
Summary for the NAFSA 2010 Session 
#1645, Back to the Basics: Let's Talk International Recruitment Strategies 

 
Number of responses: 13 
 
Number of International students 
 Under 100  100-300  301-500 501-1,000 1,000+ 
  2  2   1  1     7 
 
Public  6 
Private  7 
 
UG Increase  10 
Graduate Increase 7 
 
UG Decrease  1 
Graduate Decrease 1 
  
ESL Increase  2 
ESL Decrease  0 
 
Enrollment stayed the same 2 
 
International recruiting changes 

- New staff (2) 
- Working closer with private ESL providers 
- Involved international faculty in recruitment 
- Increased international recruitment (2) 
- Increased number of geographic travel areas 
- Less funding/less travel, materials, printing, conferences, work hours (furlough) 
- Grad recruiting has stayed the same but UG recruiting has increased 
- We visit China schools more frequently 
- Noticed increasing need for scholarship 
- Using social media and Skype (2) 
- Less phone and mail 
- Maximizing use of student staff at minimal hours 
- Working harder and smarter 
- Recruitment budget was fully used and we had to turn down any new trips 
- Still paying most attention to those countries that already send us students 
- New use of overseas agencies (2) 
- Need to be aware of and adjust with changing markets 

 
Have you noticed changes due to changes in the world economy? 
 Yes 3 
 No 8 
 NA 1 
 
Less money from state? 



 Yes 4 
 No 2 
 NA 7 
 
Cost saving measures 

- Looking to local ESL providers 
- Considering working with overseas counseling agencies 
- Printing less 
- Less professional development (3) 
- Less overseas travel (2) 
- Closer scrutiny of budget and expenditures (2) 
- Budget approved earlier which allowed for discounted early-bird registrations 
- Increased dependence on twinning programs 

 
Is Int’l office seen as a money generator? 

- Yes, increased interest in full-paid international students  
- Yes, but there is an increased interest in diversifying our UG population to enrich the 

educational environment. (2) 
- Yes, but I have been given more scholarship money as well 
- We have seen less cuts than other offices because we are bringing in money 
- Yes, we have been permitted to be over budget 
- Int’l students viewed as an investment in the overall educational experience for students.  

Not necessarily viewed as a means to generate income (though in actuality, we do) 
- Our int’l recruitment efforts compliment the investments we make in sending our students 

overseas 
- We have actually gotten an increase in our budget 
- Yes….so our budget did not get decreased (3) 
- No 

 
Increased resources? 
 Yes 2 
 No 3 
 NA 8 
 
How using them? 
 

- Larger scholarships 
- Increased number of scholarships 
- More recruiting (3) 
- Recruiting in new geographic areas 
- Day to day needs of students  
- Increased alumni functions overseas 
- More armchair recruitment 

 
What would you like to see discussed? 

- Pitfalls and suggestions for working with agents 
- Regional and cultural differences 



- Lower state funding is causing an increased attention to wanting full-paying international 
students.  This is creating an issue as the internationals are seen as taking seats from the 
citizens. 

- What are you cutting and why?  Is it analysis on previous return that determines what is not 
funded? 

- How are people trying to travel/recruit less expensively? 
- “Basic strategies” underlying int’l recruitment that differ from domestic recruitment.  This 

might help us to understand and discuss the specific needs of international students during 
the admissions and recruitment process. 

- Is anyone just starting to pay overseas agencies a flat fee or commission in trade for less 
travel? 

- Are institutions increasing the use of internationally-based alums at overseas fairs and 
visits? 

- How do people feel about AIRC? 
- What about billboards or poster advertising? (read article about increased use of posters in 

India by US schools) 
- How do you grow your numbers and affectively service the students while not increasing 

your staff? 
- Our state see int’l students as a “drain” and are threatening to disallow tuition waivers, 

which in our case includes international student scholarships…we are not sure how to 
combat this. 



Summary of EducationUSA Advising Center Responses 

NAFSA 2010 

Back to the Basics: Let's Talk International Recruitment Strategies 

                          

Location Innovative Ideas Country Specific Challenges Additional Comments 

London, UK Attend our USA College Day 
undergraduate study fair – 3,000+ 
attendees 

To help US universities continue 
recruiting in the UK, we have adopted 
a new policy to allow alumni to 
represent their university.  

One of our biggest concerns is the issue of agents, as 
we may not allow them to recruit students through our 
centers. 

Chennai, India Power point presentations with 
videos about their institution, using 
international students to speak on 
the programs and about their 
campus has worked out very well.  
Also, the representative who visits 
the country should be well versed 
with the program offerings and 
requirements from the university. 

Our 3-year UG programs are a major 
drawback for both the universities and 
the students aspiring to study in the 
United States. Secondly, the cost of 
education in the United States is very 
high and most of the Indian students 
will look for some kind of financial 
assistance from the university.  Most 
of the Indian students are aware of 
only the well known universities and 
also they look for rankings as the main 
criteria to choose and short list 
universities.  We always tell students 
that they have to look for universities 
that are best for them rather than just 
the well known universities.  This is 
quite a challenge for U.S. university 
representatives to convince students 
when they visit our country. 
 
 

U.S. universities, as much as possible can include more 
information on some of the well known personalities 
from their college and prize winners- that would be a 
selling point.  Also more information on the research 
facilities and financial assistance opportunities, number 
of Indian students on their campus, international 
student population, benefits/facilities available for 
international students etc would add strength to the 
presentation rather than generic requirements on 
academics and standardized tests. 
 



 
 

NICOSIA, 
CYPRUS 

DINNER WITH PARENTS and 
FAMILIES- CYPRIOTS ARE VERY 
FAMILY-ORIENTED AND THIS 
RECRUITER MADE A POINT TO 
INVOLVE THEM AS WELL. 

COMPETITION FROM EU COUNTRIES 
(CHEAPER, EASIER TO GET IN AND 
CLOSER TO HOME) AND INCREASING 
COSTS OF U.S. UNIVERSITIES (AND 
LACK OF FINANCIAL AID) 
 

MY SUGGESTION IS THAT YOU FOCUS ON THE QUALITY 
OF EDUCATION PROVIDED AT YOUR UNIVERSITIES AS 
WELL AS FINANCIAL AID OPPORTUNITIES. WITHOUT 
FINANCIAL AID, MOST CYPRIOTS WILL NOT WANT TO 
STUDY IN THE U.S. 
 

Astana, 
Kazakhstan 

Video on the web sites, face-to face 
meeting with students and their 
parents during Educational Fairs 

Just to look at the holidays schedule in 
our country 
 

 

Pakistan Actually not too much innovation is 
required if only the representatives 
of US universities would come over 
to Pakistan.  That is our 
need. Sometimes you need to 
disregard the media reports and the 
travel advisories otherwise you 
become victims of the media. The 
schools that visited this year have all 
had excellent experiences in Pakistan 
and a spate of applications.  It is 
important to note that just as 
Admission officials in the US are 
victims of the media, and so are 
students at this end victims of the 
media.  They too believe that as 
Muslims they will be victimized and 
that they will not get visas etc.  If 
both sides had the courage to get 
away from these media impressions, 
the going is good on all sides. 
 
 

There are no challenges.  USEFP 
makes ALL the arrangements. We 
make the appointments, we help with 
hotels and car hire and we accompany 
them everywhere.  Literally.  I would 
like to reiterate my point of university 
representatives visiting.  The 
commonest question students ask is 
‘if the US is interested in us, where is 
the face of the American university?”  
It is important to note that at our 
education fairs, held each year, there 
is a full hall of British universities, all 
the Australian universities and a few 
universities from Malaysia, Singapore, 
European countries etc. and not one 
single one from the US. The USEFP 
stall is the only US presence. 

US universities could also use their local alumni in the 
stalls.  The Brits do that for some of the universities.  
Pay for the booth and the hotel accommodation and 
local travel and the alum will do it.  Most of them have 
Brits fly down but some of them use local alumni.  The 
Australian ones all have Australians coming down. I 
have written to contacts  in our data base, which are 
contacts made at NAFSA and have been asking them to 
go this route but unfortunately there has never been 
any interest shown. 



 
 

Vilnius, 
Lithuania 

We developed Study Illinois handout 
in local language which was 
distributed during biggest 
international college fair (almost 45 
000 visitors). Also we developed and 
translated presentation into 
Lithuanian 
Language. 

Bigger challenge is relatively cheap UK 
education with state loans (no interest 
for Europeans). Last year we saw 
number of applications for studies in 
UK more than doubled. 

Though Lithuania is EU country our students ultimately 
need financial assistance.  
Advising center have to invest more and more efforts 
to keep number of applicants to US institutions same as 
there are more less budgeted possibilities within 
Europe. Same time than we have to work more we do 
not have enough funding for EducationUSA activities. 

Vilnius, 
Lithuania 
(serving 
Belarusian 
student) 

This year there has been a much 
expanded presence of U.S. 
universities on social network sites. 
Whether or not this will result in an 
increase in qualified applicants 
remains to be seen, but the efforts 
have been noticeable and 
noteworthy. 
 

U.S. universities would be unable to 
likely as not be unable to recruit 
students through normal channels - 
education fairs, presentations at host 
institutions, etc. - given 1) a distinct 
lack of opportunity to participate in 
education fairs, 2) skepticism on the 
part of visa-issuing authorities, 3) a 
pervasive concern about brain-drain 
that, in part, contributes to a lack of 
willingness on the part of Belarusian 
universities to pursue contacts with 
U.S. partner institutions 

 

Omsk, Russia Personal contact with prospective 
applicants to U.S. universities, 
presentation of a precise program 
offered by a U.S. representative (with 
eye catching headlines, graphics, 
numbers, etc), usage of new media 
tools, and sharing students' stories of 
success (in my case, students from 
Russia) 
 
 

In my opinion the biggest challenge is 
to find an appropriate student 
audience for recruitment. 
 
 

 



 
 

Curitiba, Brazil A talk about US studies and a nice 
presentation are the most effective 
ways to inform them. Universities 
could start using Video Conferences 
for smaller groups. Large audiences 
with technology are not appropriate. 
EducationUSA offices in Brazil can 
use (upon request to our REACs) 
Adobe Connect.  
 
 
  
 

Students are well aware of the 
benefits an US education would bring 
them, but the cost keeps them of 
even trying to apply. 

A chart, comparing Brazilian and American schooling 
could be a good idea. I am not talking about public 
Brazilian schools, but a good private school costs a lot 
here as well.     

Tartu, Estonia None, because my country is so small 
and only a few students come from 
here. I haven't met any US 
representatives and therefore 
haven't seen anything innovative yet. 

There are very few students, even 
though most of them are really bright, 
our income is really low and we 
cannot afford to study in the US. So 
those representatives should offer a 
lot of scholarships. 

The biggest obstacle is always money. As an advisor, I 
know where to get money, but I do not have any 
examples to show to students.  
So there should be more websites, information 
booklets etc. with student experiences. 
 

Tarija, Bolivia Offering Scholarships for English 
Study in the US, Participating in 
College Fairs, in country visits etc. 

Offering enough Financial Aid for local 
students who qualify but have no 
money 
 

Personal Development programs at the local level such 
as The American Leaders Program (Winner of 
NAFSA/ETS Excellence Award 2010) can help US 
institutions to search out and strengthen highly 
qualified candidates for US Study.  American Leaders is 
a very selective program the Foundation CBA-Tarija 
gives up to 100% scholarships to all students selected. 
 
 

Tashkent, 
Uzbekistan 

Very rare recruiting in my country by 
U.S. schools, but I myself use Skype 
chat or Webchat through cox.net 

Political issues ESL courses are high in demand from Uzbekistan, but, 
students are not going to study as soon as they get 
their visas. So, it is hard to get a visa for and ESL course 
and it is kind of expensive for students from 



Uzbekistan. 
 

Amsterdam, 
The 
Netherlands 

- Representing the US education 
system in general by participating in 
general outreach sessions organized 
by the Fulbright Center. While not 
recruiting for their own school per 
se, the fact that they were there 
boosted the number of applications 
they received in the years after. 
- Setting up meetings with 
prospective students 
- Setting up meetings with their 
alumni in the country and having 
them connect with students via 
social media 
- Bringing a pennant from their 
school to be put up in our advising 
center. May sound corny, but very 
affordable promotion to a captive 
audience. 
 

- Our country is a relatively small 
market 
- Dutch higher education is very 
affordable for the student and parent. 
Focus on the distinct differences 
- The only 'obvious' Fair is actually 
organized to fulfill a high school career 
counseling prerequisite. It is our 
experience that while the fair attracts 
large numbers, not many students 
would actually specifically be 
interested in studying in America. 
 

EducationUSA centers are a great start for schools who 
would like to recruit internationally. 

Lima, Peru Sharing a presentation when I do an 
admissions seminar at the Advising 
Center. I have had up to four schools 
making suggestions and giving 
admissions tips while I present the 
basics. 

Economics of the third world --- most 
students are looking for generous 
scholarships. 

Schools that ask for GPAs on their applications make 
life difficult for students from a country where the 
marking system is radically different from the U.S. .... 
better ask for rank in class that is more revealing in a 
country where professors undergrade. 

Chillán, Chile  Constant effort to rebuild strategies 
founded on innovation,  and 
concern for the individual , offering 
the best possible scholarship, 
research and training for the real 
world. 

1.-On line distance programs offered 
by Universities in Chile  
2.- Low English level of professionals 
when deciding on a program abroad 
.Generally Basic , and restricted to 
reading comprehension.  Though 

Universities possibly allow prospective students to 
build their initial inquiry , own admissions file and 
apply easily online to go with  young professionals 
mentality : fast and easy 



there is a strong effort from the 
government  , music , electronic 
devices and games are in English, lots 
of possibilities to learn  and practice 
English online for free  is not enough 
for serious  preparation in advance .   
 Our environment is not anglo and 
English systematic classes in school 
have too many students,  and maybe 
 a cultural issue of improvising future 
plans.  
3.- To attract   top  candidates  
 

PARIS, FRANCE MY CENTER HOSTS AN “LL.M. 
WORKSHOP” DURING WHICH 
SEVERAL LL.M. ADMISSIONS 
OFFICERS AND/OR ALUMNI PRESENT 
ABOUT LL.M. ADMISSIONS, IT IS 
RATHER SUCCESSFUL AND FREE. ONE 
YEAR ONE OF THE LL.M. ADMISSION 
OFFICERS DECIDED TO SPONSOR A 
WINE AND CHEESE PARTY (BUT I 
MUST SAY IT ONLY WORKS WITH 
AMERICANS..).  SOME SCHOOLS 
HAVE DECIDED TO AVOID FAIRS AND 
ORGANIZE INFORMATION SESSIONS 
IN A BAR FOR EX. IN PARIS WHERE 
THEY MEET WITH A SMALL NUMBER 
OF PROSPECTIVE STUDENTS AND 
OFFER THEM A GLASS OF WINE. 

COMPETITION WITH EUROPEAN 
SCHOOLS; COST OF US EDUCATION; 
LACK OF SCHOLARSHIP PROGRAMS 
(APART FROM FULBRIGHT THERE IS 
VERY FEW SCHOLARSHIP 
OPPORTUNITIES FOR FRENCH 
STUDENTS WISHING TO DO A DEGREE 
PROGRAM IN THE US.) 
 

WHEN I DISCUSS WITH US REP I SOMETIMES 
HAVE THE FEELING THAT THEY THINK 
FRENCH STUDENTS HAVE NO INTEREST FOR 
THE US WHEN IT IS COMPLETELY FALSE. A 
LOT OF FRENCH STUDENTS WOULD LOVE TO 
STUDY IN THE US BUT NOT NECESSARILY FOR 
A DEGREE PROGRAM. THE COST OF US 
EDUCATION AND COMPLICATED 
ADMISSIONS PROCEDURES (I HAVE THE 
FEELING THAT IT IS BECOMING MORE AND 
MORE COMPLICATED) IS CERTAINLY A BRAKE. 

 

Yerevan, 
Armenia 

Power Point presentations, Photos, 
film-presentations about 
university/college 

Lack of information about a country, 
travel arrangements  
 

 

Copenhagen, The best strategies are probably cost- Lack of name-recognition,  



Denmark sharing and exchange agreements. geographical location, and cost 
(Danish education is free). 

Arequipa, Peru US universities get more attention if 
they have an attractive financial aid 
or internship program which can be 
offered to students while recruiting. 
Also I believe most universities have 
brought down their prices in their 
ESL courses, combined with 
conditional acceptance o careers or 
masters degree programs.  
 

The lack of English from possible 
students and lack of sufficient funds. 
 

I believe recruiting universities should also focus on 
visiting other potential cities, not only the capital. 

Lima, Peru One Admission Director planned a 
online chat for parents of students 
and prospective students in South 
America.  Parents in different 
countries who were considering 
sending their children to that 
university had a chance to talk in 
Spanish to parents of students 
already studying at that university.  
Another Admission Director visits my 
center at least yearly and sets up a 
stand in the patio of our language 
center.  She talks to hundreds of 
students in one day and follows us by 
email.  Of course, I also want to add: 
Join our EducationUSA Fair in South 
America. 

Language: Many who want to study in 
the U.S. have not acquired the level of 
English proficiency necessary.  
Funding:  Many who are very bright 
and have a lot to offer if they could go 
to a U. S. American university don’t 
have the funding.  Partial funding does 
not help them at all. 

Remember that each country is different.  The grading 
systems are different.  You cannot find equivalent 
scores for Peruvian grades in schools and universities.  
Asking for people to pay application fees with 
international  credit cards is a real hurdle for some 
people.  As advisors we try to simplify the process but 
sometimes we meet some brick walls.  When parents 
and students cannot travel to visit universities, virtual 
tours are very helpful.  Blogs written by students 
presently at the university give potential students a 
better idea of the atmosphere at that institution. 
 

Aktobe, 
Kazakhstan 
 

organizing Olympiad on English 
proficiency among scholars with 
prizes 
 

concerns about safety on US campus, 
living and travel expenses 
 

cooperate with EducationUSA centers 

Manizales, 
Colombia 

I have not been to many recruiting Colombia is not a rich country and  



activities yet but I personally think 
that here in Colombia there is a 
paradigm that has to be broken 
which concerns the ability to get a 
Visa at the embassy, it always seems 
that people are discouraged to go to 
the U.S just because they are 
thinking of needing to have to go 
through the process of requesting a 
visa and possibly being denied one. 
Also I think it is a must to be very 
linked with technology/internet 
when recruiting, because younger 
and younger students are demanding 
exactly this, so Internet based fairs, 
electronic brochures, admission 
documents sent by e-mail, and things 
like these make it more appealing for 
students than traditional methods. 

thus not many people have the 
economic means to get an education 
locally, much less are they going to 
have the opportunity to go abroad if 
there is no way of receiving a good 
amount of funding. As a contrast, 
Colombians in general are very hard 
working students/professionals which 
will be extremely pleased to give back 
as much as they have received to their 
supporting institutions. Here at the 
Colombo Americano our student 
alumni are always willing to help 
when they know that some 
prospective student is starting on 
their own process. 
 

Campinas/São 
Paulo, Brazil 

Offering scholarships(highly 
desirable), photos of the campus 
showing the seasons, statistic figures 
(specially about number of 
international students in the  
campus), curiosities about the 
University or the city (specially 
cultural and social), pens and  pencils 
(colorful and bright), post- it, T-shirts, 
very concise leaflets picturing basic 
information why applying to that 
university.  
 

The size of the country, the distance 
between the major cities and the 
diversity of the public.  Usually the 
representative comes in a group 
instead of coming alone and having 
more time with the students. I 
understand there are cost problems to 
be solved here.  I like the short 
presentations given before or during 
the fairs, I find them very efficient 
in divulging information.  Some 
universities' sites are not user friendly 
and it is very difficult for the student 
to find the information he needs. So 
the representative does not know 

Keep coming! Let the students get to know your 
university. Work with the advising offices, helps us by 
giving us information to share with the students.  
Especially, about short term courses, special purpose 
courses, extension and certificate programs. Most 
students looking for these programs complain they 
cannot find information available in a simple and 
objective way. 
 



what information to bring. Therefore, 
he or she gets all sorts of questions 
that may not be related to his/ 
her reason to be in the country.  More 
time to promote the visit. Usually, the 
universities all come around the same 
time, which dilutes the crowd. 
Perhaps, spreading the visits along the 
year will help have a larger group in all 
events. 

Sao Paulo – 
Brazil 

Webchat Sessions, Virtual Campus 
Tours and also when the 
representatives visit our offices and 
we can arrange a meeting with the 
students. 

The financial part, the costs to study 
in US can be a challenge to most of 
the Brazilian students.  
 

The visits from the admissions representatives are very 
helpful, because we can learn with them about 
particularities from their Universities and they can learn 
more about the Brazilian students, and Brazilian 
education system. 
 

Bangalore, 
India 

Participate in Educational Fairs, Visit 
local  schools, Make use of the 
EducationUSA centers or any other 
venue to do information sessions and 
interviews, Make use of the local 
contacts or the alumni , Create 
awareness through media publicity 

Getting quality students and building 
up contact with the local schools 
 

Work closely with EducationUSA Centers so that it is 
mutually beneficial.  Plan the visits carefully so that it 
does not clash with school holidays or festival holidays.  
Advertise in the media well ahead of the planned visit 
and follow up 

MONTEVIDEO, 
URUGUAY 

PARTICULARLY ONLINE RESOURCES 
SUCH AS WEBCHAT SESSIONS AND 
VIRTUAL CAMPUS TOURS ARE GREAT 
AND EASILY ACCESIBLE TO THE 
YOUNGER GENERATIONS. 

FINANCIAL ISSUES. COST OF US 
SCHOOLS TUITION IS HIGH IF 
COMPARED TO LOCAL PRIVATE 
UNIVERSITIES AND PARTICULARLY IF 
COMPARED TO THE PUBLIC 
UNIVERSITY THAT IS 100% FREE. 

THE RECRUITMENT VISITS WE HAVE HOSTED AT THE 
ADVISING CENTER HAVE BEEN VERY SUCCESSFUL AND 
WE WOULD LIKE ALL SCHOOLS VISITING THE SOUTH 
AMERICA AREA TO PLAN A STOP IN URUGUAY. WE’RE 
ONLY A 30-MINUTE FLIGHT FROM BUENOS AIRES. WE 
WANT THE SCHOOLS TO KNOW ABOUT US, SEE THE 
SERVICES WE PROVIDE AND TO WORK WITH US IN THE 
COMMON GOAL OF INCREASING THE NUMBER OF 
URUGUAYAN STUDENTS IN U.S. SCHOOLS (FIND OUR 
SERVICES POSTED IN OUR WEBSITE –-INCLUDING INFO 
ABOUT THE URUGUAYAN EDUCATIONAL SYSTEM-- AT: 



http://www.fulbright.org.uy/asesoramiento/?mod=sec
&id=264  

MERIDA, 
VENEZUELA 

I HAVE NOT SEEN ANY INNOVATIVE 
IDEAS BECAUSE NO ONE RECRUITS IN 
MERIDA, VENEZUELA 

THE BIGGEST CHALLENGE TO 
RECRUTERS WORKING IN VENEZUELA 
WOULD BE SECURITY ISSUES 
(PERSONAL SAFETY) AND THE 
POLITICAL SITUATION (TENSE 
VENEZUELAN –AMERICAN 
RELATIONS).  APART FROM THAT, 
FINANCIAL ISSUES ARE A BIG 
CONCERN. MERIDA HOUSES ONE OF 
THE LARGEST PUBLIC UNIVERSITIES IN 
VENEZUELA AND IT IS FREE.  FOR THIS 
REASON, IN MERIDA WE LOOK 
MAINLY FOR GRADUATE PROGRAMS. 
 ONCE A STUDENT IS ACCEPTED AT A 
UNIVERSITY IN THE U.S. THEN, DUE TO 
EXCHANGE (FOREGIN CURRENCY) 
CONTROL, THE PROBLEM ARISES IF 
THE GOVERNMENT WILL APPROVE 
THE STUDENT TO RECEIVE FOREIGN 
CURRENY TO PAY FOR STUDIES AND 
LIVING EXPENSES. THIS MAY TAKE 
MONTHS TO HAPPEN AND THE 
UNIVERSITIES MUST WAIT FOR THE 
STUDENT TO PAY. 

MERIDA IS A BEAUTIFUL COLLEGE TOWN NESTLED IN 
THE VENEZUELAN ANDES. TRADITIONALLY OVER 200 
STUDENTS A YEAR STUDIED IN THE U.S. EARNING 
MASTERS AND DOCTORAL DEGREES. THE DIFFICULTIES 
OVER THE RECENT YEARS HAS MEANT THAT MORE 
STUDENTS ARE LOOKING FOR HIGHER DEGREES IN 
EUROPE OR CANADA.  WE WOULD LOVE TO RETURN 
TO THE OLD DAYS WHEN GREAT NUMBERS OF 
VENEZUELAN STUDENTS (IN OUR CASE MERIDEÑOS) 
STUDIED IN THE U.S. WE NEED YOUR HELP TO MAKE 
THIS HAPPEN. 
LOOK US UP ON THE WEB.  http://www.cevam.org 
 

Cusco, Perú Educational Fair attracts a lot of 
students. Also to have them visiting 
our city to provide first hand 
information is quite useful. 
 

For undergraduate level is the 
financial issue. Most people won´t 
have money to pay for their expenses 
or for the tuition and fees. Language 
requirements are very high and that is 
a limit also.  
 
 

We don´t get too many visits from representatives, 
even though we are just 1 hour away by plane from the 
capital city. They could do it all in 24 hours. It would be 
very helpful to have an educational fair. We hosted one 
in 2009 and it was a great success.   
 

http://www.fulbright.org.uy/asesoramiento/?mod=sec&id=264
http://www.fulbright.org.uy/asesoramiento/?mod=sec&id=264
http://www.cevam.org/


 
 

Rosario, 
Argentina 

Virtual resources, virtual campus 
tours 

Financial issues are a big issue; 
second, representing universities that 
are not known in Argentina (which are 
the majority).  We have excellent 
state universities that are free. 
 

In spite of the above stated, I would like to see more 
U.S. university representatives coming to Rosario as 
there is interest in study in the U.S. particularly at the 
graduate level. 
 

Prague, Czech 
Republic 

The very innovative 
recruitment idea, I see, is 
sending student reps 
instead of admission 
officers. Currently I am in 
touch with one Czech 
student from University 
of Pennsylvania. UPenn 
Assembly of 
International Students 
(AIS), 
http://aisupenn.org/, has 
started so called 
International Student 
Ambassador Program. 
Students get in touch 
with their high school 
back in their home 
country, EducationUSA 
centers, (and maybe with 
other schools as well as if 
time allows) and prepare 
a presentation about 
their U.S. experience. 
This year it will be for the 
first time, so I am curious 

The biggest challenge is to make local 
students (or high schools reps) come 
to see U.S. reps.  If you are not 
Harvard or Yale or Princeton (yes, 
basically these three most famous 
schools only), it is really hard to make 
students visit your presentation or to 
make school agree with the visit and 
meeting with students. Even if you are 
a really reputable school in the U.S. I 
would recommend not to come 
individually but come in a larger 
group, at least three schools together. 
It is also better for school visit as for 
schools it is very disturbing to 
organized five individual sessions with 
five individual U.S. reps. EducationUSA 
advisers can also recommend events 
to participate in (International 
Education Week, fairs) where there is 
a sufficient attendance already. Please 
do not expect that local students will 
be eager to see you, just because you 
are from the U.S. school. That is 
certainly not the case in the Czech 
Republic and I believe this apply to 

U.S. schools must be much more active. Luckily it does 
not necessary mean personal visits. You can use your 
students, alumni, be active in local online forums etc. 
Use whatever is already existing and works, go where 
your potential students are. Do not try to make 
prospective local students-clients adjust to your plans. 
They simply do not. U.S. reps sometimes have many 
misconceptions about what works and follow one 
pattern in each country. Do not prepare any 
recruitment plans or visits without consulting local 
EducationUSA adviser.  
 

http://aisupenn.org/


to see how it is going to 
work.  The other 
innovative idea is to 
make your intl. students 
find out appropriate 
home-country online 
forums, relevant 
Facebook groups and 
similar online activities. 
EducationUSA advisers 
may know about these 
online places, if they 
even have not founded 
them. Your students 
should actively 
contribute to these 
forums. They can really 
spread the word about 
the school through this 
local media in their home 
language. They can also 
deal with many 
misconceptions and 
prejudices about the 
U.S., U.S. higher 
education or your school 
particularly. The 
advantage is that forum 
participants are usually 
THE target group and 
your students speak the 
language and know the 
mentality. If you do not 
have student from the 

most Europe.  



country, you are 
interested in, you may 
try to find some at least 
from the region who 
know the language. 
  
School reps should 
always contact 
EducationUSA center 
when planning to come. 
Not only for organization 
of the presentation but 
also for advice on schools 
to visit, relevant student 
or community 
organizations etc to 
meet with etc. It is not so 
innovative idea but many 
recruiters still do not do 
it and think they know 
everything the best. But 
local EducationUSA 
advisers usually know 
their country better and 
have established 
contacts withing the 
country. 

Santiago, Chile 
 

A few U.S. reps have started to bring 
faculty members down to Chile 
during their visits.  This seems to be 
an excellent strategy because it gives 
potential students a wonderful 
opportunity to engage with someone 
who will actually be dictating their 

At both the undergraduate 
and graduate level, culture has been a 
big challenge.  There is a certain 
mindset in Chile that if a student 
doesn’t attend an Ivy League school, it 
is not worth going abroad.  This is of 
course false, but it is a myth that is 

Come often and make yourself visible!  Some of the 
most successful institutions are the ones who make 
themselves most visible.  Putting a face to a name is 
extremely important! 



courses instead of someone solely 
looking to recruit.  The willingness to 
travel to more remote areas of the 
country instead of just the capital 
also seems to work. 

difficult to debunk.  At the 
undergraduate level there is yet 
another cultural challenge: the family. 
 Chileans typically don’t leave the 
house until their mid twenties, so for 
a parent to allow his or her child to go 
to a foreign country without any 
official supervision can be quite 
intimidating.  And of course, funding! 

Ankara, Turkey Since one on one contact is 
important for Turkish students, 
having sessions with students who 
seem interested after the fair always 
helps. Some representatives have 
used our center to invite interested 
students for a presentation related 
to US education in general followed 
by information about their university. 

Most students are looking for funding. 
Also students might have problems 
expressing themselves due to their 
English Language skills. 

Social media, especially Facebook, is very popular in 
Turkey.  Most students look on the internet for 
resources before even coming to our office. Social 
media presence is crucial. 

Bogotá, 
Colombia 

Many universities are making use of 
technology more and more to reach 
out to prospective students. Through 
virtual seminars, youtube videos, 
facebook, and twitter, among others, 
universities can cost-effectively 
disseminate valuable information 
about their degree programs to 
prospective students. 

One of the biggest challenges facing 
U.S. representatives that plan to 
recruit in Colombia is to reach out to 
students in other cities different from 
Bogota. Close collaboration with 
EducationUSA advisors and use of 
technology can help in addressing 
partly this problem. 

Likewise, competition with other 
universities from other countries is 
growing. U.S. Universities should find 
innovative ways to address the major 
obstacles cited by students as to why 
they do not or will not choose the US 
for their graduate studies. It is 

1. Offering complete information on the programs and 
the strengths of the US university through their 
own websites, other relevant websites such as the 
EducationUSA, EducationUSA advisors, 
through partners in other countries (such as local 
universities and sponsor agencies, etc.)  
 
2. Visibility of universities is very important, this can be 
achieved through visits by university representatives to 
conduct information sessions at key universities, higher 
education sponsor institutions (ICETEX, COLFUTURO) 
and EducationUSA advising centers in Colombia about 
their institutions and undergraduate/graduate degrees 
offered.  
 
3. Using technology (virtual sessions and other means) 



important to provide complete and 
unbiased information on the 
programs and the academic and 
research strengths of US universities.  

Below are some of the reasons cited 
by students as to why they do not or 
will not choose the US and 
recommended approach to address 
these obstacles: 
 
1) Lack of  English language skills – 
Offer bridge programs (language) 

2) Fear to take standardized tests such 
as the GRE, GMAT, etc, - Provide 
information on standardized tests and 
on centers which prepare students for 
this exam. Likewise, emphasize that 
this is just one part of the admissions 
process and not the only aspect 
considered 

3) Highly selective admissions process 
– Emphasize that the high standards 
of admission are a reflection of 
academic quality and the students will 
in fact benefit from receiving a high 
quality education from US accredited 
institutions. 

4) Perception of students that the cost 
of studies in the US is very high and 
unaffordable – Provide information on 

to conduct both information sessions or seminars on 
specific topics. Distinguished faculty can participate in 
these virtual sessions. 
 
4. Partnering with local universities (faculty exchange, 
research collaboration, students exchange) can be an 
effective way to recruit students on a sustainable basis. 

5. Forging stronger ties with sponsor agencies such as 
Icetex, Colciencias, COLFUTURO, Banco de la República, 
etc. 
 
6. Making use of Alumni who are based in the country 
to do promotional efforts. 

7. Offering generous financial aid to international 
students 

8. Offering language courses, which can eventually lead 
the students to decide to pursue graduate studies in 
the US in the future. 

 



the different options for students 
both at private and public universities 
and on financial aid opportunities. 

5.) Lack of knowledge on the financial 
aid opportunities offered by US 
Universities and academic institutions 
– Provide information on financial aid 
opportunities for international 
students 

6) That they cannot identify with the 
US culture/ that compared to Europe 
the US culture is not so rich – 
Information on the US culture and on 
the high level of diversity of cultures/ 
internationalization of the university  

 


