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Recruitment: to renew or restore the health, vitality, 
or intensity of; to regain lost health or strength, recover; 
seeking a new member of an organization or body.

What does it take to be successful with recruitment?

A successful recruitment program is built on the 
satisfaction and the enthusiasm of the current mem-
bership.  Naturally, if the members are having a good 
experience, it is easy for them to jump at the oppor-
tunity to share that with others.  This doesn’t mean the 
chapter has to be polished, so long as there is a feeling 
of excitement, of progress—an attitude that “Things 
are headed in the right direction.”  That is something 
the members can believe in and sell!

Everyone, including alumni, wants to be associated 
with something successful, so before anything else is 
planned for rush, take a couple of hours and evaluate 
the experience being provided by the chapter today 
versus a year or two ago and try to gauge the current 
attitude.  Is it positive?  Is there good participation in 
meetings and social events?  Does the Ritual mean 
something to the members?  Is the house clean (a test 
of tidiness in common areas is whether you would 
be comfortable having your parents walk in and sit 
down)?  Are all available beds filled?  Is the chapter 
prominent in campus activities?  How about grades—is 
the chapter above the all-men’s average?

If the answer to any of these questions is no, then 
perhaps a retreat is in order.  Regular chapter retreats 
are an excellent tool for keeping the chapter on course.  
The Chapter Retreat BRIEF has all the information on 
scheduling, agenda, exercises, and follow-up.  One of 
the most important of these is a needs assessment (a 
description of this technique can also be found in the 
Chapter Management BRIEF).  The members’ ability to 
sell the chapter is based on having a positive view of 
the services being provided and of the direction in 
which the chapter is heading.

The chapter should be aware of, and utilize, the re-
sources available to it.  Greek Advisors, International 
Officers and Regents, Vice Regents, Headquarters 

staff, faculty, community and business leaders, and 
area alumni have a wealth of knowledge that often 
goes untapped.  By bringing together these resources 
and giving them the opportunity to offer their assis-
tance, the chapter members will learn something new 
and perhaps develop innovative ways to move the 
chapter forward.  Chapters need to remember that the 
resources available to them may often be limited or 
subject to time restraints.  Plan ahead.  Don’t wait until 
just before formal rush period to contact those people 
from whom you are seeking assistance.

Now, what about the responsibility of individual 
chapter members?  How often have we heard (and 
said), “We’ll be fine if everybody goes out and gets a 
man”?  That sounds great when the rush chairman uses 
it at the meeting—short, simple and “catchy.”  But in 
reality, it rarely works.  What happens is that everyone 
is made responsible and, therefore, no one is ultimately 
responsible.  “Nobody will miss my little part,” one 
brother thinks.  Then a second brother gets the same 
idea, then the members who are capable of doing more 
settle for the one man they are asked to get, and so on, 
until, once again, the chapter fails to meet its needs.  A 
more foolproof method is to have an overall plan that 
allows each man to get involved by using his particular 
strengths (some are proficient at designing publicity 
materials, others enjoy getting out and meeting people, 
still others are the organizers behind the scenes).  By 
utilizing the members’ strengths, with specific respon-
sibilities and individual accountability, the chapter can 
start “happening to” rush instead of it happening to 
the chapter or, worse yet, it not happening at all!

Goals are also important in rush.  You know there are 
going to be problems when someone uses “We only 
want quality men,” because IT’S NOT A GOAL!  It can’t 
be measured.  When does the effort become a success?  
The results can’t be assessed and the program itself 
can’t be evaluated, because a true yardstick is missing.  
Are their grades above the all-men’s average?  Are they 
involved in community service or hold campus leader-
ship positions?  Are they athletes?  See?  Saying that 
you want quality is easy.  It means that anything you 
do can be labeled a success after the fact.  On the other 



hand, deciding prior to recruitment what “quality” is and working towards affiliating a predetermined number of 
men who meet those standards provides a tangible measure of your performance and ultimately your success.

Quality rush is measured not by how few you get, but by how many you turn down. The larger the number of 
individuals the chapter has contact with, the larger the number of prospective brothers.  With more prospective 
brothers, the chapter can associate a larger number of higher quality men.  In other words, “Quantity breeds 
quality.”  The chapter members must believe in and develop the goals together.  This is yet another reason to have 
a retreat before the recruitment process begins.  So, an essential part of your recruitment program is, “ALWAYS 
have a goal.”

Once you have determined your goal, you must start making plans to achieve it.  Utilize methods that will allow 
you to be reminded of your goal as often as possible.  If your goal is to recruit 20 men, then place the number 20 
on large sheets of paper and put them in areas that the men in the chapter will see daily.  Remember though, in or-
der to recruit 2i0 men, you will need to make approximately 100 contacts.  What you may want to do is have your 
goal be, “Meet 100 new men and initiate 20 of those men.”  Constantly being reminded of your goal will reinforce 
the need to strive for success.  Now you have developed your goal, you are reminded often about what the goal 
is, you have only one thing left… achieve it!

This BRIEF will take you through the process of developing a successful recruitment program—utilizing all avail-
able resources and achieving the goals set by the chapter.  You will find that the only limits you have are the ones 
that you have placed on yourself.  Recruitment, in actuality, is much easier than we normally think.  It’s taking 
advantage of the skills that we have learned as Delta Chis and sharing our brotherhood with potential members.  
It’s about forming relationships, challenging ourselves, making friends, and building a better fraternity, our fra-
ternity… Delta Chi!
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SECTION I:

RECRUITMENT PROCESS

Recruitment is not just one day or one week of events but is the culmination of the activities and perceptions of your 
chapter developed every day of the year.  Fraternities, however, have grown to typically rely on a one- or two-week 
concentrated recruitment effort at the beginning of the term, usually referred to as “formal rush.”  This dependence 
on formal rush is the result of fraternity men having become lazy and expecting the prospective brothers to come to 
them.  With the changing demographics and environments of college campuses, the number of men who choose to 
participate in this formal process continues to drop.  The typical student does not know of, or understand, the true 
nature of fraternity life and therefore does not seek it out.  In today’s environment, fraternities must seek out quality 
individuals and share with them what “fraternity” and “brotherhood” can mean to them.

The secret to successful recruitment is building a relationship.  Rush should be nothing more than a brotherhood event 
that you invite other people to attend.  Your objective when recruiting members should be to establish friendships.  
Informally, you can get to know the potential member, and he can get to know you without the artificial limitations 
of a structured and pressured atmosphere.  Interacting with individuals on a personal basis is the most effective way 
to recruit.  Informal methods can and must be used by all members of your chapter.

• Be outgoing and assertive
Do not expect prospective brothers to come to you during formal rush.  Go to them.  Bring them to your 
recruitment events.  Recruit in the residence halls, student union, athletic fields, classrooms, meetings of 
other organizations, etc.  Stay in contact.  Use the telephone, but you must also keep personal, face-to-
face contacts as your primary tool.  By being outgoing and assertive, brothers can expand the number of 
prospective members to include those quality individuals who do not know enough about fraternities to 
participate in a structured rush system.

• Expand the prospective member base
Recognize that all unaffiliated undergraduate men are potential brothers, not just those who participate 
in formal rush.  Do not limit your efforts to freshmen.  Recruit high school students, college sophomores, 
juniors, and transfer students.   

• Allow for ongoing associations
Do not associate men only in groups or “classes.”  By recruiting men 365 days throughout the year, chapters 
will be able to associate men continuously.  Chapters should organize their fraternity education and big 
brother programs so that new associate members may join at any time as school regulations permit.  Provide 
the opportunity for a prospective brother to join when the time is right for him, not just two weeks per year 
when it is “right” for the chapter.

• Develop a “recruiting mentality”
Do not recruit only during certain time periods.  Incorporate an organized, year-round recruitment campaign 
that involves all chapter members.  Never give up on a man.  Continue to recruit associate members to 
initiation, brothers to graduation, and alumni forever.

• Quantity vs. Quality
Quality rush is measured not by how few you get, but by how many you turn down.  The larger the number 
of individuals the chapter has contact with, the larger the number of prospective brothers.  With more 
prospective brothers, the chapter can associate a higher number of higher quality men.  In other words, 
“Quantity breeds quality.”

• Establish Standards
Don’t be ashamed to communicate to prospective members that your chapter has certain expectations such 
as a GPA above the all men’s average, prompt payment of bills, participation in events, etc.  When you lower 
your standards to get more men, you end up weakening the organization.



THE FIVE-STEP PROCESS

Meeting and making new friends is 90% of the effort needed to get a man to join your chapter.  Once you have made 
a friend, the next part of selling your product — Delta Chi — is the easy part.  The five-step process is:

1. Meet him.
2. Make him a friend.
3. Introduce him to your friends.
4. Introduce him to Delta Chi.
5. Ask him to join.

Many chapters mistakenly skip the first three steps.  Brothers fail to establish the friendships upon which fraternity 
is built.  How many times during rush does your chapter skip these basic steps?

The concept is simple; remove the barriers and make friends.  

It is only natural that you will not develop a friendship with everyone you meet.  Nor is it natural that you will 
introduce every one of your new friends to each of your fraternity brothers.  You may even decide that a few of your 
friends are not right for Delta Chi.  You can also be sure that not everyone who receives a bid will join.  Your chapter 
will lose people at each and every step.  Therefore, the more people you meet, the more men who will carry on to 
the ultimate step — joining Delta Chi.

Whether your campus has a formal, deferred, summer, or informal rush system, it is necessary to use the five-step 
process to develop the relationships needed to recruit new brothers.  Those chapters that believe in the Field of 
Dreams approach to recruitment (“build it and they will come”) will continue to struggle in the recruitment of the 
90’s and beyond.

There are two things a chapter must understand in order to improve its recruitment efforts: 
1)   A chapter must actively recruit new members. 
2)   Brotherhood is based on friendship; therefore, recruitment must be based on making friends.

This BRIEF is intended to assist your chapter with recruitment and to provide guidance in assimilating the five-step 
process into your recruitment program.  This is not a substitute for developing your own recruitment program.
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SECTION II:

RECRUITMENT COMMITTEE AND CHAIRMAN

While the recruitment chairman must be highly motivated, organized, aggressive, and a respected leader in the 
chapter, of utmost importance, he must also be able to motivate others.  Often the best recruitment chairman is a 
former “A” or other officer of the chapter.  He must have ample time to devote to his recruitment responsibilities.  

The recruitment chairman must pay great attention to detail.  Each step in the recruitment process requires both 
planning and follow-up.  At the same time, he must be able to oversee the big picture when dealing with brothers, 
university officials, parents and alumni.

It is recommended that the recruitment chairman be selected during January or February to serve a full year term.  
This transition period gives the recruitment chairman sufficient time to organize the recruitment committee and 
plan for spring and summer recruitment activities.

QUALITIES

• Organized - personally and as a manager of others
• Motivated - personally and able to motivate others
• Patient and calm - in the midst of intense activity
• Persistent - in following a detailed plan to successful conclusion
• Experienced - in previous recruitment efforts

The recruitment chairman should be just that - a chairman of a committee - and not a one-man show.  The recruitment 
chairman is in charge of organizing the recruitment program in which the brothers will be involved.  He should 
delegate and coordinate a committee composed of a cross section of the chapter.  Include older brothers with experience 
in recruitment and younger ones who can train for future leadership.  While this committee will be responsible for the 
overall recruitment effort, every member of the chapter must play a role.  No single person can recruit as effectively 
as the entire chapter.  Every individual has something to offer in making the effort a success.

RESPONSIBILITIES

•    Chair the recruitment committee.
•    Recruit and, with approval of the chapter, appoint the recruitment committee members.
•    Lead the recruitment committee and chapter in planning, organizing, and implementing the recruitment 

program within the allocated budget.
•    Involve the entire chapter - brothers and associates alike - in recruitment.
•    Acknowledge all brothers who sent rush recommendations and notify them of the outcome of their 

referral.
•    Secure alumni support and involvement by inviting area alumni to chapter functions.
•    Instill a year-round awareness of the importance of recruitment and implement specific programs and 

scheduled activities.
•    Increase the effectiveness of the chapter’s recruitment abilities rather than doing most of the “rushing” 

himself.
•    Organize a chapter recruitment retreat to inform the brothers of how to market the chapter.
•    Coordinate communication with potential members and direct the preparation of recruitment publications 

and other printed materials.

COMMITTEE

The recruitment committee needs to be organized to assist the recruitment chairman and carry out the chapter’s 
recruitment program.  The recruitment committee should meet regularly throughout the year (once each week, twice 
a month, etc.).  In this manner, informal, summer, and formal recruitment programs can be continually planned and 
evaluated.

The duties of the recruitment committee can be divided so one or more individuals are responsible for specific duties.  
Each of these committee members should call on brothers and associates to help carry out smaller portions of their 
responsibilities, thereby involving everyone in the process.



Activities
 Plan the events
 Purchase and prepare food and drink
 Prepare the house or other location
 Transportation for guests

Correspondence
 Contact prospective member and parents
 Contact alumni asking for recommendations
 Ensure that all men who receive recommendations are contacted 
 Follow up with alumni concerning recommendations
              Write thank-you letters to alumni who host functions or otherwise support the recruitment effort

Records
              Maintain a file with information on all prospective members, including summary of any contact
              Keep brothers informed of status of each prospective member
              Keep up with the number of men initially contacted, actually rushed, bid, and associated

Follow-up
 Identify prospective members and develop a list of names
 Coordinate informal contact
 See that personal contact follow-up is accomplished
 Maintain contact/follow-up sheet

Publicity
 Create posters, pictures, bid cards/letters, and publications
 Maintain scrapbooks, Quarterly, Cornerstone
 Prepare written copy and pictures for IFC recruitment booklet
 Obtain recruitment brochures, nametags, and business cards

COMMUNICATION

Recruitment meetings, workshops, or reports should occur throughout the year to:
• Remind the brothers of recruitment events and other functions
• Remind the brothers that recruitment is a continual process
• Rededicate the chapter’s commitment to the recruitment program

Chapter Meetings:
In meetings, set manpower assignments, evaluate the recruitment program as it is occurring, and decide 
on extending invitations to join.

Summer meetings:
The membership should be kept informed as to the progress of the recruitment program throughout the 
summer.  If location prohibits meeting, then this can be accomplished through update letters to the brothers 
throughout the summer.

WRITTEN  PROGRAMMING

Once the recruitment committee has planned the type of recruitment, the events, the background activities, and 
the workshops/retreats, put it all together into a written program.  A written program is nothing more than the 
compilation of the planning.  However, it can now be used as a reference guide for the brothers to help them know 
what to do when, where, why, and how, as well as for future recruitment chairmen.

A recruitment chairman notebook should include:
• Written recruitment program
• List of recruitment goals
• List of resources
• Recruitment committee information
• The budget
• The recruitment calendar
• Rushee information sheets
• List of new associates
• All contact/follow-up sheets
•    List of all involved alumni                                                                                                                                   01/04
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SECTION III:

RETREATS AND WORKSHOPS

RETREATS

At least once a year a retreat should be planned with a major emphasis on recruitment and recruiting strategies.  
Retreats should be held away from the campus and chapter house.  Retreats help to develop the chapter’s 
“philosophy” on recruitment throughout the year.  It also provides intensive training to brothers on recruitment 
without distractions.

Recruitment retreats are conducted to:
• Establish recruitment goals
• Announce recruitment plans and policies and adjust as needed
• Create brother awareness of the recruitment program
• Increase unity and motivation of the chapter
• Educate brothers in successful recruitment techniques

WORKSHOPS

A recruitment workshop should be planned and conducted immediately preceding any recruitment effort.  This is 
designed to give a quick “brush up” on recruitment strategies, to plan any last minute details, and to handle any 
problems that may have occurred.  The recruitment workshop serves these purposes:

• Teach new brothers how to recruit effectively
• Review information that older brothers may have forgotten
• Ensure everyone provides similar information to prospective members
• Discuss the selling points of the chapter
• Develop the brothers’ self-confidence
• Develop unity and enthusiasm
• Discuss how to deal with the most common objectives and tough questions

A successful recruitment workshop depends upon many variables.  The recruitment chairman’s enthusiasm and 
positive outlook may be the most important part of your presentation.  A thorough knowledge of your recruitment 
program and schedule will also be imperative if the chairman is to effectively conduct a recruitment workshop.

Each brother must be informed about the recruitment process and realize the importance of his efforts to the total 
success of recruitment.  He must have a part in developing and implementing the recruitment program.  He must 
be knowledgeable about the fraternity and comfortable in recruitment techniques.  Perhaps most important, his best 
efforts during recruitment need to be encouraged, supported, and recognized.

In order for you to accomplish your recruitment goal, you are going to have to educate, organize, and involve each 
and every member of your chapter.

Utilize all of the resources available to you when conducting a recruitment retreat or workshop.  Invite your “BB”, 
ABT President, Regent, Vice Regent, International Officer, Delta Chi staff member, Greek Advisor, or other such 
people who can provide a broader perspective and who can serve as neutral moderators to help lead discussions.

People support what they help create.  Translation: involve everyone possible in the planning of recruitment.  An-
nounce your recruitment committee meetings to the chapter, and invite anyone interested to attend.  Present regular 
reports on the committee’s progress to the chapter at its weekly meeting.  This way, you and your committee cannot 
be accused of springing any surprises.

The more they know about your plan and to the degree they feel that their ideas have been listened to and used in de-
veloping the plan, the brothers will be willing to work with you to help make their recruitment program a success.



Here’s a sample agenda for your recruitment retreat.

1. Review the Chapter’s Goals for Recruitment - At an early stage in the planning process, the chapter should 
set a goal for how many men it would like to pin during this term.  “As many as we can” is not a goal—it 
needs to be specific and should fit in with the chapter’s long-term growth plan.  It also avoids the syndrome 
of calling whatever you end up with “Just what we wanted!”  If it is not already in the by-laws, decide what 
GPA will be necessary in order to join and what other characteristics are important for men who would 
become members.

2. Go Over the Recruitment Schedule - Be sure that everyone knows exactly what he needs to do and by when.  
Post a calendar with the schedule on it (hand out photocopies too) and with all deadlines noted.  Make a 
special effort to see that all out-of-house brothers know the schedule and will have rides to the house before 
each event.

3. Review the Recruitment Committee’s Assignments - Describe the responsibilities of each committee 
member.  This way, they will know who is handling what aspects of recruitment.  Give each member of the 
committee a minute to make requests for additional help, go over a special point, etc.

4. Distribute the Facts - It is of major importance that everyone is telling the same story in recruitment.  Noth-
ing is so embarrassing as being contradicted while trying to impress a guest.  Hand out fact sheets with all 
the information the brothers will need to know.  For summer recruitment, prepare your brothers for the 
typical questions asked by freshmen and their parents.  You should also include some basic material on the 
university/college.  Check with the admissions office for handouts and advice.

5. How to Recruit - This is where a guest speaker can be really valuable.  Take the members through all the 
Do’s and Don’ts and view “The Right Way To Rush” video.  A key to successful recruitment education is to 
emphasize the use of good shortcomings, but show them in the light of opportunities for further achieve-
ment.

 Also stress the skills of good communications.  During recruitment, the prospective member wants to know 
what Delta Chi is, who they are and what Delta Chi has to offer him.  For this to happen, you need to get to 
know one another.  You need to become friends.

6. The Brothers’ Responsibilities - Let them know you’ll need their full cooperation and willingness to help 
when asked for the recruitment to be a success.  They should arrange their schoolwork whenever possible 
so that it doesn’t interfere with their ability to contribute to recruitment—after all, they have the schedule 
in their hands.  During the events, the most important thing is to be friendly and honest.  Let them know 
how they should dress for each event.  Make it clear that regardless of the circumstances, you expect them 
to stay presentable during recruitment.  The brothers also need to understand the record-keeping system.  
If there is a time and place for them to make written comments on individuals, let them know.

7. The Importance of Follow-Up and Follow-Through - Explain the procedure, the various elements and what 
the brothers will have to do to make it succeed.

8. Membership Selection Procedure - Whether you call it a bid session, hashing, or whatever, be sure everyone 
understands the rules.  Also explain the necessity of punctuality, rational thought and diplomacy, if the 
chapter hopes to do a good job of evaluating the prospects.  Avoid late night sessions or allowing anyone 
to participate who is under the influence of alcohol.

9. Bidding - See Section XI in this BRIEF.  Explain it in detail.

10. Role Playing - This is a chance for everyone to practice their recruitment skills, from handshakes to bidding.  
Break up into small groups and alternate parts and situations until everyone has had an opportunity to try 
a variety of roles.

The recruitment retreat is also a good time to decide on the teams for making advance contact.



RECRUITMENT RETREAT TRAINING ACTIVITIES

“NAME THAT ONE PERSON”

Ask chapter members to name the one person who influenced him to join your chapter.  Think back to that 
moment.
Processing questions:

 •    How did he approach you?  What did he say?
 •    How did he show his interest in you?  What did he say?
 •    What “closed” the sale?
 •    How can we make recruitment a more personalized process?

Remind the chapter that recruitment is simply making friends.

“SALESMAN”

Have all the chapter members pair up (with larger chapters, ask the men to get in groups of three; one student will 
serve as the group observer).  Ask pairs to assign one person as the first salesman.  The salesman gets 60 seconds 
to “sell” the fraternity to the brother.  After the 60 seconds, ask the listener if he thought the salesman did a good 
job.  Ask for a few nominees to stand and give their “sales pitch” to the entire chapter.  Take another 60 seconds for 
the listener to play the role of the salesman.  Again, ask for outstanding salesmen and demonstrate their skills to 
the group.

Processing questions:

 •    Why are these men considered good salesmen?
 •    What made the salesmen believable?
 •    What did the good salesmen say that really sold you on their experience?  What hooked you?
 •    In order to be a good salesman you have to believe in your product.  How did the good salesmen  

               prove their belief in the chapter’s product?

“COMMON QUESTIONS”

Each chapter member should be able to answer the following questions.  Put these on 3x5 cards with numbers 1-
20 on the back.  Randomly distribute the cards to chapter members.  Ask the person with #1 to stand up, read the 
question and answer it in front of the group.  When finished, the member should sit down and the group can offer 
feedback or ways they might answer the question differently.  Continue on with numbers 2-20.

1.    How much does it cost to become a member?
2.    Are you “really” close to every brother in your chapter?
3.    My parents believe that all fraternities do is party.  How can I convince them differently?
4.    Why is your chapter so small/large?
5.    I heard the ABCs are jerks.  What do you think of them?
6.    What do you do for service projects?  Do you have to do them?
7.    What do I have to do to be initiated?
8.    My sister is in XYZ sorority.  What do you think of them?
9.    What will your chapter do to help me with my school work?
10.  Have you noticed a change in your chapter since you joined?
11.  What do you do with your alumni?
12.  What does “national” do with all the money that you give them?
13.  My brother was a Delta Chi at North/South State.  Doesn’t that mean I automatically get in here?
14.  On average, how much will the fraternity cost me each month?
15.  I don’t drink.  What do you do at parties?
16.  I don’t think I can afford the fraternity...
17.  I’m afraid the fraternity will hurt my grades...
18.  My parents don’t want me to join.  What if I just didn’t tell them?
19.  I don’t think I have time to join a fraternity...
20.  Will I be hazed?  What will you guys make me do?



“SELL, SELL, SELL!”
In order to assist the potential members in learning more about your chapter, the members of the chapter first need 
to know and discuss what the chapter has to offer and expects from a new member.  Know your product!  In a typical 
chapter, if each member were asked to write down five reasons why someone should join his chapter, the majority of 
the brothers wouldn’t be able to think of five reasons.  This has to be corrected.  As a group, compile a list of chapter 
selling points.  Be specific.  Add other categories to the following list if needed.  Once you have your list, go back 
through the selling points one at a time and try to reword each one to maximize its appeal.

A.   Chapter activities and achievements
B.    Your brothers’ interests and personalities
C.   Leadership and management opportunities and responsibilities
D.   Ways your chapter can fit the new member’s needs and interests
E.    Chapter loyalty, pride and heritage
F.    Financial commitment (the primary source of funding everything we do!)
G.   Chapter goals and organization
H.   Friendship (brotherhood development)
I.     Academic requirements
J.     Membership education program for new members

ROLE PLAYING

Have members volunteer to role-play all the different “characters” during recruitment (i.e., chapter members and 
potential members) and assign different personality types to each (e.g., jock, serious student).  They should then 
practice recruiting each other and have the chapter evaluate their performance. 

Getting men who are uncomfortable with recruiting involved in this exercise can make them feel more confident in 
their capabilities, as long as their uneasiness is not mocked by other members.  

RE-RECRUITING YOUR CHAPTER MEMBERS

Make the recruitment retreat fun and exciting.  Make your brothers want to be there.  Give prizes for the previous 
recruitment:
       “Most Improved Recruiter”
       “Elite Five” (voted upon by the chapter and awarded to the five best recruiters)
       “Best Attitude”
       “Best First Time Recruiter”
       “Most Approachable”
       “Best Conversationalist”
       “Most Interfraternal: Best ‘Go Greek’ Message”
       “Fraternity Fact King: Most Knowledgeable”
       “Most Supportive Alumnus”
       Add your own!

Be creative with positive recognition certificates.  Give exciting prizes promoting the Fraternity: buttons, mugs, 
water bottles, baseball caps, t-shirts, sweatshirts, Badge guards, etc.  (Some of these items are available from the 
International Headquarters.)
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SECTION IV:
RESOURCES

There are many different resources the chapter can utilize to aid in the recruitment process.  These resources can be 
in the form of assistance, information, referrals, contacts, or training.

HEADQUARTERS

Recruitment Tools (supplies available):
 Banners/Flags
 Brochures
  A Parent’s Guide to Fraternities
  Rush Brochure
 Decals
 Folders
 Informational Flyers
 Maps (with location of chapters)
 Name tags
 Note/thank you cards
 Posters
 Event Manuals
  The Party Continues
  Building Better Brotherhood

Contact the Headquarters in Iowa City for information about prices and placing orders for supplies.  Be sure 
to order well in advance to assure delivery in time for recruitment.

Leadership Consultants:
Take advantage of this great resource and ask your consultant to conduct a recruitment workshop for your 
chapter during his visit.  Consultants are trained in recruitment and will provide assistance in developing 
an effective recruitment program.

ALUMNI

The importance of alumni involvement in your chapter’s recruitment program should not be underrated.  The 
potential for alumni assistance is unlimited, but the undergraduate chapter must take the initiative in building good 
alumni relations to achieve cooperation in recruitment.

Delta Chi is not only a college experience but a brotherhood of a lifetime.  The key to getting alumni assistance in 
recruitment, or in any other area, is to ask for specific help, and then to follow through with recognition for a job 
well done.  Your chapter must have a successful alumni relations program prior to soliciting alumni support.  If your 
chapter has a good working relationship with your alumni, assistance in recruitment is as close as asking for it.

Alumni involvement should not be limited to chapter alumni.  Local alumni from other chapters, International 
Officers, Regents, Vice Regents, or former leadership consultants are all excellent resources.

For referrals:
Include membership recommendation forms (see appendix for example) in your alumni newsletter.  
Always acknowledge a recommendation and be certain to thank the alumnus and notify him of your 
action.



As recruitment tools:
•    Invite alumni to recruitment functions
•    Ask a prominent alumnus to give a brief address to the guests
•    Ask a prominent alumnus to write a letter to prospective members’ parents

For financial assistance:
Your advisors or alumni association may be willing to sponsor a portion of your recruitment program.

ALUMNI ADVISORS

•    Help make available prominent area alumni to attend rush events
•    Actively seek alumni recommendations
•    Help advise in chapter recruitment seminars or workshops

CAMPUS

       IFC :
Your IFC can provide rush rules and regulations, as well as dates of rush and up-to-date recruitment 
publications and statistics.

       Greek Advisor:
Your Greek Advisor can assist you with suggestions and with handling problems particular to your campus 
or chapter.
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SECTION V:
CONTACT

Personalized recruitment goes far beyond mere public relations.  Publications and videos can raise awareness, but 
it’s the chapter members who produce new associate members.

Identifying prospective members and getting them to a chapter event for recruitment functions is sometimes the 
most difficult, yet still a crucial part of recruitment.  However, meeting prospective members is the most important part 
of the process and can occur anytime or anywhere, when a Delta Chi interacts with a non-affiliated student.

When face-to-face interaction takes place between an unaffiliated student and a Delta Chi, the encounter develops a 
relationship between two people.  Continued interaction develops the relationship into a friendship.  Introductions 
to other friends expands the scope of the friendship.  Such a friend jumps at the chance to join a brotherhood.  Such 
a friend jumps at the chance to join Delta Chi.  Making new friends is something you can do each and every day.

INITIAL CONTACT

Forms of initial contact that have proven to be most successful include:
• Personal visits to the prospective member’s home during the summer
• Brothers and friends who serve as residence halls advisors
• Contacts made by brothers serving as freshmen orientation leaders
• Approaching officers of student organizations on campus
• Introduction to potential members through mutual contacts, alumni, high school guidance counselors, 

parents, etc.
• Presentations at high schools, churches, other organizations, etc.
• Lists of graduating high school seniors
• Men on academic scholarship (local newspapers recognize award recipient and school district offices have 

lists of names)
• Men at summer school
• Upperclassmen in the residence halls
• In class, the library, or in extracurricular activities
• “Pickup” games at the gym
• Activities with honor societies, service organizations, student clubs, or student government organizations
• Individual handwritten letters from brothers introducing themselves, the Greek system and Delta Chi
• Helping freshmen during orientation and registration to get settled in their residence hall
• Friends of brothers and friends of friends
• Referrals from girlfriends, female friends, or sorority members
• Lists of freshmen or transfer students

LEGACIES

A legacy is a potential member who has a relative in Delta Chi (i.e., father, grandfather, brother, uncle, or cousin).  
Unfortunately, too many fraternities, including Delta Chi, are failing to associate many good legacies.  This is ironic, 
since quite often with a legacy you already have your foot in the door.  His association can enhance your chapter’s 
tradition.  When he associates, the interest of his predecessors and their close chapter friends are rekindled.  Your 
chapter should continuously collect and evaluate information from alumni who will identify these legacies. 

Remember, your basic policy must continue to be that your brothers are not required to associate anyone whom 
they would not be proud to call their brother.  You should, however, treat each legacy just as you would want your 
brother or son treated.  It is your chapter’s responsibility to investigate fully the possibility of associating a legacy 
and make sure each one is given careful and courteous consideration.  Similarly, your chapter should not take a 
legacy for granted and automatically assume he is going to pledge because of his father or relative.

PERSONAL VISITS

A personal visit to the prospective member on “his turf” will help immensely in establishing the relationship that is key 
to the success of your recruitment.  Subsequent recruitment events will be more effective where a prior relationship is 
established.  Visits to the prospective member, whether prior to, during, or following an event, confirm your interest 
in the prospective member and allow you to answer questions, reinforce previous statements, and extend invitations 
to subsequent events while learning more of the prospective member’s interests.



EXTENDING AN INVITATION

The key to success in extending an invitation is not to give the opportunity to say “no.”  Never give the prospective 
member any possible cause to doubt your sincere interest in his attendance.  Say, “We are having an event Wednesday 
and would really like for you to be there.  A number of the brothers are interested in meeting you.  The event starts 
at 7 p.m.  What time can I pick you up?”

ORGANIZE YOUR FOLLOW-UP

The goal is not to let any prospective member fall through the cracks before he reaches his decision to associate with 
Delta Chi.  Guest books, prospective member lists, prospective member profiles, index cards, etc., used to document 
your recruitment, can also be used to guide your follow-up.  Follow-up teams, one older and one younger brother, 
can be organized so that follow-up recruitment is always being both taught and learned.

MAINTAIN REGULAR CONTACT

Regular contact reinforces your sincere interest in the prospective member and can reflect the diversity of the 
opportunities in Delta Chi.  Examples of follow-up contact include:

• Personal visits at his residence hall or apartment
• Repeat visits to the fraternity house
• Meetings on “neutral turf” (e.g. campus events, IFC rush events, campus facilities)
• Telephone calls
• Written invitations (as a last resort) 

INTENSIFY YOUR FOLLOW-UP AS INTEREST GROWS

• Invite the prospective member to become increasingly more involved in the normal activities of the 
chapter.

• Phone and personally visit all prospective members prior to each function to secure their commitment to  
attend and to bring their friends with them (e.g., they become both prospective member and recruiter).

• Assign brothers to escort prospective members to functions.
• Accompany the prospective member to visit his parents (if possible) to overcome parental misconceptions  

of fraternity and to enlist their support.

CONTACT/FOLLOW-UP SHEET

As the saying goes, “If everyone is responsible, then no one is responsible.”  It cannot be assumed that everyone will 
get involved in the recruitment process and that everyone asked to make a follow-up visit or phone call will do so.  
By creating a Contact/Follow-up Sheet (see example in appendix), the recruitment chairman can track the progress 
of the recruitment effort, see who is involved, assign specific duties, and display the results. 

Members of the chapter should constantly be solicited for names of potential brothers.  Once a prospective member 
reaches step three (introduce him to your friends), the recruitment chairman should write down his name and the 
name of the brother who supplied it.  Once the prospective member has met brothers or attended an event, a brother 
should be assigned to follow up with the prospective member.  This may be the same person who had initial contact 
or someone else in the chapter who has made friends with the prospective member.  The follow-up might include 
going to lunch, inviting the prospective member to go out with a couple of brothers, bringing the prospective member 
to another chapter activity, or a phone call.  The brother in charge of follow-up may change several times once more 
brothers have made friends with the prospective member.  This process continues through steps four (introduce him 
to Delta Chi) and five (ask him to join).
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SECTION VI:

SUMMER RECRUITMENT

It’s no secret that the number of men joining fraternities has decreased on a majority of college campuses. Therefore, 
we must make sure that we are working on a strategy that will keep us competitive and successful. One of the big-
gest recruitment opportunities is the summertime. However, we tend to view the summer months as a break rather 
than time to get real work accomplished. 

Today’s college man is not necessarily the same as he has been in the past. The key is to change with the times. It 
would be safe to say that most men do not plan on joining a fraternity when they come to college. Just ask for a show 
of hands at your next chapter meeting! Potential members are not going to simply show up at the door. Therefore, 
we must first convince them to go Greek, and then to join Delta Chi.

Most chapter members who are reading this now ask the all-important question, “Can we afford to recruit in the 
summer?” The cost of summer recruitment is completely up to the chapter members. The men in your chapter 
could agree to create a scholarship to be given to an incoming freshman, or, with some effective planning and a 
little help from parents and alumni, your recruiting effort could cost you next to nothing. The key to a successful 
summer recruitment program, like any recruitment effort, is the chapter’s attitude and the amount of effort put into 
the program.

Change does not come easily for any group, but after a few well-planned and well-executed summer recruitment 
campaigns, not having a summer recruitment program will seem like a thing of the past.

How do you recruit over the summer? Below is an outline of how to form a solid, summer recruitment program. 

Plans for summer recruitment:
1.    It is vital that the “C” develop a summer contact sheet for the chapter members. Even more so, the Recruit-

ment Chair needs to develop recruitment teams. Make it a competition and provide incentives. For example, 
whichever team gets the most bids accepted gets some form of reward (i.e. dinner, a small reduction in dues, 
etc.).

2.    Put together a rush booklet, full of information about Delta Chi, your university, your Greek community, 
and your chapter/colony, including a letter from the “A”.  Make sure that the rush booklet and the website 
have contact information for the Recruitment Chairman and the "A". They should also contain a list (with 
all necessary details) of all recruitment events.

3.    Spruce up and enhance the chapter's website. Make sure that it "sells" the message the chapter has agreed 
it is going to sell in everything it does. Remove photos with inappropriate content and any inappropriate 
wording or references if they exist.

4.    Some universities allow students to obtain mailing addresses for incoming freshmen. If available, go to the 
admissions office and get mailing labels/email addresses for all incoming freshmen. Check to see if the 
IFC office has a list of those expressing interest in going Greek. But don't focus exclusively on them. What 
percent of your current members had their names on such a list?

5.    Send out the rush booklet to incoming freshmen. You may also be able to get a bulk-mailing rate from the 
post office.

6.    After sending information out to incoming freshmen, follow up with a phone call. Cold-calling may not 
always be easy, but it is worth the effort. Personal contact can make all the difference to a high school senior 
and his parents.

7.    Organize the chapter/colony into teams by geographic location. These teams will be responsible for recruiting 
men in their geographic area, especially from their own high school! They should stay in contact as a team 
and with the Recruitment Chairman (who also needs to stay in touch with the "A" on a regular basis).

8.    Have recruitment teams hold area recruitment functions. There are most likely several members of the 
chapter from the closest metropolitan area. Organize a local recruitment function, inviting prospective 
members. It isn’t going to eat up the chapter’s entire budget to hold these functions. A chapter could simply 
hold a function at a park, or member’s house, barbequing and playing softball. If your chapter decides to 
put a fair amount of money into recruitment, ideas for recruitment functions may include any type of major 
sporting event, renting out a room at a restaurant, etc. No matter the cost, look at it as an investment. For 
those chapters/colonies that may have students coming in from all over the country, shift your efforts into 
a more individualized style of recruitment and regionalize when possible. Another resource to utilize in this 
aspect is the internet, using the chapter and international websites (www.deltachi.org). Make sure that your 
chapter’s website is up to date, contains only appropriate material, and has a link on Delta Chi’s website.



9.    Follow up on any sort of contact you have with potential members during the summer. Send a hand-written 
thank you note after they have attended an event, and be sure to pick up the phone and personally thank 
them for taking time out of their summer.  

10.  Throughout the summer, form a spreadsheet of all potential members. This will keep things much more 
organized and manageable. It is also very important to keep good records on potential members. The Re-
cruitment Chairmen will want to keep track of what events he has been to, what contact the chapter has 
had with him, who knows him the best, etc.

Sample Calendar for Summer Recruitment

March 21st-28th Recruitment teams should meet and plan out their summer activities. Invite area alumni to be in-
volved in this process. Plan two or three events. Discuss how to work with parents.

April 14th-21st Compile a list of freshmen from the university/college, recommendations from alumni, sororities, 
friends, and guidance counselors. Use this information to create a contact database split into groups by geographic 
regions, or even high schools.

May 14th-21st Send out an information packet prepared by the chapter to all potential members in your database. If 
you can’t afford this then focus on an area, only those who have indicated an interest in going Greek, or sample a 
random selection and ask them to bring a friend. 

May 25th-31st Have the recruitment teams make follow-up phone calls to all potential members who received infor-
mation. The recruitment teams should talk up the summer game plan, and possibly answer any questions.

June 18th-24th Event One - Have a BBQ at an alumnus’ or parents’ house
Get a firm commitment from brothers and rush guests who will be attending. Follow up with a phone call to each 
man who attended and a phone call to all who were unable to attend. Personal contact is the key to successful per-
sonal recruitment.

July 1st-July 7th Event Two - Plan an outing to a sporting event.
Again, remember to follow up with some sort of personal contact to thank the men for taking the time to attend.

July 20th-26th Event Three  - Have a get-together at a local park, or rent out a room at a local restaurant. Ask an alum-
nus to speak about Delta Chi. Use this time for a quick informational session and a short orientation to the university 
they will be attending in the fall. Finish with a question and answer session.

August 3rd- 9th Event Four- Have an event at school or at a chapter member’s house. It is important to have prospective 
members meet the chapter/colony as a group so they know what type of organization they may be joining. This is 
also a great chance to get to see brothers who may have been working all summer.

As always, remember to follow up with some personal contact. Encourage them to go through rush/recruitment in 
the fall, or simply let them know to get in touch with you when they arrive at school. Or, better yet, find out how 
you can get in touch with them! If appropriate have an event during the first week of school.

In addition, when holding an event, it is important to be prepared. Every area needs to be covered, such as dress for 
the occasion, location, time, what to bring, etc.

When Should the Recruiting Start?

All chapters/colonies should recruit 365 days a year. Too many groups rely on university-structured “rush weeks” 
and do little, if any, preparatory work during the summer. Getting ready for summer recruitment is not something 
that can be done mid-summer. In reality, preparation should begin shortly after spring break, if not before.

If a chapter/colony waits until the end of the semester, there will not be time to properly prepare the members of the 
chapter/colony for a solid summer recruitment effort. The chapter will want to be in a position where it is picking 
and choosing who it wants. Remember, recruitment is about quantity AND quality.

Ideas to Get Started on a Summer Recruitment Program:
·      Talk to guidance counselors. Don’t hesitate to go back to your old high school to see about the graduating 



seniors who will be attending your university.
·      Utilize alumni! We often forget how important a resource alumni can be. Get them involved in planning 

summer recruitment. Have alumni assist you in all facets of summer recruitment, including planning or 
hosting events.

·      Always remember that personal contact is the most proven recruitment technique. 
·      Potential members will be much more at ease if you meet them on their “own turf”. Being in a comfortable 

environment makes them much more open and accepting. This is also the perfect opportunity to impress the 
parents of a potential member in hopes of showing them the benefits of their son becoming a Delta Chi.

·      Pay attention to the parents of potential members. Parents are often apprehensive about the idea of fraternity. 
Take some time to dispel the myths of Animal House and the things that they hear about on television. This 
is an area where alumni support can be invaluable.

·      Another great resource can be the parents of members. Parents may be willing to allow the use of their home 
as a location to hold summer recruitment functions. Such a gesture should not go overlooked by the chapter, 
so remember to offer help in setting up for the event and to show your appreciation after the function. It is 
also understood that behavior at these functions should be respectable before, during, and after the event. 

·      Remember the basic selling points of recruitment. You get what you recruit. For example, if you are talking 
to a prospective member solely about partying, don’t expect that person to take on a huge leadership role. 
You will also see how retention and your recruitment sales pitch points tie in with each other.

·      Involvement in other organizations is always beneficial to Delta Chi. For summer recruitment, you would 
like to have brothers involved in summer orientation, and programs directed at helping freshmen settle into 
their new surroundings. If they are not currently involved, this fall would be a great time to start working 
for next summer.

·      In the chapter’s alumni newsletter, develop a section where alumni can send in names of young high school 
men who will be attending the university. Recommendations could be sent via e-mail if you have an alumni 
list serve or chapter website. Alumni can also recommend current students who would make good mem-
bers.

·      Work as a team! When everyone is putting in a great deal of effort, the results are going to be that much bet-
ter. Members cannot simply rely on just the Recruitment Chair to do the work. If brothers often feel that no 
one will miss their “small part” of the recruitment effort, eventually all the members will arrive at this same 
thought, and nothing will be accomplished. Lead by example as opposed to taking the easy way out.

Additional Thoughts on Summer Recruitment:
By setting goals and developing, implementing, and executing a well-run summer recruitment program, your 
chapter/colony will benefit in several ways. Considering the fact that most other fraternities do not have any summer 
recruitment, the chapter will be able to get a jump on the competition. While the usual rivals from formal rush are 
waiting around for that “magic” two-week period in the fall, the men of your chapter will be forming the associate 
member class for the fall. 

If Delta Chi is the first to contact the young men who will be attending the university/college, then Delta Chi will be 
able to select the highest quality potential members. The chapter will see the results from its hard work and will be 
able to enjoy its success. Overall, things will fall into place, and the chapter will improve in all areas of operation.

Again, the importance of inviting potential members must be reiterated. Everything you will need for a successful 
summer recruitment plan is in place. However, all of the hard work will amount to nothing if there is only planning 
and not contacting. Follow up and follow through with potential members! Remember that recruitment starts with 
going out and meeting people.

The biggest return on the investment of hard work in summer recruitment will be the enthusiasm of interested young 
freshmen when they first move into their dorms in the fall. They will be doing a form of “dorm storming” that the 
chapter would never be able to accomplish. The “buzz” will be all over campus, and you will have taken care of 
80% of recruitment for the fall. Utilize the new guys, as they can be your best recruiters. Even more so, the chapter 
will find that once one guy decides to join, so do his friends.

Recruiting can be challenging, but remember that there are several things to help keep you motivated:
·      Your chapter/colony will be an even stronger force on campus.
·      There will be more brothers with whom you can establish friendships.
·      More talented men to fill to critical leadership positions.
·      With more members, the chapter will also be doing better financially. When the chapter is doing well finan-

cially, the chapter can have more programming (social events, scholarship, etc.)
·      …All in all, you will end up having a better experience!
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SECTION VII:

THE ART OF CONVERSATION

Casual conversation and personal contact help you obtain key information while also allowing the prospective 
member know that you are genuinely interested in him.

Skill in conversation requires that you know which questions to ask to get the information you want.  Avoid 
questions with yes or no answers.  Here are some key topics and examples of appropriate questions:

Career plans:
 What would you like to do after you get your degree?
 Why did you decide to major in _____?
 What experience have you had that is related to your major?

Hobbies and interest:
 What do you like to do in your free time?
 What are your other interests outside of work and school?

Sports:
 What sports do you like or have you been involved in?  Why?
 How do you feel about (sports team, figure, or issue)?
 What is your favorite ____ (sport, team, etc.)?

Movies:
 What movies have you seen lately?
 What did you think of _____?
 
Vacation:
 What did you do over the summer?
 How was your trip to ______?

Job:
 What did you do this summer?
 How did you get that job?
 Why did you want to get that kind of job?
 What is the best job you have ever had?

Activities:
 What activities were you involved in during high school?
 How did you get into that activity?
 What activities do you hope to pursue in college?

Each brother should have several questions prepared to begin a conversation.  They should be questions 
regarding something that is of genuine interest to himself  or something he would want to know about another 
individual.  The important thing to remember is that these questions are used to start the conversation.  You need 
to listen to the individual and respond to his answers and continue the conversation from that point.  Too often 
brothers have a handful of questions that they ask one after another regardless of the response, and when they are 
done with their list, they have nothing to talk about.

Find out what the prospect is interested in and get him to talk about it.  People want to hear three things:  “thank you,” 
their names, and their own voices.
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SECTION VIII:

EVENTS

Recruitment events are just another way of providing the opportunity to meet people; it is what you do with that 
opportunity that will determine your success.

In adopting year-round recruitment, most of your recruitment events should not be specially planned events but 
simply inviting prospective members to chapter activities.  Encourage brothers to bring friends to dinner.  If the rules 
allow, ask unaffiliated men to play on your intramural teams.  Bring friends along on camping trips, sporting events, 
or other events.  Let prospective members see what it is like to be in a fraternity.  If they are allowed to experience 
the benefit of membership, it is a lot easier for brothers to communicate those benefits.  Almost every activity of the 
chapter can be a recruitment event.  Continue to encourage brothers to bring guests to activities.  

Some chapters allow guests to be part of their pre-initiation activities.  Before they even join Delta Chi, they can 
witness what we mean by “the bond.”  The Associate Member Ceremony of The Delta Chi Fraternity is not secret.  
Invite prospective members to witness this first step into membership.  Many potential members are afraid of the 
unknown.  Do what you can to eliminate these fears.  Events planned specifically for recruitment often tend to get 
boring for both the brothers and prospective members and are nothing like the normal activities of the chapter.  
The more honest and up front the chapter is, the less likely a prospective member is to be dissatisfied once he has 
accepted membership. 

The emphasis in planning recruitment events should be on atmosphere—the kind of atmosphere in which prospective 
members and brothers feel relaxed and can get to know each other.  The best recruitment events are small, intimate, 
one-on-one encounters.  Don’t wait for planned events.  Every contact with an unaffiliated student can be a recruitment 
opportunity.

Too many people feel that the best recruitment functions are big parties with people packed wall to wall.  This is 
the least efficient use of your money and manpower and does not provide the best atmosphere for making friends, 
which is the basis of recruitment.

TYPES OF INDIVIDUALIZED EVENTS

 •    Lunch/dinner
 •    Double date
 •    Study
 •    Watch TV/videos
 •    Do laundry together
 •    Go to the movies
 •    Play sports
 •    Go to the library
 •    Attend campus sporting/theater events

CHAPTER EVENTS

 •    Assign one or more recruitment committee members to plan and prepare for all of the functions.
 •    Make the functions enjoyable for everyone.  A natural, informal atmosphere is best whenever possible.
 •    Put the emphasis on brother-perspective brother interaction, not entertainment.
 •    Recruitment should be nothing more than a brotherhood event that you invite other people to attend.

TYPES OF INDIVIDUALIZED EVENTS

College athletic events
Professional sports
Canoeing, camping, backpacking
Swimming
Water skiing
Snow skiing
Speakers from the college or university
Alumni night
Sports films or movies



Informal athletic events and intramurals
Cookout
Parents’ night (or day)
Exchange dinner with a sorority
Associate member meetings
Date functions
Faculty dinners
Community service project
Chapter dinners
Tutoring sessions, study breaks
Casino party
Trivia contest
Pig roast
Broom ball
Frisbee golf
Softball
Bowling
Rollerblading
Basketball
Golf
Challenge an independent team in intramurals and go for pizza afterwards

Before we place too much emphasis on events and large-group functions, do not forget that one-on-one and 
small-group rushing provides the best opportunity for getting to know prospective members and for “closing the 
sale.”  A balance of these two types of recruitment atmosphere – the group function and the personal touch –  will 
probably work best.
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SECTION IX:

SELLING POINTS

In order for brothers to effectively communicate to others about the benefits of belonging to Delta Chi, our 
brothers must first understand these benefits.  The following areas should be discussed during a chapter meeting, 
retreat, or workshop.  If brothers do not see the benefits of membership, then the chapter should work on 
improving its service to its members before trying to recruit more members.  Also, ask yourselves, “What are the 
benefits of joining Delta Chi as opposed to another fraternity on your campus?”  Ask your newest members what 
the deciding factors were for them.

• Extracurricular Activities - How the chapter can help the prospective member become involved when he 
becomes a brother.

• Scholarship - Talk about the chapter’s academic record and any scholarships available to brothers.  How will 
you help him academically?

• Housing - If you have a house, talk about the benefits of having a home away from home.  Your house is much 
more comfortable than a dormitory and provides a regular, informal social life.  Show him the house if he would 
like to see it.

• Social - There is no denying that this is an important part of fraternity life.  Describe your social program and 
some of your key activities.  Social is more than partying; it is the interaction with other individuals.  Stress the 
development of social skills.  Don’t, however, let social overshadow all other chapter programs.  If you try to sell 
your chapter on just its social life, you’re going to lose the men who are looking for more.

• Leadership opportunities - The chapter’s offices and committees give everyone the chance for involvement.  
Each chapter is looking for leaders and provides the opportunity to develop leadership skills.
 
• Friendships - The greatest benefit many brothers receive are the lifelong friendships developed from living, 
working, and playing together.  We call it brotherhood, but it is easier for others to understand as an enduring 
friendship.  Don’t sell this benefit short while emphasizing more visible features.

• Alumni Relations - Contacts with alumni can provide guidance in careers and the job search upon graduation.  
Another benefit is lifelong involvement in fraternity activities.  After graduation, Delta Chi can provide an 
important link back to the campus, especially for events like homecoming and alumni weekends.

• International Fraternity - Delta Chi is a prestigious fraternity with many outstanding brothers and traditions.  
The opportunity for lifelong membership in such an organization is a significant benefit.  Be proud of your 
Fraternity, and tell prospective members about it.

• Finances - Tell the prospective member all the costs of membership:  association and initiation fees, dues, room 
and board, social fees, etc.

• Membership Education - Tell him about the obligations and duties of membership.  Show him a copy of your 
written associate member program.  The prospect will be impressed with your openness.  If you don’t feel you 
can be open, you probably need to reevaluate your membership education program.

• Life Education - Being a Delta Chi provides brothers with life skills that cannot be acquired anywhere else.  It 
can extend education beyond the academics of the classroom.  Senator Larry Craig noted in his speech at the 1994 
Delta Chi International Convention, “I am a United States Senator because I am a Delta Chi.”

Don’t make the mistake of immediately talking about Delta Chi.  Work on building a relationship with the 
individual first.  Once you have developed that relationship, maintain a “you” attitude.  Simply put, ask him 
what he likes to do and then explain how Delta Chi matches his interests and meets his needs.
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SECTION X:

ASSOCIATE MEMBERS

INVOLVEMENT IN RECRUITMENT

Get the new associate member involved in recruitment.  An associate can be an excellent recruiter.  He is now 
your best recruitment tool.  He will probably have more unaffiliated friends than you do.  The new associate will 
also have the unique opportunity to help recruit members who will be in his associate member program and 
eventually become his brothers.  Pair the associate with an experienced brother as a rush team.

RUSHING ASSOCIATE MEMBERS

Don’t forget to continue to “rush” your associates.  Once a man has associated with your chapter, your members 
have the responsibility to keep his interest.  Rush is not over; it has only moved to a different level.

In your eyes, the associate is now an insider.  In his eyes, he may still be an outsider.  He does not know the 
brothers that well nor the ways and manners of your chapter.  The more he feels a part of the chapter, the more he 
will want to become a brother.
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SECTION XI:

ASSESSMENT AND SELECTION

In considering prospective members for association, the chapter must first decide what type of brothers they are 
looking for.  Too many times, chapters look for the brother who is outstanding in all areas.  This is often a standard 
to which much of our current membership could not measure up to.  The chapter should develop basic standards 
that it believes all of its brothers should possess.  This could include academics, athletics, leadership, involvement, 
finances, or a number of other qualities.  The prospective member should be assessed on whether he possesses 
enough of the basic qualities to be considered for membership.  Also remind brothers what they were like when they 
joined and would they have been extended a bid if they had to live up to these standards.  Consider the following 
areas of assessment:

1.    Grades - Your chapter should have a minimum GPA required for joining, one higher than the minimum at the 
institution (e.g., college requirement of 2.0 to remain; the chapter requires a 2.3 or 2.4 to join).  To a large extent, 
grades reflect the level of motivation and interest in college.  Associating men who are academically unstable 
hurts them and Delta Chi.  

2.    Leadership Potential - Not every man you associate will become student body president, editor of the school 
newspaper or hold chapter office, but in each associate member class, there needs to be some real leaders.  They 
don’t happen by accident – these kinds of people have to be found, recruited and developed.

3.    Success Potential - Fraternities pride themselves on the success of their alumni.  A Yale University study 
of students on 40 different campuses came up with four essential characteristics of students most likely to 
succeed:

a. Possession of definite goals.  They know where they want to go in life.

b. Easy adjustment with all kinds of people.  They can handle themselves in a variety of situations.

c. Decision-making ability.  After considering the facts, they don’t hem and haw or avoid a decision.

d. Ability to judge relevance, proportion and potential.  They can distinguish between the significant and the 
insignificant aspects of a situation or problem and can judge future possibilities.

4.    Integrity - Nothing erodes the brotherhood more than a lack of personal ethics and values.  Men who cheat, 
steal, lie or fail to live up to their commitments have no place in Delta Chi.

5.    Ability to Pay - No matter how nice a man is, or what other strengths he brings with him, if he simply cannot 
afford Delta Chi, then by bidding him you are asking for problems later on.  Find out ahead of time.

6.    Well-Rounded Personality - It’s great for a person to excel at one particular thing, but he also needs at least a 
basic competence in other areas in order for him to be a good brother.

The point of these suggestions is to reinforce from the very beginning the idea that being a Delta Chi means living 
up to certain standards, not justifying the lowest common denominator.

There are two questions you should ask yourself when assessing a potential member:
“What can he bring to Delta Chi?”
“What can Delta Chi do for him?”

Fraternity is a two-way street.  Few brothers are outstanding in all areas.  Is the prospective member an All-American, 
a scholar, a leader, a hard worker, funny, enthusiastic, or a gentleman?  What qualities does he possess that can aid 
Delta Chi?  At the same time, how can being a Delta Chi aid the individual?

LEGACIES

When you are considering a legacy for membership, keep in mind that he may be coming from two or three generations 
of Delta Chi, maybe all from your own chapter.  Instead of “proving” himself good enough to be associated, a legacy 
should have to prove himself truly undeserving of a bid.  If, after full and careful consideration, you decide not to 
bid a legacy, you should contact the members of his family who are Delta Chis and explain your reasons before telling 
him.  To do less is a slap in the face to those men in his family who have come before him and seriously damages the 
relationship between that family and Delta Chi. A concerted effort towards bidding legacies almost always benefits 
the chapter from the standpoint of improved alumni contact and relations.



SELECTION

Your chapter must have a definite procedure for voting on whether to invite a man to join Delta Chi.  It should be 
written down in the chapter by-laws.  Whatever the method, it should respect the rights of every brother to speak 
his mind and to vote his own conscience.  There is no requirement that the voting be by secret ballot.

Often, a prospective member fails to receive a bid because “not enough brothers have met him.”  It is not necessary 
for every brother to meet a prospective member.  During the discussions, listen to what other brothers have to say 
about the individual.  Don’t just vote based on your personal experiences; instead, trust the opinions of your brothers 
and vote accordingly.

“Package Deals” - If you want to bid a very sharp guy but he has a friend you’re not sure about, look a little deeper.  
They’re friends for some reason.  Don’t turn him down just because he’s not as impressive at first glance as his 
friend.

If you really decide the second man isn’t of sufficient caliber, then you will be faced with two possibilities.

1.    Often, the two men are not as close as you think.  They may be rushing together out of convenience (from the 
same high school, roommates, etc.).

2.    If they are close friends, then you need to say that if they join different fraternities it shouldn’t change that 
fact.

BIDDING

In the final step (ask him to join) the chapter should continue to develop the friendship with the individual.  The 
bid should be extended to the individual personally by two or three brothers.  At least one of these members should 
be someone who has developed a good relationship with the potential member.  Present him with the bid card or 
letter and discuss the reasons why you believe this individual will benefit from being a member of The Delta Chi 
Fraternity and how your chapter will benefit by associating the prospective member.

Be open and honest with the individual before he accepts his bid.  Show him the budget, the associate member 
program, a calendar of events, and the dues structure.  Your honesty and openness will be rewarded.  
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SECTION XII:

RECRUITMENT EVALUATION

Perhaps the most important step in continuing or increasing the success of a chapter’s recruitment program is the 
evaluation of the process itself.  It is vital to examine the entire process to determine the areas of weakness that need 
to be developed and the areas of strength that need to be continued and expanded.

Keep track of not only how many bids were extended and accepted but how many people attended recruitment 
functions, how many guests didn’t attend second events, how many individuals were asked to fill out information 
sheets, how many follow-up contacts were made, how many bids were lost to another fraternity, and how many 
recommendations or referrals were received and followed up on.  In order to evaluate the recruitment process, you 
have to evaluate every step of the process, not just the result.  Evaluate each step in the recruitment process for 
potential improvement.

As an example, during a specific term a chapter may have contact with 200 unaffiliated men with the following 
results: 100 attended some type of recruitment event, 86 filled out information sheets, 82 follow-up contacts were 
made and maintained, 64 were extended bids, and 10 accepted.  In this example of those originally contacted, 50% 
attended events, 43% filled out information sheets, 42% were followed up on, 32% were extended bids, and 5% 
accepted bids.  It seems the chapter is very good in follow-up contacts and is willing to extend a large number of 
bids.  Areas needing improvement seem to include getting prospective members to events and “closing the deal.”  
Possible ways of improving the chapter’s efforts could include the following:

•    Increasing the number of initial contacts - Assuming the percentages all stay the same, this will ultimately 
increase the number of bids accepted.

•    Focus on event attendance - Concentrate efforts on contacting prospective members prior to an event, 
extending a personal invitation, providing transportation, and making it hard for them to say no.

•    Continuing follow-up - This is an area where the chapter seems to be strong.  Build on this strength.  Work on 
continuing the follow-up process for a longer period of time and including more members before extending 
the bid.

•    Closing the deal - Select several members to hone the skill of extending the bid and have them study the 
answers to difficult questions.  Work with alumni in assisting in this area.

Within a week of the Associate Member Ceremony, ask each new associate to fill out a Recruitment Evaluation 
Form. (See Appendix for an example.) These forms help to understand what individuals going through the process 
think.  An activity that the chapter feels is great may not be viewed the same way by someone going through the 
process.  The completed recruitment evaluation forms serve as tools to improve your next recruitment effort.  Be 
certain to save them, along with any personal observations, and pass them along to the next recruitment chairman.  
Remember that recruitment is a continuous process and any knowledge gained should be passed along for a smooth 
and successful transition.
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SECTION XIII:
MECHANICS

THE DO’S AND DON’TS

DO wear your pins and letters.  It shows that Delta Chi is a fraternity of which to be proud.

DO point out the accomplishments of your brothers.

DO make friends. The most commonly given reason for joining is the name of one of the brothers who made friends 
with him.

DO use first names.  It’s more polite, more casual, and friendlier.

DO be on time for all rush events.

DO look for potential in a man, and not a finished product.  Remember, a freshman has just started school.  He 
doesn’t know all the campus ropes yet.

DO use good table manners.  Fraternity men are supposed to have class.

DO know enough about your fraternity to answer his questions.

DO be honest.  If you lie and he finds out, he will not be impressed.

If you don’t know the answer to a question, DO ask someone who does.

DO find out a man’s interests and DO introduce him to brothers with the same interests.

DO encourage cross-rushing.  If he doesn’t join Delta Chi, he still helps your chapter if he joins another fraternity, 
because he strengthens the Greek system.

DO point out the scholastic advantages of fraternity life.

DO involve your associate members/pledges in rush.  Because of their enthusiasm, they make very good rushers.

DO refer questions on the membership education program to your associate member counselor, your associate 
members or a new brother.  The answers will be most convincing when they come from someone who is well-in-
formed.

DO dress and act like a gentleman at all rush events.

DO let your guests do most of the talking.  This gives them a chance to ask the questions that are important to 
them.

DO investigate legacies fully.  Treat them as you’d like your own son to be treated.

DO make sure all guests have left the house before commenting on any of them.

DON’T congregate in large groups at the front door.

DON’T wait to be introduced – introduce yourself.  But DON’T butt rudely into a conversation.

DON’T forget that the average freshman knows very little about fraternities.  Take the time to explain the basics and 
clear up any misconceptions he may have.

DON’T criticize brothers.  You’re trying to sell brotherhood, not backstabbing.

DON’T use foul language.  You’ve got to first be a man’s friend before you can act like a jerk in front of him and 
get away with it.



DON’T use racial or ethnic slurs.  It’s hard to talk about scholarship when you sound like a moron.

DON’T just talk about social activities.  You get what you rush, and if the social aspect is all you talk about, don’t 
expect to pin a Rhodes Scholar or a future President of the United States.

DON’T gang up on or monopolize a guest for the entire evening.  The first practice makes him uncomfortable, and 
the second makes it hard for the rest of the chapter to get to know him.

DON’T ever, ever leave a guest alone.

DON’T lose your temper or get into an argument about anything.

DON’T gang up by yourselves when you have potential members in the room.  It makes you look like you’re not 
interested in them.

DON’T “rush” women.  During rush, you are supposed to be getting members, not dates.

DON’T talk about disliking rush.  Sample conversation: Guest: “Gee, rush must really be a rough time for you guys.”  
Brother: “Yeah, it’s a pain in the rear end, but we gotta do it.”  Rush is the first fraternity activity most of your guests 
will ever have seen.  If rush is not enjoyable, what’s the rest of fraternity like?  If they are told that rush is nothing 
but a big pain, it will be easy to conclude that fraternity life is a big pain.

DON’T criticize or stereotype other fraternity chapters.  Remember, you can’t throw mud without getting some on 
yourself.  If a man rushes Delta Chi and is told that Alpha Beta Gamma is no good, and then rushes Delta Epsilon and 
they say that Zeta Eta Theta stinks, and then rushes Zeta Eta Theta and gets told that Delta Chi is a lousy fraternity, 
then he’s just going to go back to his residence hall room and spend the next four years telling every freshman who 
moves in that fraternities are no good because they told him so themselves!  If you start knocking another fraternity, it 
can only be because you don’t have enough good things to say about yourselves.

DON’T use “inside” jokes or nicknames.  It’s rude and makes your guests feel even more like outsiders.

DON’T apologize for your chapter’s weak points.  Talk about the opportunities for achievement.

DON’T discuss how many men you hope to pin.

DON’T talk fraternity business in front of a guest.

DURING THE EVENT

1.    Always try to view rush from the guest’s point of view.

2.    Always display good manners and common courtesy.

3.    Do not congregate in large groups at the entrance to the event.

4.    Have greeters on hand to welcome each guest, register him and introduce him to others.

5.    Use a firm handshake and maintain eye contact when introductions are made.

6.    Do not release the handshake until you are sure of the guest’s name.

7.    Use the guest’s first name at least three times during a conversation (opening, middle and closing).

8.    Do not use the expression, “I don’t believe I’ve met you before.”  You may have!

9.    Make sure each guest signs the guest book.

10.  Don’t refer to a potential member as a “rushee.”  He is a GUEST or at least a “rush guest.”

11.  Make sure the guests meet as many alumni, brothers, associate members and other guests as possible.  
(Introductions are always in order.)



12.  Encourage every guest to “Go Greek,” regardless of fraternity.  (You are selling Greek first, Delta Chi sec-
ond.)

13.  Make the guest feel “at home.”

14.  Show genuine interest in him as a person.

15.  Get every guest involved.

16.  Have guests rush for you!

17.  Use name tags.  (Include major and hometown in large enough print to read.)

18.  Each brother and each associate member should make an effort to find one guest they are interested in and 
put out a special effort in his case.

19.  Members should not “rush” each other.

20.  Bring the guests into the conversation.

21.  If the guest has a date, make sure she is comfortable also.

22.  Remember a guest likes to:

a.    Feel important
b.    Be complimented
c.    Be asked for advice
d.   Express his opinion
e.    Talk about himself
f.    Hear his name
g.   Grant favors
h.   Relax
i.     Be appreciated
j.     Discover that you have the same interests as he does

23.  Give your guests a publication and/or a favor to take home.

24.  Thank each guest for coming.

25.  Use a positive approach in asking a man to return to the chapter (i.e., “See you tomorrow,” instead of “I 
hope to see you tomorrow.”)

26.  Dress properly.  Guests expect to be impressed.

DIPLOMACY

Along the way, you are going to encounter objections to fraternity life, tough questions and possibly someone who 
will try to provoke you into an argument.  Here are some techniques to help you address these situations:

1. Watch Your Temper – Don’t let your voice or facial expression convey any negative feeling you may have.

2. Listen Attentively – Don’t interrupt a legitimate objection with a clever answer.

3. Don’t Argue – Arguments don’t convince but do cause hard feelings.

4. Convert an Objection Into a Question – Questions can be answered, but objections lead to arguments.  Ex-
ample: answer “I heard that fraternities hurt my grades,” with “Why do you think joining a fraternity will 
hurt your grades?”

5. Don’t Put a Concern Off – Answer right away; don’t beat around the bush.  Not only will you hold his at-
tention better, his confidence in you will be much higher if you don’t duck the question.                         01/04



The Delta Chi Fraternity
Membership Recommendation Form

If you know of a young man who can both contribute to a chapter and develop himself through 
Delta Chi, please complete this recommendation form and mail it to the chapter. Please provide 
as much information as possible. Thank you for your support of our recruitment efforts.

Prospect’s Name: ___________________________________________________________________

Year in School: High School Sr. College: Fresh. Soph. Jr. Sr. Other: ____________

Home Address: _____________________________________________________________________

____________________________________________________________________________________

________________

School Address: ____________________________________________________________________

____________________________________________________________________________________

________________

Home Phone: ____________________________ School Phone: _____________________________

Name of Parent(s) or Guardian: _______________________________________________________

High School Attended: ______________________________________________________________

Academic Record, Honors, Achievements: _____________________________________________

High School or College Activities: _____________________________________________________

Hobbies: ___________________________________________________________________________

Submitted by _________________________________________ Chapter and Year ______________

Address ___________________________________________________________________________

____________________________________________________________________________________

________________

I understand this is only a recommendation and that the final decisions regarding association and

initiation into Delta Chi belong to the chapter.

Signature ____________________________________________

Date ________________________________________________
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Delta Chi Recruitment Evaluation Form
(For New Associate Members)

These questions are designed to help the chapter and the recruitment committee 
to evaluate the effectiveness of our recruitment program.  Your answers will 
influence the direction of future recruitment.

1.  How did you hear about our chapter?  Circle all that apply.

 Friend Letter Active Brother Associate Member

 Phone Call  Poster IFC  Advertisement

 Other           

2.  What impressed you most about recruitment at our chapter?

3.  What impressed you least about recruitment at our chapter?

4.  Who was most responsible for you joining our chapter?

5.  What influenced you the most to join our chapter?

6.  What information about the chapter would you have liked to have
 received during rush?

7.  What impressed you the most about our members and why?

8.  If you rushed other fraternities, what impressed you the most about their  
recruitment?

9.  What impressed you the least about their recruitment?

10.  Other comments about any area of recruitment:
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The Delta Chi Fraternity
North/South Chapter

123 West Avenue, Anytown NY 12345  (123) 456-7890

September 1, 20__

Dear Andy, 

      The men of the North/South Chapter of The Delta Chi Fraternity are men of 
strict integrity.  We understand the importance of academics and appreciate the value of             
education beyond the classroom.  The men of Delta Chi believe strongly in the words of 
the Preamble of the Delta Chi Constitution that states:

 ...believing that great advantages are to be derived from a brotherhood of             
 college and university men, appreciating that close association may promote   
          friendship, develop character, advance justice, and assist in the acquisition of a  
 sound education...

We are constantly looking for men who possess the qualities that we believe will help in 
carrying on the traditions and honor of The Delta Chi Fraternity at North/South.
  In the past two weeks many of our members have had the oppurtunity to meet with 
you.  You attended several of our events including the volleyball cookout, billiards night, 
and Pizzafest.  Chris, Jerry, Rob, and Kevin took the oppurtunity to eat lunch with you 
last week, and I had dinner with you last night.  In getting to know you, every one of our 
members has come to the conclusion that you possess the qualities of an individual who we 
believe will make Delta Chi an even stronger fraternity.
 It is with great pleasure that I extend to you an invitation to become an Associate 
Member of The Delta Chi Fraternity at North/South as requested by itʼs members.

Sincerely,

[Signature of Contact Person]

[Signatures of Entire Chapter]  
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Delta Chi Information Sheet
Date _______________________________________________________________________________

Name ______________________________________________________________________________ 

Previous School _____________________________________________________________________

Home Address ______________________________________________________________________

Home Phone _____________________________________ Local Phone _______________________

School/Local Address  _______________________________________________________________
____________________________________________________________________________________

Major ___________________________________________ Grade Point Average _______________

Relative with Greek Affiliation ________________________________________________________

Sports _____________________________________________________________________________

Interests ___________________________________________________________________________

High School Activities _______________________________________________________________

College Activities ___________________________________________________________________

Friends in Delta Chi _________________________________________________________________

Please do not write below this line unless you are the rush chairman
********************************************************************************************
Name of Host _______________________________________________________________________

Name of Contacts ___________________________________________________________________

Comments _________________________________________________________________________
___________________________________________________________________________________
____________________________________________________________________________________

Events _____________________________________________________________________________
____________________________________________________________________________________

Follow-up Contact __________________________________________________________________
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