‘One is too small a number to achieve greatness’.

This statement by Leadership guru John Maxwell is the simplest answer to why Recruitment at all levels is the key to fulfilling Ducks Unlimited’s mission*.  If you want to make a difference, if you want to make the biggest splash possible, you need to do it with others.  This is true at home, work, church, social organizations and in DU.  

Recruiting applies to event attendees, committee members, district & zone chairs, state officers, Board members and staff.  Whether we hope to get a person to attend an event or we want a key volunteer to step up to another role, fulfilling DU’s mission means it takes a lot of us, all doing our part.  The more we have, the easier the workload, the greater our success, the better it feels to be part of our collective accomplishments - and the easier it becomes to spiral upward with even more successes!

So if you want to recruit, to attract more quality people to DU, how do you do it successfully and with greatest efficiency?  Here are some general tips that you can apply to your specific situation:

-First, get the folks together who want to grow your part of the DU organization.  Tell them this meeting is to do ‘Job One’, i.e., find more of us.  This is more important then setting the date & placing your order, if you’re part of an event committee, or tackling the agenda if you are part of the state organization.  Your purpose is to grow the team by recruiting so you can accomplish more and have more fun doing it!

-Develop your needs list.  Do you know the characteristics of the people you are looking for?  Whether you want them to attend a dinner, help on the committee or become an officer, you need to know what kind of people will take you where you want to go.  Don’t make this overly-complicated; look around at the people now involved and identify what segments of your community they represent and what parts of your community are under- or un-involved.  The yellow pages & Chamber member lists – any item identifying essential elements of your community - will help get you started.  Write them down, eg Main Street businesses, manufacturing companies, agricultural & farming industries, service industries – whether fast food, health, education, governmental, etc.  Don’t forget whole segments of your community, e.g. women, young adults, retirees, minorities – everyone can have an interest in the benefits from DU’s habitat work.  Give them the chance to make an even greater difference.

-Brainstorm for folks.  The key here is to list but not evaluate; you’ll do that later.  Get as many names on this list as fast as possible.  Write them down.  Use the tools from above, plus a DU member list, HIP list, other conservation club lists, etc., to jog your memory and spark new ideas.  Think about who has a duck or fishing boat sitting in their yard in your neighborhood, who comes to your event regularly, who brings family, friends or business associates, etc.  In looking for officer candidates, who attends meetings, brings a positive, interested attitude and engages with others to develop creative solutions.

-Refine your list to identify the best candidates.  If you are selling tickets to your event they are all candidates; which group do you want to see first, second, etc?  For your committee, select the folks you believe, first, have the greatest influence with others you are trying to recruit (attract) and, secondly, will respond favorably.

-Identify who will ask each of your top prospects, and by when - do it soon. Remember: this is ‘Job One’; you need to move on to other success issues.  Everyone on your team must ask someone.  Go for quality: it is better to ask one person and get it done, than to offer to ask four candidates and don’t do any.  Write all this down.  Your Recruitment Chair needs to follow-up to see how it’s going, do those asking need help, etc. 

-When recruiting, focus on the person you are inviting, not your needs.  Point out how their talents are an asset to your group.  Look for ways to show how your candidates’ needs are met by their involvement.  Remember, you are looking for ‘win-win-win’ for your candidate, for you & your committee and for DU.

-Make getting started easy and comfortable.  Offer to pick up the candidate, bring them to the meeting and introduce them to everyone. 

-Give real responsibilities but don’t overwhelm. Even most big jobs can be broken down into 2 to 4 broad categories.  For an event, the committee needs to sell tickets, solicit donations and work the event.  For a District or Zone Chair, they need to build relationships, attend at least one committee meeting & the event, and offer constructive suggestions to the committee and the RD. A State Officer needs to attend state meetings, bring ideas for new programs and problem solving to the team and be a positive communications person amongst those he or she serves.  Start by informing your candidate of the responsibilities and telling them the most successful people do all of them with varying degrees of success and competence.  Then ask your candidate which of these areas would they like to start in first.  You can add more as they feel comfortable – and offer or ask to do more.  


Tips to Recruiting People

Ask – simple as it sounds, most people never get asked, don’t know how to ask for themselves, and welcome being invited.  At a minimum, your properly done invitation is a compliment.

Show how their needs are met by their involvement – this is classic ‘win-win’.  

Build relationships – people need other people to accomplish what’s important to them.  Help people meet these needs by being the first to say ‘Hello’ and extend a hand.

Rotate responsibilities – variety is the spice of life.  Doing new things within one’s comfort zone keeps the work exciting, full of vitality and just plain fun.

Break down jobs to basic tasks and responsibilities – When a person understands the process, and commits, they usually can & will do it.  You can always add more tasks later.

Find gracious ways to solve problems – conflicts arise when people work together.  Look for options that are respectful to everyone involved.  Expect the best of yourself & others; give others chances to be their best.

Keep your mission and vision up front – people need to know what they are striving to do together so they remain focused and experience success.  Remind them regularly.

Keep things simple – this minimizes special skills and enables those who are interested but lack experience to be key parts of the team’s success.

Use words & actions to relate activities to the mission – find ways to tie individual and group efforts to the big picture results.

Constantly re-state the mission in different ways – everyone learns differently and is receptive to learning at different times.  Make the connection between efforts and mission readily understandable and heard often in a variety of ways.


*The Ducks Unlimited Mission Statement: DU conserves, restores and manages wetlands and associated habitats for North America’s waterfowl.  These habitats also benefit other wildlife and people.  

Since its founding in 1937, DU has raised more than $1.6 billion, which has contributed to the conservation of more than 10 million acres of prime wildlife habitat in all 50 states, each of the Canadian provinces and in key areas of Mexico.  In the US alone, DU has helped to conserve more than 2 million acres of waterfowl habitat.  Some 900 species of wildlife live and flourish on DU projects, including many threatened and endangered species.

