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WHAT'S THE FUTURE OF UDEMY?

Udemy is a California based startup that
created a technological platform as an
educational system that allows instructors
to plan, design and produce educational
videos for every subject.

The main mission of Udemy is to “help
anybody learn anything online.” So everyone
can teach and share what they know to
spread knowledge, reputation and make
money of their everyone. For these
purposes, Udemy focus on different
markets: The instructors who make specific

WHAT HAS CHANGED SINCE THE DEVELOPMENT OF E-LEARNING?

courses, students who use these courses
and organizations which use Udemy
technology for training their employees or
selling their courses as branded products.

Right now more than 1500,000 courses are
available in the Udemy educational platform

BEFORE E-LEARNING AFTER E-LEARNING

To learn you had to enroll in university You can learn even with a steady job

To learn a recent topic you had to wait for
someone to write on it

Up-to-date courses are available thanks to
the speed and capillarity of the internet

In today’s pluralistic society, E-learning can
affect the way individuals communicate as
well as acquire knowledge. Traditionally,
accessibility to collaboration and
communication has been limited to
students in the same classroom or
members in the same organization.
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Eren Bali (Udemy’s Founder)

“The journey wasn’t easy.

We first created a product with Udemy’s vision 6 years ago
in Turkey. We failed. So we packed our bags and moved to
Silicon Valley to give it another shot. We were rejected by
more than 50 investors before we launched the company in
the Valley. But through it all, we didn’t give up because we
believed in the power of the Internet to change how people
learn.

We learned from the challenges we faced and eventually
our hard work paid off.

As a result of Udemy’s amazing growth,

we just raised $12 million in Series B funding.”
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and more than 57.000 instructors are
publishing their videos globally. Every month
more than 1000 new courses get public by
this educational service provider. More than
50 million students watching ore than
80,000 lectures daily in 10 different
languages around the globe.
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In this strategy canvas you can
see the main factors with
which Udemy competes with
the classical university,
differentiating itself from it.
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WHAT’S E-LEARNING?

E-learning( Electronic Learning) is
Internet-enabled learning which has a place in
education worldwide. The term "e-learning” most
likely originated in the 1980s, similar to other
online learning delivery time mode (Moore et al,
2011). E-learning mainly uses technology to
acquire skills or knowledge. E-learning can be
done via email, the Internet, and multimedia
(Gunasekaran et al, 2002). Learners can use any
Internet-enabled device, including computers,
iPads, and even smart phones, for e-learning.
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BENEFITS OF E-LEARNING

- E-learning, while reducing learning costs,
provides faster learning speed, increases learning
opportunities, and provides a clear sense of
responsibility for all participants in the learning
process (Gunasekaran et al, 2002).

- It can be started, and it can be stopped as
needed, and progress can be saved, enabling
individuals to learn online from their place at their
own time and pace. This makes training flexible
without impeding critical business activities.

THE EDUCATION DISRUPTION

The biggest difference and what attracts more customers to Udemy than
the classic university is the freedom in the attendance and constant
updating of courses. Very important is the question of the price, very
derisory compared to the amount of funds needed for paying university,
and the democratic nature of the service, i.e. the possibility to access any
course you want, without the need for pre-requisites, unlike the classical
university where to attend certain courses you must provide letters of
introduction, references, a degree and language certificates.
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VALUE PROPOSITION CANVAS

Udemy as an E-learning the platform, is considered to be a promising
tool for individuals accessing education. The popularity of Internet
education has led to a significant increase in the number of e-learning
courses and systems that provide different types of academic services
(Al-Fraihat et al., 2020).

THREAT OF NEW ENTRANTS

Considering the reduced cost and time required to enter as a new online
player the barriers at the entrance for this kind of area are low. This

explains the high number of competitors.

BRAND CREDIBILITY
& TRUST FACTOR

All the user involvement is fundamental both to capture new customers
and to retain them to the usual use of the platform.

In addition to having a competitive value, the customer’s trust factor is also
reflected in the value of the site itself, since, through word of mouth and
other forms of advertising, it makes it possible to build an authoritative and
recognized brand in the sector, thus allowing new customers to approach
the service.

Right now users can participate in creating content for Udemy educational
service, which is count as user-generated content. But to build more trust
in the service Udemy has to put more collaboration with users. A great
example in this context is Wikipedia and Google map. In both these
services users can have a direct influence on verifying content. Although
right now users have a direct influence on creating content but lack of
trust can be solved with more collaboration with users.

INDUSTRY RIVALRY

In the current period, people still prefer to rely on classical universities for
their education. This is because, unlike classical universities, the quality of
education through e-learning sites is mostly considered to be low. The
e-learning service allows everyone to be a teacher, whereas in the case of
classical universities the teaching staff is selected according to high
standards. For those who prefer to learn only certain topics or improve
their preparation, there are many e-learning sites and there is a lot of
competition in the field. Udemy has as a plus the fact that it has one of the
largest databases of video courses, but it lacks a final certification, which
attests the presence at the course.
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QUESTIONNAIRE

The online questionnaire was
conducted for gathering primary
data from student users. We
received 45 responds, respondents
were University students with wide
nationalities.

THREAT OF SUBSTITUTES

Due to the high number of courses in the Udemy database it is possible to
find several courses with the same topic but different approaches. This
reason is enough for some customers to stay and use Udemy’s service. But
it is also easy to replace Udemy with another e-learning site that offers a
course more suitable to your needs: the payment method for Udemy
courses is in fact done individually for each course, it is not by

subscription.

POWER OF BUYERS

Customers have the power to leave reviews on the courses they attend.
Researching the Udemy website, however, we found the phenomenon of
false reviews, which can mislead other potential customers who,
complaining online, will not recommend the service. Speaking of an online
service there are also some customers whose voice has a much wider than
normal echo, as in the case of influencers and YouTubers.

POWER OF SUPPLIERS

The providers of this kind of service are the teachers. They are the ones
who decide the price of their course and, if what they teach in the course is
in great demand in the world of work, (as for example in the design world
the use of certain software is fundamental) the price of the course may
increase according to the decision of the individual teacher. The value of
the courses and their actual price will affect Udemy’s profit and put it in

competition with direct competitors.
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In educational ecosystems, E-learning
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services provide new technologies that play
radical innovation in the ecosystem and not
only offer services to current students but
also attract new users for the services.

Udemy as an online educational platform,
similar to other services, provides learning
opportunities for different learners and has
Incremental innovation in terms of its
services.
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The problem with Udemy is the trust
between learner users, platform and teacher
users. So, we can adopt a credit system to
build trust between learners and teachers
and brands. For example, there are mutual
evaluations between students and teachers,
and the results of evaluations will affect their
respective credibility. Students improve
their credibility through the evaluation of
reputable peers and teachers. Teachers need
to pass the company’s probation period to
obtain basic credit and qualify for teaching.
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