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• In fall 2009, and again in 2010, many 
institutions saw their discount rates increase 
without concomitant increases in enrollment.

• Increased need beyond cost increases

• Increase in % of class demonstrating need

• Reduction in state grant programs 

The Changing Environment
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• Institutions are struggling to understand how to 
adjust their aid policies to meet the “new normal.”  

• More generous responses to appeals

• Abandoning expensive policies

• Need-blind admission (Reed)

• No or reduced loan policies (Williams, Dartmouth)

• Strengthening value and outcomes messages 

• Reducing time to degree

• Some are even lowering price.

The Changing Environment
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The Changing Environment

• As you discuss your institution’s pricing 
and discounting strategies in the “new 
normal,” here are 12 best practices to 
keep in mind.
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Best Practice #1: 

The New Transparency

• Guaranteed Merit Awards

• Entitlements

• New Net Price Calculator Requirement
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Sample Comprehensive Calculator 
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Best Practice #2:

Watch out for “Stacking”

• One downside of being transparent 

• Often largest awards (number and dollars) 
go to those with a natural connection to 
the institution

• Timing is important

• Micro-target programs are important
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Best Practice #3:

• Keeping an “ear to the ground” plays a 
role but should not be the foundation of 
awarding strategies.

• Using analytical approaches to understand 
student responses to your aid offers is 
where your strategy needs to begin.

• Table analysis

• Predictive modeling

• Simulation tools

Use Data, Not Anecdotes
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Sample Table Analysis

Need 1 = 4 =

Level High Quality 2 3 Low Quality Total

No app 0/22 0.0%  10/95 11.0% 71/314 23.0% 132/315 42.0% 213/746

No-need 0/13 0.0% 13/78 17.0% 38/177 21.0% 51/169 30.0% 102/437

1-8k  2/9 22.0% 0/15 0.0%  6/45 13.0% 13/27 48.0% 21/96

8k-16k 0/8 0.0%  9/42 21.0% 32/92 35.0% 35/74 47.0% 76/216

16k-20k  2/4 50.0%  6/21 28.0% 22/55 40.0% 24/44 55.0% 54/124

>20k  2/7 29.0% 17/39 44.0% 45/97 46.0% 76/139 55.0% 140/282

Total  6/63 9.5% 55/290 19.0% 214/780 27.4% 331/768 43.1% 606/1901
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Sample Econometric Modeling and Simulations

Current Optimal
1. 2001-

02

2. 2001-
02+ 

Quality

4. 2001-
02+ class 

600

5. 2001-
02+ class 

625

6. Class 
of 500

Nettu (1,000s) $4,832 $5,327 $5,004 $4,716 $5,118 $5,363 $4,060

SAT 1050 1042 1067 1088 1066 1062 1090

1010

1020

1030

1040

1050

1060

1070

1080

1090

1100

$4,000

$4,200

$4,400

$4,600

$4,800

$5,000

$5,200

$5,400

Simulations

Simulation Summary  

Understanding Tradeoffs
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Best Practice #4:

Focus team on Net Tuition Revenue (NTR), 
not just class size or the aid budget

• Keeps admissions and financial aid on the same 
page

• More (# or $) is not always better

• Depends on price elasticity

• Depends on capacity

• Helps with realistic budget planning
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Best Practice #5:

Train admissions staff on affordability, 
value, and Return on Investment (ROI) 
messages
• Being able to demonstrate, with proof, the value 

and outcomes of an investment in a degree from 
your institution has never been more important.

• Admissions staff should also be able to make the 
case for affordability early in the process and 
explain the basics of the award letter after it is 
sent.
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Best Practice #6:

• Set clear expectations for when the handoff 
should occur

• Know the protocols 

• Who should get the call?

• Take a message or put the call through?

• When can the family expect to hear?

Ensure good handoffs between admissions 
and financial aid
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Best Practice #7:

• Types of appeals:

• “PJ” 

• “Matching” 

• “Can’t afford”

• “Lost outside support ”

• Importance of tracking reports

• Timing of decision

Have a plan for handling appeals or changes 
in state support
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Best Practice #8:

• Tighter credit

• Parent loan vs. unsubsidized Stafford vs. 
private loans

• Impact of new regulations regarding preferred 
lender lists

Ensure Financial Aid and Student Accounts 
staffs are comfortable with conversations 
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Best Practice #9:

Pay attention to renewal policies

• GPA requirements for merit renewal

• Impact of unmet need on retention

• Role of campus employment

• Responding to appeals from returning 
students

• Financial aid and student accounts need 
to work hand in hand.
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Best Practice #10:

Build a trend-based financial aid budget model

17

# Freshmen
# on aid
Average aid
Total aid

# Sophomore
# on aid
Average aid
Total aid

# Junior
# on aid
Average aid
Total aid

# Senior
# on aid
Average aid
Total aid

#

Assumptions: EFC, % on aid, % retained, change in average award, etc.

Past           Present        Future
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Best Practice #11:

• Identifying your competition
• SAT/ACT overlap

• ASQ results

• National Student Clearinghouse

• Benchmark on sticker price, discount rate, 
merit strategy, and prestige indicators—
current and trends

• Use the CCCU financial aid survey and 
institutional  websites to learn more (the other 
downside of transparency)

Know what your competition is doing 
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Sample Benchmarking

College A $18,095 35.0% 69% 1020-1200 Liberal Arts Bach. 3rd tier

College B $22,790 50.4% 79% 1060-1250 Liberal Arts Bach. 2nd tier

College C $24,945 29.5% 35% 1104-1284 Liberal Arts Bach. 2nd tier

College D $25,740 N/A 80% 970-1210 Comp. Bach. North (5)

Sample College $27,400 39.3% 89% 1010-1220 Liberal Arts Bach. 3rd tier

University E $28,190 54.6% 61% 1040-1240 Liberal Arts Bach. 2nd tier

College F $28,900 28.7% 61% 1100-1290 Liberal Arts Bach. 2nd tier

College G $28,928 25.6% 69% 1130-1320 Liberal Arts Bach. (38)

College H $30,000 33.6% 35% 1200-1370 Liberal Arts Bach. (18)

College/University 
U.S. News Ranking 2010         

(America's Best Colleges)

Tuition & 

Fees        

2010-11

Discount 

Rate      

2008-09

Fall 2009 

Accept 

Rate

Fall 2009   

SAT 25-75%

Sources:  College/University websites, IPEDS, and USNews & World Report.
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Best Practice #12: 

Ensure financial aid office procedures support 
enrollment goals 

• Provide estimated packages prior to 
verification for new students

• Eliminate institutional aid applications

• Provide aid offers to incoming students ASAP

• Provide online self-service functions

• Don’t verify 100% of returning students
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Questions?

Jim Scannell
Scannell & Kurz, Inc.
71-B Monroe Avenue
Pittsford, NY 14534

(585) 381-1120

scannell@scannellkurz.com
www.scannellkurz.com


