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Email between Apollo and ECMC (default manager contractor), October 2008, re: tuition
increase is a reason why students are not returning (JOur grace period counselors] are
starting to hear an increase in the reason the student is not returning to school is because
they are advising that the price increase/high tuition is preventing them from returning.)
(AGI 0045757)

Corinthian Admissions Representative Training Manual (CCi-00046774) (Excerpt)

DeVry Internal Email, September 2010, re: pricing (reasons to be careful about a strategy
to more aggressively raise prices...congressional scrutiny) (DEVRY0036666)

EDMC Internal Email, June 2008, re: Alt Loan Amendment (I am reluctant to be telling the
new students about the price increase now, because it will leak out to the continuing
students from FA or the ADA’s before the summer term begins) (EDMC-916-000211843)
EDMC Internal Email, May 2007, re: New Tuition Increase (We are already getting a
significant amount of parents objecting to a new plan with the new rates — especially since
they have just signed off on a plan recently. | am really concerned that we will lose many of
these students since many of the parents are telling SFS that they feel that they have been
deceived.) (EDMC-916-000212577)

EDMC Internal Email, May 2007, re: October Tuition (It appears this policy decision and
determination of the actual rate increase by CS was made without clear communication to
the campus, which if true greatly concerns me...we do not have enrollment agreements
printed reflecting a fall increase since we were not notified...more importantly, is this the
right thing to do?) (EDMC-916-000220745)

EDMC Internal Email, May 2008, re: Tuition Increase (when we change the tuition on
existing students if we do not provide them with this time it creates a backlash on the school
and our potential for student drops is larger. They need to absorb the information and get
over the initial emotional impact.) (EDMC-916-000212943).

EDMC Internal Email, June 2008 (Although we all know intellectually why we are doing
this, the fact remains that the sticker shock of a tuition increase of this magnitude, coupled
with the financing issues we will face with the resulting gaps, could easily cause a blip in
our enrollment and new start plans for fall.) (EDMC-916-000211780)



9. Herzing Internal Email, November 2009, re: Tuition (In my experience, and especially
lately, the majority of our students cannot afford higher payments.) (HP000005730).

10. Herzing Internal Email, November 2009, re: Tuition Increase Recommendations (We would
prefer to see no increase as there is already a struggle for many students...Any increase will
make it much more difficult for students to be able to graduate in their programs. This is
only adding to the student’s debt without them gaining additional marketable
skills/degrees.) (HP000006785).

11. Herzing Student Email (I wish this ““Annual’ increase was brought to my attention before |
signed all the papers to be admitted.) (HP000006912)

12. Kaplan Internal Email, September 2009, re: Pricing (I received a request from the
Sacramento to increase the tuition from $26,167 to $28,450, a 8% increase...With the new
pricing, we can lose 2 students and still make the same profit.) (KHE 173528)

13. Kaplan Internal Email, January 2010, re: Charges for Withdrawn Students (both of these
students have stop attending school and we should reverse them earlier so there charges
will be wiped out but they now will owe a huge balance to and morally this is not right and
we have failed student because now they are not going to pay school and their account
going to be sent to collection and ruin their credit as well.) (KHE 225803)

14. Kaplan Internal Presentation, Strategies for Overcoming Objections to Tuition Payment
Commitment (KHE 272320) (Excerpt)

15. Kaplan Internal Email, December 2009, re: Tuition Discussion with Campus Presidents
(Increases above 3%, especially in lowa where the ITG tuition disbursement schedule and
award reduction modifications are to be implemented for 2010, would cause a disruption in
student packaging expectations that would lead students to reduce their class loads, or as a
worst case scenario, drop from our programs to attend a cheaper program whereat they

could reduce out-of-pocket tuition expenses.) (KHE 354626)

Documents Related to Institutional Loans

16. CEC Institutional Loan Breakdown (CEC000018394)
17. CEC 2009 Q1 Earnings Conference Call (Excerpt)

18. Corinthian August 2010 10-K (Excerpt)

19. Corinthian 2009 Q4 Earnings Conference Call (Excerpt)
20. Corinthian 2011 Q2 Earnings Conference Call (Excerpt)




21. Corinthian Institutional Loan Breakdown

22. DeVry Institutional Loan Breakdown (DEVRY 037499)

23. EDMC Institutional Loan Breakdown (EDMC-916-000106405)

24. EDMC EFL Reserve Review, June 30 2010 (EDMC-916-000084080) (Excerpt)

25. Federal Loan Lifetime Default Rates

26. ITT Internal Presentation to Board of Directors, Program for Education and Knowledge
Access (PEAKS) Flow Diagram Summary of Transaction Details, January 2010 (ITT-
00146556) (Excerpt)

27. Kaplan Internal Memorandum, June 2009, Kaplan Higher Education Corporation Reserve
Estimate for Kaplan Choice Loans (Given the low FICO profile of the students, Universal
Loan default trends, and the poor economy, Kaplan is recommending a repayment default
reserve of 80%.) (KHE 0037010)

28. Kaplan Internal Email, July 2010, re: Setting the Reserve Rate for Defaulting Student Loans
(Based on the May balances (June is not yet available) an additional reserve of
$750K...would need to be recorded to increase the reserve to 85%.) (KHE 207125)

29. Kaplan Internal Email, April 2009, re: Institutional Loan Reserves (...we should assume an
80% default rate for loans in repayment with the potential to make adjustments for
recoveries through collection efforts. For loans in interim status, we should rely on the
drop rate for KU/KHEC to give us an estimate of expected defaults...we estimate drops to
occur at a rate of 5% per month over 18 months (approximately 60%).) (KHE 207170)

30. Kaplan Institutional Loan Breakdown (KHE 0036988)

31. Westwood Institutional Loan Breakdown (WP000035170)

32. Westwood Loan Contract

Documents Related to Default

33. Apollo Internal Email, May 2010, re: Default Information (Below is our estimated Lifetime
Default Rates based on the logic that 47.5% of all defaults occur in the first 3 years of
repayment . . . Lifetime CDR for 2006 WIU = 77.7%.) (AGI 0049553)

34. Apollo Internal Email, September 2008, re: Cohort default rates (We expect the CDR to
remain high for WIU for FY2007 because of the Axia population who obtained loans under
the WIU school code . .. ) (AGI 0048359)



35. Apollo Internal Email, September 2007, re: Axia and WIU 2005 Cohort Default Rate
Notification (Axia, on the other hand, represents the main cause of our dilemma and we
don’t control that operation...Can you please confirm that someone responsible in Axia is
taking the necessary steps to help WIU improve its score.) (AGI10048483)

36. Apollo Internal Email, July 2009, re: HELP — PLEASE HURRY (WIU’s default rate was
11.4% . .. With Axia removed, WIU’s default rate for FY2005 would have been 3.4%.)
(AGI 0049229)

37. Corinthian Internal Memorandum, Financial Aid and Default Prevention Organization
(CCi-00057049) (Excerpt)

38. Corinthian Internal Presentation, Default Prevention Operations (CCi-00056216) (Excerpt)

39. ITT Internal Email, July 2008, re: Student Denied Loan by Alternative Lender (If this is
actually what the student’s father was told by Chase, we have a SERIOUS issue here...His
dad was denied for the private loan and called Chase to ask why then called one of my
FAAs today to let her know the reason he wasn’t approved for the private loan was because
of ‘ITT’s default rate with loans.”) (ITT-00124872)

40. Kaplan Internal Email, November 2009, re: KU CDR Original Loan Amount and Default
Rate (Must modify the value proposition so that Dropped Students do not cause such
extensive harm to themselves and KU.) (KHE 197327)

41. Kaplan Internal Email, May 2010, re: Loan Reimbursement for Reversed Student (The
student failed themselves...!) (KHE 290825)

42. Kapian Internai Emaii, October 2009, re: CDR Analysis for 200/ (my prior thought is that
we may have a high count of ‘low dollar’ defaulters...and if so what we can legally do to
eliminate the low dollar defaulters before they make it into the stats...) (KHE 140077)

43. Kaplan Internal Email, February 2010, re: Detault Reduction (IT they drop out in first 3-30
days range as a final reverse them as a start, and thus reverse all of their FA. This would
cut our bad debt and reduce our default exposure. This is radical but so are the
conseauences of missing 90/10, default, and outcomes.) (KHE 154379)

44. Kaplan, May 2010, Kaplan CDR Strategy Presentation (KHE 262309) (Excerpt)

45. Kaplan Internal Email, March 2009, re: Placing hold for default aversion? (I am not certain
that KHE Academics or Academic Technology would buy into blocking a student’s ability to
print themselves an unofficial transcript b/c of a loan default...) (KHE 374492)



46. Kaplan, Cohort Default Rates Projections (KHE 0049888)
47. Strayer Internal Presentation, 2007 Final Cohort Default Rate Analysis, October 2009 (SC-
HELP-015108) (Excerpt)

Documents Related to Default Management

48. Apollo, Default Management Plan, September 2010 (AGI 0032841) (Excerpt)

49. Education Fund Delinquent Borrower Counseling Guide (CEC000012738)

50. A skip tracing guide to locating students (CEC000012813) (Excerpt)

51. Student Decision Tree (CEC000012987)

52. Corinthian Internal Email, April 2010, re: CDR Daily Activity 4-28-10 (Team Central...you
did it! We cured 243 students on Wednesday, with 176 from the 2009 Cohort!) (CCi-
00068416)

53. First Amendment to Corinthian’s Cohort Default Management Services Agreement, June

2010 (Additionally, CCI will pay [Redacted] a performance bonus of [Redacted] each time
[Redacted] brings a CCI borrower with a delinquent Account into a current and up-to-date
status for all loans that would impact the Fiscal Year 2010 3-year Cohort Default Rate if a
default were to occur.) (CCi-00067423)

54. Corinthian Internal Email, July 2010, re: Daily Update on Cohort Default Management
West Division Cure Activity (We NEED a strong Saturday to end this week on a high note
I1) (CCi-00067492)

55. Corinthian, Delinquent Borrower Checklist (Because these students are over 270 days
delinquent does not mean they cannot be cured — these borrowers’ claims may still be in the
process of being paid and they CAN STILL BE SAVED!) (CCi-00067548) (Excerpt)

56. ECPI Detault Management Presentation (So, what do we have to do to keep someone out of
default? On average, we only have to get students to pay or forbear their loans for 6
months! With the proper effort, it really isn’t that hard to keep your default rate low.)
(E0007942)

57. ITT, Contract for Default Management Services with General Revenue Corporation, June
2010 (ITT-00002284) (Excerpt)

58. ITT Internal Email, January 2010, re: Cohort Default Rate Management Techniques
(Additionally, educational deferments are a strategy (albeit poor) to avoid entering



repayment of student loans so there is a risk of more students approaching lifetime Stafford
limits as they move from school to school to maintain their deferment.) (ITT-00146861)

59. Kaplan Internal Email, November 2008, re: Review of Default Management Concerns ([We]
are in the process of two initiatives to help your campus. One is using an outside skip
vendor to locate the “unlocated.” The second is utilizing the private investigators for the
late stage borrowers.) (KHE 111080)

60. Kaplan Internal Email, June 2010, re: Enticing Student with Career Services In Order to Get
Them to Sign a Forbearance and Unemployment Deferment Form (I have been trying to get
this student to come and sign a forbearance for the past couple of weeks and couldn’t get
her to come in. She wanted Career Services to give her some leads first...and Traci called
her right away and brought her in...1 was able to get her to sign forbearance and an
unemployment deferment. Woohoo! One more student off the delinquency Report...Now
that’s what u call TEAM WORK!) (KHE 369139)

61. Kaplan Internal Email, August 2009, re: ATB student defaults and death, jail, military ([W]
check the “records of vital statistics on all borrowers including ATB, we also check the
military site for those who may have [been] called up for service and possibly qualify for
military deferment. In addition we check the jail/prison as well...Regarding the ATB testing,
the population can certainly be a challenge and...not worth the distraction...1 out of 150
ATB students died (usually from street violence).) (KHE 192004)

62. Kaplan, Cohort Default Management Agreement with Corporate Risk International, April
2008, Terms of Engagement for Retention of Investigative Services (Kaplan hereby engages
CRI to locate certain current or former students of Kaplan...to execute the appropriate
forbearance form set forth in Attachment 1.) (KHE 0036513) (Excerpt)

63. Kaplan Internal Email, December 2009, re: Cohort Default Rate Management (Under the
two year plan, we could use deferments or forbearances to get out of dangers. Can we do
the same for the 3 year CDR?) (KHE 112966)

64. Kaplan Internal Email, February 2010, re: 3 Year Cohort Default Rate Strategy (the new 3
year Cohort Default rate is changing our strategy. We can no longer secure forbearances or
deferments to cure the defaults. The student will actually have to make payments, thus they
need some form of income.) (KHE 186533)



65. Kaplan Internal Email, July 2009, re: Delinquent Accounts for Top 6 (The Pls [Private
Investigators] are still working the top 16.) (KHE 191661)

66. Kaplan Internal Email, November 2009, re: Use of Private Investigators (I did not include
the PI usage since depending on the audience it could be looked upon negatively.) (KHE
197325)

67. Kaplan, Summary Default Management Initiatives (KHE 197326)

68. Kaplan, July 2009, Default Management Status Update and Strategy (Default Management
Expenditures YTD) (KHE 270925) (Excerpt)

69. Kaplan Internal Email, December 2009, re: (““Cleaning up’ past due loans before winter
break (Those students need to be cleaned up this week...If something happens to any of
those students and they don’t return from break, you’ll never get your money.) (KHE
339979)

70. Kaplan Internal Email, June 2010, re: KU Executive Summary Report for 6/21/2010 (we
hired GRC...to work those delinquent borrowers...KU’s performance for CT 2010 is least
impressive. Only GRC is actively working the CY 2010 borrowers and their activity for that
cohort year is less robust than for the others.) (KHE 129372)

71. Westwood College Board of Directors Presentation, August 2009, re: Cohort Default Rates
(Pursuing deferments and forbearances was a very efficient and effective default strategy
when the measurement period was only 2 years as typically only one Deferment or
Forbearance request was required to remove the student from the measurement period.)
(WP000000439) (Excerpt)

Complaints

72. ITT Complaint (Graduate disputes the amount and interest rate calculated on several of his
private loans and claims that ITT and Sallie Mae unethically conspired to steer him to loans
with unconscionably high interest rates) (ITT-00005632)

73. ITT Complaint (I’ve heard of 10k for a 2 year degree but 40k?! When the financial office is
asked for a price on much tuition is they have no idea...I recently contacted my campus and
even they are confused at how much they took out in loans!) (ITT-00009376)

74. 1TT Complaint (This money could have been properly used to pay bills and pay down debt,

but | used it in the hopes of improving my knowledge so that | could improve my worth in



society, for a higher paying job. Instead now I have a loan to pay off and absolutely nothing
to show for it.) (ITT-00009785)

75. Kaplan Complaint (The uncle questions the schools acceptance of (student) with his
Cerebral Palsy and ADD. He is left with $8400 in loans for a degree he could not possibly
obtain with his mental handicap.) (KHE 0038287)

76. Kaplan Complaint (could come back to school only if | agreed to let the school soak me for
another $7000 more in unexplainable and unjustifiable expenses on top of the more than
$40,000 that they have already overcharged me for.) (KHE 0039218)

(/. Kaplan Complaint (1 he program I attend i1s not what I thougnt it was and I am not learning
anything...Quite frankly, I’m very frustrated. | understand the economy is really bad, but
not only can’t | get a paid internship or an entry-level job, but | don’t even get reject letters
anymore.) (KHE 0039597)

/8. Lincoln Complaint (I went to school to better my life, and when my loans become due, | will
actually be in worse financial shape than | was before | attended school. 1 wish I would
have never attended school at all, and had | known the reputation of the campus here, |

would have never signed up.) (Linc0000001)



Documents Related to Cost
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From: Jeff Sonnenberg

Sent: Thursday, October 02, 2008 1:52 PM
To: Claudia Rodriguez; Lynn Shirk

Cc: Robert Collins

Subject: RE: GP

Attachments: image001.jpg

Jeff Sonnenberg, Vice President of Financial Services
University_ of Phoenix

Redacted by HELP Committee

From: Claudia Rodriguez

Sent: Thursday, October 02, 2008 10:50 AM
To: Lynn Shirk

Cc: Jeff Sonnenberg; Robert Collins
Subject: RE: GP

Redacted by HELP Committee

Claudia Rodriguez, Senior Director, Student Financial Aid
Apollo Group Inc | Apollo Student Financial Aid

HELP Committee

Redacted

From: Lynn Shirk

Sent: Thursday, October 02, 2008 10:34 AM
To: Claudia Rodriguez

Subject: FW: GP

Didn’'t we have a tuition increase on July 152 Very interesting feedback. ECMC is great.

Lynn Shirk, Default Aversion Manager

Apollo Group

Student Financial Aid Implementation and Training | 4025 South Riverpoint Parkway | Mail Stop AA-
L101 Phoenix, AZ 85040

Redacted by HELP Committee

CONFIDENTIAL AGI0045757



From: Worthington, Jay Redacted by HELP Committee

Sent: Thursday, October 02, ZUU8 8:26 AM
To: Lynn Shirk
Subject: GP

Morning Lynn,

A couple of our grace period counselors had mentioned this, so | thought | would run it by you. They are starting to hear
an increase in the reason the student is not returning to school is because they are advising that the price increase/high
tuition is preventing them from returning. We have been using the reason code financial to report these. | would think
financial would be for students experiencing personal financial difficulties. They are sort of related but you might consider
adding a new reason code.

Thanks.

Jay Worthington
Director, Default Prevention
Redacted by HELP Committee|

www.ecmc.org

CONFIDENTIAL AGI0045758



EXHIBIT 2



ECTION V

* COMMON OBJECTIONS AND RESPONSES

The vast majority of all inquiries to the college begin with the prospect
asking questions about a specific career. The phone script is designed
to address those questions. However, representatives can expect to
receive some inquiries that begin with much tougher questions to
answer. Listed below are some of the tough questions with a variety of
recommended responses. Prospects that make the requests that are
mentioned below are usually wary and require a great deal of rapport
building in order to schedule the appointment. If you take special care
with these prospects, they will respond to your direction. There is no
single right way to respond to these objections or concerns. The
following examples will give you a good sense of how to respond:

OBJECTION: “JUST SEND ME A BROCHURE.”

“John, | will be happy to send you a brochure. Could | have your mailing address?
(Take the mailing address and then make the following response): John, to be
perfectly honest, more times than not, a brochure is going to raise more questions
than provide the answers you need to make an intelligent decision about your future.
Could you tell me why you are requesting a brochure?” (Proceed with phone script).

OBJECTION: “/ ONLY WANT BROCHURES SENT TO ME.” [ALTERNATE
RESPONSE]

“I'll be glad to send you a brochure. But, you know Sandy, whenever | send
brochures to people, they find that the information we sent out did not really answer
all their questions and so they decide to go ahead and come into the school. | know
you must have a lot of really important questions. Don’t you think you owe it to
yourself to get all the answers? I'm currently setting appointments for today and
tomorrow, which would be better? Morning or afternoon? 1:30 PM or 3:30 PM?
Great! | look forward to seeing you.”

CONFIDENTIAL

@ Admissions Repreésentative’

CCi-00046774



OBJECTION: “JUST SEND ME SOMETHING IN THE MAIL.” [ALTERNATE
RESPONSE]

‘| can see how you feel about wanting the information mailed before setting an
appointment. Many of my other students felt the same way, but what they found
was the literature | sent was very general in nature and really did not answer all the
questions they had. So this is the reason | normally suggest that we set a time so

you can come by and visit the campus and get a good feel for the school as a whole.

Mary, don’t you think it will be worth a little bit of your time to get all the information
you're looking for? | have some time available late this afternoon. How about
coming over at 4:30 PM?”

OBJECTION: “SEND INFO — I'D RATHER HAVE INFORMATION SENT TO MY
HOME THAN SET AN APPOINTMENT.” [ALTERNATE RESPONSE]

“Debbie, | understand how you feel. | talk to people everyday about our programs
and some have felt the same as you. VWhat they have found is that by visiting our
campus, they get to see first-hand the equipment our students are trained on, plus
have the opportunity to get specific answers to important questions. By the time you
leave our campus, you will know exactly what steps you need to take in order to
work as a Medical Assistant. Now, I'm setting appointments specifically for our
medical programs...”

OBJECTION: “I'M CHECKING OUT ALL THE SCHOOLS AND JUST WANT
SOME GENERAL INFORMATION.”

“That’s great; | can certainly understand that you want all the information to make
the right choice. Most people | talk to find that they need to visit schools in order to
make the best decision for themselves. I'd like to suggest that you come down and
visit our campus so that you can gather all the information you'll need to make a
good decision. How does that sound?”

Rtiilir<&rotis Representative o

CONFIDENTIAL

CCi-00046775



OBJECTION: “HOW MUCH DOES IT COST?”

“John, the cost of the program will vary depending on several factors. |s your
question really how much is it going to cost you in out-of-pocket dollars?
(Response). In order for me to answer the question, first we would have to
determine the right program for you. Second, we would have to determine what
time-frame you expect to complete the program (only true if credit hour charging is
used); and finally, the Student Finance office would determine the types of financial
assistance you may be eligible for. Could you tell me why you are asking about the
cost?” (Proceed with phone script).

OBJECTION; “CAN YOU TELL ME THE COST OF YOUR COURSE?”
[ALTERNATE RESPONSE]

“If you're like most people | talk to, you're probably more concerned with how you
can pay for school vs. how much it costs. There are a variety of financial assistance
programs that make it very affordable to attend college. Would you be interested in
finding out more about them?”

OBJECTION: “DO YOUR CREDITS TRANSFER?”

“John, we are not a preparatory college. Our programs are designed to be terminal
in nature. What | mean by that is we will provide you with the education, training,
and skills necessary to get you in the job market as soon as possible with the skills
necessary to perform the job. You will earn a diploma or degree in your field of
study. However, in the event you may want to transfer your credits to another
institution, you will need to ask the receiving institution that question. You should do
this before you enroll with us. In all candors, in most cases your credits will probably
not be transferable to any other college or university. For example, if you entered
our school as a freshman, you will still be a freshman if you enter another college or
university at some time in the future even though you earned units here at our
school. | can tell you that our policy is that we accept credit from all accredited
colleges provided if it falls within your area of study and you have maintained a
grade of C or better. John, are you looking for a prep college or a college that will
give you the education and training necessary for immediate employment?”

Q Admissions Repreésentative’

CONFIDENTIAL CCi-00046776



OBJECTION: “ARE YOUR CREDITS TRANSFERABLE?” [ALTERNATE
RESPONSE]

“l can understand why you are concerned about the transferability of credits. Some
of our students initially ask about credit transfer. In all candors, in most cases your
credits will probably not be transferable to any other college or university. For
example, if you entered our school as a freshman, you will still be a freshman if you
enter another college or university at some time in the future even though you
earned units here at our school. Of course, if for some reason you want to transfer
your credits to another college, before you enroll with us you should ask the
receiving institution if they’ll accept our credits. There are two important points to
remember: First of all, our programs have been designed to take the students
straight into the job market at the end of their program. Second, we place a great
deal of emphasis on what the employer will require rather than on what would be
needed to transfer to another college. Can | ask you why you are asking about
credit transfer?”

OBJECTION: “1 JUST WANT TO THINK ABOUT IT.”

“John, | understand what you are saying. | am like that myself. This is an extremely
important decision you are about to make and if you are like me, you want enough
information to make an intelligent decision. Right now, you do not have enough
information to do that and frankly, | cannot give you enough information by phone to
help you. A career consultation is designed to give you all the information you will
need to make that decision. Doesn't it make sense to get as much information as
possible so you can return home with the facts you will need to make a good
decision?” (You should include the last question to overcome the prospect’s fear of
coming in. This question is designed to take pressure off the prospect by telling him
that he can return home to make the decision).

Rtiilir<&rotis Representative o

CONFIDENTIAL

CCi-00046777
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Babel, Tom

Redacted by HELP Committee|
From:

Sent: Wednesday, September 08, 2010 6.56 AM
o
Subject: FW: pricing

From: Pauldine, David

Sent: Tuesday, September 87, 2010 5:41 PM
To: Sitarski, Laura Kendall

Subject: FW: pricing

5 of SEVERAL.

David J. Pauldine
President, DeVry University

DeVry University

3005 Highland Parkway - 4th Floor
Downers Grove, IL 60515-5799

p: Redacted by HELP Committeg
e:

wwi . devry.edu<http://www.devry.edu>

From: Pauldine, David

Sent: Tuesday, September 16, 2008 8:24 AM
To: Pauldine, David

Subject: FW: pricing

From: Pauldine, David

Sent: Monday, September 15, 2008 5:56 PM
To: Pauldine, David

Subject: pricing

1. Reasons to be careful about a strategy to more aggressively raise prices:
R cdacted by HELP Committee
b. Congressional scrutiny

C.

Redacted by HELP Committee

[Redacted by HELP

d. Redacted by HELP Committee|

. Redacted by HELP Committee

1

CONFIDENTIAL: SUBJECT TO STANDING RULE

OF THE SENATE XXIX DEVRY0036666



SR edacted by HELP Committee

David J. Pauldine
President, DeVry University
DeVry Inc.

One Tower Lane

Il 60181

Oakbrook Terrace,
Redacted by HELP Committee

CONFIDENTIAL: SUBJECT TO STANDING RULE

OF THE SENATE XXIX DEVRY0036667
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From: Them, Richard

Sent: \aonda ne 09 20038 10-56 AN
To: Redacted by HELP Committee
Cc: , o

Subject: RE: Atl Loan Amendment

Redacted by HELP Committee

Redacted by HELP Committee
From: _

Sent: Sunday, June 08, 2008 3:52 PM

hRedacted by HELP Committee

Subject: RE: Atl Loan Amendment

Richard,

Redacted by HELP Committee
Redacted by HELP Committee I would like to see if we could get
phone with you on this.

Reaacted by HELF Commiteg)

on the

This is critically important as we think through managing this price increase.

I am reluctant to be telling the new students about the price increase now, because it will
leak out to the continuing students from FA or the ADA’s before the summer term begins.

John

From: Biebighauser, Vvictor
Sent: Friday, June 06, 2008 7:58 PM
IelRedacted by HELP Committeg)
Cc:
Subject: RE: Atl Loan Amendment

confidential EDMC-916-000211843



We discussed this issue a bit today in our A/R meeting, and our advice is that we be very
cautious about asking students to reapply for alternative loans in mid-stream. Our
experience has been that this will trigger a new credit pull, and in some cases has resulted
in the students’ existing loans being cancelled and further scheduled disbursements being
eliminated. 1In fact, we would suggest that this be avoided.

The question of whether we can increase the amount of an already approved alternative loan is
the issue. If we can do that without triggering a reapplication, that would be the desirable
result. If not, we would be very reluctant to reopen existing approved loans. We have found
that these students’ credit scores can change rapidly, usually for the worse.

We need to be very careful here.

Vic

From: Them, Richard
Sent: Friday, June 96, 2008 6:44 PM
To: South, John

Cc: Biebighauser, Victor;

Subject: RE: Atl Loan Amendment

The answer seems to vary a bit on a per loan basis.

I assume the student already has an alternative loan and the tuition increase is effective
for the Fall

In some cases this is not a big deal like with Chase since their credit criteria has not
changed year to year.

confidential EDMC-916-000211844



The Sallie Mae discount loan (CEAL), the EDMC amount was already capped, so the new loan
period

may have to fit under the new serial discount or serial loan program for in-school students
who have prior alternative loan

with Sallie Mae.

I assume the schools will know about the tuition increase soon so as the students are
applying or repackaging

for alternative loans for the summer and fall start, they would include the increased tuition
in their request.

Let me do some digging and see how many may need to reapply for the same loan period

From: South, John
Sent: Friday, June @6, 2008 3:23 PM
To: Them, Richard

Cc: Biebighauser, Victor;

Subject: Atl Loan Amendment

Richard,

Have you inquired as yet from Chase or Sallie Mae on how we can handle the alternative loans
on repackaging without reapplying since we have to put in this price increase?

John

confidential EDMC-916-000211845
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From: Jenkins, John

Sent: Wednesday, May 09, 2007 9:06 PM
To: Them, Richard

Subject: New Tuition Increase

Hi Richard,

| just need some clarification on how to proceed with our summer and fall students who have already been planned under
the old tuition rate. As you are aware hi year, we have done much better and have already planned of our summer
and fall students. In addition to that, are in process (status 1/2/8/9). We are already getting a significant amount of
parents objecting to a new plan with the new rates -- especially since they have just signed off on a plan recently. | am
really concerned that we will lose many of these students since many of the parents are telling SFS that they feel that they
have been deceived. | realize that our enroliment agreement says we have the right to raise tuition, but the financial aid
rates were not loaded until recently and plans were presented as final plans. | understand that the rates are now updated
for the next three years so this is a one time problem. | believe it would be in the best interest of the college to at least
honor the original plans of the students who are in the 485 statuses.

| am also facing a moral problem in SFS department. They have been very excited to have moved so many students and
now they feel that their work has actually been a negative. | would appreciate any help that you can provide me regarding
this matter. Thanks a lot.

John

John Balester Jenkins
President
Campus Name

xeaactea by HELF Commiueeg)

Redacted by HELP Committee

Redacted by HELP Committee
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From: Restivo, Charles

Sent: Monday, May 21, 2007 4:20 PM
To: Mazzoni, John

Subject: FW: October Tuition
Importance: High

John,

It would be good to communicate something on this soon. and have built in
October increases. I thought it was clear from the start that increases should be expected
in October. That is apparently not the case (see emails below).

Charles

From: Palermo, Jim

Sent: Monday, May 21, 2007 10:27 AM
To: Restivo, Charles

Subject: RE: October Tuition

Charles,

Not that I know of. The original discussion and the FAQ document that is on the intranet
implied the next increase would be after the October start. I have asked John to confirm
what our intention is. I had not heard of any change. Obviously there are budget
implications.

Jim

From: Restivo, Charles

Sent: Monday, May 21, 2007 11:23 AM
To: Palermo, Jim

Subject: October Tuition

Jim,

confidential EDMC-916-000220745



Has there been any discussion with the DoAs on the tuition increase in October? So far only
AiM has raised the issue.

Charles

From: Marzano, Joseph

Sent: Monday, May 21, 2007 9:53 AM

To: Restivo, Charles

Cc: Doyle, Lisa; Palermo, Jim

Subject: RE: Chef Meeting in Houston June 4 - 5

IYaUEINVAIRedacted by HELP Committee John Mazzoni presented the

pricing analysis for eliminating lock-in and implementing an annual (rather than semi annual)
tuition increase effective in November 2006. John specifically stated, and the minutes of
the call reflect it, that subsequent to the November 2006 increase there would be “another
increase occurring in November 2007 for all continuing and new students.” I remember hearing
him say that to all of us on that call, Charles.

I understand the WACHR may have been calculated at CS based on that increase occurring in
November, which explains why our calculated WACHR seemed high (as I expressed on April 17 to
. There has also been no formal communication directly to implement a rate increase at
any specific rate effective either October or November. I have asked other school presidents
if they were aware of a tuition increase being planned for October rather than November, and
they indicated they were not aware.

We have over 500 GAs written for the October start, with about 270 +/- written by January 16
so they are subject to lock-in at the pre-January 17 rate. The rest have applied at the
current “non-lock-in” rate, and while we have the right to raise the rate at any time we will
need to go back those 238 +/- applicants and tell them the rate is 5% higher.

It appears this policy decision and determination of the actual rate increase by CS was made
without clear communication to the campus, which if true greatly concerns me. We have SFS
FAOs planning people at different rates for fall, and we do not have enrollment agreements
printed reflecting a fall increase since we were not notified. While I do not agree with an
October increase for the above stated reasons, at least if we’d been informed our admissions
team would have used that to push up July and August starts.

What do we gain compared to what we may lose, by doing this? More importantly, is this the
right thing to do? I appreciate you being open to hearing me, Charles. I think this
deserves a communication to all Ai in the event they are not clear on the intention by CS,
and (like us) have not been preparing appropriately.

2
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Joe Marzano
President
ampus Name
Redacted by HELP Committee

Redacted by HELP Committee
Redacted by HELP Committee

Redacted by HELP Committee

WWW.artlnstitutes. edu/minneapolls <BLUCKED::nNTtp://wWww.artinstitutes.edu/minneapolis>

“If it falls your lot in life to touch the lives of others, be sure you touch them in such a
way that you leave them better than you found them.” - Dr. Benjamin Elijah Mays

From: Restivo, Charles

Sent: Thursday, May 17, 2007 5:13 PM

To: Marzano, Joseph

Subject: RE: Chef Meeting in Houston June 4 - 5

Redacted by HELP Committee

Charles

From: Marzano, Joseph

Sent: Thursday, May 17, 2007 4:46 PM

To: Restivo, Charles

Cc: Doyle, Lisa; Swenson, Jeffrey

Subject: RE: Chef Meeting in Houston June 4 - 5

I learned today that shows our tuition rate increasing in October from $414 to $435. 1Is
this a decision that has been made? If so I had not heard of this.

Last year the schools were told by John Mazzoni that our annual increases would be in
November (effective after the fall start). We currently have a large number of fall
applicants who understand their rate will be $414; a decision to subsequently increase their

3
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rate might be viewed very negatively. Mary is concerned they will see it as “bait and
switch”. If we increase in November, for which we do not yet have many applicants, we can
use that to help us promote the October start (a lower tuition rate for that quarter before
their rate increases for subsequent quarters).

I’d appreciate knowing what if any decisions have been made, and if we can confirm an
increase for November rather than October. Thank you.

Joe Marzano

President

Campus Name
Redacted by HELP Committee

www.artinstitutes.edu/minneapolis <BLOCKED::http://www.artinstitutes.edu/minneapolis>

“If it falls your lot in life to touch the lives of others, be sure you touch them in such a
way that you leave them better than you found them.” - Dr. Benjamin Elijah Mays

From: Restivo, Charles

Sent: Thursday, May 17, 2007 3:57 PM

To: Marzano, Joseph

Subject: RE: Chef Meeting in Houston June 4 - 5

Joe,

Redacted by HELP Committee

Charles

From: Marzano, Joseph
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Sent: Thursday, May 17, 2007 1:56 PM
To:

Cc: Restivo, Charles; Doyle, Lisa; Swenson, Jeffrey
Subject: RE: Chef Meeting in Houston June 4 - 5

Redacted by HELP Committee

Joe Marzano
President

[Campus Name
15 South 9th Street
Minneapolis, MN 55402

Redacted by HELP Committee

www.artiﬁstitutes.edu/minneapolis <BLOCKEDE:http://www.artinstitutes.edu/minneapolis>

“If it falls your lot in life to touch the lives of others, be sure you touch them in such a
way that you leave them better than you found them.” - Dr. Benjamin Elijah Mays

Redacted by HELP Committee)
From:

Sent: Thursday, May 17, 2007 1:32 PM
To: Marzano, Joseph
Subject: FW: Chef Meeting in Houston June 4 - 5

5
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Importance: High

Redacted by HELP Committee

Redacted by HELP Committee

Dean of Academic Affairs

Redacted by HELP Committee

Redacted by HELP Committee
Redacted by HELP Committee

Redacted by HELP Committee]
From:

Sent: Thursday, May 17, 2007 1:14 PM

Redacted by HELP Committee

Subject: Chef Meeting in Houston June 4 - 5
Importance: High

Chef/Directors:

Please mark your calendar, on June 4th & 5th there will be a Chef/Directors meeting
SR cram~cdacted by HELP Committee

Redacted by HELP Committee

I'll send more details later today or tomorrow. I would appreciate anyone with a potential
schedule conflict letting me know ASAP (we need to plan for rooms).

Thanks

confidential EDMC-916-000220750



Redacted by HELP Committee
Campus Name

Redacted by HELP Committee

Redacted by HELP Committee]
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From: Them, Richard

Sent: Saturday, May 24, 2008 3:53 PM
To: Finuf, Danny

Subject: Re: Tuition Increase

Hello

My point is that we do not need it in the agreement but that could be your practice

Sent from my BlackBerry Wireless Handheld

————— Original Message -----
From: Finuf, Danny

To: Them, Richard

Sent: Sat May 24 ©8:19:50 2008
Subject: RE: Tuition Increase

I prefer not to. The problem is when we change the tuition on existing students if we do not
provide them with this time it creates a back lash on the school and our potential for
student drops is larger. They need to absorb the information and get over the initial
emotional impact. This is why we have not had a major issue with students dropping with our
increases (thus far).

From: Them, Richard

Sent: Friday, May 23, 2008 5:38 PM
To: Finuf, Danny

Subject: RE: Tuition Increase

Can we make sure the 90 day notice is not included in any new enrollment agreement printings?

From: Finuf, Danny
Sent: Friday, May 23, 2008 5:15 PM
To: _BMC PRES

MR edacted by HELP Committee

Subject: Tuition Increase

confidential EDMC-916-000212943



Presidents,

As mentioned on the CoP call last week the annual increase information will be coming to you
on Tuesday. Given the short notice please be prepared to do the following:

Have your thoughts prepared for the major accomplishments this past year (accreditation
achievements, new equipment, new facility, expansion of facility, new programs, strong
employment rates, etc) as well as your major plans for next year so that you can easily put
them into the letter that I send to you.

Mailing preparation - Since these notification must be to the students house by June 3 (in
keeping with the 90 notice prior to implementation date of Sept 2) it will be important that
you are prepared to have these mailed by next Friday.

Thanks and have a terrific holiday weekend.

Danny

confidential EDMC-916-000212944
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From: Biebighauser, Victor

Sent: Tuesday, June 24, 2008 1:51 PM
To: Them, Richard

Subject:

Contacts: Richard Them

Richard:

| want to run something by you. As you know, we are going to be implementing a 12% tuition increase that will be
effective fall quarter. Although we all know intellectually why we are doing this, the fact remains that the sticker shock of a
tuition increase of this magnitude, coupled with the financing issues we will face with the resulting gaps, could easily
cause a blip in our enroliment and new start plans for fall.

Redacted by HELP Committee

Thanks.

Vic

confidential EDMC-916-000211780
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From: Gugelmeyer, Roger [roger@herzing.edu]

Sent: Monday, November 30, 2009 5:44 PM
To: Aspiazu, Mark

Subject: RE: Tuition

Attachments: image001.jpg

image001.jpg

and I are currently looking at tuition rates for all campuses
and will give you some additional guidance on this in the near future.

Roger

Roger J. Gugelmeyer

Vice President of Operations

Redacted by HELP Committee

Redacted by HELP Committee

(:an1pus[ﬂan1e is accredited by the Higher Learning Commission and is a member of the

North Central Association. The Higher Learning Commission can be contacted by phone at
(800) 621-7440 or on the Commission's website at: www.ncahigherlearningcommission.org.

P Please consider the environment before printing this e-mail.

From: Mark Aspiazu [mailto:maspiazu@nor.herzing.edu]
Sent: Monday, November 30, 2009 4:42 PM

To: Gugelmeyer, Roger

Subject: FW: Tuition

Thoughts on this Roger?

Mark Aspiazu M.B.A.

Campus President

Confidential/Business Sensitive HPOOOO0O5730



2400 Veterans Memorial Blvd., Ste 410

Kenner, La., 70062

Redacted by HELP Committee|
Redacted by HELP Committee]

Accredited by The Higher Learning Commission and a member of
the North Central Association. The Higher Learning Commission

can be contacted at www.ncahigherlearningcommission.org
<http://www.ncahigherlearningcommission.org/> or 800.621.7440

From: Mark Aspiazu

Sent: Tuesday, November 24, 2009 12:30 PM
To: Gugelmeyer, Roger

Subject: FW: Tuition

Roger,

Please see Ava's comments and concerns below.

Thanks,
Mark Aspiazu M.B.A.

Campus President

2400 Veterans Memorial Blvd., Ste 410

Kenner, La., 70062

Redacted by HELP Committee
Redacted by HELP Committee|

Accredited by The Higher Learning Commission and a member of

the North Central Association. The Higher Learning Commission
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can be contacted at www.ncahigherlearningcommission.org
<http://www.ncahigherlearningcommission.org/> or 800.621.7440

From: Ava Gomez

Sent: Tuesday, November 24, 2009 12:24 PM
To: Mark Aspiazu

Subject: RE: Tuition

Mark,

By increasing our cost to create a gap, to assist in 90/10, our students will have higher
cash payments or they will have to apply for alternative loans.

In my experience, and especially lately, the majority of our students cannot afford higher
payments. We have people coming in weekly asking to reduce their contributions or take
out the maximum loans to increase their credit balances.

We have been very unsuccessful in using the alternative loans. Either the student doesn't
want to take out an additional loan or the loan is denied. Ever since Katrina, the
occupants of this area are suffering a financial crisis. The credit scores are extremely
low and so are potential co-borrowers.

I'm concerned that we will have increased drops and fewer starts. Just this past month,
we've had over 25 drops so far and many are for financial problems. If that is the trend,
we may be setting ourselves up for failure.

Ava Gomez

Director of Financial Services

Redacted by HELP Committee

Redacted by HELP Committee)

Accredited by The Higher Learning Commission and a member of
the North Central Association. The Higher Learning Commission

can be contacted at www.ncahigherlearningcommission.org
<http://www.ncahigherlearningcommission.org/> or 800.621.7440

Confidential/Business Sensitive HPOO0O0O0O5732



From: Mark Aspiazu

Sent: Tuesday, November 24, 2009 12:18 PM
To: Ava Gomez

Subject: Tuition

Ava,

As you know our tuition in May will go up to:

$425 for ST; $390 for IT and $375 for all other.

Roger would like us to reconsider going up to $390 for everything minus ST.

Our 90/10 issue is driving this as we are well over the 90% mark. As Roger put it "ATL and
ORL are keeping us in business.™

Thoughts?

Mark Aspiazu M.B.A.

Campus President

Redacted by HELP Committee|

Accredited by The Higher Learning Commission and a member of
the North Central Association. The Higher Learning Commission

can be contacted at www.ncahigherlearningcommission.org
<http://www.ncahigherlearningcommission.org/> or 800.621.7440
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To: Madelung. Don[madelung@msn.herzing.edul:

R cedacted by HELP Committee

Subject: Tuition Increase Recommendations
Sent: Fri 11/6/2009 8:38:04 PM

From: Schneider, Matthew

Message Flag: 0x00000001

Importance: High

Hello Don,

Following is a list of recommendations and considerations to be added into the existing
list Bev has already put together.ll ‘has hit the majority of points from our
discussion the other day. Please let | lllllknow if you have any questions.

We would prefer to see no increase as there is already a struggle for many
students. We do understand that this will probably not happen so would recommend no
greater than a 2% increase overall in tuition.

We do recommend a freeze on nursing tuition because of the potential for these
students taking all nursing classes in a given semester in the future. This is not 100%
clear at this point however. The fear is that putting 12-16 credits of nursing courses in a
semester is already extremely difficult for students to finance. With the lack of alternate
loans available we are worried students will not be able to afford even entering our
program and go elsewhere.

Many of our students are already coming to us with large amounts of loans from
prior institutions. Any increase will make it much more difficult for students to be able to
graduate in their programs. This is only adding to the students debt without them
gaining additional marketable skills/degrees.

90/10, 90/10, 90/10......... 90/10.

3 year default ratio...........3 year default ratio............poor economy..........3
year default ratio

Matthew Schneider

Director of Admissions

Confidential/Business Sensitive HPOO0O0O06785



Campus Name
Redacted by HELP Committee

Redacted by HELP Committee

Redacted by HELP Committee

www. herzing.edu/madison

Accredited by The Higher Learning Commission and a member of the North
Central Association.

The Higher Learning Commission can be contacted at
www.ncahigherlearningcommission.org or 800.621.7440
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To: SRR/ O=FRST ORGANIZATION/OU=FIRST ADMINISTRATIVE
GROUP/CN=RECIPIENTS/CN=AGUALDI];

Subject: RE: Annual Tuition Increase
Sent: Sat 2/13/2010 3:56:19 PM
From: Heatherann Antonacci
Message Flag: 0x00000001

Tuition increases are annual and the enroliment agreement that all students sign states that. Our
Financial Aid office is always willing to work with each student to see if there are financing options
available that meet your need.

The cost of a private college/university is always higher than a state school due to the fact that private
schools receive no state funding and the cost of doing business, as the tuition letter states, increases
every year.

I hope you will speak with someone in the FA department before you make the decision to withdraw from
the nursing program however | do understand that everyone's financial situaion is unique and some
things are just unaffordable.

. [Redacted by HELP Committee)
From:

Sent: Sat 2/13/2010 9:47 AM
To: Heatherann Antonacci
Subject: RE: Annual Tuition Increase

so this now means i will will have to spend an EXTRA $1350 to go to this already expensive RN
program. i dont know if i am going to be able to continue. and i wish this "Anunal" increase was brought
to my attention before i signed all the papers to be admitted. i have been out of a job for over a year
now. and i just lost my unemployment benefits

From: Heatherann Antonacci

Sent: Fri 2/12/2010 4:14 PM

To: All Students

Cc: All Orlando Instructors; All Orlando Employees
Subject: Annual Tuition Increase

Please read attached memo regarding upcoming tuition increase.
Heather Antonacci, MBA - Campus President
1595 S. Semoran Blvd.

Winter Park, FL 32792

Redacted by HELP Committee
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Redacted by HELP Committee

Accredited by the Higher Learning Commission and a member of the North Central Association.
The Higher Learning Commission can be contacted at www.ncahlc.org or 800.621.7440.
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From: Redacted by HELP Committee

Sent: Thursday, September 10, 2009 3:36 PM (GMT)
To: Redacted by HELP Committee

Ce: Redacted by HELP Committee

Subject: SEELENE Price Increase

Attach: Pricing.xlsx

| received a request from theo increase the tuition from $26,167 to $28,450, a 8% increase.

gRedacted by HELP Committee

e  With the new pricing, we can lose 2 students and still make the same profit.

Attached is the full analysis, based on these items, | think we should approve the price increase. Please email your
approval.

Thanks,

[Redacted by HELP C

" i aEn
FDUCATION

Redacted by HELP Committee

Director of Finance, School of Nursing

www.kaplan.edu

Building Futures

Confidential KHE 173528
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mmRedacted by HELP Committee
Redacted by HELP Committee

Redacted by HELP Committee

y nicLe wu

Sent on behalf of:

Sent: Fri 1/29/2010 5:09:55 PM
Importance: Low

Sensitivity: None

Subject: RE: Revenue Review
Categories: en-Us

It is morally right to utilize a service and not paying for it?

Redacted by HELP Committee]

Executive Director

Campus Name

Redacted by HELP Committee]|

Building Futures
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P Please consider the environment before printing e-mails or attachments. Thanks!

This transmittal is a confidential communication or may otherwise be privileged. If it is
not clear that you are the intended recipient, you are hereby notified that you have
received this transmittal in error; any review, dissemination, distribution or copying of
this transmittal is strictly prohibited. If you suspect that you have received this
communication in error, please notify the sender and immediately delete this message
and all its attachments

Redacted by HELP Committee|
From

Sent: Friday, January 29, 2010 10:10 AM

gdRedacted by HELP Committee

Subject: RE: Revenue Review

That's all good; but if we put “student first”; these students will owe balance to school

now if we are going to drop them; both of these students have stop attending school and

we should have reverse them earlier so there charges will be wiped out but now they
will owe huge balance to school and morally this is not right and we have failed student
because now they not going to pay school and their account going to be sent to
collection and ruin their credit as well.

Thanks in advance,

Confidential

Director of Finance

KHE 225804



EXHIBIT 14



1
Confidential KHE 272320



Confidential

Overcoming Tuition Payment Objections

» What is an objection?
* An gbjsction is a call for help.
= An objection is a request for more information.

The customeris really saying:
“l nead more information to make this decision.”

“I haven’t been given a reason to understand what's in it for me.”

2
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Confidential

Preparing for Objections

» To gvercome an objection you must:

~-Have the answers on hand

-Show the customer that you have his/her best interest in
mind

- Be receptive and understanding toward the customer

-Listen to the customer’'s needs and know exactly what is
the objection

3
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Preparing for Objections-Continued

+ To overcome an objection you must:

- Rephrase the objection before answering it

-Make sure the customer knows other students have
experienced the same concerns

-Recognize that the objection is a request for additional
information

4
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Confidential

Preparing for Objections-Continued
+ To overcome an objection you must:

-Make a list of most common objections and sclutions
-Understand the customer’'s needs and desires

- Sell the benefits of your school

-Set up a strategy to handie the objections and practice

5
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Confidential

Feel-Felt-Found
Method to Overcome Objections and
Building the Benefits

| understand how you feel

» Others have felt the same way

» They found the solution in our school

6
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Example #1-Role Play

+ Sally has a morigage, car note, day care, utilities, and
insurance to pay every month.

» She is barely making these payments and with the
current lay offs occurring at her job, she is not sure how
long she can continue 1o make them.

+ When Sally decides that making $100 per month tuition
payments is not a good idea, given her current situation,
use the feel, felt, found method to overcome her

concems.

7
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Confidential

@

Putting it to Use

Sally, | understand how you feel about not wanting to make $100
per month tuition payments,

Many of our students felt the same way when they enrolled into
the program.

What they found, Sally, is this investment in their future was well
worth any sacrifices they had {0 make such as finding ways to
reduce utility costs or determine ways to obtain additional
resources .

Do you agree, that the benefits of getting an education to
achieve a stable rewarding career cutweigh the costs?

Here at Kaplan College, we will gladly work with you to make it
easier. How much do you think you could afford?

8
KHE 272327



Confidential

Example #2-Role Play

« Mary is single but helps to support her elderly parents.

» She is concerned about a $75 per month tuition payment because
unexpected expenses occur because of her parents health
condition.

» When Mary decides that she can’t make the 375 per month tuition
payment, use the feel, feli, found method to overcome her

9
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Confidential

Putting it To Use

« Mary, | understand how your feel about making a $75 per month
tuition payment to contribute to your education.

when they first commiited to coming to school.

» Afterre-evaluating their budget and sacrificing a few things such as
fowering food costs or asking for additional assistance from local
community organizations, they found they were capable of making
an even bigger contribution to their education. They realized that
this was just not another monthly bill but instead an investment in
their future,

10
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Example #3-Role Play
« Bill is currently receiving unemployment.

» Bill is not sure he has additional funds to cover the $50
per month tuition payments.

» When Bill decides that he can’'t make the $50 per month
tuition payment, use the feel, felt, found method {o
overcome his objections.

11
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Confidential

Putting it To Use

« Bill, | understand how you fee] about not being able to afford the
required monthly payment.

watching cable TV, going out to movies, eating fast foods, and
buying CDs or DVDs for a few months to be able {o achieve the
carger they always wanted.

« Bill, what can you sacrifice for a few months {0 have job security,
improved income, and the benefits you've always wanted?

12
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[Redacted by HELP Committee] [Redacted by HELP Cor [Redacted by HELP Committee]
From: S - ) - @kaplan edu>

Sent: Tuesday, December 1, 2009 7:29 PM (GMT)

To: Redacted by HELP Committee |

Subject: FW: Tuition Discussion with Campus Presidents

[Redacted by HELP Committee] [Redacted by HELP O}
From: RIS (RvP

Sent: Tuesday, December 01, 2009 1:28 PM
T

. [Redacted by HELP Committ|
o:
Cc:
2

Subject: Tuition Discussion with Campus Presidents

. . [Redacted by HELP Comm IR SR Sted by HELP C it Redacted by HELP Committee)
Just completed a session with -, and -

gRedacted by HELP Committee

Campus Nanj

e The only major concerns were the 5% increase and the applicability of a price increase to nursing in |illl§.---.- all 3
thought that a 3% increase to all programs, except nursing in [llll, would not cause any significant problem.
Increases above 3 %, especially in lowa where the ITG tuition disbursement schedule and award reduction
modifications are to be implemented for 2010, would cause a disruption in student packaging expectations that
would lead students to reduce their class loads, or as a worst case scenario, drop from our programs to attend a

Redacted by HELP Committee
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Career Education Corporation

Default Rate--Based

Bleu Payment Plan Data as of August 31, 2010 Delinquency Rate--Based on # of Loans on Dollars®™

Quarter #loans™ __ Orig. Fees _Total Principal® _Avg. Int. Rate™ Int. Rate Low"® Int. Rate High®  90-day ™ 120-day 180-day I
Q1-2008
Q2-2008
Q3-2008
Q4-2008
Q1-2009
Q2-2009
Q3-2009
Q4-2009
Q1-2010
Q2-2010
Q3-2010
Total

Average Loan

Total Student Borrowers, Q309-Q31G @
Total Students # In-School  # Drops # Grads

Redacted by HELP Committee

Amount®

Redacted by HELP Committee]

(1) This column represents the number of loans originated in the lending program by quarter. One student may have multiple loans originated in different quarters as well as in different lending
programs. In that instance, each loan is represented in the quarter and program in which it was originated.

(2) The Total Principle is the total loan amount carried by student borrowers at the time they leave school, whether due to withdrawal or graduation (“Exit AR”). For student borrowers with multiple
loans, the Exit AR is calculated by dividing the total amount borrowed by the number of loans (e.g., student has two loans and an Exit AR balance of $5,000, each loan will show an Exit AR of $2,500).

(3) Interest is charged on the out-of-school balance only.

(4) The Delinquency Rate is provided on a loan count basis (i.e., a percentage of the total number of loans originated in a quarter) and includes loans of both in-school and out-of-school student
borrowers. The 90-, 120- and 180-day aging of loans by current students and graduates is calculated based on the loan program’s payment schedule. Because the loan program’s payment schedule
is canceled for students who withdraw, the aging of their loans is calculated based on days out of school.

(5) Default Rate is calculated by dividing the write-off dollar amount related to a particular loan by the Exit AR related to that loan. Where an Exit AR for one student is made up of two or more
loans, the Exit AR is averaged across each loan for each student borrower.

(6) Average Loan Amount is calculated by taking the Exit AR divided by the total number of loans for those borrowers.

(7) CEC began offering the BLEU payment plan program in the third quarter of 2009 and are discontinuing the plan effective Q4 2010.

Confidential Treatment Requested 0-BLEU CEC000018394
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CEC Q1 2009 Earnings Conference Call (Excerpt)

GARY BISBEE: That is helpful thanks. If | could just sneak one other question in. The
culinary business. It sounds like you're doing a great with new starts with the lengthened
program. But given the -- as you move more of those kids in and the revenue in any
quarter is a lot lower on that program, it seems to me that revenue probably could decrease
from this quarter as we move forward. At least for another quarter or two. Are there cost
cuts left there, such that the business can remain break-even or be profitable, or are we
likely to have maybe another quarter or two of losses in that business before you cycle out
the shorter term higher revenue per quarter students in that program. Thank you.

MICHAEL GRAHAM: Sure. From a business standpoint and a leadership standpoint, the
business today, very, very good job of taking out the variable costs. And they adjusted the
variable costs and staffing models to the population that we saw. At the same time as you
know, culinary is a very expensive fixed cost model. The cost of the kitchens and extensive
real estate that the Company invested in the past, makes the operating leverage highly
dependent on the population. You also have the 21 month program which is going to
dampen the RPS as we extend out the program teach out to 15 months and extend more to
the 21 months. We don't give guidance on a quarterly basis and margin guidance on a
quarterly basis for any of the business units. But | think the important thing for culinary is
stabilized base, good model in terms of population, in terms of cost structure going forward.
Build a population with a 13% -- the start you saw in the first quarter, 13% and a lease-
plus 25% start in the second quarter. Regain the population, and over time, hopefully, the
bad debt expense we have in there at 48% hopefully will turn to be conservative once we
get some experience on that and will grow back the business and bring it back to some
really strong profitability levels.
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Corinthian August 2010 10-K (Excerpt)

ALTERNATIVE LOANS FOR OUR STUDENTS

Historically, we had developed several loan programs with origination and servicing providers such as Sallie

Mae for students with low credit scores who otherwise would not qualify for loans. These loan programs required
that we pay a discount fee to the origination and servicing providers of the loans as a reserve against future defaults
on these loans. We have historically referred to these types of loans as “discount loans,” since we incurred a portion
of the default risk related to these student loans by taking a discount on the disbursement. By accepting a reduced
payment for these discounted loans from the servicing providers, we were not at risk for the amounts agreed to by
them and the service providers but were not entitled to any proceeds collected by the service providers in excess of
this amount. Therefore we had recorded this discount as a reduction to revenue.

In fiscal 2008 we were informed by Sallie Mae and two other origination and servicing providers that they
would no longer make private loans available for students who present higher credit risks (i.e. subprime borrowers).
In the face of this change in policy, we created a new lending program in the fourth quarter of fiscal 2008 with a
different origination and servicing provider, Genesis Lending Services, Inc. (“Genesis™), who specializes in
subprime credit. This new lending program has characteristics similar to our previous “discount loan” programs. As
with our previous discount loan program, under this new Genesis program we pay a discount to the origination and
servicing provider for any loans purchased by Genesis and record the discount as a reduction to revenue. However,
unlike our previous discount loan programs, under our new discount program we have both the right and an
obligation to acquire the related loan, except in certain limited circumstances where Genesis does not comply with
the terms of our agreement. Since we initiated the new discount program, we have acquired all of the loans that have
been originated. Therefore, we are currently exposed to any credit defaults by our students but retain all amounts
collected from our students under the current program. Additionally, the new discount loan program has also
replaced our legacy loan program, called STAR. We estimate loans funded under the Genesis program, net of
estimated refunds, were approximately $120 million for both of the years ended June 30, 2010 and 2009. These
amounts are an estimate, as some loans contain amounts that will be recognized during future periods. Accordingly,
unrecognized loans amounts are subject to the Company’s refund policy.

Included within the Consolidated Statement of Operations, under the caption “Other (income) expense,” for
the years-ended June 30, 2010 and 2009 is net other income of $3.9 million and ($0.6) million, associated with the
Genesis notes program, respectively. The net other income primarily reflects the interest income and loan
origination fees, partially offset by costs related to servicing loans. We defer and recognize both the loan origination
income and direct loan origination costs as an adjustment to the yield over the life of the related loan. All other
lending-related costs, including costs related to servicing fees are charged to expense as incurred.

Student notes receivable represent loans that have maturity dates that generally range between 12 months to
60 months from the loan origination date but can have terms as long as 15 years depending on amounts borrowed.
The interest rate currently charged on all new loans is a fixed rate of 6.8% with an origination fee of 1 percent.
Included in the consolidated balance sheet at June 30, 2010 and 2009 is $68.2 million and $41.5 million in notes
receivable, respectively. As of June 30, 2010 the estimated unrecognized Genesis note balance is $13.0 million (net
of discount). This amount is subject to the Company’s refund policy.
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Corinthian Q4 2009 Earnings Conference Call (Excerpt)

Kenneth Ord

Next I will review the topics of bad debt, internal lending and cohort default rates. Our bad debt
in the fourth quarter was 7.1% which was below guidance of 7.58% and a substantial decrease
from the 9.1% reported in the fourth quarter of last year. The improvement is primarily the result
of improved efficiencies in financial aid packaging for students and more efficient internal
lending processes. In addition, the continued phase out of our legacy loan inventory also helped
to reduce bad debt in the fourth quarter.

In terms of bad debt guidance we expect continued improvements in bad debt in fiscal 2010 and
remain comfortable with bad debt in a range of 6.5-7% for the year. We expect bad debt in the
first quarter to range from 6.7-7.1% of revenue.

I will now turn to a discussion of our internal lending program which we now refer to as our
Genesis Discount Lending Program. As a reminder, we launched this program in March 2008 to
replace the [GAAP] financing previously provided by Sallie Mae and other third party lenders.
Under this program we lent students approximately $120 million during fiscal 2009 and expect
to lend approximately $130 million in fiscal 2010. As discussed on previous calls, the expected
defaults associated with our Genesis Discount loans are reported as a discount to revenue.

At the beginning of fiscal 2009 we estimated our loan discount would be approximately 50%
based upon the projected mix of our student’s credit scores. We now have nearly 18 months of
data associated with these loans and our analysis indicates that we are experiencing a mix shift
towards students with lower credit quality. Given the length and severity of the recession this is
not unexpected and it is not unique for our students.

According to Fair Isaac Corporation, FICO scores are declining for most consumers across the
U.S. The average credit quality of our students has declined as well. Based on our internal
analysis, in the fourth quarter we adjusted the Genesis loan discount to approximately 55% for
the full fiscal year. In fiscal 2010 we expect the projected mix of credit scores to deteriorate
further. Thus, we forecast the Genesis Loan Discount will increase from 55% to a range of 56-
58%. We have included the increased discount associated with that loan program in our fiscal
2010 guidance which I will review in a few minutes.



EXHIBIT 20



Corinthian 2011 Q2 Earnings Conference Call (Excerpt)

SUZANNE (SUZI) STEIN, ANALYST, MORGAN STANLEY: Hi. Can you provide an update on
your internal lending program, how big is it and what are you expecting for the year? And
also if you can discuss the terms of the loans that you're making to students.

KEN ORD: Sure. At this point, the intake on an annualized basis prior to the price increase is
about $120 million of demand a year for the Genesis loans. The terms are very similar to
the Stafford loans, the interest rate is 6.7%, the amortization period is the same. The terms
are favorable. And again, prior to the price increase there's about $120 million of demand a
year. The actual impact on the financial statements is we amortize that discount over the
course of study. At this point of the quarter in, if you look at the balance sheet, there's just
less than $85 million of student loans receivable on the balance sheet. The increase in
pricing will, frankly, going forward on an annualized basis probably about double that need,
meaning that the annualized need would be about $240 million.
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See Appendix for
legend to Notes.

Aid awarded
Gross aid reserved against 13}
Contra revenue
Bad debt expense 11)
Total reserve

Bad debt % for period
Contra revenue % for period
Total reserve rate for period

ITD reserve rate

Purchases for period 14)
Future commitments 8)
Lender disbursements 9}
Net Cash Outflows 10}
Average FICO
Co-borrower %

Number of loans o/s
Number of loans in repayment
ITD aid awarded incl future terms 12)
Average loan balance
Unduplicated applications
Net approval rate 15)

Total Company Net Revenues (NR)
Total aid awarded as a % of NR
Total reserve as % of NR

FISCAL 2009 FISCAL 2010

Q1 2 Q3 Q4 Year Q1 Q2 Q3 Q4 Year

1) 2) 3) 4) .mv 6) 7) 16)
Redacted by HELP Committee immo_moﬁma by HELP Committee
|
|

Redacted by HELP Committee| Redacted by HELP Commitiee™"

Redacted by HELP Committeel Redacted by HELP Committee

__mmgmﬂmg by HELP Committeel Redacted by HELP Committee

A% The Art Institutes

@ ARGOSY UNIVERSITY,  $BROWN MACKIE COLLEGE"

EDMC-916-000084082
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Default Rates

Cohort Default Rate
Calculated based on BORROWERS and the two-year window after entering repayment. Cohort is based on fiscal year.

Cohort Yr Cohort Yr Cohort Yr Cohort Yr Cohort Yr
2004 2005 2006 2007 2008
Cohort Cohort Cohort Cohort Cohort
Default Rate Default Rate Default Rate Default Rate Default Rate
Institutional Category (CDR)% (CDR)% (CDR)% (CDR)% (CDR)%
Public
Less than 2 Yrs 5.7% 5.2% 6.4% 7.5% 6.7%
2-3Yrs 8.1% 7.9% 8.4% 9.9% 10.1%
4yrs + 3.5% 3.0% 3.4% 4.3% 4.4%
Private Non-Profit
Less than 2 Yrs 9.0% 9.0% 10.0% 12.6% 14.1%
2-3Yrs 7.4% 6.7% 6.1% 8.1% 8.2%
4yrs + 2.8% 2.3% 2.4% 3.6% 3.8%
Proprietary
Less than 2 Yrs 8.9% 8.9% 10.9% 12.0% 12.4%
2-3Yrs 9.9% 9.3% 11.1% 12.5% 12.6%
4yrs + 7.3% 7.2% 8.4% 9.8% 10.9%
Foreign Schools(1) 1.5% 1.0% 1.2% 2.2% 2.2%
Overall 5.1% 4.6% 5.2% 6.7% 7.0%
(1) FFELP only
Budget Lifetime Default Rate
Calculated based on DOLLARS for a projected cohort life of 20 yrs. Cohort is based on origination date.
As reflected in the latest estimates as of 7/1/10 (Combined Stafford Subsidized and Unsubsidized, DL and FFEL)
Cohort Yr Cohort Yr Cohort Yr Cohort Yr Cohort Yr
2004 2005 2006 2007 2008
Budget Budget Budget Budget Budget
Lifetime Lifetime Lifetime Lifetime Lifetime

Institutional Category

Default Rate
%

Default Rate
%

Default Rate
%

Default Rate
%

Default Rate
%

2 Yr Non-Profit and Public 27.5% 29.3% 31.2% 31.6% 31.1%
2 Yr and 4 Yr Proprietary 42.5% 42.3% 43.5% 47.0% 46.3%
4 Yr Freshmen & Sophomores 20.5% 21.9% 22.3% 22.0% 21.8%
4 Yr Juniors & Seniors 8.5% 9.8% 11.6% 12.3% 12.2%
Graduate Students 3.7% 4.5% 5.9% 6.3% 6.4%
Overall 12.2% 13.2% 14.6% 15.3% 15.8%

Institutional Category

Cumulative Lifetime Default Rate
Calculated based on LOANS. Includes defaults occurring from the time loans entered repayment through 9/30/10.

Default Rate
%

Default Rate
%

Default Rate
%

Cohort Yr Cohort Yr Cohort Yr Cohort Yr Cohort Yr
2004 2005 2006 2007 2008
Cumulative Cumulative Cumulative Cumulative Cumulative
Lifetime Lifetime Lifetime Lifetime Lifetime

Default Rate
%

Default Rate
%

2 Yr Private Non-Profit 22.6% 19.4% 17.8% 18.8% 15.6%
2 Yr Public 21.1% 19.4% 17.2% 18.0% 15.6%
4 Yr Private Non-Profit 6.1% 4.8% 4.4% 5.8% 5.6%
4 Yr Public 6.9% 5.9% 5.6% 6.7% 6.3%
Proprietary 25.8% 23.0% 20.9% 21.1% 18.6%
Foreign Schools (1) 3.6% 1.9% 2.3% 2.9% 3.0%
Consolidation 8.3% 6.3% 6.0% 8.2% 6.4%
Overall 10.7% 9.1% 8.5% 10.4% 9.8%

(1) FFELP only

PLEASE NOTE: THESE RATES CANNOT BE COMPARED SINCE THEY ARE BASED ON DIFFERENT ATTRIBUTES --
BORROWERS, DOLLARS, LOANS AND INSTITUTIONAL CATEGORIES.

Operations Performance Management Service

DEFAULT RATES 10e.xlsx

12/1/2010
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Program for Education and Knowledge Access (PEAKS)
Summary of Transaction Details

ITT/ESI Board of Directors Meeting - January 18, 2010
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June 4, 2009

DRAFT

To: Kevin Corser
From: Carole Valentine

Subject: Kaplan Higher Education Corporation Reserve Estimate for Kaplan Choice
Loans

Executive Summary

Student Finance recommends the use of a two-tiered reserve for the Kaplan Choice Loan
Program: 60% for in-school loans (interim status), and 80% for loans in repayment. Over
95% of the Kaplan Choice Loans are in interim status as of the date of this memorandum.
Our reserve estimates for the Kaplan Choice Loan Program stem from our student drop
rate experience, the student profile and repayment experience for the Universal Loan
Program, and the poor state of the economy in the U.S.

Despite these estimates, there are some mitigating factors that may provide a better
outcome than our projections. Kaplan is taking steps to promote financial responsibility
among these students, and these actions may cause a better outcome than our projections.
Unlike students in the Universal Program, Kaplan is having students make cash payments
under separate payment plans, and we are considering a financial literacy course
requirement for students in the Kaplan Choice Loan Program. We may also put in a
cosigner requirement for these students in the future, depending on the student profile and
the performance of the loan portfolio. Kaplan will make every effort to educate students
on their financial responsibilities in the hope that our repayment experience will improve.

Universal Loan Program/Kaplan Choice L.oan Program

The majority of Kaplan’s students must finance their education with multiple sources of
financial aid. Many students utilize federal loans, and a small percentage use private
loans to cover educational expenses not covered by federal aid. Approximately 90% of
our student’s financing needs are covered with federal loans, and the remaining 10% is
normally covered by private loans provided by the banking sector.

For the past 3 years, Kaplan Higher Education utilized Citibank’s Universal Loan
Program to meet the needs of its credit-challenged students. In November, 2008,
Kaplan’s access to the Universal Loan Program ceased when Citibank began to
experience high default rates on the Universal Loan portfolio. With the credit crisis,
Kaplan had anticipated disruptions in the private student loan market, and the company
was piloting an institutional loan program (with Genesis Financial Services) when
Universal Loan access was lost. KHEC on-ground campuses and Kaplan University
began using the program in November, 2008, as the Universal Loan Program ceased
operations.

CONFIDENTIAL KHE 0037010



The Kaplan Choice Loan Program allows students to borrow up to $15,000, depending
on their program of study and financial need, and they can take up to 10 years to repay.
The program carries a fixed rate of 15%, and the loans are deferred while students are in-
school. Students must apply for private loans with outside lenders before pursuing the
Kaplan Choice Loan, so the program is positioned as a last resort for the students. For
2009, Kaplan Higher Education is estimating the Kaplan Choice Loan Program to reach
approximately $29 million (KHEC-$15.5; KU-$13.2). The Kaplan Choice Loan portfolio
(disbursed loans) is approximately $5 million as of June 1, 2009.

Kaplan Choice Loan Reserve

Interim Reserve

Our students drop at a rate of 5% per month, and this rate equates to an annual drop rate
of 60%. More than 80% of drop students fail to pay back their educational loan debt;
therefore, we are recommending an in-school default reserve of 60%. Over 95% of our
Kaplan Choice Loans are in interim status as of June 1, 2009.

Repayment Reserve

Redacted by HELP Committee

Redacted y HELP Committeejpys lending industry reports a high correlation
between the original FICO and actual losses in their private loan portfolios (Sallie Mae
Private Credit ABS Investor Presentation in September, 2008). In general, consumer
loans in similar FICO tiers are exhibiting default rates of approximately 80%.
Consequently, we view the original FICO as a key benchmark for our repayment reserve
estimate.

As of 3/31/09, the 2006 cohort default experience for Kaplan Higher Education’s on-
ground campuses and Kaplan University was 69.5%. KHEC on-ground campuses are
exhibiting a default rate of 81.5%, and KU students are defaulting at a 62.6% rate.

Redacted by HELP Committee ] In general, student loan defaults tend to
peak in the first five years of repayment, and decline after this timeframe. Another
benchmark to consider is Kaplan’s seasoned loan portfolio of K-Loans, which is
defaulting at a rate of 68%.

The poor economic conditions add another dimension to portfolio performance. Students
are having a harder time finding jobs, and they may find themselves in the position of
taking lower paying positions than anticipated. Given the low FICO profile of the
students, Universal Loan default trends, and the poor economy, Kaplan is recommending
a repayment default reserve of 80%.

CONFIDENTIAL KHE 0037011
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From: Lionel Lenz
Sent: Thursday, July 1, 2010 8:51 PM (GMT)

To: Kevin Corser PRedacted by HELP Committee§

Ce: L ESE RS Carole Valentine <
Matt Seely e <

Subject: Re: Citibank Universal Loan Performance Reports: Default Update

I would like to stay where we are.

Lionel Lenz

Chief Financial Officer
Kaplan Higher Education
311 S. Wacker Drive

Chicai o Illinois 60606
Redacted by HELP Committee

On Jul 1, 2010, at 3:44 PM, "Kevin Corser" < wrote:

Hi everyone, | recommend we go with 85% since the KHEC number is at 84.4% and climbing slightly.

Lionel, please let us know what you want us to do.

Redacted by HELP Committee]
From: |

Sent: Thursday, July 01, 2010 4:42 PM
To: Kevin Corser; Carole Valentine; Matt Seelye; Lionel Lenz
Subject: RE: Citibank Universal Loan Performance Reports: Default Update

Based on the May balances (June is not yet available) an additional reserve of $750K ($700K
KHEC;$50K/KU) would need to be recorded to increase the reserve to 85%.

<image001.png>

[Redacted by HELP Committee|

Assistant Controller

Confidential KHE 207125



www.kaplan.com

Building Futures

From: Kevin Corser
Sent: Thursday, July 01, 2010 11:27 AM
To: Carole Valentine; Matt Seelye; Lionel Lenz

CC' Redacted by HELP Committee]
.

Subject: RE: Citibank Universal Loan Performance Reports: Default Update

Hi Carole, | know it’s very early in the experience but can you plot the Kaplan Choice loan default rate on
the same curve?

[Redacted by HELP Com

can you let us know if we increased KHEC’s KC loan reserve from 80% to 85% what the catch up
P&L impact would be.

From: Carole Valentine
Sent: Thursday, July 01, 2010 7:42 AM
To: Matt Seelye; Lionel Lenz

Cc: Kevin Corser;

Subject: Citibank Universal Loan Performance Reports: Default Update

Matt and Lionel,

| have attached Citibank Universal Loan Performance Reports (March, 2010 and November, 2009) for your
review and comparison. KHEC’s Universal Loans (2007 cohort) are defaulting at 84.4% (81.4% in 11/2009),
and KU’s 2007 cohort is defaulting at 64.4% (60.8% in 11/2009). Overall. Universal Loan defaults for 2007
PR N e Ry AARedacted by HELP Committee

Redacted by HELP Committee
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Redacted by HELP Committee

Redacted by HELP Committee Given the acceleration of Uni

omposition of the K pOri{0llg W
Redacted by HELP Committee

KU and KHEC Defaults

The charts below summarize the gross cumulative default data on the attached reports for KU and KHEC.

KHEC/KU Defaults

hould consider raising our default estimate.

Repay Yr. | KHEC KHEC KU KU
CumGCL% | CumGCL% CumGCL% | CumGCL%
11/2009 3/2010 11/2009 3/2010
2006 84.3% Waiting for Citibank | 65.6% Waiting for Citibank
to provide to provide
2007 81.4% 84.4% 60.8% 64.4%
2008 64.7% 73.8% 47.8% 55.6%
2009 N/A 44.0% N/A 36.7%

KHEC and KU Defaults Combined

Repay Year | CumGCL% | CumGCL%
11/2009 3/2010
2006 72.5% Waiting for Citibank to provide
2007 73.2% 76.5%
2008 58.9% 67.6%
2009 N/A 40.8%

Additional Information on Citibank Performance Reports

Redacted by HELP Committee
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Redacted by HELP Committee

Carole A. Valentine

Vice President, Student Finance
Kaplan Higher Education

6301 Kaplan University Avenue

Fort Lauderdale, FL 33309

Redacted by HELP Committee|

www.kaplan.edu
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EXHIBIT 29



[Redacted by HELP Committee)
From:

Sent: Wednesday, January 20, 2010 6:53 AM

To: Kevin Corser

Subject: FW: KC Loan Default Assumption/Citibank Universal Loan Data
Attachments: @

Kevin,

The auditor’s have asked for the analysis supporting the Kaplan Choice Loan reserve of 80%. This is all | have uncovered
in my files — do you have any additional support or was this all we used for the 80% reserve?

<< image001 jpg@01CA99B6.5C992B40 >>

Redacted by HELP Committee]

Assistant Controller

www.kaplan.edu

Building Futures

From: Carole Valentine
Sent: Wednesday, April 22, 2009 4:06 PM

To: Kevin Corser; Matt Seelye
[efJRedacted by HELP Committee

Subject: RE: KC Loan Default Assumption/Citibank Universal Loan Data

Redacted by HELP Committee

The second page outlines the differences in 2006 and 2007 (page 2), and | think it will answer some of your questions
below. In 2006 and 2007, the FICO’s are virtually identical but the students are defaulting at a higher rate. At this point, |
don’t have any insights into why KU defaults at a lower rate; however, | am checking into the demographics of KU versus
KHEC.

On the subject of default prevention for the Kaplan Choice Loan, | agree that we need to develop a plan to minimize
defaults. We need to offer financial literacy for our students, strengthen our exit/entrance materials, and come up with
various approaches to reduce defaults. In light of recent information in the press about students taking out more private
loans, these initiatives would be in our interest from several perspectives. To keep this email short, | will leave this topic
to a subsequent discussion.
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Please let me know if you have any additional questions.
Thanks,

Carole A. Valentine

Vice President, Student Finance
Kaplan Higher Education

6301 Kaplan University Avenue
309

Ofl AUASOQIC .
Redacted by HELP Committee

www.kaplan.edu

From: Kevin Corser
Sent: Wednesday, Apr|I 22, 2009 10:16 AM

: Carole elye
Cc: Redacted by HELP Commlttee
Subject: RE: KC Loan Default Assumption/Citibank Universal Loan Data

Thanks Carole, from a layman’s point of view, it appears that the primary difference in 2006 and 2007 is just the passage
of time while the default rate matures. Do you agree or do you see something else? The FICO’s are not much different
from '06 to '07. | recommend too that we have one rate for KU and one for KHEC. It appears that despite the FICO
scores being virtually identical, KU students are defaulting at a lower rate. Do you see a specific reason for why KU
defaults are lower than KHEC?

Do you have data of when each loan was issued and the date of default so we can track the default timing and rate on a
curve. This information would help us see if the defaults have flattened out or if the rate continues to build.

Given the volume of our loans, looks like we need to put in place steps to try and minimize the default rate. If KHE
issues $20mm to $30mm in KC loans annually, each 10 percentage points of default rate is $2mm to $3mm. What are
your thoughts?

From: Carole Valentine
Sent: Tuesday, April 21, 2009 4:30 PM
To: Matt Seelye

e cRegredacted by HELP Committee

Subject: RE: KC Loan verauit Assumption;Ciubank universal Loan Data

Matt,

il and | met today, and we reviewed the Citibank default data below. Unfortunately, the figures have significantly
increased across the board. The default rate for KU/KHEC is 69.5% for the 2006 repayment vintage. The 2007 and 2008

vintages are following the same trend as the 2006 vintage, but the defaults are trending higher in the early months of
repayment. | have 2006 and 2007 default data and weighted average FICO’s broken out below.

Citibank Universal Loan Defaults

Repay Year | SOrig. | WA_FICO | 7/2008 4/2009
Default Rate | Default Rate
KU 2006 2.5 M 557 53.8% 62.6%
2007 10.1 M | 559 36.3% 53.3%
KHEC
2
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2006 1.4M 557 74.5% 81.2%

2007 15.2 M | 552 54.0% 72.4%
Total

2006 39M | 557 61.5% 69.5%

2007 25.3M | 555 46.9% 64.8%

Kaplan Choice Loans

Through 3/31, we have disbursed $2.2 million in Kaplan Choice Loans (all volume is from KHEC schools). Of these loans
the majority fit into the following FICO bands: 1) 500-574-$805,000; and 2) 499 and below: $762,000 (approximately
17.5% (or $394,328) do not have a FICO score).

We may consider a two-tiered approach for reserves. Given the FICO profile of the Kaplan Choice Loans through 3/31,
we should assume an 80% default rate for loans in repayment with the potential to make adjustments for recoveries
through collection efforts. For loans |n mterlm status we should rely on the drop rate for KU/KHEC to give us an estimate
of expected defaults. In_talking with
AR edacted by HELP Committee

MRS - ol | discussed several variables that should be included in the model, and we have requeste<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>