RECRUITING
· Static Recruiting – is essentially the idea that spending money and holding a large event will do the recruiting for you. As we found out, this does not work. It only served to attract those interested in a good time. 

· Dynamic Recruiting - 
· Our new form of recruitment focuses on relationship building. 

· Dynamic Recruitment breaks recruitment down to the basics. 

· What makes up your organization?  What makes it work? 

· The Answer:  People and Purpose. 

· People without purpose are just a social club. 

· Pilot’s motto is “Friendship & Service” 

· You’ve got the Service part down, that’s for sure. 

· But can friendship be parlayed into recruitment? 

Forming friendships can recruit better than the biggest of events.

Question- What are a few ways you’ve done recruitment thus far? 

· Inviting members to service and social events, correct? 
· The results were generally folks who enjoyed having a good time. 
· These kinds of folks are great, but are they the kind you’re looking for?

Question- What kind of person makes a good Pilot Club Member?

· Dedicated, driven, motivated, caring…

· Those are all good qualities
Question- Who do you know outside the club who has some of those qualities? 

· Everyone knows at least one person who has some of them. Take those and put them all on a list. 

· You’ve now found your pool to recruit from

· Creating a list of these names will be paramount to your recruiting success.

Question- What words do you think of when you hear the word SPAM? 

· Gross, disgusting, gelatinous goo, perhaps repetitive nonsense, random sales pitch? 

· Similarities:  Strangely enough, that’s how most non-group members view our organizations. They’ve never tried it, so they form their own opinions about them. 

· However, what if we turn that ugly word into a useful acronym?
SPAM = 
· Skill 

· Product Knowledge
· Audience Understanding
· Motivation Necessary to succeed

· Skill – Having the ability to communicate, socialize and effectively grow membership 

· Product Knowledge – Having a firm understanding of your organization, its value to its members, and value to the community
· Audience Understanding – Having an awareness of who you want, where they are, and how to interact with them. 
· Motivation to Succeed – Having the drive necessary to get the results you desire. 
Now SPAM has become a useful tool in your recruitment arsenal.
Question - Have you ever driven somewhere and blanked out for 10 minutes, brushed your teeth without thinking, or tied your shoe without looking?  These are all patterns of behavior.
· Psychologists have determined that it takes 21 days to make or break a habit. 

· Thus in less then a month you can transform your group’s lack of “SPAM” completely.  

· The trick is to commit to trying these new behaviors

· Motivation
· Every group that’s ever existed has at one point had a problem motivating its members, especially when it comes to recruiting new members. 

· Keep in mind that motivation is not something to be fixed, but managed. 

The dream – The important thing to remember is that people work as hard as their dreams are important to them. In other words they are motivated by their desires not yours.  This means you must figure out how to build that dream. 

Question - What dreams really inspired you? 

· Making that team in school? 

· Dating that special person that made you feel wonderful? 

· Getting the job you always wanted? 

· The point is, we’ve all had a dream that made us feel we would do almost anything to achieve it.
Questions – 

· Do you know the individual dreams of your group members?  

· Does your organization have a dream right now? 

· Do your members have a powerful, compelling reason to do what it takes to recruit new members? 

The dangerous part of Motivation is lacking it.
· Every group has fallen victim to apathy. 
· Every group has lacked a clear goal or ambition. 

· This is what makes Motivation such an essential part of recruitment. 

· Once you have it, your attendance will improve, your enthusiasm will sky rocket and your group will all be on the same page.
Building the Dream…


First, think about it in two ways

· 1st: There can be no limit to your dreams; it’s a world of limitless possibilities. 

· 2nd: Adopt a positive attitude of “Yes we can”

Now take a few moments to think of an outstanding dream for your group to achieve. 

· What would your club be able to do if it had as many high quality members as it wanted? 
· What would it be able to achieve if it had as many high quality members as it wanted? 

· What would it be able to become with as many high quality members as it wanted? 

Dare to dream…

· In 1921 someone had a dream to form Pilot International, which has since spread around the world. 

· Are you brave enough to share your dreams and work to achieve them? 

· Know your Audience

Statistically speaking, people fall into three categories when it comes to joining an organization: 

· Always Joiners 

· Never Joiners 
· Maybe Joiners 

The percentages:
· Always Joiners and Never Joiners make up 30% of society 

· Maybe Joiners make up 70% of the rest of us. 

The Maybe Joiners are the key to your recruitment potential; however, they WON’T simply come to you.  
This is where the names list comes into play

· You need to fill this list with as many names as possible. 
· Quantity results in quality as the best will rise to the top. 

· There are many ways to obtain these names. We will focus on the 5 for 5 methods. 

5 for 5 Method 

· This is an extremely simple yet effective way to vastly increase the number of prospective members on your list in no time at all. 

· Over the course of five days, make it a point to meet five new people every day. 

· At the end of 5 days you’ll have met 25 new people. 

· If only 5 people from your group accept this challenge, you’ll have added 125 names to your list in less than a week. 
· What recruitment event has ever brought those kind of results? 

The point to Knowing Your Audience is forming those relationships that will inevitably increase your club’s potential to recruit. 
· Know your Product

· Imagine applying for a job and not having references, a resume, or any knowledge of the skills you could lend to the company.  You wouldn’t get very far would you? 

· Imagine trying to talk to a perspective member about your organization without knowing anything about it.  They wouldn’t be very impressed would they? 

· All the names in the world won’t do you a bit of good if you can’t explain what it is your group has to offer.
The conversation

· Knowledge in hand, we fast-forward to that scary experience when you finally ask a person if they would like to join. 

· I say scary because everyone, to a certain extent, is scared of rejection - FEAR NOT

· You don’t need to be afraid of this conversation.
The Feel, Felt, Found Method

· What’s the most common excuse you’ve heard for not joining? 

· They might say, “I don’t have enough time.”

· You reply, “I know how you feel, I felt the same way. However, I found that it didn’t take up much time at all.

The Feel, Felt, Found method can be used in almost any situation. The best way to prepare is to: 

· Come up with the top 10 reasons for not joining

· Develop 10 quality responses to those concerns

Congratulations!  You have just armed yourself with a well-rounded knowledge of both your organization and a confident sense of what to talk about with perspective members. 

· Developing Skills
· The skills being developed are People Skills 

· Some of us already have them; and some need a little work

How to initiate the conversation (The Magic Trick)
· Simply walk up to a stranger, extend your right hand and say, “Hello, my name is…” and divulge a tidbit of information about yourself. 

· Magically, they will shake your hand, tell you their name and begin to tell you all sorts of things about themselves.
· VOILA!  You have just accomplished the hardest part of meeting a new person. 

· You are no longer strangers but acquaintances quickly on your way to becoming friends. 

The most important part of this new conversation is to remember the other person’s name.  We all fall victim to not paying attention and forgetting their name.  The easiest way to remember it is:

· After they tell you their name, use it in your next sentence. 

· Think of it again in your head, and associate it with something about them. 

· Then use their name again when you say good-bye. 

The Result:  You’ve now met a person that you’d normally walk right past. 

We are half way done. We’ve started the conversation, now we must control it. 

Controlling the Conversation

· The best way to control the conversation is to monopolize the listening. 

· The best way to monopolize the listening is to ask open-ended questions about them.

· The best way to communicate that you really care about someone is to intently listen to what they say. The best part is that you don’t have to do much talking at all. 

“Five F*n Ways to Master a Conversation” 

A tried and true way to come up with these open ended questions lies in the “Five F*n Ways to Master a Conversation” 

· Family/Friends

· How do you know Jane? 

· Who’s your husband/boyfriend? 

· How did you meet? 

· Favorites

· I love going to Luigies for lunch.

· Where do you go? 

· Firsts

· What did you think of this city when you first moved here?

· What did you think when you first started working here?

· FUN

· I love getting together with friends. 

· What do you do for fun? 

· Where do you hang out? 

· From

· Where are you from?

· How did you end up here?

· Where do you live now? 

CONGRATRULATIONS!  You’ve just survived a few minutes of conversation. 

The next point is crucial.

Leaving the Conversation

· As you leave, mention that you’d love to chat with them again sometime. 

· BUT, before you go either set a date to meet again or exchange contact information

· You now have SPAM! 

· You have a dream, goal, or objective to achieve as a group and individual. 

· You know your audience and what kind of people your looking for. 

· You know your product. You can elaborate as to why your group is amazing. 

· And you have the skills to find them, talk to them, and develop the relationships necessary to recruit a new friend. 
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