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Fall, 2009

Recruiting the Younger Generation of Emerging Professionals
Brief

The attached document contains multiple recruitment strategies specifically designed for area education agency staff to use in attracting candidates to hard-to-fill positions. This tool is intended as a resource, not as a comprehensive recruitment plan. In utilizing it, you may want to identify your most acute shortage area, or areas that may soon face acute shortages due to retirements and other attrition factors, and review your marketing strategies with this document as a lens. Some highlights of the document that you may find useful include:
· Iowa’s quality of life is often cited as the primary incentive for candidates considering employment here. If you are recruiting out-of-state candidates or recent Iowa graduates who are considering out-of-state options, promote Iowa’s quality of life including schools, job opportunities for spouses, rural culture combined with entertainment options, Iowa’s ranking in several national polls, etc. Generation Iowa at www.iowalifechange.com/generation offers many ways to market Iowa. 

· Young professionals are more likely to respond to recruitment communications through advanced technology (Facebook and other social networking media) than through traditional methods. Seek input from young colleagues to learn how to promote your work in contemporary media.

· If you can’t compete with the pay scale of competitors, consider being flexible in such benefits as fewer or more contract days depending on candidate needs, “mothers’ hours,” career promotion opportunities, staff development opportunities, work-at-home options, and other such advantages.
· Offer to teach a class or present in high school classrooms and/or college preparation institutions to promote your discipline and to make contacts. 
Numerous additional strategies—with a focus on emerging generational traits—are listed throughout this document which has been laid out in an easy-to-read format. If you have questions or suggestions regarding the Recruiting the Younger Generation of Emerging Professionals, please contact any member of the Iowa Department of Education committee that developed it. Members are listed below. Thank you.

Kathy David (Kathy.David@iowa.gov)

Frank Forcucci (Frank.Forcucci@iowa.gov)

Gloria Frolek Clark (Gloria.Frolek-Clark@iowa.gov)
Marsha Gunderson (mgunderson@iowaschoolforthedeaf.org)
Norma Lynch (Norma.Lynch@iowa.gov)

Eric Neessen (Eric.Neessen@iowa.gov)

Recruiting the Younger Generation of Emerging Professionals

	Purpose 
	The purpose of this tool is to help education staff reach a new younger generation of emerging professionals.  Targeted professionals include those identified as Generation X (birth dates from 1965-1980) and Generation Millennials (birth dates from 1980 – present.)


	Audience
	Area education agencies (AEAs), school districts, and Department of Education consultants will find this tool beneficial in recruiting hard to staff positions.


	Who to Involve in Recruitment Efforts
	Staff to involve in recruitment efforts include discipline leads (school psychologists, occupational therapists, etc.), human resource staff, marketing staff, administrators, internal technology staff, and any others with communication and marketing responsibilities. Consider seeking the input of Generation X or Milliennials who work in your agency. 


Characteristics of Generation X and Generation Millennials

	How they think
	· Collaborative
· Skeptical

· Seek praise for their work

· Productive and efficient

· Appreciate diversity

· Appreciate opportunities for individual leadership pathways


	How they communicate
	· Prefer personalized approach

· Value authentic relationships

· Savvy in balancing a broad array of relationships using multiple technology tools

· In constant community with others

· More likely to respond to advanced technology (such as Facebook) than traditional methods of recruitment (newspapers, emails, etc.)


	How they are motivated
	· Seek fulfillment and self actualization

· Seek work/life balance

· Integrate work with home through technology

· Seek individual opportunities within company if original position does not fit
· Prefer family-like work environment


	What drives their career decisions
	· High paying job and low cost of living

· A place compatible with their skill set and growth of those skills

· Quality of life, vitality, uniqueness, and diversity of community

· Geography and ease of travel

· Career advancement and leadership


Recruitment Strategies







	Special Consideration
	As you review the recruitment strategies in the following pages, also consider the best way to communicate your message in a way that appeals specifically to Generation X and Generation Millennials.


Marketing Support and Related Services Positions in Iowa


	Market the region
	Package your message in a way to market your region and to target the traits of the new generation.
Sell the location.  For example, in 2009 Iowa was ranked the sixth best state in which to live by Morgan Quitno Press. 


	Use current technology
	Move away from old web-based strategies (often termed Web.1) to new interactive web-based strategies (Web. 2) such as Facebook, Twitter, and MySpace.  


	Use social networking
	Connect with people in your agency who are familiar with social networking and implement these “social recruitment” tools:

· Twitter

· Facebook

· YouTube

· Wikkis

· Blogs

· MySpace, etc.

 The new generation uses social networking as a tool in:

· Job searching

· Topic searching

· Establishing personal connections

· Finding old friends and alumni, etc.


	Market benefits
	Recognize the importance of “work/life balance.”  

Market work/life balance benefits such as:

· Mothers’ hours

· Flexible schedules

· Summers off (school calendar)

· Individual opportunities

· Full-year or extended year contract

· Work at home options

· Use “Generation Iowa” (www.iowalifechange.com/generation) to find ways to market your geographical area.

Market other benefits such as:

· Compensation
· Authentic relationships

· Fulfillment and self actualization
· Ease of travel

· Skill growth opportunities

· In-state workshops and other staff development opportunities




	Recruitment fairs
	Attend national recruitment fairs and use a high-tech competitive marketing strategies packet.  Focus on characteristics of the new generation.  Consider designing and launching a virtual booth.


	Promote mentoring program
	Focus on the collaborative nature of the new generation.  Promote Iowa’s strong mentoring tradition.


	Promote Iowa’s unique attributes
	Many young Iowa professionals were raised in Iowa, left, and have now come home to raise their own children, return to the values of their youth, and to enjoy Iowa’s rural culture that offers arts and entertainment that rivals some metropolitan areas.  
Focus on these attributes when you advertise nationally in order to recruit those with Midwestern roots back to the Midwest.


Use Current Staff to Creatively Market the Field
	Testimonials
	Include testimonials from current staff in your recruitment and marketing strategies.  Align the testimonials with new generation characteristics.


	Recruit as alumni
	Send an employee who is an alumnus of a particular university, to recruit students in their program or major.  The employee should focus on how the major or program prepared him or her for a rewarding career.  
Focus on traits of the career that are appealing to the new generation.


	Choosing who will recruit
	Consider the following recruiter options:

· Use a young person (this sends the message that this field is appealing to a younger generation)

· Utilize marketing staff or contract a marketing agency

· Hire a recruiter


	Interviews
	Integrate generationally targeted information within the interview process.  


	Content specialists
	Partner content specialists with the human resource staff to recruit hard to fill positions.


	Web site
	Consider designing a recruitment web site for each particular job area.  Remember this is a Web 1.0 strategy. The web site should market the profession, your geographical area, and specific job openings. Use the free services of Teach Iowa which has a history of successful recruitment. 


	DVD
	Consider developing a DVD or flash drive to hand out to potential recruits.


Partner with College and Universities and local high schools in Iowa and Neighboring States

	Teach
	Offer to teach classes in various colleges and universities.  Go to undergrad classes to introduce students to your area of expertise.


	Offer practicums
	Contact preparation program faculty and offer practicum or field-based experiences through your agency.
Work with faculty to align class work so students will be interested and prepared to do a practicum.


	Visit student organizations
	Visit student organizations and clubs that align with your particular area of expertise (e.g., psychology club, education club, etc.)

Organize an AEA interdisciplinary team to visit career classes to promote support and related services as a career. 

Offer to meet with the clubs to talk about your profession.  Personal visits to prep programs allow students to interact with you and ask questions.


	In-service trainings
	Invite students to participate in in-service trainings (e.g., staff development, etc.)


	Distance training
	Partner with the college to design and provide distance training programs for students.


	Network opportunities
	Consider working with multiple colleges and universities to set-up a network opportunity for students.  For example, colleges may partner with you to offer prerequisite courses.


Retooling Opportunities for Individuals in Fields with Declining Jobs


	What is retooling?
	Retooling is an approach that encourages people from a non-shortage area to change careers and consider related fields in acute shortage areas (e.g., elementary school teachers retool to speech-language pathologists).


	Re-tooling current programs
	Work with colleges and universities and help them consider how current programs they are offering can be used as paths towards retooling.


	Focus on attributes
	Focus on your discipline’s attributes that are aligned with the original occupation (e.g., working with children, etc.). Or, consider marketing new attributes that are offered through the career opportunity (a focus on language development).


	Offer courses
	Consider offering online prerequisite courses and other options to assist the retooling process.


Recruit Through Parent Organizations


	Familial experience
	Many people enter special education fields as a result of a familial experience.


	Organizations to connect with
	Work with and/or offer to speak at the following organizations:

· Parent Educator Connection

· Parent Training and Information

· Service organizations such as Lions Club, Rotary, Optimists and others
Often service organizations send press releases to local newspapers regarding key speakers at their events. This kind of coverage provides the public with information about a variety of occupations at area education agencies.


Financial Incentives

	Scholarships
	Consider promoting scholarships for tuition reimbursement such as providing $3,000 to work for a year with an AEA.  
Note: The success of this strategy can be discipline-specific.  In the past it has been successful for speech-language pathologists, but not for physical therapists and occupational therapists.


	Sign-on bonuses
	A way to implement sign-on bonuses is to remove a number of the first steps in a salary schedule.


	Paid internships
	Consider expanding paid internships to more occupations.  Currently it is only available for school psychologists.


	Increase wages
	Consider options for increasing wages of high demand fields, particularly for those who can earn substantially more in competitive industries such as health fields.  


	Professional Growth
	Consider paying for discipline-specific national organization dues, conference registrations, travel, and other professional growth opportunities.  


Disseminate Information about Rewards, Bonuses, and Opportunities


	Advertising
	Utilize commonly read publications and advertising companies:
· ISEA Publications

· DE School Leader Update

· ASHA, NASP, AOTA, CEC, APTA, etc.
· Teach Iowa

Watch for economic development that would create jobs.  For example, if a new technology center opens, you may consider advertising in that area.  New employees in these places may have spouses that are also job hunting.


	Brochures
	Disseminate brochures regarding opportunities for jobs to:

· High schools

· Hotels

· Local chamber of commerce
· Restaurants

· New businesses
· Daycares

· Libraries

In writing the brochures, keep in mind characteristics of the new generation.


	Clearing houses
	Consider working with the DE to set-up a national clearing house.  For example, inquiries regarding job openings could be channeled to AEAs through a DE contact.


	Letters to professors
	Send a letter to professors marketing Iowa’s program benefits:
· Pay

· Working conditions

· Benefits

· Iowa’s ranking on economic factors

In writing these letters, keep in mind characteristics of the new generation.


	Visit new companies
	Contact new companies and ask for the opportunity to share information with new employees regarding jobs for their children or spouse.


Consider Retention Strategies

	Research
	Research retention strategies and consider what keeps people in each field.


	Enhance retention
	Work with administrators of your agency to promote and enhance retention strategies.  
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