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    “Information That Works!”
 Key Formulas for Improving Financial Performance

There is no question that one of the greatest concerns for religious adult education programs is the issue of financial accountability. This includes making a profit, becoming financially self-sufficient, covering costs, contributing to the larger institution, controlling costs, and becoming more cost effective. The following are four key formulas and a process for more accurately budgeting your income and enrollments for an upcoming session. These formulas and this budgeting process are important to use if you want to program financially successful religious adult education sessions.
Key Formulas

There are four key formulas that are critical in analyzing and projecting enrollments and income. They are applicable to any kind of lifelong learning program with open enrollments (that is, promoted and marketed to an audience). 

The first key formula is Average Participants Per Class. It is the average number of people in a given class or course. This figure is the number of enrollments divided by the number of classes. 

An enrollment and registration is the same thing: one person taking one activity or class. If one person takes two classes, it is two enrollments. Do not include either canceled classes/events or registrations for canceled classes/events in the figure.  For example, if we had 1,000 people and 2,500 registrations for 250 classes, our Average Participants Per Class would be 10.

The second key formula is Average Class Fee. It is the average or typical class fee. It is the total income for a session or year divided by the number of enrollments. It is NOT the income an average class generates. It is what the average registration fee is. The best way to determine the average class/event fee is to divide the total registration income for a session or year by the total number of registrations for that time period. This is the method LERN recommends to calculate this statistic. For example, if we had $60,000 in income and 2,000 enrollments, our Average Class Fee would be $30. 

These two formulas are central to your financial planning. You want to know your average participants per class for your program as a whole, and then for each division within your program. 

The same with your average class fee. You want to know the average class fee for your total program and for each division within your program.



The third key formula is the Course Cancellation Rate. It is how many classes you cancel, on average. The class/event cancellation rate is the percentage of classes/events canceled in any given session due to insufficient registrations and any other factors, such as the teacher not showing up.  You find it by dividing the number of cancelled classes by the number of classes offered. For example, if you offered 200 classes and cancelled 20, your cancellation rate would be 10%. Again, this figure should be determined for your overall program and for each division. 

The fourth key formula is your Brochure: Participant Ratio. This is how many brochures it takes to get one registration. Again it is registration, not person. It is an important statistic in analyzing promotion, increasing the number of brochures distributed, and forecasting future

enrollments. To find the number, divide the total number of brochures distributed* by the number of enrollments. You can do this by session or by year. If you distribute 200,000 brochures and get 5,000 enrollments, our Brochure: Participant Ratio is 40:1. 

If you combine all your classes and courses into one brochure, you would have one figure for all your classes and courses. However, if you promote various divisions with separate brochures or additional promotions, you can also analyze this figure by division. 

*Brochures Distributed: An important statistic in analyzing promotion. This is the number of brochures actually distributed, not the number of brochures printed. The number of brochures distributed is measured per session. Only if the term is followed by “per year” would the figure indicate the number of brochures distributed annually. “Distributed” includes brochures mailed, put out in stores and shops (even if some of them were not actually taken), inserted in newspapers, given to teachers and others, and distributed from the class program’s office. The only brochures not included in this figure are brochures printed and kept bundled or otherwise not distributed. It also does not include any advertisements or other promotions not involving the actual brochure.

All four key formulas can be analyzed by session or by year. And another level of sophistication is to analyze each by the season or session of the year, because the figures may very well change from your fall session to your winter session, from spring to summer.  With these key formulas, you can predict your enrollments and income.

Budgeting Income/ Enrollments

Using our key formulas, you can now more accurately budget your income and enrollments for an upcoming session, as well as determine what you have to do in order to make budget.

1. In order to determine how many registrations you need, divide the income you want by your average class fee.

2. In order to find out how many classes you have to run in order to get those registrations, divide your number of registrations needed by your average participants per class figure.

3. In order to find out how many classes you have to offer in order to get the number actually running you need, divide the number of classes run by 1 – cancellation rate, and that will give you the classes offered. 

4. As a cross check on promotion, take the number of registrations you need and multiply by your brochure:participant ratio to find the number of brochures you need to distribute.  
The above can be done for your total program. But for even greater effectiveness, do it by division as well. Using the formulas specific to each division, you can then not only find out how many classes you need to offer but what kinds of classes you have to offer in order to achieve your financial goals. 

Conclusion

Adult education programming is becoming more competitive. Using LERN’s key formulas and budgeting process will help your religious adult education program better prepare for sessions. Besides giving staff better direction, you can also eliminate wasted time developing courses and events and wasted promotion dollars printing brochures not needed to reach your income goal.

Other Important Formulas
Average Income
Sometimes called the average income per person, this is the dollar figure the average participant pays in a particular session or year. To determine this figure, divide the total registration income for a session or year by the number of participants for that time period. For example, if a class program’s registration income for a session is $20,000 from 1,000 registrations coming from 400 participants, the average income per participant is $50. (Not to be confused with the average income per registration, in this case, $20.)

Break-Even Point for a Class/Event

The point at which an individual class’ income equals the expenses for that class/event, the break-even point for a class/event is figured as the registration income for that class/event, less all expenses, including teacher fee, room rental, promotion and indirect costs. To determine the promotion costs for an individual class/event, divide your total promotion costs (brochure, brochure distribution, advertising, etc.) for the session by the number of classes/events offered. To determine the indirect costs for an individual class/event, divide your indirect costs (staffing, office rent, etc.) for a session by the number of classes/events offered.

Drop-Out Rate

The drop-out rate is the percentage of participants who register for classes/events but are not in attendance at the final meeting. To determine this figure, divide the total number of participants who attend the final class/event meetings (if one person is taking two classes/events, count each class/event attendance) by your total number of registrations for the session.

No-Show Rate
This is the percentage of participants who register for one or more classes/events but do not attend the first class/event or any subsequent class/event. To determine this figure, divide the number of no-show registrations by the total number of registrations.

Participants Per Session
This is the number of participants or people who register for a particular session. It is NOT the same as the number of registrations per session. For example, if each and every one of 1,000 people registers for two classes/events for a particular session, the number of registrations for that session is 2,000, but the number of participants per session is 1,000.

Registrations Per Session

The number of registrations for a given session, not including registrations for canceled classes/events. It does include registrations for which monies were refunded for active classes/events. An average number of registrations per session would be the actual registrations for the class program’s last year divided by the number of sessions offered in that year.

Repeat Rate 
This is the percentage of participants in a given class session who also registered for the previous session. For example, a repeat rate of 65% means that 65% of your participants from last session also registered for your current session.
© LERN – This report is not to be reproduced outside the LERN member organization without written permission.

_1170127978

