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Speaker 1 (00:04):
Hello everyone. I'm Jessica with our client service team, and we are excited to have you here with us today. During today's conversation, we definitely want to hear from you. Please use the question box feature in your control panel to let us know if you have any questions. We will answer those at the end of the discussion. You'll also have a chance to request additional information at the end of the session. If you're with us via a recording of today's webinar, there will be an opportunity at the end of the video to fill out a form for more information. Without further ado, I'd like to pass Mike over to my colleague Jared Christensen, to introduce himself in today's guest. Jared. 
Speaker 2 (00:41):
Great. Thank you, Jessica. Going to advance my slide here. We are thankful that you are with us today. We were just joking earlier, it's early April. No shortage of things to do on a campus right now for our enrollment, uh, colleagues and counterparts. And so we're thankful that you spend a little time with us today, or if you're watching on a recording later, we hope that things have gone well as you've gone past, uh, May 1st. But, uh, we're, we're glad to be here today. Uh, my name is Jared Christensen. I'm AVP of client Service here at Ardeo. I've been at Ardeo for a little over a year, but I've been in higher ed for about 20 years. Um, had the pleasure of serving on three different campuses and various enrollment leadership roles. Uh, most recently I was the dean of enrollment at North Park University in the Chicago area, which is where I'm located. 
Speaker 2 (01:22):
And then I got to spend about six years, uh, working with a variety of campuses, uh, at another partner, uh, doing this same kind of work, but had the opportunity to come to Ardeo to help campuses with the loan repayment assistance tool, which we're going to talk about today. Um, but, uh, I'm really excited to be here with Tess Ferzoco. She's a good, good friend of ours here at Ardeo. We've worked with Edgewood for some time now here, you know, recently, and excited to hear from her. But Tess, I want to let you introduce to yourself and then we'll jump right in. 
Speaker 3 (01:48):
Thanks, Jared. Um, as Jared had said, my name is Tess Ferzoco. I am the interim Vice President for Enrollment Management here at Edgewood College, which is located in Madison, Wisconsin. Um, we are, um, excited to be partnering with Ardeo on this webinar today, um, and have really found great partnership in our, our relationship with them. 
Speaker 2 (02:08):
Awesome. Awesome. All right. Well, we do, most of our time will be spent talking about how this has worked for Edgewood, but I do just want to give you a little overview of kind of who we are and what we do. Some of you may be familiar with us, some may not. And so want to just make sure you know who we are. Spend a few minutes doing this and then we'll, we'll jump in. Um, so our day education solutions, you can see here, this is our why it's helpful to start with your why. Uh, but the idea that that we have is to increase access to higher education for students by removing the fear of student debt. Obviously, costs and affordability generally is a concern for a lot of families. Student loan indebtedness more specifically, there have been a lot of questions about that over the last few years with loan deferment and possibility of loan forgiveness. 
Speaker 2 (02:48):
But's still very much a part of the conversations that I'm sure you are having with your perspective students and families as we le lead up to May 1st and beyond. So we've been trying to address this for a long time. Um, the way that we do this, uh, we, again, we help colleges and universities grow their enrollment and ultimately their net tuition revenue, right? Um, and the way that we do that is by offering the loan repayment assistance program. We try to help impact enrollment decisions for students who otherwise might not enroll because of fear of, of student loan debt. So again, you've got students and families who are considering your institution, there's a barrier for them financially. They're afraid of the loans that they might have to take out as a part of that program and their ability or inability to maybe to pay those off later. 
Speaker 2 (03:28):
And so we come in to help provide a safety net for them. And we've been doing this for a long time. You know, there are a lot of more recent conversations about this kind of thing, but we've actually been doing this for about 15 years. We've worked with over 200 colleges and universities around the country. We've helped over 30,000 students pay off some, or even all of their loans in some cases. Um, we did not create this idea. We did not invent this, but we feel like we're working toward perfecting it. It actually began at Yale Law School many years ago, and our president and founder actually was the recipient of a loan repayment assistance program at Yale. And he wanted to sort of take that to other colleges and universities. And so that's what we've been doing over the last 15 years or so. 
Speaker 2 (04:05):
So what is it? What is an L A P? Or sometimes we hear what is alarm? What is an l a P? It's a loan repayment assistance program. It's an enrollment tool that can positively impact enrollment and persistence decisions. So again, the idea is that you've got a student that would like to enroll at your institution, but it feels like there's a barrier financially. This safety net can hopefully help tip the scales for them and make it more doable for them to do that. And, and the way that we do it is this, you can see the promise there. If a student's income after graduation is modest, uh, their, the l r will actually help repay the loans, including federal student direct loans, parent plus loans, and even private alternative loans that your financial aid office certifies. So this is kind of like insurance. It's actually no charge to the student. 
Speaker 2 (04:45):
There is a small per student fee that the institution would, would pay for students who enroll and borrow. But the idea is that you cast a net to students to see if, if this might get their attention and, and might be helpful for them. And if they end up enrolling, you're hopefully getting some students that maybe wouldn't have otherwise. And then only those students who end up borrowing you end up, you know, paying, uh, that, that student fee. Uh, we think this provides three freedoms for students. One, the freedom to enroll at the institution of their choice, which we hope is yours if we have the opportunity to work with you. We, we think it gives them the freedom to pursue the, the major of their choice or the academic interests of their choice, regardless of what the earnings and potential may be for that major. 
Speaker 2 (05:23):
And then ultimately, to pursue the career of their choice to sort of go into the calling of their choice. Um, you know, without the fear of, of student loan debt kind of crushing them, right? And so we want them to feel the freedom to make good decisions, of course, but go into an area that they feel really called to do. And that could be, you know, more mission-minded work or, you know, maybe it's just a challenge to pay back those loans, whatever it might be. But we're there as a safety net to, to help them do that potentially. So how does it work generally? It's pretty straightforward. Uh, you as an institution get to choose the students that we offer this to, and you'll hear from Tess how they've chosen to do that at Edgewood. Um, there's no prescriptive way use it. There's no minimum usage. 
Speaker 2 (05:58):
You get to decide who, who gets this. You communicate to them generally that there's this safety net available to them. They, you know, they'll hear from your friends or your, your friends at eo. You give us a list of those students. We then begin our own outreach to them. It's multichannel outreach, really focused on the L R P program to supplement your overall communication with those students and families. They, they sign their award, they sign their offer. Again, there's no obligation to the student, no charge to the student, but we just like to know who they are and that they're interested. And that then allows us to provide actionable data back to your team so that you can use that in your own follow up efforts to prioritize your time and resources and that sort of thing. We hope then that some of those students will end up enrolling, persisting through, and then graduating from the institution. 
Speaker 2 (06:40):
Again, you only pay for those who enroll and borrow. And so, uh, this is a, a rare thing that actually you only pay for when it works. So there's not a flat fee upfront. You're only paying for those students who ultimately end up enrolling and borrowing that then acts for the safety net for those who do need that assistance potentially later. So we then hope that they pursue their career, and then if they need help with those loans, if they're below that income threshold, well then we're there to help them. And so they kind of earn their way out of that, or actually pay off the loan entirely, depending on how that plays out. So again, a few different ways to use this. Uh, we, we see they tend to fall into three different buckets. One, we would call market to all or offer to all. 
Speaker 2 (07:15):
And that's where you might offer it to all of your incoming class, right? As a way to really differentiate yourself in your particular marketplace. You can see a handful of schools that are doing that. There, there's some others, but those are examples. More commonly, we see what are called targeted or selective approaches. Targeted is more proactive, where you're identifying a subset of the population. It could be a major, it could be, you know, your financial aid model and income band or, or a cell, uh, you know, that you think you'd like to see better yield from. You'd like to grow, maybe it's not doing the thing that you would like for it to do. So you're targeting proactively that group. You can see a few schools that do that there. And then finally, other campuses may also do what's called a selective approach or maybe a more responsive approach, where in the conversations with students and parents, it's, it's made clear explicitly or even implicitly that you know what, you know, they've got a concern about loans, you know, they're, they're afraid they wouldn't be able to pay them off. 
Speaker 2 (08:05):
This might be an opportunity for you to say, you know, we've got this opportunity that we think could help you down the road if you need. It might tip the scales for them. So campuses often use multiple strategies, but these are kind of the, the ones that they, they tend to fall into. Which leads us to, uh, our conversation with Tess today to, to talk about Edgewood. And so we're going to transition to talk just a little bit about Edgewood generally first. And so I've got a, a slide here that shows some stats and facts, but Tess, could you just tell us a little bit about Edgewood for people who maybe aren't familiar with the institution? 
Speaker 3 (08:35):
Yeah. Edgewood College, um, we were founded in 1927 by the Dominican Ciella Sisters. Um, they are still pretty prevalent in what we do today. Um, mostly pertaining to our mission and our values that we have here on campus. Um, we are a considered a small private, uh, liberal arts college, um, rooted in the Catholic tradition. Um, there are a lot of different opportunities for our students here, especially being in Madison, um, which is the capital city of Wisconsin. So there's a ton of different opportunities for our students, which works out great for internships, things like that. Um, job offers, which obviously, you know, plays into the L wrap conversation a lot as well. Um, and we are division three, um, for sports for ncaa, and about 40% of our incoming freshman class are athletes as well. 
Speaker 2 (09:23):
Awesome. Awesome. And it's a beautiful campus. I got to go there in the fall and work with the team, so It is, it's a great, it's a great place. So let's transition to talk a little bit about, about L reps, right? I mean, sort of, you know, the reason that we're here today, obviously. So, uh, we've got some slides, you know, slides here. We can kind of talk through it. But maybe just generally tell me first how you heard about L wraps and Ardeo and then, you know, kind of how you first began using them last year, which was our first year together. 
Speaker 3 (09:47):
Yeah. So we first, uh, heard about LRAP because of a previous, uh, vice president who was in this role. Um, and we really, it almost came at the perfect time. We had just realized that we, um, were really having a hard time landing students who had a family income of about 150 to 250,000. Um, and we, after talking to and kind of researching a little bit about that, um, realized that those students really love to the idea of attending a small private, specifically Edgewood in this case, but they were extremely concerned about the having to take out a loan to attend Edgewood versus going to a state school, something along those lines that they wouldn't have to take out loans for. Um, and we talk a lot about in like especially the small private school space, um, trying to sell our value. Um, and this was a really good tool to say, Hey, we are worth it. 
Speaker 3 (10:43):
These are the reasons we're worth it, and here's a safety net. Um, and so it really felt like almost a no-brainer for us to work with our day out, um, because it really was going to help us kind of target, um, to those students who they truly want to be a student at Edgewood College, which of course, those are the students we want, um, more than anything. Um, but it kind of gave them a little bit more, or a lot more confidence in the decision that they were making, um, especially since we are, we were founded as a liberal arts college. Um, and so we do have a lot of liberal arts majors still. And so students who, you know, kind of Jared, what you were leaning to as well, of saying, you know, this gives them a flexibility to major, really what and what they want, um, versus just what they feel like they have to so that they can, you know, come out on the other end with a, a living wage and all of those, those good things. Um, and so this has been really impactful for our students who want to come and study history. And they may not know what they want to do with that history degree, um, or study, um, sociology. And they don't have a, a clear career path that they're looking for, um, after graduation. So 
Speaker 2 (11:54):
That's awesome. Yeah, I mean, we, we had kind of a, a couple of different waves of, of offers that we made, you know, last year. You know, the initial one was kind of mid, early to mid-spring, you know, some students that had been kind of unresponsive, um, you know, offering to probably around 3000 students actually. So not all admits of course, but some other students as well. And then, you know, kind of looking at how things were going in the funnel in the summer, then we, we cast a very wide net, you know, it was kind of what we would call stale funnel again, where we included even all the way up to inquiries, people that had been unresponsive maybe throughout the entire process, but to see, you know, what, we're going to offer this up to see, does it get people's attention? Somebody who maybe has never reached out to us at all, and now they're thinking of their plans for the fall. 
Speaker 2 (12:34):
And so we actually cast a much wider net to about 50,000 students, and we had several hundred of, of both of those groups that ended up, you know, signing their lrap or accepting their l a p. Again, they're not obligated to attend Edgewood, but of that group that signed their award, you can see we got just over a hundred who actually enrolled in the program and not all of those students borrowed. And so, you know, for Edgewood, these are not, you know, entirely, it's not entirely additive, right? Like obviously a lot of students probably would've come to Edgewood otherwise, but a lot of them maybe would not have. In fact, one of the ways in which we try to gauge effectiveness of the program is by surveying students as they're going through this program. And so we ask them pretty directly, you know, would you have been able to attend the institution or not? 
Speaker 2 (13:14):
You know, you know, without the l a and 25% of that 102 enrolled who were surveyed said, boy, if it wasn't for the L A I, I don't think I would've been able to enroll at Edgewood. So there's a potential that a couple of dozen students maybe are truly new. So then again, you're looking at, you know, new net revenue from those students. Yes, you're paying the student fee for those who are borrowing, but in the end, I think it was a net positive financially for the institution. Now we like to say that L reps are not self-important, right? We want to help grow enrollment, you know, see, you know, better yield, that kind of thing. So tell us a little bit about just the overall picture for fall 22 last fall. I mean, obviously a lot of campuses struggled, some met goals, some didn't meet goals. So just talk a little bit about the context overall outside of just LRAP last year. 
Speaker 3 (13:58):
Yeah, for sure. Um, and I am always super honest with everyone. We did not meet goal last year, right? Most, most schools did not <laugh>. Um, but what's something that, especially with talking with my president that I always love to emphasize is that I can only imagine how much lower we would've been if we didn't have a tool like this. Hmm. Um, and so I think that it really came in at a perfect time for mm-hmm. <affirmative>, um, Edgar College specifically mm-hmm. To be able to say like, we hear your concerns, um, perspective students, and we are trying to do something to match those concerns. Um, especially with Right. Always trying to balance what our discount rate is, and, you know, our N T R and all of those things. This, this really worked as a good tool for us mm-hmm. <affirmative>, um, to be able to offer something else to those students that also we knew they probably weren't getting those same offers from other schools. 
Speaker 3 (14:49):
Mm-hmm. <affirmative>. Um, so especially it, it really helped when we would come down to students saying, you know, I just need two grand more mm-hmm. <affirmative>. Um, and we were able to say to them, well, we can't do that extra $2,000 on your scholarship, but we can offer you an lrap mm-hmm. <affirmative>. Um, and just letting them know that they would have some sort of safety net, um, and right to even some of these students, like they're graduating with degrees that they probably will make more than that income threshold, but it truly is the idea that they felt secure in their decision to use this, um, and to attend Edgewood overall. 
Speaker 2 (15:27):
Yeah. Awesome. Well, and to your point, I mean, we hope that not every student needs the L rep, right? We hope that students are earning above that income threshold, but for those who might not be tho those are the ones that we really will be there to, to help and support. And then yeah, you, you, you know, you noted that you didn't quite hit your goal, but if I remember correctly, you know, of the 20 some private colleges in the state last year, I think Edgewood was one of maybe four or five that was ahead of the year before. So maybe it didn't quite hit the goal, but at least saw a little bit of an increase. Is that correct? 
Speaker 3 (15:54):
Yes. Yep. Yeah. 
Speaker 2 (15:55):
Yeah. Well, that's, that's good. We we're glad you're in that group and we got to help you, uh, be a part of that. So that was, you know, again, how we started last year. We've had some time to assess and evaluate, and then going into this next cycle, we've, we've kind of fine tuned, I guess. And so my next slide talks about the way that we're using it this year. So tell us a little bit about the thought process and what had been done and, and kind of how this now is playing out this year compared to what was done previously. 
Speaker 3 (16:20):
Yeah, I think last year we kind of, Jared, how you mentioned, we had done a little bit of a wider net at different parts of the year as well. Um, and I think kind of looking at that strategy, we realized some of the pockets that we could go after mm-hmm. <affirmative>. Um, and so if students, um, if a student hasn't deposited three weeks after their acceptance, they receive an l a P offer. Um, and that really works for our admissions timeline. We have very like involved admissions counselors, so the minute that a student's ad is admitted, um, especially at this time of the year, we're really pushing them to deposit. Um, and so really we felt like that three weeks was a good, um, indicator of if they haven't reached back out to us in three weeks, we kind of look at it as we might as well send them an L wrap offer, right. 
Speaker 3 (17:04):
And hopefully we can reengage them back into the funnel at that point. Mm-hmm. <affirmative>, um, there were a lot of different ways that we looked at, you know, do we want to, um, kind of do more of that selective approach versus the targeted, and I mean, I think Jared, you would consider ours to be a targeted approach, but yeah. Mm-hmm. <affirmative>, but we also kind of reserve that right. To have the selective approach as well, right? Mm-hmm. <affirmative>, um, and I think this might be a question you ask me in the future, so I'm sorry if I say the answer now, but, um, we actually had a student at a, uh, recent event of ours come up and say, um, you know, I know a student who received an LRAP last year and I haven't been offered one, is that something that we could talk about? 
Speaker 3 (17:46):
Mm-hmm. And that was really interesting to us, especially as an admissions office. Um, but we were of, we were able to say, yes, of course, right? Like, if that's something that will help you feel more confident in your decision to attend here mm-hmm. <affirmative>, we are more than welcome or willing to have that conversation with you mm-hmm. <affirmative>. Um, and so I think that it's, it's starting to happen where there is, I mean, right, we're only in our second year or second cycle with this mm-hmm. <affirmative>, but we can really see the positive effects mm-hmm. <affirmative>, um, and again, this student is hoping to, uh, major in nursing, and so she's going to make more than the income threshold. Right? Right. Um, but again, it's all about kind of giving them that insurance policy mm-hmm. <affirmative>. 
Speaker 2 (18:22):
Mm-hmm. <affirmative>. No, that's great. Yeah. Well, and again, you can, you know, you're in the driver's seat, right? And, and how you use this. And so we use it a particular way last year. We're doing it differently this year. And I, and, and this is not a silver bullet, right? This is in conjunction with a lot of other things that your team is doing to try to drive deposits. And so I remember actually when we talked about this in the fall, I pushed back on your strategy a little bit because I said, gosh, that seems really aggressive. Can you really expect students to deposit three weeks after they are accepted? And so far, a lot of them are obviously, I mean, you're driving those students moving forward. And the way that I've described this to others is almost like kind of a rolling mini stale funnel campaign where, hey, if they're accepted and three weeks later they haven't done the thing we would like for them to do, we're going to offer this to try to move them along. 
Speaker 2 (19:02):
And, and so far, again, we're seeing the results play out positively. You know, you can see along the bottom there, kind of the funnel progression. You, we've offered this to, you know, not quite 900 students, so not nearly even the 3000 that we talked about, you know, last year, let alone the 50,000. So it's a, a more targeted group. Um, and you know, 179 of those have accepted their L R P offer and of that 60 have deposited, right? So that's a, right now that's a yield of about 33%. And based on our last conversation a few weeks ago, I think our l r students were converting at a higher rate than the overall pool. Is that still what you're seeing in the funnel? 
Speaker 3 (19:37):
Yes, it is. Um, and also just wanted to mention that we did look at data for that three week after acceptance, right? Right, right. Did, did not pull a magical three week, uh, number out of the air, but we were noticing that most of our students who were committed to Edgewood, um, from early on, or were the strong commits, um, typically within a month that they would commit to Edgewood. Um, and so we chose three weeks kind of as that happy medium. Um, and yeah, Jared, to your point, it's been working well so far. <laugh>. 
Speaker 2 (20:09):
Yeah. Yeah. No, that's great. And, and I know we talked about, talked about it before, and I, and I think generally, you know, things are running ahead of, of, of last year. And again, it's, it's a variety of factors and, and part of why I think LRAP is working well is because of the data that your team is then using. Right? We've got a report that we talked about, you know, a few weeks ago, the high interest not deposited. So they've expressed interest in their conversations with us, maybe, maybe they haven't deposited yet. And your team then can use that in your follow up. And, you know, we're able to glean some information sometimes that your team either, you know, hasn't, or it's been a while or whatever. You can then use that to prioritize your effort. So it's been cool to see it moving even better this year than it did last year, given the shift in strategy. 
Speaker 2 (20:46):
And like you said, your team's always able to operate in other ways, if you like. Right? So if it comes through the summer and maybe you had a student who did deposit right away, but then now they're kind of on the fence, you could come back behind and, and offer this as a mal prevention strategy as well. So there are a lot of ways in which, in which you can use it. Uh, Alrighty. So, uh, we've got just a few minutes here as we think about, you know, kind of overall, you know, working with Ardeo using LRAPS. We've got a few kind of buckets here, but I would just say, you know, what would you see are generally some of the benefits of, of using L wraps and just working with Ardeo generally in, in our partnership? 
Speaker 3 (21:21):
I always am one to, uh, be thankful for, uh, contracted partnerships, anything along those lines where it's not a heavy lift on the school mm-hmm. <affirmative>. Um, and I think Ardeo has done a great job of that. And I know that seems like maybe a very like minuscule <laugh>, um, thing to pick out to say that, you know, we've really enjoyed with our partnership, but truly, I mean, it's, and anyone who's on this, this webinar listening, like, you know, that those, um, those relationships can take a lot of time and energy and you always have to be on top of everything. And the amount of times that I've been able to just hop on a call with you, Jared, and you're like, ready to go, you have all of our stats up, you're, you know, everything's correct and we don't have to like double guess our, if our data came over correct. 
Speaker 3 (22:07):
Like correctly or anything like that. Um, so I've really enjoyed that, or I don't feel like I have to really manage this relationship. You guys are doing it, um, which is perfect. Um, but other than that, I mean, it really, really is the fact that we all know that this, uh, group of students coming in, these prospective students are so anxious about student loans. Um, and at this point, for most students, it's a reality that they do have to think about. Um, and just being able to let them know, like, Hey, here's a different option. Um, we always say that like, we hate to see a student walk out of our campus who knows they would be a good fit and we know they would be a good fit and they just can't make it work financially. This is giving us another way to reach out to those students and let them know really that like, we're committed to you being successful. Um, and I think students, sometimes we don't give enough credits to the students, but they, um, they see that, they realize that they understand, um, how this could be a benefit to them. And, Ardeo has done a really good job of helping us kind of bridge that for those students. 
Speaker 2 (23:18):
That's awesome. Well, thank you. I appreciate you saying all that. Um, if, if there are campuses who are considering this, is there any advice that you would give them just having now had a couple years under your belt to think about it? 
Speaker 3 (23:30):
Yeah, I would definitely say, I remember when we were signing on with our day and, um, we kind of like really dug into your business model mm-hmm. <affirmative>, um, and I think half of that was just our C F O at the time was very interested in how you guys were making this work. Sure. Um, and so I think that my advice would be, you don't have to dig into it because we did <laugh>, we found out that they are a great company to work with. Um, and I really, I mean, I always say like the proof is in the numbers, um mm-hmm. <affirmative> and the fact that students, uh, really do, I mean, again, realize how much of a benefit that this is going to be to them mm-hmm. <affirmative>. Um, and it really does make them feel more comfortable. And I think anytime we can do that, especially for a group of students who are extremely anxious about starting that next step, um, it's only more assuring to them and to us as well that they're not going to deposit and then melt later on. Um, which is always something that's on the back of my, my mind, right? Sure. Or I should really say, especially now the front of my mind 
Speaker 2 (24:31):
<laugh> Well, yeah, right. The next few weeks especially. Yeah. Right. Oh my goodness. Okay. Well that's awesome. Well, I think Jessica's going to join us again and, uh, I think there are some questions that have already maybe come in. Um, and, and now's the time if other people have questions, you can put those in the chat. 
Speaker 1 (24:49):
Thank you Jared. So, um, as Jared mentioned, we'd like to encourage folks at this time. If you have any questions, please add those in the question box, uh, on your, I think on the right side of the right hand side of your screen and the control panel there. Um, and if you have any questions, we'll see those come in and I'll ask Jared and test those. So first up, Jared, I think this one might be for you. Um, how long does it typically take to get an L wrap up and running on a campus? 
Speaker 2 (25:18):
Uh, I mean, in some ways it's really however long the campus wants it to take. I mean, you know, from the point we get a list to actually launching the campaign only takes a few days now, you know, from having a conversation to get assigned agreement and making plans and all that might take a few weeks. But, you know, really once we've kind of got what we need, we can get up and running pretty quickly. You know, we like for campuses to actually do a little kind of pre-email to, to students first, and then they give us the list just so that students have a heads up. But we can really get it up and running. I'd say, you know, within a week or two, kind of depending on, you know, strategy and timing and that sort of thing, you know, if, you know, we're looking at fall 23 right now, we'd want to get out the door right away here in the next couple of weeks. But let's say a campus is coming in the summer and looking at fall 24, we actually might want to wait a little bit so that we would kind of launch at a time which aligns with other things that they're doing in the fall and that sort of thing. So a lot of flexibility, but we can move pretty quickly once we you have an agreement in place and kind of know what the plan is. 
Speaker 1 (26:13):
Great. Thank you Jared. Mm-hmm. <affirmative>, uh, TES, this one's for you. How did you get and how do you maintain buy-in on your campus for LRAPS? 
Speaker 3 (26:23):
Uh, is a great question. Um, I think something that, I mean, I, aside from all of the standard, I guess I'll say something kind of unique that we thought to do, um, and it really helped kind of move our president and the, um, the president's cabinet along with this was talking to some of our current students who we thought that this would've really benefit, um, as they were coming in. Um, and I think always, especially on like a small campus like ours, kind of relaying it back to certain students. Um, and we actually had a few students that we knew of personally who ended up not being able to choose Edgewood even though they would've been great fits. Um, and so we were able to really kind of put the story of what l a P could do into a personal, um, a face and a name. 
Speaker 3 (27:10):
And I think that really helped our administration specifically realize that this is something that, um, we needed to do. And I think also as well, especially coming from a smaller school, you try to find those tools that are going to be beneficial, um, for you, but then also for the students as well. Um, especially Edgewood being a very, we're, we're tuition dependent, but we're mission driven, right? And so we have to think about things as what is going to be the best for the student, but also how do we keep, um, you know, how do we keep our books straight and make sure that we're balancing things out as well? Um, because obviously I'd love to just give free tuition to every student who walks in, but we can't do that. Um, so I think that really kind of helping, uh, make it personal to a student, um, or personal to a group of students and to, to kind of give that data of if we would've even gotten 10% more of these students, this is how much the enrollment would've grown. Um, and so really kind of digging into that data and using really personalized, um, examples. 
Speaker 2 (28:17):
That's great. 
Speaker 1 (28:18):
Great. Thank you Tess. Um, and we have one more question, Jared, I believe this one's for you. Can you talk a little bit about how much the program costs per student and what's the, um, responsibility of the college once the student graduates? 
Speaker 2 (28:33):
Oh, okay. Th that's good. So, uh, for, you know, incoming students, again, you cast a wide net, you know, you hope some of those enrolled only those that are borrowing, uh, is the institution responsible for. And that's, you know, we look at that every semester, you know, over a year a student, you know, you may pay $1,200 to $1,500 for that student for the year. Again, we kind of split it up by semester. Um, and so let's say a student borrows the first year, you would pay that per term fee. So you know, it's maybe 750 in the fall, 750 in the spring. It's a general number. But let's say they don't borrow their sophomore year, they're still covered for that first year if they need it. But you don't pay for them if they're not borrowing. So again, it did varies. You know, it varies by location. 
Speaker 2 (29:16):
You know, some parts of the country, the income threshold is going to be a little higher. And so then the student fees are going to be a little higher, but our actuarial team looks at you, your individual campus, to determine what's the, the right price for that campus, and then what's the coverage that we would provide or the kind of point at which we would provide coverage for that student. But that's a gen ballpark, 1200 to 1500 probably. Again, it can vary depending on variety of factors. And then, you know, really once the student graduates, there's nothing that the institution has to do. I mean, it's pretty light lift once they're enrolled even it's a matter of every semester, you know, my colleagues and I check in with the campus to say, okay, how many of these students are still enrolled? Who's borrowing? That way we can know who we're covering, but then also we, it generates the invoice, right? 
Speaker 2 (29:56):
We don't want to overcharge and student who borrowed but didn't enroll. We don't want you to pay for those students. Um, and then by the time they graduate, we've collected those data so that we know of that original group, here's who's left, who's graduated, and then we're proactively reaching out to them on your behalf to remind them that this is available to them. And then our student service team is working with them to, you know, collect the documentation that we need and to cut checks to them and that sort of thing. And so really for the institution, it's on the front end identifying students, doing some communication, and then using the, the data that we're giving to you. And then it's a very light lift through the students time on campus and then as they graduate. And that probably brings us right to the end, right? I think we're about at time. 
Speaker 1 (30:34):
So yes, that's all the questions we have today. 
Speaker 2 (30:37):
Okay, good. We got to them all that's good. Uh, so just here as we wrap up, again, thank you everyone. I know it's a very busy time right now. Thank you Tess, so much for joining. I, I think we have a call next week, so we'll get to regroup and, and reflect on this. But, uh, thankful for anyone who joined us today live. Um, good luck in the next couple of weeks as you head toward May 1st, if you're watching a recording, I hope things went well for you as you went past May 1st. Um, you can always email us, you know, my contact information is here. You can go to our website as well. We would love to answer questions that you might have about this and how it works or, you know, share some case studies, that kind of thing. Uh, and we'd love to help you in your enrollment efforts as you move forward. So thank you again. Uh, have a good rest of the day. And um, Jessica, I think I'll turn it back over to you. 
Speaker 1 (31:18):
Perfect, thanks everyone. Have a great day.
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