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1.1 The Concept

'The pupil population in UK independent fee-paying schools is 509,000. Today 26,000 (5%) of these are international pupils.

Last year, 57% of these international pupils came from China, Germany and Russia. This intake is increasing steadily.

H.R.Exchange will provide parents with the online capability

to search, compare, evaluate and shortlist suitable schools for
their children in the UK independent education sector.

Fig 20. Number of pupils from selected countries at ISC schools: 2007-2013
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NOTE: This chart is published in the ISC 2013 Census which can be downloaded

in pdf format from.: http://wwuw.isc.co.uk/research/Publications/annual-census/
isc-annual-census-2013.htm

'The service will enable parents to fully engage in the process of finding the right school for their child online.

Delivering the website to do this will involve the design and development of:

a) a unique suite of innovative and integrated databases...

...starting with the construction of an independent, centralised and standardised system of presentation and comparison of
schools...

b) a carefully selected range of profiling tools...

....that collect statistical, attribute, character and personality information on both prospective pupils and past ‘alumni’ pupils. The

output of quantitative and qualitative data will then be fed into...

c) an ‘intelligent’ data matching system...
....that produces a shortlist of options from which the parents can evaluate and choose.

'This capability will use a combination of technology-driven processes - some tried and tested - some proprietary.

The mission is to identify the best possible match between child and school for the maximum benefit of the child’s education,
development and well-being.

'The development, launch and testing phase of the initiative will target the steadily expanding 5% of the overall market.
This will provide proof of concept.

Roll-out of the service to UK parents and pupils - which is 95% of the market - could follow within 12-months.
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1.2 The Business Opportunity

To gain entry to the market - and minimse potential resistence - the initial offering will focus on the needs of international
parents, permanently domiciled overseas, who wish to send their children to a full boarding school in the UK.

Optimum pupil placement is the overall challenge at a time when the average full boarding school fee is £27,600 per year.

H.R.Exchange combines elements of several different types of

online enterprise including: E-Harmony & Match, Wikipedia,
'The Student Room, Linked In, Compare the Market and eBay.

Fig 19. Non-British pupils with parents living overseas
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NOTE: This chart is published in the ISC 2013 Census which can be downloaded
in pdf format from. http.//wwuw.isc.co.uk/research/Publications/annual-census/

isc-annual-census-2013.htm

The commercial process falls into a sequence of four distinct phases which can be defined as:

a) Pre-market: to attract prospect parents to a centralised resource - a comprehensive database of schools - to allow parents
to perform sophisticated search processes.

b) For-market: to facilitate the profiling of their child - the prospect pupil - to establish academic achievement, interests,
talents, personality, preferences and to gauge learning potential etc (NOTE: Off-line verification of identity - and allocation
of an online identity/access code - will ensure anonymity and security for parent and child.)

¢) In-market: to match the pupil to the most appropriate schools using both quantitative and qualitative data. The
proprietary element of the matching process will use a blend of hard and soft selection techniques. All combined, this will

produce for parents a shortlist of potential schools and a schedule of entry requirements.

d) After-market: to manage application and enrolment, provide a programme of tailored preparation of a pupil for a specific
school(s), rehearsal entrance examinations, interview coaching.

'This will be achieved with a mix of digital/online services and direct personal consultation services delivered via: online chat
+ email messaging + telephone + video conferencing.

'This suite of cross-over services from digital to personal will provide support up to and even beyond enrolment if necessary.

Each one of these four phases provides opportunities to generate revenue with access fees ranging from £50 - £500.
Therefore, if 2,500 online clients (just 10% of international parents) spend an average £300 it produces £750,000 revenue.

A small proportion of online clients will naturally migrate to becoming full service personal consultation clients. A tiny
conversion rate of 0.5% produces 12 direct clients - an average fee of £25,000 - generates a further £300,000 revenue.
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Bentley Systems ~ with offices in London
and Horsham UK - is the global leader 2 . 1 Market Entry
dedicated to providing architects and
spatial p Js with comprehensive
software solutions. Identifying the best school for a child from overseas must also be balanced with the need to achieve an even distribution of
Their MicroStation 3d modeli icati . . . . . . . .
il e atiised o diploy ol Tsbition international pupils across schools, so that the experience and value of an English private education is not eroded.
- and other schools data - across a map of the
UK - in the form of a topographic display.

Drs wtiioan . , Already, with international students making up just 5% of the total pupil population, a range of expansion related problems
is utilisation of dynamic info graphics s K K K . . . i o
will fucilitate modeling of changes, trends, are beginning to emerge. Having access to detailed pupil distribution data could help manage and minimise these problems.

clashes and simulate alternative outcomes . . . . R . . . . .

which alltogether can assist decision making Distribution issues could be addressed at source, by providing parents with detailed information, the problems are avoided.
and help to address strategic mangement

issues.

Site: ttp/feowns bentley.com/en-US/ Addressing this publicly might present a unique opportunity to attract news coverage. A degree of controversy and
| ety MigeStation Products Line/ discussion on the topic - if managed well - will provide free awareness of H.R.Exchange and help position the brand.

| Performance+Simulation.htm

It is an essential part of the task to find ways to manage the
distribution of international pupils to maintain the cultural

character which is intrinsic to the English Independent

School education for which overseas parents are paying.
UK full boarding pupil
population is 66,000

UK Government, The Independent Schools Council and other professional organisations are all engaged in a wide range
of inspection, evaluation and tracking activity. Of the data this produces it is not yet clear what is in the public domain and
what is owned privately.

Retrospective analysis of the data collected from schools provides an understanding of trends and the overall financial
picture. However, even though the data is very detailed, currently it is not used to provide a detailed picture.

Over 35% are ‘There may be several reasons for this - the most significant is that schools are in competition with each other and have
international pupils a constant need to find income. They have a historic culture of unilateral decision making which means there is a lack
of practical cooperation between institutions and no coordination of efforts to respond to emerging trends.

Current recruitment channels - agents and exhibitions - attract more pupils from the same place to the same schools.

'These factors combine to impede collaboration and the formulation of broad-scale strategic initiatives.

All 1,223 schools in UK membership of ISC completed the 2013
Census. There are now 508,601 pupils at ISC member schools, up
slightly from 508,472 in 2012.

To overcome these problems, schools will be given the opportunity to provide up-to-date information directly to the

Of these (13.1%) 66,776 are boarding pupils; 37,171 boys Hylle Royce Exchange database. This could be done by allowing schools limited access to the online profile of their school.
and 29,605 girls. Over 85% of these - across all ages - are full
boarding pupils.

The majority of international pupils are full boarding which means
they make up one third of the resident pupil population.
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2.2 Addressing Consultancy Problems

Marketing Problems: UK independent schools attract international parents through a mix of marketing channels; overseas
campuses, agents and exhibitions, advertising leads to the same nationality of pupils going to the same schools.

Bias Problems: Information made available to parents is biased in favour of the school that is paying for the promotion.
In some instances local agents receive substantial commissions or a percentage of fees from the school which means their
advice cannot be regarded as objective simply because it is not independent.

Problems Of Suitability: These school specific channels of recruitment deny to parents the total range of school choices
available. Parents are simply not being made aware. Therefore, finding optimum suitability of the institution for the child or
the child for the institution is not being addressed comprehensively.

Independent
‘Welcome to The Independent Schools Show™ website SCHOOLS

- s, 'The significance of these problems has been verified
e ﬁ through face-to-face consultation sessions with parents
| and potential pupils, school visits and expert advice.

The Education Theatre All the leading schools

ETON
O COLLEGE

Register for Free Tickets

Selection Problems: If parents are made aware of all that is available they then face the daunting challenge of identifying
the ‘right’school - from a considerable distance away - in another country - in another language - in another culture.

Complexity Problems: The complex mix of provisions, preferences and performance is overwhelming for parents to
consider. Selection criteria include: religion, gender, culture, faculty, location and many, many more.

Acceptance Problems: Having found the ‘right’school the prospective pupil must secure the offer of a place which may
require special tutoring in language, culture and coaching for specific entrance examinations.

Cost Problems: Wealthy parents have the option of engaging a private education consultant for guidance and assistance.
They can expect to pay consultation fees of anywhere between £5,000 and £50,000 to secure a place at a specific school.

Competition and Credibility Problems: At present there are about twenty companies based in the UK operating in this
sector. It is estimated to be worth around £2-million per annum in consultation fees.

Service Quality Problems: Not all consultation clients receive the service for which they have paid because consultation
firms simply do not have the level of information required to give the best possible advice.

By implementing the mechanism to turn data into valuable information for decision making Hylle Royce Exchange
will gain recognition as the brand leader.
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2.3 Reducing Financial Problems

Affordability Problems: Of course, not all overseas parents can afford to engage an independent consultant or for that
matter school fees. At present access to information and routes to financial assistance are very limited.

Information Access Problems: The Independent Schools Council collects detailed information from a membership of
1,250 schools. The problem is that the data is not made available in a form to maximise the benefit to parents or schools.

Hylle Royce Exchange will provide a platform to ensure
enrolment levels for schools, up to 3 years in advance, plus
act as a clearing house for available school places.

Distribution Problems: The number of international pupils is known but the distribution of the pupils across schools is not
available. Unmanaged distribution of international pupils leads to concentrations of a single nationality in a few schools. The
problem is exacerbated by existing marketing and recruitment methods. Overseas campuses, exhibitions and agents are the
current main source of pupils. Because these recruitment methods are single location based - they attract a rising number of
pupils of the same nationality - who are channelled into the same limited number of schools.

Revenue Problems: Schools are concerned to retain fee revenue. At present no infrastructure exists to facilitate the
‘exchange’ of students of different nationalities to achieve a more even - and truly multi-cultural - spread of pupils.

Satisfaction Problems: When the proportion of international students of a single nationality rises about a certain level the
very essence of an English public school education is diluted. Parents may quickly be justified in claiming that the English
cultural immersion - for which they are paying a considerable amount of money - is not being delivered.

Economic Problems: The numbers of pupils from overseas is estimated to rise significantly. This is being driven by schools’
attempts to fill places which are no longer being taken by domestic demand. Due to financial pressures UK parents are
increasingly being forced to opt for the affordable option of Government funded schools.

Management Problems: At this time school population data - and information across a range of other relevant placement
criteria - does not exist in a structured matrix. Hylle Royce Exchange will provide a platform for this to take place. It could
ensure enrolment levels up to three years in advance. The resourse will give schools more control and reduce the inherent
unpredictability in schools’ financial planning. The website could also be used as a ‘clearing house’ for available places.
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3.1 A Suite of Solutions for Parents

'The Hylle Royce Exchange website will empower parents across the globe, seeking the best possible education for their
child, to engage directly in the school placement process.

'This will be achieved using a combination of technology
driven processes - some tried and tested and some

proprietary - configured to provide a unique online utility.

Hylle Royce Exchange will provide online tools to perform functions in four categories:
1) to identify, compare and shortlist schools from a database of 300 at launch (growing to 750+)

2) to profile the potential pupil; education, personality, intellect, capabilities, talents, interests, ambitions, needs
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4) to prepare the pupil for placement, entry exams plus language and cultural orientation

These services will be delivered through a combination of expertly tailored data fields, integrated databases, analysis tools,
interactive training modules and a wide range of hard (quantitative) and soft (qualitative) selection functions.
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At any stage parents will be able to engage a Hylle Royce consultant for ‘personal support’via online communication
channels, by phone, video conference or face-to-face meeting.
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Table 6. Changes to fees by school type and age group

Looking at ISC schools that participated in the Census in both 2012 and 2013, this table shows termly fee
at different types of school and for different age groups.

4.1'The Scale of the Opportunity

Schools make very limited use of online technologies. Some organisations serving the sector have created ‘school selection’
portals which are primarily designed for UK parents who are at present 95% of the market.

In 2013 UK independent schools fee income is £8-billion

per year. Of this total £600-million comes from the 22,000

international pupils attending full boarding schools.

Day Fee Day Fee

Boarding (boarding (day Day Fee Overall
Fee schools)  schools)  (average) Average Fee
Sixth-Form £9,661 £5,916 £4,116 £4,495 £6,152
£9,227 £5,620 £3,979 £4,335 £5917

47% 53% 34% 37%

£9,110 £5,441 £3,999 £4,285

£8,752 £5,190 £3,848 £4,123

41% 48% 3.9% 3.9%

Junior £6,800 £4,232 £3,504 £3,657

£6,511 £4,029 £3,450 £3511

4.4% 5.0% 42% 41%
Nursery £2,419 £2,593 £2,572 £2,572
£2,336 £2,503 £2,482 £2,482

3.6% 3.6% 3.6%

Table 10. New pupils from overseas

This table shows the number of new non-British pupils whose parents live overseas by country/area of reside

New non-British pupils whose

permanent homes are in: HMC SofH GSA IAPS. ISA Total
France n2 30 22 67 29 o1
Germany 861 228 91 253 113 1,216
Russia 490 180 96 243 236 1,056
Spain 293 77 160 383 68 850
Ireland 20 7 3 3 7 36
Remainder of Europe EEA 4an 103 62 164 178 826
Remainder of Europe non-EEA 223 77 31 79 132 455
Nigeria 169 57 106 105 80 440
Rest of Africa 112 23 36 36 34 210
USA 78 38 27 58 4 214
Rest of North America 23 4 19 10 6 56
Central & South America 87 40 78 45 44 251
Middle East 96 25 19 42 67 213
Hong Kong 991 302 475 480 198 1,871
Mainland China 644 419 302 326 488 1,746
Taiwan 13 n 8 5 19 46
Japan 53 31 26 34 39 166
South Korea 54 27 21 40 65 188
Malaysia 75 57 24 14 35 190
Thailand 87 42 35 57 50 234
India 30 7 10 14 16 68
Pakistan, Sri Lanka & Bangladesh 7 6 8 mn 18 42
Central Asia 37 m m 20 98 156
Remainder of Far East 922 81 42 42 106 321

Australasia 21 8 20 13 31 81

NOTE: This chart is published in the ISC 2013 Census which can be downloaded
in pdf format from: http://wwuw.isc.co.uk/research/Publications/annual-census/

isc-annual-census-2013.htm

1,223 UK independent schools

508,601 total 2013 pupil population

25,912 (5%) non-British pupils (parents living overseas)

22,673 of these are boarding pupils (which is 30% of all boarding pupils)

11,000+ new international pupils are enrolled each year (for an average of 2-years education).

Parents pay an average of £27,200 per pupil per year in fees. Two years of education in the UK costs £54,400. The domestic
economy benefits from this growing source of income. Associated living expenditure on clothes, food, travel etc. probably
doubles the total amount of income to th UK economy to over £1-billion per year.

'The pupil placement process is open to a number of abuses, sharp practices, over-charging and misrepresentation by
consultants. A number of schools have been fined for fee-fixing and and for operating like a cartel. Domestic economic
pressures, changes in sources and volumes of demand and rapidly evolving educational needs mean that schools are
constantly pre-occupied with their own individual short term concerns.

The 2012 intake of international pupils by country of origin was comprised as follows:
3938 Hong Kong + China + Far East

1056 Russia

1216 Germany

1090 Asia = Thailand, South Korea, Japan, Malaysia, India, Pakistan + others
1047 France + Europe EEA

850 Spain

650 Nigeria + Africa

455 Europe Non-EEA

387 USA + Australia + North America + Ireland

251 Central & South America

213 Middle East

TOTAL 25,912 (11,153 international pupils were new to their school in 2013)
HYLLE&ROYCE
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The Good Schools Guide site is worth £22,000.

The Independent Schools Council website is worth
an estimated £14,000.

Source: http.//www.worthofweb.com
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5.1 Competitive Advantages

Advice from various education experts indicates that independent schools do not have the means - or collaborative
infrastructure - to conceive, design, agree, develop and deploy a concept of this scale and breadth at any speed.

News coverage and discreet conversations with senior decision makers in the sector would indicate that no comparable
initiative exists or is planned.

'The first and most valuable competitive advantage

is to be FIRST to market.

Independent Schools have a long history and established internal culture of operating ‘independently’.

'The Independent Schools Council gathers and process a huge amount of data but shows no signs of leveraging that data to
provide a strategic commercial initiative to attract international pupils or address the needs of the domestic market.

The ISC annual census is specifically designed for reporting on statistical trends to decision makers in schools. Whilst
publicly available, the census is not designed for use by parents it is similar to a company’s annual report.

The Good Schools Guide, The FT performance charts and other ranking systems and charts do exist. They are primarily
targeted at UK parents and do not ofter in-depth analysis of schools.

The second competitive advantage is in offering a level of independent objectivity which could not be matched by an
offering originating from an association of schools.

The third competitive advantage comes from providing a tool for parents in a pragmatic manner. By making a largely
impenetrable process accessible - on an @/ways-on’ basis - for all the dedicated parents who actually pay the fees.

The the fourth competitive advantage will be through the development of a number of pupil and school ‘profiling and
matching’ innovations.

The fifth competitive advantage is the unique combination of experience and abilities of the team:

Patrick Fullick
Glenn Greenhill
Peter Kirk

Toby Hudson
Guy Lane

HYLLE&ROYCE
exchange



6.1 A Rapidly Scalable Business Model

At launch, the Pre-Market, For-Market and In-Market phases of the service will be offered on a ‘freemium’ basis to a small
number of carefully selected consultancy clients and parents.

matcgﬁgm f — ] .

00 (R
&

7 i 'This will allow time for the various components of the service to be live tested and perfected before going public.

Once live, users will be required to enrol and pay a
preliminary access fee, after which they will be charged
specific fees for accessing data or for executing processes.

'This revenue model is successfully utilised by online relationship and dating sites.

‘Ave you looking for i ip service, from match:

The difference here is that to maintain independence and objectivity schools will not be charged to use the site. They will be
incentivised to register and provide their data for free.

To establish and maintain brand and service credibility the website will not run any kind of advertising.

Income will be generated via a mix of fees covering online digital and personal consultancy services and several shades of
combined or cross-over services inbetween.

Holp Buy Stock Photos and Images With Credits

. O Custnrs S Over 250 i G Parents will be able to purchase:
B L et 1) pupil profiling by module
Cooareema s 2) school profiles
30 45 60 150 3) pupil specific tailored preparation programmes
| mm | e [ 4) test examinations
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5) application and placement services
6) consultancy advice sessions both online and face-to-face
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360 850 1,000 [RS,000 'The payment collection model will use a system of online ‘credits’. This will allow services to have the same ‘credit value’

S in every country. Local currency to credit exchange rate can be allowed to vary without negative effects on profitability,
user perceptions or the need for local pricing variations. This system is successfully utilised by a number of sites such as
Need Larger Credit Packs? istockphoto.
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The cost to develop, design, build and host the site is estimated at £0,000 - £00,000.

Spring 2014 is the target launch date for the proposed new service.
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6.2 Revenue Targets

What is proposed here goes far beyond what others are charging in the education marketplace for downloadable guides,
league tables, reports eg: £5 - £20. The average for online personality and career profiling services is between £50 - £150.

€eHarmony Aeady amember? [JIEGEN

Experience true compatibility

 REVEVTOUR hTches Online dating services provide a comparable revenue indicator. e-Harmony is positioned for those wishing to find a life partner for

marriage whilst Match.com is positioned for dating. Their pricing structures are as follows:

eHarmony prices for three levels of membership are:

A 12-month BASIC plan will £12-month or around £120-year.

A 12-month TOTAL CONNECT plan will £20-month or around £240-year.

A 12-month PREMIUM plan will £26-month or around £312-year.

Match.com prices vary depending on how long of a subscription you sign up for. The more months you pay for in advance,
the cheaper price-per-month you pay. Rates are:

£10-month for 6 months = £60

£12-month for 3 months = £36

£20-month for 1 month = £20

Sign Up | Aveady a mamber? Log nnere

- A customer base of 25,000 users, spending an average of
p— £300, plus 12 personal consultancy clients produces total

SR o M revenues of £1,050,000 within first 12-24 months of launch.

Hylle Royce Exchange Revenue Targets

Site access fees and service fees will range from £150 - £500.

Matching ¥ A5 [

L SRR ., Aquisition of 2,500 online clients (currently 10% of international parents) spending an average of £300 will produce a total
of £750,000 revenue.

A small proportion of online clients will naturally migrate to becoming full service personal consultancy clients.

A conversion rate of 0.5% produces 12 direct personal consultancy clients - at an average fee of £25,000 per pupil placement
- this generates a further £300,000 revenue.

Total revenue target £1,050,000 within 12- 24-months of launch.

eHarmony is now worth an estimated £41.4-million
and takes an average £380,000 per month.

Source: http.//www.worthofweb.com
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