
EdTech Monetization Strategy Case 
Study Coursera 
Executive Summary 
Coursera, a leading EdTech platform, must evolve beyond traditional course offerings to drive a 
sustainable 25 percent annual revenue increase. This case study explores monetization 
strategies that balance user affordability, business growth, and competitive positioning. 

Key Challenges 
Challenge Impact 

Highly competitive EdTech 
market 

Pressure from LinkedIn Learning, Udemy, and edX 

Balancing B2C and B2B 
monetization 

Requires optimizing revenue streams without reducing 
accessibility 

User hesitation to pay Concerns over cost, unclear career ROI, and limited 
payment flexibility 

Strategic Approach 
Strategy Description 

Expand B2B Partnerships Leverage corporate demand for workforce upskilling to unlock 
$50M+ in potential revenue. 

AI-Driven Personalization Increase engagement and course completion through smart 
content recommendations. 

Subscription Optimization Improve Coursera+ conversion rates within 4-6 months. 

Outcome-Based Pricing Reduce learner risk by linking payments to job placement or 
certification success. 

Premium B2B Pricing 
Adjustments 

Offer customized enterprise pricing without eroding brand value. 

Business Impact and Execution 



Strategy Revenue Potential Implementation 
Effort 

Priority Time to 
Value 

B2B Partnerships High ($50M+) Medium Highest 12-15 
months 

AI Personalization Medium 
($20M-$35M) 

High Moderate 10-12 
months 

Subscription 
Optimization 

High ($30M-$40M) Low Highest 4-6 months 

Premium B2B 
Discounts 

Medium 
($15M-$25M) 

Medium High 8-12 
months 

Outcome-Based 
Pricing 

High ($40M-$60M) High Moderate 18-24 
months 

Strategic Roadmap 
Focus Area Key Actions 

Fastest Impact Subscription optimization and B2B expansion for revenue boost in 6-12 
months. 

Long-Term Growth AI-driven personalization and outcome-based pricing (12-24 months 
TTV). 

Validation 
Approach 

A/B testing, engagement tracking, and price sensitivity analysis to refine 
models. 

Competitive Advantage 
Area Key Takeaways 

Market Research Strong understanding of EdTech competitive landscape. 

Data-Driven Decision 
Making 

Monetization strategies backed by engagement and conversion 
data. 

Strategic Innovation Applying an AdTech mindset to optimize pricing and revenue 
models. 

This case study presents a structured, data-driven approach to monetization that ensures 
Coursera remains competitive while delivering sustainable revenue growth. 


	EdTech Monetization Strategy Case Study Coursera 
	Executive Summary 
	Key Challenges 
	Strategic Approach 
	Business Impact and Execution 
	Strategic Roadmap 
	Competitive Advantage 

