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Training Recruiters

Where to Start

Ste The Importance of Training

p « Training teaches everyone the proven method of membership
recruitment—the method based onthe potential member, the listening
method.

* It lets everyone know what to do and where to get help.

+ Training reminds every one of the Association’s strengths,
accomplishments, and advantages, starting with the most important
level—the work- site.

The Purpose of Training .-
The training session is designed to Many local affiliates report that

helpmembershiprecruitersinfour ~ they have achieved their best

arees. _ _ results by holding training sessions in
1. Skills—Ilearning the skills
involvedinrecruiting a separate roomat a local
members. restaurant, diner, or coffeeshap.

2. Attitudes—Iearning how to
approach membership
recruitment and
maintenance.

3. Process—Iearning the way it isdone.

Content—Ilearning facts that will help in recruiting members including
overturning objections and dealing with competing organizations.

The Logistics of Training
« Trytoholdyour training sessionaway fromany work location.

+ Talktoalocal restaurant or hotel owner or even the owner of a small
business who might allow you to use a meeting room for the session.

« Trytogetaroom that is bright, not one that will impose a negative effect
on the group.

« Many local affiliates report that they have achieved their best results by
holding training sessions in a separate room ata local restaurant, diner, or
coffee shop.

« Make simple visuals of information in this section and post them around
the room. They will help remind participants of some of the important
points in membership recruitment and maintenance.
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Training Recruiters

Step

« Have copies of materials available to hand out during or at the end of your session.

+ Anticipate the need for breaks based on observations of participants. Breaks will keep things
from bogging down. They also provide a good time to build team spirit.
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A Sample Agenda

Ste p Below you will find a sample agenda. Itis just that—a sample. Build your own
training session around it. Be flexible and listen to your recruiters. Make sure
your session provides them with the help they need to do their important job for
the Association.

Notes on the Agenda
« Haveeachpersonintroduce .AGENDA o
himself or herself. Promoting the Association

«  Explain why the training +  Welcome and Introductions

session is necessary and *  Purpose of Training
your expectations for the +  Steps to Successful Membership
session. Ask participants Recruitment
whatthey hopetogainfrom | . Knowing the Association
the session. .
+ Listening

+  Guide participants through
the steps for successful
membership recruitment

«  Overturning Objections
+ Practice Makes Perfect

and retention. « Information forRecruiters
+ Hold an open discussion «  Wrap-up and Feedback
about the Association that . Adjournment

includesaquestion-and-
answer period.

+ Discuss the most effective ways to appeal to potential members.
+ Talk about the importance of listening and asking questions.

+ Pointout methodsto overturn objectionsto membership and offer
answers to questions potential members might ask.

« Conduct role-playing exercises.
« Distribute information for recruiters.

+  Wrap up the sessionand include time for recruiters’ evaluationsand
suggestions.

« Adjourn when you said you would. This lets participants know that you
value their time. Limit the length of the meeting to the amount of time the
participants agreed to devote.
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Step

Training Recruiters

Steps to Successtul
Membership
Recruitment

(You may want to make a visual from this list to use during the training session.)

o First, the recruiter makes contact with the prospective member.

e Second, the recruiter getsto know the prospective member by asking
open-ended questions and listening to the answers.

e / Third, the recruiter, continuing the conversation, attemptsto learnthe
prospect’s interests and concerns.

e Fourth, the recruiter gets the

prospecttoagreeona position, - =q |\ the steps to successful
issue or concern thatcanlead to a successful )
membership recruitment. recruitment

Fifth, the recruiter shows the

prospective member how the Association tiesinto the prospective member’s issue or concern. And how
the Association may provide a way to a successful resolution of a conflict or the means to achieve a

goal.
Sixth, the recruiter finally explains the advantages of Association member- ship.
Seventh, the recruiter asks the prospective member to sign the member- ship enrollment form.

Note: The recruiter or another person may undertake these steps
immediately, after consultation with the other members of the
membership team, or at a later time.
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Tips for Successful
Membership Recruitment

The following tips summarize the most important points to cover in your training session. Use this list
during your training session and handout copies of the list to all participants.

|.  Morepeoplewilljointhe Associationbecause weareinterestedin themthanforall the
facts we may know about the organization. They are not buying the organization, but rather
what it will do for them.

2. Remember, people join for their reasons,not ours. The best promoter of membership is an
enthusiastic member. Letitbe known that youare proud of the Association and you
believe it is the best thing you have going. Let people know you believe that the Association
can make a difference.

3. Contactthe potential member in person,one-on-one,when he or she is alone rather than
in a group. You obtain the best results from personal contact. After making personal con-
tact, callthe potentialmember. Then sendaletterand printed material,ifappropriate.

4. Timingis important. People are most likely to join when:
* A major activity occurs.
* They are newly hired.
* They receive help with aproblem.
* They are already “joiners.”
* They are asked and asked andasked...

5. Takeafew minutes to plan your contact. Review the use of open-ended questions and
listening skills and ask yourself:

*  What do | know about this person (the prospective member)?
*  What is the purpose ofthis contact?

6. Remember thatyour jobisto listen,not talk, until you find outall you needto know
about the prospective member. Ask questions that start with who,what,where,when,why,
and how. Listen to the answer. Find out:

*  What the prospect knows about the Association.
*  What his or her concerns, questions, needs are.

*  What his or her objections are, if any.

* How our Association can fill his or her needs.

7. Prepareyourselfwithinformationaboutorganizational goals,programs,and services.Know
where to get additional information should you need it. Talk about the Association in terms
thatwouldanswer the question,“What willit do for me?” Use what you have learned
aboutthe prospective memberto determine whatto highlightaboutthe Association.
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8.

Tips for Successful
Membership Recruitment
(Continued)

Keepin mind thatyou don’thave to know all the answers. A general briefing on the
Association at the local, state,and national levels will usually suffice. Find out the questions,
concerns,and needs of a personand getback to him or her withinaweek. Youmayalso
ask a more knowledgeable leader or staff person to follow-up on your contact.

If you need assistance or a follow-up contact, decide who the best person is for the task.
When possible, select a member who has a positive personal relationship with the
potential member. When members know potential members, they are often willing to
help the recruiting team.

. When talking about dues, talk in smallest terms—by the day, week,or month. Use the daily

amountand compare it with what little that amount will buy in everyday purchases. Stress
that members receive protection and service 365 days a year.

. Use printed material selectively. Hand deliver materials. Point out specific information

that responds to the prospective member’s interests. Write a personal note to go along
with the material. The NEA Web-Site and new member CD-ROM are good sources
of information.

. Positive attitudes produce positive results. Be positive. Expect everyone to join. Let the

prospect be the one to tell you otherwise.

. Ifsomeoneshowsanysign ofinterest,trytogethimorhertosignupimmediately. It takes

less than two minutesto completeamembershipform,especiallyifyou havefilledin the
information in advance. Become familiar with the membership form so that you can help.
Offer to take the completed form to save the person the bother of sendingitin.

. Ifthereis any uncertainty in “closing” the membership “sale,” remember the basics of

closing, reminding the prospect:

* Here’swhoweare.

* Here’swhatwedo.

* Here’s what we can do foryou.
* Here’s what we can do together.
* Here’s what the duesare.

* Then ask, “Will you join withus?”

. Setagoalforyourselfeach day. Forexample,ask one open-endedquestion,contactone

potential member, rememberto say“us,” or calland supportanothermembership recruiter.

. Muchmore comesthrough to the potential memberthanjustthe wordswe speak. It’s

been saidthatjust 7 percent of the message comesfrom our words, 38 percent comes
from our tone of voice and how we say the words,and 55 percent comes from other non-
verbal messages we send with our facial expressions and body language.
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17.

Tips for Successful
Membership Recruitment

(Continued)

Afterapersonjoins, tellhim or herwhathe or she can expect. Do not promiseanything
you can’tdeliver personally.Immediately aftera personjoinsisan excellenttimeto help
get the person involved. Do what you can to make every new member feel good about his
or her decision tojoin.

. Make sure every new member receives some tangible indicator that the services and bene-

fitsof membership have begun to flow to them. The recruiter has responsibility for this,
preferably by personal delivery. In 1998, NEA developed a CD-ROM for new members. You
canpresentthe CDROMto the new memberimmediately after he or shejoins. Itfulfills
the recruiter’s portrayal of the Association’s value to members because it conveys
information on a broad spectrum of services and benefits of membership and explains how
members may access these benefits.
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Step

TheTraining Session

LIstening

What’s the most common mistake in membership recruitment? Hitting the
prospective member with a sales pitch before you have any idea what that per-
son isall about—what he or she wants or caresabout. Think about it. Doesn’t
itturn you off when someone calls or confronts you in an impersonal manner?

Sohow doyou learnaboutaprospective member?You listento himor
her. Andhowdoyougethimor hertotalktoyou?Youaskopen-ended
questions—questions that get the other person talking to you.

Once you have the recruiters : - -
and Association Reps comfortable  BY listening, we are able tofit

with just making contactand the presentation to the
carrying on a conversation, use the

role- playingexercisetogive individual, andthatmakes the

everyone practice, asking open- presentation more effective.
ended questions. Thiswill help get

everyoneto accepttheideathat
we’rethereto listen to, not talk
“at” the prospective new
member.

« Bylistening, we learn about the potential member. And by learningabout
him or her, we discover which points will be most effective when the time
comes to close the membership recruitment.

« Bylistening, we learn which ofthe Association’s strengths will be most
effective with the prospective member.

+ Bylistening, we are able tofit the presentation to the individual, and that
makes the presentation more effective.

+ Ifyoucangetyour membership recruitersthinking this way, you’resure
to be more successful in membership recruitment and maintenance.

One more point to bear in mind: Remember that we don’t want to wear a
prospective member out by a conversation that turns into a marathon debate.
Set a reasonable time period for each contact with the prospective member.
Many locals set the limitat 10 minutes per conversation. You can always
resume the conversation later in the day or week.

Make sure every recruiter getsa copy of the list of open-ended questions



found on page 67 of this handbook.
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7 Reasons to Be A Good Listener

We learn a great deal.

Listening helps us solve problems.
Listening gives us time to think.
Listening increases our self-confidence.
Listening generates ideas.

Listening helps us sell ideas.

Listening shows other people that wecare.
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Guidelines for
Improving Listening Skills

Increase listening span.
Take time to listen.

Give your full attention.
Restate the message you've justheard.
Avoid hasty evaluation.
Don’t overreact to content.
Don’t fake enthusiasm.
Don’t become distracted.
Listen between the lines.
Listen for ideas, notfacts.
Don’t monopolize.

Adapt your thought speed.

Don’t listen only to what you want to hear.

63



Listener/Sender Responsibilities

Listener Responsibilities

* Show interest by your actions.

* Take time to listen.

* Learn something about the sender.
*  Get the whole message.

* Don’t interrupt the sender.

* Concentrate on listening.

* Practice listening.

Sender Responsibilities

* Show the receiver that you wantattention.

* Be sure the receiver is taking time and is ready to listen.

* Trynot to waste the receiver’stime.

*  Give the receiver the whole message (what, why, when, where, who,and how).
* Repeat and clarify the mainidea.

* Position yourself and the receiver to avoid distractions.

* Look at the receiver.

* Evaluate the receiver’sinterpretation.
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Training Recruiters

The Art of Asking
seep QUESIONS

Reasons to ask questions:
» Tofind facts
« Tounderstand ideas
» Todiscover interests, attitudes, opinions
» Toidentify leaders’ networks
» Touncover objections
+ Toisolate issues

Effective fact-finding questions are simple and easy to answer. They are
designed to relax the potential member. At the same time, these questions pro-
videvaluable information thatenables youto understand the prospective
member and guide your dialogue.

Lists and Visuals Questions provide valuable

Usethe lists of sample questions . .
you will find on the following _ INforMation that enables you to

pages. Make visuals of the different  UNderstand the prospective

Ilsts_as mdlcatt_ad: Use thqse visuals member and guide your
duringthetraining session. Post

them onthewallstokeepthe key dialogue.
points in front of participants.
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The Art of Asking Questions

OPENDED-ENDED: Cannotbe answered with“yes,” or“no,”.Begin withwho,what,why,
where, when, and how.

CLOSED: Can be answered with one word, usually yes or no.

DIRECTIVE: Phrased to direct a person towards a specific, usually brief answer.
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Sample Questions

“How do youfeelabout...?”

“What do you think?”

“Do you think it would be better if...?”
“What would yousuggest?”

“What is your opinion?”

“Why is that important to you?

“What would be your reactionto...?”’
“What would happenif...?”
“Whatdoyouthinkisabetterwaytodoit?”
“Where do we start?”

“What do you think you need to get the job done?”
“What's your biggest worry about...?”
“Could youtellme more about...?”

“How important is that to you?”

“Why is it being done like that?”

“Could you give me an example of that?”
“What difference wouldit makeif...?”

“May | ask what you like most about your present...?”

“Would it be fair to ask what you like least about your present...

67



89

Active Listening Techniques
Responding to the Speaker

Statement

ENCOURAGING

CLARIFYING

RESTATING

REFLECTING
(verbal)

SUMMARIZING

VALIDATING

BUILDING

REFLECTING
(nonverbal)

Purpose

* Toconvey interest
* Toencourage the other person
to keep talking

* Tohelp youclarify whatis said

* To get moreinformation

* Tohelp speaker see other —points
of view

* Toshow youarelisteningand
understand what is beingsaid

* Tocheckyour meaningand
interpretation

* Toshowthatyouunderstand
howtheotherpersonfeels

* To review progress

* Topull important ideas,
facts and feelings together

* Toestablish a basis for
further discussion

* Toacknowledge the worthiness
of the otherperson

* Tohelp build and continue
the discussion
* To offer other options

* Toconvey the speaker’s
nonverbal message

* Toclarify the meaning of the
nonverbal message

To Do This

Don’t agree or disagree
Use neutral words
Use varying voice intonations

Ask questions
Restate wrong interpretation to
force speaker toexplain further

Restate basic ideas, facts

Reflect the speaker’s basic feelings

Restate major ideas expressed
including feelings

Acknowledge the value of their
issues and feelings

Show appreciation for their efforts
and actions

Ask questions
Offer ideas or suggestions

Verbalize the speaker’s body
language and/or facial expression

Source: The Art of Communicating by Bert Decker, Crisp Publications, 1988.

Examples

“Can you tell me more...”

“I'm glad to be here with you,and | want
to hear what you have to say...”

“When did this happen?”

“| thought | heard you say...”

“So, you would like for your parents to trust you more.
Is that right?”

“l may need to check this out again...”

“You seem very upset.”
“Seems like you are very subdued today, want to talk?”’

“These seem to be the key ideas you have expressed...”

“lappreciate your willingness to resolve this matter.”

“I think l understand why you‘d be confused.”

“Have you considered talking this over with her?”’

“I'vejust beennoticing thatwhenyoutalk about
your anger,you smile. That confuses me.”



Other Ways to Keep People Talking

Pick up on afew key words froma person’s last statement, repeat them,and wait. That
encourages the person to tell youmore.

Remain silent and wait. A person will often continue to expand on what he or she has just

said. Be sure to show concern, empathy, and understanding for the person.

Questions to Reflect on What a Person Says
“Why is that important to you?”

“Whatdoyouthinkisabetterwaytodoit?”
“What, when or how do we start?”’
“Could you tellme more about that?”
“Would you explain that further?”

“What do youmean?”

Comments that Encourage People to Keep Talking
“l see.”

“Tell me more.”

“l understand.”

“Wow.”

“Really.”

“No kidding.”

“It'sokay to feel (angry/frustrated/that way).”

“You aren’t alone.”
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Training Recruiters

Knowing the Association

Your localmembership recruitersmust know the Association. But
don’tforget that people organize people. Paper doesn’t doit.

enough. Recruitersneed to knowabout the value of membership,
including what members get for their dues investment.

S t e p Asimple review of key facts about the Association will be

+ Citeafewmajor gains

achieved atthe local, Recruiters need to know about
state,and n.atlonal levels. the value of membership,

+ Stresslocal issuesand . .
achievements whenever  INCluding what members get for
possible. their dues investment.

+  Stresspocketbookissues
when- ever they can
pay off.

Your Association is the
unparalleled primary advocate for quality education, students, education
employees, and the future of public education. The Associationis
undoubtedly primarily responsible forsalaryincreasesrealized by
employeesoverthe lastseveral years. These raises result from local
negotiations, effective lobbying at the state level, and alsofrom
Association efforts that have saved and increased federal funding for
publiceducation. Each of these achievements has a direct impact on
education and education employees at the local level.

+ Stressthat ours is one organization with effective structures at
all levels necessary to provide needed services and
representation to education employees. Theentirestructure
serveseachindividualmemberand
education as a whole.

+ Takeastrong, positive position on the various levels of our
Association. Let everyone know that, “In our local, WE are
the state EAand the NEA. Talk to US about that.”

+ Letpotentialmembersknowthat our Associationisamong
themost democratic organizationsinthe world. The
individuals weelectto

represent usatevery level determine the Association’s
policiesand positions.
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Training Recruiters

Step

(Don’tallow the conversation to bog down on any individual issue or areal or alleged
resolution. Elected representatives, your colleagues, vote on the resolutions. Remember that
some locals where a majority of members have disagreed with several specific NEAresolutions
overthe lastdecade orsostill have achieved and maintained more than 90 percent
membership. That’s because personal contactand concern are far and away the mostimportant
elements in membership recruitment and retention.

+ Provide answers to any important local issues that arise.
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Training Recruiters

Practice Makes Perfect

Ste p The bestway to help your membership recruiters gain experienceand
confidence in the recruitment process is to encourage them to practice in the
training session.

Conductsimplethree-minute role-playing practicesessionsto help
participants polishtheirskills. Divideparticipants intogroups oftwoor
three. Let one person ask questions or raise objections. Have another person
respond.

The third person can serve as an observer to provide comments and helpful
hints at the end of the session. (If two people work together, the one who asks
the questions can offer feedback.)

Role-playing can help you ]
equip recruiters to contact Conduct Slmple three-

potential members, answer minute role playing practice

qu_estl_ons about dues, overturn SESSiOI’lS to help participants
objections, or succeed atany part of

the recruitment process. Consider ~ perfect their skills.
role-playing various potential

member roles—newemployees;
long-

time, hard-core non-joiners; recent drops; and, ifappropriate, agency fee payers. You may want to videotape and critique the

session. The NEAvideotape, “Membership Isthe Key,”offersa lighthearted approach to this type of exercise. The videotape is
available fromyour state Association or NEABroadcast Services.
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Training Recruiters

Overturning Objections

Step The keys to overturning objectionsare:

»  Careful and skillful listening.
« Understanding the relative importance of different issuesand concerns.
+ Knowing the Association.

»  Understanding that many timesthe first objection, excuse, or reasona
person gives you may not be the fundamental or most important one.

» Knowing some effective responses to most-often-heard objections.

Usea role-play exercise to give - - —
recruiters practice in dealing with Many times, the first objection, excuse,

objections. Y ou will find two lists, later ;
In this section, to help you with this OF 1€as0N d PErson gives Yol maly not be

part of your training session. They are the fundamental or most important
entitled “Some Thoughts on Handling gne

Objections” and “Some Tips for
Overturning Objections.” Use them

during this portion of the training session.

Also, later in this section, you will find a collection of often heard
objections and lists of suggested responses to each objection. When using
these lists, remember:
 Recruitersmustrespond in waysthatare most comfortable for themand

that are responsive to the concerns expressed.

+ Listento the objections, but don’t spend all of your time dealing with
details.

« Maintaina positiveattitude aboutyour chances of successfullyrecruiting
the potential member.

+ Forthose who don’t join, come back later and then deal with their
primary objections.
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Some Thoughts on
Handling Objections

Despite your positive attitude, not everyone will join. But many of those who are reluctant
now will join if we continue to ask them.

A person’s reasons for not joining the Association are often not strong.
The first objections given are often not the real reasons for not joining.
Often objections are because of incorrect information or a lack of information.

Lookatyour taskas one of identifying the real objections, providing sufficient or
adequate information to overturn or minimize the objection as comparedto the value
of membership.

Excuses may be a result of fears, uncertainties,and doubts about the recruiter, the
organization, the programs and benefits of membership,or the cost of membership and
timing of the contact.

An excuse for not joining may be the result of not having spent sufficient time establishing
a positive relationship and finding out the prospect’s needs, wants,and concerns.

Reluctant prospects have often joined when recruiters continue to ask them, even though
they continue to hold the same objections.
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Some Tips for
Overturning Objections

Keep asking. Make the potential member your project until he or she joins.

Ifa potential member attempts to get you to argue or defend your position, respond with

a question or offer to provide more information.

Listen to what the potential member is saying. Continue to use listening skills while the
person fully expresses his or her objection.

Refrain from giving an immediate response to an objection.

Keep the potential member talking after he or she has raised an objection.Ask open-ended
questionsthatreflecton whatthe potentialmembersaid. Thishelpsthe person*“talkit
through” without your arguing or defending.

Determine if the potential member is firm in his or her objection by observing if he or she
sticks to it.

Listen carefully until it is your turn. Then check out your statement of what you believe the
objection is before you respond to it. (People often want to merely get something off their
chests. In that case, just hearing them out is all that is required.)

Share your own reasons for joining.An enthusiastic member is the best person to promote
the organization.

The following are some of the most useful techniques for responding to objections:

“That was yesterday. What can we do about it now?”
“What should we start doingnow?”

“What should we stop doing?”

“I'll accept that.”

Even if that were true...

..what can we do to changeit?”

..what better option do wehave?”

..what better option have we than to work together?”
..how about giving us achance?”

..why don’t you join us to change it?”

..why don’t you join sides with the rest of us?”
B ...l believe it’s the best thing we have going.”

“l hear what you aresaying.”

“l understand.”
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Training Recruiters

Overturning Some
Specific Objections

Step

Recruiters will be most successful if they follow the listening techniques already
explained and illustrated. Their own, personal answersto questions are very likely to
be the best ones to use.

Experience has shown that some questionsarise againand againinall
jurisdictions, all sections of the

country,amongallemployeeclassifications Recruiters’ OWN personalanswers
and in local affiliates of every size. To C]UESti ons are very |Ik€|y the
The pages immediately following deal best ones to use but take time to

objections. Weofferanumber of possible .o
responsestoeach objection. Theseare common ObjeCtIOﬂS.

merelyguides.

Weinclude them to help you along in your training session. Do not substitute them for
personal ingenuity and creativity and certainly not for answers that prospective members
themselves suggestin conversationswith the recruiters.
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10.
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12.

Objections and Responses

“Membership costs too much. | can’t afford it.”
“Why should | join? | get the benefits for nothing.”

“l don’t agree with of the Association.”

I'd join the local (or local/state) but not NEA.

“l don’t like unions.”

“We shouldn’t be involved in politics.”

“The Association doesn’t do anything for kids and education.”
“My spouse is a member. | don’t need to join.”

“l don’t like (past or present)leaders.”

“We don’t need to be members this year.” (non-bargaining year)
“I'm disgruntled because of what happened in the past.”

“I don’t know how long I'll be working here.” (retiring soon)
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Objections and Responses
(Continued)

. “Membership costs too much. | can’t afford it.”
“How can you afford notto?
“You pay only a pay day (week). What can you buy for only__apay day (week)?”

“The cost of membership is less than the cost of a Big Mac, (movie, a six-pack of beer...).”
Equate the daily amount to an item it would buy.

“Money is tight for most of us. We areall on the same salary schedule. Those of us who
join think the benefits outweigh the cost.”

“Membership can actually save you money if you take advantage of NEA Member Benefits
opportunities.” Show how members save money through NEA Member Benefits group
buying.

Onerecruiter placed a copy of hisfirst pay voucher alongside a currentvoucher ona
sheet of paper to show how much he’d gained in salary over the years. On the same sheet
of paper, he wrote, “Thanks, to a large extent, to the Association’s efforts.”
Citesalary increases over recent years and credit Association lobbyingand bargaining
efforts. Show that dues are a good investment.

List protections and benefits members get 365 days a year for just $___per dayin
dues, such things as lobbying at the stateand federal levels, contract enforcement,
bargaining, defense in legal cases.

“What if you lost your job? You will need the Association to represent you more than ever
if you need your salary, medical insurance, and retirement credit from your job.”

“If you needed an attorney to defend you against charges such as child abuse, how would
you pay the bill?”
Remind NEA-Student Program members that their membership dues entitle themtoa

credit that will be deducted from their dues when they join NEA as active members after
graduation.

Equate dues to aninvestment.
Remind NEA Retired members that their membership keeps them protectedand involved.
“You aren’t buying services, you’re buying into a cooperative.”

“You don’t wait until your house is on fire to buy fire insurance.” Equate paying member-
ship dues to buyinginsurance.

NEA Dues Tab provides life insurance in the amount of your dues for continuous member-
ship.

Personalize your message by usinga member who is a single parent, new employee, or
veteran member who has never had to actually “use” the organization.
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Objections and Responses
(Continued)

2 “Why should | join? | get the benefits for nothing.”

*  “No one gets the benefits free. Your colleagues at the local, state,and national levels
are paying the tab.”
* Make a list of what non-members don’t get.

*  Members pay dues that cover the cost of representation and bargaining for all bargaining
unit members and potential members (in units that don’t have fair share provisions where
all employees pay for the costs of representation.) In addition, dues payments entitle
members to vote, hold office, attend meetings, voice their concerns,and be represented
onall work+elated matters.|talso entitles them to liabilityinsurance and buying
privileges reserved for members.

* ‘It costs money to representemployees.”

*  “The time has come when members can no longer carry the financial burden of others
who have failed to make the commitment to their profession. Those who oppose public
educationand public school employee organizations have joined forces. Ve canaffordto
do noless.”

*  “Weshouldall be working together to make our organization the very best it can be at
representingall of us.” (for locals that do have fair share or agency fee agreements)

*  “Whenyouremaina potential member, you are actually working against your colleagues.”

*  OneAssociation sends a “bill” to potential members each month to ask them to join and
to remind them that it costs money to represent them.

*  “Asamember,you can takean active part in decision making. You can vote, hold office,
and have a voice in a democratic, representative organization.”

*  “If something happened to youand you needed the Association, it would be too late to
joinand obtain the assistance automatically provided to Association members.”

*  “If everyonefeltas youdo,the Association would not exist, and you would not be able to
receive these benefits.”

3. “l don’t agree with of the Association.”

*  “Few peopleagree |00 percent with the actions or positions of any group or organization.
Butrepresentative government in organizations—as well as nations—depends on people
who “pay their dues” and who participate in decision making. If you don’t agree with some
direction the Association is taking, join, become active,and work to change its course.”

*  “OurAssociation is democratic. No member is required to agree with the majority on any
issue. But every member has a chance to try to sway the majority through representative
democratic governance structures. Furthermore,our representative bodies issue the
recommendations of the majority. The Association doesn’tattempt to speak for every
individual member in every decision.”
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Objections and Responses
(Continued)

“What if taxpayers in the district could elect not to pay taxes because they objected to
somethingor because they do not have childrenin public schools or universities?”

Emphasize the democratic nature of the organization and that the Association respects the
opinions of those in the minority.

Compare membership dues to taxation and services such as water, fire-fighting, trash col-
lection, parks, security. Each taxpayer pays his or her share even when he or she may dis-
agree or not make use of some services

“Eachyear the NEA Representative Assembly (RA) holds open discussions on resolutions
thatmembers initiate. The RA votes on them.” Introduce the prospective member to his
or her local representative who was a delegate to the RA.

Review the NEA Resolutions (available to every member in the September issue of the all-
member NEATodayandinthe NEAHandbook,availablein each UniServ office). Have a
member of the Resolutions Committee from your state contact the potential member-.

“How can you get involved, be informed, or work for change if you don’tjoin? Wouldn’t
joiningand working for change be more effective than staying outside and complaining?”

“Some positionsthatthe Association takes do not affect us on a day-to-daybasis. The
advantages of membership far outweigh the disadvantages of one or two things with which
we may disagree.”

“Ourenemiesdistortour positions.” Explain the distortions,emotional issues,and tactics
of the radical right.

“Public education is at stake.”

If the objection is to our protectinga “bad” employee, point out that it is our responsibility
tomake sure eachemployeehasa‘“dayin court.” Pointoutthat rights, like laws,mustbe
enforced for each individual or they will not exist for anyone. Cite cases.

“Do youagree with everything the legislature does? But you don’t drop your citizenship,
giveuptherighttovote, or refuse to pay your taxesjust because elected officials take
positions with which you disagree.”

I’d join the local (or local/state) but not NEA.

The NEA family—local, state, and national affiliates—works constantly to protect, promote,
and strengthen member rights through a variety of avenues.

B UniServ
B Legal services

B Professional development
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Objections and Responses

(Continued)

Research

Bargaining assistance

Benefits

Human and civil rights

Staff assistance at conferences andworkshops

Offices and office supplies

Shared projects
Show the Association’sbudget.
“Who represents you as a delegate at all levels of the Association?”

“Howwouldyoube affectedifa colleague hadaproblemandno one hadresources or
simply chose not to help your colleague? Precedents set in other cases help protectall of

”»

us.

Demonstrate how the NEA resolutions and budget are taking new directions. Explain
politically motivated efforts to separate members from leaders, local affiliates from state
affiliates, and state affiliates from the national.

“l don’t like unions.”
“What do you think of when you say union?”
Use dictionary definition of union: join together for a common cause.

Cite professional development, community action, child protection, help for parents,and
workshops and conferences on professional issues ranging from stress and discipline to
school safety, technology, and teacher quality.

“What would be the effect if there were no union to monitor, lobby, represent, enforce
policiesand contracts,and ensure due process?” Cite local, state,and national records.

“Our activities are common to both unions and professional associations.”

The unions role is to work to improve education and to guarantee that everyone’s rights
are respected.

“We shouldn’t be involved in politics.”

“If we want to have an impact on the resources that are available to our schools and stu-
dents, we must recognize that people elected to public office control those resources.”
“If we want modern schools, qualified teachers,and computer-equipped classrooms, we
need to have people in public office who regard these as priorities. If we're not involved in
politics, public education may not be a priority.”
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Objections and Responses
(Continued)

*  NEA does not use dues money to make direct contributions to candidates in federal
elections. (Add state and local rules and practices.)

*  Educationemployees makerecommendations regardingsupportfor candidates for public
office through a fair and open process.

7. “The Association doesn’t do anything for kids and education.’

*  “TheAssociationis focusing its efforts on ways to enhance teacher quality and improve
student achievement.”

*  “What should we be doing?”
*  “What are you willing to do?”

* Shareinformationaboutlocal,state,and nationalactivities to promote quality education
and benefit students.

*  Share information on teaching and learning initiatives.
*  Share information about new unionism.

*  Shareinformationaboutthe $ | per member per year of NEA dues set aside to support
the National Foundation for the Improvement of Education.

* PointouttheAssociation’smany professional developmentand outreach activities:grants
and scholarships,workshops, publications, professional standards,activities for American
Education Week, Teacher Day,and Read Across America.

* Pointoutthe resourcesavailable throughthe NEA website www.nea.org,such as
“helpfrom.nea.org,” and the new member CD-ROM, “It’sAll AboutKids.”

8. “My spouse is a member. | don’t need to join.”

*  “How many salaries do you and your spouse get? If one of you is a member, only one
of you will get the benefits of membership—liability insurance and representation,
for example.”

*  “It’strue you both can read our publications, but the percent of dues that goes to
publications is minimal. So much more goes into other vital services that benefit every
member.”

*  “Anti-public education attacks and anti-education employee actions affect both of you.
Association activities that counter these attacks help both of you.”

* Note other couples whoare both members.
* “Both of you get salary increases and bargained benefits.”
*  “Could either of you afford to pay for attorneys to defend yourself?”’

*  “There are special needs of special groups at the work-site level.
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Objections and Responses
(Continued)

*  “The school system did not hire you because you are a couple. Each of you must stand on
his or her own.”

9. “l don’t like (past or present)leaders.”

*  “Getinvolved and help change things.”

* “It's understandable that some people don’t like some people.”

*  “They are volunteers.”

*  “The way toinfluence the Association and its leaders is to join and participate.”

*  “They are elected by means of open nominations and secret ballot by majority vote.”
*  “That was yesterday. What should we do about it now?”

*  “What should we start/stop/continue doing?”

*  “Whom would you suggest as a better leader?”

* Ifthe prospective member is speaking of a current leader,ask him or her to follow up.
* Take the prospective member to a meeting with you.

10. “Wedon’tneedtobe membersthisyear.” (non-bargainingyear)

*  Whathappens in neighboring districts and states affects us when we bargain next time—
rollbacks, strikes, arbitration, legal cases, unfair decisions, for example.

*  Programs go on all thetime:
m  Teaching and learning initiatives
m  Research
»  Training of leaders and bargainingteams
n  Office maintenance
n  UniServ
m  Lobbying
m  Monitoring of state and federalagencies
m  Monitoring of retirement funds
n Legislative programs
»  Community relations
n  Public relations and employee image programs

s Contract enforcement
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Objections and Responses
(Continued)

1. “Pm disgruntled because of what happened in the past.”
*  “What are you willing to do to change that?”

*  “That’s history. What do we need to do now?”

*  “l understand that.”

*  “You're right. Now what can we do?”

*  “Nothing can change that. Now we are ...”

* “l'knowit.”

*  “Alot of us used to feel that way.”

*  “We're working this year so that we will be strong next year.”

* Iftheproblemisapoorrecordinthepast,especiallyin bargaining, acknowledgeitifit’s
true. Then move the potential member to join to help improve the situation or cite
positive gains in the most recent bargaining.“We’re making improvements now.”

*  “Wedidn’t have the benefits of your participation in the past. What can youdo to
ensure better results next time?”’

12. “l don’t know how long I’ll be working here.” (retiring soon)

*  “Yourretirementincome depends on salary gains these lastyears. We need your
support to get maximum gains.”

+ “Retired people have the greatest need of all for these vital protections and services.
The Association monitors such things as retirement funds and insurance.”

*  “Join now and stay involved through NEA Retired. You'll not only remain a vital part
of education, but the Association will continue to work 365 days a year to protect
your investment and your future.”

*  “For now, join the group and build unity. Get to know your colleagues.”

*  “You'll benefit from the support of other Association members.”
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Step

Training Recruiters

Information for
Recruiters

The lastsection ofyour training sessionisthe timetomake sure you’vecovered
allthe bases, answered allthe questions,and setinmotionasystemthat will
deliver for your Association. Here are some of the points you should make sure
you have covered:

Duesstructure, deadlines,and any other relevant detailsnewmembers
will want to knowabout dues deduction

Duesamountsandwherethe money goes

Proceduresfor processing memberships, dues (howto completethe form,
information required, where to send the information)

Materialsthatwill be forthcoming
torecruitersinthe nextfewdays — .
and weeks The goal of thetraining session

Planned Association activities |5 t0 enable the recruiters to
designed for potential members | the ionk . h
(whenand where activitieswill be eave ne session Knowing W ll

held and what arrangements, if  t0 do and feeling ready to do it.
any, you need to make to get

potential members to attend)

Resourcesavailableto help withthe membership effort—staff, officers,
other local leaders, and volunteers

Where to call for help and support when needed

Local incentives for membership success (Remember, the keys to
organizing success are respect, recognition, and reward. Practice them
with your membership recruiters, and your membership systemissure to
beasuccess.)

Where to getthe NEANew-member CD-ROM o present to new
members after they have joined.

The goal of the training session isto enable the recruitersto leave the

session knowing what to do and feeling ready to do it.



Key Information for
Recruiters, Staff, Others

Each recruiter needs to have basic information. Adapt this sample information sheet for local
conditions and services. (Note: In some locals, two or three people may fill the majority of

these roles. If so, indicate that.)

Names
Local Association

Phone Numbers

Jurisdiction

President

Vice President

Secretary

Treasurer

Membership Coordinator

Bargaining Team Chair
Grievance Chairor Rep

Public Relations Chair

Special Services Chair

Political Action Chair
Social Chair
Staff

Others

Local Benefits
Salary schedule

Sick leave provisions

Fringe benefits

Health care

Other district-paid insurance coverage

Special services

Other

Dues
Full-time

Half-time

Monthly

ESP

PerDay
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Key Information for Recruiters, Staff,Others

(Continued)

Highlights of Current Contract Provisions

Check off the provisions that apply to your local. Add either the page number from your collective
bargaining contract or a highlight of each provision.

Just cause: (have youwon for employeesthe provision that they can be dismissed only
for justcause! That'sanimportant benefit!)

Workload: (hours, breaks, duty-free lunch, preparation/conference periods, aide time)

Class load limitations

Number of contract days (workdays, holidays, vacations)

(Calendar,if possible)

Termof contract (dates, provisionsfor reopeners)
Transfer and assignment protections

Leave provisions

Professional development

Site-based decision-making

Partnerships with Universities and/or Business

Special Education issues

Assistance in assault situations

Involvement in Education Technology and/or curricular decisions

Other
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““Success Sheet” for Recruiters

Whatare three recent local victories or successes that might be useful in showing potential
members the Association’s effectiveness in your school district or at your university?

Examples:
* A grievance protecting employee rights * A Mentoring or Peer Assistance Program
* Political victory * Bargained Professional Development
* Association involved in trainingmembers  * Release time secured to improve skills with
of site-based councils Student Standards
* Bargained or lobbied salary increase * Community action or event
Current recent Local Most Knowledgeable

L9y s Position Outcome Members
hot” issues
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