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Session summary 

• Key findings are based on the  survey conducted in February 2015 

among students and agents  from Europe countries 

 

• Professional development and career prospects are the main drivers 

for choosing ESP programmes 

 

• There is demand apart from pure Business English courses 

 

• Flexibility in Marketing ESP programmes 
 



Services for International Education Marketing programme in Europe  

Cyprus 

Russia 

Armenia 



Student profile 

Age 
• 40% 31-40+  

• 24%  25-35  

• 24%  21-25 

• 11% 16-20 

Occupation 
• 56% employed 

• 34% UG/PG  

• 5% unemployed 

• 5% school 
students 

Study 
format 
• 90% F2F 

Length 
of 

study 
• 20% 1-2 

weeks 

• 45% up to 1 
month 

• 35% 1-3 
months 

 

GBP 
per 

week 
• 80% less 

than 1000 

• 20% 1000-
2000 



Average respondent profile 

31-40 years old 

employed 

F2F 

Up to 1 month 

< 1000 £ 



Study Profile (both EU and WE) 
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Factors influencing students decision making process 
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EU: Main Reasons for Studying English 

76% 

18% 

16% 

14% 

10% 

10% 

5% 

5% 

Professional development/career prospects

Teacher Training qualifications

Other exams (Cambridge, ACCA, etc)

IELTS

Academic subjects taught in English

Other

A-levels

Preparation for studying at UK university
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WE: Main Reasons for Studying English 

72% 

22% 

20% 

11% 

10% 

10% 

10% 

6% 

Professional development/career prospects

IELTS

Teacher Training qualifications

Preparation for studying at UK university

Other exams (Cambridge, ACCA, etc)

Academic subjects taught in English

Other

A-levels
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General English vs English for Specific Purposes (Agents feedback) 
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Educate for employment 

Changing skills 
needs 

International 
competition 

Mobility and 
skilled 

immigration 



ESP Breakdown (Russia, Kazakhstan, Azerbaijan, Ukraine) 

55% 

31% 

27% 

19% 

18% 

7% 

4% 

Business English

English for tourism

English for Art specialists

Scientific English

Technical English

English for medical professionals

Aviation English
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ESP Breakdown EU 

48% 

33% 

30% 

20% 
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11% 
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Agents: ESP Breakdown 

 

40% 

20% 

19% 

19% 

9% 

5% 
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Aviation English
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ESP: Identifying Demand 



Gaps in the Market 



Note from Agents 

Average number of requests 

Requests over the past 3 years 

Preferred format of study 

Corporate sector partnerships 

Pricing Recommendations 

Boarding Facilities 

Marketing Products 



Marketing Strategies and Ideas 

Online promotion 
(website, media) 

Partnerships with 
corporations, 

universities, and 
schools – reach to 

key influencers 

Corporate 
sector  

English 
Language 
Teachers 

Agents 



Marketing Toolkit 

 

Expert advice and services in event management, direct marketing and alumni relations 

Integrated marketing campaigns and advice on advertising through the most relevant channels, including newsletters, online and print media 

Targeted email direct marketing campaigns  

Management and organisation of presentations, workshops, seminars, lectures, interviews, receptions, alumni activities and press events  

Education UK exhibitions and recruitment fairs, complemented by a programme of online events 

Profiling the institution through our Education UK website (annual traffic: 2.2 million students) 



Who are we? 

UK team 
Regional 

teams 
Country 
teams 



Where to find information? 

www.siem.britshcouncil.org 

news and opportunities 

exhibitions 

Europe newsletter quarterly 

English UK newsletter 

List of country SIEM staff 

UK account manager 



SIEM Staff Directory 

 
France – Laura Owen, 
Laura.owen@britishcouncil.fr  
Germany – Ailsa Kienberger, 
Ailsa.keienberger@britishcouncil.de  
Italy – Filomena Casamassa, 
Filomena.Casamassa@britishcouncil.it  
Spain – Carolina Jimenez, 
Carolina.jimenez@britishcouncil.es  
Greece – Maria Tsakali, 
Maria.tsakali@britishcouncil.gr  
Cyprus – Pantelitsa Michael, 
Pantelitsa.michael@cy.britishcouncil.org  
Poland – Dorota Kraniewska, 
Dorota.krasniewska@britishcouncil.pl  

Romania – Gabriel Ivan, 
Gabriel.ivan@britishcouncil.ro  
Bulgaria – Diana Stefanova, 
Diana.stefanova@britishcouncil.bg  
Russia – Elizaveta Utolina, 
Elizaveta.utolina@britishcouncil.ru  
Turkey – Neslihan Boncuk, 
Neslihan.boncuk@britishcouncil.org.tr  
Azerbaijan – Ilham Yusifov, 
Ilham.Yusifov@britishcouncil.az 
Kazakhstan – Albina Torbayeva, 
Albina.Tortbayeva@kz.britishcouncil.org 
Ukraine – Maria Zakharova, 
Maria.Zakharova@britishcouncil.org.ua  
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The Business  

of  

Business English  

Mark Waistell 
 

Senior Partner 

Accent International 
www.accent-international.com 

       

wIInternationalnternational.c
om  

http://www.accent-international.com/
http://www.accent-international.com/


•Founded 1988 

•Executives & Professionals only 

•Corporate Clients 

•Accredited Centre 

•Blue-chip references 

 



   Business English is different! 
Course Content 

Context 

Environment 

Time Constraints 

Student 

Course Sponsor 

Teacher 

Expectations 

Price 

 Between 2010 and 2014, Adult students dropped from 69% to 53% of the 

total. 

 

The decline in the Business English market has been between around  

20% YOY 



SWOT Analysis 
     Being/ Becoming  a Business English Student Source 

Strengths 

Greater income per student 

No problems with worried mothers! 

No safeguarding issues 

Year-round market 

Brand loyalty 

 

 

Weaknesses 

Shorter courses 

Demanding students 

Quality v Budget 

Extras needed 

 

 

Opportunities 

Diversify into online or in-company 

Introductions and contacts 

Status 

Children of business people 

Repeat bookings 

 

 

 

 

 

 

 

 

 

Threats 

Demand for Quality 

Late booking 

Late cancellation 

“Backpacker” competition 



How do Agents choose a Language Centre? 

• Workshops 

• Accreditation 

• Visit centre and talk to students 

• Information from Agents’ Associations 

• Other recommendations (English UK/British Council) 

• Fam Trips 

• Word of mouth 

 

…and increasingly   PRICE 

 



How do Corporates choose a Language Centre? 

• Word of Mouth 

• References and Recommendations 

• Internet Search 

• Visits  from providers to their Offices 

• Presentations 

• Conferences 

• Luck 

• Crisis 

•Agents 

•(Accreditation) 

 

…..and increasingly   PRICE 



Sources of Business English Students 



 

 

   Return on  
investment? 



Specialist English from A to Z 
•Aeronautics 

•Banking 

•Chemical Industry 

•Dentistry 

•Engineering 

•Finance 

•Geology 

•Human Resources 

•Information Technology 

•Journalism 

•Kitchen Design + Production 

•Law 

•Medicine 

•Nuclear Power 

•Oil Exploration 

•Pharmaceuticals 

•Quality Systems 

•Railways 

•Sales and Marketing 

•Telecommunications 

•University Teacher-Training 

•Vehicle Leasing 

•Water Management 

•X-ray Technology 

•Yoghurt Production 

•Zoological Consultancy 

 



ABB 

ALD Autoleasing 

Alfa Romeo 

Alstom 

ARAL 

Astra Veicoli 

AIOC 

Banestyrelsen 

Bank Austria 

Berliner Bank 

Banverkert 

Barclays Bank 

Basell 

Bayer 

BP 

Brita 

Cezus 

CG Sat Hungary 

Clariant 

CNR 

De Agostini 

Dun & Bradstreet 

Dunlop 

Electricite de France 

Ferrari 

Ferrero 

Ferrovial 

Fiat 

Globus 

Gucci 

Hoechst 

IKEA 

Imation 

Iveco 

Kiev Energo 

Kodak 

Komercni Bank 

KPMG 

KfW 

Lafarge 

Lufthansa 

Lukoil 

McDonalds 

Mercedes Benz 

Nokia 

Novartis 

Nutrinova 

OM Technology 

Price Waterhouse 

Schindler Lifts 

Schlumberger 

Serono 

Siemens 

Swedish Aviation 

Swedish Space 

Syngenta 

Techem 

Telia 

Thyssen Krupp 

UBS 

Volvo 

Walters Kluwer 

Zurich Insurance 

3M 

 



The Bottom Line 
Corporate English Language Skills           

                                                                     € 
What is your turnover?                                                          50,000,000 

What % of turnover do you think should be spent on training?          2% 

What % is export?                                                                            20% 

So- What is export turnover?                                                10,000,000 

How many people are involved in export side?                                 100 

What % speak competent English?                                                  40% 

So- How many people speak competent English?                              40 

How many more people need to speak better English?   50% ?         30 

What % of turnover do you think should be spent on training?          2% 

What is 2% of only your export turnover?                                   200,000 

 
Are you spending € 200,000 p.a. on Appropriate English Language Training for 30 people ( € 6,600 each p.a.)? 

 

How do you know that you are making best possible use of this major investment? 

How important is this? 

 

Have you thought of using a specialist consultant? 





From Specialist English plus: 

Business 
English 

plus 

Intercultural 
Awareness 

Teambuilding 

Soft Skills 

Activities 

Coaching 

Business 
Skills 

…through 
English  

Intercultural 
Awareness  

Teambuilding 

Soft Skills 

Activities 

Coaching 

Business 
Skills 

To….. Niche CLIL 



In my crystal ball…. 

Agents/British 
Council 

Direct 
Contacts 

Formal 
Outsourcing 

Language Niche CLIL 
International 
Management 

Training 

Public 
Examinations 

Corporate 
Assessments 

Integrated into 
HR Appraisals 

UK 
Other, more 

welcoming  L1 
destinations 

“Good Enough 
is Good 
Enough”  



The Dangers 

Complacency 

Resistance to Change 

Slow Response Time 



The Necessary Steps 
Positive Aggressive Marketing 

Re-assess the role of British Council abroad 

Welcome (professional) foreign trainees 

Introduce Flexibility 



 
SIEM Conference 

Development and Marketing ESP programmes for the 
European market and beyond 

Nicola Hancox 
Editor of StudyTravel Magazine 

11th December, 2015 



Who is StudyTravel Magazine? 
 

• The only magazine written specifically for the agent 
sector 

   

• Read by 29,400 study travel agents and consultant 
readers in 127 countries 

  

• 6,000 copies per year distributed to delegates at key 
events 

 

• 3,000 subscribers to ST Magazine Digital 

 

• News published daily and weekly newsletter circulated 
to international education community 



August 2012 
(Spotlight) 

 

“ESP provision is 
extremely popular and 

a major part of the 
curriculum.”  

London School of 
English 

 

 

ESP in the UK 



 
March 2013 (Spotlight) 

 

“It is one of our core 
products and is 

particularly popular with 
working holiday visa 

students.”  
 

SELC 

ESP in Australia 



January 2015 

(Course Guide) 
 

• 23 providers profiled 
 

• ESP course availability in Australia, 
Canada, Ireland, Malta, New Zealand, 

South Africa, UK and USA 
 

• English for Business most commonly 
available 

 

• Minimum course fees (p/w) ranged 
anywhere from US$200 – US$1,997 

Global ESP 



January 2016  
(Course Guide) 

 

• 12 providers profiled 
 

• Varied selection of ESP 
courses including 

English for military and 
maritime 

 

• Class sizes ranged from 
one to 15 students per 

class 
 

• Minimum course fees 
ranged from E150 – 

E705 (p/w) 
 
 

ESP in Ireland 



Agency Survey findings… 

 
• In the last 14 issues, 164 agencies took part in our agency 

surveys (January 2015 – February 2016) 
 

• Language school bookings were the most significant sector 
of business for 11 of the surveyed agency markets 
 

• Business language course requests represented between 
0.5% and 7% of total agency business 

 
 



Agency survey findings… 
% of agency clients requiring English for Business courses, by destination 
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Agents on ESP % of agents interested in English for Professional Purposes, 
according to ST Meeting Manager data, by market 
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Flash survey results 

• 67% said number of requests had increased in the last 12 months 
 

• Business most popular ESP programme, accounting for between 
3% and 100% of requests, followed by Medical, Finance and 

Journalism 
 

• 50% of agents noted typical age of ESP clients was between 19 
and 24, followed by 25 and 30 (42%) 

 

• The UK was the most requested destination for ESP programmes 
followed by the USA 



E: nicolahancox@studytravel.network 
T: @Nicola_STmag 


