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Outline Presentation:

Part 1: Recruitment Agents:

1. What are recruitment agents?

2. Where are agents located?

3. Why consider using recruitment agents?

4. What services can they provide your 
institution? 



Part 2: Selection of Agents:

1. Criteria in selecting good recruitment agents

2. What’s the mindset at your institution. 

3. Barriers to overcome at your institution.

4. Basic steps in getting started.

5. Conclusions

6. Q & A.



 Let’s play a Game of Word Association. 

 What comes to mind when you think of the 
word “agent”? 



Agent Perception – Reality or Myth?



 James Bond actors:
 Sean Connery (1962 – 1971)
 George Lazenby (1969)
 Roger Moore (1973 – 1985)
 Timothy Dalton (1987 – 1989)
 Pierce Brosnan (1995 – 2002)
 Daniel Craig (2005 – current)



Universities already utilize agents in many ways:

 Headhunters:  Assist with presidential, provost and decanal searches

 Stock Brokers: Manage university endowments

 Real Estate Agents: Assist with sale and purchase of property holdings

 Insurance Brokers: Assist university risk managers



1. What are recruitment agents (education counselors)? 

Definitions:

 “as companies or individuals (agents) in the business of recruiting international 
students on a college or university's behalf. Agencies are compensated by the 
institutions they recruit for, usually contingent upon the referral of enrollees.” 
(NACAC)

 An “education agent” has been defined as “an individual, company, or organization 
that provides educational advice, support and placement to students in a local 
market who are interested in studying abroad.” (Source: IIE Networker 2007)

 “as an individual, company or other organization providing services on a 
commercial basis to help students and their parents gain places on study 
programmes overseas.” (Source: BritishCouncil)



Types of Agents: 
• Small Agency: one or 

more offices in 1 
country

• Large Agency: Multi-
national agency with 
offices worldwide

• Super Agent with sub-
contracting agencies

• Agency: Fees and non-
fees based

• Former alums & faculty



2.  Where are education recruitment agents located? 
 Europe (Western & Eastern)
 Asia (North and South East)
 Latin America
 Africa 
 North America (U.S. & Canada)
 Oceania (Australia, New Zealand, etc.)



2. Where are Agents located? 24,000 agencies located in 189 countries
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Source: ICEF Barometer 2012
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Accredited Recruitment Agencies: approximate 7,000 in 148 countries

Source: ICEF Barometer 2012



3,550 International educators working with recruitment agencies in approximately 
89 countries.
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U.S. educators working with recruitment agents (ICEF customer base 2006-2011). 
“One quarter of U.S. postsecondary institutions utilize the service of commission 
agents.” (NACAC 2013 Executive Summary)

Higher Education

Secondary/Boarding
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Traditional methods to international recruit students 
 Direct Overseas Recruitment Efforts

 Education USA overseas offices

 Web and Print Based Advertising and Initiatives 

 Faculty, Alumni and Student Sponsored Exchanges (governments & 
private organizations) 

 State Consortia (“Study Texas”)

 Recruitment Education Agents
 Agent Workshops (ICEF, ALPHE, etc) &  Recruitment Fairs



Source: The i‐graduate ICEF Agent Barometer 2013



Comparison from year to year

International Student Recruitment 
Strategies Year 1

Direct Overseas
Recruitment

Web and Print
Advertising

Faculty, Alum and
Student
Sponsored
Exchanges

Recruitment
Agents

54%

24%

15%
5%

International Student Recruitment 
Strategies Year 10

Direct Overseas
Recruitment

Web and Print
Advertising

Faculty, Alum and
Student Sponsored
Exchanges

Recruitment Agents

40%

30%
10%

30%



Case Sample: University of Wisconsin – Eau Claire 
- Started using recruitment agents in 2009:
1. To increase overall international enrolment
2. To extend reach into markets that had never been tapped
3. To expand the diversity of the student population
4. To increase the number of students from low-sending countries
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Dr. Karl Markgraf, Director Center for International Education, University of Wisconsin – Eau Claire – AIRC 2011



Internationally: STRONG Central Regulation & 
Training of AGENTS 

 In English speaking countries:

 U.K.: The British Council
 New Zealand: New Zealand Education 
 Australia: Study Australia
 Canada: The Canada Course for Education Agents



Agent Training: U.K.



Agent Training: New Zealand 



Agent Training: Australia



Best Practice: Monash University in Australia log-in page for agents



Agent Training: Canada



In the U.S. – UNREGULATED & Mixed view of AGENTS 

 In the US: polarized views:
 U.S. Dept of State – Opposes commission agents 
 U.S. Dept of Commerce – Supports agents

 NACAC on-going discussion about use of recruitment agents
 Re-wording of the Statement of Principles of Good Practice. Remove 

“ban”

 One U.S. non-profit organization is trying to create standards for 
agents dealing with U.S. higher education:  American 
International Recruitment Council (AIRC)





Video from AIRC:

http://vimeo.com/channels/airc/89668868



3. Why use Recruitment Agents? 

 Market intelligence: A local agent recruiter will know the local 
market much better than you do.

 Agents understand the culture and local language of the 
community. 

 Provide assistance with application process and visa interviews

 Using agents can help your institution reach hard to reach markets

 Assist your institution with branding efforts. 

 Agents can reach a large segment of students (e.g. sub-agents, 
connections, partners, etc.)



4. What services do recruitment agents provide to 
students and families? 
Education Counseling Services

 Career Counseling (what do I want to do?)
 Admission Guidance (How to fill out the forms)
 Guidance on Education systems in the U.S. 
 Provide Marketing Materials from U.S. Universities & Colleges

Support Services
 Visa Preparations (Documentation, Interviews, etc.)
 Pre-Departure Orientation (What to expect upon arrival?)
 Accommodation Arrangements (campus, homestay, apartment rental, etc.)
 Travel Arrangements for students and families (Air, Ground, Train, etc.)
 Travel Medical Insurance



Using agents success story: Thompson Rivers University’s use of agents as the 
key international recruitment channel 

Today: 
• 15.3% international students on campus; 6% open learning

Source: Thompson Rivers University - Canada



Source: Thompson Rivers University website





Part 2:

1. Criteria in selecting good recruitment agents:

 Ask other institutions for references in the U.S.  Look at partner 
institutions in the U.K. Canada, Australia, New Zealand, etc. 

 Look for agents that uphold high standards in student 
recruitment practices (NAFSA & AIRC’s best practices)

 Length of time doing business in their country
 What programs and countries do they recruit for?
 In-country Association Membership (JAO, BELTA, etc.)
 Offices in the U.S.?



2. What’s the mindset at your institution.  Are they interested?

 Is the Board of Trustee, the Provost office, the Admissions Office ALL 
committed to a long-term international student recruitment effort?

 How much of the budget will be allocated to international recruitment effort?
 Which departments will be responsible for international student recruitment?

 International Office; The Admissions Office; The Graduate School; OR 
Shared Responsibility?

 How will the success of this recruitment effort be measured? (Increase in 
numbers or overall percentages, etc.)

Source: 2011 AIRC conference



3. Barriers to overcome at your institution?

 Does your institution offer conditional admissions for students lacking English 
proficiency?

 Does your institution have an in-house Intensive English program?
 Can your institution offer scholarship opportunities or in-state tuition as an 

incentive to agents.
 Is the SAT/ACT really necessary for the student market you are trying to reach?
 Can your institution develop a business practice to make commission 

payments. 
 Which department will handle the entire agent process

Source: Dr. Karl Markgraf, Univ. of Wisconsin –Eau Claire



4. Basic steps in getting started:

1. Have a meeting with your enrollment team.  Basic questions:
 What is our international enrollment goal next year? What is your deadline? (Be realistic)
 What type of student are we looking for (i.e. ESL, under, graduate, etc.)
 What markets are we looking for (i.e. LATAM vs. ASIA, GLOBAL, etc.)

2. Outline an agent agreement (1 – 2 pages)
 Each parties respective responsibilities. DO’S AND DON’TS (i.e. school logo, etc.)
 Define timelines, goals, compensation model, etc.

3. Invite the agent to visit your campus OR visit their office overseas
 Organize a Familiarization Tour (FAM tour) on campus.
 Visit the agent’s office



Using agents success story: Its also possible in the US context!



5. Conclusions:

 Recruitment agent is not the “one and all” solution your student recruitment needs.  
However, consider using them in your recruitment portfolio.

 Have a conversation within your enrollment.  Is the mindset ready to support and 
encourage the use of agents on campus?

 Do your research on any future agents. Ensure they practice ethical standards and 
represent the students best interest.  Practice “accountability, integrity, and 
transparency.”

 Be patient. Developing an agent relationship takes time.



Thank You!!
John Duque, MBA

Managing Director
Agent Management Solutions, LLC

Boca Raton, FL 33487
561-995-2157
561-504-4422

Website: http://www.agtmgtsol.com

Contact us if you help with: 
 Getting starting working with recruitment agents.
 If you have agents, need advice on reviewing or developing new agent markets.
 Making your current agent relationship work better.
 Preparing for Agent workshops (ICEF, ALPHE, etc.)




