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B U S I N E S S  M O D E L  
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Structure
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Resources
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W H AT  I S  A N  I N S T I T U T I O N S  
E C O N O M I C  M O D E L ?  
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DEMOGRAPHIC SHIFTS

Midwest and 
Northeast 

Hardest Hit

NET TUITION

Discount Up
Unmet Need Up

GENERATION Z

Overconnected 
Overwhelmed 

C H A N G I N G  L A N D S C A P E
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G R O W I N G  R E V E N U E

Using data

New programs and services through diverse delivery 
methods 

Focus on net revenue versus headcount

Build new partnership and sponsorship opportunities

Budget Projection Model linked to ROI
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REVENUE – EXPENSE = MARGIN / NET REVENUE

WHAT PROGRAMS CURRENTLY PRODUCE HIGHER 
NET REVENUE?

DO THEY LINK WITH MARKET OPPORTUNITIES? 

WHAT TARGETED MARKETING AND RECRUITMENT 
ACTIVITIES CAN BE DONE? 

R E T U R N  O N  I N V E S T M E N T  T H I N K I N G
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6 0  M I L L I O N  A D U LT S  W I T H O U T  D E G R E E S  
L I K E LY  T O  E N R O L L  W I T H I N  5  Y E A R S
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C O N N E C T I O N  W I T H  E M P L O Y E R S
5  =  G r e a t  I m p a c t ;  1  =  n o  o r  l o w  i m p a c t

0 5 10 15 20 25 30 35 40 45 50

Resources and support for child and dependent care

Quality online and distance learning opportunities

Locally accessible education and learning center

Courses and training that employers need

Low Tuition Costs

Course and training that fit your schedule

Free community college tuition

Guaranteed employment outcomes (job placement or wage increase)

4 = Important 5 = Great Deal
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S a c r e d  H e a r t  U n i v e r s i t y
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Contemporary in spirit and thinking and rooted in the 
liberal arts and Catholic intellectual traditions, with 
a mission to educate the whole person while preparing 
students to lead and serve in the world today

• Located in Fairfield, CT with campuses in 
Luxembourg and Dingle, Ireland

• 8,958 students: 
5,974 undergraduates
2,984 graduate students

• More than 80 undergraduate, graduate, doctoral 
and certificate programs, including online degree 
programs, in six distinct colleges and two schools



Growth Initiative

• Build and maintain an entrepreneurial culture

• Faculty engagement- communication

• Strategy to develop new graduate programs

• SHU Online, Strategic acquisition of a 2-yr college

• Investment in faculty and facilities to support quality programs

• Graduate programs becoming a draw for undergraduate applicants

• iHUB / TechStars – building an ecosystem

• Student Activities/engagement



Easier said than done…

• Funding mechanism exempt from budget pressure

• Field of Dreams fallacy

• Timing is everything

• Shelf life is shortening

• Barriers to entering the market aren’t what they used to be

• Institutionalized sustainability metrics



N o r t h e r n  E s s e x  C o m m u n i t y  C o l l e g e











Closing the Gap: Latino/a Success
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By 2032, nearly 1 in 4 students 

in the pipeline will be Latino

MA Public HS Graduating Classes: By Race/Ethnicity





The Equity Imperative:

1. Massachusetts has one of the worst Latino-White college 
attainment gaps in the nation

2. NECC serves one of the largest Latino populations in 
Massachusetts

3. That population is growing, at a time when every other 
student demographic is shrinking

NECC is uniquely positioned to close the student 
success gap between Latino and white students



When we close the gap:

• Each 5% improvement in Latino student retention and completion 
means approximately 100 additional students and $250,000 in 
revenue

• Improving our overall student success rate by 5% and closing the gap 
means an increase in enrollment of more than 300 students and 

over $600,000 in revenue



What is the 
greatest 
predictor of 
socioeconomic 
success in 
America?

Socioeconomic 
Success

(Zip Code)





When we close the gap:

We will achieve 
equity, and a 
measure of social 
justice, for all of 
the students and 
communities we 
serve.





“Non-Credit”
A.K.A. Continuing/Community/Corporate Education
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PAT H W AY S  A N D  O N - R A M P S

Associates

Degree Credential
Start Career Competency 

Based Credits

Certificate Apprenticeship Certification

Bachelor 
Degree

Micro Masters
Career 



P a n e l  D i s c u s s i o n



Thank you!




