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Chairman Owens, Ranking Member Adams, and distinguished members of the Committee, 

thank you for the opportunity to testify on "unfunded discounting"-a misleading tuition­

pricing practice widely used by colleges and universities that benefits institutions at the 

expense of students and p·arents who frequently do not understand the intentional vagaries 

of college pricing. My name is Lee Wishing, and I am vice president for student recruitment 

at Grove City College in western Pennsylvania. My institution does not practice unfunded 

discounting, but we compete daily in an environment wherein unfunded discounting is the 

norm. I want to stress that my testimony is my own, not that of my institution. I have a 

unique position with which to understand the nature of unfunded discounting because I 

am responsible for competing every day on behalf of Grove City College for freshman 

enrollment. It's tough competition out there. 

Understanding Unfunded Discounting 

What is unfunded discounting? Most universities without large endowments set their 

tuition prices well above their actual costs. This is done for three main reasons. 

• First, a high sticker price creates a potentially inflated perception of value.

• Second, it allows the school to offer impressive-looking scholarships to every

student, making them feel valued and desired.

• Finally, and most importantly, this scheme allows students to unwittingly fund

their classmates' scholarships.

It's important to note that this scheme is the norm in college pricing, and that most 

consumers do not understand it. Yet, higher education leaders, the associations we belong 

to, and the marketing firms that serve us do understand it. In other words, from my 

perspective higher education leaders and marketing practitioners know what is happening, 

but consumers do not. 

A simple example 

How does it work? Let's use a simple example. A university sets its tuition at a sticker price 

of $65,000, but its actual cost to educate a student is only $35,000. Therefore, it can give 

every student a $30,000 scholarship without losing any money. Everyone is a winner! But 
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