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From the editor

Welcome to this edition of International Schools.

This is a special guide to help UK independent schools prepare for setting up a  
British school overseas. It will help you consider the implications of an overseas  
venture and assess your school’s readiness.

Any such step must be carefully thought through. The risks can be mitigated, however, 
by working with experienced advisers who can guide you through the often complex 
world of British international schools and the jurisdictions in which they are based.

Please do not hesitate to contact us if we can help you.

Kind regards

Barney Northover, Veale Wasbrough Vizards, and David Binney, TES Prime
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English-medium, western-style education is increasingly in demand  

around the world. As a result, many reputable UK independent schools  

are expanding their brands internationally. Richard Gaskell reports

A passport to the world

market overview

As economies improve and incomes increase, not only 
does an English-medium education become desirable, 

but so does an aspiration for western higher education. 
For many people it is considered to be a passport to 
global career opportunities and prosperity. 

To achieve a much sought-after place at a reputable 
university in the UK, the US, or Canada, international 
students face increasingly tough competition and so 
seek more than just good grades from their local national 
school. To acquire high competence of the English 
language and recognised qualifications, as well as a 
learning approach and international mindset that will help 
prepare them for life in a western university, a growing 
number of students and their families are turning to 
the English-medium international schools in their home 
country as a springboard.

An increasing demand 
Enrolment in international schools around the world 
is increasingly dominated by children of local families; 
mostly the children of the richest 5 per cent of non-
English-speaking parents, according to ISC Research.  

Its data suggests that an average of 80 per cent of 
students attending international schools are children from 
such families.

This demand, combined with the educational needs of 
expats, means that the international schools market has 
grown significantly in recent years. In 2000, there were 
2,584 international schools, teaching fewer than 1 million 
students. Today, more than 4.4 million students are being 
educated at over 8,200 international schools and, by 2026, 
it is predicted by ISC Research that student enrolment will 
reach 8.7 million.

Taking a brand abroad
In response to this demand, an increasing number of UK 
independent schools have been establishing schools 
overseas with significant success. Haileybury opened in 
Almaty, Kazakhstan in 2008; Malvern College established 
its first school in Qingdao, China in 2012 and has since 

followed that with a school in Chengdu; while Cranleigh 
opened in Abu Dhabi in 2014. This move to set up 
international operations was led by British independent 
schools such as Harrow, Shrewsbury, Dulwich and 
Brighton College (see box opposite ) which now have 
significant reputations abroad, particularly in Asia where 
the demand for high-quality, English-medium education is 
the greatest. 

These schools are typically set up via licensing 
arrangements with local operators. In more recent  
years, other independent schools such as Repton, 
Wellington College and Oundle have started developing 
overseas operations in a similar way. A smaller number, 
such as Marlborough College, have set up directly 
managed schools. 

Knowing the market
Different locations have very different regulatory 
environments and demographic influences. Government 
controls and stipulations vary significantly and may 
include complex licensing procedures, strict standards  
and accreditation expectations, controls on school fees 
and student quotas, teaching licences and more. 

Think local
A local partner is not always obligatory, but it can be 
beneficial and more schools are being established in 
partnership with experienced operators such as EduReach 
and International School Services, with minimal input 
from the local partner except for the provision of the 
land and buildings. “One of the most common mistakes 
UK independent schools make is thinking that they can 
do it themselves,” says Rick Johnson, CEO of EduReach. 
“Generally, the big mistakes come in understanding how 
to negotiate the contracts, how to design a school from 
scratch, and how to choose a good 
opportunity in the first place,”  
he explains.

Richard Gaskell is director for 
international schools at The 
International School Consultancy 
Group. Richard can be contacted 
on rg@isc-r.com.

Richard Gaskell is director for 
international schools at The 
International School Consultancy 
Group. Richard can be contacted 
on rg@isc-r.com.

“  A local partner is not always 

obligatory, but it can be beneficial.”
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market overview

China in your hands
Many renowned UK education institutions have 
ventured into mainland China and Hong Kong setting up 
international schools and/or sino-foreign coeducation 
projects, writes Emily Wang. The co-operation is seen 
on various levels (ie kindergarten/pre-school, high 
school, higher education). It is a challenging process. 
Nevertheless, exciting returns are possible when a  
project is properly structured and the partners share a 
common vision. 

Relating to mainland China, the relevant regulations 
mainly outline two types of co-operation:  
(i) setting up a new education institution (which may or 
may not have a separate legal person status); or  
(ii) forming a co-operative programme without setting up 
a new entity. 

There are different ways to structure a project. Almost 
all projects will concern both English and Chinese law, and 
touch one or two tiered/phased governmental approvals 
in China.

Many hands
A large number of foreign partners do not provide 
financial contribution into the projects. Instead, they 
provide intellectual property, granting rights for the 
Chinese partners to use their names, logos and ethos 
and/or provide textbooks, teaching resources and 
quality assessment system, and/or provide consultancy 
services. Often the English and Chinese partners enter 
into a Licensing and Know-how Agreement and other 
documents to deal with such issues. 

The Chinese approval authority needs to see, together 
with other application documents, a Sino-foreign Co-
education Agreement between the Chinese and foreign 
partners and this agreement needs to be governed by 
Chinese law. A key issue is the protection of English 
education institutions’ intellectual property rights. It 
is vital that an English education institution applies to 
register its trade marks (in English and often in Chinese 
transliteration) in China and Hong Kong as early as 
possible, even before it enters into negotiations with a 
potential Chinese partner. 

Lack of sufficient protection of intellectual property 
rights will create tremendous obstacles for their potential 
operation in China. 

Offshore
Hong Kong has long been a popular choice for English 
education institutions and has great demand for places 
in international schools – there are currently long waiting 
lists for admission. An English education institution 
interested in setting up an international school in Hong 
Kong is called a school sponsoring body (SSB). An 
SSB needs to apply for the School Allocation Exercise 
(SAE) with the Education Bureau (EDB). SAE is an open 

and competitive bidding process for the allocation of 
vacant school premises and greenfield sites (with no 
temporary or permanent building in existence before) for 
international school use. 

Hong Kong still popular
Mandatory requirements for SSB applicants include: 
•  At least 70 per cent of the school places are allocated 

to students holding foreign passports (except for 
British National (Overseas) Passports) or student visas 
for entry into Hong Kong for studies.

•  A non-local curriculum is operated.
•  The premises are only used for primary/secondary 

international school operation, pre-primary, childcare 
centre, nursery or kindergarten usage, and boarding 
facilities provision are restricted.

•  Schools are operated on a self-financing basis without 
recurrent or capital financial assistance from the Hong 
Kong government (except that, for greenfield sites, SSB 
may apply to EDB for an interest-free loan for the sole 
purpose of constructing school premises).

•  Sums for scholarships and/or other financial  
assistance for deserving students are set aside in  
each school year.

•  Tax exemption status under section 88 of the Inland 
Revenue Ordinance is obtained with documentary 
proof submitted to EDB.

•  The school operator is incorporated and has articles of 
association containing certain mandatory provisions.

•  Letters of recommendations from consulate general(s) 
and/or chamber(s) of commerce are obtained 
indicating their support for the proposed school and 
their form of participation (if any). 

Service agreement
SSBs allocated with vacant school premises and/or 
greenfield sites for international schools have to enter 
into a service agreement with the government for an 
initial term of 10 years at a nominal premium, subject to 
renewal at successive five-year terms at the government’s 
sole discretion. School fee adjustment is also subject to 
government approval. 

In practice, the majority of SSBs also issue debentures 
to parents and/or corporate businesses in order to raise 
capital for school improvements (provided that the 
funds raised are applied solely 
in furtherance of the charitable 
objects of the SSB). 

Emily Wang is a partner in  
Zhong Lun’s London Office.  
Emily can be contacted on 
emilywang@zhonglun.com or  
via 0044 207 3821567.
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Working on over 30 international schools projects has given Veale 

Wasbrough Vizards an insight into the ways in which they are approached  

by different schools, investors and regulators. Doug Locke reports

The fine print 

legal

What can schools embarking on the process learn 
from those that have gone before?

Protect your name and crest
Perhaps surprisingly, you probably have no rights in your 
school’s name outside the UK. So a third party could, 
perfectly legally, begin to use your school’s name as the 
name of its overseas school without your consent. This 
is not just a theoretical problem – it has happened on 
several occasions. The third party could even register your 
name as a trade mark, which would entitle it to forbid you 
from using your name in the relevant country.

The answer to this problem is to register your school 
name and crest as trade marks. The cost of registering 
trade marks overseas can be controlled by devising a 
strategy that accurately reflects your priorities. Most 
schools will have filed initial trade mark applications by 
the time they begin serious discussions with a potential 
project partner. 

In many countries, a trade mark registration will cost 
no more than the airfare to the initial meeting, so it is a 
sensible step to take even before a project is guaranteed 
to proceed.

Finding the right partner(s)
The right project partner(s) will have many qualities, 
including: 
•  Integrity.
•  Access to finance.
•  A long-term perspective.
•  A collaborative approach.
•  A good knowledge of the local market.

Once you have found what appears to be the right 
partner, it is vital to check their credentials. Googling is a 
good start, but is not enough in itself. Typically, it will be 
worth engaging a third party to conduct financial (and 
other) checks.

Meetings – both at your school and in the relevant 
territory – are a crucial way of understanding what each 
party has to offer and establishing a rapport.

Try to keep things simple
These are substantial projects, and keeping them simple 
is not always possible. Sometimes unwanted complexity 

arises from the local regulatory regime or from the 
structure of project partners. However, simplicity remains 
a worthwhile aim that will help to promote a smooth 
negotiation process and avoid misunderstandings as to 
how the school is to operate in practice.

We typically favour a licence model, where the UK 
school licenses its name and crest to project partners who 
agree to operate the new school in accordance with the 
ethos and quality standards set by the UK school.

Sometimes it is suggested that the UK school will 
operate the new overseas school and that project partners 
will simply provide the finance. This model increases the 
level of risk for the UK school and the time it will need to 
devote to the project. And there is no guarantee that the 
resulting school will be any better or the financial returns 
any greater. In our experience, UK schools typically wish to 
keep things simpler.

It is also worth keeping the style of the project 
documents simple. They will need to be understood 
by people working many years in the future, who were 
not involved in the negotiation process and whose first 
language is not English. Using plain English and a simple 
style will help avoid misunderstandings.

How can the risks be mitigated?
Key risks are:
•  Reputational damage to the UK school. This risk can be 

mitigated by:
   •  Putting in place a detailed agreement giving you 

extensive control over the ethos and operation of the 
overseas school.

   •  A mechanism allowing you to terminate the 
arrangement if the operators of the overseas school 
fail to maintain standards.

   •  Ongoing and systematic scrutiny of the overseas 
school.

•  Insufficient demand. This risk can be mitigated by 
  •  Developing an understanding of the local market 

before embarking on the project, and 
  •  Structuring your revenue streams so that the project 

still makes financial sense even if demand does not 
meet your project partners’ projections.

•  The overseas school diverting investment and 
management time from the UK school. This risk can be 
mitigated by defining clearly in the project agreement 
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legal

the role of the UK school’s personnel. The project 
agreement should also reinforce the principle that the 
UK school will not contribute financially to the project.

•  Local regulations. It is important to get advice from a 
trusted local lawyer on the local regulatory framework.

Project documents
It can help discussions to agree a brief memorandum of 
understanding with a potential project partner at an early 
stage. It is important to make clear which parts of it are 
non-binding (such as provisions setting out the proposed 
structure of the project) and which parts are binding (such 
as provisions restricting the use of the school’s  
trade marks).

The final project agreement should set out a clear, 
practical and detailed framework for the operation of  
the school and the relationship between the parties.  
It will cover matters such as the following (among  
many others):
•  The new school’s policies and procedures. Preferably 

these should closely reflect the UK school’s own 
policies and procedures, with a view to ensuring that 
its ethos is accurately replicated in the new school.

•  Payments to the UK school.
•  The UK school’s right to monitor and control the 

quality of the new school. This is a key issue for 
ensuring the long-term success of the project.

•  Your right to terminate if project partners fail to 
operate the school as agreed.

•  The Bribery Act. This legislation potentially renders 
a UK school criminally liable for the acts of project 

Doug Locke and Emma-Jane Dalley are partners at  
Veale Wasbrough Vizards. Doug can be contacted on  
0117 314 5602 or dlocke@vwv.co.uk. Emma-Jane can be 
contacted on edalley@vwv.co.uk or 0117 314 5465.

partners, even if the UK school was unaware of those 
acts. UK schools have a defence if they can point to 
the enforcement of suitable contractual clauses that 
address the subject of bribery.

Summary
Aside from the obvious financial benefits of a successful 
international project, UK schools have found that their 
projects can provide valuable opportunities for sporting 
and cultural links, exchanges of pupils and staff, the 
development of an international community of alumni 
and increased international prestige.

These projects can never be entirely risk-free, and 
international projects are not for everyone. However, 
increasingly schools are concluding that the potential 
benefits outweigh the risks, and there are many ways in 
which those risks can be reduced and managed.
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What is it like developing schools in multiple locations overseas?  

Matthew Burgess, a former governor at Brighton College, caught up with  

the chair, head and bursar to share their perspectives and experiences 

Brighton rocks

case study

Chair’s perspective: Lord Skidelsky
Brighton College has a very clear vision – it wants to 
provide the best all-round education; first-class academic, 
pastoral and co-curricular facilities for its pupils and staff; 
and encourage children (and staff and parents) to take an 
active part in the life of their community, while keeping its 
education affordable – the College’s ideal is to make itself 
accessible to an ever wider range of parents. 

In 2009, the board decided to establish overseas 
schools to provide additional sources of funding  
beyond current UK parents to support these aspirations. 
At the same time, the board was sufficiently confident  
of the education the College was offering to believe  
that its export would benefit the College and its  
overseas partners.

Geographical diversification would also provide the 
College with greater resilience to UK economic downturns 
and we were attracted by countries that welcomed English 
education, had created good living environments for 
teachers and possessed strong fundamentals (economic 
robustness, acceptable human rights record, expat and 
indigenous demand and which had (or were pegged to)  
a hard currency).

Risk management
Naturally, the board was wary about any possible adverse 
impact on the Brighton College brand from overseas 
ventures and wanted sufficient oversight of any new 
schools carrying the Brighton College name to ensure that 
the education was authentic. Fortunately, this supervision 
hugely benefits our partners who own the schools and 
who share our aim for them to be the best in territory.

To enable this, the head created a dedicated executive 
team – one that understands the College and part of 
whose role is providing a conduit between the board and 
the overseas schools. However, there is nothing quite like 
first-hand knowledge and so some of our governors in  
the UK also sit on boards of the overseas schools and  
visit termly. 

What has been our experience?
To deliver authentic English education abroad requires a 
strong level of commitment from governors and staff in 
the UK. But that commitment generates an income stream 
which will benefit pupils, parents and staff in the UK and 

the board has great pride in seeing children (and parents) 
in territories in other parts of the world benefit from an 
authentic Brighton College education. 

Head’s perspective: Richard Cairns
A Brighton College education is about ensuring that all 
children become first-class versions of themselves, not 
second-class versions of someone else. We take great 
care to identify all that is special and unique in each child, 
giving boys and girls the self-belief that underpins any 
effective education. We then go to huge lengths to find, 
employ and develop inspirational men and women to 
teach in our classrooms who, in some cases, are beginning 
to move from Brighton College UK to work in our three 
(soon to be four) overseas branches.

Why do we do it?
First, it makes good business sense. Our school benefits 
from a new income stream that allows us to invest in 
facilities in the UK without having to put up fees here to 
pay for them. Most importantly, it allows us to enhance 
our bursary programme to open access to the College for 
children from poorer backgrounds.

But there is more to it than that. Brighton has long had 
a reputation for being an innovative school. In 2016, the 
national periodical The Week named Brighton as the most 
forward-thinking school in Britain. One important facet of 
this is our internationalism. We are the only independent 
school in England where Mandarin is a compulsory subject 
from the age of 5. We have strong international links with 
sister schools in Sri Lanka and West Africa. And we have 
a large and diverse boarding community. In time, the 
international schools project will enhance this, creating 
links between Brighton pupils across the world. School 
trips will be organised jointly. Pupils will be able to move 
between schools just as teachers are already doing.

My involvement with our overseas schools is in 
ensuring our vision is embedded which means having 
sufficient influence over those key areas that make  
a difference:
•  Recruitment and induction of key senior staff: ensuring 

the right leaders are recruited and experience a proper 
induction at one of the existing Brighton Colleges. 

•  Curriculum: children only want to learn if their 
curriculum is interesting and relevant and we pride  
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case study

Matthew Burgess is a partner in 
Veale Wasbrough Vizards’ regulatory 
compliance team. Matthew can be 
contacted on mburgess@vwv.co.uk  
or 0117 314 5338.

ourselves in our innovative and varied curriculum 
which is designed to reflect what children really 
need in later life: entrepreneurial, budgeting and 
business skills; presentation skills; cultural awareness; 
understanding world views and agendas, and so on. 

•  Sharing best practice: there are weekly conversations 
between heads of department and their opposite 
numbers overseas. I am keen for high-quality 
innovation to flow both ways.

•  Quality assessment: each of our overseas schools 
has an annual inspection by Brighton College UK 
staff qualified to carry it out and who can provide 
meaningful insights into what is working well and 
what could be an area of future focus.

What has been our experience?
I believe we are witnessing the start of a new breed of 
“super teachers” – those who have a passion for their 
subject and want to learn how to teach children, but 
who also have a passion for education in a wider context 
and wish to develop key leadership skills. They look at 
longer term career planning and are perceptive enough 
to see their career is likely to involve transition between 
countries. Five good heads have come out of Brighton 
College in the last seven years and this is attractive to 
teachers who now want to take their careers to the  
next stage.

Bursar’s perspective: Paul Westbrook
Like all ventures, the success (or otherwise) of setting up 
an overseas school depends on having good people for 

the overseas school. These fall into four categories: 
good teachers, experienced project managers 
with educational experience, committed investors/
partners and strong leaders.

Brighton College has always sought teachers 
who are prepared to travel rather than travellers 
who are prepared to teach. Our common rooms 
abroad are therefore staffed with excellent teachers 
who appreciate the support of Brighton College 
in the UK, which is provided through liaison with 
our dedicated team in the UK as well as the regular 
input of the UK board, head and me.

Deep involvement
Our team in the UK is heavily involved in the 
setting up of each new school and ensures the key 
requirements are addressed and that our partner 
is confident of support and has clarity on what it 
needs to deliver and when. The team understands 
educational detail: infrastructure, resources, 
curriculum, staffing (recruitment and structure), 
marketing and admissions criteria, budgeting and 
so on. When the school is operational and the 
team visits the schools, or as part of its weekly 
dialogue with each school, the executive provides 

well thought-through assistance whether that relates to 
medium-term strategic changes or rolling up its sleeves 
to help deal with a short-term problem that has arisen. 
This requires experience, diplomacy and a good working 
relationship with all stakeholders. Critically, the team is 
also embedded in Brighton College in the UK and so can 
speak with authority on the Brighton College education as 
it evolves. 

Integral to success is a partner that also wants a 
premium education and that appreciates it will need to 
work alongside the UK school and the local school to 
deliver this. While there is a monetary return, I think any 
partner that works with us will come to appreciate how 
fulfilling involvement with premium education is.

Finally, the leaders in our overseas schools need to be 
high calibre. They are safeguarding the brand, inspiring 
teachers and children, identifying potential issues and 
consulting sufficiently in advance to ensure they do not 
become real issues and they need to obtain the trust of 
the partner, which means being adaptable  
to different cultures and 
thinking commercially as well  as 
educationally.   



10 International Schools

A truly great British export, the independent education 
sector, has a unique and longstanding reputation 

for excellence, and within the global market has been 
marked pre-eminent among other national curricula. 
UK independent schools are recognised by the OECD as 
global leaders in providing a highly academic, holistic and 
comprehensive education. Yet finding the right leaders for 
these schools is becoming ever more of a challenge. 

To a UK school looking to collaborate in establishing 
a co-branded school overseas, selecting the right person 
for headship is vitally important. Their approach will have 
a profound and lasting impact on the ethos, as well as 
academic and commercial success, of the school.

The legal perspective
When a UK school collaborates on a project to establish 
a co-branded school overseas, it typically enters into 
detailed project agreements which set the framework 
within which the new school will operate. The new 

school’s head will have an important role in shaping 
the ethos of the school, and ensuring that it accurately 
replicates that of its UK partner school; and managing the 
long-term evolution and development of the new school.

So the provisions in project agreements that deal  
with how heads are appointed and dismissed have a 
particular importance: both for the early stages of the  
new school and its long-term success. The following 
points are important:
•  The agreement should set out a clear mechanism for 

selecting and appointing the first head and successors. 
That mechanism should ensure that:
•   The head is acceptable to both parties; in particular 

that the appointment is acceptable to the UK partner 
school; and

•   The head is allowed to get on with the job without 
undue interference from investors.

recruitment

The price on your head
Appointing a great head is the single most important task for any school. 

Doug Locke and David Binney consider the key issues for UK schools  

when recruiting for the top position at British schools overseas

•  The head’s employer should be the company that 
operates the international school. Generally, the 
employer should not be the UK school or a trading 
company of the UK school.

•  The project agreements should set out a clear 
mechanism for removing the head. This should 
provide that:
•   The head should not be removed without the 

consent of the UK school; and
•   Neither the UK school nor its trading company 

should be liable for any employment claims or costs 
resulting from the head’s departure.

•  The project should be structured so that the head is not 
entitled to transfer the employment to the UK school or 
its trading company if the international school closes.

•  Accurate and regular communications with the UK 
partner school are critical. The new head should 
spend time with the UK school to build personal 
relationships and understand fully the remit, and once 
in situ should be required to report to the UK school 
with development plans and progress reports. The 
agreements should oblige the head to allow inspectors 
from the UK school to work unhindered in the new 
school, and the head must understand that he or 
she must work within the rules set out in the project 
agreements (for example, as regards curriculum,  
class sizes etc).

The recruiter’s perspective
A new head will want to be instrumental in the 
development of the school site and raising its profile in 
the local market. Parents will often be reluctant to sign 
their children up for a school before meeting the head. 
So in planning the timeline leading to the opening of 
the new school, one has to factor in the duration of the 
selection process and the head’s notice period at their 
current school. The recruitment of the head should be the 
first issue on the project plan.

It seems obvious to say but the recruitment procedure 
for schools should be thorough and robust; ensuring best 
practice in adhering to the principles of safer recruitment 
and transparency, issues which become ever more 
important on the international scene. Where external 
support is not used the school should take on board 
somebody with expertise in senior recruitment, together 

“  The head’s employer should  

be the company that operates  

the international school.”
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recruitment

Doug Locke is a partner with Veale Wasbrough Vizards. Doug 
can be contacted on dlocke@vwv.co.uk. David Binney is 
the director at TES Prime. David can be contacted on david.
binney@tesglobal.com.

with a current or former head to oversee the process. 
Those choosing to take shortcuts risk neglecting their 
responsibilities to ensure excellence in all aspects of the 
school, and evidence suggests that appointments made 
without due process are far more likely to end in tears. 

In an increasingly competitive environment, the 
personal characteristics of the school, the professional 
support of the board of governors and the effective 
management of the recruitment process – from advert 
to appointment – all play heavily on a decision to accept 
an offer of employment or not. It is essential during the 
recruitment process for the board to clearly identify the 
ethos of the school, to be honest about the challenges 
they face, and to articulate the strategic direction of the 
school, its ambitions and its targets for development. The 
school should also offer real support where appropriate 
in helping potential candidates to understand the country 
and its cultures, and the practical professional and family 
issues that will be important.

It is worth remembering that, for many candidates, 
career choices are rarely based on financial incentives: the 
best heads are motivated by the desire to leave a legacy 
and to have a positive impact on the school community. 
Good heads pride themselves on their professional and 
personal devotion to a school; the commitment of senior 
members of staff is a unique aspect of our sector, which 
should be supported and encouraged.

Those leading the recruitment process need to 
understand that there are usually two categories of strong 
candidates: pioneers and expats. Pioneers are motivated 
by the challenge of leading in difficult circumstances. 
Expat heads are looking to lead a school which is more 
conventional, together with a comfortable lifestyle. 
Both kinds of candidates can bring immense value, and 
often offer very similar skills and experience, simply 
seeking different challenges. What will mark them apart 
is the particular need of the school; it is the role of the 
recruitment panel to understand this difference and focus 
the search accordingly. 

Underpinning a successful appointment is a 
willingness to consider “left-field” candidates and not to 
pre-empt an outcome. Sourcing a smaller field of highly 
qualified, possibly challenging candidates to interview is 
much better for a school than receiving a large number 
of average applications. It is the role of the appointment 
panel, whether they use external support or not, to 
provide as much information, and possibly choices for the 
board as they need to make a successful appointment.    

“  For many candidates, career  

choices are rarely based on  

financial incentives.”



TES Prime delivers 
outstanding leaders

TES Prime is an established recruitment consultancy 
providing a comprehensive recruitment service to 
independent schools.
 
Our experienced consultants, comprising senior recruiters and former 
Heads and Bursars, work with schools to ensure successful appointments. 
 
From executive search to advertising, our flexible range of bespoke 
solutions is designed to meet specific recruitment needs, whilst reflecting 
the individual character of the role and the school. 
 
Matthew Jackson
Head of Independent Schools
matthew.jackson@tesglobal.com
tel: 020 3194 3134
 

www.tesprime.com
tel: 020 3194 3137 


