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Item 7.01   Regulation FD Disclosure.

On September 11, 2014, Michael Mathews, the Chief Executive Officer and Chairman of Aspen Group, Inc. (the "Company"), gave a
presentation at the SeeThruEquity Conference.  The PowerPoint presentation which was displayed at the conference is furnished as Exhibit
99.1. The Exhibit shall not be deemed "filed" for the purposes of Section 18 of the Securities Exchange Act of 1934 or otherwise subject to
the liabilities of that section.

Item 9.01   Financial Statements and Exhibits.

(d) Exhibits.
 
Exhibit
No.  Exhibit

   
99.1  Investor Presentation
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Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by
the undersigned hereunto duly authorized.
 
 ASPEN GROUP, INC.  
    
Date:  September 11, 2014 By: /s/ Michael Mathews  
  Name: Michael Mathews  
  Title:   Chief Executive Officer  
 



EXHIBIT 99.1
 

 S eeT hruE quity C onferenceS eptem ber 11, 2014  w w w .aspen.edu  A S P E N  G R O U P , IN C . 

 



 S A F E  H A R B O R  S T A T E ME N T   *  C ertain statem ents in this presentation and responses to various questions include forw ard-looking statem ents including statem ents regarding our opportunities and expectations from  the nursing education sector, and our strategic plans and projections. T he w ords “believe,” “m ay,” “estim ate,” “continue,” “anticipate,” “intend,” “should,” “plan,” “could,” “target,” “potential,” “is likely,” “w ill,” “expect” and sim ilar expressions, as they relate to us, are intended to identify forw ard-looking statem ents. We have based these forw ard-looking statem ents largely on our current expectations and projections about future events and financial trends that w e believe m ay affect our financial condition, results of operations, business strategy and financial needs. Im portant factors that could cause actual results to differ from  those in the forw ard-looking statem ents include com petition, ineffective m edia and/or m arketing, changes in the nursing industry w hich m ake having a degree less attractive, failure to m aintain grow th in degree seeking students, and failure to generate sufficient revenue. F urther inform ation on our risk factors is contained in our filings w ith the S E C , including the 10-K  dated July 29, 2014. A ny forw ard-looking statem ent m ade by us herein speaks only as of the date on w hich it is m ade. F actors or events that could cause our actual results to differ m ay em erge from  tim e to tim e, and it is not possible for us to predict all of them . We undertake no obligation to publicly update any forw ard-looking statem ent, w hether as a result of new  inform ation, future developm ents or otherw ise, except as m ay be required by law . 

 



 T H E  O P P O R T U N IT Y   *  T he for-profit education business m odel is broken; industry is ripe for change $1.2 T rillion S tudent D ebt B ubbleT uition rates have increased by 500% +  since 1980’sT his is an enorm ous business$23 B illion for-profit education sectorO nly 39%  of adults hold a college degree*N ursing expected to be a critical grow th driver in post-secondary education sector over next decade  *L um ina F oundation, June 2013 

 



 A S P E N  U N IV E R S IT Y  H A S  B U IL T  A  N E W B U S IN E S S  MO D E L   *  A spen U niversity offers w orld class online education at half the cost of its com petitors; com m itted to cash-based, pay-as-you-go educationA nnounced the ‘debtless’ education vision; “L et’s C hange H igher E ducation F orever” A spen U niversity passes on cost savings to students in the form  of Monthly P aym ent P lans S tudents can pay $325/m onth for a Master’s degree =  $11,700 (36 m onthly paym ents)S tudents can pay $250/m onth for a B achelor’s D egree =  $15,000 (60 m onthly paym ents)A spen’s prim ary focus is on expanding its N ursing school  

 



 T H E  N U R S IN G  D IL E MN A   *  C ritical N ursing shortage projected next decade (260,000 R N  shortage by 2025)D em and for R N s expected to grow  next decade as baby boom ers reach their 60’s and beyond More than 1 m illion R N s w ill reach retirem ent age w ithin next 10-15 years (average age of R N s is 47 years old); 525,000 replacem ent N urses expected, bringing the job openings grow th to 1.05m m  by 2022N ursing expected to be am ong fastest grow ing occupation in U .S . through 2022 --R N  w orkforce expected to grow  from  2.71m m  R N s in 2012 to 3.24m m  in 2022 (19% )U .S . N ursing schools turned aw ay 79,659 qualified applicants from  B accalaureate and G raduate program s in 2012 due to insufficient num ber of F aculty and classroom  sites**A m erican A ssociation of C olleges of N ursing R eport 

 



 N U R S IN G : T O T A L  A V A IL A B L E  MA R K E T  T O  2022  *  O N L Y  55%  O F  R N s H A V E  A  B A C H E L O R  O F  S C IE N C E  IN  N U R S IN G  (B S N ) D E G R E E  O R  H IG H E R 1.75m m  R N s is the total targetable m arket size to 2022 (3.24m m  w orkforce, m inus 1.49m m  of R N s that currently have B S N  or higher degree) $9,750* x 1,750,000 =  $17 B illion O pportunity*A m erican A ssociation of C olleges of N ursing R eport 

 



 A S P E N ’S  P R O G R E S S  IN  N U R S IN G   *  A spen’s Master of S cience in N ursing (MS N ) program  C C N E  accredited; B S N  decision this fallMS N  and R N -to-MS N  program s grew  from  inception to 886 students in 2.5 years (34%  of A spen full-tim e degree student body) O ther key program s include B usiness A dm inistration (B S B A /MB A ), E ducation (ME d/E dD ), C rim inal Justice (B S /MS ), Inform ation T echnology (MS  IM/IT ) &  P sychology and A ddiction C ounseling (B A /MA )  We’re already 40%  of the size of C ham berlain C ollege’s MS N  program  

 



 S T U D E N T  E N R O L L ME N T  T R E N D S   *  74%  of previous fiscal year enrollm ent grow th w as N ursing students  F Y ’2014 33%  Y /O /Y  S tudent E nrollm ent G row th 

 



 H O W A S P E N  O F F E R S  L O W T U IT IO N  WH IL E  A C H IE V IN G  H IG H  MA R G IN S   *  B est-in-class custom er acquisitionManagem ent’s expertise in Internet m arketing and lead generation led to vertically-integrating m arketingD o not utilize third-party lead gen firm sA ll A spen brandedA verage custom er acquisition costs of $705 is 1/6th the cost of com petitors (~ $4,000 - $5,000)C an continue to scale at low  custom er acquisition costsMay get even low er w ith continued expansion into very high dem and fields like B S N C om pletely variable teaching costs$160 per student course com pletionH igh-quality faculty – 61%  hold D octorate 

 



 O P E R A T IN G  ME T R IC S    *   Marketing budget decreased 28%  y/o/y (C Y  2014 to date) E nrollm ents up 15%  y/o/y (C Y  2014 to date) C onversion rate on all leads rose y/o/y from  5.2%  to 8.2%  (F Y  Q 4) C ost per enrollm ent dropped y/o/y from  $1,102 to $705 (F Y  Q 4) N ew  C lass S tarts are up 36%  since start of F Y ’15 (May 1); A verage tuition rate/course up 9%  C ourses paid through m onthly paym ent m ethods has risen to 26%  since March announcem ent 

 



 U N IT  E C O N O MIC S  A MO N G  B E S T  IN  S E C T O R   *  L ow  custom er acquisition costs and variable teaching costs create highly attractive unit econom ics – 70% +  G ross Margins at scaleA verage course com pletions per student enrollm ent is 8 =  $6,240 revenue (average $780 tuition/course today and rising)C ustom er acquisition cost =  $705 T eaching cost =  8 * $160 =  $1,280G ross P rofit/S tudent =  $4,255  

 



 IN N O V A T IV E  B U S IN E S S  MO D E L  N O W P R O V E N , T IME  T O  S C A L E   *  $5.4 m illion equity financing closed on 9/4/14C onvertible debentures retired on 9/4/14, payoff of $2.31m m C ash on B alance S heet as of 9/5/14: $3.5 m illionR evenue grow th rate of 30% +  this fiscal year (F Y ’15), expect accelerated grow th rate in F Y ’16 and F Y ’17 

 



 P R O V E N  MA N A G E ME N T  T E A M  *  E xperienced team  can deliver sustainable grow th and strong results w hile m aintaining high qualityC E O : Michael Mathew sB uilt revenues from  run rate of $6 Million in 2007 to$100+  Million in 2010 as C E O  of Interclick (N A S D A Q : IC L K )In 2011, Interclick sold to Y ahoo for $270 MillionH eld officer/senior exec positions at tw o other public com panies (A C O M, C K S G )E xtensive know ledge of internet m arketing industry C A O : C heri S t. A rnauldF orm er P rovost/C A O  of G rand C anyon U niversity (N A S D A Q :L O P E )C F O : Janet G illF orm er C F O  of A thena S chools, A sst. C ontroller of N Y N E X  C orporation C O O : G erard Wendolow skiF orm er V P , Marketing of A trinsic (D igital Marketing firm )E V P  Marketing: A ngela S iegelO nline Marketing Manager at G rand C anyon E ducation (N A S D A Q :L O P E )E xtensive experience in online lead generation and enrollm ent operations 

 



 E Q U IT Y  S N A P S H O T   * 

 



 Q U E S T IO N S  &  A N S WE R S   A S P E N  G R O U P , IN C . 

 




