
Annual
Report
2025





Dear Valued Stockholders,
On behalf of the Board of Directors and the entire leadership 
team at American Public Education, Inc. (“APEI”), I extend our 
sincere appreciation to our faculty and staff for their steadfast 
dedication to our students—their expertise and commitment 
are the cornerstone of our success. We are equally grateful to 
our approximately 109,000 students for choosing APEI to serve 
their educational journey, and to you, our stockholders, for your 
continued trust and support. 

As I reflect on 2025, I am proud of our financial results and the meaningful progress we made against our 
commitments. We believe we have established a stronger, more streamlined foundation for long-term 
growth and are better positioned than ever to deliver affordable, high-quality, relevant, and accessible 
education that transforms lives, advances careers, and strengthens communities. With leading positions 
in active-duty military, veteran, nursing, and healthcare education, we remain focused on executing our 
strategy and delivering sustained value to our stockholders.

•     Simplifying and Strengthening APEI: We continued to advance our mission and establish a very solid 
foundation for future growth. We redeemed all of our preferred stock, sold certain of our corporate 
buildings, and divested Graduate School USA. Significantly, we worked with the U.S. Department of 
Education to release the $23 million letter of credit and the growth restrictions that had prevented 
Rasmussen University from opening new campuses and adding new programs since before our 
acquisition. These actions meaningfully simplified our balance sheet, allowed us to refocus our 
resources on our three core institutions, and enabled a pathway to accelerate Rasmussen’s growth.

•     Expanding Our Healthcare Platform and Enhancing Student Outcomes: At Rasmussen University and 
Hondros College of Nursing (“HCN”), we continued to deliver enrollment growth and improve student 
outcomes. Rasmussen achieved its sixth consecutive quarter of year-over-year enrollment growth, 
ending the year with 15,900 students across 18 campuses in five states and online, while HCN grew to 
4,000 students across eight campuses. Rasmussen turned profitable in 2025, generating $4.1 million in 
segment income from operations in a swing of nearly $26 million. Rasmussen’s and HCN’s growth in 
2025 reflect the maturation of our strategy and demonstrate the earning power of these institutions. 
We continue to prioritize student outcomes that support achievement of career goals and delivery 
of a positive return on our students’ educational investment.

•     Improving Financial Performance: For 2025, consolidated revenue increased 3.9% to $648.9 million 
year-over-year, with each of our three institutions delivering revenue growth. In addition, net income 
available to common stockholders increased 151.6% to $25.3 million, adjusted EBITDA increased 
18.6% to $85.7 million, and diluted earnings per share increased to $1.36 from $0.55. Cash flows from 
operations increased 26.8% to $62.0 million in 2025, and we ended the year with $176.5 million of cash 
on our balance sheet.

Looking forward, I remain enthusiastic about our institutions and our significant opportunities as we 
complete our institutional combination and execute against our multi-year growth strategy. Each of our 
institutions is purpose-built to educate service-minded students in fields that are in high demand and 
resilient to disruption. Our strategic priorities for 2026 include:

•     Complete Our Institutional Combination: On March 2, 2026, we completed the merger of the legal 
entities that own and operate American Public University System (“APUS”), Rasmussen University, 
and HCN. We are working with the Department of Education and the Higher Learning Commission 
to complete the remaining step of the planned combination, which we expect to occur in the 
beginning of the third quarter of 2026. After 2026, we will report results in two segments: APU Global, 
our online education platform serving military, veteran, and service-minded students; and RU 
Health+, comprising Rasmussen and HCN. We believe this combination will allow us to leverage the 
strengths of each institution, operate with greater efficiency, and facilitate more direct collaboration 
across our campuses and online programs.



•     Expand Our Healthcare Education Platform: We expect RU Health+ to continue delivering enrollment 
growth and improving profitability in 2026, while maintaining quality educational outcomes. We 
are executing our “Fill the Back Row” strategy to drive high-margin growth from existing campus 
capacity and our “Leverage the Ladder” strategy to promote advanced degree progression across 
nursing and allied health programs. We plan to open two campuses per year as part of our four-
year growth strategy, addressing the large and enduring demand for nursing and healthcare 
professionals across the United States. Consistent with that plan, we are launching two new 
campuses in 2026: a Rasmussen University campus in Orlando, which is already enrolling students; 
and an HCN campus in Detroit, which we anticipate will open in early 2027. 

•     Accelerate APU Global Growth: Through American Military University and American Public University, 
APU Global serves approximately 88,700 active-duty military, veterans, extended military family 
members and other service-minded students. APU Global is the nation’s leading educator of 
active-duty military and veteran students and continues to generate strong operating margins and 
significant cash flow. We expect APU Global will accelerate its growth in the veterans and military 
families’ channels as we gain greater marketing flexibility.

•    Add New and Expand Existing Healthcare Provider Partnerships: We continue to seek new and  
expanded healthcare provider partnerships, such as those in place at HCN, which provide clinical 
training opportunities and a pipeline of employment for our graduates. Rasmussen University is 
actively pursuing similar employer and healthcare system partnerships, connecting our graduates 
with healthcare employers who are experiencing acute nursing shortages. These partnerships 
benefit our students, our institutional partners, and the communities they serve.

•     Strengthen Our Financial Position and Deliver Shareholder Value: We are proud of our achievements 
and believe we are well positioned for continued improvement and meaningful growth in the 
years ahead. We expect to build on our momentum through disciplined execution and a clear 
focus on driving revenue growth, expanding margins, increasing earnings, and a thoughtful capital 
allocation strategy. Notably, in March 2026, we completed a debt refinancing that will generate 
approximately $3.7 million in annual interest expense savings, and our Board authorized a $50 million 
share repurchase program. We aim to enhance enterprise-wide operating performance through 
the efficiencies of our planned institutional combination and continued execution of our multi-year 
growth strategy designed to drive sustained growth and margin expansion over time.

I am optimistic about APEI’s future and remain focused on executing our strategy to drive growth and 
create enduring value. Our leadership team is committed to strengthening our value proposition for 
students by fostering a supportive learning environment, empowering our faculty and staff, and making 
a positive impact in the communities we serve. We believe our priorities of completing the planned 
combination of our institutions, expanding our healthcare platform and enhancing our marketing 
strategy to accelerate military and veteran student growth position us to meet critical workforce needs, 
strengthen student outcomes, and enhance operational effectiveness, while delivering sustained value to 
our stockholders.

I look forward to updating you on our continued progress in the year ahead.

Sincerely,

Angela K. Selden

President, CEO & Director
American Public Education, Inc.
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GAAP NET INCOME AVAILABLE TOCOMMON STOCKHOLDERS
TO ADJUSTED EBITDA:
The following table sets forth the reconciliation of the Company’s reported GAAP net 
income available to common stockholders to the calculation of adjusted EBITDA for the 
years ended December 31, 2025 and 2024:

Year Ended Dec. 31,
2025 2024(in thousands)

Net income available to common stockholders

Preferred stock dividends

Loss on redemption of preferred stock

Net income

Income tax expense

Interest expense, net

Equity investment loss 

Depreciation and amortization

EBITDA

$      10,057 

      6,056 

          —   

$        16,113 

     10,419 

      2,127 

      4,407 

     19,303 

     52,369 

$       25,305 

         2,751 

         3,501 

$        31,557 

        12,148 

         4,230 

            —   

        16,148 

        64,083 

Loss on leases

Loss on assets held for sale

Loss on sale of subsidiary

Other professional fees

Stock compensation

Loss on disposals of long-lived assets

Transition services costs

Severance expense

Adjusted EBITDA

 3,715 

 1,618 

 -   

 2,217 

 7,668 

 383 

 3,798 

 530 

$      72,298 

              77 

         1,527 

         3,362 

         3,733 

         8,352 

            444 

            821 

         3,327 

$       85,726 






