FarmHouse Recruitment Guide

Texas Alpha Chapter

The most important component of your chapter is definitely, without a doubt, Recruitment.  You need a certain number of guys each semester to continue to grow or to maintain your current position.  We have always sought for a pledge class of 25 in the Fall and 10 in the Spring.  Those are our ideal size pledge classes.  You need to always estimate that you will lose about ¼ of your pledge class to de-pledgings or being voted out.  This is just typical and it is a statistic that has always proven to be true every year I have been involved in FarmHouse.  

In Spring 2002 we had a disastrous rush.  It was just a brutal failure, there is no way to make it spin positively.  After this we realized that it was going to take a completely, piece-by-piece destruction and re-building of Rush to build us to the point we need to be.  I spent a great deal of my presidency developing and testing new ideas on Rush.  When I went to President’s Leadership Conference, I wrote down every single idea imaginable on Rush.  Our Rush process was so revolutionary for the chapter that we gave it a title, “Reversing the Process.”  Its about turning Rush into an Offensive, rather than Defensive Game.  Through this process we sought after the rushees we wanted rather than the rushees we could get.  The results were a 27-man pledge class, the largest our chapter has had in over seven years and a saving grace for a chapter that was about to start a major decline.  

This section is my attempt to lay down on paper how exactly we did Rush in Fall 2002 so that whoever is Chapter President and Vice-President of Recruitment can thoroughly understand exactly how to conduct Rush and get the number and quality of rushees you seek each year.

The information in this section will help you piece together what is required and expected of you and give you advice on how to deal with any question that might arise in these areas:

· Reversing the Process (Searching for Rushees)

· Bragging

· Mail-Outs, Rush Booklets, Letters

· Summer Rush

· Formal Rush

· Open Rush 

· Strong Chapter = Chapter Rushees will want to Join

Reversing the Process (Searching for Rushees)

Summary 


The major change with the 2002 Rush Program that we developed was its basic structure.  In years past, we basically setup shop and let rushees come to us.  In 2002, we “Reversed the Process” by identifying and going after the rushees we WANTED, rather than let the rushees choose which fraternity they wanted.  This was the fundamental difference between our program and the program of years past.  We went on the Offensive rather than staying on the defensive.  This was nothing new to most FarmHouse chapters, but to our chapter and to Texas Tech, it was practically unheard.  


The first thing we had to do to reverse the process was find the rushees we wanted.  To do that was a 3 step process of its own.  You can do the same by just asking yourself these questions:

1) Ask the chapter what type of men/qualities does it want/need? For us it was:

a. Intelligence

b. Leadership/Ambition

c. Athletic Ability

d. Morality/Religious Virtues

e. Diversity in Opinion, Environment, Activities, Social Skills

2) What kind of things would these type of guys do in High School?

a. Intelligence – High School Valedictorians/Salutatorians, Honor Societies, Academic All State Football/Basketball/etc, UIL/Academic Competition Winners, Honors College Students, Scholarship Recipients, Top 10% of Graduating Class, State Academic Awards, State Qualifiers in FFA Competitions 

b. Leadership/Ambition – Student Body/Class Presidents or Officers, FFA Presidents or Officers, Officers in other organizations, Editors of High School Newspapers/Yearbooks, FFA Teams, Athletics Team Captains, Voted Most Likely to Succeed, 

c. Athletic Ability – All-State or Region Athletics, Academic All-State Football/Basketball/Baseball, Athletics Team Captains

d. Morality/Religious Virtues – Church Group Involvement, Fellowship of Christian Athletes, Alumni/Brother Recommendations, Class Chaplains, Peer-Assisted Learner (PALs)

e. Diversity in Opinion, Environment, Activities, Social Skills – Ag Scholarship Recipients, Small-town students, Students who led unusual activities such as Lacrosse/Orchestra/and activities not typically associated with FarmHouse, Alumni/Brother Recommendations

3) Ask yourself, how are you going to find these type of men with these type of activities?  

- MOST IMPORTANT TASK OF THIS PROCESS - You need to obtain a list of all entering Males from the University.  Separate the names by hometown and then use that to search from.  

a. Lists from the University – If you ask the proper people you can get lists of Ag Scholarship Recipients, Honors College Students, and most importantly, the list of all Incoming Freshmen Males.

b. Hometown Newspapers – Many of these are available online.  Go to Yahoo, Click on Newspapers, then State, then the town you are seeking.  Many are detailed and updated constantly, while many are not.  Here is the list by state: http://d2.dir.scd.yahoo.com/news_and_media/newspapers/by_region/u_s__states/  If a particular paper you are looking for is not listed, then try Google.com by entering the town name.  Enter the student’s name in the search engine on the paper’s website or just search for the words “high school” and scan for matching names.  Things in particular to note

i. In August or September many newspapers will list the names of all the Class/Student Body Officers of all the high schools

ii. In May or June the larger newspapers (i.e. Lubbock, Abilene, Amarillo, San Angelo, Odessa, Waco, Wichita Falls) will list the names of all the high school valedictorians/salutatorians in the region.  This is an amazing resource.

iii. In November/December/January the newspapers will publish a list of all the Academic All State Football recipients.  This list is a major resource and is very useful because it hits two of the major components we are looking for in rushees: intelligence and athletic ability.  

c. High School Websites – These were our biggest resource.  Go to the state government’s website for a complete list of all schools in the state divided by region: For Texas it is: http://www.tenet.edu/schools/texas.html or you can use this resources from Yahoo: http://dir.yahoo.com/Education/K_12/Schools/High_Schools/By_Region/U_S__States/

d. High School Newspapers – If you have access to high school newspapers, get them and use them.  

e. General Searching – You will not believe how useful www.google.com is.  Chances are you can enter a rushee’s name along with his hometown and you will receive detailed information on everything on that person.  

f. Alumni/Brother/Parent Recommendations – Take your list of all incoming freshmen, divide it up by Hometown and e-mail or regular mail alumni or brothers or parents you know from those towns and ask them for their comments on those men.  You’ll be surprised how many responses you will get.

g. Letters to High School Guidance Counselors and Ag Teachers – Send a letter out to every high school guidance counselor or Ag Teacher in the top 300 schools that send men to the university.  Ask for information on particular men or ask for their general recommendations.

h. Red Raider Camp and Orientation – Set out a booth or get men on staff of both of these groups.  Pass out brochures with reply forms inside that gets them to fill in their resume information.  Or just talk to the guys and get a good sense of what they have done and what they are looking for in a fraternity.

Using this process in 2002 we came up with a list of well over 400 men.  The top sources we used to find these men were (Many overlap):

1) General High School Website/Newspaper Searching – 250 names

2) Honors College List – 100 names

3) Orientation Booth – 50 names

4) Class Valedictorians/Salutatorians – 45 names

5) Ag College/FFA Scholarship Lists – 40 names

6) Academic All State Football List – 30 names

7) Red Raider Camp Recommendations – 30 names

8) Brother Recommendations – 25 names

9) Alumni Recommendations – 15 names

10) High School Counselor Letters – 10 names

11) Parent Recommendations – 5 names

This list of 453 names was the list that we decided we would find our pledge class from.  We narrowed down a list of 3500 entering male students to a list of 453 men that we would select our pledge class from.  While this list was not exclusive (meaning we recruited men who were not on our list, because frankly information cannot be found on all entering freshmen), it was where the bulk of our pledge class came from.  In fact, 73% of our 2002 Pledge Class came from this list.  

Tips

· Search for Rushees, not the other way around.

· Define exactly what type of pledge you are looking for, find the attributes that pledge likely has, and search for him.  

· Use every possible idea for finding rushees

· Utilize your alumni, current brothers, and parents for Rush.

Ideas

· Search for rushees using high school websites, hometown newspapers, and however else you can find men.

· Keep men on staff at orientation and Red Raider Camp.

· Send letters to High School Counselors and Ag Teachers

· E-mail Alumni, Parents, and Brothers with names of men from their hometowns for feedback.  

Bragging

Summary 


This is a pretty sensitive issue.  No one wants to seem like they are bragging, but sometimes you have no choice.  This is truly important in Rush.  Once you identify the men you want in the fraternity, then you have to sell yourself to them by appealing to what type of person they are.  If they were big in Student Council in High School, tell them about the number of Student Senators you have in SGA in College.  If they were really into athletics, tell them about the winning football team.  If they were a class valedictorian, talk to them about how many times we have won the grade plaque.  The possibilities are endless.  


But most importantly, you must know what you have to brag about.  You have to know what your chapter is about in order to sell it.  So you need to sit down and make a list of all the things you have to brag about.  Here are some of the areas we bragged on when I was President: 

· Number of Student Senators on SGA

· Number of Red Raider Camp Counselors

· Leadership Positions held by Brothers

· Names of Honor Societies that Brothers are involved in (i.e. Order of Omega, Mortar Board, Cardinal Key, Golden Key, etc)

· Placing in Greek Week, Homecoming

· Number of Social Events with Sororities

· Reputation of being “Gentlemen on Campus”

· Geographic, Ideological, and Cultural Diversity of Chapter

· Number of Times our chapter has won the Grade Plaque throughout our existence (33 of the past 42 semesters)

· Number of Greek Men of the Year Awards Won

· Number of International Awards Won

· Number of Intramural Blankets won in past

· Our Live-In Housing

· Success of Our Alumni (Pat Green in particular)

· National Fraternity Success

· The fact that almost half of our membership is planning on attending some sort of Graduate school (Law, Medical, Graduate)

· Quality of our Brotherhood

· Success of Smart Girls

· Quality of our Lodge

· All our Programming  - especially spiritual and scholarship

· Our Emphasis on Christian Values 

· The fact that we are a Full-Service Fraternity, offering more than just parties and brotherhood.

Of course, to be able to brag, you must have something to brag about.  So start viewing all the opportunities you have as potential marketing tools or selling points.  

Most importantly though, be sure that you have evidence to back-up what you are saying.  To often in fraternity rush we encounter people who will tell you ball-faced lies to get you to join their organization.  If you are going to brag about a test-file, be able to show it to the rushee.  If you are going to be able to brag about winning the intramural blanket, be able to show it to the rushee.  If you’re gonna talk about winning the grade plaque, have the grade plaque on display to see.  If you’re gonna talk about how cool your socials are, have pictures of them.  Evidence like this goes a long way towards making your bragging be more than bragging.  You want to be telling the truth and not seem like you are bragging. 

Tips

· Let your rushees know exactly why they should join.

· Do not be afraid to Brag

· Build up your chapter so you have plenty to brag about

· Emphasize yourself as a Full Service Fraternity, offering development in all aspects of a person’s life

· Really emphasize your Christian values

Ideas

· Develop some way to hit on all your bragging points rather it’s a rush booklet, brochure, handout, slide show, letter, whatever.  Do not let the opportunity slip.

· Compete in everything available.  Anything is a possible bragging point

· Be able to back-up everything you say with hard evidence.

Mail-Outs, Rush Booklets, Letters

Summary 


Your compilation of your list and your bragging rights will all be in vain unless you make up some quality publications to go along with it.  In 2002 we experimented with several types of mail-outs.  During my time as President I worked in the Department of Marketing and Promotions for Student Affairs on campus.  While there I learned a lot about how to market products towards college students.  The one major point I learned is that it takes MULTIPLE contacts in order to make your message stick.  With that in mind, we devised a six-contact system for Rush and it worked very effectively:

1) Early-to-Mid June – First Contact Letter- This letter was designed to be an “introduction” to the concept of FarmHouse and promised that more information would be sent within weeks.  This letter was brief and to the point and contained contact information if necessary.  Was sent to all rushees on our Research List (453 freshmen) – See Attachment A

2) Late June/Early July – Rush Booklet – Our Rush Booklet was our comprehensive guide for everything about FarmHouse.  It was sixteen-pages long and contained a response form which rushees were asked to fill out if they were interested in learning more.  – See Attachment D

3) Early-to-Mid July – First Contact Phone Calls – These phone calls were designed to gauge interest and invite potential rushees to our Summer Rush Parties in Dallas, Austin, and Lubbock.  It was also to determine if students were going to Red Raider Camp and to find out when they were coming to orientation.  This would allow us the opportunity to meet with them while they were in Lubbock for orientation 

4) Early-to-Mid August – Final Postcard – These postcards informed rushees about our open rush parties and how they could meet up with us once they arrived at Texas Tech in the fall.  – See Attachment B

5) Week before school – Rushee Phone-A-Thon – This was our final effort to contact rushees to get them to come to our rush parties.  We had 10 of our men sit down and call all 400 names on our lists.  It was time-consuming and difficult, but it turned out the rushees.  Our first rush party had 35 rushees at it, our largest open rush event ever.  – See Attachment C

6) At Open Rush Parties – Rush Slide Show – One of our alumni, Marty Cleckler, put together an amazing slide show detailing the history and accomplishments of our chapter.  We used this to refresh our bragging points and introduce new ones.  It was the last non-personal contact method used for rushees.  

All-in-all, this contact system was the best.  We obtained 77% of our pledges using this system.  Granted this was pretty expensive (for printing and mailing we probably spent around $600 this summer), we cannot doubt its effect.  It worked like a charm and gained us the type of men we needed who possessed the type of attributes we sought after. 

Tips

· Use multiple contacts in whatever you do.

· Use multiple mediums as well: mailings, phone calls, and slide shows.

Ideas

· Develop a rush booklet filled with pictures

· Use your Research list

· Use your bragging points

Summer Rush

Summary 


Though the mailings and phone-calls technically qualify as Summer Rush, what I am referring to is the Rush parties we held during the summer.  Using your Hot List (research list, whatever you call it), sort out all potential rushees in a certain area.  DO NOT FORGET TO INCLUDE SMALL TOWNS THAT ARE WITHIN AN HOUR OF THAT LOCATION AS WELL!!!  Send out an invitation card or letter to them about the rush party and follow up with a phone call from a member of the fraternity.  


Try to have parties strategically throughout the state.  We held one in Lubbock, Dallas/Fort Worth, and Austin.  Take the rushees out to dinner and to some sort of activity.  Do not be discouraged if you do not have but 1-2 rushees show up.  Work as hard as you can all weekend to obtain those rushees.


Also, do not just send out invitations and expect rushees to show.  You have to be pro-active and aggressive to get people to come to the rush parties.  Call as many rushees as you can to get them to come.  Offer to pick them up.  Nathan Harvey and I went 4-hours out of our way to go pick up a rushee in Dallas to take to the Austin Rush Party.  It was difficult and time-consuming, but the effort paid off as he is now one of our pledges.   


Another component of Summer Rush is getting men on staff at Red Raider Camp and working the booths at orientation.  Both of these resources proved to be two of our greatest generators of names.  Do not neglect these.  You could get an entire pledge class just by working these two events alone.  

Tips

· Be pro-active and aggressive with invites to the Rush Parties by calling and offering to give people rides to the parties.

· Use Orientation and Red Raider Camp as rush resources.

Ideas

· Be sure and include all small towns within an hour of your rush party in your mailing lists

Formal Rush

Summary 


Formal Rush has always been a failing point in our chapter and continues to be to this day.  We made some improvements this year by adding the Slide Show, but much more is necessary to achieve success.  In fact we only received 1 rushee from Formal Rush this year.  This was very disappointing, but we went on to gain 26 more rushees.  The Greek Affairs Advisor said that this feat was unheard of and entire marketing efforts of the Greek Life office have been re-directed because they see that they are not reaching a large portion of the freshmen population if we could pull this many.  I disagree with this assessment because I believe we achieved this open rush success because we are a different type of fraternity with much stronger moral values and they men who go through Formal rush are not looking for a fraternity like us.


Regardless, more efforts can be made in Formal Rush to gain stronger rushees.  It is important for our chapter to remember that we have NEVER done well in Formal rush, not even during our heights in the early 90’s.  The vast majority of the men who go through formal rush are looking for the big parties that we will never be able to provide.  So we should target those 40-50 guys who go through Rush who are looking for something more.  Who are looking for campus leadership, scholastic achievement, and be Built as a Man.  Here are a few tips and lessons I learned this past year from Formal Rush.  

Tips

· Don’t be discouraged by Formal Rush, we have never done well in it

· Concentrate on those 40-50 guys in Rush who are looking for something more

Ideas

· Do heavy cuts during formal rush to demonstrate our exclusivity

· Have “intentionally” small parties – crowded rooms seem more appealing to rushees than big, empty open spaces.  It’s a psychological advantage

· Be organized with your bragging points and be able to back up what you say.

· Have a slide show or video ready

· Develop a rotation system so the same guys are not constantly talking to the same rushees.  

Open Rush

Summary 


This is where the hard work of your mailings and research will pay off.  Open Rush is our playground.  If you have done your work in advance to get the guys there, then you are 75% of the way done.  Now you need to seal the deal.  


The key to getting guys to Open Rush for us was the phone-a-thon.  This reminded the guys who were planning on coming and convinced the guys who were on the fence about it.  Open Rush WILL NOT BE SUCCESSFUL WITHOUT A SUCCESSFUL PHONE-A-THON.  


In 2002 we held four open rush parties.  The 1st, the Lubbock Rush Party was a party before school even began which invited all students from the Lubbock area to hang out with us.  The 2nd was Formal Rush Bid Day.  We went out to the lake with Jet Skis, a boat, volleyball court, and a grill and just showed the rushees a great time without really going into deep discussions about FarmHouse.  The 3rd was our 1st “official” Open Rush party.  We showed all the attendees the slide show and took them bowling.  The final rush party was dinner followed by discussion at the lodge.  During these last two parties is when we sealed the deal on rushees.  


This point is key, if a man is interested and he meets your criteria (which if he was qualified enough to make it on your list he should be) then offer him the bid the very moment you think he will accept it.  If he says he needs to discuss it with his parents then offer to discuss it with them for him.  Nothing impresses parents more.  

Tips

· There must be a successful Phone-A-Thon to have a successful Open Rush

· Each day of Open Rush should be increasingly serious with the first being fun and the last being dead serious.

· Involve their parents in the decision.  Parents are a major selling tool.  

Ideas

· Use the slide show as a tool during Open Rush

· Contact everyone you mailed during the summer…if you don’t contact them now, then your work this summer was for nothing!

Strong Chapter = A Chapter Rushees will Want to Join

Summary 


In summation, your rush efforts are only as good as your chapter.  If your chapter sucks then you’re not gonna attract the type of men you want.  You have to show accomplishments to appeal to these guys.  Like we discussed in the bragging section, you have to know what your chapter is in order to sell it.  

Sit down and make a list of everything your chapter has going for it and a list of everything you need to work on.  When you have that…then you know what you need to do.  Make what you have better, and make what you don’t have exist.  Sell yourself as a “Full-Service Fraternity.”  FarmHouse after all is known as the Builder of Men…show to the rushees how we have done it and will do it for them if they choose to join.  

Rush Calendar

Summary 

If you follow the Rush process we designed in 2002, here is how the process should break down month-by-month:

March

· Start compiling your Rush Booklet – Send to the chapter and alumni for editing

· Obtain a list of all Entering Freshmen from the University WITH ADDRESSES – Contact Dale Ganus in the Office of Admissions and School Relations

· Sort List by Hometown

· Edit out all Females from the list

· Edit out all International Students as well

· Start looking at High School Websites, Hometown Newspapers, and Google for accomplishments/activities of students on your list provided to you by the University. (DO NOT FORGET TO SEARCH THE ARCHIVES, VERY IMPORTANT)

· Send out letters and e-mails to alumni with lists of the students from their Hometowns that have applied to Tech (Do not send to alumni who are from or living in large cities…only send to alums in and/or from smaller towns)

· Reserve Booth Space at State FFA Convention.  Reserve Booth from Internationals by contacting lorie@farmhouse.org
April

· Send out letters to High School Counselors and Ag Teachers asking for recommendations of names from their schools

· Take a list of all incoming students from Hometowns that current actives are from and ask them to give info on the names on the list (Do Not just ask them to recommend names…take the list to them and have them scan through it…chances are there will be a name on the list that they had not even thought of recommending)

· Update Rush Booklet with all Spring Accomplishments including Founder’s Day, Greek Awards Banquet, Greek Week Results, etc.  Begin printing them at the end of the month

· Continue looking for names on High School Websites, Local Newspapers, and Google

· Request from FarmHouse Internationals a list of all students who applied for FFA Scholarships

· Contact the Ag College for a list of Freshmen Ag Scholarship Recipients

· Contact the Honors College for a list of Incoming Freshmen Honors Students

· Write a story for the Alumni Newsletter asking for Rushee’s Names

May 

· Keep a detailed database of all Men you have found information on.  

· Use www.whitepages.com to find phone numbers for those on the list

· Complete and Print Rush Booklets if you have not already

· Print Rush Brochures for Orientations

· Set in stone the times and locations of Summer Rush Parties and announce to chapter

· Continue searching for names on High School Website, Local Newspapers, and Google

· Try to obtain Ag College and Honors Lists if not already done so

· Contact Ag College to ask if you can pass out brochures to the Ag College Orientation Session at Double T Days in June and July

June

· (EARLY JUNE) Send out First Contact Letter to all Rushees on Hot Lists

· Continue searching for names and lists and send a first contact letter to those names as they come in

· In Early June or Late May, the larger newspapers such as the Lubbock, Wichita Falls, Amarillo, San Angelo, Odessa, and Abilene papers publish lists of all area High School Valedictorians and Salutatorians.  Contact the papers for a copy of those editions.  Forward any names of students attending Texas A&M to their Rush Chairman

· Hang Posters, Pass out Brochures, and Set up an Information Table at all Sessions of Double T Days Orientations

· (LATE JUNE) Send out Rush Booklets

· (LATE JUNE) Hold First Summer Rush Party – Make phone calls to all men on your lists from that city (do not forget students from neighboring towns)

July

· Continue searching for Names and send out first contact letters and then Rush Booklets to each of them

· Continue working Double T Days Booths

· (EARLY JULY) Obtain a list of all students attending Red Raider Camp. Check those names against those on your list to find matches.  Alert the Camp Counselors who are from FarmHouse of the dates when these “hot list” men will be coming to Camp.  Request a report on each of these men as soon as they leave camp.

· (EARLY JULY) Begin First Contact Phone Calls approximately two weeks after Rush Booklets are mailed.  Invite all men to Summer Rush Parties and offer to answer any general questions.  

August

· Update Final Copy of Hot List and sort by priority (i.e. sort the men you really want or have shown the most interest to the top of the List or into an “A” List)

· (EARLY AUGUST) Mail Open Rush Postcards 

· (MID AUGUST) Obtain a list of all Formal Rush participants and highlight any names from your Hot List.  Mark those names off your Open Rush list as well, to avoid duplicity.

· (WEEK BEFORE SCHOOL STARTS) Open Rushee Phone-A-Thon.  Divide up your list amongst 10 people (preferably Exec officers or Rush Committee) and ensure that every name on those lists is contacted.   Invite all to your Open Rush Parties starting with Formal Rush Bid Day.  Offer to pick them up or give them a reminder phone call the day of the event.

· Once you have them at the Rush Party, assign some chapter member who has similar interests or activities to be their liaison and show that rushee around.  

