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Levant Education Group was established in 2009 as a service provider to 
universities recruiting from Turkey, Azerbaijan and Iraq. We have led the way 
in recruitment and marketing initiatives in these countries: 
 

• We established the first UK-focussed recruitment events in Turkey and 
Azerbaijan (2012) 

• We established the first UK-focussed exhibitions in Iraqi Kurdistan 
(2013) 

• We led the first post-sanctions UK HE mission to the Revolutionary 
Republic of Iran (2016) 

• We established local language digital marketings platform that 
increases awareness, harnesses social media and generates leads. 
These are available in Turkish, Azeri and Farsi and our local staff 
manage marketing campaigns in those countries 

 
Levant Education is an international company with its head office in Istanbul 
and support offices in Tehran and Baku. In-market presence allows us to 
develop market expertise, human capital and extensive industry networks.  
We are on top of political developments and in touch with key decision 
makers in business, education and government.  
 
Our services are designed for and with you. With experienced in-market 
teams, built in networks and enquiry and conversion systems, we empower 
our clients to achieve their unique goals across student recruitment and 
international collaborations. 
 
We have developed our model based on years of industry experience and 
engagement with Higher Education clients, but we also see other industry 
leaders develop similar models. For example, in the UK, UniQuest provides 
outsourced enrolment and conversion services to Higher Education providers, 
while in West Africa SJR Consulting provide a full range of outsources 
services. 
 
Universities will continue to face challenges developing international 
recruitment and liaison with restricted budgets and small teams of staff spread 
thinly over global markets. We believe that outsourced regional solutions such 
as ours are the ideal solution, and can achieve measurable results for an 
impressive Return on Investment.  



 

Our Team  
 

 
 
David Mitchell  
Managing Director 
 

the world’s biggest language 
school (EF) and Global 
languages and pathways 
specialist Study Group.  
 
A dual UK/Turkish citizen, 
David directs operations in 
Istanbul, Baku and Tehran on 
behalf of our international 
clients in Higher Education.   

David founded Levant 
Education Consulting in 
2009, following 10 years of 
roles in international higher 
education, from agency in 
Korea, a US university in 
London,  
 
Roger McMahon  
Non-Executive Director 
 
Roger has 30 years Director-
level experience in 
international education, with 
an unrivalled track record 
and networks in Central Asia 
in particular.  

 
 
With a career spent in 
Recruitment & Marketing with 
Study Group and Kings 
Education, Roger now 
invests in education projects 
and is involved in charities 
supporting those with 
learning disabilities.  
  

 
Banu Mitchell  
Director of Conversion 
 
Banu has over 10 years 
experience in international 
student recruitment and 
admissions, having been a  
 

 
key counsellor for Turkey’s 
biggest agencies. Since 2013 
Banu has been Director of 
Recruitment for Levant 
Education’s agency division, 
helping it to be nominated for 
a STM STAR award (New 
Agency) in its first year.  
  

Leyla Esmaeili  
Iran Enrolment Advisor 
 
Leyla joined Levant 
Education in 2014 following a 
study abroad experience in 
Los Angeles. Leyla manages  

 
enquiries, digital marketing 
and applications from Iran, 
and is skilled in assisting 
students with visa 
applications.  

 
   
Salima Iskenderova 
Azerbaijan Enrolment 
Advisor 
 
Salima began working with 
Levant Education assisting 
with exhibitions in Baku, and 
has a background in  

 
customer relations and 
marketing. As well as 
assisting students, she 
maintains content on the AZ 
websites and social media 
channels. 

 
   
 



2 important markets, 155 million people, 40% under the age of 24 
 
Turkey 
 
Turkey is widely acknowledged as one of the world’s top sending markets with an 
estimated 80,000-100,000 students going abroad each year. 
 
UNESCO reports just under 45,000 Turkish students enrolled in higher education 
abroad for 2015, with a number of push factors as well as the pull factors attracting 
students. A capacity issue is driving outbound numbers for higher education in that 
there are not nearly enough university places in Turkey to keep pace with local 
demand. Just over two million prospective applicants sat the YGS Higher Education 
Entrance Exam for Turkish universities in 2015, but only 351,000 students were 
admitted for undergraduate studies that year. 
 
The underlying economic and political conditions in and around the country in recent 
years have generally been supportive of this strong demand pattern. Turkey is the 
world’s 17th-largest economy, and has in recent years been one of the fastest-
growing economies in the world (as well as the fastest-growing in Europe). 
 
Turkey has recently faced a more challenging political environment following a failed 
coup attempt in July 2016. The Turkish government declared a State of Emergency 
in the wake of the failed coup and it continues to operate under emergency powers 
today in anticipation of a 16 April 2017 referendum on government reforms. The 
purge of suspected coup-supporters has seen thousands of people detailed or lose 
their jobs, with the education sector being particularly targeted. In the past 18 months 
regular terrorist attacks have shaken the country, adding to security worries.  
 
There has there been rising economic instability against that dramatic political 
backdrop but the Turkish lira has been relatively stable in recent months. Indeed, 
there are indications of continuing and stable demand for study abroad among 
Turkish students and parents in the months following the coup attempt, as foreign HE 
is seen as a safer option in terms of security and freedom from the political 
repercussions of the attempted coup.  
 
Overall, the economic outlook is for continued growth and relative stability in spite of 
this uncertainty along with the security, humanitarian, and political challenges arising 
from the conflict in neighbouring Syria. “The Turkish economy continues to face 
geopolitical headwinds and unsettled political conditions, after having weathered a 
coup attempt in July and engaged in military operations in Syria,” says a recent 
update from the OECD. “Uncertainties are high but fiscal, prudential, and monetary 
policies are supportive and should spur household consumption from late 2016 
onwards.” 
 
Our HERO services are run from Nisantasi in Istanbul, and offer full marketing and 
recruitment support for our clients. While the demand for study abroad continues to 
be strong, international offices of global universities are wary of sending staff to 
Turkey while political instability continues. Our team have over 20 years experience 
in the market and excellent professional networks. We are member of local 
Chambers of Commerce, and partners of IDP education. Working with HERO gives 
you decisive advantages over other institutions trying to recruit from the market 
remotely.  
 
 



Iran 
 

  
 
With an 80 million population, a tradition of study abroad and a need to modernise 
and boost employment for a young demographic, Iran is widely viewed as one of the 
world’s most dynamic markets for international students, beyond the twin pillars of 
China and India. The British Council in 2014 found that the number of Iran’s 
outbound postgraduate students showed strong growth in recent years, rising from 
8,000 in 2007 to 17,000 in 2012. The total increase in that period was 112.5 per cent 
— the fastest annual growth rate of any country besides Saudi Arabia. The Council 
predicted strong future growth in countries like the U.S., Germany and Canada. 
Those projections have recently seemed to pan out. In the U.S., the number of 
Iranian postgraduate students grew by 33 per cent between 2012/13 and 2015/16, 
from 7,157 to 9,534. (In 2015/16, a total of 12,269 Iranian students were studying in 
the U.S., according to the IIEs Open Doors data. This is the largest number of Iranian 
students in the U.S since 1985, and represents a 118 per cent increase compared to 
2010/2011.)  
 
Iran continues to face a brain drain: the Iranian Ministry of Science, Research and 
Technology in 2014 announced that the country was losing about 150,000 talented 
citizens each year and that 25 per cent of Iranians with post-secondary education 
were living abroad in OECD countries. Measuring countries’ brain drain by patents 
filed by emigrants, The Economist magazine reported in 2015 that 96.1 per cent of 
worldwide patents by Iranian-born inventors were filed from abroad. Conservative 
political factions in Iran continue to look unfavourably on educational exchanges with 
the West, but the political environment in Iran was, at the end of 2016, more 
conducive to cooperation with Western academic institutions and student exchange 
than in previous decades. Given the exclusionary immigration policies and imposition 
of new sanctions by the Trump administration, however, potential gains can now 
primarily be expected in other Anglophone countries. 
 
Levant Education’s HERO staff in Istanbul provide a central enquiries and 
admissions processing service, supported by our study abroad office in Niavaran, an 
up-market suburb of Tehran. We regularly hold missions to Iran for meetings and 
presentations, and work with our clients to develop recruitment and partnership 
activities. This ensures initial prospecting visits by university staff are followed up in-
market with sustained marketing activity and local office support for recruitment and 
partnership communications and administration. Our local staff and legal partners 
provide due diligence to ensure you are being represented in a professional and 
legally compliant manner.  
 
 
 
 
 



The same old thinking... 
 

 
 
Universities have been taking the same approach to international recruitment 
for over 20 years. The early arrivals to market were able to find a place in the 
market, develop relationships with willing agents, and develop brand 
awareness over time. 
 
Many universities, however, came to the market later, did not have the same 
success with agents, and gave up after dabbling in the market for a year or 
two. While they have agencies on their books, the relationships are dormant 
and the agreements are effectively expired. 
 
Globally, we know that in 2015 around a third of international, non-EU 
students were recruited using agencies, at an estimated cost of £86.7 million 
or an average of £1767 per international student. In Turkey, the proportion of 
agency-recruited students is much higher, as students look to local experts to 
guide them and provide support services such as visa application assistance.  
 
In 2017, the model of signing up agents and hoping for results after a year or 
two of limited support will not work. The market is crowded, and large 
agencies see new entrants merely as fodder for their lucrative exhibition 
business.  
 
Really effective recruitment needs a more modern approach, a tailor 
made recruitment model that: 
 

• increases market penetration and stimulates both Direct and Agency 
channels 

• establishes productive, revenue generating relationships in-market that 
endure and grow 

• provides for enquiry generation and conversion through to enrolment 
• maximises recruitment and yet reduces commission costs in the long 

run.  



Higher Education Regional Office - HERO - provides a tailor made, in-
market service to support your recruitment goals. Consider it your own 
Regional Office.  
 
In larger markets the value of the Regional Office has been recognised and 
investment has followed. Such offices have many management functions - 
supporting local agencies, providing a base for various activities: event 
attendance, partnership development, alumni support, faculty visits, 
government and scholarship office liaisons, regional development and direct 
recruitment are some examples.  
 
Our dedicated team is experienced, motivated and expert in its region. We 
boost enquiry generation through online marketing, agency and event 
management, then ensure that enquiries are followed up with database 
management and conversion targets: Enquiry to Application, Application to 
Acceptance, Acceptance to Enrolment.  
 
The world is becoming more complicated. HERO is strategically placed 
to achieve your recruitment goals  
 

  
 
Travel to Turkey is not as straightforward as it once was, with safety concerns 
impacting on travel decisions and insurance cover. Access to Iran is difficult 
for UK citizens. Azerbaijan is a great market if managed properly. In all 
markets hands on attention and expert local knowledge are always better than 
occasional visits from the university IO when it comes to effective student 
recruitment. We provide unrivalled expertise, contacts and recruitment 
management strategies for these markets and the wider region.  
 
HERO manages multiple recruitment channels in the right language 

 
Dedicated recruitment advisors based in Istanbul, 
Tehran and Baku provide real-time enrolment support 
to students and agents, speaking their own language, 
and understanding the local issues and Higher 
Education options. Trained on-campus, they are also 
experienced in providing event, agency, and high 

school support, ensuring that university recruitment standards are maintained 
while providing local students and agents with the ultimate service.  
 
International student recruitment is changing rapidly. New recruitment 
strategies are vital for universities that want to stay in the international 
recruitment game.  
 
 



 

Higher Education Recruitment Office –  
The HERO Model:  
 

 
Lead Generation 
 
Our dedicated in-market team manages digital marketing, social media 
campaigns, referral campaigns, alumni marketing, online and real-world 
seminars, high school visits and on-campus marketing activities to generate 
constant flow of targeted leads which we then follow up, track and convert for 
our clients. 
 
 
Agent Network Management  
 
We only work with qualified, experienced agents that have proven to be 
reputable and honest over many years. Being in-market allows us to closely 
support them and offer the service and efficiency that agents look for when 
placing university students.  
 
 
High School Marketing  
 
By 2025, it is estimated that there will be 15,000 English-medium international 
schools in the world, with over 8 million students enrolled - almost double the 
current number. Agencies increasingly struggle to recruit these students, as 
providing international university progression is a key selling point of the 
schools. It is therefore vital to reach out to international high school 
counsellors as much as possible. 
 
 
Postgraduate Recruitment  
 
Recruitment of international PG students requires attention, and is not the 
same as direct recruitment from within the UK. A typical Masters student is 
investing around £30,000 for a year’s study and associated costs; they may 
never have been to the UK, let alone attended a university open day. With an 
in-market office advising, supporting and reassuring the PG student, you will 
have clear competitive advantage when it comes to winning over the student. 
 
 
Enquiry to Offer to Enrolment 
 
Your dedicated enrolment advisor is trained to your own standards of product 
knowledge and our high levels of counselling excellence. Because the advisor 
is in-market, speaking the local language with a local address, they are better 
able to convert enquiries to applications.  By tracking subsequent offer 
holders and maintaining open lines of communication, with the added value of 
in-market support for services (visa applications, IELTS exams) or 
accommodation options, we maximise the chances of converting offer holders 
to enrolments.  



Alumni Marketing  
 
Your alumni increasingly expect their alma mater to provide post-study 
benefits, whether they are in Izmir or Isfahan. Universities marketing 
themselves as ‘global’ need to think about what this means after graduation, 
as well as before. Graduates in every country feel a strong bond between 
their university and fellow alumni. If this is developed, alumni will appreciate 
that their alma mater has not forgotten them, and are more likely to refer 
others. Conversely, a ‘forgotten’ alumnus is a bitter alumnus, and not a happy 
ambassador for your university. 
 
 
Balancing Diversity 
 
Focusing staff and resources on larger markets in Asia or the Middle East 
makes sense, but can lead to problems with student diversity. Any language 
school will tell you that ‘successful recruitment’ in 1 or 2 markets has a 
negative impact on recruitment from other markets, and also on future 
recruitment from those same markets where the school has ‘overfished’. A 
university will find a reputation for having ‘more Chinese than Chongqing 
University’ hard to shake.  
 
 
Return on Investment  
 
Investment in our in-market service is a cost-effective alternative to additional 
staffing and traditional recruitment models. An outsourced model, working 
with an expert specialist partner, with close relationship management, service 
support and reporting, can quickly prove its return on investment in terms of 
new enrolments, market penetration and alumni networks.  
 
 
Financial Model  
 
We target 30 students for a new client from the region in year 2. The cost of 
recruiting using the HERO model is lower than through the International Office 
alone and lower than the average cost of recruiting through agents worldwide 
(£1800 per student). Costs are reduced thanks to saving on staff costs and 
associated travel and marketing budgets. It is also much more likely to 
produce volume of students and maintain that volume year-on-year.  
 
Working with our expert HERO team - our heroes - no commission is payable 
for the first 10 directly recruited students, and after that an incremental 
commission of 2.5% to 5%. Recruitment through the HERO–supported agent 
network is based on incremental commissions of 15% to 20%, with 5% of that 
going to Levant Education from each enrolment.  
 
According to this model recruitment of 30 international students, which would 
cost almost £60,000 in commission fees if recruited through agencies, will 
cost roughly half that amount. The traditional model would require staff to visit 
markets, support agents, attend events and to provide budgets for marketing 



and recruitment. Our model requires a fixed fee of £20,000 per year, paid in 
quarterly instalments, plus a digital marketing budget.  
 
On top of the increased recruitment potential and efficiencies in our model, we 
also support your strategic partnerships in the region, from initial contact and 
proposal to fully functioning, delivering collaboration.  
 
 
Timeline Year One: 
 
Phase 1: September 2017 - January 2018 
 

- Recruitment strategy signed off with the university 
- Agent network established in 3 countries  
- Agent training undertaken including webinars / live chats 
- Online profiles and social media campaigns begin 
- Alumni Network identified 
- Key high schools identified 
- Materials sent out to market via Istanbul 
- Exhibition attendance in agreement with International Office 
- Review of potential partnerships (2+2, final year UG) 

 
Phase 2: February 2018 – May 2018 
 

- Agency training and visits continue 
- Online recruitment campaign intensified 
- Alumni event (where possible)  
- Exhibition attendance in agreement with International Office 
- Visits to key high schools, presentations 
- Visits to potential academic / business partners  
- Student presentations, interviews in Istanbul, Baku, Tehran 
- Offer holder events in Istanbul, Baku, Tehran  
- Visa and accommodation support  

 
Phase 3: June 2018 – September 2018 
 

- Agency training and visits continue 
- Online recruitment campaign continues 
- Visits to potential academic / business partners  
- Student interviews in Istanbul, Baku, Tehran 
- Offer holder events in Istanbul, Baku, Tehran  
- Visa and accommodation support 
- Partner conference (university, agents, counsellors) 
- Exchange visits between potential academic / business partners 
- Review of year 1 and agreement on year 2 planning 


