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EXECUTIVE SUMMARY
In response to the emerging need for environmental education within corporate strategy frameworks, the Duke Environment+ MP Program aims to develop business models that integrate sustainability practices into corporate training and culture. Along the way, the educational services provided by ENV+ not only can help fulfill market needs but can also serve to identify new collaboration opportunities, increase alumni engagement, attract a more diverse pool of individuals, and increase program global recognition to Better Serve the NOSE Community.
 	A comprehensive methodological approach was employed, beginning with market research, in-depth SWOT and competitive analysis to identify market needs and positioning. The SWOT analysis highlighted strengths such as the program's unique positioning within an independent environmental school and new business opportunities including market expansion through innovative course offerings. The competitive analysis revealed gaps in current market offerings, particularly in specialized training for sustainability practices and ESG integration.

Key findings through market research and situation analysis:
1) Market research findings reveal a growing trend of organizations embracing corporate social responsibility (CSR), evident in increased environmental commitments and aligned initiatives. Notably, there has been a substantial rise in the publication of CSR reports by S&P 500 companies, suggesting a continued embrace of CSR concepts likely to enhance customer retention and potentially drive market share growth.
2) Environmental education is increasingly vital for adapting corporate strategies, presenting opportunities to embed sustainability into business operations and products. There is a rising demand for programs that boost environmental awareness and leadership, paralleled by growth in environment-related job opportunities, highlighting the need for Env+ program-like educational initiatives.
3) SWOT analysis reveals the Env+ program's strengths and opportunities, including a robust brand reputation and skilled faculty, alongside the potential for market expansion through diversifying target audiences. Weaknesses and Challenges include undercapitalization for new product development, limited marketing reach, and significant internal and external competition. 
4) Analysis of external competitors identify critical factors affecting the competitiveness of environmental education programs: course duration, pricing, scalability, teaching methods, and target audience. Executive Education programs are particularly competitive in continuing professional education and degree certifications.
4) The environmental education market exhibits significant gaps, such as the lack of programs tailored for corporate trainers in sustainability, insufficient affiliation with independent environmental schools, and limited international outreach and recognition. These gaps create opportunities for the Env+ program to target underserved groups such as corporate trainers specializing in sustainability, professionals seeking niche programs, and globally dispersed alumni, positioning the program for strategic benchmarking and market leadership.

 	This analysis explored seven business model options, including three internally generated models and four externally generated models. Internally generated models are composed of programs like: 1) Alumni Direct; 2) Alumni Advance; and 3) Training the Trainer. The four externally generated models include 1) the Summer Camp program which targets high school students in China with sustainability-focused curricula;  2) the Empowering China ESG (environmental, social, and governance) program which provides ESG training for Chinese corporate leaders;  3) Green Job Seeking program offering certification for Chinese students in sustainability sectors; and 4) Sustainability in US Tour which is a study tour in America for Chinese industry leaders focusing on green practices.

Key Recommendations include:

Chinese Market Development:
1) Prioritize International Summer Camp: Given its projected revenue of $160,000 and potential for global program recognition, focus on developing a comprehensive program catalog to attract partners and emphasize its advantages.
2) Establish Sustainability in US Tour: With a projected revenue of $120,000, this option addresses the crucial need for Comprehensive Sustainability Enrichment for Chinese Corporate Leaders, filling a vital gap in the ESG Training market.
3) Establish Strong Digital Presence in China: Recognize the importance of the Chinese market by creating dedicated social media accounts on major platforms, reconnecting with Chinese alumni, and initiating conversations with potential partners to solidify the program's position.

US Market Development:
1) Collaborate with Training the Trainer: While emphasizing international outreach, also invest in developing Training the Trainer Programs to meet local market demands, aiming for revenue of $10,000 and tailored sustainability programs for corporate trainers.
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[bookmark: _Toc164689701]Background Research
[bookmark: _Toc164689702]Project Motivations
Environmental education is emerging as a central theme in corporate strategies, reflecting a growing awareness of the impact of business operations on the environment, aligning employees with these evolving trends, and ensuring that businesses not only meet regulatory requirements but also address consumer expectations and contribute to a more sustainable future.
Organizations are continuously evolving and are aware that perceptions such as their commitment to environmental conservation can significantly shape consumer trends and decisions. For instance, “18–24-year-olds are three times more likely to switch brands based on values than those 65 years old and above.” (Deloitte, p.13). As such, the decisions made at different levels within an organization relating to sustainability may be crucial and impact brand perceptions that could either engage or repel a critical youth audience. This realization can be seen in the various environmental commitments, including more organizations committing to corporate social responsibility (CSR) concepts and developing aligned initiatives. Data comparing the publication of CSR reports from companies on the S&P 500 index showed that 90% more companies published a CSR reports in 2020 as compared to 2011 (Harvard Business School, par.2). Based on these trends, it can be expected that organizations will continue to embrace CSR concepts and the benefits that are linked to the same will help with customer retention or even marketshare growth. The project is not only motivated by market need but also the commitment to environmental sustainability and leadership, with a focus on developing a sustainable business model to ensure accessible environmental education
[bookmark: _Toc164689703]Expected Outcomes
The project aims to establish a sustainable business model for the Duke Environment+ Continuing Education Program, ensuring long-term financial viability and ongoing provision of environmental education. Anticipated outcomes also include improved environmental leadership and practices, innovative educational approaches influencing resource allocation, increased accessibility and inclusivity in environmental education, and a lasting legacy contributing to sustained advancements in the broader field of environmental education.
[bookmark: _Toc164689704]Current Trends Analysis
[bookmark: _Toc164689705]Closing the Gap
Current trends (e.g., Harvard Business School, par.2) indicate a growing embracement of sustainability concepts as as corporations respond to sonsumer sentiment (Deloitte) and governement regulations [a ref to this would be helpful]. However, there is still more that needs to be done along the lines of implementation to create positive outcomes. For instance, "Although 90% of executives think sustainability is important, only 60% of companies have a sustainability strategy.” (Forbes, par.1). This indicates the prevalence of a belief of corporate leadership to spearhead change in sustainability practicesbut a consequent implementation gap in the operations of the company. In other words, although there may be determinations of the need for change by leadership, only a few organizations use these determinations as a framework to spearhead actual change in sustainability practices. Most of the decisions that are made in organizations are informed by feedback from the consumers. Nevertheless, more consumers are becoming aware of the benefits of CSR concepts and they expect organizations to conform appropriately. For instance, 73% of Americans believe that organizations have a responsibility to make the world a better place (Harvard Business School, par.3). Beliefs such as these should drive corporations to spearhead positive sustainability outcomes.

Internal and External Forces 
Employees are also becoming continuously more aware of the necessity of organizations to embrace positive practices and limit the adverse outputs they have in society. In the past, 93% of employees have indicated a need for organizations to integrate purpose concepts in their leadership. "A further 88 percent believe it’s no longer acceptable for companies to make money at the expense of society at large.” (Harvard Business School, par.8). As such, the push for change in organizations in the context of realigning output with concepts such as the conservation of the environment is both internal as well as external: The internal pressure is from the employees who believe that organizations have a responsibility to do more as well as minimize the adverse impacts they have; the external pressure is from consumers who are continuously becoming aware of CSR concepts and will likely make future consumption decisions based on the CSR strategies of specific organizations. More organizations will thus likely need to embrace conservation and practices that result in outcomes such as the preservation of the environment. As there is more focus on promoting elements associated with the conservation of the environment and managing climate change, more growth can be expected in the sustainability sector. More organizations are taking initiatives to spearhead new concepts such as those associated with the conservation of the environment. This can be seen in commitments from organizations such as JP Morgan Chase. This is an indicator that conservation and sustainability is here to stay. Across all industries, growth and new opportunities can be expected from a thriving of the circular economy and the embracement of green energy initiatives. As such, outputs such as growth in green technology, green energy, and circular economies can be expected. 
[bookmark: _Toc164689706]Market Expansion Through Sustainability Integration
Equally important, organizations will have the opportunity to expand their market share. New avenues for growth can be realized by developing new products that factor in sustainability concepts. Also, by integrating sustainability elements, it will be possible to ensure that organizations can appeal to a larger audience, including new generations that are extensively conscious of ESG concepts. Increasing market share will translate into more revenue which is crucial in spearheading growth in the organization.
[bookmark: _Toc164689707]Environmental Education Sustainability Strategies in Corporate:
Environmental education is at the center of most of the positive changes that are enforced and realized in various settings. Environmental education refers to processes that allow individuals to assess issues, explore available solutions, and implement the solutions (EPA, par.1). Programs associated with education and training are linked to ensuring that the engaged parties gain better insights into elements such as environmental conservation, and therefore organizations can be at the center of environmental conservation by implementing environmental education programs. 
Education and training can be internal or external. Internally, where the organization would be educating the employees about the importance of environmental conservation while at the same time developing processes and procedured to reduce environmental impact.  The external interventions would entail concepts such as the creation of mass awareness of an organization’s conservation and sustainability activities. 
Environmental education can also be linked to developing robust sustainability strategies. Sustainability strategies that are developed to refine the operations and output of the organization will aim to maximize output while minimizing environmental impact. One of the key benefits that is associated with the embracement of sustainability strategies is the minimization of production costs. "Sustainability reduces costs and can affect operating profits by up to 60%, according to McKinsey & Company.” (RAFI, par.8). The other key benefit associated with having well-developed sustainability strategies is the organization is better positioned to attract top talents. The key factors that drive sustainability in organizations include consumer, investor, and regulatory demands (RAFI, par.4,5,6). These will continue shaping the overall push for future positive changes linked to sustainability.
[bookmark: _Toc164689708]
ESG Integration
Effective sustainability strategies must embody the three key components: Environmental, Social, and Governance (ESG). Key environmental elements that can be assessed at the various levels in an organization include waste management, pollution, and climate change. Social components that can be evaluated include human rights, community relations, and customer satisfaction. The Governance components that can be assessed include the board's composition, whistleblower schemes, and the audit structure. Focusing on ESG has been said to have extensive benefits. One of the key benefits is the retention of employees as well as attracting new employees. Millennials and Gen Z are much more inclined to place value on environmental issues (Ergo Group Resources, par.6). Therefore, a workplace with integrated ESG components will be more attractive to new employees than organizations that have not done so. The other key benefit associated with embracing and integrating ESG concepts relates to stock volatility. There emerging indications that organizations with good ESG performance have low stock volatility compared to other organizations with poor ESG performance (Zhou and Zhou, p.1). This culminates in other benefits, such as the organization becoming more attractive to investors. Thus, organizations ought to be steadfast in developing ESG elements. Attention should be directed not only to the development of the elements but also to spearheading practical implementation. This is because effective implementation is necessary for the strategies to have the expected outcome. There is also a need to ensure long-term commitments since some approaches may take time before positive results are realized. For instance, investing more on a product to ensure that it is more environmentally friendly does not guarantee that the product will receive immediate appreciation or be embraced. However, in the long term, clients might be willing to pay more for the product because of the long-term sustainability benefits.
[bookmark: _Toc164689709]Potential Growth and Opportunities
[bookmark: _Toc164689710]Increase in Market Demand
Based on these trends, there is likely significant potential and opportunities for educational programs linked to environmental improvements. And, to the extent that there will be more demand for education and insights on environmental issues, the University will have the opportunity to attract students both local and international to prepare them to contribute towards environmental change. “If we are to avoid the perils of human-made climate change, the role of education in environmental awareness will be an important tool in the continuing battle against this existential threat.” (Fondation Jean-François, par.2). Also, employment opportunities for individuals who have taken environment-related courses is set to grow. The Nicholas School of the Environment is a recognized leader in environmental education, research, and policy and also in the inttegration of practice, policy, and science with the aim of spearheading new sustainability-focused innovation. Due to the versatility of the School’s programs, it can be expected that the college will continue being a leader in the field and will be attractive to organizations that are looking for environmental education.
[bookmark: _Toc164689711]Course Offerings Increase
The other key growth and opportunity aspect relates to the continuous improvement of the course offerings related to environmental education. Concepts are continuously evolving and new elements are being developed that will have to be integrated at the various levels to ensure that the courses offered are up to par and are in line with the global standards. Institutions are continuously assessing improvements that can be made to ensure that positive outcomes are realized in the context of the quality of content delivered (Lazić et al., p.1). Continuous improvement of the courses will ensure that the graduating students are properly equipped to work in numerous settings as well as have relevant skills that will ensure that they have proper output in the various settings.
[bookmark: _Toc164689712]Situation Analysis
[bookmark: _Toc164689713]Internal Analysis - SWOT Analysis
[bookmark: _Toc164689714]Definition
A SWOT analysis is a strategic planning tool that evaluates a business's Strengths, Weaknesses, Opportunities, and Threats. Utilizing SWOT helps in crafting a robust business model by leveraging strengths, addressing weaknesses, capitalizing on opportunities, and mitigating threats for the Env+ program. It provides a comprehensive view, aiding informed decision-making to ensure the Env+ program aligns with market demands and sustains a competitive edge in the dynamic field of sustainability education.
[bookmark: _Toc164689715]Strengths
The environment + program exhibits several strengths that contribute to its overall success. One notable aspect is its strong brand reputation, underscoring the program's credibility and recognition. The presence of a skilled workforce, particularly the faculty dedicated to the program, further enhances its capabilities. Financial stability is ensured through robust support from the Nicholas School, providing a solid foundation for sustained operations. Additionally, a commendable strength lies in the community-building aspect, especially evident in the degree program's hybrid model, fostering a tight-knit network among participants.
[bookmark: _Toc164689716]Weaknesses
The Environmental + Program exhibits several weaknesses. Primary among these challenges is being undercapitalized for new product development, with the inherent high costs of marketing activities further exacerbating the financial limitations. Another potential weakness lies in the level of commitment the Nicholas School of the Environment can offer ENV+ relative to core degree programs. The focus on marketing initiatives and financial support is disproportionately directed towards degree master projects, potentially overlooking the needs of non-degree programs such as Environmental +. This imbalance hinders the equitable distribution of resources and strategic backing crucial for the comprehensive development of new offerings and may slow down the development of the Environmental + program. Additionally, the program contends with a scarcity of marketing staff support due to its status as an independent school entity. In contrast to other university school programs that are supported by the university as a whole or business schools, the Environmental + Program grapples with insufficient marketing and strategic resources which restricts effective development and strategic positioning. Furthermore, the program confronts the challenges of a limited amount of course content presented on the official website, impinging on its capacity to adapt to the dynamic landscape of academic demands and limiting its accessibility. Addressing these identified weaknesses is paramount to fortifying the Environmental + Program's standing and fostering its sustained growth within the academic sphere.
[bookmark: _Toc164689717]Opportunities
In terms of opportunities, the environment + program has the potential for market expansion by diversifying its target audience in support of the coroporate trends discussed above. This could involve reaching out to both corporate leaders and trainers, as well as tapping into the alumni network for continuing education initiatives. Exploring avenues for product diversification, such as introducing new courses or certificate programs, presents an opportunity to stay relevant and address emerging topics in environmental sciences. Collaborating more closely with the alumni network can also unlock valuable prospects for future programs and partnerships. Furthermore, the program can consider niche specialization within environmental sciences, tailoring offerings to specific audiences and evolving needs. Leveraging a combination of interactive and self-learning methods provides an additional opportunity to enhance the overall learning experience for participants. Together, these strengths and opportunities position the environment+ program for continued growth, innovation, and success.
[bookmark: _Toc164689718]Threats
The Environmental + Program also faces distinct threats. One significant challenge lies in the potential competition with Duke Continuing Education, which offers an open sustainability management program through a third-party arrangement. This internal competition could pose a risk to the program's market share. Another threat is the potential lack of incentive for professors' active involvement in non-degree programs, given the absence of direct financial incentives. The Environmental + Program endeavors to mitigate this by incentivizing professors through a revenue-sharing model and offering teaching credits, but the challenge of sustaining long-term professorial engagement without clear monetary incentives may be a potential vulnerability. Addressing these threats requires an approach to navigate both external and internal competition and bolster intrinsic motivation for faculty involvement in non-degree programs.  Finally, environmental training and education are being offered by many consulting firms that have more resources available and are better prepared to move quickly with market changes.  
[bookmark: _Toc164689719]External Analysis - Competitor Analysis
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[bookmark: _Ref155443007]Table 1:  Competitor Analysis for Duke Environmental + Program
[bookmark: _Toc164689720]Definition
Competitor analysis is the strategic assessment of business rivals to understand their strengths and weaknesses relative to the reference offering. It involves evaluating products, pricing, and marketing strategies to inform decision-making and strategy formulation. Understanding the competitive landscape is vital for refining business models and making informed decisions. 
[bookmark: _Toc164689721]Methodology 
In conducting our competitor analysis, we identified twelve university certificate programs, each with a specific emphasis on executive education, professional continuing education, or degree programs. Our selection criteria included universities featured in the US News Top 10 ranking, comparable to Duke, and those close to Duke, such as NC State University, UNC-Chapel Hill, and Wake Forest. These chosen institutions provide certificates or programs related to environmental sustainability that may compete with Duke Environmental+ (Env+) offerings.
Our examination of the competitive landscape revolved around five pivotal factors: course duration, market pricing, topic scalability, teaching methods, and target audience. To gauge the competitive strength of the Environmental program, we devised a structured evaluation system comprising four performance levels, distinguished by different colors in Table 1: poor, medium, good, and best. This approach ensured a comprehensive and systematic analysis of the Env+ standing in the market.
[bookmark: _Toc164689722]Key Insights
The competitor analysis has uncovered a promising market niche where the Env+ product distinguishes itself. First of all, the key insights indicate that none of the rivals offer certificates or programs affiliated with an independent environmental school within a university; rather, they are associated with entire universities or business and management schools. This underscores the uniqueness of the Nicholas School of the Environment, which exclusively houses sustainability certificate programs in an independent environmental school.  Second, the Environmental program offers a distinctive training model, with its core strength lying in its focused approach to training corporate trainers to spearhead sustainability initiatives within organizations. This model stands unrivaled in the current market landscape, differentiating our product.
[bookmark: _Toc164689723]Horizontal & Vertical Analysis
The horizontal analysis, viewing the competitor analysis table horizontally through factors such as course duration, market price, topic scalability, teaching methods, and target audiences, has revealed noteworthy distinctions among competitors. MIT Sloan, Yale, and Stanford executive educations exhibit superior performance in terms of short learning durations. Meanwhile, NYU, Yale, and Stanford offer relatively low-priced programs (under $3,000), with NYU excelling by providing more than five environmental-related topics—more than all other competitors. Harvard, UPenn Wharton, Stanford executive, MIT professional programs, and NC State Degree programs stand out for their effective hybrid teaching methods, combining interactive learning and self-study. Further, MIT Sloan and Stanford tailor their programs to meet the specific requirements of sustainability group leaders. In addition, viewing the table vertically (vertical analysis) across three categories of environmental education certificates and programs, shows university executive education emerges as the top performer compared to professional continuing and degree education certificate programs which suggests their higher value and is likely where competitor programs can achieve the greatest success.
[bookmark: _Toc164689724]Significance
The significance of these findings lies in their potential to inform strategic decisions and enhance our market positioning. The unique features of the ENV+ program, such as its affiliation with an independent environmental school, specialized training model, and focus on corporate sustainability champions, can be leveraged in marketing efforts to highlight our distinctiveness. Additionally, insights into competitors' strengths and weaknesses allow us to refine our program offerings, pricing strategy, and marketing approach to better align with market demands. Ultimately, this competitor analysis provides a roadmap for optimizing our product's appeal, addressing market gaps, and gaining a competitive edge in the environmental education landscape.
[bookmark: _Toc160118413][bookmark: _Toc164689725]Gap Analysis
The marketplace exhibits significant gaps that present opportunities for innovation and expansion in sustainability education. Firstly, there is a noticeable void in programs specifically designed for corporate trainers in sustainability. This hinders the ability of corporate training organizations to effectively lead and implement sustainability initiatives within their respective organizations. Tailored programs that address the unique needs of corporate trainers could significantly improve the dissemination and effectiveness of sustainability practices in the business sector. Secondly, there is an evident shortfall in affiliations with independent environmental schools. The majority of existing sustainability programs are nested within broader academic structures, such as university departments or business schools, diluting their focus. Independent environmental schools, on the other hand, can offer a more specialized and concentrated educational experience in sustainability. Thirdly, the scarcity of comprehensive hybrid models for sustainability education is a gap in the current offerings. While some existing programs incorporate hybrid teaching methods, there is a need for more developed models that effectively blend interactive, in-person learning with flexible, online components. Such models would cater to a broader range of learning preferences and schedules, accommodating a more diverse student body. Lastly, there is a need to enhance international outreach and global recognition of sustainability programs. Many programs lack a global perspective for expanding market to different nations, which is essential in addressing the universal challenges of sustainability. Expanding the international reach and recognition of these programs could foster a more globally collaborative approach to sustainability education.

The competitive analysis reveals several underserved segments in the general market for sustainability education. Corporate trainers specializing in sustainability are particularly overlooked, with most programs focusing on broader executive education rather than equipping trainers with the necessary skills to implement sustainability initiatives. Additionally, there is a significant gap for professionals seeking specialized, niche programs that cater to specific industry needs or advanced levels of professional development within environmental sustainability. Furthermore, the market lacks affordable and scalable learning options, sidelining individuals who seek quality education but cannot access high-cost university programs or executive leadership programs, indicating a need for more inclusive and economically accessible educational models.

The marketplace analysis underscores significant gaps in sustainability education; At the same time, it represents opportunities for innovation for the ENV+ program. Fulfilling these caps with appropriate business models could lead to more effective dissemination of sustainability practices, cater to specific professional development requirements, and expand access to quality education globally.
[bookmark: _Toc164689726]Business Model Options
To meet diverse market needs and opportunities and advocate sustainability globally, we propose seven innovative business model options. The business model options include original offerings like "Alumni Advance," "Alumni Direct," and "Training the Trainer" programs, which lay the foundation for sustainable development and engagement within the Env+ community, mainly focus on the US market and four models tailored specifically for the Chinese market including the "Summer Camp'' Program, "Empowering China ESG" Program, "Green Job Seeking" Program, and "Sustainability in US Tour" Program.
[bookmark: _Toc164689727]Business Model 1: Alumni Direct
[bookmark: _Toc164689728]Description
As part of the Duke Environment+ Continuing Education Program, the "Alumni Direct'' business model stands as a testament to our commitment to lifelong learning. This non-degree program is meticulously designed to offer our esteemed alumni exclusive opportunities for continuous education. Courses within this model will be available in both synchronous and asynchronous formats, providing flexibility to accommodate diverse learning preferences. Additionally, for those seeking a more immersive experience, the option to attend courses on-site is made available when offered. 
[bookmark: _Toc164689729]Target Audience
The primary target audience is alumni from the NSOE community, with an estimated market size of around 3200. 
[bookmark: _Toc164689730]Purpose 
The Alumni Direct program is not just an educational pathway; it is a manifestation of our dedication to providing ongoing learning opportunities that cater to the evolving needs of our alumni community, ensuring a lifelong connection to the cutting-edge developments in environmental education and sustainability.
[bookmark: _Toc164689731]Revenue Model
The Alumni Direct business model operates on a subscription-based one-time payment system, providing a flexible and accessible approach to continuous education for our alumni community. Alumni opting to enroll in the program can choose from subscription plans that offer a variety of course options and durations. The revenue is generated through the one-time payment made by alumni upon subscribing to the program. This straightforward and transparent model not only ensures financial sustainability for the Duke Environment+ Continuing Education Program but also allows alumni to access lifelong learning opportunities with ease. The Alumni Direct revenue model reflects our commitment to providing an inclusive and cost-effective pathway for our alumni to stay connected and engaged in the ever-evolving landscape of environmental education.
[bookmark: _Toc164689732]Opportunities
· Alumni Engagement and Networking: The Alumni Direct model creates an opportunity to foster strong alumni engagement and networking. This engaged community can contribute to knowledge exchange, collaboration, and potential partnerships, enhancing the overall learning experience.
· Global Reach: The online nature of the program allows for global reach, enabling alumni from various locations to participate. This not only broadens the impact of the program but also contributes to the global visibility and influence of the Duke NSOE brand.
· Fit with Duke Environmental Leadership (DEL):  The contemplated offerings are a good fit with current offerings provided through the DEL program.  
[bookmark: _Toc164689733]Challenges
· Adapting to Evolving Needs: The program needs to stay adaptable to the evolving needs of alumni. Regular updates and additions to the course offerings are necessary to remain relevant and valuable to a diverse and dynamic audience.
· Ensuring Inclusivity: Addressing the needs of a diverse alumni base and ensuring inclusivity can be challenging. Customizing the program to cater to various learning preferences and professional backgrounds is essential for success.
[bookmark: _Toc164689734]Competitive Position: Medium
The competitive position for the Alumni Direct business model is considered moderate, primarily due to several factors. The market size calculated by the Nicholas school alumni careers resource, currently standing at approximately 3200, is relatively small compared to other business options under consideration (“People”). While this presents a limitation in terms of potential reach, the advantage lies in the ease of accessibility to the target audience. Leveraging the existing alumni association provides a straightforward communication channel, making it easy to reach and engage with the intended audience. However, the current course offerings are limited, posing a challenge in providing a diverse range of options to cater to varying needs and preferences. Despite these constraints, the Alumni Direct model holds promise, especially in terms of its simplicity and direct outreach capabilities. Strategic efforts to expand the course portfolio and enhance marketing outreach can contribute to a stronger competitive position over time.	Comment by Jesko von Windheim: Where did this number come from?  Need a reference, even if it is someone at Duke. 
[bookmark: _Toc164689735]Business Model 2: Alumni Advance
[bookmark: _Toc164689736]Description
The Duke Environment+ Continuing Education Program introduces the Alumni Advance initiative, an innovative program tailored to engage the next generation. This set of introductory-level courses is specifically designed for the children of NSOE alumni, providing them with essential knowledge in environmental education and sustainability. 

[bookmark: _Toc164689737]Target Audience
[bookmark: _Toc164689738]Participants in the program, targeted children of NSOE alumni aged between 40-50 years with an estimated market size of around 400. This calculation is based on the annual admission of around 250 students by NSOE and the alumni in the 40-50 age bracket, totaling approximately 2500 individuals. Additionally, referring to the Child Population by Age Group data for the United States, which indicates that 17% of the child population falls between the ages of 15 and 17 (Child Population by Age Group | KIDS COUNT Data Center), which gives us an estimation of approximately 425 children within this target audience group.
[bookmark: _Toc164689739]Purpose 
The courses are meticulously crafted to be both educational and practical, allowing participants to earn a certificate of completion that can enhance their college applications. This strategic approach aligns with the financial stability, parental influence, and educational priorities characteristic of individuals in this age group. By reaching out to alumni and involving their children, the Alumni Advance program not only provides a unique educational opportunity but also strengthens the connection between the Duke NSOE community and future environmental leaders. This holistic approach reflects a long-term vision for impactful environmental education.
[bookmark: _Toc164689740]Revenue Model
The revenue model for the Alumni Advance program is structured around a Subscription One-time Payment model, offering a straightforward and sustainable financial approach. This one-time payment provides them with access to the set of introductory-level courses designed to enhance their understanding of environmental education and sustainability.
[bookmark: _Toc164689741]Opportunities
· Long-Term Impact: Targeting alumni between 40-50 years old aligns with their financial stability, parental influence, and educational priorities. This long-term engagement strategy not only benefits the participants but also strengthens the program's impact on future environmental leaders.
· Certificate of Completion: Offering a certificate of completion that can be added to the children's resumes when applying for college enhances the program's value proposition. This can attract more participants and increase the program's reputation.
[bookmark: _Toc164689742]Challenges
· Limited Market Size: Targeting alumni between 40-50 years old may result in a relatively small market size compared to other business models. Expanding the reach and attracting a sufficient number of participants may pose a challenge.
· Parental Engagement: Ensuring active participation and engagement from parents (NSOE alumni) in encouraging their children to enroll in the program might be challenging. Strategies for effectively communicating the program's benefits to parents are essential.
· Competition in Educational Offerings: The program may face competition from other educational platforms targeting a similar demographic. Effectively differentiating the Alumni Advance program and highlighting its unique value proposition is crucial.
[bookmark: _Toc164689743]Competitive Position
The competitive position of Business Model 2, Alumni Advance, is currently assessed as low, primarily due to several inherent challenges. Firstly, the model faces limitations in market size, as its target demographic is narrowed to NSOE children. This niche focus inherently restricts the potential market reach and scale compared to more broadly targeted business models. Additionally, the absence of a detailed course listing poses a significant hurdle in attracting participants, as potential enrollees may find it challenging to commit without a clear understanding of the program's offerings. Moreover, the model's success is contingent upon the effectiveness of Business Model 1 (Alumni Direct), introducing an element of dependency on the engagement and perception created by the existing model. Lastly, given its specific focus on engaging the children of NSOE alumni, the Alumni Advance model is considered a long shot in terms of market penetration, relying on factors such as parental encouragement and the perceived value of the program among the target demographic. While Alumni Advance holds potential for long-term impact, its current competitive position is characterized as low due to these challenges and uncertainties.
[bookmark: _Toc164689744]Business Model 3: Training the Trainer Program
[bookmark: _Toc164689745]Description
The Env+ Program aims to leverage its partnership with the Training Industry to offer a specialized "Training the Trainer" program. This initiative is designed to equip corporate leaders and trainers with the knowledge and tools necessary to implement sustainability practices within their organizations. The program seeks to combine the expertise of Env+ in sustainability with the Training Industry's capabilities in delivering high-quality training solutions.
[bookmark: _Toc164689746]Target Audience
The primary target audience comprises corporate leaders and trainers, with an estimated market size of around 300,000. However, the exact number within this audience who would be interested in sustainability training is currently being determined through focus group research.
[bookmark: _Toc164689747]Purpose 
This model aims to equip corporate leaders and trainers with sustainability practices, addressing a growing market need. It could Leverage the Env+ program and Training industry's strengths to deliver impactful training, generate sustainable revenue, establish a market advantage, and expand sustainability networks to amplify its environmental impact.
[bookmark: _Toc164689748]Revenue Model
The program's revenue model centers on licensing MEM sustainability teaching content to the Training Industry, which allows for a straightforward revenue stream while also capitalizing on TI's existing distribution channels and customer base. To be more specific, the revenue comes from the 20% license fee on the training content provided by TI, representing a direct profit stream. Additionally, the instruction fee would be paid by TI directly.
[bookmark: _Toc164689749]Opportunities
· Marketing and Branding: The Training Industry's marketing prowess and respected brand offer significant advantages in promoting the program and attracting participants.
· Expansion of Corporate Network: The partnership could further enhance the Network of Sustainability and Environmental Organizations (NOSE) corporate network, providing broader outreach and impact.
[bookmark: _Toc164689750]Challenges
· Contract Negotiations: The absence of negotiated contracts with the Training Industry presents an initial hurdle to formalizing the partnership and operationalizing the program.
· Legal and Financial Risks: Potential legal or financial obstacles need to be identified and mitigated to ensure the program's viability and sustainability.
· Competition: The presence of competitors in sustainability training necessitates a unique value proposition and competitive strategy to stand out; however, TI’s dominant position in the training market should overcome any competitive disadvantages.
[bookmark: _Toc164689751]Competitive Position
Env+'s competitive position is considered high, given its unique partnership with the Training Industry which is a mature platform, and the specialized focus on sustainability training. The combination of respected brands, market access, and expansion of networks provides a strong foundation to compete effectively in the market.

In addition to these original offerings tailored for the US market, the business model also extends its reach to encompass the Chinese market. China's ESG and sustainability sector is experiencing rapid growth, driven by increased environmental consciousness and strict regulatory requirements. More than 172 newly established ESG public funds in China in 2022 and the number of released ESG reports has increased from 184 in 2013 to 1736 in 2022 which shows a dramatic ESG demand increase in the Chinese market (Infaith Group, 2023). This shift has led to a high demand for ESG expertise among Chinese businesses, revealing a gap in specialized training and education. Fulfilling this gap could be a potential opportunity for the Env+ program to seize, positioning it as a pivotal player in empowering China's ESG and sustainability talent with the necessary skills for sustainable development. The following three programs are designed based on Chinese market demand and they aim to offer promising growth and impact in the evolving landscape of sustainability. 
[bookmark: _Toc164689752]Business Model 4: Summer Camp
[bookmark: _Toc164689753]Description
The Summer Camp aims to provide an enriching and hands-on experience, offering a comprehensive curriculum that combines foundational principles of sustainability with practical insights into business applications. Through a series of engaging workshops, interactive sessions, and real-world case studies, participants will acquire the knowledge and skills necessary to navigate the intersection of sustainability and business practices.
[bookmark: _Toc164689754]Target Audience
Tailored for students in Grades 9-12 in China, the market size is around 290,000. By choosing this target, the Summer Camp serves as a gateway for young minds to explore the dynamic intersection of sustainability and business, fostering a passion for environmental responsibility and global collaboration.
[bookmark: _Toc164689755]Purpose 
It not only provides access to a significant market and enhances the program's global perspective but also fosters cultural exchange, language acquisition, and cross-cultural collaboration. The partnership has the potential to contribute to the program's recognition, create networking opportunities, and promote environmental awareness on a global scale. By tapping into the demand for international education experiences in China, this collaboration can not only bring financial sustainability but also pave the way for long-term partnerships, positive diplomacy, and a strengthened brand image.
[bookmark: _Toc164689756]Revenue Model
The revenue model for the Summer Camp is structured around a simplified One-time Payment model. 
[bookmark: _Toc164689757]Opportunities
· Future Sustainability Leaders: Targeting Grade 9-12 students interested in sustainability and business creates an opportunity to nurture and inspire the next generation of leaders committed to environmental responsibility. The program can play a pivotal role in shaping future professionals with a sustainability mindset.
· Market Demand in China: With the growing awareness of sustainability and business practices in China, there is an increasing demand for educational programs that cater to these interests. The Summer Camp can tap into this emerging market, providing a valuable and specialized offering.
· Educational Partnerships: Collaboration with educational institutions and organizations in both China and the United States offers an opportunity to enhance the program's credibility and reach. Establishing partnerships can contribute to a more robust and impactful educational experience.
· Future Students:  Any student that participated in a summer camp with ENV+ is a strong candidate to return as a student later in their educational journey.  
[bookmark: _Toc164689758]Challenges
· Travel and Logistics: Facilitating a summer camp that involves international travel presents logistical challenges, including visa arrangements, transportation, and accommodation. Ensuring a smooth and well-organized experience for participants requires meticulous planning.
· Cultural Sensitivity: Bridging two distinct educational cultures necessitates a nuanced approach to cultural sensitivity. Designing a curriculum and activities that resonate with participants from China while aligning with the U.S. education system can be challenging but is crucial for a successful program.
· Competing Programs: The Summer Camp may face competition from other educational programs targeting similar demographics. Effectively differentiating the Summer Camp and highlighting its unique value proposition will be essential for attracting participants.
[bookmark: _Toc164689759]Competitive Position
This model has unique advanteges for ENV+. Firstly, the program boasts a large market size by targeting Grade 9-12 students from China with an interest in sustainability and business, providing a substantial demographic reach. Furthermore, the Summer Camp gains a strategic advantage by offering a unique and specialized environmental-related program, setting it apart from generic alternatives and creating a compelling value proposition for prospective participants. The incorporation of native Chinese facilitators who understand cultural nuances contributes to a distinctive cultural differentiation strategy, ensuring a seamless and culturally sensitive experience for both students and parents. Collaborations with local educational institutions and the emphasis on sustainability align with global interests, further enhancing the program's credibility and competitiveness. In essence, the Summer Camp's combination of a unique focus, cultural sensitivity, strategic partnerships, and alignment with environmental concerns positions it strongly in the educational landscape, promising a successful and impactful initiative.  Finally, the program can take advantage of the Duke Marine Laboratory infrastructure which is a unique Nicholas School asset and offers a path to maximize gross margins.  

[bookmark: _Toc164689760]Business Model 5: "Empowering China ESG" program
[bookmark: _Toc164689761]Description 
Env+ Program provides online courses with Duke Nicholas School of the Environment, offering a non-degree Sustainability Certificate tailored for executive leaders and employees of a Chinese company that embraces ESG. This initiative is particularly designed for individuals working in the ESG/CSR/sustainability department.
[bookmark: _Toc164689762]Target Audience 
The primary audience includes executive-level leaders and employees working in ESG, CSR (Corporate Social Responsibility), or sustainability departments. 
[bookmark: _Toc164689763]Purpose
The "Empowering China ESG" program aims to provide a specialized Sustainability Certificate to upskill China's corporate leaders in ESG practices. It addresses the growing demand for ESG expertise within China's shifting regulatory landscape, leveraging Duke NSOE's resources to foster responsible business leadership and sustainability strategies.
[bookmark: _Toc164689764]Revenue Model
The program operates on a one-time payment revenue model. 
[bookmark: _Toc164689765]Opportunities
· Booming ESG Market in China: The increasing regulatory focus on ESG compliance has led to a surge in demand for trained professionals within this domain.
· Limited Professional Training Options: There exists a gap in the market for high-quality, professional training in ESG/sustainability, presenting a clear opportunity for Env+.
· Duke's Reputation: Leveraging Duke University's stellar reputation and strong alumni network can attract participants looking for prestigious and impactful learning experiences.
· Promotion of Further Education: It serves as a platform to promote Duke's MEM (Master of Environmental Management)/DEL (Duke Environmental Leadership) programs, potentially increasing enrollment in these degree courses.
[bookmark: _Toc164689766]Challenges
· Market Advocacy Obstacles: Advocating for ESG in China faces policy and regulatory hurdles that may affect program uptake.
· Payment Willingness: The decision on whether the company or individual covers the program fee significantly impacts enrollment rates.
· Time Zone Differences: Delivering live sessions or support across time zones can complicate program execution.
[bookmark: _Toc164689767]Competitive Position
The "Empowering China ESG" program holds a highly competitive position due to the high reputation and international recognition of Duke University in China and its focused targeting of professionals in China's expanding ESG sector. Moreover, the professional teaching content and authoritative certification acute market need for specialized ESG training which makes this program stand out in the field.
[bookmark: _Toc164689768]Business Model 6: "Empowering China ESG" program
[bookmark: _Toc164689769]Description 
The Environmental program partners with renowned Chinese universities to create a collaborative course certificate program. This initiative is designed for students aspiring to enter ESG or sustainability-related careers or transitioning from their original field to sustainability. This program would offer online certificate classes to boost their sustainability knowledge and enhance their competitiveness in the job market.
[bookmark: _Toc164689770]Purpose
The "Empowering China ESG" program aims to equip Chinese students, both undergraduate and graduate, with advanced sustainability and ESG knowledge, enhancing their competitiveness in the job market. By collaborating with prestigious universities, it seeks to address the growing demand for sustainability professionals through a comprehensive, accessible online learning experience.
[bookmark: _Toc164689771]Target Audience
The primary audience includes Chinese students majoring in environment-related fields or those seeking to transition from their original field to sustainability. This broad audience allows the program to cater to a wide range of needs and backgrounds, increasing its market potential.
[bookmark: _Toc164689772]Revenue Model
The program operates on a one-time payment revenue model.
[bookmark: _Toc164689773]Opportunities
· Growing Demand for ESG/Sustainability Experts: There's a positive trend in the environmental sector, with increasing emphasis on sustainability practices across industries. This trend suggests a growing market for sustainability professionals.
· Brand Recognition: Partnership with prestigious Chinese and US universities lends the program a significant advantage in terms of credibility and attractiveness to potential students.
· Comprehensive Learning Experience: Offering a curriculum that includes ESG/sustainability management frameworks from both Chinese and US perspectives provides a well-rounded educational experience.
· Partnering with Duke-Kunshan University;  Duke already has infrastructure in China and may be able to leverage the infrastructure and the people associated with it.  
[bookmark: _Toc164689774]Challenges
· Collaboration Difficulty: Collaborating with renowned Chinese universities could be navigating the complex regulatory and administrative requirements unique to the Chinese education system.
· Language Obstacles: Offering courses in a language that is accessible to both Chinese and international students can be challenging.
· Adapting to Local Needs: Tailoring the program to meet the specific needs and expectations of the Chinese job market requires careful planning and execution.
· Competition: There is potential competition with other certificate programs, including the competitors mentioned above, which may offer similar advantages.
· Note, however, that all these challenges might be overcome through a collaboration with DKU.  
[bookmark: _Toc164689775]Competitive Position: Moderate
The "Empowering China ESG" program's competitive position is moderate due to its strong partnerships and comprehensive curriculum, balanced by significant challenges such as collaboration difficulties with Chinese universities, language barriers, the need to adapt to local market needs, and competition from other programs offering similar sustainability-focused education.
[bookmark: _Toc164689776]Business Model 7: “Sustainability in US Tour”
[bookmark: _Toc164689777]Description
The Env+ program offers a tailored sustainability tour for Chinese industry leaders, focusing on non-renewable energy and chemicals transitioning to green and net-zero practices. A customized week-long study trip to Duke and the Nicholas School provides first-hand insights into U.S. sustainability. The collaboration extends beyond classroom teachings, with the Nicholas School partnering with green businesses like Schnider to offer valuable sustainability management insights to Chinese leaders, akin to a career trek.
[bookmark: _Toc164689778]Target Audience
The program is specifically tailored for Chinese industry leaders who are actively involved in or are transitioning towards green and net-zero practices in the non-renewable energy and chemical engineering sectors. This audience is characterized by their significant influence within their organizations, financial capacity to invest in sustainability initiatives, and a strategic interest in adopting Environmental, Social, and Governance (ESG) policies to mitigate regulatory constraints and leverage market opportunities in China.
[bookmark: _Toc164689779]Purpose
The purpose of developing the "Empowering China ESG" program is to equip Chinese industry leaders in non-renewable sectors with insights and practices for transitioning to green and net-zero operations, leveraging U.S. sustainability expertise to navigate regulatory pressures and capitalize on market opportunities through educational tours and strategic partnerships.
[bookmark: _Toc164689780]Revenue Model
The program operates on a one-time payment model
[bookmark: _Toc164689781]Opportunities
· Regulatory Environment: The tightening of sustainability and ESG policies in China creates a compelling need for companies to adapt, making the program highly relevant.
· Financial Capacity: The target audience's strong financial backing, typically through corporate funding, ensures a willingness and ability to pay for high-value programs.
· Partnership Potential: Collaborations with companies and institutions in the U.S. could lead to long-term relationships and opportunities for both the participants and the Env+ program.
[bookmark: _Toc164689782]Challenges
· Language Barrier: The need for translators indicates additional costs and potential complexities in communication.
· Collaboration Hurdles: Potential difficulties in establishing or maintaining partnerships with green businesses in the Triangle Area could limit the program's practical exposure component.
· Market Penetration: Advocacy and marketing within the Chinese market are crucial and may require significant effort to overcome cultural and informational barriers.
[bookmark: _Toc164689783]Competitive Position
The “Sustainability in US Tour” program holds a highly competitive position due to its specialized focus on sustainability for Chinese industry leaders who have the highest urgency and ability to pay with the offering of unique insights through partnerships with U.S. institutions and businesses. It aligns with China's strict ESG regulations and caters to the financial and strategic interests of its audience, setting it apart in a market in need of sustainable expertise.
[bookmark: _Toc160118471][bookmark: _Toc164689784]Recommendation
After careful consideration and thorough analysis, our final recommendations for the Environmental+ project highlight the exceptional competitiveness of three key business options: the International Summer Camp, Sustainability in US Tour, and Training the Trainer Programs. Our ranking was primarily based on the anticipated profitability of each venture. Leading the pack is the International Summer Camp, projected to yield an impressive revenue of $160,000. This option not only emerged as the frontrunner but also addresses the crucial needs of Enhancing International Outreach and Program Recognition on a Global Scale. Following closely is the Sustainability in US Tour, with a projected revenue of $120,000, filling the vital gap of offering Comprehensive Sustainability Enrichment for Chinese Corporate Leaders. Lastly, the Training the Trainer Programs show promise with an estimated $10,000 in potential revenue, aimed at meeting the demand for Programs Specifically Tailored for Corporate Trainers in Sustainability. These recommendations align with our strategic goals, ensuring a balanced approach to environmental education and sustainable business practices.

Given our decision to prioritize the International Summer Camp as our foremost business option for promotion, it is imperative that our initial focus revolves around the meticulous development of a comprehensive program catalog. This catalog is deemed essential for effectively reaching out to potential partners, providing them with a clear understanding of our program's intricacies and articulating the myriad advantages associated with partnering with us. Simultaneously, we recognize the pivotal role of digital presence, particularly in the Chinese landscape. Therefore, we will embark on the creation of dedicated social media accounts across major Chinese platforms, ensuring a consistent and engaging posting strategy. This digital outreach will extend to reconnecting with our esteemed Chinese alumni, apprising them of our new social media channels, and fostering enduring connections. Concomitantly, we are committed to initiating conversations with potential partners, sharing intricate program details, and laying the groundwork for mutually beneficial collaborations. This strategic approach will not only enhance our outreach efforts but also solidify our position in the market, positioning the International Summer Camp as an attractive and mutually beneficial opportunity for potential collaborators.
[bookmark: _Toc160118472][bookmark: _Toc164689785]Conclusion
In conclusion, the comprehensive analysis of the Duke Environmental+ Program's external environment, competitor landscape, and innovative business models has provided valuable insights and strategic directions for the program's future. The competitor analysis revealed that the Env+ program holds a unique position in the market, distinguishing itself through its affiliation with an independent environmental school and a specialized training model focused on corporate sustainability champions.

The exploration of seven distinct business models, spanning both the U.S. and Chinese markets, showcased the program's adaptability and commitment to addressing diverse environmental education needs. Each model presented a range of opportunities and challenges, emphasizing the importance of aligning with the program's mission and maximizing impact.

The decision to prioritize the International Summer Camp necessitates a strategic focus on developing a detailed program catalog. This catalog will play a pivotal role in conveying the unique offerings of the program to potential partners, fostering meaningful collaborations, and solidifying the program's position in the market.

The combination of a robust external analysis, competitor evaluation, and innovative business models positions the Duke Environmental+ Program for strategic growth and impact in the evolving landscape of environmental education and sustainability. The recommendations provided ensure a balanced and targeted approach, aligning with the program's goals and paving the way for success in an increasingly competitive and dynamic market.

[bookmark: _Toc164689786]
Reference
Bureau of Labor Statistics. “Environmental Scientists and Specialists: Occupational Outlook Handbook.” U.S. Bureau of Labor Statistics, U.S. Bureau of Labor Statistics, 2023, www.bls.gov/ooh/life-physical-and-social-science/environmental-scientists-and-specialists.htm. 
Child Population by Age Group | KIDS COUNT Data Center.  
datacenter.aecf.org/data/tables/101-child-population-by-age-group#detailed/1/any/false/1095,2048,574,1729,37,871,870,573,869,36/6/419,420.
Deloitte. “Global Reserach Report- #getoutinfront.” Deloitte, 2020, www2.deloitte.com/content/dam/Deloitte/global/Documents/Risk/gx-get-out-infront-final.pdf. 
EPA. “What Is Environmental Education?” EPA, Environmental Protection Agency, 2023, www.epa.gov/education/what-environmental-education#:~:text=Environmental%20education%20is%20a%20process,make%20informed%20and%20responsible%20decisions. 
Ergo Group Resources. “ESG and Their Role in Employee Retention.” Ergo Group Resources, Ergo Group Resources, 2023, www.itresourcing.ie/Blog/Details/esg-and-their-role-in-employee-retention. 
“People.” Nicholas School of the Environment, nicholas.duke.edu/people.
Fondation Jean-François. “Environmental Education as an Investment in the Future.” Fondation Jean-François & Marie-Laure de Clermont-Tonnerre, 2022, fondationjfmlct.org/environmental-education-investment-future/. 
Forbes. “Council Post: Why Corporate Strategies Should Be Focused on Sustainability.” Forbes, Forbes Magazine, 2021, www.forbes.com/sites/forbesbusinesscouncil/2021/02/10/why-corporate-strategies-should-be-focused-on-sustainability/?sh=1c77d88e7e9f. 
Harvard Business School. “15 Eye-Opening Corporate Social Responsibility Statistics.” Harvard Business School, 2021, online.hbs.edu/blog/post/corporate-social-responsibility-statistics. 
Lazić, Zorica, et al. “Improvement of quality of higher education institutions as a basis for improvement of quality of life.” Sustainability, vol. 13, no. 8, 8 Apr. 2021, p. 4149, https://doi.org/10.3390/su13084149. 
RAFI, TALAL. “Why Sustainability Is Crucial for Corporate Strategy.” Climate Champions, 2022, climatechampions.unfccc.int/why-sustainability-is-crucial-for-corporate-strategy/. 
Zhou, Dongyi, and Rui Zhou. “ESG performance and stock price volatility in public health crisis: Evidence from covid-19 pandemic.” International Journal of Environmental Research and Public Health, vol. 19, no. 1, 25 Dec. 2021, p. 202, https://doi.org/10.3390/ijerph19010202. 





















[bookmark: _Toc164689787]Appendix
[image: A table of analysis

Description automatically generated with medium confidence]
Table 2. Competitor Analysis for Duke Environmental + Program 


[image: A table with text on it

Description automatically generated]
Table 3. Competitor Universities Information Table


[image: A table with text and numbers

Description automatically generated]
Table 4. Competitor Analysis Performance Level Table

[image: A table with text on it

Description automatically generated]
Table 5. Target Audiences Table

[image: A diagram of different types of work

Description automatically generated with medium confidence]
Graph 1. SWOT Analysis for Env+ Program

Note: If the screenshot doesn’t work, may you please help to attach the form from the excel to the doc? Thanks.



	5 of 27
image3.png
Competitor Analysis (Appendix)

Topics Cover:  (Corporate)
Sustainability/ ESG

Pass Score for

Teaching Method
(Self Learning o Interactive

Link

Course Length (Duration) Market Price investing/Energy/Climate & Natural| Certificate Learning or hybrid) Target Audiences
Science) (Default:online)
NYU Executive education 14 weeks (5-7 hrs/week) 2,200$ YES + Sustainability Marketing and 55% Interactive Learning with All Employees dium=cpc&utm
Supplychain Hands-on Projects
15 weeks ( 25hrs
Harvard Executive education Asynchronous + 43 hrs 3,6508 Yes - Leadership level No mention Hybrid Online Learning Only for leaders IsLsph harvard.ed
Synchronous
Business leaders and
MIT Sloan 3 days (8 hrs/day) 5,1008 YES Nomention | Interactive Leaming (inperson) | JSPi #8 PE P - nseeldefauitidns)
Yale education 6-8 weeks (8-10 hrs per week) 2,8008 YES No mention Self Learning All Employees n.g_tikwd-1912]
University of Cambridge Lats W“k:e(ra;;:; s material Not Available Public YES No mention Self Learning All Employees :q_tikwd-145996
MIT Professional Education
(Professional Certificate 12 months (8-10 hours per $13,400 Sustainability,LCA, Energy No mention Hybrid (Self Learning + Al participants [=g&utm_campaig
week) Interactive Learning)
program in Sustainability)
1. financial professionals
2. Senior Leaders
Wharton Executive Education | 2 months (2 hours a week) 20 $7.000 £56, Glimate Risk No mention Hybrid (Self Learning + piyiesdmens :
Interactive Learning) {penn.edulfor-ind)

(ESG Executive Certificate)

hours

4.Also holding classes in
Coursera for beginners

Standord Business Executive
Education (Sustinability
Strategies: Develop Initiatives to
Transform Your Business)

8 weeks (4-6 hours per week)
40hours

2688(Get 2808 off with
referral)

Sustainability, Climate

Pass/No Pass
Setting (All pass
for certificate)

Hybrid (Self Learning +
Interactive Learning)

Suggested Environmental
sustainability strategies and
corporate sustainability group
leader

|d=19965055082:

Harvard Extention School
(Harvard Division of Continuing

Within 3 years (average time
to complete: 1.5 yrs) 40

$3220 per course (4 courses
for certificate)

Sustainability,Energy, Climate

Earn B grade in
each courses

Online & Inperson

1.Engineers and technical
professionals
2.C-suite executives and
mid-to-senior-level managers
3.Policymakers and
development agencies

Education) hours 4.R&D, finance, and
investment managers
5.Climate Consortium
members
Finish in 1 year for full-time Resident: $2924.60, Climate & Natural Science Not Mentioned Online Al participants | unc.edu/acader
UNG Chapel Hil students; part-time students | _Non-Resident: $15566.70
1 have up to 4 years to Resident: $3509.50,
complete NowResident: $1680.00 Climate & Natural Science Not Mentioned Online Al participants /graduate-progra
Finish in 2 year for full-time
NC State students; part-time students Not Mentioned Yes Not Mentioned Hybrid (Online&Inperson) All Participants, Needto |, 0\ v rosearc
have up to 4 years to apply
complete
Professionals: $19320
Wake Forest 1 year Audit and Students: $1800 Yes Not mentioned |ne SYNCHRONOUS cLassroq A Pa"'c‘gigt‘ Needto | ¢ eduigraduatd





image4.png
Competitor Universities Belonging Department

Yale School of Management
Executive Education

University Yale Executive

Executive

Competitor Universities Information Table

Certificate/program

NYU Executive NYU Stern Executive Education Corporate sustainability certificate program
Harvard Executive Harvard Executive Education Sustainability leadership program
MIT Salon MIT Salon "Strategies for Sustainable Business" program | https://executive.mit.edu/on/demandware|

"Corporate Sustainability Management
Management: Risk, Profit and Purpose”
program

Link
https://execed.stern.nyu.edu/products/col

https://eesl.sph.harvard.edu/course

https://online-shortcourses.som.yale.edu

Education
Certificate/
Program

University of Cambridge Institute
for Sustainability Leadership

Cambridge Executive

Business sustainability management program

https://cisl-onlinecourses.getsmarter.com

University of Pennsylvania
Wharton Aresty Institute of
Executive Education

Sanford Graduate School of
Business Executive Education

Wharton Executive

Stanford Executive

MIT Professional Education

MIT Professional Education
Professional

Wharton ESG Essential program

"Sustainability Strategies: Develop Initiatives to
Transform Your Business" program

Professional Certificate Program in
Sustainability

https://executiveeducation.wharton.upen

https://em-execed.stanford.edu/sustainalf

https://online.professionalprogramsmit.cq

Education
Certificate/

Carolina Planning Department of
City and Regional Planning

UNC Professional Education

Natural hazards Resilience Certificate and
Geographic Information Science Certificate

https://planning.unc.edu/academics/certif|

Program

Harvard Division of Continuing
Education Extension School

Harvard Extention School

Degree
Certificate/
Program

Corporate Sustainability and Innovation
Certificate

NC State North Carolina State University Sustainability degree programs
Wake Forest Wake Forest University Certificate for Sustainability graduate program | s //www.qraduate.cees.wfu.edu

https://extension.harvard.edu/academics

https://sustainability.ncsu.edu/curriculum-





image5.png
Performance Level Table

Performance Course Topics Target Audiences
Level Duration Market Price Scalability Teaching Method Focus
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