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Item 7.01 Regulation FD Disclosure.

On March 16, 2020, Michael Mathews, Chief Executive Officer of Aspen Group, Inc. delivered a webcast presentation to certain members of the investment community. A
copy of the presentation is furnished as Exhibit 99.1 to this Current Report on Form §-K.

The information in Item 7.01 of this report, including the information in the presentation attached as Exhibit 99.1 to this report, is furnished pursuant to Item 7.01 of Form 8-K
and shall not be deemed “filed” for the purposes of Section 18 of the Securities Exchange Act of 1934, as amended, or otherwise subject to the liabilities of that section.
Furthermore, the information in Item 7.01 of this report, including the information in the presentation attached as Exhibit 99.1 to this report, shall not be deemed to be
incorporated by reference in the filings of the registrant under the Securities Act of 1933, as amended.

Item 9.01 Financial Statements and Exhibits

(d) Exhibits.

Exhibit No. Exhibit

99.1 Investor Presentation dated March 16, 2020




SIGNATURES

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: March 16, 2020 By:/s/ Michael Mathews

Name: Michael Mathews
Title: Chief Executive Officer




EXHIBIT 99.1
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ASPEN GROUP

IS AN EDUCATION
TECHNOLOGY COMPANY
WITH MISSION OF
MAKING COLLEGE
AFFORDABLE AGAIN

A ASPEN

Focused on high LTV nursing pregrams to
drive revenue-growth and margin improvement

EdTech platform drives low Custome g uisition
Cost (CAC}) that enables lower tuition rates and
monthly payment plans, while improving
student cutcomes

Targeting investment for future growth in
“Wnew pre-licensure campuses ( highest LTV
nursing program}, a $100 million cpportunity



EVOLVING OUR BUSINESS TO DRIVE GROWTH

2014 2018

Launches Monthly Launches Bachelor of Science in Nursing
Payment Plans for online pre-licensure program (PL-BSN) in Fho
= PL- BSN deliy the largest TAM
Shifts entire marketing Customer Acquisition Cost (CAC) and
focus to post-licensure highest Lifetime Value (LTV Asp
online nursing degrees for

g RNs

2011-2012

Michael Mathews appointed CEQ

¥ ndustry’s
only vertically integrated markating
platform designed to er Customer
Acquisition Cost (CAC)

AASPEN




The Bur

Statistics

estimatad in 20
demand for RNs will
grow by 15% over
the next decade to
~3.4 millign

High percentage of
RNs approaching
retirement age {
ovar 5 lso impacts

future demand

AASPEN

£5 COre reasons
fualing the nursing
industry h:

Baby Boomers' higher
d for health i

preventive
owing rates
of chronic diseases

TRENDS FUELING STRONG DEMAND FOR NURSES

-

consulting firm Me

found that the W.S.
needs to hire 2.3
million new health
care workers by 2025
to aid the country’s aging
population




NOT MEETING HIGH DEMAND

ACCEPTANCE RATES IN PRE- LICENSURE;@G‘EE PROGRAMS
i k.

LS. nursing schools
only accept 70% of
applicants creating
rait lists up to 2-3
yaars at public and
private institutions

Mursing appli are nursing schools
turned away due to turned away over
budget constraints and 56,000 qualified
insufficient resources - : applicants wh
faculty, clinical sites, . 1/3 of hospitals are
classroom space and challenged* to find
clinical preceptors 3 adequate nurses fill
open positions.

1T

the
are over 190,000
applicants annually

‘Cﬁ_\

AASPEN




NURSING - FASTEST GROWING ASPU STUDENT BODY

ASPU offers affordable nursing degrees from bachelor to doctorate, including
highly sought- after MSN-FNP and pre-licensure BSN programs

MNursing represents 84%of total ASPU student body

11,033

Nursing Student Growth Drivers:
* High m arket demand

* ASPU targeted marketing

* Affordable tuition

* Online degres manthly payment plan
minimizes student debt

Total Enroliment Nurelng Students

Q3 FY 20189 wQ3FY

AASPEN




EDTECH PLATFORM LOWER ENROLLMENT COSTS AND
IMPROVES STUDENT OUTCOMES

ol
Acquires highly
qualified leads

Wartically
Intsgratad
Student
Acquisition
System

CRM priositizes
sulreach La
prospects with
highest prabanility
of enrolling

AASPEN
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EDTECH PLATFORM DRIVES BETTER STUDENT OUTCOMES

Yoste
28

STUDENT
SATISFACTION

92%

AASPEN

I
ASPEN UNIVERSITY

RN TO BSN
GRADUATION RATE

76 %
As com parad to the EUL!-':iJ

f nursing

year institution

$

MONTHLY
PAYMENT MODEL

84

} alum ni
that graduat
financial aid*




EDTECH PLATFORM DELIVERS SIGNIFICANT SAVINGS
FOR ASPU NURSING STUDENTS

Salary uplift and expanded career options with a payback of one year or
less motivates student to enroll in ASPU programs and graduate

Aspen up, Inc. Com petitive Degree Offerings

ASPEN ! USU  AVERAGE* CHAMBERLAIN WGU  WALDEN CAPELLA

519,708
$22395
540,510 | Jor g 41080

MSH — FNF { USU) $41,208 [ : M A

AASPEN




TRANSFORMING THE COLLEGE FINANCING EXPERIENCE
THROUGH MONTHLY PAYMENT PLANS

Aspen is transforming the college education experience for students
looking to pursue higher paying careers that require advanced skills

i A

AFFORDABLE DEBT MINIMIZATION

{ERGETY Maonthly payment pla
d online student debt burden a

AASPEN




MONTHLY PAYMENT PLAN PROVIDES RECURRING CASH

Students Paying Monthly Tuition by Quarter”

7.028
6,633 028

Q3 2018 Q4 2018 Q2 2020

65% of active student body pay monthly
Monthly recurring cash of ovar S48 million*

Manthly paym ants are interast free and paid over a ficed pariod

A ASPEN




PRIORITIZE INVESTMENT TO ACCELERATE GROWTH

AASPEN

Focusing our spending and investment to
generate maximum long-term returns

LEVERAGE EDTECH PLATFORM
FOR HIGHLY EFFICIENT
MARKETING SPEND

One marketing dollar spent delivers
at least Bxrevenue

OPENING NEW PRE-LICENSURE
BSN CAMPUSES (WITH MSN-FNP
WEEKEND IMMERSIONS)

Our Pre- licensure BSN and MSN- FNP
program & del the highest LTVs of all
OUr Nursing programs




EFFICIENT MARKETING SPEND DELIVERS ATTRACTIVE ROI

Each marketing dollar spent returned 15X revenue on average, exceeding traditional
online education sector returns and on-par with a SaasS model profile.

Marketing Efficiency Ratio
Enroliments CAC? LTV?
Aspen University i 961 #4823
usu ! 1103 78204

M® Frogram

AASPEN




PRE-LICENSURE BSN CAMPUSES - $100 MILLION OPPORTUNITY

Aspen University's Pre-licensure BSN program
carries the highest LTV of all cur nursing programs

Targeting 12 campuses

nationally by 2024 : -
ey [y ~B00 active students Expected $9 million+

by year three per revenue run-rate per

Opening new campuses bt
campus campus

in Texas and Aorida in
CY 2020

A ASPEN




Year-over-year enrollment
growth of ~30%

Bookings forecasted to

FISCAL YEAR exceed 54% to over $102
2020 KEY METRICS million

Annual revenue growth to
meet or exceed 42%

Increasing enrollments in

highest LTV programs while

managing costs to achieve

B s -Ted EBITDA Adjusted EBITDA positive
for fiscal year 2020

A ASPEN
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STRONG BOOKINGS GROWTH AND INCREASED ARPU
FUELED BY HIGH LTV PROGRAM ENROLLMENTS

Total Enrollment . Total Bookings
B0 = L {in millions)

1748

Q3 FY20ia Q3 FY 2020 Q3 FYz019 Q3 FY2020 a3 FYz019 Q3 FY2020

*Baokngs are dedined by mubiplying LTV by new student enrcdments far each aperating wnit

A ASPEN




EQUITY SNAPSHOT

NASDAQ TICKER:
SHARE PRICE:

52 WEEK RANGE: $358 - §0D2
MARKET CAP: $1B7 Million
SHARES QUTSTANDING: 216 Million

MANAGEMENT & DIRECTOR OWNERSHIP: Yo

A ASPEN




Q3 FY'20 Income Statement

For the Quarter Ended January 31, 2020
Revenues
Cperating expenses

Opearating loss frem operations
Other incom e (expense):

Loss fram operations before incom e taxes
Incom e tax expense

Met |

Adjusted EBITDA




Q3 FY'20 Net (Loss)/Income, Adjusted EBITDA and EPS
for Consolidated and Subsidiaries

Consolidated
Met (Loss)iincome

Adjusted EBITDA

Net Profit/{ Loss) Par
Basic Share (30.8)




Subsidiary KPIs—Q3 FY'20 Ratios

Consolidated

Ratios as a Ratios as a Ratios as a
Percentage of Percentage of Parcentage of
Total AGI Revenue AU Revenue USU Revenue

tion and Amaortiza

Profit

Administ

A ASPEN




Q3 FY'20 Net Loss to Adjusted EBITDA Reconciliation

Net Loss ($2281052)
Interest income, net 57
Taxes

Depreciation and Am ortization

EBITDA (loss)

Bad Dabt Expanse
Stock- Based Com pensation
Non-recurring Charges

Adjusted EBITDA







