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Situation The Approach

The c?lient, an iptern.ational school based in the U_K Pricing Solutions conducted customer research to understand how
offermg pre university entrance courses was facing _ parents choose an overseas education for their child and the
declining volumes. The management team of felt their importance of pricing in their decision-making process, this involved:

admission fees were creating a barrier
1. Telephone interviews with parents from the key market

Pricing Solutions were commissioned to undertake segments

market_ research Into hOW parents choose an overseas 2. Telephone interviews with agents acting as an intermediary
education for their child. between the college and parent

A key objective was to understand the importance of Key conclusions from the research included:

pricing in their decision-making process

1. key decision drivers are rankings, location, safety, pastoral
care and student mix. Price/affordability is important, but
for most is not the key factor

2. Discounts can undermine the brand and cause parents to
question quality

3. Parents value clarity when communicating price. They want
to know what is included and what their total outlay may be
so that there are no hidden surprises

4. Competitors are better at communicating their offering
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