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Operator:

Jeff Noordhoek

Exhibit 99.1

Nelnet First Quarter 2008 Business Update
May 22, 2008
3:00pm CT

Good afternoon. My name is (Pam). And | will be yoanference operator todz
At this time | would like to welcome everyone t@tNelnet First Quarter 2008 Business Upd
Today's call is being recorde

All lines have been placed on mute to prevent aagkfround noise. After the spealeremark
there will be a question and answer sess

I would now like to turn the conference over to Nieff Noordhoek, President of Nelnet. Sir you
begin.

Thank you (Pam]

Good afternoon everybody. Let me start out todajsbying an apology. We did have some tech
difficulties this morning. We anticipated havingetball during our shareholdsrimeeting. And at ti
facility we were at it seemed as though obvioustyome on the phone could hear us. And s
continued with that meeting. And then decided tmrvene the call this afternoc

And then this afternoon we also had a technicdicdity in that the conference number, the tolle
number that was provided by the conference callotgpany was incorrect by one numt
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So we expect some more people to be joining hemd. 1Ahink weve got a fair amount of people
the line right now. So v re going to get going

Again | apologize for the technical difficultiesdy.
With me today are Mike Dunlap, Chief Executive ©éfi, Terry Heimes, Chief Financial Offic

And Terry and | are going to present some formalaiks that we presented today in the mee
We will probably do it a more — in an expeditiouamer than we did this morning. Since iél lo
of the stuff that you had seen or heard before. dgadly we thought the most valuable part of
call would be the question and answer at the

Before we get started let me read the forward lglstatemen

Please note that during the conference call we disguss predictions and expectations and
make other forward looking statements. Actual rssinl the future may differ from those discus
here perhaps materially based on a variety of factasteners should refer to a discussion of t
factors in the compar's Form 1K and other filings with the SE(

During the course of this conference call we wefler to a norGAAP financial measure that we re
to as base net income. Please refer to our Invédttations Web site at www.nelnet.com fc
description of base net income and the reconaliadf GAAP net income to base net incol

Now let me go through the presentation that wadahla today and | believe is up on our Web si
this point in time
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Really what we wanted to focus people on is to sk in time and think about some basics o
company before we go into some of the more prevadgrics that we want to talk about including
legislation, the implementation of that legislatiamd some other factors around the financials €
company.

So what we wanted to start with was to remind peegio we serve, what our customer base is,
we do, the products and services that we offer, Wwewdo it through our lines of business, how tl
products and services equate to our lines of basingnd then challenges and responses thatewe’
had going into the student loan market in theflastmonths

Let’s begin with who we are....although our producthset changed fairly significantly over the
few years and our diversification strategy has bdeking in, our vision, our mission and our ¢
values have not changed. So we want to remind pexfpihat those ar

Our vision is making educational dreams come t@u&. mission is to create a diversified educati
services company that will constantly deliver premsolutions and quality services. And of co
our core values have been a focus on customershgitiis a great place to work, and a focus or
associates

Being very clear and transparent with all of owksholders including our customers, our assot
and our shareholders has been a fundamental dertbigt we ve built the company aroun

And of course and lastly and most importantly igedsification of sources of revent
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We believe that our customer base is stronger tham. And our prospective customer bas
growing dramatically. Our customer base being sitgland their families in the K through 12 ma
as well as the higher ed market and the transjté@riods in betweet

Today there are over 55 million students in thenkotigh 12 market. And there are over 18 mi
students in the higher ed market. At the same tivaehave the cost of higher ed at every r
account rising at a rate faster than inflati

You also have the largest graduating class of bitool seniors in the history of the United St
coming out this month and going into the workfootcento college

So if you think about these dynamics there are @@million customers or potential customers
we may have delivered our product and servicedvie.find that schools, students and families
looking for better ways to plan, prepare and pay tfeir education. So that leads us into \
products and services we have to offer to all tfieselies and student

And if you had looked at the presentation on Pagéhére we have listed out the product life ¢
that we offer to students, ydufind all the various products and services wkeiofAnd | will not gc
through them today to expedite the process. Bedakisew a lot of you heard before. And theyin
front of your eyes right nov

But needless to say we have a very broad set angretiensive set of products and services th
offer to students, which separates us from a lobther education services companies or fin
companies out ther
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Terry Heimes:

So I'm going to turn it over quickly to Terry. Heboing to talk about how this equates into ougs
of business

Sure. And for those of you that are following aldnghe presentation as Jeff mentioned we h:
numerous set of products and services that spagdiheation life cycle. And weé depicted them ¢
the slide as throughout the education life cy

If you look on Page 7 of the presentation we abtustiow we deliver those product and serv
through our various business segments. We opardteei different business segments ranging
our first business segment being the Asset Geoeratid Managemer

If you were to look at Nelnet in 2004, the firstagyeve went public, we were really a student
finance company with the vast majority of our rewes coming from the assets in our asset t

In 2007 the amount of revenues contributed fromAsset Generation and Management sectiol
dropped to 42%. So we have significantly focuseddarersifying our revenue across our o
business segmeni

We do still have a tremendous amount of value & Asset Management segment. We ha
portfolio of $26.3 billion. Of that we have abou Billion that is match funded to maturity thath
generate a substantial revenue stream over itslg&cess of $1.4 billior

So we have a lot of captured value on our balaheets
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But in addition to that we'e expanded and diversified our revenue stream thrgoother busine
segments that have very attractive growth opparasias well as stability

If you look at our Student Loan Guaranty Servicthgt's really a very high volume transact
processing business that we service a $35.4 bitiatfolio including 25 of our owr

That high volume transaction processing businesssga tremendous amount of scale opportt
opportunities for efficiency. And the vast majordf those loans are subject to life of loan seng
giving us a tremendous amount of value generatitmthe future

We've expanded into the Tuition Payment and Campusnignee business. That now represent:
of our revenues

In terms of the market, we service in excess of milkon payment plans now. That again is a
high volume transaction processing business focosemhoving money and helping people tran
their business in order to pay for their educat

We've experienced a tremendous amount of growth iesxof 20% a year in the Tuition Payn
and Campus Commerce in terms of our revenue grofwid. in terms of the next segment we’
actually exceeded that in terms of the recent nesegrowth that we/e experienced in o
Enroliment Services segment, which is really fodusa planning, lead generation and cor
solutions.
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Jeff Noordhoek:

That's really a data management segment where lievbaveve got tremendous amount of gro
opportunity from the revenues. But we also haveoihortunity as we bring Peterserdnd CUnet,
couple of our subsidiaries, together in terms efdperating leverage that we can gain, we beliea
can grow the operating margin as we move forw

Then the last one is the Software and TechnicaliGss segment, which in addition to providing
software that we service on internally we provitdexternally. And there are a number of portfc
that use that software to provide their internaliséng activities.

So when we look at whathappened recently in the market the primary impas been on our As:
Generation and Management. Specifically on thatigroiof our portfolio which is not match fund
which is in our short term warehouse or is subjeetew origination

There has been some carry over or spill over impaour List Management business as well ¢
our Software Services. But the impact of the capitarkets and the impact of the student loan f
of recent months has really impacted our Asset &ioa. And caused some significant challel
for Nelnet, which w’ve been very proactive in addressi

So let’'s take a pause in our discussion about siifiemtion. Because we2 going to come back

that. And talk about what is going in in the studean business because it is getting a lot ohtitie
in the last few weeks and mont|

And to talk about the challenges of the businessneed to step back and describe how we ¢
where we are. And what we have done in responetohallenges. And then what has happe
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So on that front i8 important to note that we have over 18 milliodskor people enrolled in t
higher education market in this year. TherekXpectation that they will borrow over $87 biflio
Federal funds

Now you need to couple that with w’s happened in the credit markets and with recejidlion.

Historically in the credit markets the student Idemance company was based on a margin gen
to LIBOR to CP that had been very stable for maegryg to back. And if you look at the charts
we have in the presentation on Page 9 you wilkiseetha’'s been very stable over tirr

If you bring that forward to this Fall we all knowhat happened, which is legislation was pa
which cut roughly 70% of the value of all new stantdans originated after that point in time, ¢
that date actually

At the same time you had a credit market crisispeamng where the cost of funds quadrupled
month since between September and October up femensbasis points up to about 40 basis p
on a term ABS transactio

We believe we were very proactive in our responsgeich is we restructured the company
eliminate costs to be able to make a profit on f@ams going forward from that point in time. '
also virtually eliminated borrower benefits. We ibeé we were very market precedent leadin
setting in that endeavc

At that point in time people thought that the mankeuld correct sometime in early i@8, so in th

January and February timeframe. Of course if ystfiarward to January yolifind that that did nc
happen. In fact the capital markets crisis sevesegsened
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In January we decided to restructure the companinagssentially eliminating consolidation loan
that point in time and the positions involved wiltat to be very proactive in addressing the is
that were going on in the mark

Then fast forward to current times. And the mafkist got worse and worse and worse as w
know. And we can all see the public spreads on ABsactions from that point in time. And tl
peaked to over 143 basis points for us on onedcdius.

During this rapid rise of spreads in this capitarkets crisis we identified certain risks that vea lir
the business that v'd never had to face before. One of them was adityuiisk.

So at the height of the market at it's worsendss height being bad, we found ourselves with
$7.2 billion of assets in our warehouse lines efldrwhich were subject to a margin call in therior
of a mark to formula

We very proactively throughout the last couple abntins reduced that risk. We executed

securitization transactions as well as selling $otma third party. We took our loans down in
warehouse lines from $7.2 billion to $2 billion. &e think we were very proactive and improvec
liquidity position of the company significantly that period of time

Also during that period of time we used the capitat we have had, our strong capital positic

help us finance in the market by buying our own ocsdimate pieces or injecting cash int
transaction to make it wor
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As you know as rates rose it essentially becameodsiple to make a profit on any new |
originated after 10/1 given the current capital keés crisis

If you look at the chart that we presented, amslah Page 12 of the presentation, you will see
even the market had improved on our last transad¢tiche tune of about 30 basis points it was
unprofitable if you were to finance new loans ie tlurrent market crisi:

What was happening was all lenders were liningrughé country to get ready to stop making lo
Because you could not make money, make a profitot@o. And this was coming to a very qt
head.

And we felt like banks, finance companies, and \ad to offset over 50 lenders who had alre
exited the market. We felt like a massive crisiswaming if you couple the fact there are 18 nm
students, 72 million borrowers, FFELP borrowers and $86ibill of funds that need to
borrowed for the next upcomir 08, ‘09 seasor

The government reacted very quickly., the Congdidsand the President signing HR 5715 into
We dramatically or greatly applaud that move tednjiquidity into the systen

The Department of Education as you know had beeesnga broad set of powers to inject liqui
into the system. They came up with a short term fita the ‘08, 09 season which includes a put
a facility where you can draw at par at CP plus

And we found that those two things together althodg not create a lot of profit on loans the)
make originating loans profitable in the right cestucture. So therefore we believe that this
workable solution
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And to be specific Nelnet will participate in thé=EELP loan business. So we will continue
participate since we never exited. And we will ¢don¢ to focus on helping students go to scl
And in fact we will continue to make loans to aydent this year in the ‘08, ‘09 student — 68!
‘09 season no matter what school they g

So we think th¢' s a very positive set of events. And're very happy to announce th

That said, we believe that we will be working witre Department of Education to work on a n
permanent solution or at least a mid term solutiepond this year. And the details of that are g
be determinec

So that's what happened in our Student Loan Findosiess. And we're sure that at the endliwe’
have a lot of questions around specific to thaatBeems like most of the calls thaf re receiving

The important part is even if this had not happeifetthe solution had not been in place and we
exited the new loan origination business we stiVé a great business because of our strate
diversification which is working

So I'll turn it back over to Terry to talk about the noens on the year end and the quarter en
how our diversification strategy is workin

Terry Heimes: Sure. | think one of the things if you think abetat Jeff just covered there waswe faced a lot ¢
challenges in the first five months of the year aedlly the last four months of last year lar(
focused at the changes in the legislation andltheges in capital marke
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And we felt we took a very proactive approach im® of the things, some of our actions tha
took in order to position the company for the ldagn. So that was -we were very proactive in
short period of time

We feel weve been proactive ever since we went public to $amu positioning the company for
long term. And part of that positioning is reallgded on our diversification strateg

And you heard us talk a lot about the diversifizatiWe will continue talk about that. If we go b
to 2004, 71% to 72% of our revenues came from osgef Generation business. If we wer
accelerate that to 2007 t's down to 42% of our revenus

We experienced significant growth in our fee basedenues specifically in our Nelnet Busir
Solutions, which is our Tuition Payment and Cam@oesmerce segment as well as our Enrollt
Solutions segment. If we were to accelerate th#tedirst quarter actually 83% of our revenues €
from our fee based revenues versus our net interagiin.

And so weve experienced significant growth in terms of thecgntage contribution from our
based revenue

Now in the first quarter part of that was due te thop in revenue from our net interest margin. i
doesi't take away or shoul’t detract from our emphasis on continuing to foongliversification

One way to emphasize that if we look at the bottimm contribution from our fee based rever
compared to say 2004. By way of example if we labvlone of the pages on the slide, in 200-
earned $1.02 per share. In 2007 we actually made fram our fee based businesses in terms ¢
base net income contribution compared to the
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So when focus on what differentiates us from ounpetition? We believe we have differentia
from our competition in terms of our balance ststegngth.

We have $26 billion to $27 billion portfolio. Ninehine percent of that is government guaran
We've got a very strong capital base and $538 anilln equity. Weve captured value on our, exc
me, on our balance sheet. Of the $26 billion to Bflibn portfolio, $22 billion is match fund:
through maturity generating cash flow, future ctstv in excess of $1.4 billior

We've significantly improved our liquidity position.sAJeff mentioned at one point in time we
$7.2 billion in terms of our short term warehous®at's down to less than $2 billion. So we’
significantly improved our liquidity positior

We believe our earnings quality is extremely stro8mce we dort’ use gain on sale account
we're able to capture that value in the future asdhatity comes in from our portfoli

We dor't have dilutive equity instruments outstandi

We've continued to focus on growing our fee basanues. And wek focused on controlling ¢
operating expenses. Our operating expenses are #6%nto 16% quarter over quarter compare
last year. They're down on a run rate perspectearly 10%. So we'e focused on controlling ¢
operating expenses while growing our fee basedues
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Jeff Noordhoek

And lastly again focusing on the diversificationagégy, it spans the education life cycle. It rexd
our political and capital market risk’s really ant-cyclical in terms of economic downtut

We believe that as the -as students are looking for the right schools tagyaespecially in the:
challenging economic times, and schools are lookinghe right students we have the product
service set to help both sets of our customersviaide thereby generating value for Nelt

And we've focused our diversification in terms bétservice —product and services rather thar
the financial products. And by doing that we’'reduced our risk or our exposure to further ted
market disruption as it relates to tr

So we are not reliant on making student loans teegee value in the futur

That said the legislation has positioned us to inastin the education loan market. And so
believe that wale got some significant differentiation factorsitaglates to our competition. As w
as we look forward to some of the industry dynaraiecd company dynamic

Thank you Terry

So at this time | would like to open the line ugldrave the operator open the line up for ques!
which is really what we thought would be the best of time given the technical difficulties we

today. And again | apologize for the technicalidiffties we ve had.

And we'd like to open the line up for questiol
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Operator:

Carl Drake:

Jeff Noordhoek:

Thank you.

At this time | would like to remind everyone if yauould like to pose a question press star the
number 1 on your telephone keypad. We will pausgufst a moment to compile the Q&A rost

Thank you.
Your first question is coming from Carl Drake wilinTrust Robinson. Please go ahe
Thank you. Good afternoon. And thanks for the pres@n.

In terms of the new legislation if you could touah, you know, the new potential economics o
new legislation, how it might impact origination®igg forward, whether or not you would
involved in consolidation loan

And what the implications might be for, you knoyou would eliminate the need for warehc
lines that are renewing in June or maturing in Jansubstantially reduce those. And to what
maybe you could touch on the impact there as

Hey Carl and it's a multi-part question. So I'll ¢eet it all. And if | —we miss some of it you ¢
come back

The legislation does not address consolidationdo8o consolidation loans cannot be used, cani
funded in either of the facilities that the Depagtrhis proposing. So we will not at this point iimé
reenter the consolidation loan marlk
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Terry Heimes:

Mike Dunlap:

Carl Drake:

Terry Heimes:

Jeff Noordhoek

Carl Drake:

As it relates to the economics &arl, this is Terry. As it relates to the econonubsiously there a
still some details to work ot

But the proposed terms in terms of being ablertarfce at 50 basis points as well as providing th
does provide we believe sufficient spread that wallow us to continue to originate loans. W&’
made the statement that we will continue to origifaans on behalf of any student at schools a
the country. And we believe it is sufficient to geate value for us

| think it's premature right now to guesstimate witat's going to do from a volume perspectiv
think we'll be able to better answer that question threethsofiom now.

But it's fair to say, | mean i too early to say that you would, you know, | m#anking about wh:
you did in the first quarter. You had some, youwneome forward flow and some branding t—
from those channels that helped. It's safe to bay youte not looking to grow from the first quar
levels, you know, given the recent news on theslagon.

I think it's probably a little premature to see wisagoing to happen there. The key there thoughe
legislation does pick up loans after a date spe¢

And so, it really is on loans | think th're focusing on loans in tt'08, ‘09 lending seasol
So loans eligible would be the loans that origidatfter May 1 0*08 through June 30 ¢09.

Okay so the implications for the warehouse lindires maturing next month and also the pote
implications for the 10/1 loans that you have rigbtv?
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Jeff Noordhoek: Well so we expect to negotiate or wee'continuing to negotiate with our warehouse fwmeviders
We expect to come to an agreement on what thatauK like before the expiration and to conti
to finance those loan

And then depending on the terms of that facility weuld determine where we want to fund 1
loans. So they might be in that facility. They ntie under one of the government faciliti

Carl Drake: Okay. Okay just next question on — and thdhdrop back in the queue. In terms of your longn
view of self versus the direct loan program andtwha Administrations plans are. | know they he
certainly constraints in how fast they can growt.t

But what are the implications for, you know, youews after talking to the Administration on
FFELP versus FDLP and the, you know, the potemtiglact to Nelnet? And whether or not 1
could impact your very important fee based busieess well

Jeff Noordhoek: Sure Carl. The FFELP loan program definitely todkitain this credit crisis. Becausestvery publi
on a lot of schools going to the direct loan progra believe that the solution that theg’ put ir
place is temporary. So it solves the problem mketyl for the ‘08, ‘09 season — lending seasors, it’
for the next yeai

And then | think long term th encouraged that the Administration as well as bemof Congre:
have been publically stating recently that theydwel that both — i healthy to have both progra
in place to given students choice and schools eh
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Carl Drake:

Operator:

Mike Taiano:

Jeff Noordhoek:

And so I'm encouraged that people are looking at havingparegrams. And letting those progre
compete on their meri

So as far as we can look out it seems to be ppettitive. Obviously wet in an election year. Al
that will have an impact. And there are many thitigg will happen over —en this debate over tin
But | think it's too early to predict on what will happen longrteBut we are encouraged by re«
information that we found ou

Okay thank you

Thank you.

Your next question is coming from Mike Taiano w8hndler C Neill. Please go ahea
Thanks. A couple questior

I guess first are you guys going continuewell | guess are you going to originate only throymui
internal brands or at this stage? Or will you coméi to use the branded and forward -
relationships’

And then second on the — when you say fariginate loans to any student or any schoolsdiba
suggest that the —that students that you would have not originatecpiteviously? You woul
probably put those loans to the government? Ishtbatit would work?

Well to answer your question on the branding foovllow we would expect to use all of «
channels to continue to bring loans into the corgp&0 we do’t see any changing the
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Mike Taiano:
Jeff Noordhoek

Mike Taiano:

Jeff Noordhoek

Terry Heimes:

Mike Taiano:

Jeff Noordhoek:

Jeff Noordhoek:

And we believe that the intent of the HR 5715 waertsure access to students, to all students
we believe that the implementation of that at tlep&rtment of Education is -will be successful i
that measure. So we would anticipate to participate fund loans for any stude

Okay and..
And our options obviously flexible on thi

Okay and when you say ydutontinue use the branding and forward flow Wil pricing, in othe
words the premiums you pay on that be adjusted danaif?

| have...
Again that would —this is Terry. | mean that depends somewhat on sointbe details of ot
negotiations as we continue to work on our wareadise as well as the details of the var

legislative proposals

And so we will continue to focus on making surettive can generate loans at a sustainable
that we can make sure we can do it over the lomg.!

Okay.

We had renegotiated the premiums on all loansratgd after 10/1 with all of forward flow lende
And it appears given the premiums that we cot

...at the proposals so that we could put loans lmatkto the government that our forward f
channel could for the loans made between May 18 20@ September 30, 2009 will work with
current contracts
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Mike Taiano:

Terry Heimes:

Jeff Noordhoek:

Okay. And then just another question on, you kneffiectively if you have to, you know, utilize tl
you know, the ABS market once the, you know, theegoment proposal sort of pass

I mean what sort of spread do you guys need tangtite ABS market for this business to be,
know, profitable for you given where, you know, tsof the 10/1 spread -er post 10/1 spreads &
Do you have sort of a general, you know, numbéetims of basis points in min

| mean obviously as we continue to look at how wsiton the company our focus is on making
that we capitalize on our diversification strateggntinue to grow our fee based busines

We believe that the proposed legislation will allogito continue in the program for this period &
continue to focus on our diversification strate

As you look forward into the future, we would lofik spreads to go back to where they were pri
the capital market crisis. Thatwhen, you know, people were evaluating what wdadpen und
the new, the CCRA

So our focus is on making sure we continue to gifyerour company, capitalize on our busir
model, making sure that we position the compangetowe our students and schools in the co
year as it relates to the proposed legislation. tha’ s where we will focus our effort

| would say that after CCRA if capital markets st@dywhere theye at given the knowledge that
have now consolidation loans dbmhake sense under CCRA. And we think that for ragltern
solution in the FFELP program, part of CCRA if radit of it's going to need to be changed to n
FFELP along term viable progra
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Mike Taiano:

Mike Dunlap:

Mike Taiano:

Operator:

Robert Kirkpatrick:

Okay so | mean ¢ suggest even at 50 basis points over, which iis (fothe facility that th
government’s offering, you know, that potentiallyomdn’t work. And therefore maybe the o
reason that th’s working right now is because you do have sothefput option. Is that fair to sa

It's very marginal from a profitability standpoint.géts us to a profitability level that it makes s
to stay in the program for another year and sed Waapens with the capital markets. And see
happens with the government to see if we can comeavith a solution that ensures a long t
viability of FFELP.

But if it was 50 basis points for an ongoing basiasolidation loans doniork in that at all. And
would really make Stafford loans very marginallpfitable. Wed have to look at that and say dor
make sense to allocate towards that business tewiaedong term if thad’ where the capital mark
stay at.

Great. The's fair. Thanks a lo

Thank you.

Your next question is coming from Robert Kirkpalrigith Cardinal Capital. Please go ahe
Good afternoon

Could you go back to Page 15 and your little easitable breakdowr
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Jeff Noordhoek

Robert Kirkpatrick:

Terry Heimes:

Jeff Noordhoek

Terry Heimes

Sure.

I'd like to understand a little bit more about wisain the corporate activities and overhead line
— number one. Number two, why is which not allocat&ad number three, why has the spendin
that more than doubled in the 2004 to 2007 time&pfease’

Sure. This is —the corporate activities and overhead is really arg type of accounting, humr
resources, communications, facilities and technolo

And legal.
...and legal

The primary area or reason for growth is reallydh@wvth and expansion that we had as a compe
terms of number of locations, the investment thatver made in some of our technology that
spanned the various product and service offe

The reason we keep that ir-terms of looking at how that can allocated. Tteat be allocated ir
number of different manners. It could be allocaped rata. It could be allocated by headcour
could be allocated a number of different we

In order to make sure we can evaluate the perfocmaf our businesses thatvhy we keep that
part of the corporate activities and overhe
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Robert Kirkpatrick:

Terry Heimes

Robert Kirkpatrick:

Terry Heimes

Robert Kirkpatrick:

Terry Heimes:

Robert Kirkpatrick:

Terry Heimes:

And again the primary for reason for growth hasnbide expansion of our locations, the expansi
the type of the businesses, the expansion of drasitnucture and the expansion of our investmen
our technology

And but if | look at the number of $1.63 comparegour base net income that essentially wiped
out.

I’'m sorry could you repeat the

If 1 look at the $1 —the 1.63 in corporate activities and overhead i@728nd | compare that Ic
from that expense to your adjusted base net indoone fee based businesses that essentially
that out.

And a large portion.
Is...

...of that infrastructure, technology investmentcetera is dedicated to or would be allocateché
Asset Generation and Management portion of oumiessi

Okay. And if you after a year decide that for whatereason the long term solution to you stayir
that Asset Generation and Management businesscessary does that mean that we would e
the spending on corporate activities and overheatme down substantiall

Yes. We have — and part of our restructuring thetver gone through has been a focus on redi
expenses. And a portion a-large portion of that would be to the Asset Gatien and Manageme
component
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Mike Dunlap:

Terry Heimes:

Mike Dunlap:

Robert Kirkpatrick:

Terry Heimes

Robert Kirkpatrick:

Part of the carry over or whatever would be som#neflonger term investments in infrastructure
would be recognized as, you know, in accordancé wie revenue that would be generated
recognized over time as we

But we would expect to see the corporate activisiestion come down over time as we restrus
and focus on cost containme

Terry it might be helpful if you quantify what ttanualized run rate decrease is on expenses
the fourth quarter to the first quarter of this iye&nd tha's a big chunk th’s not in the restructurin

Sure we've — | mean from a standpoint of we'experienced a decline in terms of run rate a1
operating expenses of nearly 10%. And, you know,been about $10 million. In terms of run
it's close to 17 million compared to the quarter auearter compared to last ye

So on an annualized basis it's over $60 milliont thae've decreased expenses with the
restructurings, the one done in September andrteelone in Januar

Okay.
Which originally we were anticipating at 25 to &b we' re where we thought we would t
Yes okay.

And then you mentioned in your remarks that you &&P6 billion portfolio and 22 million of tk
was match funded to maturity. And that that woulchgrate 1.4 billion over the lifetime. Whathe
average duration of that portfolis
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Terry Heimes

Robert Kirkpatrick:

Terry Heimes

Robert Kirkpatrick:

Terry Heimes

Robert Kirkpatrick:

Operator:

Sameer Gokhale

Say tha— excuse me

You mentioned in your remarks that you had a $8®biportfolio of which 22 billion was mat
funded to maturity

Yes.

You further said that that match funded to matuptyrtion would generate 1.4 billion over
lifetime of those loans

Yes. And the average duration of that would be seege in the seven to ten yee
Great. Thank you so muc

Thank you.

Your next question is coming from Sameer Gokhalklh WBW. Please go ahes
Hi. Thank you.

You know just a question | had on the option that yhave. You either to sell loans to
government or to have them funded by the ti

Given your decision to suspend the dividend in pitdeconserve liquidity is it safe to assume
you were— would opt to sell the loans rather to fund themdgrear? And at some point then me
refinance those loans in the ABS market shouldB8 markets normalize
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Jeff Noordhoek:

Sameer Gokhale

Terry Heimes:

Sameer Gokhale:

Like in other words which of the two options arauyffinding more appealing at this poir

Our intention would be to fund the loans in theilfgg earn the spread and the servicing reve
determine where the capital markets are at theoértde term of the facility and then decide if
would put the loans or nc

Okay. Tha's helpful.

Then the other thing is on Slide 7 where you braatkthe revenue contribution share. If you wel
look out three years or so where do you see thgebigincrease in that revenue contribution
coming from~

Obviously our focus is on — is going to be on gnogvall areas of the business. As | indicatedvere’
experienced a significant amount of growth in teofisur Tuition Payments, very solid growth.
largest growth area for us has been the EnrollrBentices. And that is probably where we wq
expect to see the largest growth come fr

Okay. And then | want to just, you know, see ifrthevas any talk about the Department of Educ
potentially rolling out some technology platformatiwould allow schools to easily switch betw
the direct loan program and the FFEI

Is there something like that in works that you ntiave heard of? Just be curious to get
thoughts if you heard anything along those lit
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Jeff Noordhoek

Sameer Gokhale:

Mike Dunlap:

Sameer Gokhale

Operator:

Matt Snowling:

Jeff Noordhoek:

We've heard something like that is in the works. Bathvave no definitive knowledg

Okay and if that is implemented do you have a vi@wpas to how that may or may not affect
current, you know, origination stream? You knowwtechools might be likely to react in that sot
situation if that is rolled ou

Well one of the things that got passed with CCR& & the student should have an option, a ct
And with most schools under the direct loan progthay dor't have a choice

And | think if kids are given a choice between mefthe loan directly from the government or on
the FFELP providers | think that'be very positive for the FFELP program. Becaud@irk mos
students would rather work with a private provittean the Federal government direc

Okay tha's helpful. Thank yoL

Thank you.

Your next question is coming from Matt SnowlinglwiBR Capital Markets. Please go ah

Yes hello. Hello

In terms of the government plan do you have a sasge how those loans would be serviced,
know, if you exercise the put back in the governta

There — Matt theres a lot of debate that has gone on around thag.is3hbviously we believe tha
is in the best interest of the student that theiseig would stay with the original servicer of ttoar
as to not to split the borrower up over time sitiie is a one year facility
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Matt Snowling:
Jeff Noordhoek

Matt Snowling:

Mike Dunlap:

So as an industry obviously we believe that theisieig should stay with the original servic

I can tell you that the Department has said thatt igsue is still open and will be decided uponn
the details come out on the overall facil

But yol're still comfortable originating a loan without kmimg what the result of servicin(

Yes.

Okay. And, you know, in terms of application gron@an you give us any sense of, you know, '
those levels are running at right now? And mayHatla bit of color on the preferred lender
request

With respect to RFPs that we filled out we fillegt in the 2007 school year | think less than 50d
this year there were close to 500. And the inigilirns on those were roughly 56% of those RFF
were winning. So w're being put on the lender list up through theentrday.

As we look at actual portfolio, the amount of loghat we originated we were very proactivi
telling the market that we were not going to buywdd fees. And we reduced our borrower ben

considerably compared to all of our competiti

They recently in the last 30 days eliminated th@irfees and eliminated most of their borra
benefits.
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Terry Heimes:

Mike Dunlap:

Matt Snowling:

But during that time from October 1 until March whthey didnt do that we saw a decrease in
applications to the tune of roughly 30% during tirateframe.

What will happen on a go forward basis, weehad schools contact us and say you were up \ribin
us. We appreciate that. We’going to put you back on our list and have yeuobe of our ma
lenders. Because you told us this is what was gaiigappen and it happen

So time will tell how we do for the full yee

| think the important piece there is our focus dwetsification was to reduce our reliance on
guote unquote loan program portion of our busin&asg. we ve been able to do th:

You know, the reduction in applications was expées we reduced our borrower benefits. We
able to maintain the valumpture on our balance sheet. And we continuedosfen growing the f
based portions of our busine

Where the legislation or the proposed program taltle us is really to be determined over the
few months

We were also very proactive on restructuring owiless so it made economic sense. And we
reduced by almost 700 FTEs since October 1. Andesleced our sales team from close to 2(
today we're roughly around 30. And that is a sigaifit change when you look at where rgea
currently or where we were at a year ¢

Okay thanks. Th’s helpful.
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Operator:

(David Golupter):

Terry Heimes

(David Golupter).

Terry Heimes:

(David Golupter):

Thank you.

Ladies and gentlemen the floor is still open foesfions. If you would like to pose a question
may press star followed by the number 1 on youchdone phone at this tim

Thank you.
Your next question is coming from (David Goluptei)h Emerson Capital. Please go ahe
Hi | just had a couple of follow up questions og@45 to make sure | understooc

One of the other callers asked about the corpaetigities and overhead and thought it was a
back to the adjusted base net income. And the-way | read this the revenue is added up. Art
you take out the corporate activities and overtggd you to the adjusted base net incc

Thar's correct

Okay.

Where he was saying if -the question was if we apply 100% of that corpoeattvity to the fe
based revenues. But obviousl's not.

Right. Okay.

And so then the next question is it looks like the based business is yoe’been growing at a r:
of more than 25% in the earnings the last few ydarthere any reason that woultdodntinue for th
next few years given the top line growth and opegdeverage in those business
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Mike Dunlap:

(David Golupter):

Mike Dunlap:

(David Golupter):

Mike Dunlap:

(David Golupter):

Mike Dunlap:

Terry Heimes:

Some of the growth that you see in the fee bassihéss was due to acquisitio
Okay.

And so the core growth rate is significantly lowean 25%. And those fee based businesses wo
more in the low double digit area is what our taige

On top line or bottom line or bott
Both.

Okay. And I'm sorry just if you could refresh me on how muchtloé corporate activities a
overhead is going to go away from the restructuscatiyities yor ve taken”.

Wha's it Terry?

As we indicated the — our expense reduction remllyargeted 25 million to 50 million. Wee
experienced on a run rate're down about $10 million compared from fourth deato first quarte

One of the things | did want to add a little bitaaflor on to Mikes comments in terms of the groy
of the fee based business
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We have experienced if you look at each one ofdbebased business they’slightly different. An
their growth opportunities are a little bit diffete

We have experienced, if you look at our Loan Sémgi@and Guaranty function that has, you kr
we’'ve experienced a run off of our external third paervicing portfolio. We expect solid margin:
that area. And we see some growth opportunity lsecadf the change in legislation. But we
experienced a decline the

In terms of our Tuition Payment and Campus Commerednave exceeded 20% growth in termrr
both top line. And because of the increase in djpgranargin in each of the last three yearsuse’
experienced a greater than 20% growth in termaipbottom line

As it relates to the Enrollment Services sectionwseactually experienced tremendous growl
revenue. Some of that has been through acquisiiohwe experienced greater than | believe
growth in top line revenut

The bottom line revenue in the Enroliment Servitteg margin has before the acquisition of Cl
and Peterson’s was much broader. After the acensdf CUnet and Peterson’s thatheen in th
low single digit contribution margir

We believe that we can, as we take advantage ofpbeating leverage, continue to grow that.
thars going to drive the bottom line growth the

The Software Services we experiencedwe- believe we will experience some challenges wht
change in legislation. You know, and so that isgmihg to be as subject to growth in the futurdl
we develop additional products. But’ve experienced very solid margins in that a

So | wanted to add that color. Because it’s eelitilt -you have to look at each one of the busine
separately
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(David Golupter):

Terry Heimes

(David Golupter).

Terry Heimes

(David Golupter):

Terry Heimes

(David Golupter):

Terry Heimes

(David Golupter):

Jeff Noordhoek

Terry Heimes

Okay thanks. And then just in terms of the restring it's 10 million run rate a quarter or for
year?

That— our run rate from fourth quarter to first quartasstbeen about a $10 million decreat
Okay.
or about 10%. And so we believe're, you know, on track for where we want to

So it would be about 16 cents or 17 cents a shane the restructuring? A reduction in the corpc
activities and overheac

I have not done that math. You knov’s going to be..

Okay.

...somewhere in the $10 million a quarter is whee're at right now

Okay. Oh so that would be $40 million into yourra8lion shares and then tax effecti
Correct we have 49 million.

Forty-nine million shares outstandin
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(David Golupter):

Operator:

Robert Kirkpatrick:

Terry Heimes:

I’'m sorry. Yes. Okay thank yo
Thank you.

Your next question is coming from — st'a follow up question from Robert Kirkpatrick w
Cardinal Capital. Please go ahe

Thank you.

One of the transactions that ywa’done year to date involved the sale of somesloAnd | wa
wondering if you could walk through the rationatisa of why they were sold, the level at wt
they were sold. And | understand that there wersesservicing rights that came with the sale.
was wondering how you could perhaps attribute vidubat portion of this transactic

Actually the — as we were -and Jeff outlined in terms of the presentation.h/ttite capital mark
disruption one of the things that we identifiedf@t was important to us was to manage our liqy
on our balance sheet as it relates to, you knowwanehouse line

We chose to sell a portion of the loans that warthe warehouse line. We did about a 4% los
about $50 million total, 47/2 million total loss on the portfolio as we wéoeking at managing o
overall liquidity position on the balance she

In terms of the servicing, rather than retaining $lervicing rights we actually the loans are life «
loan serviced by us. So the buyer kept them witiounservicing. And so we will continue to e
servicing revenue over the life of that portfolionsewhere in the tune of $2 million to $3 mill
annually. And that will be a shift from really imt&l servicing revenue to external third p
servicing revenue
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Robert Kirkpatrick:

Operator:

Sameer Gokhale

Thank you.
Thank you.

Your final question is a follow up question comifrgm Sameer Gokhale with KBW. Please
ahead

Hi. Thank you.

You know, my question was -is perhaps a difficult one to answer. But | wantagk it anyway
Because'd love to get your perspective

And, you know, the question is essentially, youwnahen we look at the underlying, you kn
fundamentals of the business, you know, growthniro#ments, et cetera, obviously they are ¢
favorable.

But there have been, you know, quite a few cha#lenon the legislative front. You know, you
(unintelligible) operations also that you had tatsHown. You know, there have been a seri¢
these, you know, recurring charges as you guys teesdstructure the busine:

But going forward it's going to be — it seems likes all about execution as you continue to dive
into your fee based business

So, you know, from a cultural standpoint | mean Hwawve things progressed so far? And how dc
see them progressing going forward? | mean hasttiere of the company changed to be just
focused on execution going forward? And making saewin in the marketplac
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Jeff Noordhoek:

Sameer Gokhale

Operator:

Because, you know, wee seen now for quite a while just a series of gesrand other kind
negative news affecting the sto

So I'd just love to get your thoughts on that. If youd®any changes to the compensation strus
et cetera, to get people more focused on winnirtgermarketplace if you wil

| would tell you that I'm extremely impressed thdtare of the company and how we’ weathere
the challenges that have hit us. A lot of thesdlehges have been, you know, completely exterr
us. And we had to react to the

| believe we have a very innovative culture. Antoelieve part of the success of Nelnet all along
been our ability to change faster than the maikistink we have proven that over and over aga
how we are so market precedent setting. And howreast to the events that occur and
transparency around those isst

So from a cultural perspective | think we’'done an amazing job of retooling the companipdos
on innovation and diversification of revenue. Aethame time recognizing that we have a

competitive advantage in the FFELP market as l@ifp@ FFELP market continues to wc

Okay thank you

Thank you.

There are no further questions at this timd.like to turn the floor back over to Mr. Jeff Notwoel
for any closing remark:
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Jeff Noordhoek

Thank you operato

Well again | want to deeply apologize for the tedlogical issues that we had earlier today ande
start of the call. We will rectify those in the tué.

I want to end with what excites us as managememitabe company and the future of the comg
And | would put them down into two broad categorigsh subcategories underneath tt

But what excites us is the education industry dyinanAnd | would say that those dynamics in e
way you at them equate to opportun

The other thing that excites us are the commadyhamics. And the value that we can genera
our shareholder:

And so under the industry what excites is we se@eease in customer base at the largest it eas
been in the history of the United States and grgwilfe see the cost of education continuing tc
and the need for our products and services comigntai grow greater and great

We see the complexity of that education systemirgettnore and more complex. Therefore
demand for our products and services are also ggir

Again there has been a significant amount of chamgkdisruption in the FFELP loan industry.
we have always proven that when there is change fkeopportunity. And we see that opportu
and have had the ability to capitalize on that opputy.
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Operator:

There has been some positive legislation develosrard momentum. And we think that does
fix, you know, an acceptable fix for the loan besis for the 08,09 seasor

And with the company we are very proud of our groyviliversified revenue stream. Our strateg
that front is working

We have captured future value as Terry stated. #ve lover $1.4 billion annuity stream comini
on our existing portfolio that is match funded. ehave significant scale and on our platform g
that we own a $27 billion portfolio and we servig85 billion. We think that dramatically improy
our position in the current marki

And again we’'ve been at this for 30 years. Véebeen servicing loans for over 30 years. Anc
ability to execute we believe has been proven thetrperiod of time

So again | want to thank you for participating fire tcall. And we appreciate to working with yoi
the future and hearing from you in the future. Ahdnk you for all yowe done for the company
this period of time

Have a great da

Thank you.

And this concludes today’s NelnetFirst Quarter 2008 Business Update conferendeYoali may
now disconnect your lines. And have a pleasantiage

END
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nelnet

FORWARD-LOOKING STATEMENTS

This report contains forward-looking statements and information based on management's current expectations as of the date
of this document. VWhen used in this document, the words “anticipate,” “believe,” “estimate,” “intend,” and “expect” and similar
expressions are intended to identify forward-locking statements. These forward-looking statements are subject to risks,
uncertainties, assumptions, and other factors that may cause the actual results to be materially different from those reflacted
in such forward-looking statements. These factors include, among others, the risks and uncertainties set forth in the “Risk
Factors® section in the Company’s Annual Report on Form 10-K for the year ended December 31, 2007 and changes in the
terms of student loans and the educational credit marketplace arising from the implementation of, or changes in, applicable
laws and regulations, which may reduce the volume, average term, special allowance payments, and costs of yields on
student loans under the FFEL Program or result in loans being originated or refinanced under non-FFEL pmﬁﬁrams ar may
affect the terms upon which banks and others agree to sell FFELP loans to the Com argr. In addition, a larger than expected
increase in third arty(r;cunsulidatiuns of the Company's FFELP loans could materially adversely affect the Company's results
of operations. e Company could also be affected by changes in the demand for educatonal financing or in financing
preferences of lenders, educational institutions, students, and their families; changes in the general interest rate environment
and in the securitization markets for education loans, which may increase the costs or imit the availability of financings
necessary to initiate, purchase, or carry education loans, losses from loan defaults; changgs in prepayment rates, guaran
rates, loan floor rates, and credit spreads; the uncertain nature of the expectad benefits from acquisiions and the ability to
successfully irlta%rr]ata operations; and the uncertain nature of estimated expenses that may be incurred and cost savings that
may result from the Company's strategic restructuring initiatives. The reader should not place undue reliance on forward-
locking statements, which speak only as of the date of this document. Additionally, financial projections may not prove to be
accurate and may vary matenallgi The Company is not obligated to publicly release aTﬁ revisions to forward-looking
statements to reflact events after the date of this document or unforeseen events. Althou e Company may from time to
time voluntarily update its prior forward-looking statements, it disclaims any commitment to do so except as required by
securities laws.

Mon-GAAP Financial Measures

Adjusted base net income is GAAP net income excluding derivative market value, foreign currency, and put option
adjustments, amortization of intangible assets, compensation related to business combinations, variable-rate floor income,
discontinued operations, the special allowance yield adjustment on certain loans that eamed a minimum yield of 9.5%, the net
setilements received or paid on those derivative instruments used to hedge the student loans that were eaming 9.5%, and
restructuring and legislative charges. A reconciliation of GAAP net income to adjusted base net income can be found in the
supplemental financial information enline at www.nalnetinvestors.com.,
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WHO WE ARE Deinet

While much has changed, many things remain the same.

Vision
Making educational dreams come true.

Mission
Nelnet, a diversified educational services company, will
consistently deliver premier solutions and quality services.

Core values
» Customers
» Associates
= Communication
» Diversification




WHO WE SERVE — OUR CUSTOMER BASE @slinet

Annual Cost of Higher Education
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Students and families are looking for better ways to plan, prepare,

and pay for their education. Schools are looking for efficiencies.
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WHAT WE DO - OUR PRODUCTS AND SERVICES

nelnet

« Our products and services span the entire education life cycle.

« Student loans are only one (and shrinking) component of our total product set.

K ° 10 11 > 12 Transition College Graduate Career
T o ———
529 Grant and aid Practice tests College match Campus commerce  GradPLUS, Stafford
plans assessment Coaching Affordability analysis Actively managed and private loans
Actively managed _Guunseling Scholarship searches payment plans Student loan servicing
payment plans List generation Essay editing Envollment managament Guaranty agency
Admissions Schalarship searches SEViGes
Applications Stafford, PLUS and Debt management and
Military testing private loans collection services
List generation Student loan servicing Régurmé writing

Guarantee agency services
Essay editing




HOW WE DO IT - OUR LINES OF BUSINESS

42% of
revenues

Partfolio
Management

Gemeration

30% of
revenues

FFELP

Private

Guaranty

1

[] Asset generation segment

7% of
revenues

elnet

[ T
[N TTEE )

15% of
revenues

Caollege

[ Fee based segmeants

Planning

€% of
revenues

Software Sales
Lead
Genearation
Software
Development

Content
Solutions Technical

Consulting




OPPORTUNITIES IN THE STUDENT LOAN INDUSTRY

Higher Education Enroliment (millions) (1)
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CHALLENGES IN THE STUDENT LOAN INDUSTRY @"_EL:';}:

Student Loan ABS Funding Costs
140
The historical
student loan
finance
company
business model
was based on
rational credit
markets

120

100

ABS Spread to LIBOR
{in basis points)
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OUR PROACTIVE RESPONSE TO THE CHALLENGES @"_EL:';_:

Student Loan ABS Funding Costs

140
External events -

September 2007

= College Cost
Reduction Act

= Capital market
crisis hits

120

(in basis points)

& 8 8

Our response

» 1st restructuring

» Reduce borrower
benefits

ABS Spread to LIBOR
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OUR PROACTIVE RESPONSE TO THE CHALLENGES @‘L.!L:';ﬁt

Student Loan ABS Funding Costs

140
External events -
120 January 2008
= = Capital market
- P crisis accelerates
g % a5 at unprecedented
E § speed
E3 60
£ Our response
< » 27d restructuring
35 » Suspend
consolidation
originations
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OUR PROACTIVE RESPONSE TO THE CHALLENGES @elnet

Student Loan ABS Funding Costs

External events -

| March to May 2008

|| = Capital market

4 crisis accelerates
* Liquidity dries up

| for most lenders -

50+ lenders exit

market (15%)

160

-

ABS Spread to LIBOR
(in basis points)

i Our response
| = Use strong equity
e _ position to sell

e — ' and/or securitize
S S ESESELESL S $5.3 billion in

loans

S & 8 8

PEFFEEELL
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melnet

HOW OUR STRATEGY TO DIVERSIFY IS WORKING eyl
2004 revenues 2007 revenues
Neln;tmigxlgnmt N“'“;‘J:uﬁf:smg?
Melnet Technology  Nelnet Business  15% =

Solutions Solutions
2% T

Asset Generation Loan and Guarantee
and Managameant Servicing
72% 30%

rown from 28% to 68% of revenues

Loan and Guarantee
Senvicing
28%

Assel Generation
and Management
42%

Revenue contribution from fee-base
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HOW OUR STRATEGY TO DIVERSIFY IS WORKING Delnet

Revenue Diversification

2004 YTD Revenues 2008 YTD Revenues

Fee-based revenues Fee-based revenues

229 83%
E Net interest income

Net interest income

78% 17%

Fee-based revenues have grown from 22% to 83% of revenues.
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HOW OUR STRATEGY TO DIVERSIFY IS WORKING

nelnet

Earnings per share

FFELF related:

Asset Generation and Management

Loan and Guaranty Senvcing *
Total FFELP related

Non-FFELP related:
Tuition Payment Processing and Campus Commerce *
Enrollment Sendces and List Management *
Software and Technical Senices *
Total non-FFELP related

Corporate Activities and Overhead

Adjusted base net income

Adjusted base net income from fee-based businesses *

Years ended December 3,

2004 2005 2006 2007

£ 1.15 1.48 1.52 1.92
0.49 0.57 0.75 0.94
1.64 2.05 2.27 2.86

_ 0.04 0.14 0.22
(0.01)  0.07 0.12 0.14
0.0& 0.08 Q.10 0.13
0.05 0.19 0.36 0.49

(0.67)  (0.85)  (1.21)  (1.83)

P
£$ 102 ) 139 1.42 1.72

$ 054 0.76 1.11 143

In 2007, Nelnet earned more exclusively from its fee-based businesses than it did from the
entire company (including student loans) in 2004
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WHY NELNET? DIFFERENTIATION FROM COMPETITION " e'"'”

= Balance sheet strength
= $27 billion portfolio, 99% government guaranteed
= Strong capital base - $538 million in equity
= Value captured - $22 billion in loans generating > $1.4 billion in future cash flow
= Improved liquidity position - $1.9 billion in loans remaining in warehouse

= Earnings quality
= No gain on sale
= No dilutive equity instruments
= Growing fee-based revenues
= Controlled operating expenses

= Revenue diversification strategy
= Spans the education life cycle
= Reduces political and capital market risk
= Anti-cyclical in times of economic stress
= Education services rather than financial products (83% fee-based revenue in Q1)

We are not reliant on making student loans or the education finance business
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WHAT EXCITES US ABOUT NELNET’S FUTURE? Delnet

Industry dynamics = Opportunity
Increasing customer base - Largest in U.S. history
Increasing cost of education — Demand for products/services
Increasing complexity — Demand for products/services
Increasing change/disruption in loan industry - Opportunity
Positive legislative developments and momentum

Company dynamics = Future shareholder value creation
Growing diversified revenue stream — Strategy is working

Captured future value - > $1.4 billion annuity stream from existing
portfolio

Significant scale and platform — Ability to deliver
30 years of experience - Ability to execute
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