
Straight from the Editor

The philosophy behind interfraternalism is a simple one… 
why fight both your friends and your enemies at the same 
time when one already shares your struggle?  We must 
figure out what we can do to continually nurture and 
support the existence of our Greek colleagues if any of us 
are to succeed.  For more than a century now, members 
of the Greek community have done everything possible to 
differentiate themselves from other Greeks.  But haven’t 
we learned the lesson well that the whole will always be 
greater than the sum of each of its parts.  The similarity of 
the Greek experience cannot be diminished by differences 
in aesthetics. Rather than continuing to compete with 
ourselves, we must hold dear to what makes the bonds of 
brotherhood and sisterhood so important to us and extend 
that to our interfraternal brothers and sisters.  Only then can 
we celebrate the future of the Greek community with some 
degree of certainty.
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Hello, my name is Andy Smith and I am the newly installed 
Consul of our fine Theta Omicron Chapter of Sigma Chi 
in Davis. I am very excited about the upcoming year and 
working with our outstanding Active and Alumni Brothers. 
Since the move to the new chapter house in the past fall; 
we have made huge strides in the areas of brotherhood, 
philanthropy, scholarship, new member development, public 
relations and leadership. I am very fortunate to have the 
opportunity to lead a Chapter that is already headed in such 
a great direction. With the backing of the great leaders of our 
Fraternity I will work diligently to further our improvement in 
all of these pertinent areas.

I, and the rest of our officers, have returned from a very 
productive Executive Retreat during which we set the vision 
for the upcoming school year. During the weekend we 
planned out the frame work of a Standards Program which 
obligates every member to excel in the areas of academics, 
chapter involvement, and community service. The Alpha Beta 
chapter of UC Berkeley implemented a similar program and 
as a result they have enhanced their internal involvement, 
community outreach, and have raised their average GPA to 
a 3.27. Our hope is that the program will have a similar effect 
on our chapter.

In other news, our chapter has just finished our Mission 365 
recruitment workshop. Mike Depuit, the chapter advisor at 
the University of Washington and past Grand Praetor was 
kind enough to lead us in the process of developing better 
recruitment strategies geared towards appealing to potential 
members who meet our high standards of good character. 
These approaches involve recruiting new members year 
round to give the active members ample time to assess the 
quality of these men.

Another member of Sigma Chi is Michael Caporusso.  He 
is a graduating Political Science major and History minor. 
Outside of school Michaels time is split between Sigma Chi, 
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Notes from TKE  

Tau Kappa Epsilon has had a year of growth and progress, 
and next yearshould be even more significant as we ac-
quire a more suitable house andcontinue to innovate. The 
beginning of Spring quarter was a frenzy ofactivity with our 
participation in Relay for Life and hosting our annual
Teke Sweetheart sorority pageant two weekends in a 
row. Teke Sweetheart isheld every year and benefits the 
Alzheimer’s Association in honor of ouralumnus, former 
President Ronald Reagan. The Teke Sweetheart for the
Sigma-Chi chapter of TKE this year is Alicia Matosich of 
Delta Delta Delta. 

ASUCD and State/National political consulting.  Michael is 
an active member of the Theta Omricron chapter of Sigma 
Chi and a recently initiated member of Order of Omega. 
During the 2005- 2006 school year Michael held the position 
of Tribune, or Alumni Director. During this time, Michael 
attended alumni lunches, organized alumni participation in 
recruitment events, developed an active alumni big brother 
program and was responsible for Sigma Chi’s Alumni 
Homecoming event Picnic Day. Sigma Chi went all out for 
the 2006 Picnic Day celebration. The event included: a 
bouncy house for alumni’s children, a charity dunk tank that 
raised money for diabetic children’s charity, catered food 
and a professional band Cold Shot.
	
For the last year Michael has served as Director of ASUCD 
Lobby Corps. In this capacity Michael, serves as the official 
voice of the undergraduate student body to elected officials, 
UC Regents, and Davis administration. Lobby Corps actively 
recruits new students in its ranks, while including them in 
lobbying efforts and teaching them the in and outs State 
politics. Under Michael’s guidance Lobby Corps is planning 
on hosting a budget forum, in an attempt to bring legislatures, 
administrators and students together to discuss the status of 
fee buy backs and tuition increases. 
	
On a professional level, Michael has spent the last three 
years actively engaged in the political process. First working 
for Safeway’s government relations department, next as an 
intern for the Governors Senior Advisor and Communications 
Directors and now as an Opposition Researcher for MB 
Public Affairs, a premiere national campaign firm.



1 	 Think outside the box.

2 	 Don’t make your best recruiter the Recruitment 		
	 Chairman. A successful Recruitment Chairman need
	 only to be organized, have a strong desire to succeed, 	
	 and be able to motivate chapter members. Think
	 about it – If your best recruiter is always busy planning 	
	 events and worrying about logistical details, how
	 much time will he actually have to recruit prospective 	
	 members?

3 	 Establish a Recruitment Committee to assist the 		
	 Recruitment Chairman. We recommend anywhere
	 from two to five men, depending on your chapter size. 	
	 These individuals can help ease the burden on the
	 Recruitment Chairman, serve to ensure no detail is 		
	 forgotten, and will become great choices when it’s
	 time to elect new officers – they are already trained and 	
	 know the chapter’s recruitment strategy.

4 	 Set a recruitment goal and track your progress. As 		
	 Stephen Covey of 7 Habits of Highly Effective
	 People fame suggests, successful people [we’ll say 		
	 chapters] begin with the end in mind. Make the
	 number challenging, but attainable, and don’t settle for 	
	 less. There are plenty of quality men out there
	 who would make great Fraternity members – we just 	
	 have to find them.

5 	 Remember you can have BOTH quantity and quality. 	
		  These concepts are not mutually exclusive.
	 Chapters that believe they are should admit they’re just 	
	 lazy and don’t really want to recruit. There are
	 PLENTY of quality men on your campus – they just 		
	 don’t all participate in “rush week” activities. Go find
	 them in class, the residence halls, etc. and you’ll 		
	 wonder why you were ever worried about numbers in
	 the first place.

50Notes from 
Sigma Alpha Epsilon  

Sigma Alpha Epsilon strives to offer the best social, philanthropic, 
and scholastic opportunities for our brotherhood. While our 
house stresses the importance of scholastic achievement, we 
emphasize the development of a well-rounded and balanced 
man. Our creed, The True Gentleman, embodies these 
aforementioned characteristics. Another trademark of our 
fraternity is the fact that all members of the active brotherhood 
are involved in some sort of extracurricular activity. This is 
exemplified in the fact that our house won both the Award 
of Excellence and the Philanthropy Award at IFC Awards 
Night. This spring, we held our annual “Boxer Bowtie” for the 
Children’s Miracle Network.  We also participated in the Davis 
Police Department’s “Safety Day” as well as performed house 
clean-ups for senior citizens throughout Davis.

Our outstanding member of the fraternity is Anil George. Anil, 
a 3rd year student, currently serves as the IFC Executive Vice 
President and has previously served as the Philanthropy Chair 
in IFC for the last two years. In addition to this, Anil has been the 
secretary, fundraising, and philanthropy chairs for our house. 

Notes from 
Delta Delta Delta  

This year we had a very successful fall recruitment which 
put our house total at 85 active girls.  In the fall we raised 
$2000 for the Make a Wish Foundation from our annual 
Delta Desserts philanthropy event.  We also visited 
Shriner’s Children’s Hospital in Sacramento.  We competed 
in 
Pi Beta Phi’s Arrow Jam, and won for the 2nd year in a row, 
and in PKE Dream Girl and placed 3rd.  Celeste Passani 
(our former President) received the Greek Woman of the 
year award in the Winter.

One of the outstanding members in Delta Delta Delta is 
Jennifer Siemon.  She received the Most Outstanding 
Member from her sorority and from Panhellenic this past 
year.  She has been the choreographer for Arrow Jam 
for the past couple years and leading Tri Delta to two 
victories in a row.  This is her third year leading the Public 
Relations committee for her softball tournament benefiting 
St. Jude Children’s Research Hospital.  Jennifer enjoys 
Intramural Sports and volunteering at Shreiner’s Hospital in 
Sacramento.

Notes from 
Alpha Epsilon Pi

Alpha Epsilon Pi is a Jewish social fraternity. We have 
been the recipients of the Interfraternity Council’s Award 
of Excellence for four consecutive years, and we’ve won 
back-to-back Greek Man of the Year awards, which were 
given to former ASUCD senators Donald Cohen-Cutler 
(2004) and Adam Gerber (2005). At Alpha Epsilon Pi 
we value academics, and have consistently maintained 
one of the highest Grade Point Averages of all the Greek 
organizations at UC Davis. Currently, freshmen Dylan 
Tarnoff and Rodney Moreh hold the highest GPAs for all 
fraternity freshmen in the College of Letters and Sciences.

AEPi brothers excel outside of the classroom as well, 
taking a very active role in Greek life. Our members held 
four IFC board positions and a Greek Conduct Board 
position during Spring Quarter 2006, helping keep Greek 
life fun and responsible. This year AEPi launched its first 
annual Pi Fest philanthropy event, which featured myriad 
events centered on pie. The money we raised went towards 
helping Ethiopian Jews integrate into Israeli society. 
Additionally, our faternity placed second in Alpha Chi 
Omega’s Chili Cook Off ‘05 and won Alpha Phi’s King of 
Hearts in 2005.

Our fraternity values its Jewish identity. AEPi hosts a 
number of events at our house, including Shabbat and 
Passover dinners, and maintains close ties with Hillel, 
Chabad and other Jewish organizations. We are honoring 
two of our seniors with the prestigious Order of Omega: 
Dan Friedman for his accomplishments as former Master of 
AEPi and former External Vice President, and for his role 
as the current President of IFC; and Mark Klebonoff for his 
achievements as former Vice Chair of ASUCD Business 
and Finance Commission, representative of IFC, and AEPi 
alumni chair.

We are also honoring Daniel Aleksander, an outstanding 
senior and proud brother of the Alpha Epsilon Pi fraternity, 
for his achievements and leadership both in our fraternity 
and Greek life as a whole. He served as the philanthropy 
chair at AEPi, hosting Mediterranean Night to raise money 
for the Ethiopian Center in Israel. In addition, Daniel held 
the Alumni Chair position in 2004 and founded the Alumni 
Program. He contributed
to Alpha Epsilon Pi’s Executive Board as the exchequer, 
budgeting our costs and managing brothers’ dues, and 
he extended his reach to all Greek Life organizations by 
serving as the IFC Internal Vice President in 2005. We are 
proud of his accomplishments for our fraternity and beyond.

	 Ways to Strengthen 
Your Chapter’s Recruitment 
Strategy RIGHT NOW

Recruitment Strategies:  Each one of these strategies 
may potentially become a one hour discussion within 
your chapter.  If you have specific questions regard-
ing any of these strategies or would be interested in a 
recruitment workshop, please contact David Adams at 
daadams@ucdavis.edu

6 	 Think of “Rush Week” as merely icing on the cake. 		
	 Chapters that are successful build relationships
	 with students and recruit year-round. Chapters that fail 	
	 rely on local IFCs to “deliver men to their house”
	 once or twice a year. Going into any “rush week”, we 	
	 should already know the men we intend to offer
	 membership to. Then, if we happen to run across a 		
	 handful of other strong potential members, great. If
	 not, our recruitment success for that term has already 	
	 been secured.
7	 Leave your house. Again, stop waiting for prospective 	
	 members to come to you – they won’t. When it
	 comes to Fraternity, studies have shown that 60%-80% 	
	 of the male student population on any campus
	 consider themselves “maybe” or “never joiners”. That 	
	 means if we’re expecting to get all our men from
	 formalized recruitment periods [the “always joiners”], 	
	 we’re completely ignoring a majority of our potential
	 market. Doubtful a successful business would stay in 	
	 business long if they approached their customer
	 base in the same fashion…

8 	 Ask your candidates to help you recruit. For every new 	
	 man you bring on board, give them an
	 immediate sense of ownership in their future Candidate 	
	 Class by handing them two unsigned bid cards in
	 envelopes. Ask them to find two other individuals on 		
	 campus who are of quality and, within reason, defer to 	
	 their judgment.
	 Once the active chapter has voted to give those 		
	 students a bid, let the candidate present the bid card to
	 his recruit. Trust us, if they are strong candidates 		
	 themselves, they won’t bring weaker individuals to your
	 table.

9	  Always speak with the utmost respect for other 		
	 fraternities and sororities on campus. Chapters who
	 share less-than-favorable opinions of other groups with 	
	 prospective members will get a less-than favorable
	 result when it comes time to close the deal. If they 		
	 inquire, encourage prospective members to
	 visit other houses and form their own opinions about 	
	 individual groups on campus.



10 	First day of class? Stop looking for someone you know 	
	 – sit down next to a guy you don’t know and
	 start a conversation. Recognize you’ll be able to 		
	 continue to get to know him at least twice, if not three
	 times, a week just by going to class. Plus, you will have 	
	 a legitimate reason to call him outside of class
	 without it feeling awkward – you’ll be writing the same 	
	 papers, studying for the same exams, and working
	 on the same projects. A recruiter’s gold mine…

11 	Learn to remember names. Chapter members who 		
	 recognize and say “Hey [name]”, not just “What’s
	 up” to a prospect when they see him on campus are 		
	 impressive. It shows they care enough about
	 someone to have taken the time to remember their 		
	 name. Prospective members will think so, too.

12	  Hold a recruitment workshop for your chapter at least 	
	 once a year, if not twice, and be sure all new
	 members are in attendance. Don’t assume everyone 	
	 already “gets it” and knows how to recruit. During
	 the workshop, cover the basics of effective recruitment 	
	 conversations and review the chapter’s
	 recruitment goals. Role play – have the younger 		
	 members recruit the upperclassmen. As with all things
	 in life, we will only get better with practice.

13	 Practice formalized recruitment week with a “dry run”. 	
	 If you have systems to move prospective members 		
	 around the house, ensure they meet certain officers, 	
	 have their pictures taken, or get to spen time answering 	
	 questions with specific people, practice those things 		
	 with existing members. Nothing is
	 more confusing [and frustrating] than when best-laid 		
	 plans fail to operate. Formalized recruitment week is
	 not the time to discover a plan’s weaknesses or revise 	
	 things on-the-fly.

14	 Ask sorority women for student referrals. Stop by their 	
	 houses during dinner hour and give them a
	 White Rose or bouquet of their respective flower. Let 	
	 them know you appreciate all they do on campus to
	 help Sigma Nu and that, likely, they know/are dating 		
	 other men who would make great Sigma Nus. Ask
	 for those guys’ names and, if known, a contact number. 	
	 Follow up these warm leads by letting the
	 prospective member know so-and-so from such-and-	
	 such house spoke very highly of them. Ask if you
	 can set up a time to share why you think Sigma Nu 		
	 would be a great fit for them.

15	 Ask alumni members for student referrals. Rather than 	
	 just asking them for money, ask them if they
	 know of any students coming to/attending your college/	
	 university who might be interested in fraternity. A
	 chapter’s alumni newsletter is a great vehicle to make 	
	 this happen on an annual basis.

16	  Ask professors / faculty members / coaches for 		
	 student referrals. Think about it – they work with
	 and advise students all day long! Who better to ask for 	
	 the names of academically-focused and hardworking
	 students? Again, when following up with these 		
	 prospective members, let them know who spoke
	 highly of them – it will get your foot “in the door” much 	
	 more quickly.

17	  Get involved with campus move-in day. Wear your 		
	 letters and make some friends. Even if your
	 school won’t let you wear letters on move-in day, go 		
	 carry some boxes and talk to male students. Don’t
	 forget to engage their PARENTS in conversation as 		
	 well. If we can sell them on the idea of fraternity,
	 they can help sell their son on the idea, too.

18 	Get involved with new student orientation on campus. 	
	 Every campus has an orientation team and
	 those student leaders get first crack at making friends 	
	 with incoming students. Even if you have to
	 “disaffiliate” and not wear your letters that week, you 	
	 can speak positively about the Greek community.
	 You can also identify strong students for your chapter 	
	 to follow-up with in the future.

19 Call a prospective member and take him to lunch/		
	 dinner. Everyone has to eat and a hot burger and
	 fries sure beats any flavor of ramen noodle out there. 	
	 Plus, you get the chance to spend an hour or so in
	 one-on-one conversation with a prospect getting to 		
	 know his interests and potential barriers to
	 commitment. In the end, that investment of a six dollar 	
	 value meal has the chance of paying for itself
	 dozens of times over.

20	 Ask somebody to join. Amazing, but true…No one 		
	 ever joined our organization before they were asked. 	
	 Recruitment is not time for believing prospective 		
	 members have to “show us they want it” before we 		
	 offer them a bid. If we believe a prospect would make 
	 a great member, we should let him know sooner than 	
	 later.

21	 Host a (your organization) INTERACTIVE recruitment 	
	 event in the residence halls on campus. Or, hold one at
	 your house. Regardless, this is an extremely 		
	 inexpensive way to introduce the idea of Fraternity 		
	 to many prospective members at once [but still in a 		
	 conversationally-based environment]. It also does 		
	 a lot to break down the traditional stereotypes 		
	 commonly associated with membership. Contact the 	
	 General Fraternity for more information on how to 		
	 plan an event like this.

22	 Do your laundry in the undergraduate residence halls. 	
	 That’s right, disconnect the house washer and
	 dryer and require all your members to do their laundry 	
	 where the students live. Think about it…When
	 you’re doing laundry, all you can do is start a 		
	 conversation, play a game of pool, or watch a 		
	 ball game inthe residence hall lounge with other 		
	 students. They’re a captive audience…take advantage 	
	 of that fact!

23	 Identify the “connectors” in your chapter. Too many of 	
	 our chapters do not take advantage of the
	 resources they already have among their ranks. Which 	
	 members are involved in other student clubs and
	 organizations, hold leadership positions on campus, or 	
	 have access to the residence halls? Who do they
	 know and/or which students look up to them who are 	
	 not already affiliated with a fraternity? The students
	 they name are already warmer leads than just picking 	
	 up the phone and calling someone.

24	 Be yourself, but look the part. Sloppy dress results in 	
	 sloppy recruitment. While a shirt and tie may not
	 be necessary, at least look like you care about your 		
	 appearance and took some time to get dressed this
	 morning. Although you should always look presentable 	
	 as a chapter, this is especially true during
	 formalized recruitment periods on campus. Prospective 	
	 members will take note.

25. Clean your house. Similarly, just because you think it’s 	
	 “fratty” to live in squalor doesn’t mean anyone
	 else on campus will. Straighten the composites, sweep 	
	 and mop the floors, and take out the trash – at a
	 minimum. Then, consider what other inexpensive and 	
	 big “bang-for-your-buck” home improvements can
	 be made in less than a day’s time [touch-up paint, 		
	 carpet cleaning, etc.] No one joins a fraternity for their
	 house, but a positive first impression can go a long way 	
	 when it’s time to close the deal.

26	 Make a presentation about (your organization) to 		
	 another student club/organization on campus. Share
	 some basic information about your group and let them 	
	 know we are doing a membership drive. Take the
	 names of interested students and follow up with them 	
	 individually. Since most campuses have several
	 hundred student groups, the options here are truly 		
	 limitless, but we definitely recommend hitting the
	 following organizations: National Residence Hall 		
	 Honorary, Student Government, Alpha Phi Omega
	 service fraternity, Student Ambassadors, Orientation 	
	 Leaders, College Democrats/Republicans, etc.

27	 Do a community service project and invite prospective 	
	 members to join you in your efforts. Put
	 your money where your mouth is. Rather than just 		
	 talking about the community service we perform each
	 year, actually invite prospective members to join our 		
	 efforts. Recent studies have shown as many as
	 90% of students come to college wanting to do more 	
	 community service so let’s engage those desires.
	 Plus, we get several hours of time to build a 			
	 relationship with them and see their work ethic first 		
	 hand.

28	 Identify your “perfect prospect” and write those 		
	 character traits down. Create a “shopping list” and
	 determine where people with those traits would be on 	
	 campus. Do you need stronger upper classman
l	 eadership? Better athletes to win the IM leagues? 		
	 Younger students with prior leadership experience? If
	 so, go recruit them just like an athletic coach would 		
	 – don’t assume they’ll come to us. Better yet, write
	 down the individual names of the best unaffiliated 		
	 students on campus and then go recruit them.

29	 Ask existing chapter members “What made you 		
	 join?” Likely, you’ll find one answer repeating itself
	 throughout this exercise – the people. Not the parties, 	
	 not the alcohol, and not the women. So, what did
	 those people do to stand out in the minds of your 		
	 newest members? Learn from your best recruiters and
	 repeat their actions.

30	 Remember “People join people, and a good fraternity 	
	 too.” Recruitment is about building genuine
	 relationships with others, not selling “fraternity” within 	
	 the first five minutes of meeting someone. And, no
	 matter where your personality falls [introverted or 		
	 extroverted], anyone can offer their friendship to
	 someone else. To put it simply: Everyone has the 		
	 ability to recruit someone else.



31	 Determine what you are selling during recruitment. 		
	 Trust us…friendship first, (your organization) second.
	 However, if we aren’t all on the same page when it 		
	 comes time to sell (your organization), our 			 
	 disconnected messages will not sit well 			 
	 with prospective members. Do all our members 		
	 know what we value as an organization? Can they 		
	 explain the dues structure and how our money is 		
	 spent? Do they accurately know what the Fraternity’s 	
	 GPA is? If not, find a way to ensure they do.

32	 Identify your weaknesses as a chapter. No one wants 	
	 to join a losing team. Just as we sell our strengths, 		
	 we need to be able to proactively address those areas 	
	 we aren’t as strong in. If our grades are below the All 	
	 Men’s or All Fraternity average, how do we plan to rise 
	 above those marks? If we are struggling with 		
	 manpower and each member currently holds two or 		
	 three offices, how do we plan to avoid burnout? Once 	
	 these things are determined, they can be sold as 		
	 effectively as our strengths are to prospective members 	
	 and will instill confidence for the future.

33	 Produce professional Recruitment Material.

34	 Have business cards printed for your Recruitment 		
	 Chairman [better yet, all your members] with their
	 contact information listed. 

35	 Offer a “books scholarship” to incoming freshman 		
	 students. Be it as little as $50.00 or as much as
	 $250.00 or more. Require a short application that 		
	 includes an essay on academic integrity and the Honor
	 principle to qualify. Interview all applicants and reward 	
	 the best. Regardless, build relationships with the
	 strongest applicants. If even one applicant joins Sigma 	
	 Nu down the road, the scholarship has paid for itself.

36	 Recruit a “Parents Team” to help you close the deal 		
	 with other students whose parents do not want
	 them to join. No matter how savvy you believe you are, 	
	 parents will always listen to and trust other
	 parents more than they do an 18-22 year old. The best 	
	 parents to recruit are those who were originally
	 opposed to their son joining a fraternity but have now 	
	 seen how (your organization) has positively influenced 	
	 his life.

37	 Find out if your organization offers free recruitment 		
	 training. They’re usually FREE, held all across
	 the country, and give you a full day’s worth of hands-on 	
	 recruitment training with other chapters in your
	 area. 

38	 Offer incentives to your chapter’s best recruiters. 
	 What are you doing to recognize the people making 		
	 a manpower difference in your chapter? Whether it’s 
	 applauding their name at a chapter meeting, giving a
	 best recruiter plaque at the end of the year, or even 		
	 offering financial compensation for outstanding results
	 [What’s it worth to the chapter if an individual member 	
	 generates an additional $2500 in dues revenue a 		
	 year?], we should be publicly praising hard work and 	
	 effort when it comes to recruitment.

39	 Call the General Fraternity and ask for recruitment 		
	 help. Amazingly enough,whether you ask your 		
	 Leadership Consultant or the Director of Recruitment, 	
	 they will offer advice, ideas,and review the additional 	
	 resources that are available either free-of-charge or at 	
	 little cost to your chapter.

40	 As a chapter, eat lunch – together – on campus once a 	
	 week. Everyone has to eat, so why not make
	 a chapter event out of it? Head to the residence hall 		
	 cafeteria or food court, wear your letters and have
	 fun. Don’t necessarily go with the intention of recruiting 	
	 anyone, just the intention of being visible and
	 catching up with each other. Then, start conversations 	
	 with and involve the other students sitting around
	 you. Before you know it, you’ll be friends with dozens of 	
	 unaffiliated students who could become your next class 	
	 of new members.

41	 Be confident. Successful recruiters are confident in 		
	 their abilities and assume the prospective member
	 will say “yes”. If we don’t believe in ourselves, it will 		
	 come across in our conversations with prospects and
	 negatively influence their decisions. Never assume you 	
	 “can’t close the deal” or that’s all you will be able
	 to do in the bid room – we promise.

42	 Use multiple styles of recruitment: Large Group, Small 	
	 Group, and One-on-One Conversation. Not everyone
	 stands out in a crowd so we must recognize 			
	 prospective members will respond to different
	 situations and recruitment environments based on their 	
	 own individual personalities.

43	 Identify a prospect’s “Barriers to Commitment” and, as 	
	 a chapter, develop strategies to overcome them. 		
	 Everyone has them – grades, finances, parental 		
	 approval, fear of hazing, etc. Regardless, if we fail to 	
	 identify what is most important to a prospective 		
	 member’s decision making process, we’ll never be
	 able to close the deal in the end. Just as a salesman 	
	 must identify his customer’s potential objections to

	 buying a new product, we must do the same for all our 	
	 prospects.

44	 Provide transportation to and from ALL your 			
	 recruitment events. Don’t expect a prospect to just
	 “show up”. Have the brother with the strongest 		
	 relationship with a prospective member offer a ride to
	 them and use that time together to catch up since the 	
	 last time they spoke. Then, once at the event, have
	 that brother introduce him to members he hasn’t met 	
	 yet.

45	 Establish a recruitment budget and stick to it. Although 	
	 “Rush” is expensive and “Recruitment” is not, a 		
	 successful chapter ensures the availability of funding to 	
	 assist their efforts. Recruitment should never
	 be a variable expense – it’s the lifeblood of your 		
	 chapter. And for every dollar you intend to spend, ask
	 the chapter “What do we expect to get in return?” If 		
	 they can’t easily identify what the expected return on
	 investment [ROI] is, don’t let them keep it in the budget.

46	 Track and share information you learn about prospects 	
	 with other chapter members. Use a spreadsheet 		
	 program like Excel or database program like Access. 	
	 Recruitment is a group effort and your group will be 		
	 only as good as its information. It does us no good for 	
	 only one member to know how to get in touch with 		
	 a prospect, or that he was already invited to this 		
	 weekend’s recruitment event but can’t attend because 	
	 of a prior commitment. Provide weekly electronic 		
	 updates of this information to your members via e-mail 	
	 and verbally discuss any important changes to the file 	
	 at chapter meetings.

47	 Recognize recruitment takes time. If we expect to earn 	
	 enough of someone’s trust to ask them for a lifetime 		
	 commitment, we have to be willing to invest time with
	 them on the front end. This is precisely why “rushweek” 	
	 often produces less-than-desirable results for so many 	
	 of our chapters. Chapters that recruit year-round, 		
	 however, gain a competitive advantage over the other 	
	 fraternities on their campus.

48	 Make the presentation of a bid individualized. Sure, 		
	 you may have 20 other prospects to “bid up”tonight, but 	
	 no one wants to be considered a part of a package 		
	 deal. The invitation to join your organization requires 	
	 unanimous consent of our membership and is an once-	
	 in-a-lifetime opportunity – make sure the way you 		
	 present a bid card to a prospective member reflects 		
	 those two things.

49	 Make the presentation of a bid personalized and 		
	 meaningful. Before presenting a bid, take the time
	 to laser print or neatly scribe the full name of your 		
	 prospective member on the envelope. Consider having
	 every member of your chapter sign the card and also 	
	 include a short handwritten note from the prospect’s
	 primary recruiter [or member with whom he has the 		
	 strongest connection]. While you’re at it, why not seal
	 the envelope with a wax seal of the chapter? Each of 	
	 these things silently re-enforces the idea that the
	 chapter intended to offer the prospective member a bid 	
	 and planned for this special occasion.

50	 As Recruitment Chairman, give a report to the chapter 	
	 every week. Anything is better than “no report” after 		
	 formalized “rush week” and it will keep your members 	
	 focused on the idea of year-round recruitment. 		
	 Better yet, take just one of these items a week and 		
	 review / discuss its implications for five minutes with 		
	 the active chapter. You now have an entire year’s 		
	 worth of reports ready to go.
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