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1 Introduction

Competition in international student 

recruitment is already a reality, which triggers 

the fact that university Marketing & 

Recruitment professionals need more 

channels to attract their best-fit prospective 

students.

Over 36 million students used Studyportals in 

2019, exploring over 210,000 degree options 

abroad. This audience is focused on 

researching international study options.

For universities, Studyportals is a result-

based partner for international student

recruitment and marketing, helping

them reach a global audience and

optimise their student population. 

This case study shows how UWE Bristol uses 

the Studyportals Enrolment Services for 

effective student recruitment.

Growing internationality 

and attracting the best-fit students



2 The Case Study

Sophie Turnbull 
Head of International Recruitment 
UWE, Bristol 

Sophie is the Head of International Recruitment at UWE Bristol. Her 

main responsibility is to manage the strategy for both growing the 

international and European student body, not just in terms of 

number, but also ensuring that they are the right kind of students 

for the university. Having a good diversity in terms of nationality 

and the programmes they are joining is Sophie’s key challenge.

Meet our client & the institution

External Relations 
at University of Glasgow 

brings together the 

existing teams from 

within the Marketing, 

Recruitment & 

International Office with 

the Development & 

Alumni Office and the 

Centre for Open Studies, 

now Short Courses.

University of the West of England, Bristol

UWE Bristol is a public research university, that received university 

status in 1992. UWE is passionate for providing the best possible 

experience for students and has ambition to tackle big issues, 

taking initiative and pave the way for the university, learning and 

teaching and campus development. It has over 3,000 staff, 

and 30,000 students out of which 3,080 international students, 

and 1,325 students coming from the EU.

UWE offers over 600 courses at undergraduate, postgraduate level 

across a broad range of subjects from arts, creative industries, 

health, science, business, law, environment and technology 

disciplines. UWE Bristol is also known for their quality of teaching, 

for which they have been awarded TFL Gold Status.

The University occupies 601 – 800 in THE ranking, 751 in QS 

ranking, 11th in UK for student satisfaction, and 28th in the top 30 of 

the Guardian University Guide 2020.



3 The Goal

Diversifying student markets 

and attracting the right students

UWE’s ambitions for the Studyportals collaboration is to work 

towards diversifying the nationality of our students but also 

attract interest from students who are a good fit for UWE. With 

the fast changing nature of internationals it’s more important 

than ever to be able to be reactive to market change and we 

were keen to explore how we could work with Studyportals 

around this.

As professor Steve West, Vice-Chancellor explained:

‘We want our students to become ready and able graduates, 

who feel confident in their abilities and the part they have to 

play in the world.’ 

- Sophie Turnbull 

https://www1.uwe.ac.uk/about/ourstory/employability.aspx


4 The Solution
Studyportals Partnership

Traditionally, our enrolments were coming from the large 

markets in Africa, South Asia, East Asia and Southeast Asia, 

but we wanted to expand in Europe, South America and 

smaller countries in Southeast Asia.

By working closely with Studyportals to develop the premium 

exposure of UWE profile, we noticed an increase in students' 

interest especially in the markets where we have not been 

able to reach the students with the traditional recruitment 

channels we were using.

We also saw a great diversity in terms of the nationality mix, 

attracting students from over 35 different nationalities, across 

more than 40 different programmes.

- Sophie Turnbull

XX @ XXXXX

XX @ XXXXX



5 Main Results

The first results after 16 months
Below are the 2018-2019 campaign results. Within over a year, we were able to identify 

and confirm 66 enrolled students who found and chose UWE Bristol using Studyportals

7,475,972
Impressions

141,465
Views

18,121
Referrals

66*
Enrolments
who used 

Studyportals

*Total impact is larger as only students who register are trackable.

CTR: 
18.8%

UWE Bristol



5 Main Results
(continued)

‘We wanted to expand or recruitment market more in Europe, South America and 

smaller countries in Southeast Asia, which was difficult to do before the 

partnership with Studyportals.’

Student diversity

North
America

South
America

Europe

Africa

Asia

Oceania

Origin countries of international students as brought/generated 
by Studyportals for UWE Bristol



6 Key Benefits

Support

The set up was fairly seamless as a large amount of it 
was managed by Studyportals, and they were very 
clear about what provision was required from UWE. 
They also implemented the lead generation to be fed 
directly into our lead nurture and conversion systems.

We received a large amount of support and 
Studyportals worked with us to ensure that our 
objectives were being taken into consideration.

The support has been very strong throughout the whole 
process, due to Studyportals’ level of knowledge around 
digital marketplace. 

I also attended the Studyportals Academy which allowed 
me to connect with other institutions and share best 
practice with likeminded professionals, which I find it to 
be invaluable. 

"What is really impressive is the diversity we achieved. 
This can be difficult to attain through normal 
marketing and recruitment channels, unless there is a 
considerable investment of resources."

Diversity

Knowledge



7 Implementation & 
Service

How did you experience the overall collaboration with 

Studyportals?

It has been very positive collaboration, not only did we see 

the increase in number of enrolments, but also the diversity 

that we were looking for, both in a very short period. The 

strong support we have received right from the beginning, 

when we were setting up has continued throughout the 

process and it helped develop a strong relationship. 

Also, the monthly report gave us great insights on where we 

are receiving interest from, and this has helped us stay on top 

of any shift in market interest and align our recruitment 

strategy, as a result.

What do you see as the next steps in this collaboration to 

advance your international recruitment?

We want to continue to grow the numbers, with emphasis on 

the diversity of programme spread and nationality, we are 

discussing the next steps for the UWE & Studyportals 

partnership and will look at enriching our digital presence 

with their help, and focusing on markets and courses where 

we wish to grow our numbers further.



8 Our Services

Or schedule a meeting with our colleagues for 
an introduction via hello@studyportals.com

Increase brand 
awareness

When students are 
looking for their dream 
programme, make sure 
your university stands 

out through SEO, search 
results, targeted 

banners, emails and 
newsletters.

Engage with best-
fit students

Refer informed and 
interested students 

from target countries 
to your university’s 
landing pages and 

capture requests for 
additional information.

Measure impact 
on enrolments

Track the students 
who found your 
programme via 
Studyportals to 

measure the ROI of 
your digital marketing 

campaigns.

DISCOVER HOW OUR SERVICES CAN HELP YOU 
RECRUIT INTERNATIONAL STUDENTS FOR YOUR 
DIVERSE CLASSROOMS
www.studyportals.com/institutions



Get in touch to discover how we can help 
you enhance your international student 

recruitment strategy

hello@studyportals.com
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