XII.  RECRUITING PHILOSOPHY

A.  The Process / Philosophy – Target / Work / People Skills / Work!

Recruiting is an everyday process.

Recruiting is the lifeblood of any program.  No matter how organized or how great a coach is, it’s very difficult to win big without good players.  Therefore, we need to be information gatherers and identify prospects as early as possible, especially in the state of (your state) and surrounding states.  Our goal is to recruit student-athletes who:

1. Possess an outstanding skill.

2. Have a good work ethic.

3. Get along well with others.

4. Succeed academically.

5. Fill a particular role or need.

6. Make another player better.

7. Is difficult to defend.

8. Come from winning high school programs.

9. Fit the academic, athletic, social and spiritual profile of Lakeland.

Localized Recruiting: Network everyone in the (your city) and surrounding areas.  This will pay tremendous dividends both in the short and long term.

Regionalized Recruiting: Mid-Western United States.  One of the main objectives to overcome in recruiting is the distance factor.  Therefore, regionalized recruiting is a top priority.  The states of (regional states in your area) will be our recruiting focus.
National Recruiting: USA

International / Overseas Recruiting

B.  Trust: Develop Relationships

1. Prospect.

2. Parents.

3. High School Coach.

4. AAU Summer Coaches.

5. All-Star Camp Coaches.

6. Friends of Prospect.

7. Relatives of Prospect.

8. Recruiting services.
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Recruiting System

1. Send (your school) prospect form to all high school and junior college coaches in the recruiting region.

2. Extract names from recruiting service publications.

3. Input names into computer.

4. Phone calls to player.

5. Phone calls to coach.

6. Request academic information and transcript from prospect’s guidance counselor.

7. Continue to implement this process until athlete is either dropped from consideration or signed with another institution.

Filing System

Individual file on all recruits.

(Listed in alphabetical order and filed by state).

File information includes:

1. Player evaluation profile.

2. Player questionnaire.

3. Telephone call sheets.

4. Academic information sheet.

5. Transcript.

6. Miscellaneous (e.g., newspaper articles).

Mailouts

Purpose: To promote and create an interest in (your school) and once interest is created, to keep their focus on (your school).

Master calendar

1. All primary recruits get (2-3) pieces of mail per week.

2. All secondary recruits get (1) piece of mail per one – two weeks.

3. All underclass juniors receive (1) piece of mail per week.

4. All underclass sophomores / freshmen receive (1) piece of mail per two - three weeks.
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Types of mailouts

1. Academic literature.

2. Letters from important people connected with (your school).  (Athletic Director, President of the College, Dean of Students, etc.)

3. Factors of why a prospect should attend (your school).

4. Miscellaneous information about (your school).

5. Overview of campus and community life.

Hand written notes

1. All primary recruits receive (1) note per week.

2. “Spot Pick” secondary recruits.

3. Top juniors receive (1) hand written note every two - three weeks.

C.  Evaluation Period

The most accurate evaluation of prospects is through first-hand observations and summer camps, summer leagues, and regular season games.  The summer is a critical time of year for the program because a great number of players can be observed at one site in a relatively short amount of time.

1. Evaluate players.

2. Gather information on players. (Especially home phone numbers).

3. Have office staff research new names.

4. Input new information on computer and send mailouts.

5. Continue to evaluate.

6. Pursue home visit commitment with date.

7. Establish and update video library on recruits.

D.  Selling (your school) Basketball

(your school) offers a unique and special social, academic and athletic environment. (your school) Basketball team members and coaches must demonstrate their enthusiasm and pride for being part of the (your school) family.

1. Academic reputation of (your school).

2. City of (your city) and surrounding areas.

3. Basketball tradition at (your school).

4. Style of basketball – up-tempo and aggressive.

5. Distinguished Alumni.

6. Small campus environment / personal attention.

7. (your conference) Conference.

8. Compete against national ranked opponents from all divisions.

9. Travel across the country during their collegiate career.
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E.  Campus Visits

Maximize the day without tiring out the athlete.  This is the key time for the prospect.  If he likes the visit and the players on the team, our chances of signing him are great.

Utilize the following sources:

1. Current (your school) Basketball players must sell program.

2. City of (your city) and surrounding areas.

3. Athletic Staff.

4. Academic Advisors / professors.

5. Administrative Staff.

An NCAA – sponsored survey of high school prospects identified this as the number one highlight of a prospect’s recruitment.

Outline of a potential on-campus visit
FRIDAY, APRIL 11TH

9:40am   Arrive on (your school) Campus
10:30am  Meet with Athletic Director, (his / her name)
11:00am  Meet with President, (his / her name)


11:30am  Meet with key professor(s) / (his / her name(s)
12:30pm  Lunch at popular lunch restaurant in (your city)
1:30pm   Check into best hotel in (your city)
2:30pm   "Developing the mind and body" 

Meet w/ Academic Counselor and Strength / Conditioning Coach

3:30pm   Campus Tour

4:30pm   Free time at hotel.

7:00pm   Dinner at one of (your cities) best dinner restaurants.

8:30pm   Free time with host.

11:30pm  Return to hotel.
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SATURDAY, APRIL 12TH

9:30am    Pick up recruit and his family at hotel.

10:00am  Breakfast at best restaurant for breakfast in (your city).

12:30pm  (your school) Basketball Spring Workouts

3:30pm    (your school) Baseball Game / other athletic event on campus.
6:30pm    Video presentation with recruit and family and coaching staff at   Coach Angeli’s home or office.

8:00pm    Dinner at another of (your cities) finest restaurants.

9:30pm    Free time with host.

11:30pm  Return to hotel.

SUNDAY, APRIL 13TH

8:30am    Breakfast at hotel or nearby restaurant.  
                (Closing time w/ Head Coach)

10:00am  Recruit leaves for home.

Key points for the visit

1) His hotel room contains a) some type of fruit basket or "goodie" basket with favorite fruits or candy bars. 1 or 2 giant-sized posters of recruit on the cover of one of our game programs or sports illustrated, his faced embedded in Mt. Rushmore with the slogan "Born Leader", or an action shot of him over our arena and city with potential captions "Livin' Large in (your city)",  "John Doe leads (your school mascot) to Conference Championship and NCAA Tournament!"  The sky is the limit here with potential slogans relating to our program, college and city of (your city).  c) a welcome letter with important information including home, office and cell numbers of all coaches should the recruit have any problems, questions, concerns, etc.,  d) another itinerary (he should be sent one before the visit as well).
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2) As the recruit enters our gym, a video or audio presentation begins with the recruit highlighted on the “jumbotron” at the (your arena).  Lights out, spot lights, crowd noise, pump up music (recruits favorite song), the whole enchilada...our entire team and staff meet him at half-court with applause when it is concluded and welcome him officially to the (your mascot) Basketball family (this program will again be put in place and all we will need to do is plug in the new information for each recruit.  It will be like a one act play that we put on each time a recruit is in town.  It will only get better and better).

3) We will create a locker for our recruit, complete with his name on the locker, his uniform number and name on the jersey, and any and all gear we can come up with to put in the locker.

4) Certain restaurant visit..probably dinner Friday or Saturday night:  Placemats at table are designed with recruit images and headlines "We want John Doe!".  Waitresses wear (your school) basketball t-shirts, or even better, (your school) basketball t-shirts with "We want John Doe" printed on the back.  Entire restaurant gets behind our efforts!  Great atmosphere. Even pictures and signs in both the men's and women's bathrooms depicting our interest level in this recruit!  No stone un-turned!

F.  Keys to what I believe make a good recruiter
1) Hard work / Smart Work - you simply cannot be out-worked.  Make the most efficient use of your time. As a recruiting coordinator, make every effort to ensure that the entire staff is making the most efficient use of their time as well.

2) Persistence - before finally giving up on a recruit, make sure you have tried every angle, provided all the information, and made every effort possible to sell the head coach and (your school) Basketball.

3) Listening - know what is important to your recruit, his family, his coaches and entire support group.  Direct your approach according to his needs, wants and desires.  If it is not a match, first refer to item #2, then move on.

4) Organization - use every means of technology, effort, concentration, and diligence possible to stay on task and to help others stay on task.  Work with office personnel to ensure a professional, efficient, smooth-running machine in and around our program at all times.
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5) Image - This takes on a lot of words, terms and definitions.  How you look, dress, act, talk and basically present yourself is how (your school) Basketball and our school will be portrayed.  The old adage, "You never get a second chance to make a first impression" is critical in recruiting.  Punctuality, professional attire, language and enthusiasm can go a long way in the recruiting battles.

G.  Home Visits

1. Be unique.

2. Try to create an interest.

3. Identify strengths and package them in an enthusiastic manner.

4. Overcome objections and obstacles.

5. Master the presentation.

6. Use anecdotes and facts to reinforce points.

Certainly a key point of a successful home visit is the work you do before entering the home.  I believe I will do the best job of any candidate of educating the student-athlete and his support group about our coaching staff, our school, our basketball program, and our community.  They will feel comfortable with us before we enter the home.

Here are some ideas I would like to implement in a home visit...I think it is important to note that in everything we do in recruiting, whether it be mail outs, hand-written correspondence, phone calls, home or campus visits, that our message always comes across the same...and it is a very simple message....it should be that "you are important to us."  Simply stated but often not communicated to the student-athlete.  It is my hope that how we will accomplish this goal of "importance" will become clearer as I develop strategies for the home and campus visit.

1) I think it is important to be relaxed and flexible in your delivery, yet there needs to be some type of script or outline developed beforehand on how we would like the visit to progress.  (i.e., which coach will cover certain areas of the program, who sets up video, presentation materials, seating assignments, etc.)

2) I believe it is imperative that we know all that will be in attendance.  With detailed hard work before entering the home, we will already know who our supporters are and who we will need to "convince" or "convert".  It might be a step-dad, a high school coach, an AAU coach, an older brother, a mother, a dad, an uncle, a grandfather or certainly the player himself...Know who is going to be there and plan accordingly.  Be prepared to discuss issues that are important to each member at the visit.
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3) I suggest coming to the home with the following materials and equipment:  

A) An easel for 16" by 17" cards that outline the key areas of your program.  I call them "Dick and Jane" cards.  Large letters, pictures, stats, numbers, etc. that clearly describe our basketball program, college and mission at (your school).

B) Colorful and personal notebooks for each member of the visit to follow along with the presentation.  Each book would contain additional information that would support the overall outlined information that the head coach is presenting at the easel.  Also, each book will have personalized and colorful computer generated materials...(ex. The player will have his photo on a Wheaties Box, Sports Illustrated, Sportscenter, GQ, and in a (your school uniform, just to name a few)

C) A creative and exciting video presentation highlighting the many advantages to athletic and academic life at (your school).

D) A (your school) Cap and Gown complete with (your school) diploma already made out to the potential student-athlete.  Have him try it on...show him his diploma...hand him his basketball uniform...take a few pictures...remind his entire support group of what this potential student-athlete has to look forward to....a great education...a competitive, challenging and rewarding collegiate basketball career...graduation....a great degree...and a great life ahead of him.

4) I think the key areas to be outlined on the easel and discussed by the head coach and his staff are these (no particular order here):

A) Facilities - highlighting the (your arena) (certainly one of the best basketball facilities in the conference).  Would love to create a "player's lounge" for "their time" (Xbox, Nintendo, cards, watch game film, etc.)  Again, this sends the message "you are important to us at (your school)".

B) Campus Life – (describe your campus life here)
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C) Community Life – (your city) voted one of the “best places to retire”,  “best hometown”, “best places to raise a family” and “fourth safest city in the United States”;  approx. 51,000 population; only (driving time to nearby popular cities and / or attractions) 

D)  Media / TV exposure - Any local TV games, news stations and newspapers in area, (your conference) Conference coverage, add a basketball newsletter or update from sports information and include our "basketball family" in the mailing, etc.  Families want to be able to stay on top of their son's progress.

E)  Schedule / (your conference) Conference (exposure / competition) - Always tough and respected (your conference) Conference.  (your school’s) 2003-04 non-conference schedule and / or potential  trips or travel destinations. 

F)  Basketball opportunities after college - Could list players playing  overseas from our college or league or even all professional        players from small college programs.  

G)  Academics - Highlighting small class size, student to faculty ratio; degrees offered; student population; (these factors, without question, usually equate to academic success.  Could be supported here by more specific basketball graduation rates, what our players are doing after graduation, etc.)

H)  Head Coach – Coaching success at the high school and / or  collegiate levels.  Mentors worked with / information gleaned.  Obviously assistants have to handle a majority of this one, but also head coach must sell himself to some degree through his communication, life experiences, past success, family, values, core beliefs, etc.
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 I)  Fan / Community Support / Attendance – Highlight the outstanding facility we have in the (your arena) and the community support provided by the city of (your city).  With over (your population) people in the community and an outstanding basketball arena, there is room to grow and develop!

J) Weekly / Daily / Yearly typical schedule of a "(your mascot)" (including academic, athletic, community and social responsibilities)

K) Program Success / Direction – Include information here that would support your believe that the program has the potential to succeed and continue to grow.  
L) A Plan for his future...what I call my "50-year Life Plan".  What (your school) and our basketball program will do to help the student-athlete prepare for the rest of his life, beyond basketball. Everything that we do at (your school) in regards to teaching, discipline, encouragement, motivation and inspiration should be done with the knowledge, understanding and an appreciation of the student-athlete's development for a successful future beyond basketball.

Certainly our #1 goal is to educate them...make them feel comfortable with the head coach and our staff...entice them...make them want to see more....make them want to see why we are so excited about (your school)...make them want to visit our campus.

H.  Underclass Recruiting

First and Second assistant coaches head our underclass recruiting and mailouts. We want to get underclass prospects to campus for unofficial visits as often as possible.
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