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ABSTRACT
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presentation by B. Keith Duffin deals with the philosophy and
assumptions which underlie a successful placement operation. Second,
Glenn A. Adams deals with the development of a student's resume und
its use in the placement process. Additionally, materials developed
by workshop participants are included as samples of ways of handling
induction activities, processing employer requests, and circulating
opportunities to both faculty and students. Third, Richard Jennings
provides concrete information as to how placement directors can
organize programs of public relations and advertising ¢of hoth the
college and placement services, Finally, James K. Morishima shares
suggestions relative to conducting followup studies and evaluations
of placement operations. (Author)
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INTRODUCTION:

Community college students, it has been suggested, have an entre-
preneural view toward higher education, secefug {t as a risk of thelr time
and resources agains: the probabiiity of greater matectsl galn for them
1f they complete a specific program of training. helr approach to edu-
cation {s essentiully pragmatic, and they are willing to undertake the
required risk of courses and experfences provided the training programs
Appear relevant to thelr target of cmployment,

Typically much effort is expended by those responsible for commu-
nity vollege teaching and leadership to encure that this high need for
visible relevance i{s net. Extevsive curriculum guides spell out s2-
quences of experlences and rany faculty emphasize the essential relation-
ship butween wiat they teach and acvtual Job performance. Additionally,
comranity college counselors spend much of thelr professional effort {n
career guidance activizies, seeking to help individual students move to-
ward career selection and cormitment,

Despite all this effort to meet the entreprencural needs of the
community college student, one of the most critical decision points {n
{he community college student's developmental sequence has been sceriously
fgperads Until recently, little resource or effort has been expended in
assisting the cormunity college student at exit from his educational ex-
periences or training program. Cenerally, community colleges have not
helped the student with the critical question of which job with which
company, and its correlative questions relating to potential career lad-
ders, special benefits, uand the advantages of working for one company as
contrasted with another. An effectlve placement function constitutes the
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capstone of the entreprencural effort by the student and the tralning
efforts by the faculty, How well tt is done will determine the economic
and social success of the student, and will, {n large measure, govern the
value he places upon his community vollege expericnces as contributing to
his current employment success.

Contributing to {ncreased interest in community college placement is
the national concern on evaluating educational outcemes, Evaluatiow of
educational outcomes requires attentlon to these portions of the community
college which interface with the community, Placement, with its potential
for contacting employers and for conduct{ing follow-up studies of former
students, has come to prominence a3 one of the important poiuts of inter-
face for evaluation of college programs.,

In redponse teo this newly aroused recegnitlon of the potential role
of placement prograns both for the student and for the college, the Center
for the Development of Commun{ty College Education, University of Washing-
ton, has undertaken a series of itnservice training projects to provide
comnunity college personnel with the requisite skills and knowledge nec-
essary to conduct a placement program which is consonant with the unique
characteristics and needs of the commnunitv college. This paper, along
with several others, represents one tangible outcoms of that effort. As
one of several papers addressing the placement functions of the community
college, this paper seceks to examine the problers and practical concerns
related to the organization and operation of an effective placement pro~
gram.  Using presentations wiven o workshops sponsored by the Center, the
edltors scek to provide the reader with basic information in four critical
areas of placement activities. Flrst, a presentation by R. Keith Duffin,
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Director of Personnel Services, Brigham Young University, deals with the
ptiloscphy and assumptions which underlie a successful placement operation,
Second, Glenn A, Adams, Divector of Counsellng, Everett Community College,
deuls with the development of a student's resume and {ts use {n the place-
aent process.  Additionally, materials developed by workshop part{cipants
are included as samples of ways of handling induction activities, process-
fog erplover requests, and circalarizing opportunities to hoth faculty and
stedents, Thied, Rivhard Jeaniogs, President, Evans and Assocfates, Seattle,
provides convrete nformation as to how placement directors can organize
programs of public relations and advertising of both the college and place-
ment servlees. Finally, Janes Ko Mucishima, Director of Inst{tutional Re-
searci, University of Washington, shares sugeestions relative to conduct-

fua tollow-up studles and evaluations of placement operations,  Additionally,
g osample fotlow-up puestionnalre developed by workshep participants details
crc 2 ieal answers to the questions raised by anvy offert to condurt follow-

ip -tadies i the communlty college.

The Editors,
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PRINCIPLES OF CAREER PLACEMENT

My assigomeat, in this presentation, Is to present some '"tdeal" for
tho orgdnization and management of placement services., 1 would like to
emphasize the importance of developting "ldeal" concepts toward which we
can strive. Unfortunately, many of us set "low' program goals which can
be casily attained. Thelr easy attainment prevents significant program
develepment. 1t {s necessary to have a nice blend of the ideal with the
teal. At the same time that we set high standards of program excellence,
we must deal with actual, mundane, daily problems and real people, so we
must coastantly focus upor the practical, in my opinton, in our placement
WOrK.

Do you vver sit back and ask vourself, "What 4s {t that U'm dolng in
this placement game?”  dre yvou simply helping students find jobs? That's
kreate You know ©oalwavs thought, "That's better thar doing nothing, to
Help somcone find a Job, because a lot of people have difficulty even
finding jobs." But siuply to help people [{ud jobs would be, in my opinion,
to ain low iu our placement responsibilities., E. W. Steele of the 3-M
Company sald recently in an article, "Placement as we know Lt today will
be dead and buried bv 1984." Now {n one sease, I think that's unfortu--
nate, for a different reason, I think, than you might suspect. 1 think
placement as we xnow it today, in a lot of schools, ought to be dead
aod burled now, bucause a1 lot of people are doing placement so poorly,

Lt actually can be a disservice to a student to help him find a job 1if

you help him find something of the wrong kind for him, and {f by starting
{n it and being In it for a time he fails to develop his confidence. If
he fatls to grow, it he falis to move toward somerhing that has lifetime
meaning for him, then he will have been poorly served. 1 fear there are
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4 lot of people lu placement who are so geared as to be sinply helping
peaple fiad jobs, and who consequently may be serving them ilil, rether

than well, Tt iy unforcunate thit some placement people doa't really try,
Lnaddttion to helping people Ulnd Jobs, to help them launch careers, to
help them find carver pathways, to heln then enter begtnning sttuations

tn which they can grow and develop with respect to people itke this, To
pataphrase Steele, plecement as we kaow it todav certainly ought to bo dead,
it ought to be buried,

The Puget Sound Reglon has recently entered {(nto a new activity, the
Reglhonal Placement Offilce, that s aiped at finding Job vpenings. It is
important to use this new placement service carefully, so that it wmerely
becomes another tool avatlablo to the student locking for a carver launch-
fag, rither than to use {t to Delp students become employed so that vou can
provide fine statistivs to vour admintstration, and then relax, feeling that
you've done a n0od job of placement. My objective {u making this statement
ts to underlay moving {ato the mechanics of a placement servive with some
of the philtosophy which ts requisite {f vou hope to develop excellence in
placement rather than become mere mechanical practitioners. [ interviewed
a student the other day for possible employment at the untversity. 1 said,
"Tell me abort vour background, some of your caployment vxperiences, some
of the activity vou've been involved with i{n connection with those," and
tie student satd, "Well, [ was, back in 1963 I was fn.........." He reached
and fumbled and strupgled, and really had a terrible time telling me his
own enplovment background. [t was evidence to me of the kiund of thing that
happens with a fot of our students as they go oot te present themselves in
the employment market. They fumble, they are unprepared, and they impress

people much less well than they ought to, so they get much less result than
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aey ought to, soneoae bas tatled in his placement iob with this persen,
bocause he shoald have been prepared to gnfold this background to me effoct-
velye 1 don’t mean be would have a nlee Httle prosentation all seot up so

oo would reel it off in a canned fashion, but he oueht to go having his
tacts nicedy i wind, so that e can call then forth as the situatian re-
grilres. Nae of the dobs, thea, that vou have in vour placerent work, is
to help this tyvpe of person boevome prepared to help himsel{,  The number
ol Job listiags that vou people have to present to yvour stwlents is minf-
scule In aumber compared to all thoyse job opentngrs out there, and if the
stadent s prepared to help bdmself, then he can not only folliew the list-
ings that vou give hin, but he can pursue other offerings and present him-
il with advantige. T omeation that because it is simply an indication af
tae rind of Inadequacy that ovcenrs if we're handling our jobs as (f we're
cmplovitent wencies rother than placenent offices. On a hot dav {n Salt
Live Cliv, revently, right {0 the middle of the business distriet, one of
my hoater hoses inomy car broke, and all of the water and anti-freeze

spitied cut, and ot course U vouldn't go anvwhere with the car, and 1
couldn't see, looking under the hood, just where the leak was, so I had te
ol ot tow truck to come and tow my ciar to where we could really work on {t.
Tojumped in the tow truck with the fellow whe was driving it, and found out
that he wis a coliege graduate {n art, and hadn't been able to find anything
in his [icld, and so he was driving a tow truck, [ asked him {f he'd been
mochanically prepared asd inclined, and he safd he didn't know the least
thing about mechanics, but he did know how to drive a truck., As we rode
toward the place where the car was going to be serviced, he told me about
the placement offfce 11 the school where he had graduated, (and 1 was

vleased to find out it wasa't ours). No one had really convinced him that
b h

’
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Lo g great extent e could pet what he wanted (£ he would go after ft
in certaln wiys, S0 he was prepared to do oue thing, frustrated and
chating, Joing something else, but he hat to get bread and butter on
the table. 1 suppese that the school that he praduated from could actu-
allv el him ax 0 placement, because when they take thelr survey, thev
would tind bin emploved, and so probablv presented him to their admini-
stration as one of those that was successfully enploved.  But actually,
in Lis wwn mind, he was completely unhappy, completely frustrated, and
witile g flue statistic for the placement office, there was no good
statistic from Ols viewpolnt.

his then {s svmptomitic or indicative of the kind of disservice that
can oeeedr Inoa job-orieated plavenent propran event though the statistics
canosven to ludieate success,. To me, the whole aim or thrust of education
Cand subsvguoently placenment services) s to cause something to happen to
peopled T osuppesce this man driving bhis trucx might have bSeen able o
approciate many of the cultural and valued things in his time off, having
been cducated, that he couldn't have appreclatetl otherwise. But 1 thiunk
that's not what his cducation was supposed to have accomplished for him.
We'lre in a critical, sensitive place as plucement people. We must help
people as they complete thelr education to take their college vxperiences
out into the work world and have it reallv as relevant and useful as hoped
md envisioned by them when they began their schooling.  We must not get
involved fn the nunbers game and help people merely to becone emploved., We
mit becore alert to the distinct possibility that the quality of our ser-
vives can be desperatety bad.  We should not abdicate our responstbiifty

and place people as thouzh they were things. People should not be moved



dround Like pawvns, or tike groceries on a shelf. Disraeli said something
which 1 think is appropriate. He said, "There are three kinds of lies;
bip Lies, littie Ties, and statistics.” I read the statisties that the
placement oftices punp out, and I alwavs woender, as I read them, about the
quality of the thing that went on behind those statistics. Some offices
Clain 83, 90, 957 placement of thelr people on graduation dav. [ wonder
how many ot thelr studeats have gotten into jobs which are going to help
tier wrow and move on into satisfactory careers.

As we exanlne the principles of placement ia preparation to vstablish-
[og our own institutional programs, there are some specific points about
plovement whitvih are fundamental: 1. The philosophy of placement. 1
thina vou should sark down as g fundamental the {dea that career develop -
fent isn't osomething that happens at a polat in time. I see people look
for work and T see plavenent of f{cers placing people as though, "If vou
tock for o dob and vou get a4 job, now vou've achicved [t"--as thougl the
placenent {s an eed. Keep in mind that o student's first jop Is a begin-
sing, 1t's not an end. When vou find that first job, or when the student
finds that flrst job, then he's got to now llve the rest of his tife
startfug from that position. Unfortunately T have witnessed many place-
flent officers walklag arcund, with their chests puffed up, talking ahout
thielr great placements.  We simply can't tell whether one job which we
thought was an end was anvthing wortlwhile until the student fs a few
vears down the cmplovment plke. Growth in an {nitial job s often nore
fmportant than vur placement effuorts.  I've scen peeple passed over who
were inojust the right positien to have a nice opportunity berause they
hada't grown--thev weren't ready for the next level of responsib{lity,
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I've seen people at remarkably voung ages be plucked for something ox-
treacly tmportant because there had been so much challenge {n thedr
intrial opportunitices, they'd grown so much, and demonstrated enough
abflity, that they were redady earlv to take the next step up the luadder.
Placement happens over o tifetime, and at each new level vr plateau one
must be readv it he's to have all of the advantage that he or she de-

IeTVeSs.,

2. 1 think the second thing that vou ovught to make very firm as part

o0 your philosophy is that students have to make theiy own decisions,

We tuli about placing people:  we not only den't place, we don't have the
right to place people.  Agaln, many placement offlcers talk like a grocer.
We osav we're going Lo put the macaronl over here, and we're gofug to put
the mushrovms here, and the peas over here, and so forth, We must hetp
people know as much as possible about the job market; we nust help ther.
became as proficient as possible in presenting thomselves to emplovers~-
help thet sce the need and desirabllity of early growth; we must help
them understand the kinds of knowledge and skills that they ought to be~
come equipped with; but then they and the emplovers theyv deal with will
rmexre the placerwat decisfons and thev're golng to have to make the re-
current decisions along the way, One of the responsibllities we have to
people, after we realtze that we cannot make thelr dectstons, 1s to help
them realfze that they must gulde thelr own lives., There's a tendency

for voung people to want someone else to make the decistons for them. 1
think it's natural that they would want thls, However, if they don't
become equipped to make o sensible decision for themselves, they will

hive great difficulty assessing what a given position has to offer against
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what they want, or where {t will lsad {n relation to their career exe
rectations, lacideatally, one of the things [ think vou ought to Jo in
connectlon with this s to not always just look at the beglanlng Jobs,

but take the beginning Jobs that vou've helping students find most often,
and see where the students are ten years, [1fteen vears, and twenty years
out of your training program,  This will help vou to determine, among atl
of the alternative opportunities you'vre finding students as cmployment
beptnnings, which ones have most often led to begger and better things,

ar which ontes have yeur graduates esseatially dolng the same things twenty
years pater as they were when they starteds It will help you to find out
amottg all of these alternatives whichi are the really good oppartunitics.
Somevae ey sald that a man will vemain a rag pleker as long as lie has only
the viston of a ray picker. There is g marked danger in community college
placement in the often expressed assumption that there's not as much growth
opportuaity in the positfions tiwe two year people can qualify for as against
what college graduates might find fn Ufe. If we can just get this welder
4 job so i can be a welder all his life, or this secretary, so that she
van be a seocretary, we've done an adequate Job, when the fact {s that {f
pecple are really excellent, potentially anyone can make {t to the top, and
if we will not let people become convinced that because thev have a two-
vear terminal education that they can only get so high, if we can get them
to lift and elevate thelr oceupattonal aspirations, then thevy woen't remain
just rag-plekers,  Surprising numbers of secretaries become executives and
professfonals of varfous kinds. So also will people from a surprising number
of the flelds we might tend to think are terminal., One of the things that

should underli{e your placement program philosophy 1s this {dea that 1've

B



been alluding to, that o major part of your role is to help students

felp themselves,

There's such o strong feeling In placement to feel that our Job is
to get 4 fot of listings and dangle them before the students, with the
expeatancy that these censt{tute the alternatives to becoming emploved.
Actually, we should convince our students that, to a degree we might not
evxpecty they van call thelr employment shot. Te a surprising degree they
can influence what they'11 be, what they get.  Also, they can become so
skills~cquipped that they {ndeed will attain thelr goal. These openings
that we f{le become just a small part of all the things we bring to the
students te help them in this effort they will make to help themselves
have and find successful lives, 1 see the majority of placement people
setting so favolved in the mechanics that they are really becoming the
placers, not letting the students place themselves, Listings are rvally
rather meaningless--because those employers are all out there, they're
all avallable to our students {f we assist them to find where the jobs
are and how to get to them, and then help the students acquire the skills
necessary to present thenselves effecvively to the prospective cmplover.
If there doesn’t happen to come a listing from XYZ Company, and yet that's

what a certain student wants, he can go get {t. To fllustrate, I had an

intoresting experience recently. A student wanted to work with IBM so bad
that he could taste it--he wanted to get into that field, and he felt that
this was the right company. He'd investigated, looked into it, and he was
worried about {i, because although their personnel officers came to the
campus, and over a perifod of three or four days with five or six inter-
viewers ran a lot of all-day schedules, he Xxuew that not all of tae students
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that wanted te see them would get on the schedules,  Sceondly, he was
vanscious b bl those people that would be on the schedule, and he safd

to ooy, “Gee, thev' T see g hundred and somelhiic ¢ or two hundred and some-
thing people; my chances are awfully poor, when { knew amonyg those will be
a4 bet ol the best students {n the school, My chances ave pretty poor that
'oogoing to be selected,” 1 oagreed, 1 osatd, "The campus contact {s prob-
ably e mest competitive wav you can see a conpany, begause they will see
su many students dnoa short perfod of time, and they'li see all the bright
Lighits, and that'H make vou ook less good than 1f they just see vou alone.
Saowhy doi't ovong even though they're comfng, why don't vou uitivate then

alone and abead of time?”  So he made an arrangement to go up to Salt Lake

,_
—

visit owith the maa tn charge of that office, and present to bin his
concern and interest and desire, He prepared himself to present himself
woll, and he made a peod cnough inpression that they nade him an offer of
eoplovient o and when IBM care down to campus, he Just sat bark and watched
the two hundead fuss and compete and worry and so feorth. He was so deter-
ained that, deciding to call his shot, he did; he saw them alone, and he
didn't have ta see them {n that most competitive circumstance. To a large
denree, this happens whenever you get a job listing. 1f o companv pets to
the point of listing ¢ job somewhere, that means that when the opening first
ocourred, they didn't thirk ripght off of someone they wanted, or they didn't
fave available in their proscepetive employee flle someone {dentified as a
good candidates Thelr personnel search requires that the position be listed
somewhere to see if they -an wet some qualified applicants. A very dctive
tisting begets a lot of applicants, whether {t's advertised through one of

vour college offlces or through your reglonal placement center. When it's
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{sted there {3 aoing to be an inflow of applicants--hence the compe-
titlon for the posttion Is more lotense,  If o person Is out pursuing
companies on his own, he may get to o Lot of places, and be the only wan
scelng them today--in some cases the only man scelng them in this pacticu~
Lar weeks  He s an opportunity to see them In a less compotitive circum=-
stance, L odon't want to over-emphasiee the fmportance of individual
searel, ont U a mar is golng to call hls career shot by dolng the special
taing, and doing Lt especlally well, and at a special time, he pets himself

tn contave with emplovers {n a less vempetitive clreumstance. Now 1'm pot

anpgestiag he shouldn't pursue listings when he secs them or have lniervives

in the plaicement offfee~-these will supplement the eftorts he makes on his

own.  But if vou're really helping students help themselves, vou're goiog
to help each student become prepared to take rifle aim at what he wants,
and then go vut and spend hiis energy working with those places that are
sost Likely to orovide what he wants., It's alwavs been sirange to me to
see astudent undertake schooling wanting a specific carcer experience, and
thon spend a dot of tine interviewing o group of cmplovers simply pecause
they luppen to come to the offfce, or havpen to send in listlogs, when all
the time he could {ndividually cultivate contacts dealing with his special
interests. Tt takes a colneldence, a afce coincidence, for a person to con-
tact 1 company of special fnterest to them and be rebuffed with the answer,
"No, we have nothing.” These students return, and 1've had them 83V to me,

"I owanted to po witly XYZ Company, but U contacted them, and they don't lLave

anvthing" so they kind of cross that prescpet off the list, and pursue other

places Continually I've emphasized, "1f a posltion with X¥Z {s what you

reallv want, why den't you call back, cultivate the contact, dnd let them

~11-



know taat thi{s {s what ycu want? Continue to watch over a petiod of

time, beccuse 1t doesn't take neorly so much colnefdence to have the
oceurrence of an opening over 4 period of time." We had, as a good ex-
ample of this, a group interview one day with the California Packing Cor-
poration (which {s now called the Del Monte Corporation). There was one
man, an accountant, who for a particular reason espec{ally wanted that
company,  He had an interview with them-=they didn't make him an offer-~

he was very discouraged and Jdisappointed, lecause he wanted the progran
they had, but had started to look for other things because they didn't

make him an offer. He came in one day and had an offer, and Lt wasn't what
he redlly wanted, but he safd, "It's the only thing I've gotten, so should
Iotake 167" 1 said, "Well, what is 1t you really want?" and he told me of
this program that California Packing had, and 1 said, "For heaven's sakes
don't take this until you go back and let them know how much you want that
program, and see if there's a chance over a period of time that something
would develop that would let vou in." 1 think it was less than a week
later he came back, and he said, "I'm going to work for California Packing.'
They were so interested in him when they found out how interested he was in
them that whatever prior evaluation thiey had made, {t was elevated, and
wherever their cut-off point was, it pulled him past., Now these are the
kinds of things that operate when we say students can call their shots, and
when we talk about vou helping students help themselves. You c¢an engage
mechanically in gettlng a let of Jobs, 1nd seelng people become employed in
things they don't want, or you can help prepare them to take rifle~aim at
and get the things that will lead toward the careers, or at least most likely
lead toward the carcers that individuals want. The difference in your

-12-
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dccomptishaent and {n what happens in people's lives will be so markedly
better that yen'll be much more satisfied.  Sccondly, [ think vou'll find
4 surprising amount of cplovient spin-off resulting as you place people
with companies who really want that company. Thev'll perform better be=
cause they're motivated, and this will help your school achieve a good
reputation with those employers, They will think favorably of your pro-
gram because taey'll say, "We always have such pood results frem the people
who come from this school.” A lot of {t will be the factor of motivatien
of the student, but it makes the employer seck vour door apaln because the
result has been so good. And so the thing builds on ftself, and amplifies
aud {ncreases vour ability to help.

1 ohink that annther thing that must underlie quality placement lg
to be reallv service-oriented, people-oriented, I've alluded to this to
4 degree, but we become so Inclined to become mechanical, we get busy, we
tave fnsufflelent budget, too little space and too little staff, and so
we handle the traffic, and then we miss out on being able to do the qual-
ity thing that is really the only worthwhile placement, Someone has said
that Uf we're not careful we're too busy learning the tricks of the trade
to learn the trade. [ see a lot of placement people involved, super-in-
volved with gimmicks, "'ve mentioned this before--working on making this
or that film--which sometimes (s an excellent film, but they get so con-
sumed with it, they use half a year of limited time that they have prepar-
ing a fiim wiich only hits nfcely a few people, and still doesn't get st
helping persons with thefr {ndividual, scparate, problems. Some placement
officers always talic at the general level about what people are like, but

av vne (ndividual fits the generalization. We need to focus upen helping
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people with their individual, special differonces, 1 think ([ you're
really service-oriented and individual-ortented you'll devise ways to

save bime so that you can work with people'’s individual differences., We
hud to come to that at BYU, because we groew from a school with 4000
students, dav-tine students, to one with 25,000 in a falrly short time,

sl while the school was growing like this, the placement staff was grow-
{na Just at g very moderate rate of incline. So where we inftially inter~
vicwed students fadividually, we had to come to {nterview students in
aroups. Still, this worked well for us, Bv grouplng people according to
programs and interests we could {mpart some of the kinds of things that

v tell peaple {n groups. We saved enough tire that we could after-
ward nake ourselves avatlable to anv {ndividual on a one-to-one basis as

Lo had need to work with his individual and separate problems, [f we had
<eptoon giving all of this {nformation on a cne-to-one basis, and repeat-
fine that part which could be given in a group situation, then we would have
fndulygeld in using our time in 4 way that would have been wasteful, and that
wottlil have disallowed us the chance for the later one-to-one confrontation
with tihe individual and his special problems, 1 mentfon that because there
are a lot of ways that you can find {f you look hard enough to save the time
that you'ill need to have in order to work with students onc-to-one. We cven
tady dn our early days, a certain form that we typed up for the students;
it's sarprising wlet a discovery we thought we'd made when we realized the
students could tvpe that up for themselves--tt saved us 1 lot of time. You
ry have some things vou're doing Like that that are so obvious to others,
bt hecause you've been dolag tt so long, [t deesn't occur to vou that if

veu can find the things of that kind, and do them differently, you may have
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4 lot more time than you think.

These are Just a few polats which I would hope vou would have at the
base of your placement program which, with other xinds of things-~the
acchanies and so forth--make your placement service excellent, Now let ne
Just get into a list of some purposcd or objectives in placement: Number 1:

Assist Students tov Determine Carcer Objective or Direction. One of the real

serfous problems students have {f they're going to be well placed s they
often don’t know what they want., 1f a student doesn't knew what he wants,
then how Joes he know how to start looking? That kind of person is probably
Yust going to have to become employed, and i{f he's lucky, to become employed
in something he likes., He may end up really with an enjoyable, successful
carcer, but the percentage that would have that kind of good fortune would
tikelv be pretty small, 'If a student really ought to be in accounting or
would like what accounting produces, but doesn't know it, or if he ls an
accountant, and would prefer auditing, or would really dislike that and like
something else better, he should have some way of finding out what these
people are dolng not only at the beginning, but also after ten, fifteen,
twenty or so forth years in this position, to determline Lf that {s something
that would be appealing to him. A lot of students, for instance in account-
lng, try auditing, and find that they really don't 1like it. A lot of ac-
counting firms have sald to me, "That won't hurt students. They could all
start In auditing, and {f they find they don't like it, then we'll place
them with our customers, and they'll be better off anyway." It's been my
observation that a lot of them get in there and find they don't like 1it,

and because they don't like 1t they're not motivated, because they're not
motivated they don't do well, and therefore the things that théir employers
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can say about them are not geod,  In trying teo place them with other
employers, they have te sav, "icll, this persen was only average, or
this {sn't one of our bright iights." [he students' ability to pove
fute what they want, and do it successfully, 1s aften impaived and what
is even more serious, sometimes thedr own confidence has been crushed
because of laappropriate initial placement., By moving into semething
tiwy Jdidu't want, they didan't succeed taitially, and sometimes there's
bevent a real {njury to their carcer, As placement officers we necd to
became equipped with information that can help students determine what
they weuld Tike as a career objective. As 1 say, thev need more than
boeglunfm lormation--they oved to see how carcers develop, and what
tirey Llook like down Lie road, Then, {f a person looking at ali of this
has at least pretty good reason to suspect he would llke a4 certain thing
when he's forty or fifty, he can try to determine what kinds of things
are riost likelv to lead to that, and he knows right where to go, looking
fer his carcer entry. Rather than merely becoming emptoyved, this person
is tikelvy rte develop 4 successful career,

Anvther thing that we need to do is that ke Need To Help Them Achieve

Their Optimun Carcer or Thedr Carecr Dbjectives. We can't do this unless

we get them into the office. This means we need to inform students of our

services, and woe need to offer employer contacts, which suggests we need

to be active at the business of reaching out to emplovers. We nced to help
students prepare theomselves to present themselves well, We need to analyze
and watch market trends. What has happened recently in teacher placement,

which caught most placement officers by surprise, can in retrospect be

clearly ldentified with techniques of market research. The {ndications were
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clear as to what was geing to happer,  Yet many very sophisticated
prople dida't see that coming, and were caught unpreparva.  We need to
be speuding sume of vur time looking abl trends so we doa't counsel 2000
students to go into education or some other fleld when the opportunity
{s yolug to be very limited about the time they're ready to graduate.
We aeed to make an effort to have available those facilities and chat
staff that are needed to do justice to the needs of our students.

The foregoling Implies the next principle: We Need To Achieve A

Partnecship With Adminfstration and Faculty. Part of vour responsibility

(s to deliberately develop a good relatifoashfp with your faculey and with
your administeation. If vou don't have adequate facilities, {f vou don't
have g adequate budget, that wmay be partly a natrer of the time and funds
avatlable, but if vou don't have that rightful proportionate share of the
budget avallable to vour tastitution, that may be because of deficiency

on your part In how vou have presented your situatfon or your needs, or
the importance of your posit{on to the administration. If what you have
in proportion to what is avaflable to your institution is insufficlent,
there may be a deflciency in your efforts to cultivate your administration.
If it ts, one of the rirst things ybu need to do when you get back home is
to begln a deliberate effort to cultivate and impress your administration
with the importance of the placement situatfon and to win a larger share
of the available budget dollars, to win a little more opportunity to have
space and staff thal wiil cvaable you to effectively help students. You
have a responsibility to deliberately organize the placement office, its
policies and procedures, so that you can carry out an excellent program,

[ have visited, over the years, literally dozens uf placement offices, and
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I've seen a marked difference In how they're organized., Some of then

ire Just aperating, to use the vernacular, by the seat of their pants.
They've pot a few obvious procedures, but they have not determined their
fundamental phtlosophy or given anv vrder of prierity to procedures and
processes. dome are not really reaching out and bringing in the students,
or whea they bring them {n, they don't have an adequate preogram to work on
witiv themy  Some are not trying to develop their relatioaships with the
faculty or the administration. Some have no program to reach out to ch-
plovers, or to follow-up to sce how students are making out after they
ftod employuent. The sufficlency of the placement iibraries is generally--
maybe L oshould say the insufflciency--1s generally very apparent.  You
cedures, and soe forth, so that yvou can really help these students, 1
thiak weu have an oblisation to the eollese to help it evaluate {tselfl

by receipt of {vformation {rom alumni and emplovers, You may have 1

lot of students cengaged in programs that are not 1ikely to lead to jobs,
or that will lead to anything meaningful, but whe have no way of knowing
that, because they may have been rectuited to a program by some persua-
sive faculty member.  Sometimes faculty members have so much Involved in
maittaining their particular ficld that they will recruit students and
imbuce them with feelings of great things to come, when in reality the
promises are not that good. You have an obligation to the university in
relatfon te that., You nced to help the administration evaluate what is
available, and what is goed to offer, and what is not so good to offer,

so that they can keep the curriculum up-to-date. You need to maintain a

deliberate program of practical research devoted to the business of
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watching the trends, and learnlng about positions and where they lead,
and this Kind of thing, This is something that there's a tendency for
us as placement people to overlook.

These statements represent a bit of philesephy, and what 1 think
are same of the rfundamental objectives that veu should have {n facing
placement.  In the remiining few minutes ['d like to [ill in these funda-
mentals by talking a litele bit about some of your procedures {n the
organfzation of your work. 1 have talked about relationships. You have
several publics that you must deliberately promote: the administration,
the faculty, and the students are certainly fundamental, and emplovors.
These four are absolutely essential tf you’re golng to succced. If you
don't pet the student, vou're beat at the beglnning--vou're not golug to
help students if they don't come in, They'll come in if theyv feel vou
really are able to give them some useful, meantngful, fundamental help.
[f you're going te give them a little Mickey Mouse help, you may have
difficulty getting them in, but assuming that you are geared up to give
them meaningful help, then you should set up procedures and means to
advertise to the students the availabtlity of your service. Let them
know that you're there, and make sure they get in in time for you to give
then meaningful help, before they are out on the job market, and neediug
to go to work., There are a lot of ways that you can do this. In this
fnitial presentation T'm not going to get into the nuts and bolts, except
to suggest that you ought to use a multi-media approach in doing this.
There's a tendency, 1f we're not careful, to put our eggs in one basket:
put 4 notice in the school paper, and that's it, or someone clse puts it

on the bulletin board, and that's it., Actually, {f you're giving talks to
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¢lasses, announcements by the professors and department heads, and

using the bulletin board, dand using the scheol paper, and seading out
letters, and doing 1t through a varicty of means, then the student that
doesn't pick 1t up {n this way will plek it up in that, 8y using a
viarivty of ways you then will maximize the chance that evervone is going
to see the announcement that this service {s available, and increase the
chance that thev'il get in,

The same thing really {s true in your relat{onships with vour admin-
Istration. In developlny these relationships, you ought to be as sensi-
tive to the administration as you ate to each student as you try to place
alee The things that you do vught to be geared to win the interest and
support of those who are In author{ty at the time. The things that will
win response from one presitdent may not click with the next president,

Or the things that helped you with this vice-president may not help with
that vice-president. You should be seusitive to those whom you work with
In administration, and do those things that will help them in their posi-
tions, and help them sev the importance of your situation, and do {t in
the way that will really evoke thelr response and concern. Your efforts
should lnvolve a multi-approach, and with exceeding seasitiveness toward
what will succeed with the particular people that you must impress.

Simtlarly, your contacts with business should relate to whom vou have
to place. It's one thing to get a big flow of jobs, but 1f you get that
from too many of the ewmployers who are not the ones that your people
ceally need to find their opportunities with, you may delude vourself into
thinking vou are successful, when for the individual students, as you work

with them, you really have little to offer. If you've got a lot of women,
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you want cereain kinds of opportunities, jobs {n which they've got a
chance ot getting poad beglinaings and future growth.  [f yvou have a

Large minority group, the same thing applivs. 1 vou have a4 lot of
people In busiuess fields, or fo techntcal fields, vou sheuld unders

take extensive develepment of relationships with emplovers that offer

the things your students need,  Set up to do on ongeing cultivatlon

with these peeples AMso, 1 othink veu ought to be extremelv responsive

to what they ask of yous For example, when [ came home from W 11,
people trying to get cars were having a terrible time, and the used car
Jdualers were able to sell any old kind of clunker. Many took alvantage
ol people. bey abused people at a time when they had high demand and
lets of customers and could have bullt up a real clientele. ! remember
comment ing at the tlme how unfortundate that they would misusce this great
oppurtunity to impress a lot of people with their integrity and the serv-
ice that they ceuld or would give by selling them clunkers for a high
prices Yeou can win a certafn response or contact from companics once,
but if what they get when they come is poor, they may not come back. Sa,
to have them on an ongoing basis, you need to respond quite correctly to
what they ask of you. If you do, they'll seek your door, They'll know
that when they need something, and they contact your office, that's what
they're gotng to get. You'll e the first cne they think of, or arong
the first, cach time they have an opening. If you can establish that
kind of reputation, then you're golng to build up a relationship that wiil
be lasting, and that will pay off again and again. Placement at your in-
stitution will be a building, expanding thing., I had a personal opportu-

nity to watch this work, because when T went to BYU, we had, during my
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tnittal vear, seventeen employer visits to the campus. We built from
seventeen, even though we're located in a remote place where there aren't
many local fondustries, to where we wore having 1400 cmployer vistts during
the recruiting year. The number of listings coming through grew from a
suant few hundred to many many thousands,

Something 1've wentloned to some of you before, which I think {s ex-
tremely dmportant, Is not only do you respond accurately to what they ask,
but since placement {s competitive, and your {nterest is in placing your
student, why don't you get there first? A good listing {s Like choice
meat--when it gets a litrle bit old, 1t's pretty bad. So, doen't get your
listings and go through some extended process that eventuallv gets them
out to the student. By the time vou get them out, and your studuents get
to the employers they {ind that the job was filled last week. When you
set semcthing really good, get it out the same day 1t comes in:  get your
students out there alicad of the crowd rather than after the crowd, To
the extent you do thals with everything vou touch, vour students will be
shead of the vrowd, which, coupled with the quality of their prepacation,
they're going to get a disproportionate number of the good opportunities.
If you're geared up to dJo things in efficleat and specdy ways, then you
begln to achieve quality In placement.

In connection with the procedures, I'd just like to briefly say two
or three other things, because the time Ffor cleosing is upon us., See to
the develaonent of these relatlonships., See that you develop them so they
will last and endure. This accomplished, you can call on [aculty members
and they will help you: you can count on admlnistratlon support; vou can

count on emplovers contacting you agaln and again; and this will underlie
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all of the work that vou're trying teo do. When your students come cold

te an emplover, when there fsa't a lsting, they'll accept hitm with more
responsivencss because they've had o ntee relationship with vou dand pre-
vious students. In the section on objectives, I talked of the need to
have aviilable te students certala kinds of informatfon, { think you
should look to the developuent of your placement Llibrary, to have 1t
organized, agaln, so that you don't Just get the half « dozen most ob-
vious books and a few very general brochures, but rather that kind of
materiel that will enable o student to get that which he needs to he {n-
dividually successful. One student may aced a certatn array of luforma-
tion that is quite Jdifferent than another, 30 you need to get the kinds

of books, catalogues, directories, and assisting taformation that witl
enable vach student to find what he wants, fncluding information on how
to develop a resune, how to write a good letter of applicdtion, how to
present ene's self in the interview, how to find Xr2 Company, how to
{dentify companles by type or by geography, what kinds of things later

on this kind of beginning most often leads to, and on and on. Your effort
in butlding your library fs not to put together the appearance of having

a repository of Information, but to really get that kind of material that
will help students individualize thefr effort, Then, getting {t, you
should put it on display in such a way that the students can find it easily
and use 1t easily, and know that it's there, This Is urgent. 1've seen
of flces that have had the finest collectton of up-to-date {nformation, but
they don't do verv much to make it easy to get at and use, To the extent
that you set up vour job informstion library so that students can eas!ly

find it and cas{ly use lt, you'll multiply the extent to which they use it.
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here'll be a lot of activity golng on where students are finding what

thuy need anl are golng out and helping themselves flud a good begiuning
Jab which you might not have listed diveetly at this time, Activity In
which u student has been fnvolved with another student with whom you may
have had an indttal interview, and the self-directed student comes in and
begins to bufld a job campalgn, goes out and contacts some companies, and
sots o Jobr o a Lot of it migut have occurred because of how well vou or-
panieed and had available materfals that he needed. A good placement
Tibrary will magnify and mitiply your placement effort, I think most of
wur of flees are very deficlent in tie amount and quality and up-to-datconess

¢
i

fob-related marerials,

I won't linger on the quarters and parapherualia that you have, ex-
cept to say that the emplovers coulng to the campus are entitled to
fnterviewing rooms that are adequate, so that the situation in which the
vmplover and the candidate talk to each other is opcimum.  Beyond this,

L]
vach little thing you do lfts the impression the cmployer is getting,
s0 that the total fmpact at the end is high voough to result {n success.
If you prepare well for cach of the employer Vis{ts, so the emplover
cones and finds his schedule ready, nicely prepared, that vou've gat a
place set up for him, and the students come on time, aud so forth so that
411 through the day he has a good attitude toward what is happeninyg, it
might ewse hiim to get a Httle better reading on how your stude its look,
In Eavt, 1E yvou do 1t well enough, you can almost cast a hale effect, 1'm
not suggesting that we try to fool employers, but I am suggesting vou can
do things {n such 4 way as to improve the competitive position in which

vour students make their contact with employers,

T
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The i{nformation that you get from students as they initially register
with your office ovught to be such that tt will enable vou afterward to
find them when you uneed them, to provide the {nformat{on that cmployers
need and ovught toe have when they ask vou about the candidate, and that will
enable vou to know, {f vou get a good listing, how to find the people inter=
ested In that kind of vpportunity. If we'ce not careful we may get a good
listing, and we way act on it today, but we may ind thue wrong peuvple in
competition with those from other schools who sent the right kind of people.

Agafn, be sure your procedures dare set up so that vou can do these
things smoothly and readity. Don't worry too much in vour facilitivs about
the sheer bigness of your quarters, but Instecad about the extent to which
you have what {8 needed to do the right kind of job, and the availabiliity
of equipment you uecd to expedite vour work and glve vou the time that
you need to help the students.,  For example, if vou don't have 1 copy ma-
ciine and vou're sending out a lot of crodentials, then vou ought to see
that you get one rather than sit and laboriously tyvpe them as I see many
vftices do, thereby tylrz up clerical help., ['m just suggesting very
quickiy, as T conclude, that in the areas of procedures, factlities, and
so forth, you ought te make a listing of what {s needed, and then see as
well as you can that those things are attended to.

Let me end by talking a little bit about what is to come--1 won't try
to he a prophet--better mep than I have made prophecies that missed by a
mile, and I'm osure that {f 1 try to make 2y kind of definite prophecies
Lwill too. 1 will talk about the future only in the sense of what the
fadicaturs seem to be pointing to, and not in the sensw of tiying tu say

these things will certainly cume to pass. However, {t scoms clear that
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our placement procedures will become increasingly mechanized as we move

to a day of closed civeult TV, video tapes, video telephones, and so

forth.  There are a lot of opportunitics now avallable that we haven't

had In the past, such as computers to {dentlfy people. All of these

tools are moving us toward a day when there will be a great amount of
wechanizdation of the placement process, I belfeve that {t's going to be

a trend for most pleocement people to uttlize these tools and to get bogged
down fn the numbers and mechanles game, There {s a real danger that people
are golng to too often be dealt with as thipgs rather than as individuals,
We can mechanize to the pelnt that we have a lot of ways of presenting our
people on paper in an impersonal manner. We need to deliberately become
more individuatized in our contacting and working with students, or they
will simply get this mechanized kind of placement, and then, {f we're
lucky, some of them may just by the law of averages happen to have a suc-
cessful career, bul unfortunately, many will have lives of frustration and
disappointment. We're entering a day when there will be rapid human obso-
lescence--we've already seen that, This fs a factor that w2 need to recog-
nize {n placement. If people get almed strongly at a career and succeed

in 1t nicely for a few years, and it's a field which becomes obsolete, just
down the road a li{ttle way, then we've served them poorly 1f they didn't
see that in advance or {f while they were in it they weren't prepariag for
a time when they might need to do something else.

Jur Job as placement offfcers is to be people-oriented--to facilitate
people in developing and utilizing thetr unique potentialities In such
fashion as will help them to contribute actively to the support of our
soclety and will lLielp them teo gain Increasing personal satisfaction with
thetr lives. {t's not an easy job, but an essential one.

26~



o

ERIC

A ruitext provided by ERic

"[HE IMPORTANCE OF AN EFFECTIVE RESUME"

Glzan A, Adams

Divector of Counseling
Everett Community College
Everett, Washington



O

ERIC

Aruitoxt provided by Eic:

THE IMPORTANCE OF AN EFFFCIIVE RESUME

An effecetve carcer placement offfce {n a comnmunity college Is a worthy
goal, but a number of things are Implted in that kind of a goal. PFirst we
must have jobs tn which to place the graduates, then have sufficfunt numbers
of qualifled students coming to the offfce for help, or for assistance. An-
other requirement Is that they have some {dea of what they want, where they're
going, or who they are, Most students don't know who they ave, where they're
guing, what their competencies are, or much about the type of employers who
could passibly ut{lize their powers, That's where a placement ofticer can
be of enormeus value.  As placement people, 1 think It's easy to think of our
funve.on in Isolation, as though the placement were the ead of all good things
tn the community college.  In fact, the placement process is one part of a de-
veloppental process in the student that must begln long before he over enters
4 schoof of any kind, and that will continue as long as he lives. We step (n
as placerent people at a pretty critical point in bhls 1ifetime, but there
have been many such polats before and will be many more to come, $0 We sorve
as a kilnd of temporary help at this critical point,

How manv of us have had students come {nte the office and sav--"tlere t
an, here's my degree, now what can I do?” or, "Where ecan I go?" If you begin
to ask questions at that peint, such as: "Where do you want to go? low far
do you want to yo? Who are you! What are you loeoking for?" you begln to run
into dead ends or no responses on questions, because students unfortunately
live been taught in the scheool system from the very beginning to zive only
answers and never to ask questions, particularly about themselves. 1'J llke
te suggest that a resume may be helpful in getting into an employer's office
for an foterview, but I think that the actual process of develeplng a resume
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is more important, whether the student ever uses {t or not, for one basic
ktnd of reason,  The resune can be used as o tool to got students turned
dround 180 degrees freom the kinds af soclally orfented quests that they
have been experienciong in our culture, to one that {s ecatirely personally
asset-oriented.  In the process of develop.ong a4 good resume o student s

asked for nothing negdative=-we don't want o know how dumb vou are, we want
LY

want to know what you can do, in all the persenally retated dinensions that
sect lmportaat,

Appropos of this, {t seems to me that we live in a1 mistake=oriented
soclety, By that T mean that other people are only too willing to pofnt
out wur mistakes or linftations to us, and not [reguently enough are they
wilHag or able te extend a compliment about our successes., Let me give
some examples of this phenomenon to partially explain why we wind up with
the kinds of students that we have. How many of vou, io a class of English
composition {n college, or high school, or grade school, turned in a term
paper and got it back with all of vour good, strong points reinforeed-~that's
all--none of the red marks? Whit we usualiv tend to get is o paper coming
back marked up with all the errers pointed out=~comnas missed here, misspell-
ing, miscapitalization--~all the crrors. All the way through sc w20l we have
aur errors pointed out one after another after anothor after another. In
famiiv 1ife, how often do we tell our children when they are doing well--
when thov're within the bounds that we set for them, how often do we say,
"That's a pood jobe You know, you're really on, you're making us proud,
reep {t up?”  Typically what happens, Is that as leong as the chlld is within
the bounds that are sct for so-called 'proper behavior,' nothing {s sald,
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but when the child steps cul of Lline, he gets whacked n one way or another,
physically or paychologically, and beought hack futo line. So a ehild fearns
very uiokly that people are willing to point out nistakes; mistakes frequently
ate comnundcated as botag seme form af {onadequavy, and in many instances bad,
The process beglos carly, and the scheol system reinforces it, Most ehildren,
whe ftocemes tioe to begln scheol at five years of ape, dre just excited
eleray svstens~-thev're Lined op psychologically six months ahead of time
teving to guet into the school, Thev're fdentifving with their older brothers
and sisters, and are g tarrent of curjosity and question-answer sevking.
George Leonard has written among other things, 4 booklet called "Dducat ion

i beatasyd™  Tnothat bouvk he indicates that we have tired teachers.  Across
rhe Land, our teachers are tired=-they've overworked and underpaid~-all of

as can ddent by with thate But those teachers have o right to be tired be-

cause of the enormous anount ot energy that they must have to put out to

up tooaomere trickle within two or three sears, that torrent ot corfosity

inte the school, Within that time vou van identity with a

High degree of accuracy which students have been turned 0ff, and which ones
wiHD not complete high schouls In third or fourth grade vou can pick out
ot ob the fallures, the syuptoss are there=-truancy, apathy, hostility--
dad this spontanelty {5 croshed out all the way through elemeatary school,
seeondary schoel, and colleges Now when o student xets to the community
college he really can point out a lot of greas where he's inadequate, but

PO vouw sk hiim to nume his streagths, he's generally at o loss. 1t's not
Just teachers and parents who communicate these feelings of inadequacy, but
alse the whole advertislog structure of cur world,  They are geared te making
veu feet inadequate unless vou purchase whatever product is being sold,  Uf

vorr begin to analyze television conmercials particularly (and bhow many of
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those hit us every day=--two or three hundred 1f you include blllbourds,
television, newspapers, and radto?), each one fn {ts own way {mplies that
vou can be better or that you're inadequate right now, unless vou use
Arrid, or Colgate, vr Feminique, or whatever, [t's just increodible how
these pressures tell us over and over and over agaln--you stivnk, vou're
incempetent, you're fnadequite, you're not very bright--on and on and on.
The question should not be why there are so many fatlures, but huw there
dre any successes at all with the kinds of pressures that most of us have
lLived with, in the kind of world we've created areund us.

When a student comes into the comaunity college he doesn't know very
much about himsel! or the world of work, or about how he can f{t {nto it
ton any kind of constructive way. He frequently doesn't know what hiis basic
needs are as o buman being, or he deoesn't know what kinds of satisfactions

e wants on a job.  If you as a placement offlcer say at the termination

point of his education, "What do vou want in a job?” t: may give responses
Tike, "1'Jd like yood pay and a chance for advancement,' or other kinds of
high level abstract concepts that mean nothing. wnat's good pay, and what's
4 chance for advancement? How far do you want to advance? When Jdo you level
off? Most people are imbued with the fdea that advancing is good--but where
do you stop? Because {f you get on the advancement spiral, therc's only one
thing at the end of that, and that's fatlure--the higher you go, and the
more competitive the next step is, then the next step after that will be
inercasingly competitive. You can go to the very top In whatever profession
or endeavor von're in, and if vou take the next step, eventually failure
awaits you--that's a natural censequence. One of the most {mportant things
that alil of us have to learn {s that when we stop or level off on a carcer
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and say, '"That's it," then we must start developing horizontally fu other
klnds of activities and use the Job for whatever it can provide in terms
ot personal satisfaction only. We need to kiow when to stop this {ncredible
advancenent syndrome that will eventually end in f{rustration, disflluston~
ment, and faflure., Some of the most successful people {n our country today
percelve of themsclves as failures., Another answer that students typlcally
%ive to the query "What do you want in a job?" is "I'd like to be successful."
Well, that's fantastic. You know, everybody would like to be successful,
but what dees that mean? What s success? I[s {t making $50,000 a vear, or
310,000 or $5,006? Is it having a wife who respects vou, and whom you re-
spect-=wiiom you can comunfcate with? I[s it ratsing healthy children or a
sarden, or whatever? Success (s a very private concept that most people
never coustder.  They accept this high level abstraction as something to go
for, and they don't even know what it is.

It's very difficult to evaluate ourselves--we can evaluate other
people much more easily. I can evaluate a student a lot more easily than
[ can evaluite me, and the same is true of all of us. To a greater or
lesser extent, when you ask a student the questions: '"What can you do?
Witat have you got to sell? Why should anybody hire vou? low are vou differ-
ent thaa ten million other 18 to 25 year olds, or any other students who
arv looking for emplovment?' unless the person has done some thinking about
who he is, he's liable to come up blank, yet those are reasonable questions
to ask, The resume preparation, the process of i{dentifying assets, becomes
a major part of career planning. The basic thrust {n career planning is:
"The Creation of an Effective Resume, And Al That That Implies"--which
means a rather intensive self-analysis, a good deal of group discussion, and
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{ndividual counsceling, We shouldn't concoive of carecr planning as a
tradit fonal class structure, or as an {nformation-glving situation, hut
rather as one of self-exploration,  We were admonished by the oracle of
Delphi a fong time ago tor "Koow thyself.” U6 you koow who vou are as a
human being, and what your needs are, what vour poteantial {s, then choos-
fng o career flows much more naturally than it otherwise possibly could.
Most of us go through career cholce processes backwards,  We choose
A carver flrst, and then try to mold our personalftics to it the require-
ments of the Job.  "['d like to major in psvehology,” a4 student says.
"Why?" UWell, it's a nice Job, you make a lot of nmoney, high prestige."

"How many yeorrs do you want to spend.....,?

The depths of noninformation
that our students have is fucredible. The result is that {n most of our
cemmunity colleges, nationwide, the bulk of students never reach the place-
aent of fice, because they never graduate. 1 think a sate generallzation Is
that 73 per cent of vyour {ocoming students «will not complete a program of
any kind, and most will leave the college without ever having seen a coun=
selor. In o counseling-orieated iastitution, g student-orieated comnanity
college, most of them will leave (1 we can believe the studics that have
becu conducted recently), with some pretty Jdisillusioning feellngs about
themselves, about higher educatinn, about community colleges, and that is
aot good. 1 don't say that everyone that cones in the door should graduate--
but [ doubt that a 75 per cent {or more) attrition is an appropriate kind of
thing. Perhaps higher cducation as we know {t fn the commmnity college is
not appropriate for most students who come there, but we admit them with the
promise that it is appropriate. Unless we can work with them and construc-
tively help them resolve thelr feelings of foilure, frustration, and
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disillusfonment with society and cducation, then we have failed fn our task;
because we hiedd vut the promise (read vour college catalogues=-our stdte-
ments ot institutdonal philosophy are Just beautiful), that all students
have ;hc right to {ndlvidual counseling, to carcer and academic programs,
and to community service programs that wilt develop them to thelr maximum
potential, That fwmplies much that we're not doing, never have, and perhaps
fever witl, but 1L ovems to me a laudable ideal, a4 worthwhile guai.
Placenent ax a functien is an extraordinarvily tmportant one, because
witit hippens to our graduates after they leave our portals determines the
contributlon our school makes to soclety.  If most of our graduates wind
up ko psychitatric wards, students will stop combny, ualess thelr poal is
te po dato a psychiateic ward,  If they wind up unemptoyed, or not complet-
ing o program, then thev'll stap coming. If they are successfnl, do they
foel we contributed to their success? How many of us have devetoped anv
kind of svstematic program for discussing, within the college, or within
our service conmunity, what's happealng (both good and bad) to our students?
Would {t be a reasonable suggestion to think about things Jike testimonials
from successful stadents, students who have sone through 4 program and who
fiive bocone what they catll successful on a jeb, studeats who have achleved
thelr goals? We would 1ike to hear from students who have been helped by
the college and who have been upgraded ln some way that thev think {s im-
portant,  We could publicize those stories in an interesting, human-i{nterest
=orl of way In newspapers and flyers.  I['ve been at my institution {or ten
years, and this year I saw the first story about a successful graduate, To
ot these kinds of stories in the paper requires a gredt deal of footwork,
groundwork, ceommunications, and cooperation with a lot of people. But {f
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prospuective students see that a guy went through a mechanical englineering
program and (s now successfully emploved, miking 4 decent living, and happy
with his work, they ace much more Tikely to come {nto that school than if
they know nothing about it, They're nuch more l{kely to seck vut the kinds
of positive services that we're tryfng to provide,

What I'm suggesting is that the career placement function is one of
the most celtical cormunity college guidance functions., Jhe kind of feed-
back that you can provide, that you can put back fnto the system, back into
the commnity and back into the curriculum planners about what's happening
to our students, can have enormous ramiffcations for the success of your
college,  If you're gofng to have sucvessful placements, then yvou need stu=-
dents who have some idea of who you are, what you do~-who they are, and how
they oan use the college resources to get where they are going. The career-
planning process (which really should occur much before they get to vour
office), is one of the mafn tools we can use in this developmental process,
The resume proparation is the major thrust, the vehicle through which we
can do this xind of self-analysis. Most articles that you read about resume
preparation, whether they're for professional or for non-professional people,
will tell you what 4 resume should look like, what {t should include. They
will suggest different kinds of formats that th. information may be placed
fre  ALL that §s beautiful stuff, but very seldom do you find something that
will tell you or the student how to get at that Informatlon. Where does
that tntormation coeme from that vou put in a resume? How do yeu decide what's
important? How Jdo you know what to elect from? That's been a major problem
which very few peuple have boen tryfng to do anything about. Qur task as
placement officers Is to ensure that this seif-cxaminatieon process is an
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SURVEY RESEARCH 1IN PLACEMENT FOLLOW-UP

Sirver research fs oan art--1t {s not g sclence, Consequently, al-
theuph | van wive yvou some hints aboul how to construct questions for
questioanairvs, neonetheless vou should rely on some expert opinion on
vour flnal tora, There ave two kinds of e pert opinions:  flrst, those
people wite have had (o the past a great deal of experience in sarvey ro-
scearch, and secoud, the respondents,

Survey resedreh generally {nvolves two instruments, namely the
questionniire and the interview, Each has advantages and disadvantages.
For one thing the questionnai.e is less expensive, The {nterview wifl
peitvtally cost vou somewhere on the order of $5 to $20 per respondent
primir{ly because vou have to pay for the Iaterviewer, while question-
milres now run about $1.25 per head of resoondent. A sccond counsider~
ation {s that fn an {nterview vou Wil goenerally be restricted to tever
respondents than vou will for a questionoalre, Tt is falrly casy to
print cut 19,000 questtoanaires, dump them {n the mail, and send them off.
However, {f it takes an hour per Interview, you flgure that a good inter-
viewvr can oxet through mavbe five interviews per day, and {f vou are yolng
to do 10,000 incterviews, (U will take vou 10,000 divided by 5, or 2000
man-days, A thicd polnt of comparisen 1s that the questlonnaire is more
ef ficient it v oo gshing short, direct questions which den’t vequire teo
ruch theupht o0t part ob the respondent.,  When you're asking things that
require wrester Gdoepti aroa lomger response on the part of the responaent,
then you're betier off using the interview, This does not mean to say that

you ¢anaot et long re~penses on a written questionnaire, bul while a person
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will talk te vou for an hour, hw won't spend an hour on g written
questiocanaire. o short, written questionnaires have to be fairiv
voncise,
Ruestlon:

One big alvantapge we viaim for the {nterviow is that the face to

face vontact makes for more vallditye Do you apree with that?
Generally speaking you et conparable responses to comparable questions,
although vou alse pet more in Jdepth responses with the {aterview, As o
shde pote, research has Indlcatel that U you're golng to {nterview
Blacks, you should have a Black {nterviewer, 1f you're geoing to interview
Chicanos, yeu sherld have a Chicano {nterviewer, and so forth., Likewise,
i an Asian sends out questionnalres to an Asian, vou tend to get a higher
respone rate than vou would ff 3 Caucaslan sent comparable instruments
to Asians,

Iln 4 survey where vou use both questionnaires and intervicws, is there

anv hasic difference between the responses vou'll get that would make

the fe survey less valig?
It would doy Poen the nature of the questions.  If yvou're asking questions

hat requirve 4 great oo oof thought, such as, "What do veu think is the

basts for the Areri. . crey In Southeast Astal™ vou'll get radfcally
difterent responses {rem a questionnalre than you would at an [nterview.

The reason is that in the latter case the Interviewer can explore tangents,

[hit can't happen with a questionnaire. however, there are also similarities

buetween questionmire and interview schedules.  For one thing, both [astru-

ments often ask for what we call blographical or demographic Jdata.  These
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are cormou indicators helping to place the respondent {n certaln cvate-

gories auch as male, female, 19-20, 20-21, 22 aad older, ete. Beware of
these dumographic itemst  put them at the back of vour {nstrument rather
than at the {ront, purticularly [f vou feel that they might have an in-

flucnce on some of the succeeding questfons.

In polnt: a survey
wWas conducted at the Unlversity of Michigan In two forms, (a) demographic
ttems first, and (b) demogriphic ltems last, One of the demographic items
was religious preference, and they found there was a drastic differcnce
In terms of 4 few content items on the two forms., One of the {tems, for
exanple, asked about feellngs about hirth contrel. On Form B (demographic
frems tast), Catlolics werce only a l{ttle more conservative on this partie-
ular tssue than Protestants and dtheists, However, on Form A (demographic
{tems flrst), Catholles pretty much toed the Church's line, having had the
stage set fur them right at the beginning. In short, they responded on
many of the {tems as Catholfes rather than as individuals.

Auother demographic ftem to be carcful with is that of "sex." You
should phrase it this way: sex: nmale female___other . UOne student
[ remembor did ft this way: sex____, and the result was that some people
said, "Yes," some people sald "None of your damned businens,” and one
persen responded, "No, unfortunately I'm stili a virgin."

Another important thing to keep [n mind when you are sending questlon~
naires out to g diverse sroup is that yeu make sure you define your terms,
The Connceil on Higher Education recently sent out a questionnaive to all
Institutfons within the state asking for the number of full time under-
graduates, part time undergraduates, full time graduates, part time gradu-
ates, full time professionals, part time professional students, and so
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forth, Unfortunately, they didn't define what "part time™ or "full
time' was, or what the term "professional™ included, [ can't stress
how dmportant it s to Joefine vour terms,  Now, the only wav te Jeteralne
whether or not your terms are unamblguous 18 to pre-test the instrament.
Pro-testing is a fadriy simple process. What vou do is randonly select
Fliteen or tweaty potentlal respondents from the population from which
you are going to pull vour sample later on, You ask them to sit down and
respond to the questionnaire, and then you quiz them to find wut (f any
of the {tens were ambiguous or objectionable, or if there should be other
items or other cholees, or if some of the ftems should be deleted,  You
listen to the respondent,  1f {t turns out that you've bad to radically
modify vyour questionnaire, you pre-test 1t again,  What you have to do
{s vcome out with an instrument that will have mintmal ambigulty, and which
fs falrly easy to f111 out, The same holds true In an Interview, You do
not want to antagonize vour respondent, because oace that happens, he
elther quits, or ke starts threving the bull, To avold this, when develop~
ing the Instrument vou should first of all sit down and come up with a list
of questions you want answers to, Then vome up with a list of questions
which will forus In on the kinds of questlons you want answered. lhen go
through and start deleting {tems, leaving only those with Jdirect implications
for the goul of the questionnatre,

What kind of veturn rates can you expect on a mailed guestionnalre?
Return rates range from about 2% for questionnaires vou find in magazines
or those distributed by third class mafl, to as high as 9B, in my office

we generally get about 675 return, which is oxtremely high, consldering that
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we Just use one foliow-up.
Huestlon:
You mentioned pre~testing,  On the basis of a pre-test, have vou ever
dectded that you're not golny to boe able to et the Information vou
want through the method vou have chozen?
Yes, what vou generally do in an educational {nstltution, sioce vou've
got tinited funds, {5 to start out with a guestlennaire, amd occasionally
vern' 11 fimd that a quest{onnafre {s not a medningful {astrument. We did
that with an evaloation of the EOP program at the Unlversity.  Fven though
s Reltyy Wice-president for Minority Affairvs, and the various divisien
neads sipned the letter, we only got sonewhere on the order of about a
105 response vite, which woe thooght was not at all accurate,  So we piloted
fr by utilliving some Sec il wern araduate students who were tratned to cons
dact fotervicws, and whe contacted people onty of thedr own ethaice group,
and woe oot o much ore seaninetul response rate,
Ruestion:
Alonyg that line, 1 yor use the questionnaire with the intevrview and
poel 4 comon care of gquest lons and answers?
That's wenerally what is denes The interviewer goes out with what is . alled
A schedale (that's a cechnical term for the questionnaire), e dsks the
interviveee queostions from the schedule, and as the interviewee responds,
he writes down ay much as he can of what the interviewee is saving.,  Then,
atter the interview is over, o good interviewer will sit down, summariezc
L responses, and in ddition put dewn his own thoophts about it. e does
ot walt until after he's conducted five interviews for the day to start
sumairizing each one, because 10 he did he wouldn't know anv s re who said
~42-
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Wonld o dnterview be sere cand i than o questionnaive?
That depends both on the nature of the questions, and on the amount of
cappert the fnteevicwer can establtsh, 10 he can establish extremels
dood riapport, Be' LD owet extrencly candid responses, On o the other hoond,
HE e establishes poor rapport, he's likely to get more candid responses
Lo anonvimous questionnaire than to a non-anoavmous {nterviow.

e t}}”

Would you get o bettor response i vou sent out g questionndire

that was ideatifiable only by a4 codw?

Vou'd damn well better tell the respondent why the code is there. Onge way
to insure o certalo degree of anonymity is to ask the respondent to sign
s or her name on the cover letter,  Then as soon as {t comes back this
cover sheet €s torn off, and used only to determine whe has and who has
ot responded s0 owe won't buy these people with follow-up letters,
Quest fon:

How sophisticated should o questiennaire be?
Sot very,

i short, when you design a question, don’t try to show low
) ) g0 Qg

well-vdueated vou are. Instead of usfng the tern salubrions, for example,

ase the term hiealthful, because, cven though vou may know what it means,

the respondent may aot, and if the respondent thinks you're trving to snow
fim, it'1l end up in file thirteen,
Quust Lon:

How important is it to send questionnaires by first elasa mail?

ft's quite important. [t vosts more, but von can be fairly surce they'll

/™
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be delivered, They will be forwarded Lf necessary, amd of course they
will be processed by the post office In ossence on the Jday they are re-
ceiveds  Inoadditien, people tead to pav wore actention to first ¢lass
matl than to thied class mail, even though vour fnstitution's name may
be on {t.
Ruest Long
How dov vou tind students who have been out of school for o fow
vears?
What we've done with students who've been gone for let's say {lve vears
from the {nstitution is to rely on two sourves, One, the alumni office,
which s o very distorted sample--those people whe contribute to the
Alusnl fund, and two, parvents' permanent addresses, People whe have some
kind of tiv to the Institution,
Quest fon:
You mentioned o Yew minutes ago:r  how do vou po about establishing
rapport with @ group vou waut to swmple?
One wav is better PR, For example, if vour questionnafre results {on a
policy change, make the change and publicize why you wmade it. Thea suc-
ceeding generations of students who will have @ en exposed to this PR
will take vour quustionnalres more setiously,
Do you find that that cover letter cxplaioing what the question=
naire 1s about is almost as fmportant as the questionnaire {tgelf
with respect to whether or not people respong!
lt's very tmportant, but aot as important. [t probabiv influeaces about

10-153, of your potential respondents.



Suestions
Any pattern as to which caes Lt affects?
We haven't fovestigated that,
QueseLan:
Are telephone fnterviews or follow-ups worth the offore?
Yes, telephone daterviews gre very moch worthwhile, but beware of choosing

your sample trom the telephone book, because of unlisted numbers,

Is there any difference between follow-up on {nterviews and follow-

up on questionnaires?

Yes, Follow-up s more {mportant on mall questionnaires than it is on
intervivws., The reason is ohat you send vour first matling out and tlhe
returus dribble back In, and so vou send a follow-up to try to get even

more questionnaires sent back te you,

Question:

¢

When do you send the follow-up letter or card?
Approximately one wevk after vou send out an ariginal letter. You should

enclose a second copy of the questionnalre in case they've mislaid the f{rst

vopy, il vou should say something like, "If you've already responded please
Of course you will get a few people who respond twice, but
only a few. At this pelnt your response rate will begin to pick up, but once
it Jdrops off again, vou nay want te send vet anothier follow-up, say about two
weeks after the fnitial sailing., That will pick up some more, and then vou
can try telephoaing, or seading out interviewers, if you wish, depending on
how large a response rate you want.  What vou can also do is to analyze these
data, .eparately, over time. Take your first group of respondents, Group I,

-5~

O

ERIC

A FullToxt Provided by ERIC



and contrast that wlth Group 11, or the result of the first follow-up
adilioy, Group T ehe <econd Tollow-up eailing, Group IV, the telephone
{ntervicws, cote,

ey
Qies

fone

' Just wondoring how redalistic this one o twe woek follow-up is

For most of our cie-girl offfces. That's fine If vou've got just

ane persen who van work on Just nothing but tollow-np.
Une hint would be to machine process labels rather than type cach one sep-
arately, Aleo, vou don't wait until one woek s past before won start
petting ready for the second follew-up,  Tinmtng ts important, toe.  Never
seid questionnaires to students just before finals.,  Instead, send them out
tocarly in the quarter as possible. Let's say that veu're sending them
vt on October 10th, so your gquestionnaire and the cover letter are dated
Outobeor WLh, Yoeu've atready designed vour follow-up letter, which vou've
dated October 17th, and already printed. They could be stuffed {n envelopes.
Yon've alse decided on o osecond fellow-up, and vou've dated that one Octo-
ber 24the They're alveady all stuffoed, and a1l voo have to do is to attach

the labels, then send o

‘ryvthing out on the apprepriate date.
Quest don:
Do ovou gel o better response (F vou enclose a self-addressed envelope?

Tese A self-addressed eovelope, or a business reply envelope.

tic

Daes
el

When s the best time te follow-up the June graduate?
U they've gradnated, hopefully they've been placed.  The College of Arts
and Sciences at the University of Washington used to send out questionnaires
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to graduating senfors near the ead

response rate, which was about 333%.

with a4 635 respense rite

and tedliong the students

by seading them out near tiee wnd oy Gl

to fi11 them ocut after the quarter was over,

of June. They wero happy with thelr

We took Lt over one vear and came out

wogquartey

How=

ever, mavbe vou should send the questlonnaire out as quickly as postible

after the students have graduated,

¢

buecause those people who are going to be

placed witl probably already lave been placed by the time of graduation,

Lorment s

Uothink there's sone Jdifference between four vear praduites and

junior college graduates, because vou find that o lot of

really don't know whae thev!

August or so,

You in the commnnity colleges have
not have,  The very term community

dents come from vour community, so

closer tabs on them,

Ruestion:

Returaing to follow-up for a minute, do you or

sonebody know what woeuld be
Morning is the worst possible tine
Caijt

in the evening when most peopl

Guestior
NCLGLLL

Gid I understand vou to say
up?
Ihat depends on whether vou've jott

respondent.,
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the latter

re gofng to do fo the Fall until late

an adviantage we 4t the univeraity do

coilege connotes that most of these stu-

that theoretically at least vou can keep

the phene cenpany or
the best time to call peopie?

to call, because vou mav wake people up.
¢oare home, but never At Jdoaner time.
that evervbody tirat

revelves follow-

en identifving informition trom vour

If vou've got his name, vou dun't scad him the follow-up rail,
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Quest lon:
This is a small matter, but your self-addressed stamped return has
oot to be addressed, aad that's golng to be expensive if you don't
use all that follow=-up matertial,
1L vou use business roply cnvelopes, then only the ones that ave returned
will yon have to pav for. You end up payving two cents more--[{nstead of
cight veants you'll be paving ten cents, and of course 1f vou pet a 1005

response rate, it's going to cost vou more.

I think that you really save yvourself a lot of trouble by putting
thelr names, or having then put their names on. 1 doen't think
there's that much objection, as long as you explain that you don't
intemd to uso the {nfermation against then,
Let me mention a questionnatre put out by ACE a few years ago which we had
to burn,  First, ACE Jdid not tell the institutions what questions were on
the questionnaire before thev asked us to participate. On the questionnaire
they had:  social securivy number (which was legitimate from their stand-
point, because they were {nterested in knowing whether the students chnhge
colleges, and {t's nice {dentifving information with a unique number), They
also asked question like, "Have you participated In demonstrations agalnst
the war in Vietnam?" At that point in time therewis a bill before Congress
thit said that any student who Jdid participate in demonstraticns against the
war in Vietnam would lose all federal aid. There were other questions like
this, and tne students came back and said, “"Social Security number, why
didn't vou just ask the males fur thelr draft number?' So vou see, when you

sk 4 respondent to put down fdentifying information on a questicnnaire with
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ftems Like thus, which are very sensitive, vou blow L.

Oncve we sent out a follow-up and got nothing back. So befare we dlid
Lta seeond tioe, wo vducated the stufents as o what Dollow=up was,
and how important their respunses would be to us.  That time we got
a 707 return rate.

That's a very good jdea,

Questimy
Woowant to desipn aoquestionnaire to viad out it our school is oeot-
Tay the educativnal geeds of the students, More often than not we
conslder students as dropouts who mav ia reality only te taking one
course a quarter, or g vear, but they're deing {t on a regular basis,
These aren't dropouts, and vet statistically thev show up that way,
Another problem we see fs how to ask questions that students will
answer,  We know, for example, that people do not like to indicate
that thev do not have the mentallty to make {6 through a4 certain
curcivulume  Conscquently, when asked why they droppoed out, they
may sav, "Financial reasons,” How can we find out the real reasons?

Corpent:
That brings up another question.  Just how important is the degree
a8 such as cpposcd to how Inportant it is that the student achicve
hiis educational objective? Many of these people wo nay term as drop-
outs, 45 you rentiened, mav be just coming in for one term to accom-
plish 4 specific thing and then leaving for a tern or two terms, and

then coming bavk again, and again thev're classificd as a dropout.,

vy that we should be ambitious and we should
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strive to acnfeve a higher level {n our Inftlal posftion, Qur vo-
cat tonal students, however, are i{nterested onlv fn potting a day to
Gy job, semetiing from 8 to 5, that's poing to pay the LIELLs,
They're simply not looking for anvthing more.  {f that's the case,
why Jdo they have to complete an auto mechanie's course, if after six
months tiey know conough to wet the positiou that's been oflered to
thain? AL vur school several students have dropped out hait wayv
turough 1 vocational course, or three-fourths of the wav through, be-
cause they koow vaough at that time to get a job, and that's all thev're
interested (n. Is this so bad?

Corvunt s
well, at some poilnt bevond the six nonths thev mav have been exposed
to aa individudl or an fastructor who would have made them think {o
terms of more than just a dav te day existence, 1 think that's one
of the goals {n our oducational svsten as well,

Lrae, but more times than not we force our value svstems on the disadvan-

taged stadent who {s really only fnterested in filting his stomach with

food, somvone who is starving to death.

Comvints
It begions to point up a pretty solid case for competency-based ob-
jectives when you start designing a course.  People learn at differ-
ent prates, and if you have a competency~based pregram, vou may have
soae people flnishing {n five months, others {ivfsbing in cighteen
months, and so forth.

At this point maybe we should break tnte small gronps and thea come back

to talk more specifically about some aspects of follow-up.
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GROUP DISCUSSTONS

vreap [
Our xroup cencenitrazed on the dropout phevosenon, or the "fade-away
student,” aud the burning question seemed to be,  hhere Jdo we start?
What do we ask? How doowe find out from these students whete they
Arey wiat tvpes of fiens they are working tor ({0 any), {f thoir job
s related to thelr training, how wuch money tiwey are making, and so
torth?

Let's near now from Group 11T,

wp I0T

[ooone wronp we talked about many of the same basic problers that
rve already been discussed. One thing that was broupht out was

the unfgueness of each fnst{tution, and the tfact that some questions
might relate to one institution but not pecessarity to another, A

second polat that was mide was that a4 pilot study is most uccessary

oyou've going to do oany kind of follow-up studv. Somethiny elsc

talked about was the kinds of methods of comp{ling data. You shouldn't

et oo hnng up on hardwire, on the idea of using a4 lot of computer
time. Much of the tabulation can be done by hand, cspeclally if o
questionniire is relatively simple.  Along this line, it might be ad-
visable, 1n some cases, boecause of cost factors, that an iustitucion
consider develeping o very slopie questionnaire to bepin with, In
fact, maybe our regional office could wo something about petting vore
kinds of intormation for the member colleges, and then evach one ol us
could develop questionnilres on our own for other purposes.

-51-



Comiment s

One thing atl the comumity colleges are very paranofld about {s

desipning o questionnaive thit will reach dropouts. We did one

this vear, with a1 Lot of purposes,  We hoped to get some data that
wis usetul to the lastitutlon, bat one of the behind-the-sovnes pur-
pudes wis just to fimd out fow vou Jdesiyin o better questioonafre ta
thit group,

How abouay l;l't‘t‘i\ 0!

Group Ll
Gue of the things we agrecd on was that there is no use o satling
cut o questionnadre unless vou really need the information.  Tilnk
abant whiat o ver oare godng to do with it once vou have {t--is it just
dostatistival stadv, o are you goleg to really be able to do some-
thing with it Speakfuy technfeally now, there are some things our
Srfice hua Mone '3 Tike to share with veu, ey we talked our oad-
afssions office into printing four labels at the same time they do
the aradaition bist,  One jabel goes on the certificate, and we get
the wther three.  These we use for fellow-up.  One other thing that

1

wo talked about i otr wroup was the fact that the reason we do
quest lonnaires Is hecause we really don't know mach about our stu=
dents while they are at our inatitutions, and corsequently we try
desperately to find out something abont them after they leave.  There
must be oA wav to correct this sitution.

Comment:

I particularly agree with your first peint. The important thing in

any survev {s to be able to doterprot {t, and then to be able to do
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sonething concrete witho the {atorpation once vou have it, From the

stardlpolat of carecr placereat, we want to know who's worklog, who

fsn't, whit we van Jdo In otder to fmprove our proprams, and vhat we

van oo Lo assist o stuadents with additiondl tradning In cortain aveas,

and then woe want to be able to report to sone people who can atfoect

tiw chanages,  However, we have to be carciul, for example, that pro-

arams aren't fmmedistely cancelled because of ene follow-up, cte.
Pr. Ryitun:

Jim, we haven't such time left, Would yon like to respond to any
of the polnts brought up here?
Do Movishine:

Welly, for one thing, there de really net that nuch dUfference betwoeen
Gand machine and computer analysis, [t's just g matter of whether vou are
dofng it by putting little chit marks down by hand, or whether vou are put-
ting them on IBM cards, aad using a4 sorter, {n ohich case you have machine
anadvsis, or whether you put them on IBM cards or on tape and dump thom on
aocomputer, dn witfch case you have computer analvs{s. T{he costs of cach
will be depeadent on a number of factors, such as how often you're going
to be vonducting a particular kind of analysis and how far vou can gener-
alize 1 glven progranm Vor additional kinds of analysis. One of the tech-
aigques vou ought to be using {f vou are golng te use hand analysis is to
figure out how yvou are going to want the data broken down., Take 1 simple
eamples  If vou want [t by sex, and Voo vs. transfer, generally speaking,
vour have two different sexes, and generally speaking vou've got raavhe two
differeat programs,  That means, as you get vour quest lonnafres hack (if
vou're dotoy [t by haud), that you break 1t into four different piless
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vaw have ene areny that's male~VoToehy oo group that's sale=transfers
Feoale=Velovhi Yermle-transfere Later on, 1 vou want Lo combine vour
ransters, v oot b D thes Logether, §0 vou watt (o combrae vour Votfeoh,
vou et b them tegether, {f vou want to combine vour seXes, vou can
A thens tegethory then voa' Ll come out with four Jdisereet nusboers that
Modoea el tesethor, rather than goiag throueh threo diitoreat aalvaes

of the s

Jat oo U0 ved wanted to add in another variable, vour mieiig
gy with Ditteen dityerent piles, but vou broak thew into (hese dia-
Crect piles o von can come up with fregquency Hstrlbutions tor oach item,
aind thess Later on von can combine them,  1U's much easivr to add then to-

eother 4t later poiat in

thaa 4t s to go throuegh and venductl ditf-
crontoputivaes byonand cach tioes T torms of gettine the Gty ready tor
DEIRLDTe processingg o vou should o ent o with o unique vecerd for cach re-
spondent-=tn thal wav vou can agadn conbine on various variablos, Froquency
et dodlowstpssthnt depeids on vour purposes, and alepends on the nusber ot
poople sou have to foellow-upe I vou are o lanie institution that may

ve g thewsand people deaving, amd you want to conduct three follow=up
aludfvs, ooy oo that vou will want to have 333 and 1/3 por vear, so you
den e e the s e respomfent every vear.,  Adsu, whoenever vou have repeated

Versiares, aseiog the s

Bidividual the same guestions many Uines, vou can
Lave an depect e that individual, A simple case {n peint wontd boe some-

thing i the political sphere: i vou ask them, "What do vou think about

tax reforn in the State of Washington?" and 16 you asg them the same ques=

tion six menths later, then the chances are, becanse thev've heon asked

that question dn the first place, they will attend more to whatever publi-

clty comes cut on tax reforn in the meantime, so that the very fact that
- 54
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vou've asked thea the quest lon onee will influcnee their tesponses the
second Lire vaa ask Chete Soowhat o vou can o often do, do terss ol surevey
wethodobony, {5 to take your 1000 and send out 333 one time, then have an
overbap the second tire so thit voun send out maybe 500 the sveond time
300 the thivd time, to soe what kind of an fnpact the very fact thit you
asned the question has on their attitudes and the{r attitude chanees,  The
Proquency thien, ol vour tollow-up depends upon o number of Sactarss wlhaat
ind of an fatluence doovor think tine has?  When de ovou de ft? That de-
pends enowiat you are after.  Tf you're after thets expectations abeust cheir
potent il joby o vou don't ask them after thev've gotten their jeb and after
thev've been on the job for six months, because the f@rt that vhey'sve been
o thie job jor o six renths will agadn fnf lueiee what thesy remenber their
seals tnviay heen wlion they pot the job,  Reeall measuros are protty poor,

You dun’t ask a student after ne's graduated, "What wore your goals when

vou eatered this institucion?”  You should ask that question whea they
enter the institutfon, and then later on vou —an ask them whether their
peals have changede IF vou've got some way of collating that original
questionnalre with the second questiennaive (which, incideatally, vou vught
to tell the student vou're going to do), then Yoo can make vour comparison,
3ut to ask them after they've graduated, "What wore your goals when you
entered this fnstitution?”  will result usually in Jdiverse answers, Their
vecall is going to be {nfluenced by their oxperiences, and the recall meas-
ure will not be A conplete measure,  Beware of omnibus lusttumeits--one
Instrument cannet possibly focus on everybodv.  You probably should not,

for mest questionnaires, ntitize the same Instrument for vour evening class

progran seople, your VoeTech peeople, vour transfer people, vour potential
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viployers, the Jrift board, the Diughters for the Rovolutfon, all of

these differvat proups, Design an {nstrument which {s focused more on

the unique yrouap tinat vou are foterestod fn, You gy ask the sanw
questions, ot there fav be wverlapplng questions, but ronctheless, design
separate fustruments almed at the particular taryget vou're golng to sur-
vey. o terms of Tollow-up techniques, some o vou aight bo interestoed

in readiog Terman's studivs, Thev've utiliead certadn techniques there
that vou might also be able to utillze here.o  Anv lustruments that we come
up With fwerey agatiyy will have to be moad it icd, deponding on your own uniguy
institution.  Fach unigue tactor will result {n Jdifferent kinds of things.

Soovou design a different dastrument for a resfdential college as opposed

I3
A

connut Lo anstitution, ol things of this sort, dn detioning the term
dropout, there's ao reason why vou huve to sav dropont on g questionn~tre
is there? YOur recerds indicate that you were o studeat at this {ostitu=-
tion,  You've foft, and wo know that studonts have o mamber of differ: at
reasons for leaviog,  Please answer the following question'-~1his type of
thivg,  You foclude therer  they found a fob, financial or health reasons,
cben, and you ask o each respoadent to answer vcach of the items.  Then vou
CAn sk thaent toogo baer and fodicate wiit che siogle most lnportant reason
wis within given arcise There's no reason why vou have to design just
ote ftem that says, "I'm not in school for the following rvason or reasens,"
wd then vou luve in there=-health, finarces, better job, transfer, and a
whole stew of [tems, because then you mix them up, and there's no way vou
can determine whether any of those factors had more of an intluyence than
other factors.  As the hand-out that U gave vou carlier this mornjng
will indicate, when you ask questions, ask about some unique thing, and
_56_.
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don't combine things, 10 vou feel that the categorivs are going to be
combinations, vou mipht Jdesipn separate items for cach of the possible
respanses, dependiog on vour owin goals,. due thing 1 ooentioned this morn-
ing thit should be stressed {s: when you design an {astrument and }uu'vc

arcived at wour final questlons, ask sourself, reogardless of what the

responses ave, is this fodeed coing te have an [afluence on whiat the insti=

tut fen does?  I1 it deesn'ty there's little need o asking the question.
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"Public Relations in Placement”

For the most part todday, what 1'd like to do {s pretend that l‘
don’t kaow anvthing about vour business, which s absolutely corvect,
U'd Like to pretend that vou have approached me to talk to vou about
wavs that vou can apply the principles of public relations and adver-
tisine In vour particular area or speclalty,  Se, this will then be a
sititilated, condensed, think-seassion, which {s the way woe vsually do it
with a prospective cllent, bHe'll sit down with hilm, and we'll gather
facts, because ovbviously you can’t do a thing until vou kuow what vou're
talking about.  The more facts vou have, the better of f you are; the wore
definition of what vou're trying to do, .he better off you are. I'n
surprised by how often we emeet with prospective clivats, ard sit Jdown
amd foree then to think about what thev're trving to accomplish in thetr
business, only toe find out how scartily they have really thought this
thing through In their own mind-~just what are they in husiness o dccoi-
piish?  Wio are they trying to reach, and what are they trying to say to
them?  Thut's the scope of the approach that 1 would like to use today,
but first [ would like to kind of establish some common ground rules, or
levels of understanding, as to what public relations and what advertising
is. It's surprising how nany mlsconceptions there are about what adver-
tising and publ{ic relations is, so first of all, I'd like to ask vou {f
vou've heard any good detinitions of what advertising ls latelv, What is
your opinion of what advertising is?
Response:

[t reans the selling of a preduct.
Okay, good. I'll just change that a little bit: exclitement and effoctive=
ness in selling--that's prebably about as good as we can expect to do in a
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short time.  Anvbady Like to add to that, or detract from {t?  Ohay,
let's pooon then te PR Vhat would vou say Is the definttion of public
relat fons!
Response:
There was oae appeared b the Reader's Digest not too toag apo,
about o Yellow that got 4 Job as a PR man for the state department;
B wrote home to tell his pareats about it, aad his Dal wrote back
savimg, "Gost, 1 ocan't quite flgurv out what vou'roe doing: public

L ocan understands relatfons [ can understand, but public relations

That's not uatypteal; lots of people feel the same wav about it. A
ot ot thifnes are Larewn into this category, and called public relation:

which may er may net, mavbe should or should not be {n there.

Miaht 4t be o projection of an inage to the people vou are trving
to sorve?
Oy, patting wour best foot forward. That's wind of what it's atl

about, isn'

t it? Putting vour best Joot furward=-now, there are al

rinds of wavs te Jdo tiis, for example:  there's such things as pross
agentryv, whivh is not good, but {t {s done; there's stralght public
relations, which is telling the truth about vourself, and your product,
your company, vour sorvice, In such a wav that it will accomplish ex-
citement and effectiveness in this area.  In other words, creative
cormmnication s what alt of this adds up to. (1) Creative cormunication,
Let’s Just ter a minute talk about creativity, because that is the heart
of the matter--that's what cvery public relations and advertising agency
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s te do Do oorder to o survive--that's what they've Tived to oy {5 to

create, ot o cere ap with vreat tve Wdeas. (0) Motivational vemeuni-

LLovou want te Change aa eploten abost vou er oabout something

that wed're tryiag to sell, then vou had butter give sore {ntformation
B By s i3 A

that peeple don't aow possess, that's golog te influenve then and moti-
vate tien te choaye thedir opinion of you ot vour service--and vou'd
Bettoer o it o oat inGoresting maaner, bevause the averape (0Jividual]
i< obembarded with fonr to six thousand advertising, pablic relations,
Al cotnuaicat fous dnpressions per Jday, An individual s pgoiug to have
Ciedraed tfete sifting out aad remembering voeurs, unless you dooan

awintbiy o effoctive Job of presenting it. You do it creatively, vou do

Ttoin ~savh poway tit it ix danteresting and it captures attention, and

cothing truthtal that cdan be belteved, and (s credible, That's
Cbig oorder, but that's exactly what {t's all about,  (3) Another way,
but unbive detintog creatavity, is relating the unrelated.  Sow that

3

sounds kfad ot fike o platfeude, and o 18 {n o wav,  U'd like to go
into this just verv briofly, o Little bit more than we have anvthing
vlse, because T othink this §s the essence of what you have got to be

able to do more and aare of in order to conpete with the other prograns,
to place yvour gradiates, We'lre all interested in selling o product, and
if it sells the product, and ft does it truthiully, and in an {nteresting
way, then we've wecomplishad our goal.  Let me glve you a evmple of ex-
amples of what T onean {vom some of our recent presentations.  Ia one
sise we had o cemnundty, "Whisper HL1L 'which fs over at Bellevue.  [he
probloem presented by that the development s a small group of homes

tncked away In the trees, off the main thoroughfares, off the main roads
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{n thy area, very difffeult to fiad unless yvou knew where it was. What
we hiad to do is vome up with an i{dea to attract people's attention, to
fntrivue them to coae out and go to the bother of finding this place,
Soowe decided we'd call the development "Whisper Hi11," because of its
nature, where ft {8 located, tn a quiet arca awdy trom major roads. Then
we thoupht that we woulid ereate the whole campatgn aronnd the tdea of

"Be quict, sh-h-h, nobody knows where ft is, {t's hard to find Lty it's
svoqilet and so peacetul out there that nobody's ever heard of ft.'

And so we created the campaign, 'Sh-h-h, keep it to yourself, theve's noo
crougll to o wo around, onlv 42 homes avaftable.' ALl of which {s tyue, but
woe think there's a tittle twlst there fn order to give a4 really rather
ordinary small compunity o Hittle bit of pizazz and charisma. Heroe is
wother vie that we aid for the Weverhauser Corvporation, "Equity Memo

lor Young Excoatives.”  We taok o business term 'equity in {nvestments,
which most busioess executives are very keenls interested in, and we
related [t to the purchase of  lots in wolf course communities.  That

wis taring the unrvlated aiod bringing then together In what we hoped and
telt was a togleal, and turned out to be a related idea. Aprother example
converavd Farrell's lee Crean Parlors,  We took the Idea of having a
barret of fun, which Is a4 very well-known saving, amnd we tied it in with
having fun at Farcell's, S0 we did some ads for Life magazine, 'More

fun than a barrel of monkeys,’ and showed all the fun and oxcitement

that you van have at Farrell's. Here again, you take the familiar, and
you relate it to what you're trying to say--so you take the related and
the unrclated, and you relate then, Here's another thought--thie i3 an
ad for the State of Utah. Again we took: 'Utah offers the best of hoth

worlds=-livability and productivity'--so we took a man and showed half

6=



of him {n Llivability, and the other half tn productivity. This was run
in various magazines in order to attract industry to the State of Utah

by showing them whiat can be Jdone there, what Utah has to offer. Here's
anad for Schiller Buy., We took a very well-known persenality {o the
Northwest that you've all heard of, Don McCune, who does the Exploration
Northwest half hour TV series for KOMO-TV; huo's an acknowledged and
respected man who's interested {n environment and ecology. We took him
out and showed him the development of Schiller Bay, and he was impressed
cuough that he agreed to endorsc the product by saving, "It's been ny
pleasure to see a nasterplece--=-=-« . Here, in the area of land develop-
ment, which {8 under attack by enviroamentalists and ecologists, we {n-
vited an environmentalist and ecolegist and showed him something that was
good, something that was vespectful and well-done as (ar as land-develop-
ment [s concerred, and he was impressed epough te agree to an endorsement.

Okay, thar's relating the unrelated, and that's the essence of creativity,

and this iy the sort of thing that I think that you are going to have to
do.

Now let's get down to our lfttle think-session, We'll pretend that
we'tre working this thing out together. The ground rules for a think-
gsesston are that you're dealing with two parties: you're dealing with a
party of the first part, which {s the advertising and public relations
people who know very little about your buslness, but they know a lot
about their cwn, You're dealing with vourselves, who know a lot about
vour busfiness, but very little about thelrs. So when you talk about ideas,
when {deas are presented, vou don't pooh-pooh anvthing--vou accepl everv-
thing, because a lot of ideas will be offered in ignorance, but what it
aveomplishes is, it tends to provide springboards to sepething that is
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really very worthwhile, and after all, what you're leokluy for {s new
appradches, new wavs to do the old, and make {t more eoxciting and more
gsaleable. TYou are not going to arrive at that goal by examining what
you're already doing and using that as your gpringboard, You've got to
branch out, you've got to extend yourself; you've got to get a little
blt out {nto left fleld, and thea you can bring vourself back to center;
1f you have the abili{ty, {f you have common sense and some wlsdom, and
know your job, that's what this {s all about, 8o, first of all, we've
got to get the facts in: what 1s your service? Let's list them on the

blackboard.
Respunse:

We're trylng te convince the employvers on the merits of hiring
people with less than a baccalaureate degree, but with post-secoad-
ary education--how these people coming in at this middle level of
tratning are going to be a real asset to the organtzation.
[ think that's a good onej .......1 have an image of the community
college effort, that 1 am sure, is completely lnaccurate; but my im-
pression of community colleges Is that It {s a place where adults go to

brush up on thelr skills.

Response!
That's one-third of {t.

Okay, well at least I'm not completely wrong.

Response:
Our greatest concern is those people getting trainlng and desiring
employnent over a period of time of two years or less. The cellege

{ftself {s concerned with students transferring to places like this
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institution, and {t's concerncd with adults wanting to brush up.
But this particular group {8 concerned with people who are inter-
ested in jobs at the end of a perlod of time of two years or less,
and not going on to school.
Industry hires people on the merits of community college trafning, which
would emhrace the idea of being able to sell placement services at the
point f{a time where students arrive at that particular educational
objective.
Responses
1l really think those two things are being done. In the communities
we're trying to serve we do an additionat thing--we really sell the
whole service of the community college. We have prohably the best
opportunity to do that of dany group on the campus. [ think we can
offer the employer an opportunity to fnvite us to come and give in-
house training {n his shop. We can gset up special courses for his
people on campus. There's just a wide variety of things, plus there
are things we ask in return, such as listing jobs with us and employ-
fng our students part-time whi{le they're going to school,
Response:
In some respects this office is the visible, tangible thing that the
public can see, the product that is coming out of the community college.
All right, have 1 captured that here?
Response:
We offer a pre-screening service, too,
Response:
Helping our products, or our graduates help themselves.
-65~
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Dkay, training graduates.
Respoase:
One task we have s to previde tnformation to the college as to the
effectiveness or currency of our carriculum as pertadning to the
world of work.
Provide feedback, All right, I think we've probably gotten most of them,
haven't we?  In all of this, 1 think we all have in our minds, and [ cer-
tainly have In mine, a hetter dded of Just whdat your scorvices ate. Now
the next question that we should discuss so that we can know what type

of vommunicatton we're dofng {s: who needs to know about vour services?
Response:

l. Students

2, Faculty

3. Administration

4. Enplovers

5. General Public.

You left one or two out that [ can thlonk of: another one was the press,
and high schools,  Now we know what our objectives are, whit we are trylng
to dv, who we're trying to vontact, what our services are, what our ob-
jectives are, and whe we'fe trying te convince. Now, the task that we'll
spend the balance of our time on {s: What are the good wdys to tell them?
How do we reach these people? How to tell them, Let's just take them one
at a time: 1., Students: now what can we do to get the message of your
services icross to the students?
Response:

{a) news releases, brochures

(b) speaking to classes--presentation in the class-

room
(c) campus visits, malnly bulletins

(d) campus radlo (closed circuits) where there is
one

{e) campus PA system
(f) other students, word of mouth
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Okaayy [ othink we've pot the balk of them down thered now let's talk about
gotie of theser  on brochures, [ don't know whother 1 ocan tell vou anvthing
about brochures that yvou den't already know, exeept that vou apply the
prioviples of excftement awd =ell {nto vour brovhutes so Lthil the students

wiil be interested,  tow do vou lundle your aews releases?

Response:
LT we have an dateresting project, and we make the local paper aware,
they redl come and write the article. Other times we write material
that ['m sure they should vewrlte, I only know of g couple of times
where they printed what [ actually wrote,

Don't feel bad about that,  Newspaper people are very juealous of thelr

skills, and whea you get down {nto some community papers, you don't have

that level of professtenal journalism where they'tl write up anvthing that
vou send doe They've short-stafted, so what you write is what they print,

Your bettor papers will almost always rewrite what you give them, be-

cause they're worriod that what vou have weittea vou've also sent to 300

othoer newspapers, and they don't want their story appearing in somebody

elso's newspaper=-it's o sign of sloth. You really have to have something
that I think is newsworthy to really go down and bother them, [ think if
you ko there once o week, pretty seen they're going to turn vou off,  If
vou're there maybe vnve a vear to have @ kind of unexviting thing, bhut

Just indicating mavbe how pany students are placed, or hew many students

need jobs, or something Like that, but then the rest of the time you're

really concentrating on new things, exciting things, then they respoad
pretty woll. How do vou determine the newsworthiness of plece of

informattion?
Response:

Well, If we have a4 new project, of which we've had several thls last
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vear, they certatuly get that wmatoertal,
New projects?
Yos. Other than that, they do a hdﬁJn fnterest story about the
volivge from tlne to time, We might encourage them to do something
fn regard to students who have been placed from the cotlege.
A lot of times {t's good to go down and get acquainted with the cditors
of vour local newspapers=-go down and {ntroduce vourself, tell them what
you have in mind, that you have information that comes ovut of your de-
partient that vou think is newsworthy from time to time, and that you'd
Fike to kiow to whom you should talk when this happens, so that they can
sive o evaluation to your materfal.  But don't cver po to a newspaper

"We lave semethiing thac ts newsworthy,'  Rather, you should say,

and say,
"We have some Infornation that we think may be of interest to you, We'd
Like to pive ft to you for vour consideration., Now who can 1 give {t to,
or who should 1 deal with? [ doa't want to bother vou atl the time,
every time I have a piece of informatiep that might be interesting to
you, so will you please tell me who I should contact?” I'd go right up
to the editor on this first visit, and he'll probably give you to some-
one elser I'm speaking now about daily papers; weeklies are less of a
problem because they are less nide-bound. They're working on a one-time
or two-time or threc-times a week pressure, but the dally paper 1y work-
fag on a dally pressure, four or five editions every day. So {t's im-
portant from your point that you den't just flub the newspaper with cvery
Titele thing that comes out. Also, on the daily papers, it's good to
deal with two differont people. You can deal with your business editor,

and he can do one kind of a feature story for you; and you can deal with
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yvour city desk oditor, who can do another kind of a feature story, The gener=
al news release he'll be interested in, and also he'll be interested tn assipn-
fng 4 local reporter tv duo a feature story,  There are lots of ways thdat you
can got yourself in print without having a hide=-bound, hard-core news story,
You can have something that's interesting about one of vour graduates. Maybe
there's something unusual or particularly good on his accompl{shments, vr some
polnt of difference that people don't hear about overy dav, That's one way
to get this done, and then {n the process vou're calling attention to your
whole service. You'll have to establish how far vou can go--the higher that
you go in the newspaper business, the less opportunity vou have, the more imag-
fnative and more creative you have to be. Televiston s another area that you
shouldn't overlook, You should get in touch with vour TV news editor, or the
documentary editor, You can talk to him=-in the same manner just indicated--
about tiie fact that you are fn eoffect training people for tomorrow's society,
At the same time yvou could suggest thdt there mav be a geod story for the
media~-a documentary, or a five minute news clip, or something like this from
time to time, on how it {s golng with the graduating class. Radio ts the same
way. Some radio, espectfally pop shows (like Public Pulse on KIRD), are re-
ceptlve to *he suggestion that they Interview the job placement director of
your college, and ask him how graduates are finding places to work and what
services his offlce {s offering them, Stations with talk-shows would be very
interested tn that kind of an approach. You'd probably find vourself on radio
{f you make this proposal, or find somebody else {f you don't want to, who
would like to be the spokesman for your college.

We indicated using ads in campus papers. 1 don't know whether this

is productive, but i{t's an Idea. You may want to run an ad In a campus
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paper,  "Are you taking full advantage of the college waplevoent seivive?
We are o touch with major employers, both natfonally and regionally,
and then cte., ete., sete,
Besponsu:

Nearly overy week we Llst some of the wost carrent jobs in the

school newspaper, and fL has a very good cttect on the students,
Cood. 1 would femigine that for the most part, pofd ads tn local papers
would be o Jittle bit out of your reach economically, After all, you
are dealing almost entire v with public relations, not with advertising,
Rusponse:

fhere I8 no referviuee to personal contact here.  tlow about ¢ atuct

with the faculty, also?
It seems to me that  the degree to which vou can find good Jobs for the
pradustes  {s the depree to which your college is going to be viewed by
the community as successful, [ would think there wontd be a direct
relationship between the attractiveuwss of goflnp to your college, and
the reputation that s circulated {n the community about your college,
and the deslrability of your graduates. We all know there are certain
blue chip universitics In the country which have the reputation of having
cmployers seck thelr graduates out bevause they have had such good success
with them, Every once {n awhile you hear about these colleges: some of
them have It because of thelr sports reputations; some of them have {t
because of thefr medical schools; and some of them have it because of
thedr business administration schools-~whatever thelc forte or specialty
happens to be al these universities. Industry, medicine, busicess, en-
gineering or whatever, look to these colleges as their first choice for
secking graduating senfors. [t would seem tu me that one of your principle
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public relattons objectives should be to establish this kind of a repu-
tatfon and charisma with community cmployers for the school, In order to
do this, vou mast have the support or faney that only faculty and admini-
stration can provide for vou, and somehow you have to sell voursclf to
them on that basis. Maybe 'm way off, but 1 [ were a placement director,
one of the first things I would do is put together a ring~talled presen~
tatien, and ! would go to the college president and to the faculty, and [
would wake sure that they understand that their jobs, indirectly, and the
success of the college, directly, depend on how well you are able to place
the people that they turn out, You are probably {n an extremely compete-
tive position In this regard, because not very many people understand what
you're doing, or what the college ls doing.
Responset
The placement office iftself within the college Is strictly a service;
{t's un overhead, just like In Industry, And if the faculty and
administration don't know what *.¢ are doing, don't participate, we
can very soon become strictly an overhead; without significant re-
sults, we can jeopardize the whole office and the program of place-
ment,
All right now, how are you golng to do this selling job, {f {n fact you
agree that that needs to be done?
Response:
Meeting with the faculty committee?
How are you gofng to do it? When you go before a faculty committee, what
1s your modus operandl? You're going to tell about your benefits to them,
because they're going to be interested in knowing "What's in {t for me?"

You should orient whatever you tell them to answering that. Don't say,
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"1 am here to tell you about how good 1 am.” That's not the approach,
The approach fs: "1'm here to tell vou how what I'm doing is going to

help you.™ Now how are you going to go that? What are vou golng to use?
Responge:
Why not tell them about the graduates within their own program

that you've placed--where they are working?

Okay, that's 4 good one.  You could get a dossier on some of the gradu-

ates that they know personally, and say, "I thought you'd be Interested

to know that so and so is here and here, and he's been successful, and

so on and so foirth,"

Response:
In many cases the faculty {s already doing some placement for students
in thelr programs, particularly in many of the technical and vocational
flelds. Perhaps we should tell them that we can support what they are

dofing.

Okay, then you're the coordinator of this team, and you've reporting to
them, in some cases,
Response:
You're trylng to sell what the college is doing--to the administration--

so they'll know about f{t.

Yes, that's good, Now what I'm suggesting specifically is that with a
Litele bt of {magination vou can give a presentation that will have them
leaving the room talking about {t, instead of looking at their clocks
wondering, "Time to go to lunch?" I don't know how much money you have
available for developing presentations--that's one of the things we aren't
going to talk about today--but 1f you have an 8 millimeter camera, you can
put together a little home movie presentation. You can go out and take

sore pletures of some of your graduates. You can take pictures of what's
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golng on {n your offtcey; something that's visually futeresting for them
to look at. Another possibility is slides, {f you don't want 2o gu to

the expense of 8 millimeter. You also can usce an overhead projector, or

a chalk board. Testimonfals from graduates, and how great they felt about
udg, how tmpoctant the placement program was to them, are also valuable,
You vcan svek them out and ask them tf they would be willing to write a
letter. We do this all the time, When we go out looking for a Acw client,
we get all of our existing clivats to write nice letters about us, then

we mdail them to this prospective client, and vou can do the same thing.

If you can have a program, a daily or a regular progran of feedback to

the administration or the faculty, then when you go up to ask for an
fncrease {n your budget, 1t’s a lot easfer than {f {t were the first time

vou'd even entered thelr thoughts for a yvear,

Another  thing we did when we had recruiters visiting the campus was
that every time a recruiter came we set a lunch appointment. All
of the appropriate faculty and thesc recruiters would sit down and
just rap about what was new i{n the program, what were the new things

coming 1n industry, and so on.

That's good, The University of Utah has one of the most outstanding
placement services in the country--at least they have had that reputation
ever since [ can remember. This Is getting ahead of ourselves, but they
treat employers like kings. Whatever vour method is of comnunicating back
to them, make sure that you have somethlng ianteresting to show them, to

tell them about,

Response:
One thing that is particularly important is that we work through
proper channels when we contact industry,
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Golng through proper channels, In every type of program, except maybe
the ones that are peopled by extremely jJealous and {nsecure people, the
best procedure (s that you go to them and explain what you want to do,
and ask them, or say, "Vou're the fellow that | should go te, and I'm
here; but to save yau time and not te let this become a4 carbon of a
carbon, [ weader If tt would be all right with you, {f you would glve
me your blessing, to go directly to some of these other people on these
programs.” Now oftentimes, when they understand, {f you take them
{nto your confidence, this will work., That's public relations. That's
vour own individual, personal, public relattons--your own method of
dealing with other people,
Respouse:

One of the first things you have to do 1s to ldentify what the

channel of communication is to emplovers.
Probably the most {mportant activity that you have is the care and
treatrent of employers. What do you offer them, why do they come to
your college lnstead of somebody else’s college? Why should they come
to you? 1 firmly believe that if you were aggressive, creative, and
imaginative, you could create a program and a reputation that would
overshadow, or at least be the equal of, scme of the bigger univer-
sit{es., It's my obscrvation as an emplover that most placement pro-
grams ignore their obligation to the businessman. I have yet to have
a college or university come to me and offer me anything in the way of
help or service. Thev seem to assume that [ know that they're turning
people out here, but I don't know anything about their qualifications,
[ don't know where to go, T don't know who to talk to. From time to
time we have need for young college graduates to work their way into

the communications business.
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L know of several outstanding institutfons that don't ledve a
stone unturaned, 5 don't know what all they do, but L know that they
tave @ successtful program of contacts, A goed PR advertising technique
{s to not get an fngrown tvenail by looking at yourself all the time,
but circulate around, On your vacation, call the placement directors
of some of these places where they are having outstanding success, and
ftud out why, what thev'ie dofug to help the employers, to (ind out
what they want. Additionally, you can contact employers, asking 'What
can we do to help you better? What do we necd to do?" Too often both
business and the college operate {n a vacuum with respect to each other.
Collegvs are here to tratn people for business, education, engincering,
and all the other occupational skills, It seems to me that there should
be a dirvect, close, and continuing relationship and rapport, I would
think that placement directors should be the ones that should spearhead
this, because they arv dealing with the end product. You are what It {is
all about. Whatever goes on at the college s translated--it comes out
efther go.od or bad right in your office--at least {t should. So, there
are a lot of ways to do this, and we can just get down to specifics now.
What ways do you have of reaching the employers? Do you have a
malling li{st? What kind of a mailing list is 1t? How comprehensive is
{t? What do you mall to them?
Response!
Do you get into the business of evaluating who reads what in
different kinds of publications? Do you find that certain people
will read your stuff more than others? What l'm getting at fs: {f

wo all make up these letters and send them out to employers, and
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nobody ever reads them, then we really aren't doing the job,
L don't kuow why they wouldn't read them. ! would think that your type of
4 letter would have a very high percentage of readership, providing you do
a few things: you don't address it to an occupant, but make it personal;
you don't put it through a metering system, but go to the trouble to put a
stamp on it, even if you do 1t by hand, or hive oune of your college people
to help you do this. You should address these letters personally, instead
of 'To whom {t may concern.' Your professional direct maill services have
devices to make every letter look like it {s personally typed by vou, and
it may be that you could work with one of the direct mall people in your
town, on a public service basis or a semi-public service basis, Get them
to help you with vour mailing list, and with your techniques for mailing.
[ would type the address, type the envelopes with a typewriter, not with
an 1BM machine. It's nice to have these computerized lists, but you have
to be careful how you use them, or else they do have a high mortality
factor. But 1 would think that most employers of any size or consequence
who would receive a letter from a community college, especlally {f that
letter had something on the outside of {t such as, 'confidential job
placement informaticn,' or something of this kind, those few words would

appeal to thefr self-interest, and they would read {it.

Response:
S0 you put that on the envelope?

That's one way--you could put that on the envelope. I think that probably
just receiving a letter from a community college, with my name typed on

{t--1 would never in a hundred years not open that,

Response:
To give you one example of how we use this down in our college
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(and indlrectly tving in with public relations and the faculty, too),
we've Just added an MIST typing course, w-th magnetic tape selectric
typing., {'ve had the instructor make up my maiting list for me; {t
glves her an exercise for hor students, Anytime we want mailings,
she has the tapes there, and she Just sets 1t into one of these
electric typewriters and types out a beautiful letter.
That's just exactly what vou pay for when you go to a mailing bureau, If
you've got that service at your college, vou're home free, and you can do
some really effective direct mall work that way, We deal with the direct
mail burecaus. Direct mail bureaus have lists that are so sophisticated
now that they have the market broken down by almost every type of categorv
that you want., For example:r by {ncomej by job type; by eeographic érea;
by number of children; by divorcees; whatever you want, whomever ¥ou want
to reachs All vou have to do 1s tell a good mailing bureau what you want
to do, aund chances are {f they don't have {t, they can certainly get that

list for vou.

Response:
Can you get a listing of possible prospects from these services?

Not usuarly, They've patd a lot of money for {t, and they get their money
back by selling them to people like us, selling the service. And of course
tf they gave that list to us, then it would obviously be a problem for them,
buciuse then we could give it to somebody else, and before you know it,

they'd be out of business.
Response:

Do you know off-hand what they charge per unit?
Well, we figure that {t costs about 13¢ a letter to get a single page
letter stuffed, addressed, stamped, and mafled. A lot of times these
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outside professfonal services can be hired to do {t cheaper than you can

do {t,

Response:
One of the biggest problems that { have found {s that personnel
directors and personnel people scen to rotdte and move =0 fast
that {t's hard to kcep up with them, I knew a lot of times {f
you lave to muil a letter addressed to the "Persconnel Department”
or "Personnel Birector,” 1t loses some of its eftectiveness.

I imagine that would be & real problem, By the way, are vou visited by

national employers like the IBMs and the Kodaks and lnternatfonal Har-

vester? Do they seek you out?  Are they interested in your graduates?
Not to the extent that they seek out the four vear puople, Some
of this could be a matter of education, too, For vxample, General
Propulsion Laboratory {n Pasadena was only visiting Cal State and
Los Angeles, and our campus is just a quarter of a mile or half a
atle from thelr location, By writing to the laboratory, 1 pointed
out they were passing up a good bet--our two year engineers who
were going to transfer--{f they were approached by GPL prior to
travsfer, they would Le GPL-oriceanted., This would be the company
that they would probably cheose--and {t worked.

That's a good point., Sometimes [ think that we are scared off because

we think, 'How can General Electric be interested in what we do?’ But

don't ever presume something like that, because you never know what

they might be looking fur; they may be looking for somebody that you

have. A second question {s: are your graduates generally receiving

competitive salarfes or starting wages to what four vear college gradu-

7

ates recelve?
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They tend tu receive less,

[t seems to me that right there 1y an opportunity for vou to shochorn

fn and capture a market the big colleges can't touch,
Response:
Because they can do the job that they're hiriog a lot of four vear

graduates for.

That's right. Thev van get vour people for less, That's a cruass way of
putting 't, but that's what you're dofng--vou'rc sclling, you're trving

to create or find your markets. The four ycar colleges are creating a
tralning void that nobody's filling., You can f1ll that void, especially
where vou have some of these bigger {ndustries with factories and offices
right {n your own town. For example, Seven-Eleven Stores filled a vold
created by the glant super markets, When the glant super markets came on
the scene evervbody thought that the Ma and Pa grocery store was gelng to
go down the tube, and for awhile {t looked like they were. But then some-
body with a better {dea, and a l{ttle bit of merchandising savvy came in
with this Seven-Eleven concept, and they're doing very well in most places,

because they are performing a service that these big glants can't do,
Response:
I wonder i{f we're making a mistake in onc area we're operating on.

For those companies that are already using community college gradu-

ates, I think we're doing well as far as personnel officers, be-

cause those are the people we Interact with, once contact has been
made. But as far as expanding our market, I would think we would

want to influence company policy at a higher level,

Response:

That's a good question, an cxcellent point. The question was
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brought up ayhilc ago~-what do you do with a personnel man whe
{8 constantly transferring? Most of your professional enployment
agencles will completely i{gnore the personnel man because he's
not a policy-making man,
Response:
Who hires employees? Many times the personncel manager {s the go-
between., HWe've done some special follow-up on {t., We had a study
on promotions that we've mailed to chief engincers, directurs of
nurslng scrvices, presidents of a company, plus the personnel
manager, and at one time we sent a questionnaire and asked them
to send it back to the personnel manager (both questicanaires) so
we found out wi-ther the system was working or nor
That's excellent, Some life insurance companies have picked up on this.
A life insurance agent will look through the business columns of a
newspaper and they'll see where a man hds becn promoted, and sv what
they'll do is they'll get {n touch with that man because a promotion
usually means an increase {n pay, It may mean an {ncrease {n responsi-
bility, and they can then afford to provide the insurance coverage for
their family that maybe they couldn't {n their carlier position. So
all of a sudden, you've got three thousand {nsurance companies de-
scending on one guy whose name and picture appeared in the paper., But
what a lot of the smarter ones are dolng is, they're by-passing that
guy, and they're finding out who tcok his place, because his name fsn't
in there. So they will call the company and find out who replaced
John Henry who was just promoted to vice-president (who's filling his

seat?), and they'll go after him. So that's just exactly what you're
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talklug about. Maybue your personnel dlrector {n most cases isn't the

man you want to make your Impression on, You don't want to {gnore him,

but alse contact those an durisina~muking positions,
llow well would some of these malling outfits be uble to zero {n on
chief executives for us? And of course anothev thing too s that
in the Puget Sound Arca we have a4 reglonal placement effort wherely
we could collectively contact employe s,

That's a good point teo, Collective efforts many times are something

you should look fnto for malling projects.

Rusponse:
There ig one other source of leads that we frequently overlook,
Every metropolitan area generally has its small trade newspapers.
These papers dally print lists of the new businesses, putting the
names of personnel, the addresses of the firm, and what they pro-
duce. T contacted one of these papers and subscribed to ft to get
to the people we know are golng to need help, This gives you a
tallor-made lead, because any new business nceds new personnel.

Response:
Another possibllity for contacis is advisory groups, Qur instf{tu-
tion is an old, established school. We have a list of 1100 people
in industry who have been or who are currently members of advisory
committees for the college. I'm sending them a mailing in which
I'm including a proposed letter about our college which they can
use If they want to, or write thef{r own {f they want to, asking them
to send them to ten or fifteen others of their buslness assoclates,
or people that they think may not know about our Institution. It
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puts It on them to spread Lt around the area among thefr own trades;
and I think comi{ng from them, and signed by them ("I's a member of
the advisory committee of this college, and [ urge you to turn to
thdt”)may carry more Wwefght than {f {t came from us,
Yes, that's good. That's 1 technique that we use all the time, and 1'm
gldd\?hdt you brought that wup, Somet{nes you can acconpllsh more by
using third parties or other influcatial people to stpn your letters for
vou, or have letters come from thelr offlces for spectal purposes, In-
stead of coming from you, 1t could come from somebodv cise that might be
Interested, Let's say that you hive 4 company, an employer, who has been
particularly satdsfied with the graduates that they luave gotten from your
college. It would bLe very much fn 1lue to go to the president of that
company and ask him {f he would write a letter expressing his satisfaction
with your services, and the quality of graduates that they have employed
from your ifnstitucion. Then you can take that letter, aud you can mall
ft out to other employers, vr miil several of them in o little kit form,
along with the brochure, a personal letter, a selection of these testi-
montal letters about yoeur services. There's another thing that you
ought not to overlook in dircct mail technlque, ind that is the return
postcard,  If you can think of somethiog that you want thom to write
you back about, and put fn an encloscd post card, self-addressed and
stamped, then {n your letter ask somethlag like: "I would like to know
tf you received such and such; " or, "Would vou like to be placed on the

Ny

mafling list; "or, "Would you like to receive our Iist of graduates
every quarter; "or,'Would you like to recelve our catalogue? ' Then put
down his name and address, his company, his title, and o placo to re-
quest that information., That's one way of kecping your malling 1list
“HA2-
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current, becagse matling liets will change. One of the biggest jobs that
I would fmagine vou have s keeping vour mafling list current. 1It's a

r
i,y dob ter businesses wha do a lot of direct mail, It's also an tmpor-
tant wiv of establishing that your letters are befng read--to create

redsons for them to write to vou,

Response:
Another Loinlile alon, the same line s do'ury to guf A company to
Include you fn a copy of o newspaper ad.  Bethlehen Steel or some
major company savs,''We hire community college graduates In mactiine
technology.” [t not only advertised the company, but tt went on and
li{sted what these graduates could do (n their company. 1 thought {t
wias a fantastic tdea, and { suspect that the compary patd a large
proportion of the cost of that ad,
That's another good way that vou can get companfes to help vou subsidize
your placement program. Now what 1 would do tf I saw an ad like that, if
tt was pertalning to you, I'd clip tt out and put a little letter on it
and send It to the business with some information about yourself. [ would
82y, "Please put us on your list of colleges to visit,” and then 1'd
wrelte a real enticing letter as to why they should., It would be a good
way to establ{sh communicat{on. It seems to me that you're going to have
to do a lot of these little things {n order to create this special repu~
tation for yourself. Let me just mention a few things that I don't know
whether you're in 1 position to take advantage of. In the arca of audio-
visual facilities, [ know that some businesses and colleges are dotng things
that are kind of exciting. For example, a lot of companies make volce re-
cordings, and they'll send them around to the universities. These are
taped volce recordings that students can play and listen to the company's
message. Most compantes aren't just sitting back walting for graduates to
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apply. Their sttuatlon {g very competi{tive for the top graduates, $o
they're very aggressive., They are preparing rather sophisticated audio-
visiual devices to help them attract these college graduates.  The video-
casgette 1s one that is growing {n acceptance and use. The company will
send a 16 millimeter film or a tape of some kind, and then the college

can convert {t to video-cassette, and then they Just plug 1t into the
slot, and the students sit there and wateh tt like o television set.

This fs in the area not cnly of offertng services to the emplover, but

tt is also offertng services to the student, so the student can come in
and learn about these companies and what they have to offer. If you can
of fer some real, tangible, unusual, unique services to the students, vou'll
enhance your offlce, and you'll enhance your abllity to do your job. Cer-
tatn employers will respond to this kind of a program. Film strips and
slides are other things that some companies have available.

One university {g getting {nto the area of helping students to cold-
canvass for jobs, because they have found, of course, that not all gradu-
ates are able to find Jobs. There isn't that much recrufting at present,
Then {t becomes the responsibility of the graduate to get out and make
cold callg, But this university doesn't want the employers to know that
they are counseling these students to do this, because they want to main-
taln the {deds, thelr reputatieon, that thelrs {s a very high level placement
servicey, and they don't want to give the {mpression that thelr graduates
aren't being sought after right down to the C-student., So they have a
very sophisticated program to teach these students how to present them-
selves before a prospective employer on a cold call basts--canvassing.

Another placement director indicated to me that when vecrulting em-
ployers come to campus, they rcally give them the red carpet service,
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I don't know how far vou can go with this, but they of course take them
out to the atrpeet, and drive them in, and introduce them to the key
members of the administration, have a luncheon for them, then take them
out {n the evening at a restaurant. Then after they've done their re-
crufting, and go back to their industry or their business, the college
will follow-up with a letter and thank them for coming, sayfng, '"We
certainly enjoyed having you, and {t will be & pleisure to see you again
next time. In the meantime, may we remind you that we have these ser-
vices that are available to you at any tim:. Don't wuait until the for-
mality of another recruitment visit to contact us; we have such and such
and such that are avatlable to you on a continuing basis." Thesc colleges
have attractive display racks In thelr offices for literature that com-
panies 4ll put out about themselves, so the students can come fn and pick
up this material., These are some of the thinge you can do: the display
of company literature; the audto-visual afds; the slide-sound presentation;
the video-cassette; the volce recording; all of these things that can keep
students {n vour office and make it a focus of attention,
Responge:
I wonder {f you would perform an autopsy on the PR things that we've
had in our college program. We have taken a page right out of your
book, and published a spread {n our papers about our program and {ts
benefits for the employer. That's where we got into trouble. The
college paid for the ad, so as a public service, the TV stations gave
ug about $6000 worth of space, time, etc. One of the boo-boos that
I think was made, was that this was not listed as a public service,

and 1t got feedback. The backlash got so bad so quick from the
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comnunity. The reaction was, here you are screaming you dJdon't
have enough money for lathes, and teachers' saluries, and then you
gpend all this money on an advertising campalgn to tell the world
how gteat you are-~that's Lt {n a nutshell. We cancelled the
thing after we'd spent about $1000 of the $2000, Now where did we
go wrong on {t?
You just mentioned it. You'd nced to sit down and look at the whote
thing, but as you saild, one of the things that made it a cardinal
mistake, was that you did not label it as a public scrvice, This [s
# problem we run into all the time with associations. [ represent two
asgociations, and they are always crylng to thelr members for funds to
operate on, and they jusi don't dare spend anything on advertising for
that very reason, because people say, "If you've got money %o spend on
advertising, I'm not golng to pay you my dues next year becauSc.ee...."
One way of course {35 to label {t as a public service.
Response:
ALl you need fa one TV spot, and they think you're vpening a whole
multi-millfon dellar campalgn.
Well, I don't know. That comes under the category of selling the need
and value of advertising, and tt sounds like in your town you could go
to the radlo and television and newspaper pcople and you could explain
your di{lemma to them, and ask them for support {n educating the public
as to how an advertising program will benef{t the college and the
community, why there are certain kinds of benefits that come from that
type of a comnunication that we aren't golng to get In any other way.

Ancther way would be to go to your key community leaders fn special
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sessions or special meetings, and make a presentation tv them, oxplatn-
ing why you're dolng this.
Response:
I think that's where the idea came frome  The key cemmunity leaders
came up Wwith the {dea of advertising to show some successes.
Who was doing the objecting, then?
That guy tn the street who's paying the taxes.
How many of them?
Response:
Like yesterday the budget went down agaln. OQur placement budget
is now down $6578, something like that. We weat out once before
and fafled, came vut agatn and falled, and so now wo go back to
the drawing boards and.......
Well, tf you got matching funds before, what would be the chance of not
having to spend any money yourself, of going to the media and asking
them to contribute as a public service? Then you could say i{t's totally
public service.
This thing was so bad--phones ringlng, letters to the editor. It
happened so fast that we even asked them not to do 1t as a public
servive,
What were you saying in your advertising?
There was a picture of a student--here's a young man or woman--what
they had learnued 4t our community college and the job they now
had-~kind of a beoost for the local economy.
This was a campaign that was being run to get votes for a levy?

Oh no, thls was just a kind of PR type of thing--here's what we have
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done--a report to the community,
Response:
1 made this comment to vour statf the other day. [ saw some of
those adverti{gements and showed one to one of the guys {n our commu=~
nity, a body and fender man, and 1 think his responsce is typical,
The specific ad was about a student who had graduated from this
cormunity college and was now a body and fender man, and the quality
of his shop was sgo grecat, that normally his bids were higher than
the rest of the body and fender people around the area. Even at
that, many peeple would specify they wanted their car fixed there,
because of the quality workmanship of this guy. But the response
of the man to whom I showed the ad was, "Boy, luok at the adver-
tiaing that guy gets for free from this communlty college and all
the rest of the guys get none." This is one of the things that 1
would mention in your advertisement campalgn.
Yes, that would be a problem. That could cause kind of an uproar, Is
that the kind of complaint you were getting, people saying that this
guy's getting free advertisiny?
That was one thing. The major complaint, as [ mentioned before was,
"If you've got that kind of money, why should we be hassling dollars
for your college?"
Perhaps the model presented by the Seattle Public Schools would be appro-
priate here, When It comes money time, the Scattle Public Schools put
out an advertising program to get people to get out and vote for thelr
schools. But it {s clear'y marked as being monies from non-public

sources, that the campaign 1{s being conducted by the Committee for Support
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of the Seattle Public Schools. So it sounds like ft's a private group
that's spending their money, and 1t 13, 1t's a citizen's group that
raises thi{yg noney to support the schools., 1t sounds to me like vou have
two problems. One which you mentioned, Is that If you ment{on a company
by name, and sdy that they are getting more business even though they're
charging higher prices, because they're producing better quality, that's
Just an outright comnerclal endorsement. That would be enough tu cause
a4 lot of uproar {n the business community, The scecond which you dalso
reat foned (s that when you are talking about public or community ser-
vicus, people expect them to be noa~profit, If you've got money to
spend on commercial advertising, people Just can't make the adjustment
between a non-profit and a profit-oriented business. If it were a
private schoul, vou probably wouldn't have any problem In dotag it, but
because it 1is a public supported school, there {s a lack of understand-
fng about what you're trying to do and what advertising {s all about,

[ think the better way to do a4 report to the communfty would be through
a public relacieons promotion instead of an advertising program, because
a public relations program {s mostly supported by free offerings, such
as space in a newspaper or time on radio-television, {n the form of news
feature storles, television and radio features, documentaries, and this
type of thing, You can appreoach the newspaper, radlo, and television
statfons with the {dea {n mind that you would apprecfate this, as a
public supported fastitution. Since it is the taxpayers' money that is
paylng for it, you can't sread any money, but it would be to their
{nterest, as well ag that of the community, for them to know about their
community college so they can support it. Appeal to them on a public
service basis. Change your promotion from an advertising program to a
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public relations program.
Response:
'm sure you're well awdare of the problems that come up from over-
selling, As a result of my own experience, ['ve spent a lot of time
conduct ing on-campus recruiting, and In the process I have recruited
some companies for two or three years running. However, these cowm-
panies can't get graduates to accept emplovment with them. Some of
them ave from the East Codst. So there all my recruiting work has
gone down the dratn, because they can't attract our graduates. Our
graduates don't want to go to the East Coast. So you can oversell.
Well, that's a good polnt. You're going te have to handle those sltua-
tions individually. I would write back te those compunles that have be-
come discouraged, and {udicate the reasons,  '"Our gradudtes, unfortunately,
want tu stay out on the West Coast, We're sorry about this, but we obvi-
ously don't have any control over {t. However, there are graduates who
would be happy to accept employment on the Bast Coast. What we would like
to do ts call your attentlon to these people. We'll send you resumes or
whatever you want about them, when they come along," S0, you kecep thisg
comrunicat fon open, Even though you've lost them as a recrulter, you can
still keep them as a job opportuntty,
Response:
That's right. And they do {nvite us to do that, [ have run through
these and met the recruiter and the student, and now 1'm beling mogg
selective in taking those companles that the students are more inter-
ested in,
Response:
We've had a problem at our school with the fact that we can’t spend
~90-
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any money on advertising., We have certain programs there which are
really great, but they are put in jeopardy because of lack of stu-
dents,  There would be a conflict of interest on the part of the
newspapers {f they gave ug free public relations exposure, because
there are private schools that are spending lots of mcaey advertis-
ing the same programs, for which they charge large amounts of money,
but which we are offering to students tuition-free, If they were to
publicize the fact that we offer these programz, they'd be cutting
the ground right out from under the people who are paying them, 1
don't know how you get around a thing like that,
That's probably the toughest situation you can get into in this business,
and {t's very difficult to overcome, unless you can just go to the news-
papers or vour publications, lay it down on the table and say, "This is
our problem. What would you suggest we do?" If I were a newspaper
editor and you came to me, and I knew your situation--"We've got jobs,
we've got a fabulous metallurgy program, but we can't get the students

because they don't know about the program,” then my ears, as an eaitor,
would go up just like that, because here {s a very good story, a geod
public interest story. I think any editor worth his salt would be
interested in that story. If the private schools came to them and satd,
"Look, you gave these people somethling for nothing, 's0 we expect you to
do the same for us," 1'd tell them, 'This has nothing to do with that--
this {s a newssorthy story. 1 don't care how much money you're spending,
how much money they're spending, this i{s news, this is good feature
material, and I'm going to run ft." I'd just make them back dovm, and

I think they would. But 1 don't think I'm speaking just for myself as an

editor, but I think my reaction {s typical, I think if you went to them
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with this approach you would be successful.
Ruspunge:
t've had three stories {n our local newspaper (n the last nine
months by pleking out for them an unusua. Job that we've bullt,
Qur PR woman {s smart enough that every time anything of this
nature appears {n the paper, she lists Lt: jobs can be listed at
the placement office; our telephone numbery our extension; the
hours; and we see a tremendous increase of employers calling (n
and placing jobs with us, as a result of these stories.
That's good. That's a good example of what I'm suggesting. Another
important point s the care and fecding of newspaper peopls, press
people, the media, or newspapers. After they have run a story for you,
write them a letter and thank them, Don't ever let that go by without
doing {t. That's the best thing you can do.
Response:
What could we project as far as costs? What would an advertising
agency's services be worth?
That's really a tough one, because agency services and costs vary very
widely, depending on the type of advertising agency. It depends upon
whether they're full service or part service, if they're speclalists,
or if they're a l¢ - e agency, small, or medium-sized. I think that 1f
you want to look into this, I would go to a good, small, compact agency
office. The overhead rcoquirements of these larger agencles is so great,
that a lot of them won't even talk to you unless you spend at least
$25,000 a year in advertising. But you can go to smaller agencies who
are very good, and you can get them to work with you. 1 would [magine
most of thelr service would just be In counseling and advice, but maybe
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you want more than that. [ would say that vou ave probably gotng to

have to be willing to spend somewhere around a minimum of $5000 a year

with them.

Regponsge:
That's not unrealistic, because many cf us have some sort of public
relations going on within our organizatiens, a lot of people in-
volved, and $25,000 hardly pays the salary of the guy who's heading
it up.

Responiie:
Here in the Puget Sound area, we've just formed a consortium, and
have funds to operate that small staff with ten colleges. It would
be conceilvable with that kind of erphasis, cevering about 50,000
students, and 10 campuses, we could afford a $5000 campaign. 1
don't know whether we can legally afford it, as we have to go back
to the State to spend state dollars for this kind of campaisgn, but
it seems to me, in a concerted kind of effort, wo're {a a better
posftion to do it than are individual campuses.

Yes, that's a good peint. I was going to bring that up just before you

did--where you can get two or more colleges together and you can cooper-

ate on a program. That's done often {n business. The purpose of an

agsociation of any kind is for promotional and public relations--that's

90% of the reason that any assoclation exists. They do it so they do

spread out the costs and share them, 1f they can't afford {t {ndividu-

ally. [If legally you can afford the services of an agency,uleﬁijﬁéril]yY OF P
ALIF
would do {t, because they can really help you. LOS ANGELE*é .

AUG 25 1974
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