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Part I
State of Higher Education
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U.S. Election Result
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• ~ 70% of Clinton supporters thought “free college” was key issue.

• Only 30% of Trump supporters felt the same way
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For Half The Population, 
The System Feels “Rigged.”
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• Higher education has expanded from an elite audience to the mass market.

• Unfortunately, expansion in market size has not been accompanied by a 

concomitant expansion in product diversity.

• Isomorphic system has swelled under false belief that “monoculture” of bachelor’s 

degrees would serve all students.

• But it doesn’t: Only about 50% of students who embark on bachelor’s degree 

programs actually complete.

• Employers and hiring managers are equally responsible: system of degree- and 

pedigree-based hiring.

• Result is skills gap:

• 8 million unemployed

• ~30 million underemployed

• 5 million jobs unfilled
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U.S. Colleges Are Seeing Impact Now

• First for-profits; enrollment down by half over last 5 years

• Small private and midsize state universities: 70% effectively failed to meet budget 

for both freshman enrollment and net tuition revenue in 2014-15

• Gallup-Purdue survey: only half of 30k college alumni strongly agreed that higher 

education investment was a good one. 

• Only 38% of younger alumni.

• Employers also dissatisfied:  Ernst & Young, Penguin Random House, Google.

• Market for 100% online degree programs appears flat.

• "Higher education has to get past the ‘take our word for it’ era. Increasingly, 

people aren’t.” – Mitch Daniels, President of Purdue University
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Part II
What Matters To Students: Employability
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Yawning Gap Between College and Employment

Employment

College

Casualties of gap:

• Dissatisfied students
•~ 20% of graduating 
seniors with job offers 
before graduation

• Dissatisfied employers
•Only 11% think graduating 
students have 
competencies their 
businesses need 
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Becoming a “Full Stack” University
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Q.   What is at top of higher education “stack”?

A.   Jobs

Full-stack companies need to:

• Develop and deliver specific high-quality educational experiences that produce 

graduates with capabilities that specific employers desperately want

• Work with students to solve for the financing of the educational experiences

• Connect students with employers during and following the educational experience 

and make sure they get the job

They may not look like traditional universities
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“Full-Stack”:  “Just-In-Time” Education
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“Top-Up” Programs Alternative Models
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Just-In-Time Model for…
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Healthcare

Biotech Financial services

Energy
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Importance of the Interface
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In “Age of Netflix” 

students seeking:

- Sleek, modern 

programs

- Discrete, short, 

accessible 

programs

- Leading to well-

paid jobs

- No complex 

financing (Title IV)

Today’s students are 

less resilient/ tolerant 

of poor interfaces
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How Will Colleges Fill The Gap?

Employment

College

Pre-Hire 
Training
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Combining Training + Placement

Skills-based 

education/ 

training

Proactive

matching/ 

placement

Employer-

specific trainingEmployment

College

Pre-Hire 
Training
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Intermediary Business Models
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B2C B2B B2U

Training svs.

Training + 

matching/ 

placement svs.

Matching/ 

placement

products & svs.
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Proliferation of Companies in Each Category

Revenue model

Product
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No-Risk Pathways to High-Value Careers
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New pathways to 

careers in:

- Technology

- Healthcare

- Entrepreneurship
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One-to-One Relationship
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Generally not scalable solution

Employer

Employer

Employer

Employer

Employer

Employer

Institution

Institution

Institution

Institution

Institution

Institution
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Emergence of Intermediaries
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Employer

Employer

Employer

Employer

Employer

Institution

Institution

Institution

Institution

Institution

Pathway 
Intermediary
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Revature Model

 Training entirely free to candidates.

 Revature hires candidates who complete training and then assigns to client projects.

 Candidates commit to Revature for two years in return for training.

 Revenue model: spread between billed rate and employee comp.

 Clients hire employees after one year at no additional cost; most employees hired by 

clients.

Identify talent

•Computer 
science 
background 
or aptitude 
test

Train

•Custom 
bootcamp
on specific 
critical path 
technology

Hire + employ

•Hire talent 
and employ 
at client
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What Staffing Models Allow

Paid Free or debt-free
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Partnerships: Higher/Hire Education

Staffing companies provide last-mile training on technical skills + placement.
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Two Short Steps to Disruptive Credentials

Step 1: 

University partner like CUNY or ASU works with 

Revature to turn “4 + last-mile training/ 

placement” into something more like “1 + last-

mile training/placement.”

Step 2:

Staffing/placement provider extends training to 

cognitive + non-cognitive skill development –

displacing role of university.



Part III
The Great Unbundling
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The Great Unbundling
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Degrees:  Default Currency of Labor Market
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Unbundling 101
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• Music

 Album/CD bundle to iTunes

• Television

 Cable bundle to Netflix and HBO Now

 Now Verizon and other cable providers starting to offer choice

• Unbundling shifts producer surplus to the consumer

• Bachelor’s program is also a bundle

• Does every element provide adequate benefit to every student?

– Gen. ed. courses

– Courses in major

– Distribution requirements

– Library

– Extracurriculars

– Athletics, lazy rivers, research?

 What might prompt “The Great Unbundling”?
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Finer Currency Increases Market Efficiency
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A Better Term for “Competencies”
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Competency Marketplaces
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LinkedIn Progress
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• Current capabilities:

 40 million recent graduates on its platform. 

 University Finder:  students input dream career; LinkedIn names university.

 Field of Study Explorer:  analyzes students’ profiles and suggests programs.

 University Rankings based on alumni finding jobs in “desirable” companies.

 Ability for students to add qualifications from participating universities to their 

LinkedIn profile in one click, or without even visiting LinkedIn.

• Acquired Bright.com for $120M in 2014

• Acquired Lynda.com for $1.5B in 2015

“Skills is one of the final pieces of the 

puzzle.  It’s not enough to just 

standardize the data around the skills 

required to obtain a role.  It’s also 

important that we can actually help 

people obtain those skills themselves.”

- Jeff Weiner
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LinkedIn Declared Strategy
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• We’re going to have a profile for every member of the global workforce.

• We’re going to have a profile for every company in the world.

• We’re going to have a digital representation of every job and every skill required 

to obtained those jobs offered through those companies

• We’re going to have a digital presence for  every higher educational organization 

and university that enables people to obtain those skills.

• We want to make it easy for every individual, every company and every 

university to share their professional development knowledge.

• In doing so, we will lift and transform the global economy.

- Jeff Weiner, CEO LinkedIn
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Higher Education Waking Up
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Double-Click Degrees
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What SaaS Has Done to Enterprise Software…
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SaaS MODEL:  

ADOBE CREATIVE SUITE BECOMES ADOBE CREATIVE CLOUD

• Build product from Day 1 with focus on customer experience and value

• Unbundle into component parts

• Decide on your business model 

• There may be many

• “Customer for life” mindset

• Major opportunity
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Evolution of Competency Marketplaces
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Step  1

Step  2

Step  3
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Power of the Competency Marketplace
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• “People analytics”

• Enterprises track performance and career progression of employees.

• Gain clarity as to which competency profiles and individual competencies are 
most predictive of success for each position.

• Feedback to job description.

• Better matches for new hires: no more false positives or false negatives in final 
set of candidates.

• Material reduction in bad hires (est. cost ~$15k per).

• Material improvement in human capital allocation.

• Material improvement in productivity/economic growth.
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Emerging Competency Marketplaces
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Last-mile Training

Case Study or Short Courses

Natural Language Processing, Machine Learning or Artificial Intelligence 

Games and Competitions

Competency Identification

Bootstrapped Seed Series A Series B Acquired

Career Discovery

Series 
C-F

Advanced Job Boards

Freelance Marketplaces

Job Boards
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We May Find…
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More value in owning competency profile

than in delivering postsecondary education

Major question:  If competency marketplace 

attributes competency to you, who owns that 

competency?
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Will Degrees Go Way Of Debutantes?

• Unclear ROI
• Too exclusive
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University Ventures

1745 Broadway, 20th floor

NY, NY 10019

(212) 202-3100

www.universityventures.com

http://www.universityventures.com/

