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MCS 312
Recruiting New Commissioners
Teaching Notes
In the 1940’s, a super-salesman named Elmer Wheeler made what Time magazine called “a handsome living” advising U.S businesses. His concept was -“Don’t sell the sausage – sell the sizzle!” Elmer knew the big secret to successful selling is that you don’t advertise the sausage itself because it’s the desirable sounds and smells which get the juices flowing and the people hungry. We should keep that in mind when recruiting new commissioners - when making the sales pitch. Scouting is exciting, adventurous, and a whole lot of fun. We need to sell the “sizzle” of Scouting. 
Primary Method of Instruction 
The primary method of instruction will be a guided discussion on the topics listed below. Review the detailed training notes included in the slides of PowerPoint Presentation – MCS – 312. Additional resources are provided in file 004 - MCS - 312 Course Materials.  
· Fielding a Complete Team
· Methods of Recruiting
· The Eight Steps Approach
· Determine the Position Needed
· Determine the Best Prospects for the Job
· Research the Prospects at the top of your list
· Make the Appointment
· Make the Sale
· Ask for a Commitment
· Have a fallback position in mind
· Follow up
· [bookmark: _GoBack]Group Recruiting
· Leadership Conference
· Recruiting in a Single Company or Organization
· Recruiting Younger Commissioners
· Always the Recruiter

Secondary Method of Instruction 
The secondary approach to this course is to use the PowerPoint Presentation 010 - MCS 312. The teaching notes are included in the slides. Be sure to review the slides, the notes, and the information provided in the recommended resource literature located in file 004 – MCS 312 Course Materials. As the presenter you should understand the point of each slide and be able to present with out reading the notes.
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