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Special Note Regarding Forward-Looking Statements

This 2014 Form 10-K and the documents incorporated by reference herein contain forward-looking statements within
the meaning of Section 21E of the Securities Exchange Act of 1934 and Section 27A of the Securities Act of 1933, as
amended, which include information relating to future events, future financial performance, strategies, expectations,
competitive environment, regulation and availability of resources. From time to time, we also provide forward-looking
statements in other materials we release to the public as well as verbal forward-looking statements. These
forward-looking statements include, without limitation, statements regarding: proposed new programs; scheduled
openings of new campuses and campus expansions; expectations that regulatory developments, or agency
interpretations of such regulatory developments or other matters will not have a material adverse effect on our
consolidated financial position, results of operations or liquidity; statements concerning projections, predictions,
expectations, estimates or forecasts as to our business, financial and operational results and future economic
performance; and statements of management’s goals and objectives and other similar expressions. Such statements
give our current expectations or forecasts of future events; they do not relate strictly to historical or current facts.
Words such as “may,” “will,” “should,” “could,” “would,” “predicts,” “potential,” “continue,” “expects,” “anticipates,” “future,” “intends,”
“plans,” “believes,” “estimates,” and similar expressions, as well as statements in future tense, identify forward-looking
statements. However, not all forward-looking statements contain these identifying words.
We cannot guarantee that any forward-looking statement will be realized, although we believe we have been prudent
in our plans and assumptions. Achievement of future results is subject to risks, uncertainties and potentially inaccurate
assumptions. Many events beyond our control may determine whether results we anticipate will be achieved. Should
known or unknown risks or uncertainties materialize, or should underlying assumptions prove inaccurate, actual
results could differ materially from past results and those anticipated, estimated or projected. Among the factors that
could cause actual results to differ materially are the factors discussed under Item 1A, "Risk Factors". You should bear
this in mind as you consider forward-looking statements.
Except as required by law, we undertake no obligation to publicly update or revise forward-looking statements,
whether as a result of new information, future events or otherwise. You are advised, however, to consult any further
disclosures we make on related subjects in our Form 10-Q and 8-K reports to the Securities and Exchange
Commission (SEC).
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PART I
ITEM 1. BUSINESS
Overview
We are the leading provider of postsecondary education for students seeking careers as professional automotive,
diesel, collision repair, motorcycle and marine technicians as measured by total average undergraduate full-time
enrollment and graduates. We offer undergraduate degree and diploma programs at 11 campuses across the United
States under the banner of several well-known brands, including Universal Technical Institute (UTI), Motorcycle
Mechanics Institute and Marine Mechanics Institute (collectively, MMI) and NASCAR Technical Institute (NASCAR
Tech). We also offer manufacturer specific advanced training programs, including student-paid electives, at our
campuses and manufacturer or dealer sponsored training at certain campuses and dedicated training centers. We have
provided technical education for 49 years.
For the year ended September 30, 2014, our average undergraduate full-time student enrollment was approximately
14,400.
Business Model
We work closely with leading original equipment manufacturers (OEMs) in the automotive, diesel, motorcycle and
marine industries to understand their needs for qualified service professionals. Through our relationships with OEMs,
we are able to continuously refine and expand our programs and curricula. We believe our industry-oriented
educational philosophy and national presence have enabled us to develop valuable industry relationships, which
provide us with significant competitive strength and support our market leadership.
We are a primary, and often the sole, provider of manufacturer specific advanced training (MSAT) programs, and we
have relationships with over 25 OEMs, including the following OEMs and their associated brands:
American Honda Motor Co., Inc. Mercury Marine, a division of Brunswick Corp.
BMW of North America, LLC Navistar International Corp.
BMW Motorrad of North America, LLC Nissan North America, Inc.
Bombardier Produits Recreatifs (BRP) Inc. Peterbilt Motors Company
Cummins Rocky Mountain, a subsidiary of Cummins, Inc. Porsche Cars of North America, Inc.
Daimler Trucks N.A. Suzuki Motor of America, Inc.
Ford Motor Co. Toyota Motor Sales, U.S.A., Inc.
General Motors Co. Volvo Cars of North America, LLC
Harley-Davidson Motor Co. Volvo Penta of the Americas, Inc.
Kawasaki Motors Corp., U.S.A. Yamaha Motor Corp., USA
Mercedes-Benz USA, LLC

Participating manufacturers typically assist us in the development of course content and curricula, while providing us
with vehicles, equipment, specialty tools and parts at reduced prices or at no charge. In some instances they pay for
students’ tuition. Our collaboration with OEMs enables us to provide highly specialized education to our students,
resulting in enhanced employment opportunities and the potential for higher wages for our graduates.
Our industry partners and their dealers benefit from a supply of technicians who are certified or credentialed by the
manufacturer as graduates of the MSAT programs. The MSAT programs offer a cost-effective alternative
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for sourcing and developing technicians for both OEMs and their dealers. These relationships also support the
development of incremental revenue opportunities from training the OEMs’ existing employees.
In addition to the OEMs, our industry relationships also extend to after-market retailers, fleet service providers and
enthusiast organizations. Other target groups for relationship-building, such as parts and tools suppliers and enthusiast
organizations, provide us with a variety of strategic and financial benefits that include equipment sponsorship, new
product support, licensing and branding opportunities and financial sponsorship for our campuses and students.
Business Strategy
Our goal is to continue to be the leading provider of post-secondary education for students seeking careers as
professional automotive, diesel, collision repair, motorcycle and marine technicians and the leading supplier of
entry-level skilled technicians for the industries we serve. We intend to pursue the following business strategies to
attain this goal:
    Strengthen industry relationships    
Our relationships with leading OEMs are important to our business. We strive to understand the workforce needs of
our existing OEM partners to provide the quantity and quality of technicians when and where they are needed. We
have a dedicated account management team at our corporate level focused on managing those relationships and
developing new ones. We deliver value to these OEMs by functioning as an efficient hiring source and low cost
training option. These relationships give us direct input on the latest needs and requirements of employers, which not
only guides our prospective student recruitment, but also strengthens our curricula and our students’ opportunities for
employment and earnings potential after graduation. In addition, our OEM partners and their related dealers support
our students through manufacturer-paid courses, scholarships and tuition reimbursement programs. In the future, we
may be more selective about which OEMs we choose to partner with. This may lead to the cancellation of
relationships that do not result in the best outcomes for our students after graduation.

Recruit, train and identify employment opportunities for more students
Our student recruitment efforts are focused on three primary markets for prospective students and are conducted
through three admissions channels:
High School: Field-based representatives develop and maintain relationships with high school guidance counselors
and vocational instructors as well as students and parents.
Adult: Campus-based representatives serve adult career-seeking or career changing students via inbound and
outbound media.
Military: Our military representatives are strategically located throughout the country and focus on building
relationships with and serving the needs of transitioning soldiers and military veterans. Additionally, we have a
centralized team of military representatives who are dedicated to serving and assisting veterans throughout the U.S.
Our national multi-media marketing strategies are designed to drive new student growth by building brand awareness
and differentiation and generating inquiries from qualified prospective students.

We continue to optimize our national and local marketing initiatives, tools and systems with the goals of
cost-effectively achieving the optimal balance between generating a strong volume of inquiries from adult students
and maximizing the percentage of inquiries from students with a high propensity to attend UTI.
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We have implemented new processes, technology and tools to support our national network of admissions
representatives in responding to new student inquiries and keeping them engaged as they apply for, enroll in and start
school.
We regularly evaluate, update and expand our core and MSAT courses to align our training programs with current
industry requirements. We regularly evaluate program offerings, schedules and locations that are most appealing to
students and aligned with employer expectations. We provide relevant services to assist students with possible tuition
financing options, educational and career counseling, opportunities while attending school for part-time work and
housing assistance and, ultimately, graduate employment. Our national employment services team develops job
opportunities and outreach, while our local employment services teams instruct active students on employment search
and interviewing skills, facilitate employer visits to campuses, provide access to reference materials and assist with
the composition of resumes.
Improve educational value proposition and affordability
Educational value
Our strategy is to provide students with an excellent return on their educational investment by offering training that is
not typically available through other providers, is tailored to industry standards and requirements, improves students’
opportunities to find employment and maximize their earnings potential in a secure, growing industry.
We are focused on adding new campus locations in key regions where there is strong student interest and employer
demand for our graduates. Through organic growth and strategic acquisition of campus locations, we believe we can
leverage our national capabilities and marketing initiatives, make our education accessible and convenient for more
students and decrease student relocation costs.
Our Automotive and Diesel Technology II curricula is designed around manufacturers’ needs and fulfills student
demand for hands-on, instructor led training combined with flexible, web-based learning. We intend to continue
integrating the new curricula and methodologies at new and existing campuses that offer Automotive and Diesel
Technology programs. As we accelerate our campus expansion program, we will prioritize implementation of the
Automotive and Diesel Technology II curricula at new campus locations.
We actively engage transportation industry partners in defining our core curriculum and improving and expanding
manufacturer specific advanced training courses. These unique course offerings make our students more employable
by giving them training that is consistent with industry needs and rapidly changing technology and the opportunity to
earn certain industry-recognized certifications and credentials that are not readily available elsewhere. As a result, we
are well positioned to better meet the industry’s demand for trained technicians.
Affordability
Increased price sensitivity and aversion to debt continue to negatively impact prospective students’ willingness and
ability to fund an education. We are focused on making our training more affordable and accessible through financing
options, proprietary loans, scholarships based on need and merit as well as financing tools and guidance for students.
In response to growing demand for trained technicians, our industry partners and employers are increasingly willing to
provide our students with scholarship money and to offer our graduates tuition reimbursement plans and competitive
compensation and benefit packages, including signing bonuses, relocation grants and toolboxes. 
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We are working with high schools across the nation to increase course articulation programs, which allow students
who have completed courses accredited by the National Automotive Technical Education Foundation (NATEF), a
division of the Institute for Automotive Service Excellence (ASE), to transfer these credits to our programs. These
additional credits can reduce students’ tuition and the time needed to complete our programs.
Additionally, we regularly review and revise key business processes with the goals of eliminating costs and waste,
driving efficiency and allowing us to continue to improve value and affordability for our students. Our goal is to align
costs with student populations without compromising the quality of our education.
Industry Background
The market for qualified service technicians is large and growing. In the most recent data available, the United States
Department of Labor (U.S. DOL) estimated that in 2012 there were approximately 701,100 employed automotive
technicians in the United States, and this number was expected to increase by 8.6% from 2012 to 2022. Other 2012
estimates provided by the U.S. DOL indicate that the number of technicians in the other industries we serve, including
diesel repair, collision repair, motorcycle repair and marine repair, are expected to increase by 8.7%, 13.3%, 6.0% and
5.8%, respectively. The need for technicians is due to a variety of factors, including technological advancement in the
industries into which our graduates enter, a continued increase in the number of automobiles, trucks, motorcycles and
boats in service, the increasing lifespan of late-model automobiles and light trucks and an aging workforce that has
begun to retire. As a result of these factors, the U.S. DOL estimates that an average of approximately 37,300 new job
openings will exist annually for new entrants from 2012 to 2022 in the fields that we serve, according to data
collected. In addition to the increase in demand for newly qualified technicians, manufacturers, dealer networks,
transportation companies and governmental entities with large fleets are outsourcing their training functions, seeking
preferred education providers who can offer high quality curricula and have a national presence to meet the
employment and advanced training needs of their national dealer networks.

Schools and Programs
Through our campus-based school system, we offer specialized technical education programs under the banner of
several well-known brands, including Universal Technical Institute (UTI), Motorcycle Mechanics Institute and
Marine Mechanics Institute (collectively, MMI) and NASCAR Technical Institute (NASCAR Tech). The majority of
our undergraduate programs are designed to be completed in 45 to 102 weeks and culminate in an associate of
occupational studies degree or diploma, depending on the program and campus. Tuition ranges from approximately
$21,500 to $57,100 per program, depending on the nature and length of the program. Our campuses are accredited and
our undergraduate programs are eligible for federal student financial assistance funds under the Higher Education Act
of 1965, as amended (HEA), commonly referred to as Title IV Programs, which are administered by the U.S.
Department of Education (ED).
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Our undergraduate schools and programs are summarized in the following table:
Date
Training

Location Brand Commenced Principal Programs
Arizona (Avondale)* UTI 1965 Automotive; Diesel & Industrial
Arizona (Phoenix) MMI 1973 Motorcycle
California (Rancho Cucamonga)* UTI 1998 Automotive; Diesel & Industrial

California (Sacramento) UTI 2005 Automotive; Diesel & Industrial;
Collision Repair and Refinishing

Florida (Orlando) UTI/MMI 1986 Automotive; Diesel & Industrial1;
Motorcycle; Marine

Illinois (Lisle) UTI 1988 Automotive; Diesel & Industrial
Massachusetts (Norwood) UTI 2005 Automotive; Diesel & Industrial

North Carolina (Mooresville) NASCAR Tech 2002 Automotive; Automotive with
NASCAR

Pennsylvania (Exton) UTI 2004
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