Area Studies Marketing Pack: Marketing Strategies 


Marketing Strategies: FINDING AND DEFINING YOUR MARKET

Taken from a presentation made by Professor Michael Kelly, Director of the Subject Centre on 15th March 2002 at the Marketing Languages Workshop
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Who are your current students?
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 Gender
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 Ethnicity


 The first stage in understanding the market is to analyse our existing student body which is a doppelgänger for the future student body.  This analysis should include:

· Geography – there is a need to take account of the fact that the numbers of local, EU and overseas students are increasing;

· Age – we know that our current market includes school-leavers and mature students but there is a need for a more fine-grained analysis of age profile;

· Educational background – where do our students come from, i.e. a particular school or particular type of school?  Once identified, we can target these schools with publicity;

· Class – there is strong encouragement to aim at increasing widening participation to include students from other social classes than was the norm in previous times;

· Gender – the majority of language students are women (75-80%).  We need to consider whether we want to redress the gender balance or provide courses that are more appealing to women.

· Ethnicity
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What is changing?

•

 Internationally

•

 In Europe

•

 In UK


The second stage in understanding the market is to look at what is changing:

· Internationally, e.g. globalisation, English as a “world language”.  We need to apply this to our own practice;

· In Europe – in the UK there is little awareness of the Bologna Process, the Single Higher Education Area and the European Research Area.  (see section 4.9 of this file) Our European partners are competing with us in our markets but this also provides recruitment opportunities, e.g. to attract EU students to study in the UK;

· In the UK – there are major initiatives with significant funding in the areas of widening participation and employability.


[image: image3.wmf]Understanding your markets

Who are your current students?

•

 Segmenting

•

 Focusing

•

 Differentiating


The next stage is to decide how we can make courses more attractive for our existing students by employing the following common marketing strategies:

· Segmenting – analyse the student profile and identify particular types/sets of students;

· Focusing – make courses more appealing to an identified market segment by linking programmes more explicitly to student profiles.  This involves sacrificing market segments you are unlikely to appeal to;

· Differentiating – compare programmes with other institutions and make your programme distinctive.
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Analyze your existing courses.
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In designing a strategy for development, we first need to analyse our existing courses and then customise our offerings.  This slide presents a model for analysing products in relation to the market. 
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This slide highlights that a strategy aimed at designing a new course for a new market would be extremely high risk – we need to focus on either a new product OR a new market.
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