanics Graduates

military | N 32
retail | :°-
defense & space I -
higher education [ GGG 2
transportation/trucking/railroad | EGEGcGcCcGNGNEEEEGE 20
hospital & health care | EENEGNG<NzGEE 2°-
oil & energy IIGIGNGNGIGINININIIING 1°- Direct Prep
construction || G 1% 49%
computer software || GG 1%
automotive || GGG 1%
security and investigations | GG 1%
restaurants || GGG 1%
packaging and containers | EGNGz<zG 1%
government administration || G 1%

internet |GG 1%

Source: Gray’s analysis of People Data Lab data
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2006 Graduate

2007 Auto Tech
2008
2009
2010
2011
2012
2013
2014

2015 Military Builder
2016 Intern; Estimator

2017 Construction Manager

Source: Gray’s analysis of People Data Lab data



[ GRAY ASSOCIATES

In February, total job postings volume for bachelor and above degree-holders
fell 19% year-over-year.

US Job Postings by Month
Bachelor and Graduate Degrees

1,200,000

1,000,000

800,000
600,000
400,000
200,000
Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

m2022 w2023

o

Source: Gray’s PES Job Postings Dashboard
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In February, General and Operations Managers had the highest number of
job postings.

Highest Number of Job Postings by Occupation
February 2023
By Standard Occupational Code (SOC Code)

General and Operations Managers 59,216

Registered Nurses | I /6,555

Computer User Support Specialists ||| [ NGz 18,675
Human Resources Specialists || ] 12,965

Marketing Managers 11,897
Management Analysts 10,809

Elementary School Teachers, Except Special Education [Jjjjlij 10,683 m

Sales Representatives, Wholesale and Manufacturing [l 9,979

Social and Human Service Assistants [JJJJJl| 2,976

Construction Managers 9,906

Source: Gray’s PES Job Postings Dashboard
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Scoring identifies potentially attractive programs.

National Program Ranking
Associate Transfer and Bachelor’s

Percentile Percentile

51.3801 Registered Nursing 99 87 99
11.1003 Cyber Security/ Info. Assurance || GGG 100 1 78 100
mmm) 52.0201 Business Admin. and Mgmt, General 99 [ 99 81 92
45.0601 Economics, General | R ] 98] 20 9]
51.0911 Radiologic Tech/ Radiographer m ” 20 90
11.0103 Information Technology m ” 1 92 0
49.0101 Aviation/Aero Science/Tech, Gen'l 99 62 94
52.0299 Business Admin/Mgmt/ Oper.,Other || EGKNKEGEENEGEGEGEGEGEEEEEE [ 96 32 91
52.1201 Management Info. Systems, General m 94 50 m 0
29.0201 Intelligence, General 99 90 94 92 )

Total Percentile O 20+ 40+ 70+ 90+ 95+ 98+ 100

Total Score -39 -16 -11 4 15 21 |29 [112 |
Source: Gray’s PES Markets
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Scorecard: Student Demand

Business: 99t percentile. Student Demand

Score: 33 Percentile: 99

Business is a large program.

Catego...  Pctl | Criterion Value Score
= 99th percentile for Google searches B IEEl Goosle Search Volume (3 Months)" 1330010 8
. th . . . » International Page Views (12 Months) 11,678 NS
100™ percentile for international e ) Bl  New Student Enroliment Volume (12 Mo) 123,854 8
= 100th percent”e for new student enrollment : On-ground Completions at In-Market Institutions 126,594 -
h ) ] m Online Completions by In-Market Students 45,498 B
= 100" percentile for on-campus completions Sum of On-ground and Online Completions 172092 4

99th percentile for online completions

Source: Gray’s PES Markets
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Scorecard: Student Demand

. Student Demand
Business Growth Score: 33 Percentile: 99

= 50th percentile for Google year-over-year

t th Catego... = Pctl | Criterion Value Score
percent grow
0 for unit chanae m Google Search Volume (3 Months)” 1,330,010 8
9 m International Page Views (12 Months) 11678 NS
m st percent”e for new student enrollment Size BUEH  New Student Enrollment Volume (12 Mo.) 123854 8
year-over-year percent growth m On-ground Completions at In-Market Institutions 126,594 -
— 99 for unit chanae m Online Completions by In-Market Students 45,498 -
ge. m Sum of On-ground and Online Completions 172,092 =
= 55th percentile for completions year-over- » 0  Google Search YoY Change (Units)’ -29750 | -1
year percent growth BEZB  new Student Enroliment Vol. YoY Change (Units) 3.774 3
: : letion Vol YoY Ch i 897
~ 99" percentile for unit change Grod, TEEM - Completon Velume Yov Change (i 297 13
» 61 New Student Enrollment Vol. YoY Change (%) 3% 0
» = Completion Volume YoY Change (%) 2% 0

Implication
Start or Grow

Source: Gray’s PES Markets
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In February, Google search volume for Business rose 7% year-over-year.

US Google Searches by Month

Business, All Award Levels GO g|e

800000
700000 +79
600000
500000 Q
400000
300000
200000
100000

0

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

m2021 m2022 2,023

Source: Gray’s PES Keyword Search Dashboard
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Scorecard: Employment Employment*
Score: 8 Percentile: 92
Ll - nd Ll
BUSIness' 92 percentlle' Category Pctl | Criterion Value Score
th : : BUEE  Job Postings Total (12 Months)* 6,058,777
g 100 percentlle JOb POStIng VOlume » Size: Direct Prep m BLS Current Employment” 12,595,541
th : EE  BLS Annual Job Openings’ 1463559 NS
g 100 percentlle BLS Employment Size: ACS Bach. »m Job Postings Total (12 Months)® 6,130,318 NS
: : Outcomes ESM LS Current Employment” 4068821 NS
th
- 100 percentlle ACS (non-dlreCt prep) » 70 BLS 1-Year Historical Growth® -1.0% NS
Growth (Direct . :
R ' 76 BLS 3-Year Historic Growth (CAGR)* 2.6% 0
| Prep)
COI’]ﬂICtIng data on grOWth - BE  BLS 10-Year Future Growth (CAGR)" 2.6% 1
- 14 8 jObS per graduate (87th percentile) Saturation » 87 Job Postings per Graduate® 1438 0
) ’ (Direct Prep) 86 | BLS JobOpenings per Graduate® 3.6 NS
- Average WageS Wages (Direct 64 BLS 10th-Percentile Wages® $44098 NS
Prep) 70 BLS Mean Wages® $76,918 NS
= 33% in direct prep fields (94t percentile) M Wages {Age < 30) sl
» 65 | Wages (Age 30-60) $96.,624 2
National Ly -
' An St 24 % with Any Graduate Degree 24% NS
Community 31 % with Masters 20% NS
Survey Bachelor's | 17 % with Doct/Prof Degree 3% NS
Impllcatlon 8:%2‘;;65 65 | 9% Unemp.(Age <30)"* 3% 1
Start or GrOW 73 % ?.Jne'mp.[Age 30-60)"" 2% -1
» 89 | %in Direct Prep Jobs 33% NS

Source: Gray’s PES Markets
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Business majors go into 513 occupations and make an average of $96,624
(65th percentile) — less than History and Philosophy majors.

Top Occupations, Business Majors, Ages 30 - 60

Managers, All Other 403,105
Accountants and auditors 286,476
Chief executives and legislators 195,303
Financial managers 189,018
Firstline supervisors of retail sales workers 187,639
Sales representatives, wholesale and manufacturing 163,160
Retail salespersons 137,679
Elementary and middle school teachers 135,564

Customer service representatives 131,310

Human resources workers 127,868

Source: Gray’s analysis of American Community Survey, US Census
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Scorecard: Competitive Intensity

Business: 92" percentile. COmpatiive IItensity
Score: 1 Percentile: 92
= 1,492 competitors: 100t percentile T
Category Pctl | Criterion Value Score
: ._ . aath :
= Large median program size: 96" percentile o BRI Campuses with Graduztes" P "
— Flat year-over-year In-Market [P Campuses with Grads YoY Change (Units)"* -7 2
th . : : Competition ' 199 | Institutions with Online In-Market Students™* 551 NS
= 100" percentile: national online programs :
BEER  Average Program Completions 85 -
= High saturation metrics g:g‘f’;;e»“ Median Program Completions 37 4
. . ; 7 YoY Median Prog. C I.Cl Unit 0 0
— 97 percentile cost per click Sizes  my - S e S
th tile G | fiti ind 67 YoY Median Prog. Compl. Change (%) 0 0
- 38 percentile L,oogie competition index In-Marke» 97 Google Search * Cost per Click™ $26 3
Saturation 38 Google Competition Index"” 0.14 0
National 100 National Online Institutions (Units)™” 638 NS
Online 74 Nat'l Online % of Institutions 34% NS
— Competitigly| 89 | Nat'l Online % of Completions 26% NS
Implication

Market Saturated?

Source: Gray’s PES Markets
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Scorecard: Degree Fit

Degree Fit:
Score: 0 Percentile: 50

A Bachelor’s degree is appropriate.

National Completions by Level

. Score: 0
= Bachelor’s is the most common degree.
. . Award Level C leti C leti Enroll
- 42% of national completions givecitinorditios
) 1 (o) H Certificate 10% 10% 4%
— Master’s is 28% of completions. - rerotioten 1o 1o T
. Bachelors 42% 42% 35%
= 38% of the national workforce hold a bachelor’s. » Postbaccalaureate Certificate - - o
Masters 8% % %
_ 20% hold a Cer“ﬂcate Post-masters Certificate 0% 0% 1%
Doctoral 1% 1% 2%
_ 15% hO|d a master’s. Unknown 0% 0% 0%

National Workforce Ed. Attainment

Score: 0
‘ Award Level BLS Educational Attainment
No College 15%
. . Some College 20%
Impllcatlon Associates 9%
Bachelor’'s Degree Program Sechetors s
. , asters 15%
Possibly Master’s Doctoral 3%

Source: Gray’s PES Markets



CIP: 52.0201 Business Admin. and Mgmt, General v Market: National v Award Level: Bachelors v Select Program v

CIP: 52,0201 Business Admin. and Mgmt, General Market: National Total Score: 42 Percentile: 99

ExportPDF @ Support

Student Demand Employment* Degree Fit:
Score: 33 Percentile: 99 Score: 8 Percentile: 92 Score: 0 Percentile: 50
Catego...  Pctl Criterion Value Score Category Pctl | Criterion Value Score Category Pctl | Criterion Value Score
Google Search Volume (3 Months)” 1330010 8 Job Postings Total (12 Months)" 6058777 2 NHEBI 13 | Costindex™ 67% NS
International Page Views (12 Months) 11,678 | NS Size: Direct Prep BLS Current Employment” 12595541 2 Natl 2 Year 87 | Student:Faculty Index 124% NS
- JOOMl  New Student Enroliment Volume (12 Mo.) 123854 | 8 BLS Annual Job Openings® 1463559 NS
)
On-ground Completions at In-Market Institutions 126,594 < Size: ACS Bach. Job Postings Total (12 Months)” 6,130,318 NS
Online Completions by In-Market Students 45498 4 Outcomes fGE  BLS Current Employment” 4068821 NS National Completions by Level
Sum of On-ground and Online Completions 172092 | 4 _ 70 | BLS 1-Year Historical Growth’ -1.0% NS Score: 0
0 | GoogleSearch YoY Change (Units)* 29750 | -1 gr':;‘)’th et 76 | BLS3-Year Historic Growth (CAGR)" 26% 0
New Student Enroliment Vol. YoY Change (Units) 3774 3 IEZ 515 10-Year Future Growth (CAGR)* 26% 1 el lom T o iats | e e
Growth Completion Volume YoY Change (Units) 2,897 3 Saturation 87 Job Postings per Graduate® 148 0 (National) (Market) (Market)
ro 3
50 Google Search YoY Change (%)" -2% 0 (Direct Prep) 86 BLS Job Openings per Graduate® 36 NS Certificate 10% 10% 4%
61 New Student Enrollment Vol. YoY Change (%) 3% 0 Wages (Direct 64 BLS 10th-Percentile Wages® $44,098 NS Associates 19% 19% 33%
55 Completion Volume YoY Change (%) 2% 0 Prep) 70 BLS Mean Wages® $76,918 NS Bachelors 42% 42% 35%
77 Wages (Age < 30) $50,477 3 Postbaccalaureate Certificate 1% 1% 0%
) 65 | Wages (Age 30-60) $96,624 2 Masters 28% 28% 25%
:“‘9’“' 24 | %with Any Graduate Degree 24% NS Post-masters Certificate 0% 2% 1%
merican s Doctoral 1% 1% 2%
Community 31 % with Masters 20% NS TR 0% 0% 0%
Competitive Intensity Survey Bachelor's | 17 | %with Doct/Prof Degree 3% NS
Score: 1 Percentile: 92 Degree 65 | %Unemp.(Age <30)"* 3% -1
Outcomes
73 % Unemp. (Age 30-60)"" 2% -1
Category Pctl | Criterion Value | Score 89 | %inDirect Prep Jobs 33% NS National Workforce Ed. Attainment
- — Score: 0
Volume of 100 Campuses with Graduates 1492 -8
In-Market 2 Campuses with Grads YoY Change (Units)™* -7 2 iption: 3 s
C % - e 5 e fUnits) CIP Description: w— . . Award Level BLS Educational Attainment
ompetition | 409 Institutions with Online In-Market Students** 551 NS A program that generally prepares individuals to plan, organize, direct, and control the
Average Program Completions 85 6 functions and processes of a firm or organization. Includes instruction in management No College 15%
In-Market m Median Program Completions 37 4 theory, human resources management and behavior, accounting and other quantitative Some College 20%
Program i isti izati i i i i
Sizegsr &7 YoY Median Prog. Compl. Change (Units) 0 0 met.h?ds. puthaS|ng and logistics, organization and production, marketing, and business Associates 9%
: decision-making. Bachelors 38%
67 YoY Median Prog. Compl. Change (%) 0 0
In-Market 97 | Google Search * Cost per Click"" $26 3 Masters 15%
Saturation 38 | Google Competition Index** 0.14 0 Doctoral 3%
National 100 National Online Institutions (Units)** 638 NS
Online 94 Nat'l Online % of Institutions 34% NS . - Google search. employment data and Jobs Per Grad Ratio
Competition " : : do not filter by award level.
pe 89 Nat'l Online % of Completions 26% NS - Color scale in reverse.
NA - No data available/not currently tracked.
NS - Not Scored in Rubrics (values = 0).
25 - Associates & certificate programs only.
PCTL - Percentile
Total Percentile 0 20+ 40+ 70+ 90+ 95+ 98+ 100 A ScalesR Reverse GR AY
Total Score -50  -20 -18 -1 9 Percentile (Reverse) EZZ 05+ 10+ 30+ 60+ e TaR bt
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Why are margins important?

Cross-subsidies fund what markets won’t: investing in your mission.

= High margin programs produce more money than they cost.

= |nstitutions use the funds to subsidize other mission-critical programs and activities.

Mission

Academics
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Program Economics: Methodology

What are academic program economics?

Indirect Costs

= Revenue minus direct instructional costs

= For all courses taken by students in the major

= |ncluding courses outside the department et
Direct Shared Costs
(e.g., Academic Deans)

Rationale:

, Department-Level Input N
Program economics captures all the Direct '"St[:“‘:tiﬁ“a+5_$°“°mics
revenues, costs, and margins that are likely (g (PR, Unlel)
to change if you decide to grow or stop a

program. / / / Course-Level Input \ \
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Program Economics: Methodology

1. Calculate net revenue per credit hour

» For each student gather data on: lllustrative
— Tuition and fees Student Net Revenue
— Institutional grants $1.000 - Per Course Credit Hour Taken

— Per student state funding, if applicable

— External grants need not be included for
each student, subtract grants from revenue $600
to calculate their net revenue.

$800 - 525 _ 525,

» For each student, divide net revenue by the $400

, . 401

student’s course credit hours to calculate $200 - ®
net revenue per course credit hour. 50

= Assign net revenue per course credit hour Tuition Fees Other Institutional Net

Grants Revenue

to the courses taken by each student.

= The assigned will follow the student into
their major.
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Discounts must be calculated by Discount per SCH by Program
program. $0 $50  $100 $150 $200 $250  $300  $350  $400

Program A |
| |

. ProgramC I
» |t would be easier to use an average —

institutional discount. Program E I S
I

= This approach would be valid if discounts PTogram G ——

were roughly the same across programs. Program |  n——
||

= In practice, discounts vary widely by Program K - — Data Disguised
I

program, so it is important to track them Program N
by program. 1
Program P
—
Program R .
— Average Discount: $70
Program T 1
_—
ProgramV
m
Program X 1

Program Z
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PROPRIETARY

Program Economics: Methodology

2. Calculate direct instructional cost

= Gather data on:
— Faculty wages and benefits
— Faculty load tables or standards
— Courses taught by faculty member
— Non-personnel cost by course

= Divide faculty cost by standard load
(typically course credit hours)

= Subtract wages for credit hours of non-
teaching time

= Assign remaining cost to courses or
section per course credit hour

= Add in other instructional costs

$12,000
$10,000
$8,000
$6,000
$4,000
$2,000
$0

Salary

lllustrative

Instructional Cost

Per Section
$925 $600
$970 _ [ ]
]
$10,602
Benefits Additional Non-Personnel Total Cost
Pay/Overload Cost
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Program Economics: Methodology

3. Assign cost to students

ACC101 .
. . A i lllustrative
= Divide the section or course cost by the ccounting
number of student credit hours to calculate |
cost per student credit hour (SCH) $10,602 Instructional Cost
. 25 students, 75 SCH
= Multiply cost per SCH by the number of — ;1”41823 son —
course credit hours 3
. : Accounting Majors History Majors Other Majors
= Assign this amount to each student, gl vl t
regardless of major _ Student 1 —— Student 3 Student 5
= This course cost will follow each student — Student 2 — Student 4 Student 6
Into their major. __ Student N - Student N Student N
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Program Economics: Methodology

4. Build your Program Economics Scorecard with clear visual math.

lllustrative
B Increase [ Decrease Il Total
$250
$210
$200
$150 $130
-$40
$50
$0

Gross Tuition & Fees Discount Net Revenue Instructional Cost Program Contribution
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Program Economics: Methodology

4. Now, you may wish to add departmental overheads.

B Increase [l Decrease Il Total lllustrative
$250
$200
$150
$100 $90
10
- | $60 $—
550 $20 $10 e

>

$0
Program Direct Sales & Direct Student Program Restricted Academic Dept Departmental
Contribution Mktg Support Profitability Grants Surplus
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Program Economics: Methodology

4. Institutional overhead can also be allocated to determine institutional surplus.

lllustrative
B Increase B Decrease Il Total
$250
$200
$150
$100
$50 $40 $25
B =N == pE -
$0 ——
Departmental Admissions/Mktg Other Revenue Institutional Institutional Surplus

Surplus Overhead
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PROPRIETARY

Program Economics: Methodology

4. Build your Program Economics Scorecard with clear visual math.

$250

$200
$150 . $130

$90
$100 $80 I _- - s S0

$50 340 $20 = 540 $25
$10 . B =1 mm g 35
$0 -$30
X
e‘z’% 0(‘\\ <\°® C,-O\ & © Qoé @ rz§<\6 R i & (\\\‘@ e’z’b St
< o %) O ) X Q Q & Q
& 0\"90 Q_Q’A (\‘b\ ,\&\‘O Y %\‘rQ %‘@ 60 (i\\o %\5 (\@\ Qgﬁ \\Q){(\ %\)
S X Q o X \ S & > 0 @) >
&P e > P ¥ & \ & & & & > S
< < é\\o & C}% 6@6 @6\ eé\&\ ?‘db S b&\ O *%0(\ ~\\§O
g & S N X X & & v Q &
Oﬁo QKO <’)\k®0 Q\ QQ’Q \(\‘%\' \(\

lllustrative
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Program Economics

Most programs make money; even small ones.

Contribution by Student Credit Hour

$8,000,000 o
Contribution by
$6,000,600
Program . .
°
$600,000
[ ] Y °
$4,000,600 ® e o °
$408,000 .. .
o 3 & . °
. . o ® o ... o L4 [
. .. ‘ $200,000 : L
$2,000,000 [ ) ...'O. )
° °
e _o ® "‘..," .
@' L
%, o °
$0 oo
($200,000) °
2] 500 1,600 1,560 2,000 2,500
($2,000,000)
8 5,000 10,000 15,000 26,000 25,000 30,00

Student Credit Hour

Source: Gray’s PES Economics
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Evaluate: Internal Performance Benchmarks

Comparing course-level costs across departments is a start.

$300 Instructional Cost per SCH by Department

$250

$200

$150
$100
% 1
$

Dept A DeptB DeptC DeptD DeptE DeptF DeptG DeptH Deptl Deptd DeptK DeptL

o

o

Source: Gray’s PES Economics
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External Performance Benchmarks: Programs

External benchmarks are more representative (like for like).

Cost/SCH by Course Subject, Client vs. Benchmark

I 75th Pctl. (Sample Cost/SCH) B Client Cost/SCH

~

I Median (Sample Cost/SCH)

H)

25th Pctl. (Sample Cost/SC

Dental Support Services and Allie...

=
===

,,_
=
=t
=TT

Rehabilitation and Therapeutic Pr...

Educational Administration and Su...

oo
S
==
et

Allied Health Diagnostic, Interve...

==
==t
=

Registered Nursing/Nursing Admin/...

Source: Gray’s PES Economics
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Benchmark

Margins by program

Difference from Average Bachelor’s Contribution Margin per SCH*
(Selected programs offered by 4 or more institutions)

Art Teacher Education

Health Svcs/Allied Health, Gen'l
Registered Nursing

Early Childhood Education/Teaching
Psychology, General

Environmental Science

Computer Science Institutional Average

History, General
English Language and Lit., Gen'l
Biochemistry

Note: All of these
programs have positive
contribution margin.

Music, General
Economics, General
Drama/Theatre Arts, General

Spanish Language and Literature

o
X

10% 20% 30% 40% 50% 60% 70% 80%

Source: Gray’s PES Economics
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Evaluate: Internal Performance

Greater variance than benchmarks indicates costs are less controlled.

Cost: Student Credit Hour by Course Level
Client vs. Benchmark

Cost per SCH 1.5K

1K

" lwelens

100 100C 200 200C 300 300C 400 400C

Client
Program

, Course Level
Source: Gray’s PES Economics
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Academic Outcomes

# of Students Course Enrollments # of DFWs DFW Rate # of Programs # of Courses # of Sections
13,767 127,951 13,346 10.4% 149 2,713 6,691
Measures: ll Students -¢- DFW Rate Demographic DFW Rates Departmental DFW Rates
Haw/Pa —‘ . i . . : . I _‘ . i R :
., — ”}“"‘ = ;
i ts - :
o F v - -
o, — Physics I i
ton -
. — TEM - !
I - :
ce i
rt . ]
| —] i atic A i
Heal € 1 |
| — Milltary
M BT

Course DFW Rates Course Level DFW Rates

12

Program DFW Rates

1

Source: Gray’s PES Economics
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Putting it together: Mission, - 52,000
] argin per
Markets, and Margins Student Credit Hour
$1,500
= Mission-critical programs in healthy
markets are candidates to grow or §1.000
sustain.
= Low-margin discretionary programs in
weak markets are candidates to stop. $500
= High-margin discretionary programs in
healthy markets are tempting to grow... $0
— They help fund the mission.
— But they may also distract faculty and
students from the mission. -$500
Market Percentile
Bubble area is proportional to program size. ® Mission-Critical

@ Mission-Aligned

Fill color indicates importance to mission: : :
® Discretionary
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Run a Collaborative Process

Academic Program Evaluation Workshop

DEVA Day 2
New Programs Current Programs

» Present workshop objectives = Review Day 1 outcomes
» Summarize approach to program = Rank current programs
selection = Discuss high- and low-scoring
= Share initial scoring outcomes programs
= Review scoring system = Make preliminary recommendations
= Evaluate proposed programs on programs to sustain, stop, or grow,
= Rank and propose programs to start, pending further evaluation
pending further evaluation = Wrap-Up: Agree on next steps, tasks,

owners, and deadlines
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Academic Program Management: More Frequent, Informed, and Automated

Starts «  Student = Curriculum
Retention ) Outcomes ) = Resources
Course = Margins = Longitudinal
Completion «  Student, Outcomes
Student Faculty, &

Surveys Staff Ratios

Program Report Card

.. Academic :
Mission Standards Markets Margins
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Market: 100-Mile Radius v Market Internal Performance

Py
Program Q  Google Job Median Enrollment . Graduates . D/F/W Students  Discount Net Contribution Costper SCH Actual
* Posting  Program Size Rate* Retumn from  Rate* Revenue SCH* Minus

Change Volume % Change Prior Year Benchmark
Psychology (Bachelor's) 21% 85 6% 436 36 72 30% 20% $4,974,479 REEFEFER $126 -$13
Computer Science (Bachelor's) 18% 3,723 10% 203 20 8 32% 16 26%  $2,252,317 $1,342,614 $162 -$13
,?au; :I:O-ﬁ;rljmm iration 6% 21,620 -19% 46 7 27% 37 23% $7,384,381 | $5,240,367 $113 -$17
Exercise Science (Bachelor's) 9% 141 0% 429 51 10 28% 41 pLL NN 35 031,893 | $3,572,940 $115 -$5
Biology (Bachelor's) 19% 516 -3% 1" 82 1 27% “ 37% SRRELR LN $3,196,005 $155 318



Pick Program: v

Accounting (Bachelor's) Sustain

Category Status Goals Size Demographics
ﬁ Coal Status & Enrollment = Completions EM NF
1 Increase the number of internships Needs Attention 350 355 white T ::
i i 300 = 2+ 2%
Markets M|SS|0n 2 Increase accounting student professional exam performance On Track 250 304 UNKN =
outcomes n-lrac 254 246
200 Black | 2%
M o A d < 3 ; . tud S " Eatictsct 150 Lat/His I 2%
arg|ns cademics ncrease accounting student job placement outcomes atisfactory 100 o = Internt! | 2%
: ; : R 50 = = T = Asian | 1%
a Enhance accounting students’ accounting-related software skills in Not Started 59 Aoy = o - o s om—
order to meet modern technology needs 2018 2019 2020 2021 T e > es
Markets Mission Academics
Rubric: Undergraduate ¥ Select Market v Summary tudent Lea t li Filter Course Dpt. v
CateAgory Program Fit Category Metric 2020 2021 Change
281 A
g:::::; Employment C?:;gﬁgitt';/e Academic Focus The undergraduate program in Accounting blends theory and practice in # of Students 203 197 -3% ¥
=y P TR % pensrating Job:ready. gracimtes.:. # of SCH Taught 5475 4,730 -14% ¥
;d e GO% T POgIeM 9% SCH in Online Courses 7% 9% 23% 4
1Ze (] 0 0
Growth 15% 100% 47% % SCH Taught by FT Faculty 57% 57% 0% 4
% SCH Taught by Tenure/Track 50% 50% 0%
Overall Percentile: 100% Students Served | Accounting students intern at a wide variety of businesses, often holding pea # of Full-Time Faculty 14 13 7% ¥
multiple internships, leading to full-time placement. Student-practitioner FF)’rofiIe # of Part-Time Faculty 0 0 NA =
day has been a hallmark for over two decades.... % SCH Taught In-Dept 23% 24% 2% 4
Ma rg ins # Students Enrolled 2+ Terms 159 139 -8% W
# Students Return from Prior Yr. 137 131 -3% ¥
Student : %
YR: 2020 v Term: All v Learning Outcomes | The Accounting program meets regional, state, and national needs through Progress S A e LT 202 A58 Z%.
the creation of a diverse talent pipeline for both the profit- and non-profit % Students Complete 15+ CH 62% 65% 3% 4
sectors. Ad_ditipnally, the faculty, students, a_nd staff of thg department Withdraw/D/F Rate 27% 24% -11%
Total $ T help organizations to grow as well as becoming more efficient.... # of Completions 28 45 38% 4
~ Median Time to Complete (Yrs 3.10 3.20 3%
Gross Revenue $2,307,543 $327 Qutcomes ‘p (¥rs) 2
Benchmark Exam/Licensure Pass Rate 83% 87% 3% 4
State App $931,219 $132 Highlight High Student Placement rates in internships and full-time employment; A End-of-Proar S Ratin 779 80% 3% 4
Discounts $596,284 $84 Professionally credentialed and award-winning faculty... Ngs Enc-or-Trogram Survey. Rating ° ’ °
Net Revenue $2,642,479 $374 i
Costs $1,264,867 $179
Contribution $1,377,612 $195 Non || Pel <25 || 254 M F vinite || unkey || 20 || rack || cavnse ] intems | utvam | asion | EEY

Source: Gray’s PES Management Dashboard
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PROPRIETARY

Learn more about the topics covered today:

The Course on PES

Academic Program

Evaluation and
Management Certificate

GRAY  [iJBAY PATH

ASSOCIATES

IVERSITY

REGISTER
HERE

Academic Program Evaluation and Management

Bay Path University and Gray A ates offer a course in program evaluation and management. It is an online, asynchronous, self

paced course gned for higher-education le:
ap riate fi

stuoe

ow academic programs. It is

ment officers, and graduate

NIor adminis

er education institutions. It should also be st xaders who oversee higher education.

The course gives higher-education decision-makers and analysts an understanding of the data, systems, processes, and participants needed to make

am decisions consistent with an institution’s mission, academic standards, markets, and program economics

well-informed and broadly-supported prog

Participants tasks needed to make data-informed program dec

portfoli aluation, including finding, analyzing, and synthesizing relevant data and evaluation criteria. The

hanics of Inte

es for current and new programs. Specifically, participants will learn the grated Program /

software, and program portfolio workshops, as well as the overall art and science of academic entrepreneurship.

our PES+ Markets dashboard.

Additionally, participants will r emporary login credentials to

DEA

Upon completing the ten modules, participants will receive a certificate in Academic Program Evaluation and Management (APEM). This certificate is

co-sponsored by Gray Associates and The Center for Higher Education Leadership and Innovative Practice (CHELIP) at Bay Path University.

Faculty Modules
1. Introduction
Dr. Me Mission of the Institution

Dr. William F. M
Vice President

Understanding Student Demand

Understanding the Employment Market

Steve Probst Senior Partner. G oSS
Steve Probst, Senior Partne Evaluate Competitive Intensity

Mary P. Upchurch, Senior Partner, Gray A Calculating Program Economics

Peter Starrett, Partner, Gray Associates Curricular Efficiency

Zach Paz, Partner, Gray

Dr. An

Outr

Academic Standards

e Pr ent, Educational

inette Farmer-Th e
e University

h and Student Se

The Art and Science of Academic Entrepreneurship

2 0@ N O R LN

0. Managing Your Portfolio: Participants, Process, Analysis,
Integration

Course Price: $775
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More Master Classes to come! Master Class 2: Reaching Curricular Efficiency

Featuring Steve Probst

April 11 2023, 2-3 pm ET

Gray can help you learn how to make
better academic program decisions.

Learn how to use instructional economics data to identify ways to reduce the total teaching
workload, reduce the need to hire more faculty, make college more affordable, and minimize how

budget cuts translate into higher workloads or inferior education.

Master Class 3: Advanced Analytics
Featuring Zachary Paz, Peter Starrett, and Youssef Aljabi

April 18 2023, 2-3 pm ET

Learn how to use predictive analytics to model the impact of program decisions on your institution’s
future. Using demographic data and market trends, we will demonstrate how to project the size and
growth of programs in a proposed portfolio. Using predictive scenarios, we will show how to

evaluate the effects of program decisions on your institution’s bottom line.

Master Class 4: The Future of Academic Portfolio Evaluation

and Management
Featuring Bob Atkins and guest

April 25 2023, 2-3 pm ET

Join us as we look at how artificial intelligence, machine learning, and other new technologies
provide more insight into what makes a successful academic program. We will show how using

these tools in academic program planning and management can benefit the institution.



