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THE ANSWER FIRST

01 Executive verdict

The market is thinner than it looks

Once false competitors are removed, Edspire faces five visible Lahore boutiques, one relevant
Punjab rival outside Lahore and four national specialists. Only Wisdoms combines strong
visibility, broad overlap and active selling at a critical level.

What the real contest looks like

 Wisdoms owns attention and the language of school upgradation.
 The Schooling Co is trying to own admissions-led growth for affordable schools.
 PES owns the strongest anti-franchise, full-system promise—but damages its own credibility

online.
 The BSCon can win operationally anxious owners through finance, HR and corporate breadth.
 Roshni, ERDC and Oak own credible pieces of pedagogy, curriculum and institutional

development—not the whole owner mandate.
 OFAQ competes on access and price; ProPartnerz on breadth; Hashtag is a weak or possibly

dormant local overlap.

The opening

No qualifying brand visibly owns owner-led B-tier private schools, academic quality, operating and people
systems, and admissions/financial sustainability together—with monthly, verifiable implementation evidence.

Recommended category

Installed School Growth: stronger learning, tighter systems and sustainable admissions—installed
in 90 days and made visible to the owner every month.

The uncomfortable truth

Edspire does not own the gap merely because the gap exists. Its public identity is confused by a live study-
abroad business using ‘Edspire Global Consultants,’ and it still needs verified school cases. Until both are
corrected, the position is an ambition—not a market fact.
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WHO COUNTS—ANDWHO DOES NOT

02 The corrected competitive frame

A competitor qualifies only when it can plausibly win the same paid mandate from the same private-school
owner: diagnosis, school improvement, management systems, capability development, admissions/growth or
embedded implementation.

Exclusion register

Excluded class Examples Why excluded

Publishers / content
ecosystems

AFAQ; Edvance; Eastern Education;
EdVantage; TALEEM

Their centre of gravity is content, publishing or learning
materials—not an independent whole-school implementation
mandate.

EdTech / ERP Brain Wave; SIMSIN; School Mentor; EDAP Software adoption is a different buying decision. It supports
transformation but does not replace leadership and change
management.

Franchisers / networks The Educators; The Smart School; Allied;
TKS; NGS

They sell brand-system affiliation; Edspire should be the vendor-
neutral alternative that preserves owner identity.

Prestige institutions LUMS; Ali Institute; AKU-IED; Cambridge /
British Council

Their authority is real, but model, buyer expectations and
economics do not match a boutique transformation firm.

NGO / donor / public FAME; ITA; TCF; CARE; PEF; InsightBridge They mainly serve governments, donors or social programmes
rather than the same owner-led school budget.

Buyer / geography
mismatch

Zohfar; KAPS; foreign or unclear-Pakistan
specialists

Premium IB-only or unclear local presence distorts the core
contest; keep on watchlists, not battlecards.

Exclusion is not irrelevance

These organisations can absorb budgets or influence decisions. But they are substitutes,
suppliers, partners or prestige signals. Ranking them beside boutique implementers hides the
true head-to-head field.

Geographic reality

Layer Qualifying competitors Implication

Lahore Wisdoms; The Schooling Co; The BSCon;
Roshni; Hashtag

Immediate battlefield; only two critical threats.

Punjab beyond
Lahore

PES — Rawalpindi Strong conceptual rival with weak digital trust.

Pakistan beyond
Punjab

ERDC; Oak; OFAQ; ProPartnerz Specialists that can enter through reputation, online reach or a
specific capability.
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THREAT RANKING

03 The ten real competitors

Scores are analyst assessments, not market share. They combine buyer and service overlap, implementation depth, access,
traction, proof, lead capture and price accessibility. Evidence confidence is shown separately.

Figure 1. Threat rises where direct buyer overlap, active selling and implementation credibility converge.

# Competitor Layer
Scor
e

Threat Evidence

1 Wisdoms International Lahore 94 Critical High
2 The Schooling Co Lahore 82 Critical Medium
3 Prime Educational Services (PES) Punjab— Rawalpindi 76 High High
4 BeSpoke Consulting / The BSCon Lahore 68 High High
5 Roshni Lahore 65 High Medium
6 ERDC Pakistan — Karachi 64 Moderate High
7 Oak Consulting Pakistan — Karachi / Lahore

projects
57 Moderate High

8 OFAQ Training & Consultancy Pakistan — KP / online 55 Moderate Medium
9 ProPartnerz Pakistan — Karachi 52 Moderate High
10 Hashtag Education Lahore 43 Monitor Medium–

low
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WHAT THE PUBLIC MARKET REVEALS

04 Pricing intelligence

Pricing is mostly hidden

Seven of the ten direct competitors do not publish a comparable whole-school price. Edspire can
reduce buying anxiety through a clear diagnostic fee, defined scope and visible route to the
larger engagement.

Provider Public offer Observed price Interpretation

Wisdoms Transformation bundle PKR 250,000; stated value PKR
360,000

Shows a six-figure improvement bundle is legible.

Wisdoms Workshops PKR 1,000 and PKR 4,500 observed Low-entry events can feed higher-ticket work.
OFAQ School membership PKR 8,000/3m; 14,000/6m;

18,000/year
Access/certificate economics, not embedded
consulting.

OFAQ Individual membership PKR 3,500/3m; 5,000/6m;
8,000/year

Confirms price sensitivity in training.

GMCI —
adjacent

One-year ECCE diploma PKR 48,000 + PKR 6,000 exam fee Training benchmark; not a direct rival.

Commercial implication

 Do not price embedded transformation like a workshop or membership.
 Use a paid diagnostic to make the first decision smaller; credit it against Edspire 90 on quick

upgrade.
 Publish starting ranges only after ten owner interviews validate willingness to pay and scope is

controlled.
 Sell the cost of unresolved leakage—empty seats, weak recovery, turnover and owner

firefighting—before the fee.
Wisdoms bundle: https://www.facebook.com/WisdomsOfficials/photos/complete-bundle-offerworth-rs-360000now-available-for-rs-250000-
onlylimited-to-t/1510906261049396/

OFAQ pricing: https://www.linkedin.com/posts/amir-zeb-1a76b7b6_ofaqpakistan-professionaldevelopment-teachertraining-activity-
7474833822568644608-kZJM

https://www.facebook.com/WisdomsOfficials/photos/complete-bundle-offerworth-rs-360000now-available-for-rs-250000-onlylimited-to-t/1510906261049396/
https://www.facebook.com/WisdomsOfficials/photos/complete-bundle-offerworth-rs-360000now-available-for-rs-250000-onlylimited-to-t/1510906261049396/
https://www.linkedin.com/posts/amir-zeb-1a76b7b6_ofaqpakistan-professionaldevelopment-teachertraining-activity-7474833822568644608-kZJM
https://www.linkedin.com/posts/amir-zeb-1a76b7b6_ofaqpakistan-professionaldevelopment-teachertraining-activity-7474833822568644608-kZJM
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BATTLECARD · LAHORE

B1 Wisdoms International

THREAT SCORE

94
THREAT BAND

Critical
EVIDENCE

High
MARKET LAYER

Lahore

Brand position

The visible school-upgradation and transformation brand—systems, leadership, training and
‘future-ready’ improvement bundled under one energetic umbrella.

What is observable

Signal Public evidence

Buyer Private-school owners and leaders seeking broad improvement, launch support or packaged upgradation.
Offer Audits and upgradation; academic, HR and operating systems; leadership development; AI integration; school launch

and franchise-development support.
Presence Lahore base, active national workshops and the strongest current social audience in this shortlist.
Pricing Observed public anchors: PKR 250,000 bundle advertised as worth PKR 360,000; workshops advertised at PKR 1,000

and PKR 4,500.
Proof High campaign and testimonial visibility; limited independently verifiable before/after learning and operating data.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Owns attention better than any other boutique in the field.

 Broad offer lets an owner buy training, systems and
improvement from one visible provider.

 Public price anchors reduce uncertainty and create a ladder
from workshops to transformation.

 The offer sprawls across workshops, consulting, AI, launches
and franchise support; the central promise can blur.

 Activity is more visible than independently verified school-level
outcomes.

 Franchise-development work weakens a clean vendor-neutral
position.

 A highly personality- and campaign-led model raises a delivery-
consistency question at scale.

Opening for Edspire

Counter with a narrower promise: one 90-day installation plan, monthly owner dashboard,
named deliverables and three verified Lahore cases. Make proof of change more visible than
activity about change.

Competitive move: Shift the buying criterion from visibility and workshops to adoption, operating
movement and verified outcomes.
Primary public sources: Services · Facebook · PKR 250k bundle

https://wisdomsinternational.com/educational-services/
https://www.facebook.com/WisdomsOfficials/
https://www.facebook.com/WisdomsOfficials/photos/complete-bundle-offerworth-rs-360000now-available-for-rs-250000-onlylimited-to-t/1510906261049396/
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BATTLECARD · LAHORE

B2 The Schooling Co

THREAT SCORE

82
THREAT BAND

Critical
EVIDENCE

Medium
MARKET LAYER

Lahore

Brand position

The owner-facing school-growth partner—admissions, revenue, brand, digital visibility and
teaching quality for affordable private schools.

What is observable

Signal Public evidence

Buyer Low- and mid-fee private schools with weak admissions, limited marketing capacity and pressure to look more
professional.

Offer Admissions growth, social media, branding, teacher training, STEM/robotics, digitisation, consultancy and packaged
school growth.

Presence Lahore-based digital operation with current hiring and a founder ecosystem connected publicly to ISLAH.
Pricing Starter, Growth and Premium packages are displayed, but no public price values were found.
Proof Site claims 40% average admissions growth, 200+ teachers, 50+ schools and 98% satisfaction; not independently

corroborated in this review.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Speaks directly to an owner’s commercial pain: empty seats,
weak visibility and affordability.

 Packages and a sharper lead funnel make the offer easier to
understand and buy.

 Combines demand generation with school-quality services—a
powerful promise when cash pressure is immediate.

 A new public brand whose headline metrics depend on self-
published claims and generic-looking testimonials.

 Prices remain hidden despite a transparency message.

 Depth in governance, finance, HR systems and sustained
implementation is not yet visible.

 The market relationship between The Schooling Co and earlier
ISLAH activity is not clearly explained.

Opening for Edspire

Connect inquiries, retention, classroom quality, fee recovery and parent trust in one operating
system. Publish the baseline and monthly movement—not only the percentage claim.

Competitive move: Own sustainable growth rather than marketing-led growth: improve the school
behind the campaign so admissions gains survive the advertising spend.
Primary public sources: Official site · Instagram · Founder

https://theschoolingco.com/
https://www.instagram.com/theschoolingco/
https://pk.linkedin.com/in/rai-mohsin-raza-74541b3b
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BATTLECARD · PUNJAB — RAWALPINDI

B3 Prime Educational Services (PES)

THREAT SCORE

76
THREAT BAND

High
EVIDENCE

High
MARKET LAYER

Punjab — Rawalpindi

Brand position

The anti-franchise full-school system—management, academics, finance, IT and business support
without surrendering the school’s identity.

What is observable

Signal Public evidence

Buyer Independent private-school owners seeking structure without franchise fees or loss of brand.
Offer Start-up support, audit, management, academics, Montessori, training, finance, software, registration, tax and

affiliations.
Presence Rawalpindi office; named schools shown across Punjab, Islamabad and AJK.
Pricing No public consultancy price was found.
Proof Named client schools and continuous-support language; testimonial copy contains visible unrelated template

remnants.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Its promise matches a powerful owner need: a proper system
without becoming a franchise.

 Scope covers academic and business functions rather than
professional development alone.

 Named schools create more concrete presence than several
polished competitors provide.

 Website errors, grammar problems and testimonial
placeholders create a serious trust wound.

 A very broad service list makes delivery depth difficult to
judge.

 Public outcomes, method, team capacity and pricing remain
unclear.

 Rawalpindi gives Edspire a local-response advantage in Lahore.

Opening for Edspire

PES proves anti-franchise demand exists, but its public proof does not match its promise. Edspire
can present the same answer with disciplined language, a transparent method and professional
case evidence.

Competitive move: Use ‘keep your school, install the system’—then show the system through a sample
dashboard, operating calendar and audit-to-action trail.
Primary public sources: Official site

https://pesconsultancy.com/
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BATTLECARD · LAHORE

B4 BeSpoke Consulting / The BSCon

THREAT SCORE

68
THREAT BAND

High
EVIDENCE

High
MARKET LAYER

Lahore

Brand position

A corporate-services firm bringing one-stop operational discipline—finance, HR, policy,
marketing and setup—to schools.

What is observable

Signal Public evidence

Buyer New or existing schools wanting business-process support and access to a wider corporate-services bench.
Offer School setup and improvement, curriculum, HR/policy, admissions, IT/ERP support, finance/accounts, audits and

training.
Presence Lahore office; claims service coverage in Lahore, Islamabad, Karachi and Faisalabad.
Pricing No public school-consultancy price was found.
Proof Detailed service architecture, but named school cases, education-team biographies and quantified outcomes are not

prominent.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Unusually strong articulation of finance, compliance, HR and
back-office needs.

 Can draw credibility from tax, accounting, company formation,
BPO and technology capabilities.

 A credible threat when an owner’s main pain is administrative
disorder or control.

 School consultancy is a side vertical, not the firm’s obvious
centre of gravity.

 The education proposition lacks visible cases, outcome data
and a distinctive method.

 Corporate breadth may solve the office while under-signalling
classroom and leadership depth.

 Pricing and the identity of the education delivery team are
unclear.

Opening for Edspire

Be education-native without becoming academically narrow. Link classroom quality, owner
economics, people systems and admissions in one causal story—a tax/BPO-led brand cannot
own that by default.

Competitive move: Force the decision onto educational implementation: who will coach leaders, change
routines, monitor classrooms and prove adoption?
Primary public sources: School consultancy · School improvement

https://www.thebscon.com/school-education-consultancy-in-lahore-pakistan/
https://www.thebscon.com/school-education-consultancy-in-lahore-pakistan/school-improvement-services/
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BATTLECARD · LAHORE

B5 Roshni

THREAT SCORE

65
THREAT BAND

High
EVIDENCE

Medium
MARKET LAYER

Lahore

Brand position

Context-driven, affordable professional development built around teachers, school needs and
professional learning communities.

What is observable

Signal Public evidence

Buyer Schools seeking locally relevant teacher development rather than imported generic workshops.
Offer Customised professional development, professional learning communities, curriculum and school-improvement

support.
Presence Lahore; founded in 2021 by three LUMS School of Education MPhil students; small public team footprint.
Pricing Affordability is part of the proposition; no current public price was found.
Proof Coherent learning thesis and credible founder context; limited public scale, named cases and outcome evidence.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Understands a real market failure: generic workshops rarely
change classroom practice.

 Its contextual, customised and community-led proposition
earns educator respect.

 Local academic credibility can open quality-conscious school
doors.

 Visible brand remains concentrated in teaching and PD, not
whole-school owner economics.

 Admissions, fee recovery, HR architecture, governance and
operating control are not central.

 A small team and limited published evidence constrain
perceived scale.

 No visible price ladder or repeatable flagship transformation
product.

Opening for Edspire

Roshni is more useful as a specialist ally than a full enemy. Edspire can own the whole-school
mandate and partner for deep teacher-learning work without surrendering the client
relationship.

Competitive move: Do not fight on pedagogical virtue. Win on breadth of installed systems and
commercial accountability; collaborate where Roshni strengthens delivery.
Primary public sources: LinkedIn · Instagram

https://pk.linkedin.com/company/roshni-edu
https://www.instagram.com/roshni_edu/
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BATTLECARD · PAKISTAN — KARACHI

B6 ERDC

THREAT SCORE

64
THREAT BAND

Moderate
EVIDENCE

High
MARKET LAYER

Pakistan — Karachi

Brand position

An established human-development and institutional-strengthening brand built on training,
curriculum, assessment and leadership.

What is observable

Signal Public evidence

Buyer Schools and education organisations seeking credible development programmes and institutional improvement.
Offer Institutional improvement plans, needs assessment, curriculum and assessment tools, teacher and management

training, consulting.
Presence Karachi base with national reputation; operating since 2000; public company size 11–50.
Pricing No comparable whole-school consultancy price was found.
Proof Longevity and substantial development work create trust; stronger evidence for programmes than owner-level

commercial transformation.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Twenty-five years in market gives institutional memory and
credibility.

 Strong needs assessment, curriculum, assessment and
leadership capability.

 A recognised human-development identity reduces perceived
delivery risk.

 Brand association leans toward training, certificates and
educational development.

 Admissions, fee recovery, finance and daily operating control
are not prominent.

 Karachi reduces immediacy of Lahore implementation support.

 Longevity does not itself show a time-bound private-school
transformation product.

Opening for Edspire

Respect ERDC’s authority but shift the criterion from institutional reputation to monthly
operating movement. Win owners who need someone inside the school rhythm, not another
programme on the calendar.

Competitive move: Use ERDC as a benchmark or selective specialist partner; centre Edspire’s sales proof
on school health, sustainability and adoption speed.
Primary public sources: Expertise · Consultancy · LinkedIn

https://erdconline.org/expertise/
https://erdconline.org/consultancy/
https://pk.linkedin.com/company/erdconline
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BATTLECARD · PAKISTAN — KARACHI / LAHORE PROJECTS

B7 Oak Consulting

THREAT SCORE

57
THREAT BAND

Moderate
EVIDENCE

High
MARKET LAYER

Pakistan — Karachi / Lahore
projects

Brand position

A research-led education-reform consultancy specialising in curriculum, teacher development,
monitoring and evaluation.

What is observable

Signal Public evidence

Buyer Schools and education projects that value academic rigour, expert credentials and formal programme design.
Offer Teacher development, curriculum, research, project design, monitoring and evaluation, education-reform consulting.
Presence Karachi base and small public team; a 2026 Crescent Model Higher Secondary School project shows recent Lahore

access.
Pricing No public consulting price was found.
Proof Founder Dr Fatima Rehan Dar brings 30+ years; project activity is visible but quantified private-school outcomes are

sparse.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Strong founder credentials and research language create
academic authority.

 Monitoring and evaluation can produce better evidence than
workshop-led rivals.

 Recent Lahore work shows the firm is not geographically
confined to Karachi.

 Public language reads like reform/project consulting, not an
urgent owner solution.

 Admissions, finance, HR operations and commercial
sustainability are not obvious strengths.

 A small team may limit simultaneous embedded assignments.

 No transparent flagship offer or price anchor reduces ease of
purchase.

Opening for Edspire

Translate rigour into an owner’s weekly reality. Edspire can install routines and drive decisions;
Oak can remain the research, curriculum and evaluation specialist.

Competitive move: Compete on pace, accessibility and whole-school practicality; collaborate selectively
when Oak’s evaluation adds credibility to Edspire’s proof.
Primary public sources: Official site · Projects · LinkedIn

https://oakconsultingedu.com/
https://oakconsultingedu.com/education-projects/
https://www.linkedin.com/company/oak-consulting-edu
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BATTLECARD · PAKISTAN — KP / ONLINE

B8 OFAQ Training & Consultancy

THREAT SCORE

55
THREAT BAND

Moderate
EVIDENCE

Medium
MARKET LAYER

Pakistan — KP / online

Brand position

Affordable, accessible teacher and leadership development delivered through memberships,
certificates and online activity.

What is observable

Signal Public evidence

Buyer Price-sensitive schools and educators, particularly outside premium major-city markets.
Offer Teacher and leadership training, memberships, diplomas, online sessions and school-improvement packages.
Presence Takht-i-Bhai/Mardan-area base with active national online reach and founder-led social visibility.
Pricing School: PKR 8,000/3m, 14,000/6m, 18,000/year. Individual: PKR 3,500/3m, 5,000/6m, 8,000/year.
Proof Pricing and activity are visible; public evidence of deep, multi-function school-system installation is limited.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Transparent, very low pricing makes the first decision easy.

 Online activity, certificates and memberships create recurring
contact and reach.

 Founder visibility humanises the brand and reaches
underserved locations.

 The model is optimised for volume, access and certificates—
not embedded change.

 Very low price anchors cannot easily fund senior on-site
implementation.

 Academic, operating, admissions and financial work are not
integrated visibly.

 Founder dependence and limited third-party outcomes
constrain trust and scale.

Opening for Edspire

Never enter a price fight. A membership buys access to learning; Edspire installs a working school
system and is accountable for adoption. Make the unit of comparison different.

Competitive move: Use a paid diagnostic before the larger commitment; serve price-sensitive schools
through a tightly scoped focus sprint, not a discounted full transformation.
Primary public sources: Facebook · Membership price

https://www.facebook.com/ofaqpk/
https://www.linkedin.com/posts/amir-zeb-1a76b7b6_ofaqpakistan-professionaldevelopment-teachertraining-activity-7474833822568644608-kZJM
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BATTLECARD · PAKISTAN — KARACHI

B9 ProPartnerz

THREAT SCORE

52
THREAT BAND

Moderate
EVIDENCE

High
MARKET LAYER

Pakistan — Karachi

Brand position

A training-led education provider with a detailed school-management offer covering governance,
budgets, policies and improvement.

What is observable

Signal Public evidence

Buyer Schools needing management support and educator training from one education-branded provider.
Offer Management oversight, governance, annual goals, PD, marketing, budgets, accounts/audits, manuals, assessment, PR

and parent services.
Presence Karachi; national digital reach but no visible Lahore delivery base.
Pricing No public school-management consultancy price was found.
Proof Detailed consultancy scope; homepage foregrounds training, displays zeroed counters and offers course testimonials

rather than named management cases.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Management scope is genuinely comprehensive and includes
governance, finance and parent services.

 Training programmes create a feeder audience and delivery
infrastructure.

 The education-specific brand avoids the sector-fit problem of
corporate generalists.

 Consultancy is buried beneath teacher, Montessori, ECCE,
children and career programmes.

 Zero-valued homepage counters make the digital property
look unfinished.

 Testimonials prove course satisfaction, not whole-school
management outcomes.

 No visible Lahore footprint, named cases, transparent method
or price.

Opening for Edspire

Make school management the hero, not a submenu. Edspire can own the visible Lahore
management retainer through an owner dashboard and a clear governance rhythm.

Competitive move: Force evidence specificity: named school, baseline, system installed, adoption rate
and operating result. Training testimonials are not transformation proof.
Primary public sources:Management consultancy · Official site

https://www.propartnerz.com/school-management-consultancy/
https://www.propartnerz.com/
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BATTLECARD · LAHORE

B10 Hashtag Education

THREAT SCORE

43
THREAT BAND

Monitor
EVIDENCE

Medium–low
MARKET LAYER

Lahore

Brand position

A Lahore school-development boutique built around curriculum, teacher training, inspections,
manuals, SOPs and KPIs.

What is observable

Signal Public evidence

Buyer Local schools seeking practical development tools and operational documentation.
Offer School development, curriculum, teacher training, inspection, manuals, SOPs and KPI support.
Presence Johar Town, Lahore; founded in 2018; public activity and audience now very limited.
Pricing No public price was found.
Proof Close proposition overlap, but no strong current website, named cases or recent outcomes; current operating status

needs direct verification.

STRENGTHS TO RESPECT WEAKNESSES TO EXPLOIT

 Conceptually one of the closest local matches to Edspire’s
systems language.

 SOP, KPI, inspection and curriculum work addresses concrete
needs.

 Lahore proximity reduces delivery friction if the practice
remains active.

 Tiny, stale-looking digital footprint with little evidence of an
acquisition engine.

 No visible flagship product, prices, named cases, quantified
outcomes or team depth.

 Category overlap has not been converted into brand authority.

 Public evidence is insufficient to confirm current delivery
capacity.

Opening for Edspire

This is a category vacuum more than a rival to fear. Occupy searchable territory around school
systems, SOPs, KPIs and improvement before another active operator revives it.

Competitive move:Monitor renewed activity, talent or client movement; win the same keywords and
buyer problems with better proof and a live offer.
Primary public sources: LinkedIn · Facebook

https://pk.linkedin.com/company/hashtag-education
https://www.facebook.com/hashtageducation2021/
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CROSS-COMPETITOR SYNTHESIS

05 The unoccupied position

Figure 2. Analyst map of public positioning—not audited delivery capacity. Bubble size reflects evidence confidence.

The white space

Deep implementation plus an explicit owner-growth outcome is not visibly owned. Wisdoms
comes closest; The Schooling Co is commercially sharp but less visibly embedded; PES is
conceptually strong but publicly undermines trust.

Territory Current owner Strategic weakness

Attention Wisdoms High activity and campaigns; verified outcomes lag visibility.
Admissions/growth The Schooling Co Sharp owner pain; proof and operating depth need validation.
Anti-franchise system PES Exact promise; weak digital execution destroys trust.
Corporate operations The BSCon Finance/HR breadth; education is a side vertical.
Pedagogy/development Roshni; ERDC; Oak Credible learning work; weak owner economics.
Access and price OFAQ Easy to buy; too light for embedded transformation.
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BEFORE POSITIONING COMES CLARITY

06 Edspire’s brand problem

Priority zero: the name collision

Search surfaces Tanveer Ghumman’s school-growth position but also a current study-abroad and
visa business using ‘Edspire Global Consultants.’ A school owner can reasonably be unsure which
business Edspire is.

Why it damages growth

 It interrupts trust before the prospect reaches the offer.
 A referral may land on overseas-admissions content.
 It prevents search-category ownership around school transformation.
 It splits every future content and advertising signal.

Required correction within 30 days

Asset Action

Descriptor Use ‘Edspire Global | School Growth & Transformation’ everywhere; stop leading with the generic word
‘consultants’.

Search identity Secure a clean transformation domain after trademark/domain checks; align LinkedIn, Facebook, Google
Business and schema.

Founder bridge Make Tanveer Ghumman visibly the founder/CEO of the school-transformation entity across every asset.
Visual/verbal system One logo lockup, descriptor, 90-day offer, proof format and enquiry route.
Collision handling Where legally suitable, clarify: ‘Private-school transformation—not study-abroad consultancy.’

The advantage to build from

The founder’s language—helping private schools move from daily firefighting to structured, sustainable
growth—is stronger than generic ‘quality education’ language. It names the owner’s lived problem. Turn that
insight into a discoverable firm, a buyable offer and verifiable proof.

Founder profile: https://pk.linkedin.com/in/tanveer-ghumman-b0611321

Conflicting result: https://pk.linkedin.com/company/edspire-global-consultants

Conflicting website: https://edspireconsultants.com/

https://pk.linkedin.com/in/tanveer-ghumman-b0611321
https://pk.linkedin.com/company/edspire-global-consultants
https://edspireconsultants.com/
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CATEGORY, PROMISE ANDMESSAGE

07 Position Edspire to own the gap

Recommended position

Edspire Global is the Lahore-based implementation partner for owner-led private schools that
need stronger learning, tighter systems and sustainable admissions—installed in 90 days and
measured every month.

Element Decision

Category Installed School Growth
Tagline Build the school. Prove the progress.
Primary buyer Owners/directors of independent, growth-stage Lahore schools; later, selected Punjab cities.
Enemy Owner firefighting: undocumented routines, unmeasured performance and dependence on individuals.
Promise A working management and learning rhythm—not a report, workshop or folder of SOPs.
Proof Baseline, installation plan, adoption evidence and monthly owner dashboard.

Lead with

 Your school can grow without becoming a franchise.
 We install the systems that make quality visible, repeatable and manageable.
 Admissions growth should come from a better school—not only better advertising.
 Every month, the owner sees what changed, what is being used and what moved.

Demote

Do not lead with ‘consultancy,’ ‘holistic,’ ‘future-ready,’ ‘AI integration’ or ‘teacher training.’ Those words are
crowded and elastic. AI should strengthen the operating method, not replace the result in the headline.

Framework discipline

Publicly market one method: Edspire 90. Keep 4D, Teacher Growth Ladder and other IP under
the hood. Too many named frameworks make a young brand look complicated rather than
rigorous.
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OFFER ARCHITECTURE AND PRICING TESTS

08 Make the position buyable

# Offer Duration Test range What the client buys

1 School Health & Growth
Scan

2 weeks PKR 45k–75k Five-domain baseline, owner readout and 90-day priority
map.

2 Edspire 90 Transformation
Sprint

90 days PKR 225k–450k Single-campus installation: leadership rhythm, priority
SOPs, teacher cycle, admissions and dashboard.

3 Annual Growth Partner 12 months PKR 75k–150k/month Governance, coaching, performance review,
implementation support and quarterly reset.

4 Focused Implementation
Sprint

4–6 weeks PKR 65k–125k One urgent domain: admissions; teacher/HR; academics; or
finance/operations.

These are proposed test ranges, not discovered competitor rates. Validate through ten owner interviews and three paid diagnostics.
Campus size, data condition, travel, scope and senior time must drive final quotations.

Commercial rules

 Credit the diagnostic against Edspire 90 if the client upgrades within 14 days.
 Offer a deliverable guarantee, not an admissions guarantee; define client-dependency exclusions.
 Make travel, campus count, data cleaning and change requests explicit.
 Use a focused sprint for price-sensitive schools; do not discount the full transformation into an

unfundable promise.
 Collect mobilisation before work and link later payments to delivery gates.

Why the range is plausible

Wisdoms’ public PKR 250,000 bundle makes a six-figure 90-day offer legible. Edspire can charge
within or above that zone only when scope, senior time and proof are visibly stronger.
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COMPETITIVE STRATEGY BY SITUATION

09 How Edspire should fight

Situation Reframe Proof asset

Against Wisdoms From visibility to adoption and verified outcomes Baseline, installation calendar, adoption score, named
Lahore case

Against The Schooling Co Admissions are a result of a stronger school, not
only marketing

Conversion + retention + parent trust + classroom
quality

Against PES Match anti-franchise promise; win on
professionalism and proof

Polished diagnostic, clear team, signed scope, credible
testimonials

Against The BSCon Force the contest onto educational implementation Leadership coaching, classroom routines and owner
economics

Against training specialists Refuse the workshop-price comparison Show attendance → application → adoption →
outcome

Against no decision Quantify continued owner dependence and leakage Empty seats, fee leakage, turnover and lost owner
time

Three lighthouse schools

The fastest route to category ownership is not more content. It is three consented Lahore transformations:

 A small owner-dependent school where basic systems and fee/admissions discipline can move
quickly.

 A mid-sized school where leadership, teacher performance and retention are central.
 A stronger B-tier school where Edspire can demonstrate analytics and growth without franchise

conversion.

Case-study evidence standard

Before During After

Baseline date, context, definitions and
owner-approved problem.

What was installed; dates; adoption checks;
obstacles and corrections.

Metric movement; testimony; what did not
move; next stage. Named where consented,
otherwise independently confirmed.
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FROM POSITION TO MARKET FACT

10 Execution roadmap

Timing Objective Actions Gate

Days 0–30 Clarify Resolve collision; choose descriptor/domain; simplify to Edspire 90;
build scan, dashboard, price card, calendar and sales brief.

One coherent identity and
sellable product.

Days 31–60 Sell & baseline Interview 10 owners; sell 3 scans; close 3 lighthouse schools; sign
proof permissions; capture baselines.

Paid demand and credible
starting data.

Days 61–90 Show
movement

Publish consented progress; hold an owner roundtable; formalise
referrals; adjust scope and price using delivery reality.

First visible proof and
repeatable sales story.

Months 4–6 Repeat Standardise tools and QA; train a second lead; convert sprints into
annual retainers; publish full case one.

Productised Lahore delivery
engine.

Months 7–12 Own Lahore Deepen referrals; use specialist partners; create quarterly owner
insight; add campuses without weakening QA.

Category recognition and
recurring revenue.

After proof
gate

Expand Punjab Add trained associates in Faisalabad, Gujranwala, Sialkot, Multan
and Rawalpindi only after QA and economics hold.

Controlled expansion, not
geographic theatre.

Expansion rule

Do not announce Punjab-wide capability before Lahore works without founder heroics.
Expansion is earned by three verified cases, documented delivery and trained capacity that
passes quality review.

What not to do

 Do not launch a large workshop catalogue to look busy.
 Do not promise every function in every project.
 Do not chase national visibility before Lahore proof converts referrals.
 Do not publish vanity metrics without definitions and baselines.
 Do not let the founder remain the only person who can diagnose, sell and deliver.
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HOW EDSPIRE WILL KNOW THE STRATEGY WORKS

11 Scorecard and guardrails

Dimension Measures Cadence

Commercial Qualified scan enquiries; scan-to-sprint conversion; contract value; sales cycle; acquisition cost Monthly
Delivery Deliverables on time; user adoption; SOP/routine compliance; leadership review cadence Fortnightly /

monthly
Client outcomes Inquiry-to-admission; retention; fee recovery; teacher stability; observation; learning growth;

parent satisfaction
Baseline +
monthly/term

Proof engine Verified cases; named testimonials; referrals; percentage of claims with auditable evidence Quarterly
Guardrails Founder utilisation; margin; receivables; concentration; capacity; privacy/data incidents Monthly

Principal risks

Risk Consequence Control

Founder dependence Sales/delivery bottleneck Codify tools; certify second lead; cap founder-heavy projects.
Scope sprawl Low margin and shallow installation Prioritised contract, campus limits, change control and exclusions.
Framework clutter Confused buyers One public method; map internal IP invisibly to the journey.
Weak client data Unreliable claims Metric dictionary, baseline sign-off and missing-data flags.
Name collision Lost trust and search leakage Descriptor/domain alignment and explicit clarification.
Low-price competition Commoditisation Compare installed systems and outcomes—not access or certificates.

North-star discipline

Edspire wins when a school can show that stronger routines are being used and key outcomes
are moving without the owner personally holding everything together.
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EVIDENCE DISCIPLINE

12 Source ledger and limitations

Evidence snapshot: 27 August 2026. Sources are public websites and social/company pages. Private proposals, audited revenue,
staffing, contracts and internal delivery quality were unavailable. ‘Weakness’ therefore means a weakness in the public
proposition or evidence unless stated otherwise.

Core competitor sources

Competitor Primary sources Used for

Wisdoms International Services · Facebook ·PKR 250k
bundle

Scope, presence and prices

The Schooling Co Official site · Instagram · Founder Offers, claims and Lahore presence

Prime Educational Services
(PES)

Official site Scope, clients and testimonial quality

BeSpoke Consulting / The
BSCon

School consultancy · School
improvement

School scope and broader corporate position

Roshni LinkedIn · Instagram Founding and PD position

ERDC Expertise ·Consultancy ·

LinkedIn

History, scale and consultancy scope

Oak Consulting Official site ·Projects · LinkedIn Credentials, projects and Lahore activity

OFAQ Training &
Consultancy

Facebook ·Membership price Membership, activity and prices

ProPartnerz Management consultancy ·

Official site

Management scope and proof signals

Hashtag Education LinkedIn · Facebook Founding, overlap and activity level

Interpretation rules

 Observed: directly visible publicly, including a provider’s own claims and prices.
 Analyst interpretation: a conclusion drawn from public evidence; private information may

change it.
 Not public: no comparable evidence was found; this does not prove it does not exist.
 Threat score: prioritisation judgment, not audited market share or financial strength.
 Potential inactivity: used cautiously; current status should be checked directly.

Final strategic conclusion

Edspire should not become the eleventh brand selling workshops, generic consulting or ‘future-
ready education.’ It should become the first Lahore boutique that makes transformation
tangible: signed installation plan, visible adoption and monthly owner-level evidence.

https://wisdomsinternational.com/educational-services/
https://www.facebook.com/WisdomsOfficials/
https://www.facebook.com/WisdomsOfficials/photos/complete-bundle-offerworth-rs-360000now-available-for-rs-250000-onlylimited-to-t/1510906261049396/
https://www.facebook.com/WisdomsOfficials/photos/complete-bundle-offerworth-rs-360000now-available-for-rs-250000-onlylimited-to-t/1510906261049396/
https://theschoolingco.com/
https://www.instagram.com/theschoolingco/
https://pk.linkedin.com/in/rai-mohsin-raza-74541b3b
https://pesconsultancy.com/
https://www.thebscon.com/school-education-consultancy-in-lahore-pakistan/
https://www.thebscon.com/school-education-consultancy-in-lahore-pakistan/school-improvement-services/
https://www.thebscon.com/school-education-consultancy-in-lahore-pakistan/school-improvement-services/
https://pk.linkedin.com/company/roshni-edu
https://www.instagram.com/roshni_edu/
https://erdconline.org/expertise/
https://erdconline.org/consultancy/
https://pk.linkedin.com/company/erdconline
https://oakconsultingedu.com/
https://oakconsultingedu.com/education-projects/
https://www.linkedin.com/company/oak-consulting-edu
https://www.facebook.com/ofaqpk/
https://www.linkedin.com/posts/amir-zeb-1a76b7b6_ofaqpakistan-professionaldevelopment-teachertraining-activity-7474833822568644608-kZJM
https://www.propartnerz.com/school-management-consultancy/
https://www.propartnerz.com/
https://pk.linkedin.com/company/hashtag-education
https://www.facebook.com/hashtageducation2021/
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