


Advisor Recruitment
From Start to Finish



1. Review a step-by-step advisor 
recruitment process that 
delivers results.

2. Help DCs and ADCs assess their 
current advisor recruitment 
practices relative to the 
proposed model.

OBJECTIVES FOR THIS SESSION:



What General Fraternity 
program assists

you the most as a 

chapter officer?

Advisory Team

Keystone

District Chief

What General Fraternity 
program assists

you the most as a 

volunteer?









CREATE “BUY-in”

at the local level.

STEP ONE:





What’s your 
Elevator Speech?

Pair up.

You have 30 seconds.

Sell the concept of an 

advisory team to a non-

believer.



Generate a list of 

potential 

volunteer leads. 

STEP TWO:





WHO? WHAT?





Are you asking 
the RIGHT 
questions?

In teams of 5, come up 

with 3 questions that 

will get you to the “who” 

and “what” more 

effectively?



Work the list to 

identify strong 

candidates. 

STEP THREE:



According to the Bureau of Labor Statistics,

44.6%

of volunteers were involved because

they Were asked.



Can you make the 
sell?

Pair up. One person 

play the role of the 

district chief. The 

other is a potential 

advisor. The DC 

must sell the 

candidate on an 

advisor role. You 

have 5 minutes.



Place the 

volunteer

& Set them up for 

success!

STEP FOUR:



Do you follow 
through?



How does your process 

measure up?



January 11 – 13, 

2008


