HIGH SCHOOL VISITATION TIPS
January 4, 2008
1.  Remember school is out by 3:30 pm in most places.  You may think it’s impolite to visit the school during lunch, but you may not know when the counselors, students and teachers actually take lunch.  You may actually have better luck because you may have the opportunity to visit with a group of teachers, counselors and students all together.  You may even consider calling ahead of time and plan on having lunch with the counselors and instructors.  This is a great way to break the ice and have an informal meeting with them.
2.  When you go to the school, ask for the counselor or the career center person, first.  If the counselor or career center person is available, speak with them about the program (for approximately 10-15 minutes as you don’t want to take too much of their time).  Ask the counselor or career center person whom else you should speak to including other teachers, students, principle, etc….  Counselors and career center people prefer you work through them (and you should work through them because they can help build a stronger bridge between you and the students and instructors).

3.  Never leave a school without talking to someone.  Ask a teacher in the hallway for “whom to talk to so I can share the good news about employment in the industry/my dealership” and “do you know a student who may be interested.”  When talking to the student that was referred to you by the counselor or instructor say “Mrs. Free sent me to talk to you about the industry/my dealership”.  It will carry a little more credibility and get you farther with the student.

6.  Counselors change frequently or they have frequent interruptions.  Don’t be surprised if you get to a school and the counselor isn’t there or the counselor isn’t available.  This does not mean that you should leave.  Ask to talk to an instructor or principle.  Make it happen.
7.  Plan your trip; the spring works well to recruit juniors.  The fall works well to recruit seniors.  Juniors and seniors should be encouraged to visit a college campus!

8.  Ask people in your dealership who they know at schools.  Use that person’s name to get a foot in the door with administration or teachers.  You could start an employee referral program to get leads.  If an employee knows a high school student you could invite that student to your dealership for a tour and create a relationship.  SHOW A PERSONAL INTEREST IN THAT SPECIFIC STUDENT.  You can use this strategy with several students.
9.  Think about running an ad in the school newspaper or annual.  Sponsor an event at the high school (prom activities, gym sign, etc.....).  Name recognition is HUGE!  The more a student sees your name and sees your name and sees your name - the greater the student's retention for your business will be.
10.  What to bring to the school:

- Career information (dealership snapshot)

- Industry salaries or job placement statistics (6 jobs available for 1 grad.)
- College application materials

- Any “gift” you may want to give to counselor (or others) - they love this!

- Drive up in a truck (for the big impact) and park it right in the front (WOW!)

- Business cards

- A current student or a student/employee who has completed the program (gives you more clout and helps to bridge the generation gap)
- Lead card:  if you meet with a student, have the student write down their name, address, phone number, email, junior or senior, etc….

- If your schedule permits, schedule another visit with the counselor or instructor for a future presentation or visit. 

11.  What to cover in the brief meeting with the counselor:

- Why is it important to “grow your own” (why you would like to recruit a local student and why is it important)

- Relationship with business and NDSCS 

- Give them stats (we currently need 3 technicians, 2 sales consultants, etc.)

- Student who graduates from this program has completed critical certifications (WOW!)

- Internship/Scholarship opportunities

- Student Loan Repayment Program
- Remember to highlight your critical areas.  You don’t want to overload them with details.

12.  Get involved with a technical college

- Coordinate with tech colleges and tag team visits at high schools to specifically target your own businesses.
- Coordinate your day with a tech college visitation day at a high school.  The tech college should be glad to meet you at the school and help you build a bridge with the school.  Tech college’s Enrollment Service Specialists can introduce you to the counselor and provide insight to education, business, industry and need.

- While the tech college representative is visiting with the students, you can visit with the counselor (to see if there are other students who would be a good fit in your business and industry) OR ask the counselor if they could speak to a teacher about you performing a classroom presentation (at another time) or schedule an appointment to come back, coordinate an internship/job shadow opportunity or something else.

Follow-up:

-This is critical—follow up is the key!

- Continue to communicate with counselors, instructors, students (send out e-mails, send a thank you or create a poster)

- Can you offer a job shadowing opportunity?

- Can you assist with a mentoring program?

- Can you offer in classroom presentations, school demonstrations, etc…?

- Can you provide equipment to the school?

- Are you hosting something at your dealership that school staff can come to or students should be invited to?

- Ask the counselor/teacher to invite you to a school function (career day, parent teacher conferences (set up a booth at the front door), ag day, career exploration, etc…)

- Coordinate a campus tour with a student or student group and transport them with a car, van, bus, etc.  SHOW AN INTEREST IN THE STUDENTS
- Ask the high school for a list of students (juniors and seniors would be great so you can put them to work in an internship program) or a list of students who should consider this career field.  Some schools will gladly give the list; others will not.  If you get the list; use it!

- Post summer jobs, temporary jobs, internship/job shadowing opportunities at high schools where students will see them!  Create a document that will catch their eye!  If you need help contact Matthew at the association office (701-293-6822) and he will be glad to help you!
