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LESSON TITLE:  Demonstrate area canvassing techniques

TOTAL LESSON TIME: 1 hour

REFERENCES:  Volume 1 Guide Book for Recruiters (Chapter 3 ,part N)
INSTRUCTOR PREPARATION: 

1.  Ensure all media and student materials are set up in the large classroom.

2.  Review power point presentation.

3.  Review the lesson plan
SAFETY PRECAUTIONS: N/A                               

PRACTICAL APPLICATION ELEMENTS: N/A

INTRODUCTION                                          



                              (3 MIN)
(ON – PPT 1)

1.  GAIN ATTENTION:  On any given day we as marines have the oppurtunity to make a differnece whether it be by a chance encounter or just good fortune.  While on recruiting duty this will never be more true whether you are at the mall or eating lunch you will always be looking for that next chance encounter to provide a young man that vital information he needs to become a marine. As you seek them out while canvassing the streets of america

(OFF – PPT 1 / ON – PPT 2)

2.  OVERVIEW: Good morning / afternoon, my name is______of the Basic Recuiter Course.  The purpose of this period of instruction is to provide you the student with the basic knowledge concerning 

what is an area canvass and how to area canvass. I will do this by covering the purpose of area canvassing, what is considered a contact, how to prepare to canvass, planning and scheduling to canvass and how to conduct area canvassing.

Instructor Note: Have students read learning objectives to themselves and look up when finished.

3.  LEARNING OBJECTIVES

     a.  TERMINAL LEARNING OBJECTIVE:  Without the aid of references, during a period of  

     practical application or while on a field  exercise demonstrate area canvassing techniques in  

     accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.14)

     b.  ENABLING LEARNING OBJECTIVE:
(1)  Without the aid of references, identify in writing the purpose of area canvassing in                              accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.14a)

(2)  Without the aid of references, identify in writing the definition of  an area canvass contact in                               accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.14b)

(3) Without the aid of references, identify in writing how to prepare for area canvassing in

 accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.14c)

(4)  Without the aid of references, identify in writing how to plan for area canvassing in  

accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.14d)

(5)  Without the aid of references, identify in writing how to schedule area canvassing in 

accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.14e)

          (6)  Without the aid of references, identify in writing  the procedures for conducting area 

          canvassing in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  

          (8411.4.14f)

4.  METHOD / MEDIA:  This lesson will be taught by the lecture, demonstration and practical application methods. I will be aided by the use of actual items Figure 3-N-1, S&R Sheet and computer generated graphics.

Instructor Note: Explain Instructional Rating Forms to the students.

5.  EVALUATION:  You will be evaluated by a performance event and during recruiter readiness traning conducted in week four.

(OFF – PPT 2 / ON – BLANK SCREEN)

TRANSITION:  Are there any questions about what we will be covering today or how you will be evaluated?  Now let’s take a look at the purpose of area canvassing.

BODY 









                (37 MIN)          

1.  Purpose  (1 MIN) (OFF  - BLANK SCREEN /ON - PPT 3) The purpose for the Area Canvassing activity is to obtain names and make contact with likely prospects whose names are not already in the files.

( OFF - PPT 3 / ON - BLANK SCREEN)

TRANSITION:  Are there any questions on the purpose of area canvassing? Q: What is the purpose of area canvassing? Now lets take a look at the definition of an area canvasscontact.

2.  Definition of an area canvass contact (1 MIN) (OFF - BLANK SCREEN / ON - PPT 4)  Meeting likely prospects face-to-face, obtaining their names and sufficient information for the purpose of gaining an appointment. Remember, for an area canvass to count towards your prospecting objectives you must have sufficient information  for follow up (contactable information).  Getting a name, just to get a name, is not an area canvass “AC”  contact. 

(OFF - PPT 4 /ON - BLANK SCREEN)
TRANSITION:  Are there any questions on the definition of an area canvass contact? Q: What is the definition of an area canvass contact ? Now lets take a look at the preparation necessary to area canvassing effectively.

3.  Preparation (8 MIN)  (OFF - BLANK SCREEN / ON - PPT 5)  To prepare for area canvassing, Recruiter’s must familiarize themselves with the local area and identify the places where his or her target market may congregate. This can be done  by seeking information from your NCOIC, poolees and local contacts about lucrative spots to canvass.  Take the initiative to recon your area and identify perspective AC locations.Also, travel any established IRT’s from the previous Recruiter.  Remember to repeat the familiarzation process each season,  as youth habits and hangouts change during different times of the year.

(OFF - PPT 5 / ON – PPT 6)

    a.  The following is a list of high priority AC spots:

    b. High schools and community colleges.

    c.  Technical training centers.

    d.  Shopping malls.

    e.  Community centers (YMCA, etc.).

 (OFF – PPT 6 / ON – BLANK SCREEN)

TRANSITION:  Are there any questions on the preparation for area canvassing? Q: What are some 

of the ways to prepare for area canvassing ? Now lets take a look at the planning for area canvassing.

4.  Planning: (4 MIN) (OFF - BLANK SCREEN /ON – PPT 7) You  want to plan AC activity when contact is most likely.  Never plan AC's at a mall when you know that only moms and children will be there, or at school when the students have to be in class.  

a. Plan for the time when your prospects will be out and available. 

b. Schedule your AC's to fill in the open time between appointments and other activities.  The idea is to make every hour of your work day as productive as possible.  

(OFF - PPT 7/ ON – PPT 8)

c.  Then there are enhanced area canvassing events (I.E. fruit stands,career days and county fairs)  if you work these events properly they can pay big dividends in your recruiting effort. 

(OFF - PPT 8/ON - BLANK SCREEN)

TRANSITION:  Are there any questions on the planning or scheduling of area canvassing activity? Q: What are some of the ways to plan for area canvassing ? Now lets take a look at the procedures for conducting area canvassing.
5.  Procedures (8 MIN) (OFF - BLANK SCREEN /ON – PPT 9) The basic procedures for conducting an area canvassing activity are as follows:

    a.  Initiate contact.  The recruiter initiates contact, prospects don't usually walk up to you.  You 

    must be outgoing, approachable, positive, and confident.  This is the time to use your PSS Core

    skills. The first thing you will do is an opening.  Be enthusiastic about the Marine Corps because this will help project self-confidence, a trait most people want.  At this point you should establish rapport with the prospect.

b. Conduct basic screening.  The amount of screening depends on where you are and who is around. Remember, the time you have with the prospect is limited so most screening can wait until later when you are meeting in private for an interview.

     c.  Listen for needs or interests.  Listening for needs and interests is continuous throughout contact 

     with the prospect.  These needs or interests can be helpful in getting the prospect to set an appointment or later when you are closing the sale.  Remember to always use your PSS skills with the prospect.


d.  Obtain name, address, and phone number.  To ensure you have sufficient information to follow-

     up on the AC contact, you must ask the prospect for their name, address, and telephone number.  For example, if the prospect can't talk right now; “You look like you're in a hurry right now so let's get together when you have more time.  Why don't you give me your full name and phone number so I can give you a call later?  By the way, what is your address?"

(OFF - PPT 9/ON – PPT 10)

e.  Request an appointment.  The Recruiter requests an appointment with the prospect.  This will 

     permit screening and interviewing to be conducted in the appropriate environment.  Do not conduct interviews on the street. You use a contained choice when requesting the appointment.

     For example: 


"Gary, I have openings for an appointment at either 2:15 or 4:15 tomorrow. Which do you    

         prefer?"

     f.   Conclude the AC.  You end the AC by confirming the date, time, and location of the 

     appointment. Leave the prospect with the feeling that you can help them with their plans.

     1)  If the AC contact does not agree to an appointment, find out why.  Once again your PSS skills  

     are the way to go.  Chances are that you are dealing with a concern or indifference.  Once you

     have probed to understand the customer's concern handle it in accordance with PSS Core.  If you

     determine that you are dealing with indifference you will need to find out which category this

     applicant falls under (College, Workforce, Military or Procrastinator).  Once you have determined

     which door is open follow through with your PSS Core.  

     For example:

      “Jim, I can see that you have everything locked on for yourself, I wonder if I could ask 

      you a few questions, that way if the Marine Corps can't help you now, maybe we can  

      help you in the future.  Would that be O.K.?  Are you a high school grad or senior?”                  

(OFF – PPT 10 /ON – PPT 11)                                          

     g. Record results.  Write the AC information on the Canvass/Referral List in the back of your    

     Schedule and results book.  These sheets are maintained in the back of the schedule and results book  

     for the current month, then turned into the NCOIC for filing with your S&R sheets this list is used for 

     recording area canvass contacts and activities as they occur  Annotate the activity results (tick marks) 

     on the S&R sheet, prepare PACs, and annotate List Contact Sheets as appropriate.

Instructor Note: Reffer students to the handout 3-N-1 from the Volume One.

     For example:

a. Illustrate how the recruiter can use the canvass referral lists in accomplishing daily activity.  

          While area canvassing out at the mall the recruiter may approach a young man to explore his 

           interest in the Marines, if he or she is interested but are short on time ask for there basic 

           information to call later and follow up  

b. Cross reference the name to the appropirate high school or Zip list.  If the name appears on a

list and has never been contacted place an circle around th ac on the list contact sheet, check  

          the PC box and fill out a pac card.  Write the results of the ac on the pac and action date it for  

          future contact. 

          b. cont. If the name is not on the list you must add it. This will indicate that contact was made by      

         AC and scrub it by filling out a pac.

     Example #2:

a. During a high school talk your key man gives you the name of a senior classmate who has expressed an interest in the miltary.  All he has is the referrals name.   The key man will try to get you more information later.  In the case of referrals take the following action.  Record the referrals name on the canvass referral list.  Research your high school list if the name is not there continue to work the name from the canvass referral list by doing the following.  You check the local phone directory to see if his or her number is listed.  Check back with your key man to see if he has obtained the additional information to make contact.  Once the prospect is contacted add them to the appropiate list, if the name already appears just add the appropiate updated information.            

     Note: Analyze results.  As always, do a self analysis of your ACs. Are you effective? Did you 

     accomplish your goal? Look for ways to improve your technique to score better contacts.

TRANSITION:  Are there any questions on the proceedure for conducting area canvassing activities? Q: What sheet is used to record contactable information on a prospect while out canvassing? Now let’s take a look at the techniques for area canvassing
6.  Area canvass techniques (OFF - BLANK SCREEN /ON – PPT 12)  Recruiters must work on developing the right approach and force themselves to talk to people while area canvassing.  What is the right approach or technique for AC’s ?   This largely depends on the individual recruiter.  Here are a few techniques a recruiter should employ:   

a. Be outgoing.  Introduce yourself, tell them who you are and what you do.  In simple 

terms,informal, yet professional.

(OFF – PPT 12/ON – PPT 13)
b. Avoid going right to the issue of enlisting and forcing the prospect to make a decision.

c. Participate with the people that you are trying to enlist, even if it means playing basketball or 

othergames with local groups.

d. Express an interest in the prospects backround, current situation,and plans.  Develop some

common points of  interest that you can discuss with the prospect.  Lead these common interest into the possibility that the prospect may find them in the Marine Corps.

(OFF - PPT 13/ON – PPT 14)

e. Use yourself as a sales aid and proof source.  Use your personal experiences to show how the  

     prospects can be satisfied by the Marine Corps. 

f. Travel, adventure and training are good selling points in street recruiting.  Often many prospects 

on the street are looking for a job or a way out of their present surroundings.

g. When you make contact with a group of likely prospects, try to identify the leader of the group and

     appeal to that person initally.  Hand out business cards to the entire group.  Do not conduct interviews  

     on the street.

(OFF - PPT 14/ ON – BLANK SCREEN)

TRANSITION:  Are there any questions about anything I have covered to this point? Q: What are three of the area canvassing techniques you can use while out canvassing?

SUMMARY                                                                                                                             (2 MIN)
So  far we have covered what a area canvass is, preparing for area canvassing, conducting a area canvass, procdures and techniques for area canvassing and the canvass referral sheet.  Those students who have instructional rating forms fill them out at this time and everyone else take a ten minute break. 
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