




MCS 312

Recruiting New Commissioners

Course Outline

Fielding a Complete Team

Quality programs flourish and membership grows in a Scouting district only when there is a complete team of quality commissioners.  This avoids overloading the same few volunteers who rarely say no, but who may find it easier to drop out of Scouting than to complain, “That’s enough! I can’t do any more!”

Know the standard.  Provide a ratio of one unit commissioner for every three units.  A good staff also has one assistant district commissioner for every five unit commissioners, plus adequate roundtable commissioners and staff.

In order for a district commissioner or ADC to earn the Commissioner’s Key, he or she must develop and put into action a suitable recruiting plan.

Recruiting Commissioners 
Step by Step

Distribute copies of the chapter on recruiting found in the “Commissioner Administration of Unit Service” manual.

Develop a flip chart or other device to walk the group through the eight steps.  Encourage discussion on each step.

Why people volunteer – a great discussion question.  (Reference Selecting District People, No. 34512)

Methods of Recruiting

· Individual recruiting - One on one contact with the prospect.
· Group recruiting – Bringing 3 or more prospects together to explain the Commissioner concept. 

Individual Recruiting
Recruiting Commissioners— Step-by-Step
1. Determine what commissioner positions are needed.
• Assess the effectiveness of existing volunteers.
• Define the responsibilities of the position and write a brief job description.
• List the qualities most likely to get the job done.
2. Determine the best prospects for the job.
• Consider many sources for prospects.
• List possible prospects for each job.
• Consider their qualities for the job.
• Prioritize prospects based on who has the qualities that best fit the job.
3. Research the prospects at the top of your list.
• Learn what their interests, abilities, and motivations are.
• Tailor your approach to their interests.
• Determine who can make the best approach. You need someone to open the door who has enough influence with the prospect to gain his or her interest. Perhaps that’s you.
• Anticipate questions or objections. Decide in advance how you will answer them.
• Develop specific information on what you want the prospect to do. A few well-written, attractive pieces of paper can explain commissioner service and your district, and outline a job description. Develop this sales tool around the job you want done, tailoring it to the prospect’s interests and skills. Don’t dump the whole load. The prospect doesn’t need every detail on commissioner service and probably will not read more than a few pages.
4. Make an appointment.
• Do not recruit over the phone, and do not let the prospect say no over the phone. Ask for an appointment to discuss a community matter. Try not to give too much information about what it is.
• Determine the best time and the most appropriate place. If possible, avoid office pressures. Try for a lunch or other time away from daily distractions. If you recruit at home, make sure the prospect’s spouse is there so you can sell both of them on the idea.
• Make sure that someone the prospect respects or who has influence with the prospect goes with you. Never recruit alone. One person listens while the other talks.
5. Make the sale.
• Introduce everyone. Be sure the prospect understands what each of you do in Scouting.
• Make small talk about the prospect’s interests, family, and achievements, based on your research.
• Sell the sizzle. Deliver an exciting, enthusiastic, and brief pitch on commissioner service and youth. Don’t dwell on details. Talk about the purposes in serving units that will most interest the prospect.
• Describe the job you want the prospect to do, its importance to youth, and to the community. Be specific.
• Remind the prospect that he or she is the best person to do the job.
• Ask for questions. Be sure the prospect understands what is expected. Be prepared to overcome objections. Answer the prospect’s questions briefly and positively.
• Listen for comments from the prospect that may help sell him or her on the job.
• Know when to close the sale. Don’t keep selling if you think the prospect is not interested or if the prospect is sold. Don’t oversell the job. Don’t give too much detail. Make the job seem important, fun, and worthwhile. And don’t undersell the job. Be sure the prospect knows exactly what is expected and is willing to do it.
• Recognize that people work for people. Stress the participation of persons who are of interest to the prospect.  Don’t overlook the friendship and fellowship that will evolve.
6. Ask for a commitment.
• You need this person—say so. Be patient. Wait for an answer.
7. Have a fall-back position in mind.
• Don’t let the prospect off the hook. Leave the prospect something. Get his or her help in recruiting others. In any event, the prospect will be flattered and will know more about Scouting. If you are turned down, keep the door open for a later decision.
8. Follow up.
• After the prospect says yes, give the new recruit the details of how and where to go online to access the Unit Commissioner Fast Start. Provide a reference to the Web site (www.scouting.org/commissioners) for additional details about the job of a commissioner, but don’t let them be overwhelmed by all they see there. It can work as a reference to other resources available to them in the future as they begin to do their job.
• Formally acknowledge the commitment with a letter and a copy of the Commissioner Fieldbook for Unit Service.
• Invite and take the person to the next commissioner meeting.
• Prepare an appropriate news release or announcement in the council newsletter.
• Within a week or two, follow up with specific orientation and an assignment.
• Ensure the new commissioner is offered and receives Commissioner Basic Training within two months of accepting the position.


Group Recruiting

[bookmark: _GoBack]Group recruiting is a special and exciting approach for a district.  It involves bringing three or more people together to hear about Scouting and then asking them to serve in some capacity.  Key administrative commissioners and the district executive meet to plan and accept assignments for the group recruiting event.

Group recruiting has several advantages.
· Typically more relaxed than the one on one approach.
· The group approach, with more participants, increases the opportunity to recruit new members.
· Conversations among participants may lead to fond memories of the time they were young Scouts.
· Someone who decided to join the team may be able to influence their peers more effectively that the ones holding the meeting. 

There are two types of group recruiting.
· Leadership conference.  This is best used when there are only a few existing commissioners.  Decide on the date, time, place, and nature of the event.  Develop a list of prospects for an informal gathering of community leaders.  Select a host who can attract the prospects.  The host invites prospects to his or her club, office, living room, barbecue, or other attractive or prestigious location.  The program inspires, tells the Scouting story, presents the need, and asks for a commitment.
· Group recruiting in a single company or organization.  The company president or other organization leader is asked to list and bring together selected employees, often working through company department heads or personnel director.  The meeting, usually held on company time, informs, inspires, asks, and gets commitments.  District leaders match people to jobs and follow up immediately.  A company may be asked to “adopt” and fill the entire staff.

Highlights of Recruiting District Volunteers

Show the video Highlights for District Operations for the 21st Century: Part 2 – Recruiting District Volunteers, inside Commissioner Service and District Operating Support, No. AV-06DVD08.


Recruiting Younger Commissioners

Do not rely on veteran Scouters.  Go to sources of younger adults, i.e., Jaycees, new NESA members, young professional people in the community, etc.

Young prospects may be especially time-conscious.
· Be very specific and focused about what you ask them to do.
· Do not let their Scouting time get diffused in doing anything else in Scouting but unit service.

Always the Recruiter

Recruiting new Commissioners is an ongoing mission. Another approach to recruiting or finding prospects is to have them come to you. Advertise the Scouting program. Wear a Scout hat or jacket, put a decal on your vehicle, hang a Scouting picture in your office. Perhaps a co-worker seeing a Scouting certificate or Wood Badge patch on your cubicle wall will spark a conversation and re-new their interest the Scouting program. 

And Remember

Be creative. Recruiting unit commissioners is a journey, not a final destination.
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