Accomplish Your Goals Working With Volunteers

Facts

1. Volunteers want to use the least amount of time possible dealing with Scouting.

2. Scouting and accomplishing our goals is not a top priority to volunteers.

3. Volunteers will let you down and disappoint you.

4. Volunteers want to be successful and a winner.

5. Volunteers will want to cut corners.

6. Volunteers are not prompt in their efforts.

Solutions To These Problems

1. Give good support to volunteers and also have a plan of action, ideas, etc. on paper to show volunteers you are professional and he/she can be successful with your support. The stronger your support, the less time he/she has to devote to the project.

2. Make Scouting’s goal the volunteer’s goal. Make the volunteers feel responsible for these goals. Your determination to achieve these goals will reinforce this idea.

3.  Brag on your volunteers in front of other volunteers: Make them feel successful by pointing out he things the volunteer does best. This feeling of accomplishment will carry over to the weaknesses of the volunteer and strengthen them. Make the volunteer feel appreciated, needed and that good things are being accomplished through their efforts.

4. Be a Salesman For Scouting’s Successful Plan! Volunteers sill want to change the plan of action to make it easier on them (on the front end). The hardest thing we do is to get sincere volunteers to break old habits and follow Scouting’s successful plan. Find ways to sell “The Real Scouting Program.”

Ways To Help You Sell

1. History has shown Scouting’s success – History has also shown Failure if you stray from this plan.

2. The Boy Scout program was developed to run one right away – The Scouting Way – any other way is not Scouting. Always rely on what is in the B.S.A. handbook, District operations manual, Commissioner handbook, etc.

3. Use other volunteers in selling Scouting to other volunteers.

4. Ger rid of negative volunteers. If you have a problem volunteer for 5 years, then he/she will be a problem volunteer for another 5 years. Don’t reinforce bad ideas or habits; find a way to get rid of the factors in your district that hurt Scouting.

5. Be sincere and always sell the “need” that scouting tries to fill. People tend to bend when you speak of the needs of youth.

6. Always use the Volunteer Pad Theory in dealing with deadlines.

Volunteer Pad Theory – When dealing with a volunteer, always allow yourself 

4-6 workdays as a pad for your deadline to allow the volunteer to not be a factor in your success or failure. 

Example: If you have to have a unit charter in by the 31st of the month, tell the     


    volunteer the final deadline is the 24th. This allows you a pad of one 


    week. Most likely the volunteer will not have the materials on time, 


    but you have one week to still accomplish your goal.


    Use the Volunteer Pad Theory in every phase of our job. Make sure you 


    back date your calendar when planning to ensure the pad time is in your


    schedule.

