

Recruiting Tips 

Recruiting is about creating relationships with a variety of sources, but most importantly, with your students

Steps to recruiting students and promoting your program to the community:
1.  Get the word out about the program!  Talk to community members, friends, neighbors, local colleges, high school counselors, and adult education staff to let them know about your new program.  Use pamphlets, brochures, posters, PowerPoint presentations, and website links, movie theater lead-ins and creative T.V. and radio spots to let the world know about the opportunities available.  Use the “College Transition Toolkit” to help you create a plan of action. It provides excellent strategies and steps to help you achieve your recruiting goals (www.collegetransition.org).
2. Establish a strong partnership with local colleges, adult education programs and high school counselors to discuss how your program can positively benefit students.  Find out who to contact then set-up meetings and appointments and make sure that you are prepared and professional with enough information to promote your program.  Navigator business cards are an excellent resource to use.  These partnerships will help you recruit and reach students who you may not have an opportunity to see otherwise.
3. Be visible and accessible.  Visit local GED programs and talk with students, meet with instructors, and administration to help promote the program.  Walk through local high schools to meet with counselors and teachers.  Introduce yourself to college staff and those in student services, financial aid, advising and counseling,  admissions  and enrollment,  and the bookstore to let them know who you are and about your program.  They can become great resources and your “best friends” as you move students through the program into college.
4. Communication is KEY! Gather eligible student information and prepare to contact them either by mail or phone.  Develop a great brochure or letter to send to students and then follow-up with a phone call to personally speak with students.  Learn how to text to communicate with students – it’s faster and works well!  Set aside time on a regular basis to communicate with students.  Most need more than one contact.
5. Meet with students in a variety of ways.  Set-up program orientations in small or large groups, or better yet, meet with students individually for best results.  Again, come prepared to show students program information, brochures, and powerpoint presentations to meet various student learning styles.
6. Opening day!  Be prepared to recruit up to the last minute!  Many students will not commit to enrollment until the last week or day.  Don’t get discouraged.  Recruitment can 
		be frustrating because what works well for one student may not work for another but, it’s 	worth it!

Challenges:  
*Students tend to procrastinate and some have little follow-through.  Don’t be surprised if they don’t always keep appointments or meetings.
*College staff and community members may not welcome another program with open-arms.  It takes time and persistence to create some partnerships.  Don’t be discouraged if not everyone is a supporter at first.
*Locating resources and key people to help you can be challenging, especially if you are new to the area.  Find someone you can rely on to help pave the way for you.
*If you are a new face to students, it may take some time and several conversations before a relationship can be built.  Plan to invest some time in building student-navigator partnerships.    

Final Outcomes and Successes:
*Student success and enrollment in college!  Many students state that they would never have considered college without the benefit of the Colorado SUN program and staff.  Plan to follow-up for at least the first year to let students know that they still count on you!
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