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4. Services 

 

In this chapter the requirements for studying in Germany and how the agency will assist 

students in meeting them are summarized.  

 

 Requirements for admission 

Requirements for universities generally include language skills and higher education entrance 

qualifications.  The DSH 27 and the TestDaF 28 are the approved German language proficiency 

tests.  Meeting entrance qualifications does not necessarily mean admittance to the university 

because an assessment test also has to be passed.  Taiwanese and Chinese applicants are 

generally required to take this test. 29 

 

Both, Taiwanese and Chinese students need a Visa issued by German diplomatic 

representation.  A tourist visa does not allow study and cannot be changed into a student visa.  

Further documents including proof of financial resources are required.  Health Insurance is 

statutory and is included in student service fees.  This does not apply to students older than 30 

years of age.  

 

Taiwanese applicants are eligible for “Studienkolleg” preparation and complete the 

assessment test after one year of successful studies at a university in Taiwan. If a Taiwanese 

student has completed more then one year of studies at a local university he/she is eligible to 

enroll directly into a German university in the same field of study.  However, the decision is 

ultimately made by the German university to accept the individual students or not.   

 

 

 
                                            
27 German Language Test for Admission of Foreign Students to Higher Education (Deutsche 
Sprachprüfung für den Hochschulzugang ausländische Studienbewerber - DSH) 
28 German as a foreign language test (Test Deutsch als Fremdsprache TestDaF) 
29 For further details see XVI. Endnotes 
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To evaluate if citizens of the Peoples Republic of China are eligible for direct enrollment 

without attending the “Studienkolleg” followed by the assessment test is far more complex.  It 

depends on the kind of high school they attended, the duration of studies and kind of Chinese 

university.   

 

 Costs for studying in Germany 

The costs can be divided into application costs and those arising while pursuing the studies. 

An application for university includes the following costs:  an average of 2,000 NTD for 

registration fee which goes along with the application; the German language admission test 

which costs 5,200 NTD;  visa fees amounting to ca. 2,500 NTD;  and miscellaneous and 

postage will account for roughly 2,000 NTD.  

 

The lower end cost of living (rent, food, leisure) is estimated to be around 24,000 NTD per 

month.  Currently German Universities do not charge a tuition fee.  However, social fees like 

health insurance, public transportation, university administration are mandatory.  They are ca. 

20,000 NTD per semester.  Consequently, the total costs per semester are at least 164,000 

NTD.  Air transport bears a further cost of at least 25,000 NTD.  This results in costs for 

application of 11,700 NTD and 164,000 NTD per semester plus airfare.  

 

In comparison, application for university in the United States would cost you a minimum of 

20,000 NTD (Toefl 4,300 NTD, SAT 1,300, certificate evaluation 3,300 NTD, Visa 7,500 

NTD, application fee 1,600 NTD, miscellaneous and postage 2,000 NTD).  The US embassies 

estimate the costs per academic year in the States at 590,000 NTD.30  

 

 

 

 

 

In conclusion we can first state that costs for studying in Germany are only 50 percent of 

                                            
30 http://rangoon.usembassy.gov/wwwh-undergraduate-step4.html 
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those in the United States.  Secondly, the costs of the service agency in relation to the overall 

study expense only account for five to ten percent of the costs of a semester’s study.  The 

mandatory university application costs are exceeded only by the service package with the 

highest price.  Consequently, the costs for the agency are not a significant post for studying 

abroad.  

 

  Service description  

SIDA offers a wide array of service packages (all fees in NTD currency and exclude 

international trade tariffs, etc.).  SIDA will focus on selected universities who are already 

experienced in accommodating Taiwanese or Chinese students.   

In addition to information on selected schools, all information regarding different programs 

and universities will be provided to customers.  The objective is to match students’ needs and 

expectations to the schools with the right offerings and environment.  Therefore the schools 

will be clustered in three tears regarding their reputation.  For the top ranked schools the 

enrollment process for both foreigner and locals is of course more competitive.  Leading 

schools demand an assessment center exam in addition to the paper based application.  The 

gold package will include a preparation course for this test.  The author of this business plan 

has participated in several assessment centre exams.  

The application process further depends on whether it is individual or centralized.  

Centralization results in a more simple process.  However, it is critical to submit documents in 

their entirety on time.  Generally, no late or partially late applications are accepted.  Since 

documents for foreign students are more comprehensive, the service of the agency will focus 

on this application to guarantee that the student will not be rejected due to formalities.  
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To meet differing requirements which vary from university to university and intended length 

of stay, four different service packages with various modules will be offered.    

 

#1 Black Package: 

• Information about requested universities  

• Application guide 

• Application forms requested and sent to one university by SIDA  

• Screening of application 

• Consultations on applications and appropriate suggestions and guidance. 

• Visa Assistance  

Fee: 10,000 NTD  

 

#2 Red Package: 

• Information about requested universities  

• Application guide 

• Application forms requested and sent to 1 – 3 universities by SIDA  

• Screening of applications 

• Consultations on applications and appropriate suggestions and guidance. 

• Visa Assistance 

• 1/2 hour consultative session with agent/consultant 

Fee: 12,000 NTD 
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#3 Gold Package: 

• Information about requested universities  

• Application guide 

• Application forms requested and sent to 1 – 5 universities by SIDA.  

• Screening of applications 

• Preparation for assessment center  

• Consultations on applications and appropriate suggestions and guidance. 

• Visa Assistance 

• Housing and Internship opportunity  

• Complete consultant follow-up with the institution, including status of application, 

such as deadlines. 

Fee: 22,000 NTD 

 

#4 German Language Package: 

• Placing of German classes in home country or Germany 

• Application for language certificate 

• Review of documents necessary 

• Visa Assistance if German classes are hold in Germany 

• Note: Fee for classes and exam not included 

Fee: 7,000 NTD 
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4.3.1 University application 

SIDA will assist students with the application process, including screening the necessary 

documents which are required by each institution.  Upon completion of the application, SIDA 

can provide additional assistance by reviewing the application and, if necessary, make 

appropriate suggestions and recommendations to ensure a polished, professional application is 

received by the institution.  SIDA will also ensure appropriate language skills of the applicant 

with a personal telephone interview and screening certificates.  In addition, also included in 

the application process, SIDA will assure that all applications and the accompanying 

documents are promptly forwarded to the appropriate institution and governmental 

administrations.  

 

4.3.2 University external  

Before forwarding visa application, SIDA will screen the documents and ensure that all 

required items are included.  Of course a guarantee for obtaining a visa can not be given, but 

it will be ensured that all documents are precise and complete.  SIDA is aware that especially 

for Citizens of the People’s Republic of China documents such as entrance Visas are given 

out more restrictively by the German embassy and deposits along with financial statements 

showing accounts over a significant amount are required.  Further, the agency will cooperate 

with an airline to offer competitive ticket prices.  An agreement with an airline agency can be 

established with a potential customer base of 20 tickets per year resulting in a discount of 

roughly 10 percent. 

 

International Money transfer is expensive; SIDA will provide an escrow account to wire 

money to Germany and assist to open an account at a German bank.  In cooperation with the 

university’s student service organizations SIDA plans to provide inexpensive accommodation 

in student housing.  Regarding internships prospective employers will be contacted and job 

applications as well as resumes screened.  
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4.3.3 Language programs  

At the beginning of operation, SIDA will offer language classes in the home town of the 

applicant in cooperation with official German institutions like “Goethe Institut” and 

“Deutsches Kulturzentrum” (German Culture Centre).  These classes will lead to the 

acquisition of the required language certificate.  Also, language preparation courses in 

Germany will be offered in cooperation with universities and private institutions.  The service 

will include a compilation of different courses offered; a screening of necessary documents, 

information about schools and their respective cities; and submission of the application.  

In the second year of operation the agency will consider running its own German language 

classes to prepare for required language tests as well as teaching general speaking ability.  

The market is currently dominated by the German Culture Centre, as mentioned above, 

offering classes for about 1,000 students per year.31 However, the culture centre has a high 

average utilization rate and only one office island wide. 

 

4.4 Customer relation management  

Customer relation management (CRM) creates relationships between a company and its 

individual customers or customer segments with the objective to optimize relations with 

customers and potential clients. 32  CRM will be due to gaining trust from customers by 

meeting the needs of each customer in a more personalized way in order to increase sales.  

When rendering a virtual service (“E”-service), it is critical to react very fast to the customer, 

provide the required answer and lead him towards purchasing a service with costs.  E-CRM 

here involves the translation of existing techniques for finding customers in the electronic 

environment, providing them with products and services customized to their needs, retaining 

their loyalty, and attending to their needs for information and support the use of these 

products and services. 33 

                                            
31 Markides, p. 93 
32 http://www.netaspect.com/essential/glossar.html 
33 Dr. Anastasia Constantelou, p. 7 
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CRM starts upon first contact with a potential customer.  SIDA’s first contact might be from a 

website visit, from promotional materials, or a referral.  The customer relation management 

will include a follow-up e-mail or a telephone call after an initial customer inquiry.  The 

agency will pro-actively collect addresses and personal contacts at recruiting events and from 

professors and students.  

 

As a special promotional feature to emphasize high quality, a money-back return policy will 

be offered.  To ensure customer satisfaction and ease worries about prepayment for services 

this will be a key aspect of the sales process.  The service fee will be repaid when the intended 

studies cannot be pursued due to a circumstance that is in the sphere of the agency.  This will 

include when the student is not accepted by the university.  This policy will not be applied 

when the student fails a test or the Visa will not be issued.  It is believed that this policy will 

gain trust, especially since customers have to pay in advance.  Furthermore, clients like to get 

complete information about the entire package, especially regarding price.   

 

As explaned in chapter 5.3. – pricing strategy – the costs for the service will be slightly under 

those of competitors, preliminary due to Germany being a less preferred place to study. 

Offering quality service with full down payment, the money-back guarantee is part of the 

price plan to justiy being as a newcomer in the range of competition.  

 

“File-online” will be another innovative feature to stay ahead of competitors.  Each new client 

will get online access to his file and be able to track its status.  This will keep the application 

process transparent for the customer.  As a positive side effect, there will hopefully be less 

inquiries when the client has online access to see how his file is proceeding.  A previous 

employer of the entrepreneur offered this service to all clients to standardize procedures.  

Inquiries regarding status were reduced successfully.  However, during the first months it is 

expected that only a manageable number of customers will be handled.  Consequently, 

personal contact will be in the foreground.  Therefore the “file-online” feature will be 

implemented when it can reduce the workload significantly and results in higher efficiency.  
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4.5 Future services 

SIDA will start in Taiwan and cooperate with three German universities.  Once the Taipei 

business office has been established and China resources are scouted and staffed, we will 

expand both countries served and the services available.  Future business objectives include: 

1. SIDA will expand to China and cooperate with more German universities. 

2. SIDA also seeks to introduce students in German graduate exchange programs to 

programs in Greater China. 

3. SIDA will promote language schools in Greater China for German students to learn 

Chinese.  

4. SIDA might cooperate with a student consultant firm based in the USA to offer multi-

continental services 

5. SIDA will cooperate with Taiwanese universities to attract more German students 

coming over to Taiwan.  Taiwan intends to compete internationally for foreign 

students and has with its various scholarships a competitive budget to attract overseas 

students.  In the year 2004 only 163 Germans studied in Taiwan, with the vast 

majority (142 students) enrolled in language classes.34  Mr. Stefan Rummel, director 

of the DAAD in Taiwan, sees this field as having an enormous market potential since 

German students are getting more aware of the future potential of the Greater China 

market.  Here it is critical to communicate the opportunities Taiwan is offering since 

local marketing currently has significant room for improvement.  These activities 

currently focus only on mandarin studies and are limited to information provided by 

the Taiwanese representative office in Germany.  

6. SIDA will offer additional services like flight tickets and travel related insurances.  

7. SIDA might offer German language classes in Taipei. Currently language classes are 

offered by the German culture centre and on an individual basis by freelancers. Over 

the recent years, the classes held by by the culture centre have been most of the time 

fully booked. At the initial stage, in cooperation with an existing school who would be 

                                            
34 Statistical Yearbook of the Republic of China, October 2005, page 96-97  
   (http://eng.dgbas.gov.tw/public/data/dgbas03/bs2/yearbook_eng/y049I.pdf) 
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needed for the permisses, SIDA would engage freelancer and standardize the class 

room materials for providing own classes.  

4.6 Franchising 

For further national and international growth of the company a franchise concept can 

guarantee optimum size and maximum profitability.  

 

As essentialia negotii of a franchise agreement a franchisor licenses and trademarks tried and 

proven methods of doing business to a franchisee in exchange for a recurring payment, and 

usually a percentage of gross sales or gross profits as well as annual fees.35  The franchisor 

develops a system, often down to the last detail, for reproducing his business.  The method of 

doing business involves a standardized approach to delivering a product or service. 

 

Before operating the business the following steps to evaluate the opportunities have to be 

taken.  A market research study should ensure that products and services are competitive and 

distinctive enough to be franchised and that customer demand is sufficiently widespread.  

Producing a Business Plan outlines proposals in full and include a detailed SWOT analysis.  

 

If the venture is seen to be successful, the evaluation process is followed by IP protection.  All 

intellectual property rights have to be protected by registering trade marks, trade names and 

patents with the relevant trade mark and patent offices.36  

 

Before offering the franchise model to potential franchisees it has to be tested in the form of a 

pilot operation lasting at least 12 months.  The pilot scheme should be undertaken at more 

than one location in order to test the concept in different geographical areas.  On Taiwanese 

soil this would be in Kao-Shung and Taichung.  Further models will be established and tested 

in mainland China.  A comprehensive pilot operation will prove the viability of strategy and 

approach, highlight problem areas, and enable the agency as franchisor to fine-tune the 

package before committing fully to developing a network. 

                                            
35 Rubin, pp. 233 
36 British Franchise Organization, www.thebfa.org. 



 
 

- 32 -

 
 
 

 

 

Based on an operating unit the next step will be to open a 2nd and 3rd unit.  This will give the 

opportunity to learn important aspects about suitable locations to create a location profile, as 

well as systems, procedures and advertising.  Successfully running several units gives a 

proven track record and an A plus in credibility.  

For this knowledge to be transferred very specific systems have to be developed for every 

aspect of the business including but not limited to:  site selection, lease negotiation, training, 

unit operations, advertising and accounting.  All the systems will be put in manual form so 

that they can be taught and referred to on an ongoing basis.  A very strong training program 

must be developed for training the franchisees.  This training information comes to a 

considerable extent from the employee training done at the unit level.  The franchisee must be 

totally indoctrinated in the firm’s systems and procedures.  Great emphasis must be placed on 

strict adherence to the system.  It is here that the success of the franchise is created.37  

The “Uniform Franchise Offering Circular” is a document which contains a history of the 

company, background information on the owners and officers of the company, a breakdown 

of the required investment, financial statements for the last three years (audited), the franchise 

agreement, a listing of existing franchises, litigation history, and other information on the 

company.  This document is required by various national trade commissions and should be 

given to the franchise prospect early on.  In the United States it must be given to a franchise 

prospect at the first personal meeting or at least ten days prior to the signing of the franchise 

agreement and the payment of the franchise fee.  The key to success in franchising lies in 

making each franchise profitable.  It is incumbent upon the franchisor to do everything 

possible to make that happen.38  

Ongoing research and development to find new ways will help the franchise become more 

profitable.  A newsletter should go out monthly with news about the company, the franchisees, 

and information which increases profitability.  There should be periodic regional trainings 

held to reinforce use of the various franchise systems.  These should be at no cost to the 

franchisee. As incentive an annual convention could be held at an attractive site.  The 

                                            
37 Norton, pp. 207 
38 Morrison, Lashley, pp. 139 
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convention should be a time for the franchisees to gather informally.  Outstanding franchisees 

should be recognized with awards, and there should be educational breakout sessions. 

Once the network is up and running, the franchisor and the central management team need to 

constantly monitor the performance of the outlets, to ensure that quality levels are maintained 

and to identify and assist any franchisees who are experiencing difficulties.  A franchisor's on-

going commitment, through training, product development and other support, is vital to the 

success of the franchise network.   

 

Unlike opening a branch office, in a franchise the franchisee is burdened with the economical 

risk of opening a new unit.  A potential pitfall between franchisor and franchisee is the 

contractual agreement.  The franchisor intends to maximize standardized processes among 

units while it lays in the natural interest of the franchisee to modify and simplify procedures.  

With an increasing geographical distance, especially when the franchise units are located 

across the Taiwan Strait, the monitoring process becomes more complex.   

 

Franchising the operation is a midterm strategic option providing the potential for maximum 

growth and profitability.  It demands a thought through franchise agreement which bears the 

risk of conflict between the monitoring interest of the franchisor and the demanded 

independence of the franchisee.  

 

4.7 Cooperation  

 

Alternatively to an independent start a cooperation with an established agency 

might be considered. The advantages were lying in a customer base and name 

recognition. However, for a service provider without a tangible product the self-

establishment of brand name to differentiate yourself is an crucial aspect which 

will not be achieved when partnering at the initial stage.   
 




