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Revenue Through Results:

Operationalizing OQutcomes for
Growth

What if impact wasn't just a mission, but a
market advantage?

The key is building operations that align to student success, because when you deliver for schools,
student growth follows.

This article is the first in a three-part series on outcomes based contracting, co-authored by
Maycomb Capital and The Center for Outcomes Based Contracting, with contributions from Air
Tutors, Chapter One, Curriculum Associates, EdSolutions, Gates Foundation, Littera, and OWL
Ventures.

This series is designed for senior leaders at educational provider organizations working in strategy,
impact, partnerships and finance, focusing on aligning revenue models, growth strategies and
organizational priorities with measurable student outcomes.

This is not an isolated success story. Schools that
have seen these results are already requesting
program renewals and expansion for the coming
year, exemplifying how providers implementing

In Duval County Public Schools, an
outcomes based contract (OBC) delivered
remarkable results for more than 2,600
elementary students reading below grade

level. OBCs are seeing higher renewal rates, stronger
partnerships with district leadership, and greater

In just 6 months, more than 1,200 market share by demonstrating measurable

students achieved grade-level oral student impact.

reading fluency, while more than 500

students made measurable gains on the At the same time, districts are seeing their

state assessment, contributing to the budgets translate more directly into student

district's first-ever 'A' grade from the earning outcomes, creating a powerful alignment

state of Florida. that is reshaping education procurement.

This shift reflects more than a change in contracting. It is a clear market signal that demonstrable
student outcomes are becoming the foundation for growth, trust, and long-term partnership in
the education sector.

Why Now? The Case for OBC and Meeting the Moment in Education

K-12 districts facing ongoing budget uncertainty are fundamentally changing how they select and
sustain education partnerships. With every dollar under scrutiny, they can no longer afford to risk
limited budgets on programs without demonstrated effectiveness.
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Instead, they are demanding not just proof of what works, but accountability for implementing
evidence-based programs with integrity to ensure their investments lead to measurable
learning outcomes for students. OBC helps districts demonstrate ROI in student learning and
signal the cost-effectiveness of major interventions to boards and stakeholders.

For education providers, this demand creates an unprecedented opportunity. Organizations
that can demonstrate clear student outcomes now have a competitive advantage that
transcends price, features, or marketing budgets. They can differentiate themselves in crowded
markets by offering something competitors often can't: proven results.

Seizing this opportunity requires more than a shared belief in student outcomes. It calls for
deliberate decisions about how to align internal systems and financial strategies with OBC.
Providers that thrive in this environment are not starting over though. They build on their
existing strengths by refining revenue models, evolving sales incentives, and deploying capital
in ways that support both impact and long-term growth.

OBC: The Foundation for Student Success

Outcomes Based Contracting represents a procurement model where a targeted student
population, desired outcomes, and implementation approaches are clearly defined, with at least
40% of provider payment contingent on achieving agreed-upon outcomes. This creates
stronger alignment between public investment and student learning gains.

The Five Core Domains of Effective OBCs

Clearly Defined Clearly Defined Contingent
Population and Outcomes and Outcomes
Program Metrics Payments

Continuous
Improvement

Beyond Procurement: A Model Centered on Student Success

For providers, OBC offers clarity, partnership depth, and the opportunity to be recognized and
rewarded for delivering meaningful results for students. By focusing contracts on what
success looks like for specific students, how it will be measured, and what supports enable
implementation, OBC transforms strong delivery into shared success in service of student
learning.

Together, these domains create a blueprint for partnerships that are transparent,
collaborative, and designed to help providers grow by excelling at what they do best: helping
students succeed.
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The Value: Why SEAs, LEAs, and Providers are Adopting OBC

The shift toward OBCs is not just about procurement innovation. It is about creating
partnerships that better serve students while providing meaningful benefits to both districts
and providers.

State Education Agencies Are Turning to OBC

e Policy-to-Practice Alignment - OBCs help SEAs ensure that state policy priorities translate
into meaningful changes in classrooms by tying investments directly to student outcomes.

e Clarity on Grant Allocations — With OBC structures, SEAs can more clearly demonstrate
how federal and state dollars are used, showing legislators and the public the return on
investment in terms of student learning.

e Better Data on Student Outcomes — The measurement and reporting requirements built
into OBCs provide SEAs with richer, more consistent data across districts and programs,
strengthening statewide accountability and informing future policy decisions.

Why Districts Are Embracing This Model

e Budget Accountability - District leaders can demonstrate to school boards and
communities that education investments are directly tied to student learning
improvements.

¢ Risk Mitigation - Rather than paying for services that may or may not deliver results,
districts invest in research-backed products with proven implementation support and
accountability measures.

¢ Internal Accountability & Cross-Functional Implementation - OBCs create a clear
roadmap for implementation that helps district teams work more effectively across
departments. Leaders report that the structure of these contracts strengthens internal
accountability, proactively identifying both internal and external needs to support
academic interventions.

e Partnership Quality - OBC providers are incentivized to ensure successful implementation
and student engagement throughout the contract period (a strong benefit for providers,
tool).

e Data-Driven Decision Making - The measurement requirements of OBCs provide districts
with rich data about program outcomes and student progress, a strong benefit for
providers, as well.

Wy
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Benefits for Providers

» Differentiation in a Crowded Market - Providers with demonstrated outcomes can stand
out from competitors by tying payment directly to student results, offering districts
protection against ineffective investments. Organizations can clearly sell outcomes and
reference specific results to prospective districts, creating compelling differentiation.

e« Competing on Student Learning, Not Business Functions — OBC shifts competition from
marketing and brand to demonstrated impact, ensuring success is measured by student
outcomes, not scale or visibility.

e Improved Implementation Fidelity - Districts and providers demonstrate stronger
implementation fidelity and integrity, aligning more closely with intended outcomes and
contract goals.

« Deeper, Stickier Partnerships - OBC turns transactions into true partnerships, where
district investment in provider success equals student success, often with C-level
engagement and harder-to-displace relationships.

« Higher Potential for Long-Term Partnerships - When districts see results, they expand
and renew partnerships, driving predictable revenue and lowering acquisition costs.

e Revenue Aligned with Mission - Organizations finally can align their business model with
their core purpose of improving student outcomes, where market success equals
classroom success.

» Access to Quality-Conscious Districts - Districts using OBCs are often the most
committed to evidence-based practices and continuous improvement—the ideal
partners for mission-driven providers.

« Enhanced Stakeholder Confidence - Boards, investors, and funders see outcomes-based
payments as proof of effectiveness and accountability.

The Results Validate the Model's Effectiveness

Providers already implementing OBCs are reporting stronger relationships with district
partners, clearer communication about expectations and results, and enhanced ability to
secure additional contracts based on demonstrated impact. Districts, in turn, are
experiencing greater confidence in their investments and improved outcomes for the
students they serve.

This mutual benefit is driving rapid adoption across different types of education providers,
from curriculum companies to tutoring services to professional development organizations,
each finding ways to adapt the OBC model to their specific context and strengths.

OBCs shift the central question from "What are we
delivering?" to "What are students achieving?"
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Shifting From Activity to Achievement

For K-12 providers committed to student success, outcomes based contracting presents a
transformative opportunity. It creates conditions for stronger alignment between what
providers deliver and what districts work to achieve: clear, measurable improvements in
student learning.

Value Creation, Not Cost Reduction

Outcomes Based Contracts are not about cutting costs. OBCs focus on increasing value for
students. Rather than paying for activities or seat time, districts are directing budgets
toward solutions that reliably drive student outcomes. For providers with demonstrated
outcomes, this shift offers ways to differentiate offerings, strengthen district relationships,
and align financial models with the student results their programs are built to deliver.

What Changes Day-to Day?

The shift to OBC fundamentally changes how providers approach their work, moving them
from a focus on service delivery to a focus on student results.

The Traditional Model: The OBC Model:
Delivery-Focused Results-Focused

e Success focused on fulfilling contract e Increased district trust and credibility
terms and delivering planned service built on student learning gains

hours » Comprehensive data systems to track
e Data collection centered on core student progress, implementation
program activities and compliance quality, and program impact in real-time

requirements » Ongoing engagement around student

e Engagement with district leadership only results and continuous improvement
occurs at key milestones throughout the
partnership

This shift fosters a more collaborative dynamic where providers and districts are focused on
achieving meaningful student outcomes together. Sales teams emphasize results over
features, implementation teams monitor student progress alongside usage, and leadership
teams prioritize data in decision-making.

For providers with strong programs, this approach amplifies existing strengths and offers a
clear edge in competitive markets. It also opens pathways for growth, as districts increasingly
seek to deepen and expand successful partnerships rather than replace them.
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While the transformation requires thoughtful planning, it does not call for a complete
reinvention. Leading providers are adapting their current capabilities to align with outcome-

focused models. In doing so, they are building sustainable advantages and delivering greater
value to students.

The benefits of OBC are compelling, yet, leadership teams may encounter common
misconceptions about what implementation truly involves.

Providers who have successfully made the transition offer valuable insights to help clarify
these misunderstandings and support confident, informed decision-making.

Addressing Common Misconceptions:
What Successful Providers Have Learned

“REVENUE WILL BE UNPREDICTABLE.”

Reality: While OBCs may shift the timing of payments, many providers find that overall contract values
remain strong—particularly when aligned to clear, measurable outcomes. In fact, providers can often
earn higher revenue than a traditional contract if a substantial portion of student outcomes are met.

“OUR PROGRAMS WORK, BUT OUTCOMES DEPEND ON
FACTORS OUTSIDE OUR CONTROL"

Reality: While OBCs may shift the timing of payments, many providers find that overall contract values
remain strong—particularly when aligned to clear, measurable outcomes. In fact, providers can often
earn higher revenue than a traditional contract if a substantial portion of student outcomes are met.

“WE'LL TAKE ON TOO MUCH RISK”

Reality: Traditional contracts carry their own risks, such as poor implementation, unmet expectations,
or non-renewal. OBCs help make these risks visible and manageable by establishing clear goals, shared
accountability, and aligned incentives. Many providers discover that OBCs actually reduce risk by
fostering stronger district partnerships and increasing the likelihood of contract renewal.

These misconceptions are common and often based on outdated assumptions about how
outcomes based contracts work. Providers who have navigated the transition find that
thoughtful design, strong district collaboration, and a phased approach, such as starting with

pilot contracts, can address these misunderstandings and lead to more confident, successful
implementation.
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Looking Ahead: The Future of Education Procurement

As districts and states adopt OBC, providers face a lasting shift that puts student outcomes at
the center of growth, trust, and partnership. Those who integrate outcomes into their strategy
will shape the future of procurement, gain competitive advantage, and align business success
with student impact. The question is not if OBC will spread, but when and how providers will

engage. For mission-driven organizations, it is a timely chance to align mission with market
and lead forward.

Additional Resources

Also in this series:
Part |I: Aligning Business Strategy with Student Outcomes
Part lll: Financial and Operational Alignment (Making. OBCs Work for Your Business)
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https://obc.southerneducation.org/resource_types/provider-resources/
https://obc.southerneducation.org/resource_types/provider-resources/
https://connect.obc.southerneducation.org/RevRec-2
https://connect.obc.southerneducation.org/RevRec-3
https://bit.ly/4lTlSup
https://bit.ly/4nJ4aeB
http://bit.ly/44DM2du

