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ABSTRACT  
Purpose – The growth of online companies has accelerated in the last 
decade, however, competition has also become fiercer. To remain 
profitable and competitive, online companies need to adopt innovative 
educational strategies that not only attract but also retain customers. 
This article explores various educational strategies that can help online 
companies increase their revenue, including customer education, 
employee training, and community engagement. 
Methods–One effective approach is through implementing educational 
strategies designed to increase customer engagement and loyalty and 
improve employee performance. The innovative educational strategies 
can significantly boost online company revenue by attracting and 
retaining more users, enhancing their learning experiences, and creating 
additional streams of income. 
Findings – the synergy between natural diversity, cultural richness, 
community engagement, and government support is crucial for 
sustainable tourism development. Moreover, government policies have 
a significant impact on the growth and success of ecotourism 
destinations, highlighting the importance of strategic planning and 
investment in this sector. This research underscores the potential of 
ecotourism as a tool for conservation and community development, 
offering insights into best practices and strategies for promoting 
sustainable tourism 
Research implications/limitations – Through investing in customer 
education, employee training, and community engagement, companies 
can increase customer satisfaction, improve product usage, and foster 
loyalty. 
Originality/value – The rapid growth of online companies in the last 
decade has created new opportunities and challenges in the business 
world. The advent of the internet has changed the business landscape, 
giving birth to many online companies operating in various sectors. In the 
midst of increasingly fierce competition, online companies must 
continue to innovate to remain relevant and profitable. 
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Introduction   

The advent of the internet has changed the business landscape, giving birth to many online 
companies operating in various sectors. Despite many opportunities, these companies face 
stiff competition and rapidly changing market dynamics. To survive, online companies must 
constantly find ways to increase their revenue. One effective approach is through educational 
strategies that increase customer and employee engagement. The rapid growth of online 
companies in the last decade has created new opportunities and challenges in the business 
world. In the midst of increasingly fierce competition, online companies must continue to 
innovate to remain relevant and profitable. One effective approach is through implementing 
educational strategies designed to increase customer engagement and loyalty and improve 
employee performance. Customer education involves providing information and resources 
that help customers understand and make better use of a product or service. When customers 
feel more informed and confident using a product, they are more likely to continue using it 
and even recommend it to others. This not only increases customer satisfaction but can also 
lead to increased sales and long-term loyalty. Employee training is also an important aspect 
of an education strategy. Well-trained employees have the knowledge and skills necessary to 
provide better service to customers. They are also more likely to feel satisfied and motivated 
in their work, which can reduce turnover and increase productivity. Ongoing training ensures 
that employees stay up-to-date with industry trends and product changes, so they can 
continue to provide high value to customers. Community engagement is a third strategy that 
focuses on building strong relationships between a company and its customers. By creating a 
platform where customers can interact and share experiences, companies can build loyal and 
passionate communities. These communities can serve as a source of support for new and 
existing customers, as well as a channel for valuable feedback and innovative ideas. 

To effectively implement this education strategy, companies can use a model that 
integrates three key components: customer education, employee training, and community 
engagement. Webinars and Tutorials: Offer live or recorded training sessions that help 
customers understand how to use a product or service. Informative Content: Provide articles, 
videos and FAQs that answer frequently asked questions and provide tips and tricks for 
maximizing product use. Certification Program: Develop a certification program that 
recognizes customers' knowledge and skills in using the company's products. 

Onboarding Program: Develop comprehensive training programs for new employees, 
ensuring they understand products and services from day one. Continuous Learning: 
Implement ongoing training programs that cover product updates, industry trends, and 
customer service skills. Ratings and Feedback: Use regular assessments and feedback to 
identify training needs and ensure employees continue to develop. 

Online Community Platform: Build forums or social media groups where customers can 
share experiences, ask questions, and provide support to each other.. User Generated 
Content: Encourage customers to create and share product-related content, such as reviews, 
tutorials, or success stories. Events and Meetings: Organizing online or offline events that 
bring together customers to learn and interact directly with the company and fellow 
customers. 

According to Blázquez-Resino, Molina-Collado, and Pérez-López (2020), customer 
education is the key to creating customer loyalty. They argue that customers who are well 
informed about a product or service will feel more confident in its use, which in turn increases 
customer satisfaction and loyalty. They also emphasize the importance of providing resources 
that are easy for customers to access and understand. 
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Chiu, Fang, and Tseng (2021) in their study found that effective customer education can 
significantly improve user experience. They show that by providing clear guides, tutorials, and 
ongoing support, companies can help customers get the most out of a product or service, 
which increases perceived value and customer satisfaction. 

According to research by Kim, Kim, and Hwang (2022), customer education has a 
significant positive impact on customer retention. They found that well-designed educational 
programs can reduce churn rates by increasing customer understanding of the product and 
reducing confusion or frustration that may arise from a lack of knowledge. 

Park and Kim (2022) state that relevant and timely educational content is critical to the 
success of a customer education strategy. They emphasize that companies should develop a 
variety of content formats such as articles, videos, webinars, and FAQs to meet customers' 
varying learning preferences. This content should be updated regularly to ensure that the 
information provided remains relevant and accurate. 

In today's digital era, technology plays an important role in customer education. According 
to Zhang and Wei (2023), the use of technology such as e-learning platforms, mobile 
applications, and AI-driven chatbots can increase the effectiveness of customer education 
programs. This technology enables the delivery of more personalized and interactive content, 
which can increase customer engagement and understanding. 

Lam and Ahn (2023) highlight that customer education not only increases knowledge but 
also customer engagement. They found that customers who engage in educational programs 
tend to be more active in brand communities and interact with the company more frequently, 
which ultimately increases customer loyalty and lifetime value. 

According to Smith, Jones, and Anderson (2020), continuous learning is the key to 
maintaining and improving employee skills in the rapidly changing digital era. They argue that 
companies should adopt a continuous learning approach that combines formal and informal 
training to ensure that employees stay up-to-date with the latest developments in their 
industry. Continuous learning includes structured training programs, self-directed learning, as 
well as access to online educational resources. 

Gupta and Bhatia (2021) stated that technology plays an important role in modern 
employee training. They developed a technology-based learning theory that emphasizes the 
use of technologies such as e-learning, virtual reality (VR), and augmented reality (AR) to 
provide more interactive and effective training experiences. According to them, this 
technology not only makes training more interesting but also allows personalization and 
flexibility in the learning process. 

Brown and Wilson (2022) proposed a competency-based employee training theory that 
emphasizes the importance of developing training programs that focus on the core 
competencies required for a particular job. They argue that training should be tailored to the 
specific needs of each role and should be designed to build competencies that can be directly 
applied in everyday work. This approach involves identifying key competencies, developing 
relevant training modules, and regular assessments to ensure skills improvement. 

According to Wang, Chen, and Li (2020), involvement in virtual communities has a 
significant impact on customer loyalty. They suggest that virtual communities allow customers 
to interact with each other, share experiences, and get support from fellow users. This creates 
a sense of community and trust that increases customer loyalty to the brand. Active 
participation in virtual communities can also increase the value perceived by customers, as 
they get more than just the product or service purchased. 

Jones and Taylor (2021) developed a theory linking community engagement to increased 
customer value. They argue that active and engaged communities can increase customer 
value by providing a platform for knowledge sharing and social support. This engagement not 
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only improves the customer experience but also encourages more extensive product use and 
repeat purchases. Additionally, they found that customers who engage in communities tend 
to become brand advocates, who can bring in new customers through word-of-mouth 
recommendations. 

Singh and Verma (2022) stated that brand communities play an important role in 
increasing customer engagement. They highlight that a strong brand community can create 
an emotional connection between customers and the brand, driving deeper engagement and 
long-term loyalty. These communities serve as spaces where customers can interact with 
brands directly, provide feedback, and feel heard. This not only increases customer 
satisfaction but also provides valuable insights for companies to develop better products and 
services. 

Method 
This research is about Systematic Literature Review (SLR). Systematic Literature Review 

(SLR) is a structured and comprehensive method for identifying, assessing, and synthesizing 
literature relevant to a particular research topic. The following are the stages of the SLR 
methodology that can be used to review educational strategies in increasing online company 
revenue: 

 
Figure 2. Research Methodology 

	
Stages of the SLR methodology (1) Conduct searches in databases such as Google Scholar, 

Scopus, PubMed, and other academic databases with predetermined keywords (for example, 
"education strategies", "online business", "revenue increase"); (2) Read the titles and 
abstracts of the studies found and select relevant studies; (3) Read the full text of the selected 
studies to ensure relevance and quality; (4) Create a data extraction table that includes 
information such as: Study title and authors, Year of publication, Research purposes, 
Methodology used, Main findings, and Conclusions and recommendations; (5) Use quality 
assessment tools such as CASP (Critical Appraisal Skills Program) to assess a study's 
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methodology, bias, and contribution to the topic; (6) Use narrative synthesis or meta-analysis 
techniques to identify themes, patterns, and relationships in data; (7) Write a report that 
includes background, methodology, findings, discussion, and conclusions; (8) Identify 
limitations of the studies reviewed and provide recommendations for future research; (9) 
Submit reports to relevant academic journals or conferences and present findings to relevant 
stakeholders. 

By following these stages of the SLR methodology, researchers can ensure that the review 
process is carried out systematically, transparently, and can be replicated, resulting in reliable 
and relevant 

Result 
 Customer Education 

Webinars and Tutorials: Offering free webinars and tutorials on using the product can help 
customers understand the full value of the product. For example, software companies that 
provide in-depth training sessions on how to use their tools effectively see higher user 
engagement and lower churn rates. Informative Content: Creating a library of articles, videos, 
and FAQs that answer common customer questions and concerns can improve the customer 
experience. Companies like HubSpot and Moz have successfully used content marketing to 
educate their customers, leading to increased trust and higher sales. 

 
Employee training 

Onboarding Program: A comprehensive onboarding program for new employees ensures 
they understand the company's products and services well. This knowledge allows them to 
provide better customer support, which can lead to higher customer satisfaction and 
retention. Continuous Learning: Implementing continuous learning programs that keep 
employees updated about the latest industry trends and company updates can improve their 
performance. Companies like Amazon and Google invest heavily in employee education to 
maintain high service standards. 
	
Community Engagement 

Online Community: Building an online community where customers can interact, share 
experiences, and learn from each other can create a sense of community and loyalty. For 
example, fitness companies like Peloton have created vibrant online communities that 
contribute significantly to customer retention. User Generated Content: Encouraging 
customers to create and share content related to a company's products can drive engagement 
and authenticity. User-generated content often resonates more with potential customers, 
leading to higher conversion rates. 

Duolingo, an online language learning platform, uses gamification and community features 
to educate and engage its users. By offering free language courses and interactive learning 
experiences, Duolingo has built a loyal user base. The company makes money through 
advertising and premium subscriptions, and its educational approach has been key to its 
revenue growth. 

Salesforce, a customer relationship management (CRM) platform, offers extensive training 
and certification programs through its Trailhead platform. These educational resources help 
customers maximize their use of Salesforce products, leading to higher customer satisfaction 
and increased sales. The company's investment in customer education has played a significant 
role in its financial success. 
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Table 1. Education Strategy to Increase Online Company Revenue from 2020 to 2023. 
No Title Writer/Year Journal Research 

purposes 
Key 

Findings 
1 Continuous 

Learning & 
Online 
Business 
Revenue 
Growth 

Smith., J., 
Jones, R., 
Anderson, P 
(2020) 

Journal of 
Organizational 
Learning and 
Leadership 

Investigating 
the impact of 
continuous 
learning on 
online business 
revenue growth 

Continuous 
learning 
improves 
employee 
skills and 
revenue 

2 E-Learning 
and Revenue 
Enhancement 
In E-
Commerce 

Gupta, A. 
Bhatia, R. 
(2021) 

International 
Journal of 
Training and 
Development 

Evaluate the 
effect of e-
learning on 
increasing e-
commerce 
revenue 

E-learning 
increases 
training 
effectiveness 
and revenue 

3 Strategic 
Customer 
Education For 
E-Business 
Success 

Wang, Y., 
Chen, C. Li, X 
(2020) 

Journal of 
Marketing 
Research 

Analyze 
customer 
education 
strategies in b 

Customer 
education 
increases 
satisfaction 
and loyalty, 
which has an 
impact on 

4 Virtual 
Communities 
and Online 
Business 
Performance 

Jones, K., 
Taylor., S 
(2021) 

Journal Of 
Consumer 
Research 

Investigating 
the relationship 
between virtual 
communities 
and online 
business 
performance 

Virtual 
community 
engagement 
increases 
customer 
loyalty and 
revenue 

5 Competency-
Based 
Training in 
Online Retai; 

Brown, M., 
Wilson, L. 
(2022) 

Journal of 
Human 
Resource 
Management 

Assessing the 
effectiveness of 
competency-
based training 
in online retail 

Competency-
based 
training 
improves 
employee 
performance 
and revenue 

 
This table provides an overview of various studies that have been conducted to 

understand how educational strategies can increase online company revenue from a variety 
of different perspectives and methodologies. and ensuring its long-term viability (Ministry of 
Tourism and Creative Economy, 2023). 

Discussion 
The Innovative educational strategies to increase online company revenue, let's explore 

several approaches: 
1. Gamification, a) Reward Systems: Introduce badges, leader boards, and points to motivate 

learners; b) Challenges and Competitions: Create challenges and competitions to foster a 
sense of community and competition among users. 
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2. Continuous Professional Development, a) Certification Programs: Develop certification 
programs that provide tangible credentials for learners, adding value to their professional 
development; b) Continuous Updates: Keep content up-to-date with industry trends and 
developments to ensure its relevance and value. 

3. Community Building, a) Online Forums and Discussion Groups: Facilitate peer-to-peer 
learning and networking through online communities; b) Mentorship Programs: Connect 
learners with industry experts and mentors to provide personalized guidance and support. 

4. Personalized Learning Experiences,  a) Adaptive Learning Technologies: Use AI and machine 
learning to tailor educational content to individual learning styles and paces; b) Interactive 
Content: Implement quizzes, simulations, and interactive videos to engage users and 
enhance learning retention. 

5. Collaborations and Partnerships, a) Industry Partnerships: Partner with reputable 
institutions or companies to offer co-branded courses and certifications; b) Guest 
Instructors: Invite industry experts to contribute content, providing diverse perspectives 
and increasing the credibility of your offerings. 

6. Subscription Models, a) Tiered Access: Offer different subscription levels with varying 
degrees of access to content, including premium resources for higher-paying customers; 
b) Freemium Models: Provide basic content for free while charging for advanced features 
or exclusive materials. 

7. Content Marketing and SEO, a) Educational Blogs and Articles: Regularly publish content 
that provides value and attracts potential customers through organic search; b) Webinars 
and Live Sessions: Host live webinars and Q&A sessions to engage with your audience in 
real-time and showcase your expertise. 

8. Virtual and Augmented Reality, a) Immersive Learning Experiences: Utilize VR and AR to 
create immersive and interactive learning environments; b) Practical Simulations: Offer 
simulations of real-world scenarios to provide hands-on experience and practical 
knowledge. 

9. Microlearning, a) Bite-sized Content: Deliver content in small, manageable chunks that can 
be consumed quickly; b) Mobile Learning: Ensure content is accessible on mobile devices 
to facilitate learning on the go. 

10. Data-Driven Insights, a) Learning Analytics: Use data analytics to track user progress and 
identify areas for improvement in your educational content; b) Feedback Loops: Regularly 
gather feedback from users to refine and enhance your educational offerings. 

 
The innovative educational strategies can significantly boost online company revenue by 

attracting and retaining more users, enhancing their learning experiences, and creating 
additional streams of income. Let's consider an online education company that has 
implemented these strategies: 

1. Gamification: Johnson and Lee's (2023) study found that the implementation of a reward 
system led to a 30% increase in daily active users and a 10% increase in monthly in-app 
purchase income. 

2. Personalized Learning: The company uses AI to offer personalized course 
recommendations, leading to a 20% increase in user retention and a 15% boost in 
subscription renewals (Smith and Brown (2023). 

3. Community Building: According to Williams and Patel (2023), creating a paid membership 
tier for exclusive community access generated an additional $25,000 in annual revenue. 
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4. Microlearning: Garcia and Thompson's (2023) analysis indicates that the introduction of a 
microlearning series brought in 5,000 new members in the first quarter, with each one 
contributing $10 monthly, resulting in an increase of $50,000 in recurring revenue. 

5. Content Marketing: A study by Miller and Smith (2023) found that posting instructional 
blogs on a regular basis increased organic traffic by 40% and increased new user sign-ups 
by 25%. 

	

Conclusion  
Educational strategies are essential for online companies aiming to increase their revenue. 

By investing in customer education, employee training, and community engagement, 
companies can increase customer satisfaction, improve product usage, and foster loyalty. As 
the online marketplace continues to evolve, businesses that prioritize education will be better 
equipped to thrive and grow. The innovative educational strategies, online companies can not 
only enhance their learning experiences but also increase their revenue through higher 
engagement, retention, and customer satisfaction. 
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