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Objectives

• Engage in a cooperative dialogue about 
recruitment practices

• Understand the components and benefits of a 
recruitment sweep

• Share lessons learned
• Identify tips and strategies for you to 

implement your own recruitment sweep



Finding All Eligible MEP Students

How do you currently identify 
migrant children/youth in your area?



What is a recruitment sweep?

• How does it differ from regular recruitment?
• Duration-specific
• Well-planned
• Geographically specific
• Supported by additional staff
• Well-documented 
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Presentation Notes
A recruitment sweep is a duration-specific recruitment outreach that is: •Well planned •Geographically specific •Support by additionalstaff •Well documented



Goals of a sweep

• Identify and recruit migrant families
• Establish/solidify recruitment networks
• Identify new points of contact
• Effectively market the MEP
• Identify trends in population and current 

qualifying work
• Provide PD for recruiters and staff
• Model successful ID&R strategies



Implementation of a Sweep
• Planning process
• Research
• Gather supplies
• Kick off meeting
• Deploying teams
• Correctly documenting information
• Daily check-in meetings
• Debriefing meeting
• Final report
• Follow up on leads obtained 



The Planning Process

The success of any sweep is strongly related to 
the amount of planning that goes into the 
sweep.

Where will the sweep take place?
When will the sweep take place?
Who will be participating in the sweep?
What materials will be used during the sweep?
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Identify a specific region or even one particular set of counties 



Resources for Planning

• Local/state database
• Previous COE addresses
• Agricultural websites
• H2A Requisitions
• Qualifying activity chart (ID&R plan)



Where should you consider visiting 
during a sweep?



Where should you consider visiting 
during a sweep?

• Agricultural/fishing 
employers

• Migrant housing
• Community agencies
• Migrant Head Start
• Churches
• Restaurants
• Daycare Centers

• Libraries
• Motels
• Check cashing 

locations
• Laundry mats
• Hispanic stores
• Health Fairs



How do you find employers?

• United States Department of Agirculture, 
National Agricultural Statistics Service

• State Department of Agriculture
• Land Grant Colleges and Cooperative 

Extension Offices
• Farmers Markets
• H2A Requisitions



https://icert.doleta.gov







Research-based recruitment

• Recruiters should research 
employers/housing/community agencies, and 
create a list of:
– Address
– Contact information
– Contact person’s name
– Hours of operation
– Description of location/notes



Documenting your Research

• Keep all research 
in one list

• Electronic lists 
are easier to 
share (Excel)

• Can transfer 
easily to 
mapping tools







Recruitment Supplies
• COEs
• Business cards
• Brochures
• Fliers
• Welcome bags
• Resource Guide
• Tape/ Thumb tacks



Kick Off Meeting
• Review objectives of the sweep
• Review recruitment tools
• Share research with all recruiters
• Focus on “elevator pitch”
• Review and explain documentation 



Kick Off Meeting
There is a direct correlation between the amount of 
preparation you put into the sweep and the success of 
the sweep. 

Success is not measured by the number of COEs – but 
by accomplishing the goals outlined during the kick off 
meeting.  



Sample Agenda

• Identify the differences when 
addressing specific audiences 
(parent, worker, employer, 
community member, etc.)

• Develop your own pitch for 
each scenario

• Identify questions and/or 
concerns for various scenarios



Goal of the Interview

• Explain the MEP
• Indicate how families/students 

benefit from the MEP
• Determine eligibility for the 

MEP
• Document eligibility for the 

MEP
• Identify other potential leads 



The Interview

• The MEP interview is:
– The science of understanding rules and 

regulations, completing paperwork correctly, 
analyzing data, and making accurate eligibility 
determinations

– The art of talking to people face-to-face to elicit 
information that may be very personal



Your “elevator pitch”

• An elevator pitch is designed to relay just 
enough information to cause the person you 
are speaking with to say, “Tell me more…” 
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From Huffington Post article: The (Actual) Elevator Pitch - I had the utter pleasure to coach pitches for the Elevator World Tour where 100 startups get the opportunity to pitch investors in an elevator competing for a sizable cash price. This has taken place in Paris, Toronto, Tel Aviv and more - and always in a very tall building where the time from ground floor to top and down again was an average of 1 minute 26 seconds. So for me that’s a good rule of thumb - have about a minute prepares with room for about 30 seconds of Q & A. And what’s in it? The Problem you are solving + Your Solution + Some staggering fact about the market or something amazing you’ve accomplished. That’s it! The hope is that you will have grabbed their interest and now they are intrigued, asking questions and continuing the conversation.



Elevator Pitch

• The technique:
– Know your audience: A good elevator pitch will 

shift depending on the audience 
– Don’t just regurgitate a memorized pitch: Make 

sure it sounds natural and conversational
– Hook them early: The hook must snag your 

listener’s interest and make them want to know 
more



Elevator Pitch

• Create a relationship: Your pitch should serve as a 
verbal business card that provides a brief, 
compelling introduction to your program, and 
intrigues the audience into seeking more 
information

• Closing: Finish by asking about the other person, 
because it allows you to have a connection even 
after the “elevator ride” is over

• Be passionate: Your pitch should excite YOU first!



The Elevator Pitch

– Migrant Education 
Program*

– Eligibility
– Seasonal
– Gather information
– Requirements
– Qualify

– Temporary
– Education
– Interview
– Confidential
– Agriculture
– Children
– Fishing 



The Art of Talking to People

• Parent
• Out-of-school youth

• Employer
• School administrator
• Community member 
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In small groups, develop your own elevator pitch geared to each scenario. 



Parent

You received a lead from a school.  They use an 
agricultural survey and it says that the family has 
worked in agriculture.  You visit the family and 
attempt to conduct an interview.



Employer

After receiving a lead, you decide to follow up 
by visiting the address.  You arrive at the address 
listed, and it is an empty bunk house.  While you 
are returning to your car, you see a big group of 
workers that are on their way to lunch.  Seizing 
the moment, you go over with your papers and 
a few recruitment items and begin speaking 
with the group.  After a few seconds, you are 
interrupted by the owner asking why you are 
speaking to his workers. 



School Administrator

You have made an appointment with the school 
principal.  This is a new school that has not had 
migrant students in the past, but your research 
of that county says otherwise.  You want to 
reach out to the school to have them use an 
agricultural survey in their enrollment packet in 
order to identify new migrant students that may 
enroll within the district. 



OSY

Juan is an 18-year-old male that has recently 
traveled from Mexico to your state.  He came for 
specific qualifying work.  In Mexico, he dropped 
out of middle school to work and hasn’t had the 
opportunity to return to school because of his 
family’s economic situation.  He has heard about 
the GED program and is slightly interested in 
what the program could do for him. 



Community member

As a recruiter, you research possible places 
migrant families may shop, do laundry, buy 
groceries, attend church, etc.  You have a list of 
places in the community where possible migrant 
families may frequently visit.  You see a 
restaurant that is on your list that neither you 
nor anyone you work with has ever visited 
before, and you enter the front door.  



Elevator Pitch Recap

 Know your audience.
 Make sure your pitch 

sounds natural.
 Hook them early.
 Be Passionate!



Deploying Teams

• Divide the target area, making sure 
boundaries are clear to avoid overlap

• Travel in pairs or small groups
– Experienced recruiters with novice recruiters
– Safety
– Better presentation to new contacts
– Better documentation



Deploying Teams

• Be flexible in your 
goals to make the 
most of each 
contact

• Sweeps are dynamic 
– follow leads where 
they take you.







Debriefing Meeting

• Ensure all notes are collected
• What worked?
• What didn’t work?

• Pluses/Minuses





Sweep Report
• An overview of the 

sweep events

• List of participants

• Schedule of events

• Highlights

• List of 
recommendations





Follow up on leads

• Prioritize information and leads
• Know where to go and where not to go
• Repeat, repeat, repeat!



Lessons Learned
• Planning is 
• Who is doing what?
• Distribute the contact info for local 

program/recruiters
• Safety first
• Mind your       s   and         s with employers
• Use a mapping system to ensure no overlap
• Prioritize follow-up leads
• Avoid using PII
• MSIX Missed Enrollment Reports





Contact me!

Teresa Cox
ESCORT – Missouri

(859) 475-2514
Teresa.cox@Missouri-mep.org 
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