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Sales and Marketing PolicY DUBLIN CULTURAL INSTITUTE
1. Purpose
The purpose of this policy is to ensure that all sales, marketing, and promotional activities of the English language school are conducted in a transparent, ethical, and accurate manner. The policy aims to provide prospective students with clear and reliable information about the school’s courses, services, fees, and facilities.
The school is committed to maintaining marketing practices that comply with Irish consumer protection laws and international education standards while promoting the institution responsibly.
2. Scope
This policy applies to:
· All marketing and promotional activities undertaken by the school
· Sales representatives and recruitment staff
· Education agents and partner organisations
· Advertising through digital, print, or social media platforms
· Communication with prospective students and parents

3. Marketing Principles
The school follows these principles in all marketing and promotional activities:
Accuracy and Transparency
All marketing materials must provide accurate, clear, and truthful information about:
· Course content and learning outcomes
· Entry requirements and English level requirements
· Course duration and timetables
· Tuition fees and additional charges
· Facilities and student services
No misleading or exaggerated claims about course outcomes, employment opportunities, or immigration benefits will be made.
Ethical Marketing
Marketing communications must respect ethical standards and avoid:
· False or misleading advertising
· Unsubstantiated claims regarding accreditation or recognition
· Pressure selling or aggressive recruitment practices
The school ensures that prospective students are able to make informed decisions based on reliable information.
Student-Centred Approach
Marketing efforts focus on promoting the educational value and learning experience offered by the school rather than purely commercial objectives.
4. Marketing Channels
The school promotes its programmes through a variety of approved channels, including:
· Official school website
· Social media platforms
· Digital advertising campaigns
· Printed brochures and promotional materials
· Educational fairs and exhibitions
· Partnerships with international education agents
All materials must be approved by the school management before publication.

5. Education Agents and Recruitment Partners
The school may work with approved education agents to recruit international students.
To ensure ethical recruitment practices:
· Agents must sign a formal agreement with the school
· Agents must represent the school accurately
· Agents must follow the school’s marketing guidelines
· Agents must not make misleading claims about visa outcomes or employment rights
The school regularly monitors agent performance and may terminate partnerships if standards are not met.
6. Digital Marketing and Online Communications
Online marketing must comply with data protection and privacy regulations, including the General Data Protection Regulation (GDPR).
The school ensures that:
· Personal data collected through websites or online enquiries is securely stored
· Students give consent before receiving marketing communications
· Email marketing includes an unsubscribe option
· Online content is regularly reviewed to ensure accuracy
7. Pricing and Promotional Offers
All course fees and promotional offers must be clearly communicated.
The school ensures that:
· All fees are published transparently
· Promotional discounts are clearly explained
· Any additional charges (registration, materials, exam fees) are disclosed in advance
Students must receive full information about costs before enrolment.
8. Monitoring and Quality Assurance
The school regularly reviews its sales and marketing activities to ensure compliance with this policy.
This includes:
· Reviewing marketing materials annually
· Monitoring student feedback regarding marketing information
· Evaluating the performance of recruitment channels and agents
Corrective actions will be taken if any misleading or inaccurate information is identified.

9. Responsibility
Responsibility for implementing this policy lies with:
· School Director / Management – overall oversight
· Marketing Manager – development and approval of marketing materials
· Admissions Team – communication with prospective students
· Approved Agents – responsible representation of the school

10. Policy Review
This policy will be reviewed annually to ensure it remains aligned with regulatory requirements, industry standards, and the strategic goals of the school.
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