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Student Materials/Activities:
1. Students were instructed to listen to the audio “The 15 Most Essential Recruiting Truths.”
2. Students were instructed to complete the Sales Success Worksheet.

Learning Objectives:
1. To learn about 15 of the essential recruiting truths.
2. To have each student share the most valuable piece of advice they have ever received pertaining to their recruiting career.
3. To have the group identify which truth(s) from the audio seemed especially useful to them.
4. To have each student identify one thing they are going to do differently and what they expect the results will be, based on the
truth they identified as most important.
5. To see if there is one truth the entire group can agree on as most important.

Lesson Outline: 
1. Identify and discuss the 15 most essential recruiting truths mentioned in the audio.

a. Number 1:  Leads and applicants pay attention to recruiters they believe have something important to say to them – Successful
recruiters are well positioned in their recruiting zones; they are perceived as both knowledgeable and professional. 

b. Number 2:  People join the Reserve for their own reasons, not for yours, or mine – Regardless of what you think are the best
reasons for joining the Air Force Reserve, the only person whose opinion matters is the applicant.

c. Number 3:  People do not want to be sold, but they do want to buy something – You have to make it the applicant’s idea, not
yours, to join the Air Force Reserve.  The decision cannot be forced on them.

d. Number 4:  When a recruiter and a lead or applicant get locked into a war of wills, the recruiter always loses – People are not
interested in getting a hard time from recruiters who are supposed to be helping them.

e. Number 5:  Buying is basically an emotional response, no matter what you’re selling – Joining the Reserve is an emotional
decision, justified with logic related to the tangible and intangible benefits the person will receive.  And because emotions are a
part of the decision-making process, human interaction is critical between the applicant and the recruiter.

f. Number 6:  Being the sort of recruiter people enjoy doing business with is an invaluable asset – Recruiters must make joining
the Air Force Reserve an enjoyable experience, or else people are not going to want to do business with them.

g. Number 7:  If you don’t gain  enough accessions, you won’t make a living as a recruiter – The job is about asking and getting
your applicants to take action, not simply talking to them.  Recruiters have to get enough people to commit to justify their
employment.

h. Number 8:  Leads and applicants must believe you before they’ll commit to joining the Reserve – Recruiters must provide social
proof and third-party validation of their claims to prove that everything they say about the Air Force Reserve is true.

i. Number 9:  You can only convince others of what you, yourself, believe – You have to believe the Reserve is a great organization
with wonderful opportunities.  If you don’t, your applicants will see right through you.

j. Number 10:  A strong, positive self-concept is the most valuable personal attribute any recruiter can have – You must feel
good about yourself as a person to be successful as a recruiter.

k. Number 11:  The Reserve determines the cost or length of the commitment, but only the applicant can determine its true value –
Recruiters must understand what their applicants perceive as value and communicate their recommendations in the exact terms the 
applicant wants to hear them.

l. Number 12:  Show people what they need most in a way they want to see it, and they will move heaven and earth to get it –
People don’t buy what they need, they buy what they want.

m. Number 13:  All values are equal until someone points out the difference – To many people the military services appear the
same.  It takes a good recruiter to point out what makes the Air Force Reserve different and better.

n. Number 14:  It is always easier to sell to an applicant’s perceived need than it is to create a need in their mind – It’s less work
to recruit someone who already recognizes they have a need for the Air Force Reserve opportunity than it is to try to create 
that need in that person’s mind.

o. Number 15:  The secret to successful selling is not in the selling at all.  Instead, it’s in the accurate, consistent science of
prospecting – Having an adequate supply of qualified leads makes being a recruiter a lot more enjoyable.  To build your supply of
leads, you have to constantly prospect.
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2. Using the Sales Success Worksheet, participants were asked to identify one of the 15 truths that rings especially true to them.

3. Using the Sales Success Worksheet, participants were asked to explain why that single truth was so important to them.

4. Using the Sales Success Worksheet, participants were asked to explain how understanding that truth will change their approach
to recruiting.
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