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Hello, and thank you for visiting us here at UQ Solutions. My name is 

Seth Houston. I founded UQ Solutions to help colleges and universities make better 
decisions with better data. Our initial focus is on academic programs. 

Many colleges and universities, across the county, have experienced declining enrollment in 
recent years—and the financial pressures that come with that. One reason for this is that 
students are pursuing different opportunities than they were in past years, and choosing 
different programs to get there. Too often, colleges and universities are struggling to adapt.

While several factors go into a college or university’s ability to deliver the best pathways to 
the opportunities that today’s students are seeking, getting the program mix right is one 
that is crucial. Elsewhere, we discuss how to manage your current programs to align with 
market opportunities. Here, our focus is on identifying the new programs to launch with the 
lowest risk and the highest growth potential. We have broken it down into six key metrics. 

After sharing the metrics with you, we share some of the ways that we gather this data, and 
organize it for your institution in your markets, to make it fast and easy to identify high 
impact growth opportunities that may be right for you. If you would like to find out more, 
we would be more than happy to share with you the data we have on programs and program 
opportunities in your specific markets. You can click here to schedule a call.
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Considering new programs?
These six metrics are crucial

Seth Houston

MBA, UCLA Anderson
DMA, USC Thornton
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Market 
Growth
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The Six Metrics Are:

Market 
Segment 
Growth

Compe-
tition

Expected 
Program 

Size

Career 
Outcomes

Mission 
Alignment
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How well is the program performing in your geographical market? More specifically, what is the 
annual unit growth for this program in that market? Programs that are growing in your geographical 
market are more likely to grow at your institution.
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1. Market Growth

To answer this question, we need to determine the right geographical market for your 
institution. We generally think about this as the area that encompasses competitor institutions 
that account for a significant majority—typically 60-80%—of the students who apply to your 
institution. As an additional factor, we want this market to be large enough to not be dominated 
by one or two big players. For many institutions, a “Neighboring States” market—consisting of 
the state where your institution is located and the adjacent states—is a good place to start. An 
analysis of your cross applications can reveal a more specific market definition. 

To calculate annual unit growth, start with the number of students that completed this program, in this market, in the most recent year for 
which you have data. Then subtract the number of completions 3-5 years ago, and divide by the number of years. You might want to look 
at the percentage growth too.

The one problem with annual unit growth is that it’s not scaled. It’s hard to know if a given figure is high or low. Here at UQ, we developed
a size-agnostic metric called Scaled Unit Growth, or S.U.G. If S.U.G. is above 1, it’s a high growth program. If S.U.G. is between 0.2 and 1, 
it’s moderate growth. And the inverse for decline. To calculate S.U.G., divide the program’s annual unit growth by the total number of 
completions (for all programs) in the market (for the most recent year), and multiply by 4,000. 
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The next question is: how well is it performing in your market segment? Programs that are most likely to 
thrive at your institution will exhibit strong growth both in your geographical market and in your 
market segment.

Segment, here, refers to—as a provost we work with recently put it—“schools like us that do what we do.” Put another way, the segment 
should consist of schools with similar competitive positioning, serving similar students, and with similar resource capacities as yours. 

How do we define an appropriate segment market? In general, we look for schools in the same sector (i.e. public, private, community), 
with similar size (i.e. enrollment), and with similar selectivity (i.e. admissions rate; standardized test scores are less useful now because 
less schools require and report them). If your school is specialized—in technology or the arts, for example—we take that into account as 
well. We have found that the most useful segment markets include at least 60-80 institutions. The segment definition will likely have 
a broader geographical span than your geographical market; it may even be national. 

Here at UQ, we have developed a system for identifying institutions whose size and selectivity are within specified ranges of yours. We 
call this the Automated Peer Group, and it often serves as a good initial segment definition. Other groups of institutions, such as 
schools in your Carnegie classification, your US News and World Report ranking group, or an affinity group (such as women’s colleges, 
HBCUs, or a faith-based consortium) may provide useful perspectives as well. As with geographical markets, an analysis of your cross 
applications can reveal more specific market definitions.

Once you have determined one or more appropriate segment markets, you want to look at the same metrics we looked at for the 
geographical market: annual unit growth, annual percentage growth, and scaled unit growth. 
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2. Market Segment Growth
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Are “schools like us” succeeding in this market? If so, which market leaders should be look to for best 
practices or inspiration?
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3. Competition

Is the program’s growth in your geographical market driven by 1-2 big players, or schools that are fundamentally unlike yours? If the 
program is overwhelmingly dominated by a flagship public institution, or a major online player, you will want to know that. The 
program may not be such a promising growth opportunity for your institution after all. 

Next, look at your segment market. If the only schools that are succeeding with 
this program are fundamentally different from yours (technical or art schools, for 
example), or if only one or two are growing, that is cause for concern. If a solid 

cohort of schools like yours are succeeding with this program, on the other 
hand, that increases your confidence that you can succeed too.

If that is the case, you can identify 5-8 market leaders—schools like yours that 
are succeeding with the program—that you can look to for best practices or 
inspiration. How do these institutions structure their curricula? How do they 
market their programs? What kinds of partnerships do they have in place? 
These market leaders can serve as important guides as you consider, and then 
plan, the launch of your program.



If you launch this program, how big should you expect it to be at your institution? A clear understanding 
of expected program size will be crucial as you plan faculty needs and financial models for the program.
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4. Expected Program Size

One place to start is median program sizes in your markets. Median program size in 
your geographical market is useful, but if your institution is small, you will need to 
adjust this figure downward. The median program size for your segment will be a 

better guide. As additional validation, you can consider the program sizes at 
specific peer institutions. Here at UQ, we calculate coefficients for your institution 
that we apply to median program sizes in your various markets to calculate the 
expected size and growth for any potential new program at your institution. 

Once you have a good sense of the expected program size, you can better 
understand the impact of the program on your overall enrollment goals, the faculty 
resources needed to launch the program, and the financial impact on your institution. 



Today’s college students are increasingly focused on college majors, and non-Baccalaureate programs, that 
will prepare them for financially stable careers. Understanding the career outcomes of a given program 
is an important aspect of assessing the program’s attractiveness—and value—to potential students. 
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5. Career Outcomes

Fortunately, there are several excellent data sources that can help answer this question. 

§ College Scorecard has data on first-year earnings and debt outcomes, by institution 
and by program. Because it includes data by institution, you can estimate earnings 
outcomes for a potential program at your institution based on your segment. 

§ The American Community Survey (ACS) has detailed data on major-to-career 
pathways, and can answer the question: what careers do graduates of a given 

program actually enter in your market? This data source also provides data on 
earnings, by major, over the course of graduates’ entire careers. 

§ The Bureau of Labor Statistics (BLS) provides detail on jobs in your specific market. 
Of the jobs entered by graduates of a given program, which ones are growing, and 
which are declining? By how much? And how are salaries changing over time?

UQ Solutions provides data from all of these sources, customized for your markets and 
market segments. We also integrate the ACS and BLS data such that we can estimate job 
growth, in your particular markets, by college major. This helps understand how 
changes in the job market affect demand for academic programs. 



The data we have discussed so far deals with market conditions. But you are considering a new program at 
your institution. 
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6. Mission Alignment

Does this potential new program align with your institution’s mission and values? It may specifically align with, be neutral, or 
specifically detract from your mission and values. In the latter case, you probably don’t want to offer it. Would adding this program 
fundamentally change your institution’s character in a detrimental way?

Other factors to consider:

§ What existing resources (faculty, facilities, courses) do you already have in 
place to support this program?

§ Are there any partnerships, such as with local businesses or community 
colleges, that might support and/or benefit from this program?

§ Are there any faculty (or non-faculty) champions who might support this 
program?

§ Are there any funders who might want to support this program?

In addition, any new program proposal will need to carefully consider the 
accreditation requirements for launching the program, and develop a financial 
model that estimates the impact on your institution’s overall operations and 
bottom line. 



Key Metrics Notes

Career Outcomes
§ How much do students earn, in our segment, when they complete 

this program? $______
§ How much debt do they incur? $______
§ What is the average income of students from this program over 

the course of their careers? $______
§ What are the top 5 jobs entered by students from this program in 

our market, what percent of graduates enter those jobs, what do 
students earn who enter those jobs, and what is the percentage 
growth of those jobs in our market?
Job                              % of Grads  Earnings % Growth 
1) __________________   ___%            $______     ___%
2) __________________   ___%            $______     ___%
3) __________________   ___%            $______     ___%
4) __________________   ___%            $______     ___%
5) __________________   ___%            $______     ___%

Mission Alignment
§ How well does this program align with our institution’s mission?

___strongly aligns. ___neutral. ___detrimental.
§ Any existing resources we can draw on for this program:
§ Any faculty (or non-faculty) champions:
§ Any potential partners:
§ Any potential funders:

Additional Data
§ Accreditation requirements
§ Financial projections
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Key Metrics Notes

Market Growth
§ Market definition:
§ Annual unit growth: ___. Annual percentage growth: ___%
§ Scaled unit growth: ___

Market Segment Growth
§ Market definition:
§ Annual unit growth: ___. Annual percentage growth: ___%
§ Scaled unit growth: ___

Program Size
§ Median program size, geographical market: ___
§ Median program size, segment market: ___
§ Expected program size: ___

Competition
§ Are institutions like us succeeding with this program?

___yes. ___no.
§ If so, please identify 5-8 market leaders (schools like us that are 

succeeding with this program) to study for best practices: 
1) __________________   5)  ___________________
2) __________________   6)  ___________________
3) __________________   7)  ___________________
4) __________________   8)  ___________________

§ On a separate sheet, please include detailed information about 
these programs: curricula, marketing, partnerships, and other 
information that might be helpful for evaluating and launching 
the program at our institution.

Sample Checklist
Most institutions develop their own systems to evaluate potential new programs. Here is one possible way to capture the six key metrics.
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How we help
Gathering all this data is hard. UQ makes 
it fast and easy. We bring together all the 
metrics you need, customized to your 
institution and your markets, focused on 
key decisions, with dashboards, tables, 
and reports that are easy to use—and 
available at a low cost. Our goal is to 
make the very best insights available to all 
institutions, regardless of size or budget.

We would love to share with you some of the data 
we have on programs and program opportunities 
for your institution in your specific markets. You 
can click on the link below to schedule a call.

Schedule a callClick here
Confidential. © 2022 UQ Solutions, Inc.
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As any administrator knows, timely and 
informed decisions are vital to success. 
UQ Solution’s Market Analyzer is the 
most effective tool for synthesizing 
complex data. It has changed the way 
we think about the success of our 
current programs and the potential 
success of future ones. Highly 
recommended!

—Dr. Evan Posey,
Provost, Luther Rice 
College & Seminary
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Home Setup Market Trends New Programs Current Programs Additional Data

 52.1401 | Marketing/Marketing Management | Bachelor'sSample University | Neighboring States & Automated Peer Group MarketsPotential New Program Prospectus   • Use the "CIP Code" and "Award Level" menus to select select the desired program.
   • Use the "Market View" menu to choose the desired geographical market. We generally recommend Neighboring States, Regional, or another large market as the geographical market.

   • Use the "Secondary Market" menu to choose the desired segment market. We generally recommend Automated Peer Group or another market that reflects institutions in your segment.

   • Use the "Tertiary Market" menu to select an additional view of market leaders.   • Scaled Unit Growth measures unit growth in relation to market size. For large markets, scaled unit growth >1 indicates high growth, 0.2-1 moderate growth, and the inverse for decline.Key Performance Indicators

Scaled Unit Growth

Annual Unit Growth

Annual Percentage Growth
Market Size

Institutions in Market
Average Program Size
Median Program Size
Percent Online

Earnings (1st Year) $42,821

8,683

429

116

6%

7%

2.0

75
26

Neighboring States Market

$ 43,200

3,183
138

3%

4%

1.8
91

23
18

Automated Peer Group Market

High Growth in Neighboring States Market. 7% Online. High Growth in Automated Peer
Group Market. 4% Online. Scaled Unit Growth, Combined, is 3.8. Expected Program Size is
23, with Expected Annual Unit Growth of 0.4.

Performance Summary

A program that generally prepares individuals to undertake and manage the process of developing
consumer audiences and moving products from producers to consumers. Includes instruction in buyer
behavior and dynamics, principle of marketing research, demand analysis, cost-volume and profit
relationships, pricing theory, marketing campaign and strategic planning, market segments, advertising
methods, sales operations and management, consumer relations, retailing, and applications to specifi..

CIP Code Description

Growth: The following charts give two views of the program's growth. The left-hand chart looks compares the selected program with other programs in two

selected markets (by annual unit growth). The right-hand chart compares the selected program's growth in all markets (by cumulative percentage growth).
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52.1401 | Marketing/Marketing Management | Bachelor's

Growth—Compared to Other Programs—in Two MarketsNeighboring States (Y-Axis) by Automated Peer Group (X-Axis)Orange = zero or very low market share. 52.1401 | Marketing/Marketing Management |Bachelor's appears in green.

Comparative Growth of Selected Program in Different MarketsBlue = larger geographical markets. Other colors = institutionally defined markets.
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Custom 4

NCAA

Custom 5

US News

State

Measure Names
National
Regional
Neighboring States
State
Neighboring Counties
Automated Peer Group
Peer Institutions
US News
NCAA
Custom 1
Custom 2
Custom 3
Custom 4
Custom 5Modality and Demographics: The following charts list the estimated modality & award level, size & sector, and race & gender of completions in the

Neighboring States Market (2020). The left-hand chart includes all award levels. Color = annual percentage growth. Blue is positive; orange is negative.

0% 20% 40% 60% 80%
Percent of Total

On-Ground | Bachelor's
Online | Bachelor's

On-Ground | Master's
Online | Master's

On-Ground | Undergrad. ..
On-Ground | Associate's

Online | Grad. Certificate
On-Ground | Grad. Certifi..

Completions (2020) by Award Level & Modality,Neighboring States Market

0% 10% 20% 30% 40% 50% 60%
Percent of Total

20,000 and above | Public
10,000 - 19,999 | Public

5,000 - 9,999 | Private
1,000 - 4,999 | Private
5,000 - 9,999 | Public
1,000 - 4,999 | Public

10,000 - 19,999 | Private
5,000 - 9,999 | For-Profit

Completions (2020) by Institution Size & Sector,Neighboring States Market

0% 10% 20% 30%
Percent of Total

White | Women
White | Men

Latinx | Women
Latinx | Men

Black | Women
Black | Men

International | Women
International | Men

Completions (2020) by Race & Gender,Neighboring States Market

Market Leaders: Top Eight Institutions for the selected program and award level, by Annual Unit Growth (2016-2020), in Three Selected Markets. Figures indicate

ending year completions (plain) and annual unit growth (bold). Color = annual percentage growth.

0 20 40 60
Annual Unit Growth

The University of Alabama
Florida International University

Auburn University
University of South Florida-Main Ca..

Clemson University
Kennesaw State University

Coastal Carolina University
The University of Tennessee-Knoxvil..

560 | 49.8
529 | 48.0

262 | 35.5
395 | 31.8

269 | 23.0
230 | 20.3

157 | 18.0
211 | 17.3

Neighboring States Market

0 10 20
Annual Unit Growth

Carthage College
Manhattan College
Augustana College

Endicott College
Emmanuel College

Bryant University
Saint Xavier University

Anderson University

65 | 16.3
58 | 14.5

142 | 5.3

43 | 9.3
22 | 5.5

39 | 9.8

43 | 4.8
34 | 4.8

Automated Peer Group Market

0 10
Annual Unit Growth

High Point University
Flagler College-St Augustine

Tennessee Wesleyan University
Ouachita Baptist University

Claflin University
Maryville College

University of the Ozarks

44 | 10.8
10 | 2.5

13 | 2.0

11 | 1.3

2 | -1.3
8 | 1.0

9 | 1.3

US News Ranking Group Market

Institution
Sample University

CIP Code
52.1401 | Marketing/..

Award Level
Bachelor's

Market View
Neighboring States

Secondary Market
Automated Peer Gro..

Tertiary Market
US News Ranking Gr..

Beginning Year
2016

Enrollment Dif
40%

Admission Dif
30%

SAT Dif
No Filter

Min. Filter
No Filter

Export PDF

Market Leaders
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New Program Growth Opportunities Table
   • This dashboard gives an enhanced summary of the data on the New Program Opportunity Finder. Use the "Market View" and "Secondary Market" menus to choose primary and secondary markets

for analysis. We generally recommend a large market such as Neighboring States or Regional as the primary market, and Automated Peer Group or another group based on institutional characteristics

as the secondary market.

   • "Scaled Unit Growth" measures unit growth in relation to market size. For large markets, scaled unit growth ≥1 indicates high growth, 0.2-1 moderate growth, and the inverse for decline.

   • On the table, programs are sorted by the sum of scaled unit growth in both markets, with programs with high growth (scaled unit growth ≥1) in both markets listed first. Click on "Min. S.U.G." to

filter for combined scaled unit growth. Programs that are already offered at Sample University (or with very low market share) are excluded from the table.

   • Hover over any column heading and click the icon to sort. To export to Excel, click on the table, then select Worksheet/Export/Crosstab to Excel. To print as a PDF, click on the "Export PDF" button

above.

Clear Filters
Admissions Range

All

SAT Range
All

ACT Range
All

Award Level
Multiple values

Modality
All

CIP Family
All

Major Number
All

Race
All

Gender
All

Age
All

Home Setup Market Trends New Programs Current Programs Additional Data

CIP Code & Award Level S.U.G.,
Mkt.
View

S.U.G.,
2nd'y
Mkt.

Expected
Program

Size

Expected
Ann. Unit

Growth

Sort Ann. %
Growth,

Mkt.
View

Ann. %
Growth,

2nd'y
Mkt.

Ann. Unit
Growth,

Mkt.
View

Ann. Unit
Growth,

2nd'y
Mkt.

Insts.,
Mkt.
View

Insts.,
2nd'y
Mkt.

Median
Prog.

Size, Mkt.
View

Median
Prog.
Size,

2nd'y
Mkt.

Earnings,
Mkt.
View

Earnings,
2nd'y
Mkt.

% Online,
Mkt.
View

% Online,
2nd'y
Mkt.

52.1401 | Marketing/Marketing Management | Bachelor's

51.0000 | Health Services/Allied Health/Health Sciences | Bach..

14.1901 | Mechanical Engineering | Bachelor's

52.1302 | Business Statistics | Master's

51.0912 | Physician Associate/Assistant | Master's

13.0301 | Curriculum and Instruction | Grad. Certificate

52.1101 | International Business/Trade/Commerce | Master's

51.1508 | Mental Health Counseling/Counselor | Master's

30.0000 | Multi-/Interdisciplinary Studies | Bachelor's

26.0102 | Biomedical Sciences | Bachelor's

51.3300 | Alternative and Complementary Medicine and Medi..

51.3803 | Adult Health Nurse/Nursing | Bachelor's

52.0799 | Entrepreneurial and Small Business Operations, Oth..

51.3805 | Family Practice Nurse/Nursing | Master's

51.2201 | Public Health | Bachelor's

52.9999 | Business, Management, Marketing, and Related Sup..

26.0908 | Exercise Physiology and Kinesiology | Bachelor's

42.2799 | Research and Experimental Psychology, Other | Bach..

51.3818 | Nursing Practice | Doctoral

13.1099 | Special Education and Teaching, Other | Master's

51.0701 | Health/Health Care Administration/Management | M..

03.0104 | Environmental Science | Bachelor's

26.1501 | Neuroscience | Bachelor's

50.0102 | Digital Arts | Bachelor's

14.0901 | Computer Engineering | Bachelor's

51.0701 | Health/Health Care Administration/Management | Ba..

50.0409 | Graphic Design | Master's

13.0401 | Educational Leadership and Administration | Grad. C..

15.1501 | Engineering/Industrial Management | Master's

45.0401 | Criminology | Master's

51.3808 | Nursing Science | Master's

13.0411 | Superintendency and Educational System Administra..

13.0401 | Educational Leadership and Administration | Doctoral

52.0213 | Organizational Leadership | Bachelor's

50.0410 | Illustration | Bachelor's

14.0801 | Civil Engineering | Bachelor's

52.2001 | Construction Management | Bachelor's

30.1901 | Nutrition Sciences | Master's

52.0213 | Organizational Leadership | Master's

51.1508 | Mental Health Counseling/Counselor | Grad. Certific..

13.0301 | Curriculum and Instruction | Master's

13.1299 | Teacher Education and Professional Development, S..

51.2308 | Physical Therapy/Therapist | Doctoral

42.2704 | Experimental Psychology | Bachelor's

13.1101 | Counselor Education/School Counseling and Guidan..

50.0499 | Design and Applied Arts, Other | Master's

13.1401 | Teaching English as a Second or Foreign Language/..

09.0401 | Journalism | Bachelor's

16.0101 | Foreign Languages and Literatures | Bachelor's

14.0501 | Bioengineering and Biomedical Engineering | Bachel..

09.0900 | Public Relations, Advertising, and Applied Communi..

13.1305 | English/Language Arts Teacher Education | Master's

50.0913 | Music Technology | Bachelor's

51.0999 | Allied Health Diagnostic, Intervention, and Treatmen..

11.1003 | Computer and Information Systems Security/Auditin..

51.2207 | Public Health Education and Promotion | Bachelor's

13.0404 | Educational, Instructional, and Curriculum Supervisio..

51.0913 | Athletic Training/Trainer | Master's
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37%
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42%

100%

12%
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19%

27%
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34%
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0%

0%

33%

23%
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95%

75%

17%
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$37,363

$67,103

$28,960

$33,754

$63,444

$41,874

$27,889

$50,856

$68,219

$52,478

$70,856

$43,771

$42,952

$67,395

$52,107

$67,855

$64,791

$38,591

$48,703

$94,579

$50,317

$98,757

$86,867

$74,576

$68,219

$39,979

$75,040

$30,491

$30,499

$59,064

$49,696

$149,671

$38,289

$28,597

$73,684

$30,824

$100,393

$61,519

$24,532

$24,568

$41,387

$46,087

$95,558

$70,243

$31,809

$41,714

$39,606

$53,237

$30,382

$73,971

$107,449

$26,035

$47,000

$38,152

$59,412

$26,956

$31,667

$41,041

$41,584

$28,446

$68,144

$43,341

$45,560

$59,927

$50,187

$62,442

$60,142

$27,188

$41,244

$77,639

$70,009

$103,225

$100,451

$58,966

$35,160

$36,695

$72,639

$25,154

$22,249

$30,172

$63,204

$46,442

$108,168

$28,339

$24,581

$72,134

$31,818

$94,824

$54,370

$24,532

$26,270

$31,886

$37,599

$66,952

$101,011

$83,007

$66,188

$27,784

$42,842
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New Program Growth Opportunities | Sample University

 Neighboring States and Automated Peer Group Markets

Scaled Unit Growth (2016-2020), Estimated Program Size and Growth, Annual Percentage Growth (2016-2020), Annual Unit Growth (2016-2020), Number of Institutions (2020), Median Program Size (2020), Earnings (Weighted Average,

1st Year After Graduation), and Percent Online (Estimated, 2020), Neighboring States & Automated Peer Group Markets.

Institution
Sample University

Market View
Neighboring
States

Secondary Mark..
Automated Peer

Group

Segments
CIP Code &
Award Level

Beginning Year
2016

Enrollment Dif
20%

Admission Dif
20%

SAT Dif
100%

Min. S.U.G.
0.5

Region Corrected
All

State Corrected
All

Sector
All

Size
All

Export PDFView Prospectus

Samples from UQ’s Market Analyzer
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Map programs by growth in geographical 
market and market segment

See KPIs in a 
table you can 

export to Excel.

A powerful report 
brings together key 
metrics and charts, 

and prints as a 
letter-sized PDF.

Illustrative

focused on new program growth opportunities
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This is just a sample
of the data we bring to help you 
identify the highest-potential, lowest-
risk new programs for your institution, 
in your specific markets, to drive 
growth. We would be happy to share 
some of the data we have with you, 
for program opportunities for your 
institution in your markets, and to see 
how we can support your decision 
processes. Please click on the link 
below to schedule a call.

Schedule a callClick here to

Confidential. © 2022 UQ Solutions, Inc. 14

https://meetings.hubspot.com/seth-houston
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For more information:
PLEASE VISIT US AT:

www.uq.solutions

seth.houston@uq.solutions
(434) 443-5202

https://www.uq.solutions

