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Discussion Questions

• Where do enrolment planning and financial planning feel connected 
in your organization?

• Where do they break down?

• What has been hardest to forecast reliably: demand, pricing, costs, or 
faculty capacity?

• What resistance or hesitation have you encountered when trying to 
change how planning happens?
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 non-credit and credit activities, mainly in management.

 The unit was expected to generate new revenue for the institution with a low level of 
collaboration and very little impact on Faculties.

 Could have offers in competition with the Faculties.

 A model that allowed little opportunity for growth.  Faculties do not have access to a sales 
team and the SDP does not have access to CE products developed by Faculties.

  

 

 Original business model of SDP



Involved only in non-credit activities 

Hybrid model: central unit that has all the resources required to develop, design, market 
and deliver continuing education (CE) programs, and offering services tailored to the 
Faculties’ business models

The SDP's financial target :
 Generate sufficient own revenue to cover its operating costs with no  growth objective for the SDP’s own 

sales

 Support the growth of institutional sales across all units

 Faculties are not required to work with the SDP but are strongly encouraged to do so and 
they all contribute financially

SDP’s income represent 30% of the total sales of CE at Université Laval (39% for 2022-2023)

  

  

 

 Service du développement professionnel (SDP) 
business model



  

 

 SDP – Business model



 Develop new non-credit CE programs to complement the Faculties’ offer

Phone-in follow up, business developpement (sales), institutional marketing,  
business/customer service

Support the Faculties in the development, sale and implementation of affordable non-
credit continuing education programs

 

 Mandate – Continuing Education



Source of income

The institution's annual budget covers approximately 50% of the salaries for 
staff in SDP’s CE division– stable budget indexed annually.

 Sales of its own CE programs (developed, delivered and marketed by SDP)  
 Objective : stable 

 Sales and delivery of CE programs developed and offered by Faculties
 Objective : growth



The primary objective is to increase future revenue and profitability of Faculties CE 
programs

CE products that belong to the SDP are gradually being transmitted to the Faculties

SDP must still be able to support the Faculties for any steps, excluding content expertise 
(design, sales, distribution, business/customer service)

 

 Evolution of the business model



 

 Responsibilities chart

SDP Shared responsibility Faculty

- Solicitation/sales

- Responding to calls of interest

- Submission of Business proposals

- Customer database management

- Delivery logistics

- Business and client services

- Invoicing and administrative 

follow-ups

- Market analysis

- Pricing

- Marketing

- Content Experts

- Course Design

- Design of training activities and 

paths



Establish a business model with a revenue stream that works for both : SDP and Faculties

Clarify the roles and responsibilities of SDP and other units and eliminate overlapping 
responsibilities

Secure the full cooperation of faculty partners to establish a model based on respect and 
trust

 

Challenges
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Overview

• Searching for One Story

• Integrating Multiple Models

• Aligning with McGill 



Searching for 
One Story



Differentiating credit and non-credit (as revenue) in Quebec



The planning 
context in 
2022



Balancing credit and non-credit (as enrolment)

Includes all credit and non-credit learners and registrations for AY 2025, including McGill Community of Lifelong Learning 



Search for One 
Forecasting Story

• Strategic Enrolment Analysis Team 
(SEAT) created

• Shared definitions and baseline 
reports

• Better reporting alignment between 
credit & non-credit

• Strategic Enrolment Planning Process 
(SEPP) introduced for 3-year forecasts

• Integrated credit and non-credit 
program enrolment

• No financial data included



What challenges might arise 
from one forecasting model?





Integrating 
More Than 
One Story





What does the tool look like?



What challenges and 
opportunities might arise 

from this model?





Lessons learned

Patience, perseverance, 
and agility 

Link enrolment and 
financial data formulas

Engage the strengths of 
your team



Why “now 
more than 
ever”?



QUESTIONS? 
COMMENTS?
Thank you! 
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