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History Of Indian Education System

Gurukula System

Modern Education System

From Gurukula System To The Modern Education System In India



Indian Demographic Profile

More Than
575 Million Students

Studying In
Schools And Universities 260

258.2 Million
243.2 Million

195
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0
Age 0-14 Years Age 15-24 Years Age 25-54 Years Millions
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Source : Indian Census 2011



Schools & Students In India

A total number of
1.52 Million

Schools

A total number of 105
186.5 Million 70
Students 35

Secondary

Primary

Source : Govt. of India
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Indian Education Market

US$ 91.7 Billion

FY 2018

127,5
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76,5

51

25,5

US$ 101.1 Billion

FY 2019


http://IBEF.org

Levels of Schooling In India

Higher Secondary 10 Jears 18 Years

14 Years - 16 Years

SeCOndOry Classes 9to 10
Mlddle SChOOl 11 Years - 14 Years
) Classes 6to 8

Primcry SChOOIS 6 Years - 10 Years

Classes 1to 5

. 18 Months - 5 Years
Pre o= PrImCIry Pre-school

& kindergarten

Source : British Council report India Report



Education Boards in India

! !

Source : Edunordic.org



Private & Public Schools Segmentation In India

Percentage distribution of enrolment in K-12 Segment

B Public sector schools M Private sector schools

Percentage distribution of enrolment in secondary and

higher secondary segment only

B Public sector schools M Private sector schools

Source : British Council report 2014



Government Spending on Education

Saudi Arabia

China

Brazil

Indonesia

Russia

India

d

|
0.00% 2.00% 4.00% 6.00% 8.00%

Percentage of spending allocation

Source : British Council report 2014



State of Government Schools In India



Private Schools in India



Our Focus

Premium Private Schools In India



Our Focus
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Premium Private Schools In India



Average Monthly Spending on Education by Indian Families

2.0%
B Housing B Food B Entertainment
B Transport B Healthcare B Education
¥ Mobile phone " Others ' Savings

Spending profile of Indian families

Source : British Council report 2014



Average Monthly Income in households across India

0,3

0,225

More than
5.23 Millions 0,15
Households

(075

Upto €65  €65-100 € 100-130

€ 130- 260 € 260 - 650

€ 650 - 1300 € 1300 & Above

Target Market

Source : statista.com



Indian Outbound Tourist : Geographical Diversity

-
|

Cochin

Chennal

_I:Ilyderlg_bé'&” Lil;
e - e

"o,
Calicut -~
iy

Ben gJI“éT.ufrr u

_rJ Trivandrum,

Kolkata

Others

Source : Indian Tourism Statistics Report 2018



Outbound Departures - Indian Tourists

USA
UK
AUSTRALIA -
GERMANY -
canada [
FINLAND I / 33,449 in 2018
ICELAND ‘
0 0,3 0,6 0,9 1,2

In Millions

Source : Indian Tourism Statistics Report 2018




Where Students Want to travel ?

More Than 50 %

0.2 Million

0.1 Million

Australia 0.06 Million

New Zealand - 0.03|Million
Bahrain - 0.027 Million
China - 0.018 Milljon

United Kingdom - 0.014 Millior

—

Germany . 0.013 Milliop

Source : factly.in



http://factly.in

Current Practices With Education Travel Market

Sightseeing Tours

Tours Including 1 or 2 Day Meaningful Study Program
And
Rest is Leisure & Tourism Activities

US (NASA), Canada, Singapore, Dubai, Australia

Cultural Tours

Showcasing Students About
Music, Dance, Food, Architecture & Cinematography
Of the Destination Visited

Spain, France, Belgium, Italy, Morocco



Current Practices With Education Travel Market - Contd.

Unique Experiences Tours

Cern Mass Collider - Science
Sea Simulator - Environment
Universities Tour - Higher Studies

Switzerland, Denmark, Greece, Netherlands, UK

Exchange Programs

1-2 Weeks Exchange Program
Students Experience Living with a Family in the Country visited
( No Company Involvement )

Germany, France, Singapore, Spain, Japan



Why Students Want to travel?

# Introduction to New Culture

# Experience A New Academic Environment
# Explore A New Job Market
# Better Job Perspectives Worldwide

# Better Opportunities In Homeland

# Friendships And Connections

f

t Personal Growth
# Future Benefits

# Travel Lovers



Finnish v/s Indian Way Of Working

Strict Deadlines

Yes Means Yes / No Means No

Do It Yourself Culture

Fixed Prices

Plan Way Ahead

Fluid Deadlines

Yes Means Maybe /Never Say No

Always Need Helpers

Bargaining

Last Minute Customers



Special needs For Indian Clients......

# Travel Guide
# Safety & Security
# Shopping Options
# Indian Vegetarian meal options

# Private Transportation



" Requisitions
from school
departments

are put forward
when needed

l-\._._

o

Sales
representatives
may contact
school through
advertising
campaign

_,H\\

Culture Of Doing Business

d

P 2 E—
_ Analysis of
Quotations quotations
from 3 or done
more referring to
vendors cost, quality,
sought & after-sales
service
F 3

.-'-I-I-'..F

4

.lf--

Demonstration
of goods/
service may be
required

S

__K\

h 4

-"--_
Fd

Parents may be
involved
attending

demonstration

____Hx

&
-

.

»

Decision is
made by
either school
principal or
management
committee

A

General procurement process in private schools

Source : British Council report 2014




Decision Making Criteria For Schools

Importance of cost of procured goods/services

W Rating 0-4 M Rating 5-6 ™ Rating 7-8 ™ Rating 9-10

Importance of brand of procured goods/services

W Rating 0-4 M Rating 5-6 ™ Rating 7-8 W Rating 9-10

Source : British Council report 2014



Nordic Consult Group

Impact Assessment - Environment Workshop . Environment Base Camps
- Sustainability Studies - Environment Quiz . Mice/ Group Tours
- Climate Change + Study Abroad - Special Educational Tours

Collaboration with

niche Nordic Collaboration with Exclusive tie ups
Technolo Nordic with Nordic Travel
dy Universities & Schools Partners

providers




Thank You

Questions ?

Contact Information
Nordic Consult Group

Delhi Office
Vivanta Ambassador, 3, Sujan Singh Park, Subramania Bharti Marg,
Near Khan Market, New Delhi-110003

Noida Office
C-56, A/2, Sector 62 NOIDA, 201 301
E-mail. anshul@nordic-consult.org
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