
SUMMER STRATEGIES 
FOR INCREASED ENROLLMENT

www.LRAPassociation.org  
(877) 577-5727

LRAP made my  
decision much easier.  
I was on the fence about 
coming because of tuition 
costs. LRAP made my fear of 
debt more manageable.

“

“- LRAP Student

Objective #1: Increase enrollment Objective #2: Improve access and affordability

11 additional students
Signed up early June, and by fall secured 

17 additional students
Signed up late May, and by fall secured 

Faced with declining enrollment, one client 
university signed up to use LRAP in late May, 
received training in June, and decided to  
offer LRAP to low-yield target groups:

-   Transfers (non-deposited)

-   Freshmen (on the fence, financially)

The results were incredible. 
 
They secured an additional 17 students, 
using LRAP’s proven success to provide peace 
of mind for cost-sensitive families, throughout 
the summer, and secure additional enrollment 
that fall. 

Encouraged by the power of LRAP to support their 
institutional mission while providing a safety-
net for families with fewer resources, another 
client university decided to offer LRAP to  
low-yield students, to provide peace of mind 
and help increase access and affordability 
initiatives. 

After signing up to use LRAP in early June, the 
university’s admissions team began sending 
information to their non-deposited students, 
in an effort to secure their fence-sitters and 
increase enrollment. By fall, they had secured 
an additional 11 students who had not 
planned to attend.

You don’t pay for LRAP until it works.

There are no upfront costs to add LRAP to your 
enrollment toolbox. You only pay for students who 
enroll after you offer them LRAP. 

No payment is due until after the drop/add pe-
riod at your instutiton. 

Use the ROI calculator on the back to see how LRAP 
can help improve your bottom-line this year.
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HOW MUCH CAN LRAP 
IMPROVE YOUR BOTTOM-LINE?

LRAP Pilot ROI Calculator Typical  
First-Year Results

Your ROI 
Estimate

Number of students in pilot 
(We recommend 25-75)

Number of students gained due to LRAP offer 
(On average, 68% would not attend without LRAP)

Net Revenue per Student 
(Average of current clients)

Revenue Earned for LRAP Students 
(Students who would not have attended without LRAP)

LRAP Fees 
(Average pilot fees are $1400/year)

Net Revenue for LRAP Pilot Students 

Total Net Revenue Through Graduation 
(The average student stays 3.3 years)

50

34

$15,000

$510,000

$70,000

$440,000

$1,452,000 
ROI = 529%

(A) ________

(B) ________
          68% x (A)

(C) $________
          Use your number

(D) $________
             (B) x (C)

(E) $________
           1400 x (A)

(F) $________
           (D) - (E)

(G) $________
           (F) x 3.3

You do the math. Use this worksheet to estimate your ROI from a pilot with LRAP.

What could you do with the additional students and revenue this year?


