
International
Schools

buzz-education.co.uk

tel: 01257 460036call email: info@buzz-education.com email 13 St. Georges St.,Chorley, Lancashire, PR7 2AAplace



At Buzz Education, we’re constantly striving to 
push boundaries, and explore new channels to help 
our amazing clients sell more to schools.

International Schools offer a huge opportunity for 
education suppliers like you. So grab your passport 
and come on a journey with Natasha and Michael 
as we take you on a guided tour.
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In house experts on the International Schools market

Advice and guidance on successfully 
marketing to these schools

Access to International Schools via our database of 
over 5,090 establishments and their decision makers

Marketing services that will open up new 
revenue streams for your business

Content creation services (copywriting, design and landing 
pages) to make your campaign a hit around the world

Buzz Education can offer you.



Let’s start with the basics

What are International Schools?

Where are they?

An International School is a school that offers a curriculum different to that of 
the country it operates in. This can take many forms in many countries. As our 
clients are mainly based in the UK, the data we hold is for those schools that 
offer a curriculum aligned with that of the UK.

Typically, you may think of these schools as those where ex-pats have decided 
to send their children when they have relocated for work or lifestyle reasons.

How many are there?
There is no definitive number. In the main, these schools are privately owned 
and, like any privately owned organisation, are subject to market forces. They 
open and close like other businesses do. Buzz Education hold data for just 
over 5,090 schools (July 2019), and we believe this is the largest database of 
International Schools in the UK.

As you might expect, International Schools are based across the world. Take a 
look at our helpful little visual here to get an idea of where they are located.

Africa 504
Asia 1,198
Europe 1,378
Middle East 544
North America 630
Oceania 201
South America 413
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Data deep dive
We are nothing if not numbers geeks here at Buzz 
Education. Sure there is data for International Schools, 
which can be segmented by the region and country 
they are in. But we can go a stage further than that.

Did you know that of the 
5,094 schools we hold data for;

Buzz Education can help you to target the most 
senior decision maker in 4,514 International Schools

are co-educational
(teaching boys and girls)

4,579 

are Nursery Schools 
OR have a Nursery 
School within their 
establishment

1,196 

are Boarding 
Schools 

844 

are Prep Schools 
OR have a Prep 
School within their 
establishment

2,650 have Sixth 
Forms attached 

1,744 
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“Organisations marketing to International Schools can segment the 
data to suit their requirements. If your products and services are only 
appropriate for Nursery Schools, we can create a marketing campaign 
for them. If you need to target schools in a specific area of the world, 
we can create a marketing campaign for this.”Natasha Heyes

International 
Campaign
Strategist
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How likely are you to buy products or 
services from a UK based company?

What do International 
Schools buy?

Will they buy from UK Suppliers?

As you might expect, like any other establishment, they will 
buy in everything the school needs to function. Of course, for 
UK based suppliers, there are some products and services 
that will be more appealing to International Schools.

Following a recent survey, schools told us that 
their priorities for the next 12 months were;

Absolutely. We wouldn’t offer this service if they 
didn’t. In a recent survey, we asked International 
Schools a very simple question;

The response was resounding – 100% of respondents said they 
were ‘very likely’ to buy products or services from a UK company

Teaching Resources 

IT Services 

67%

8%

Teacher Training 8%



Key Facts and Figures 
(taken from our 2019 Survey of International Schools)

The departments in International 
Schools which spend the most money;

• Premises and Maintenance • Science • IT
• Curriculum development • Catering

In line with UK schools, those around the world are looking to procure similar 
products and services. If your offering is value for money, and can be easily 
provided to schools overseas, there are opportunities here. 

Who makes budget decisions?

•  64% of departments manage their own budgets
•  36% of decisions are made by Head Teachers or Business Managers 

Depending on the size of a school, the senior decision makers change. 
Buzz Education can help direct your campaign to the relevant decision makers.

When do International Schools start 
planning for the new financial year?

• 36% plan one year ahead • 29% plan 6 months ahead
• 35% plan 3 months ahead

There is never a bad time to market to International Schools. Even if they love 
your service, but are not yet in a position to afford it, they plan so far ahead 
that they can start to budget for your service.

continue
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“The International Schools market offers amazing opportunities for 
savvy, forward thinking, education suppliers. Buzz Education are leading 
the way in helping clients take their business around the world.”

Do you spend your full annual budget each year?
• 56% said yes • 44% said no

A large number of International Schools have surplus monies going unspent. 
This is good news for education suppliers who can help schools get value for 
money from their remaining budgets.

How much spending can you personally approve?
• 61% of Business Managers and Head Teachers can 
approve purchases over £10,000 

• 19% can approve spending over £5,000

Marketing to the senior decision makers in International Schools is a great 
strategy for higher priced items. A combined 80% can personally and 
immediately approve spending over £5,000.

How many emails per day do you 
receive from education suppliers?
• 58% receive less than 5 • 42% receive 5 or more

Unlike UK schools, who receive large numbers of marketing emails each day, 
the international market is relative untapped. The onus is really on schools 
to go and source their own products and services. This presents huge 
opportunities for education suppliers.

Michael McVerry
Managing Director
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