
 

Recruitment Best Practices 
 
Pathway missionaries should diversify their recruiting efforts. For example, if you were marketing a 
new product for a major retailer, you would target your audiences in a number of ways — such as 
TV commercials, magazine ads, product giveaways, celebrity endorsements, and more. In a similar 
manner, Pathway must be marketed to prospective students using a variety of tactics in an effort to 
reach as many prospective students as possible. Focusing on just one method will not yield effective 
results. Following are several tactics to use in your efforts: 
 
Tactic 1: Personal contact with stake presidents 
Make appointments to meet personally with every stake president in your region (not just the stake 
you live in). Explain Pathway’s educational benefits for students who otherwise may never pursue a 
college education. Also touch on Pathway’s low cost and how the program has proven to be a 
missionary tool in reactivating Church members. Explain that to be successful we need the support of 
the local Church leaders, and ask if the stake president is willing to support the program. Work to set 
goals for recruitment. (Remember to not direct the priesthood — our job is to inform them and solicit 
support.) 
 
Tactic 2: Ward Council meetings  
Make appointments to present for 10–15 minutes at each ward council meeting in every stake. 
Highlight Pathway’s key points, advantages, and blessings. Ask council members who they can think 
of who could potentially benefit from the program, and take notes of names provided. Provide a 
Pathway brochure to each member of the council, and be sure to include your contact information. 
Also, leave the bishop and council members with several pass-along cards that they can provide to 
potential students. Lastly, invite the council to contact you with names of additional prospective 
students. 
 
Tactic 3: Sunday combined priesthood/Relief Society meetings  
Ask the bishoprics of each ward in your region for permission to present a lesson about Pathway. 
This can be done on a 5th Sunday in a combined Relief Society/Priesthood meeting. Also, because 
there are a limited number of 5th Sundays, you may also ask bishops for permission to present any 
other Sunday and combine priesthood and Relief Society for the presentation. Use the PowerPoint 
presentation provided by BYU-Idaho. Pass out pass-along cards and/or brochures before the end of 
the lesson, and include your contact information. 
 
Tactic 4: Sacrament meetings  
Your first objective should be to present during a combined priesthood/Relief Society meeting where 
you can better interact with ward members. However, if for some reason you are unable to schedule 
such a presentation, then you may ask the bishop of a ward for permission to give a talk about 
Pathway during a sacrament meeting. At the end of your talk, indicate that you will be available in 
the foyer after the meeting to answer questions. Bring a stack of brochures and pass-along cards for 
interested individuals. 
 
Tactic 5: Stake education specialists  
Meet with the education specialist in every stake (and/or employment specialist or high council 
member in charge of education in areas where no education specialist has been called). If no 
education specialist has been called, ask the stake president if he would be willing to invite someone 
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to serve in that position. As with the other tactics, explain the benefits of Pathway and stake 
recruitment goals. Ask each specialist to identify members within their stake who could benefit from 
Pathway, then have them contact each individual with an invitation to learn more by either meeting 
with Pathway missionaries or attending a scheduled Potential Student Fireside. Provide a few 
marketing materials each specialist can use in recruitment efforts, then follow up weekly with each of 
them to check progress. 
 
Tactic 6: Potential Student Firesides  
If a large number of students express interest in Pathway — schedule Potential Student Firesides. 
This allows Pathway missionaries to explain the blessings and benefits of Pathway to many 
individuals at once (BYU-Idaho has created a PowerPoint presentation for missionaries to use). 
Schedule separate firesides in each stake, and ask stake leadership to assist with coordinating and 
advertising their own fireside. Pathway missionaries will give the presentations, but having the stakes 
assist instills a sense of ownership and ensures success. 
 
Tactic 7: Institute coordinators  
In sites where Pathway gatherings are facilitated at an institute facility, institute coordinators can be 
an invaluable resource. They are already connected to individuals who may be a good fit for 
Pathway, and they are also seasoned at recruiting. Institute coordinators are often excited about 
Pathway not only because of its educational benefits, but because it also brings additional individuals 
to the institute for classes. 
 
Tactic 8: Relief Society & Elder's Quorum presidencies 
Individuals serving in these capacities are charged with knowing the needs of the members for whom 
they have responsibility. And in Relief Society specifically, one of the counselors typically oversees 
education. By getting to know these leaders, Pathway missionaries can better identify ward members 
who could benefit from Pathway.  
  
Tactic 9: Current Pathway students 
Current Pathway students may be one of your best recruiting tools. They can testify of the program's 
blessings from personal experience and will relate to prospective students. Consider using them in 
word-of-mouth recruiting efforts, ward and stake speaking assignments, and Pathway firesides. 
  
Tactic 10: Seminary and institute meetings 
Seminaries and Institutes of Religion is a key partner with BYU-Idaho in delivering Pathway. Here 
are a few ideas to leverage this relationship for recruiting purposes: 

• Seminary training 
• YSA/institute classes and activities 
• Firesides (coordinate the scheduling and presentation of firesides with institute directors) 

 
Throughout all of your interactions, maintain an ongoing list of students who express interest in 
Pathway. Follow up as often as possible to ensure they stay excited about the program and are ready 
to complete an application. And remember, while recruiting may sometimes be challenging, the key 
is to implement many tactics so you can reach as many students as possible.  


