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Connector Attraction and Engagement Toolkit
































The resources in this toolkit were brought together by the discussions and collaborations that took place in the Connector Engagement Workshop on March 3, 2021. They are not mandatory, but make for great ways to recruit, onboard and celebrate Connectors.  


[image: ]Recruiting Connectors
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     “Connectors are people in a community who know large numbers of people and who are in the habit of making introductions. A connector is essentially the social equivalent of a computer network hub. Connectors usually know people across an array of social, cultural, professional, and economic circles, and make a habit of introducing people who work or live 
in different circles”
			
            -The Tipping Point: How Little Things Can Make a Big Difference 
                                                                                                                           Malcolm Gladwell 


· Looking at your own network is the first place to start. Your coworkers, friends, family and their connections make the easiest ask because they already know you. Look at the organizations you volunteer with already and your contacts there. If you’ve joined a sports league, attend yoga or dance classes, these are also great locations to make the ask if you’ve integrated these hobbies in your routine. If you’re attending a workshop or class for the first time, you may want to wait three months down the line as you network more with other attendees. 

· Navigating LinkedIn for potential Connectors by searching job titles, companies of interest, and looking at your existing connections that are actively volunteering. These individuals are philanthropic and have humanitarian interest that make for great Connectors.

There’s a LinkedIn Volunteer Marketplace that connects LinkedIn members to volunteer opportunities, and volunteer candidates with not-for-profits. You can post your Connector volunteer opportunity on VolunteerMatch and they’ll be automatically added to LinkedIn within 24 hours. Click here for more information. 

LinkedIn Premium Business Features

· 15 InMail messages – can be used to message target Connectors without an introduction or required contact information such as inputting their email address. Don’t use a sales pitch from the first InMail sent. Browse their profile and search for commonalities and send a thoughtful personalized connection request. 

· Advanced search – unlimited people browsing - position titles, companies, etc. This Extended LinkedIn Network Access removes the search limitations of the Commercial Use Limits of the free accounts.

· Turning profile views into Connector opportunities 

· Looking at volunteer-run organizations within your community. Individuals who are already volunteering in the community also make an easy ask, because they have already taken the steps to help make the community a better place by dedicating their free time to a cause. Ensure you emphasize how little time is needed from them throughout the year for them to be considered an active Connector. 

· Leverage your partnerships such as Labour and Advanced Education (LAE) in Nova Scotia as they have provincial hiring incentives. The name might appear as the Ministry of Labour or the Department of Labour in your respective province. The network in these departments is extensive. Provide an incentive by promoting their work, collaborating on hiring immigrants [image: ]and/or students, co-host events, etc. Ask them to promote the Connector Program to all their members on social media, newsletters, website, magazine, etc. 

· Use your organization’s newsletter as a platform to share your need for new Connectors. If you don’t have a newsletter, this would be a great opportunity to create one dedicated to Connectors. Make the ask so Connectors understand that there is a need and begin making the ask within their networks. Creating this newsletter is ideal if you have at least 20 Connectors in hand. It’s a great way to keep the Connector Program on top-of-mind awareness and build loyalty. 

· Attending events, luncheons, webinars and other networking events. Target industries where you lack Connectors in. 

Social Media, Eventbrite, industry associations, Meetup (or any other event management platform are all great for locating events in your community. Ensure, you filter out the industry you are lacking Connectors in. On Facebook, from your News Feed, click Events in the left menu and you can browse Discover Events for events you may be interested in. Discovering events on LinkedIn, Twitter and Instagram isn’t as seamless, so the easiest method is going directly to the organization or association’s website event page. 

Many communities have a Chamber of Commerce which is a not-for-profit, business advocacy organization committed to creating value for its members. They receive revenue through membership, events, sponsorship, advertising and other services. 

Chambers often offer various events each year including information sessions and galas, networking events, luncheons and so on. Becoming a member for the Chamber will relieve you from those high event fees with discounted membership rates. 

You’ll strengthen your voice in the community by submitting content in the Chamber magazine that gets distributed to all members. You’ll gain valuable exposure and engage with the city’s business community – a prime space for potential Connectors. 

You can create an MOU with the Chamber as Portland, Maine has. The office in Portland oversees Connectee recruitment while the Chamber oversees Connector recruitment. For example, the Chamber casted a wide calling: “Everyone Should be a Connector” for a massive event with thousands of attendees and an easy Connector sign-up sheet at the door.  

· Develop excitement on social media 

1. Profiling new Connectors on social media, particularly LinkedIn and Twitter to generate excitement online, encouraging industry professionals to get on board, especially when they see someone they know or heard of. Make this part of your onboarding process (refer to Retaining and Celebrating Connectors). Ensure you have a photo taken of the Connector. Creating a content calendar and strategy for your posts will be the foundation for success. 



[image: ]Optimizing Twitter

Twitter is an undeniably powerful platform to increase your brand’s reach online. Do your research and keep up with the best practices as they constantly change. This is key to keeping your impressions and engagements high. 

Working with Twitter’s algorithm includes understanding the type of content your audience wants to see and the type of content that is receiving higher engagement. Look at what other organizations are doing. By learning what your target audience wants to know, your engagement will increase. Twitter video is underutilized, but statistics reflect that 82% of Twitter users watch video on the app. Even with few followers, your videos stand a higher chance of being seen by many users on this platform. Using industry subject-specific Twitter hashtags is another way to help users find the subjects you highlight with your hashtags. 

Twitter doesn’t have the same organic reach as they did before, so tweeting more frequently, utilizing different hashtags with some creativity put into the actual content will help. Make sure each post is a different and unique so your reach increases. Always think quality ahead of quantity. If you’re getting engagement by tweeting every hour, then go for it, but if not adjust the frequency. 

Keep the Connector persona in mind when you’re creating content. The goal is educating your audience about the Connector Program and the benefits of being a Connector. Ask questions, spark a conversation and put out compelling images, gifs, videos, carousels.

Optimizing LinkedIn 

LinkedIn is designed for you to promote products and services, then engaging with other users in your industry. This means targeting your ideal Connectors and focusing on engaging with content these target organizations and individuals within are posting. This engagement helps strengthen relationships which will ultimately lead to one-on-one interactions. The more your engage, the more likely your content will appear at the top of these target Connectors’ feed. 

Pete Davies, LinkedIn’s senior director of product management, describes the mantra of the feed as, “People you know, talking about the things you care about”. In other words, the LinkedIn algorithm prioritizes personal connections based around interests. There are two primary goals to this algorithm: 1. Prioritize relevant content and 2. Promote engagement. Relevancy trumps recency. Therefore, the homepage feed is set by default to “top” posts. Members still have the option to switch to “recent” posts, however “top” is always preferred. 

Before the 2019 update, LinkedIn found its algorithm creating a “superstar echo chamber”. Mega-users could easily translate their popular content to viral. Average users had a hard time getting attention. Now that LinkedIn changed its algorithm to show members posts from people they know and topics they care about, this positive feedback loop can be used to your advantage with Connector related posts. Aim to post three times a week. You can post once a day, but if you decide to post more than once a day, engagement significantly drops.
   

Ensure you choose Anyone for visibility options so that your post appears… 

[image: ]1. On the homepages of your 1st-degree connections

2. The homepages of your 2nd or 3rd degree connections if re-shared, commented on, or liked by your 1st-degree connections

3. Content search results for topics you posted
 
4. Search results for #hashtags you’ve used in posts (remember to include branded and trending hashtags) 


5. Your Recent Activity page

6. Your public profile, which is also visible to people who aren’t signed into LinkedIn 

7. Other sites off LinkedIn. This means if someone shares your post on another site, people who aren’t signed into LinkedIn can see your post.  

8. Your follower’s feeds, who may not be connected to you  

2. Promote Connector events on social media to develop excitement for potential new Connectors. You’re showing the value of your events and the value Connectors bring. Communicate this on your posts and remind your audience why Connectors are important for the community beyond the referral and networking piece. Connectors create a welcoming community for immigrants, local and international students. Cultures vary around the world so having that one-on-one can impact that Connectee’s in ways beyond the connecting piece such as their confidence, helping them envision a life in your community. 

3. Posting success stories about Connectees, tagging both the Connector and Connectee. Include quotes, a testimonial and incorporate emotional storytelling to connect with you audience. You’ll develop a following as you consistently post, and surely some viewers will begin reaching out to get involved. We’re social animals so we want to meet our needs by watching others. Seeking what others have is a core survival strategy, so generating this good feeling through your posts will attract a need the viewer didn’t have before.  

· Looking at past Connectees who have been in their role at least six months. This gives some time for them to develop their connection base within the organization. There is a high probability Connectees will accept because they went through the steps of the program themselves and can attest to the benefits firsthand. It’s an easy sell. 

· Host Networking Power Hours or any Connector related event that calls on Connectors bringing a plus 1. You can make it fun and challenging by providing a criterion for the plus 1. This is a great opportunity to identify the sector or job title of your choosing. Provide a prize incentive is the Connector brings more than one person. The highest number brought would receive the grand prize at the event.

· [image: ]Asking Connectors to refer potential Connectors within their networks. The consistent three referrals Connectors use would be ideal Connectors since they’ve experienced the program in an informal way.  

· Ordering swag branded with the Connector Program name. This can include mugs, pens, charger cables, charger, packs, t-shirts, laptop skins and decals, etc. This keeps you on top of mind when Connectors take their mugs on the go or sip on their coffee chatting with their coworkers in the kitchen. The swag makes for a natural conversation starter. 


Posts to attract new Connectors:

Slogan examples: “Keeping You Connected” or “We Are All Connectors”


Do you want to connect with skilled labour? Grow your network? Help newcomers? #BeAConnector with [INSERT PROGRAM NAME]to introduce immigrants to others. Connecting Talent. Building Communities. <link here>

Facebook
Do you love meeting new people? Are you passionate about growing your community? #BeAConnector with [INSERT PROGRAM NAME]. The connections you make can help people succeed. Connecting Talent. Building Communities. <link here>

[image: ]
Help newcomers thrive and build networks. Is your community taking part? Find out more <link here> #ConnectorProgram 

You can become a #Connector today, helping newcomers establish networks and find employment. Connecting Talent. Building Communities. <link here>

TAGLINES
Connecting Talent. Building Communities. Be A Connector. Talent Access. 




























Onboarding & Training 

· Setting the right set of expectations can go a long way. 

The Connector’s role involves meeting with the Connectee for at least 30 minutes, discussing industry information, their experience, any open opportunities and most importantly, connecting their Connectee to three others in their network. Ensure that finding them a job is not the expectation. Expanding their professional network is the goal. 

Oftentimes these last two pieces are forgotten. The Connector may end up referring the Connectee to only one or two of their contacts. Setting these expectations during the onboarding can help dismiss this outcome. Send out an email once a quarter or twice a year to all your Connectors reminding them of their role and attach the following infographic: 
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[image: ]During the onboarding meeting when you’re still making your decision about accepting them or not, make it clear the referral piece is very important piece to the success of the program. If the Connector can’t identify three contacts, they may not be the right fit for the program. 

Onboarding questions to assess 

When you heard of the Connector Program, what interested you most? 





Does organization name have any recruitment challenges? As we vet the immigrants, graduates and students before accepting them into the program, we often recruit for Connectors and count the Connectee who gets selected as a Connectee-Connector meeting. Would your organization be interested in this? 
 
What sectors has your career experience been focused on? 

Where do you feel you have the best sector knowledge and/or networks? Are there any additional sectors outside of yours?

Do you have at least three contacts within your field you’d be able to refer the Connectee to? 

Are you willing to meet with a Connectee and share what you know about your industry and company? 

What kind of Connectees would you be interested in meeting with? (If this question is an option: immigrants, students, or graduates)

We’ve been featuring new Connectors on LinkedIn? Would this be of any interest to you? 

Email content following onboarding meeting

What top 3 industries do you have contacts from? Ranking 1-3 Please choose from the list on the excel spreadsheet with the list of skills and industries in the tracking system. 

Which Sectors do you have the most knowledge from? You can choose more than one. Options are not-for-profit, private sector, and public sector. 

What are your top 5 skills? Ranking 1-5 Please choose from the list on the excel spreadsheet.

What is your Seniority Level? Options: Entry, Mid-Level, Senior or Executive.  

Which languages do you speak? English, French or Both.

What is the best email address and telephone number to reach you at? 

[image: ]Are you okay with our organization using a quote from you for marketing material? 
If so, 1 or 2 lines will do (E.g. What interested you in the program, why networking is important)

Picture: We can set up a time to take your picture in-person or you can send over five options for us to choose from. We’re looking for a picture that is less formal than your LinkedIn photo.
· No Selfies 
· No LinkedIn Photos 
· No Headshots 

[image: ]Short Bio: what you do, where you’re from and why you accepted the onboarding to become a Connector.

· If Connectors are having a hard time with the referral piece, emailing Connectors all Connector participants can be a nice way to get over that hurdle. This will depend on the number of Connectors you have in the system and the comfort level of Connectors’ contact information being shared. Incorporate this ask during the onboarding. 

· Email tracking to see if Connectors are opening the Connector toolkit. This can be done by downloading HubSpot for free and integrating HubSpot with your email. 

· Checking in with Connectors once a month with a phone call – set a reminder in your calendar 

· If they met with a Connectee, ask how the meeting went. 
· Ask if there are any hiring needs. 
· Ask if they’d like to be connected soon. If not put a note in the tracking system identifying how many times and when they’d like to be connected. 
· Ask how their experience has been so far with the program.
· Ask how often they’d like to be communicated to (E.g., is once a month too much?) 

· Developing a Connector Companion and Referral Guide 

· Reads like a graphic novel to keep the reader interested 
· Resources to help the Connector with the referral piece
· Information from the Connector Toolkit 
· Information about the added recruitment benefit 

· Developing positive rapport with the Connector you recruit. Make people feel welcomed when you approach them. You want to make a good impression. Ask them questions about their work and life. Show that you’re genuinely interested. Have some conversation starts in your mind and use the advice to give to your Connectees when approaching someone at an event in-person or online. You want to give them a reason to remember you when leaving the conversation. If they like you, there’s a higher chance they’ll accept the Connector role. 

Ensure you follow-up and talk about how much you enjoyed the conversation. Then make the ask and emphasize how little time is takes to be an effective Connector. 









[image: ]Retaining and Celebrating Connectors

Other Great Options 

· If you’re new to the Connector Program, introduce yourself via email. This naturally helps re-engage Connectors who haven’t been connected in a while. Building a personal connection with the Connectors shows that you care (see first email sample below). Let the Connectors know who you are, your background and how excited you are to be working with them. This initial communication is just the beginning of your ongoing communication strategy with Connectors to foster mutual trust and respect. 
 
· Ensuring new Connectors are connected immediately within the first few weeks (latest – 2 months) so all the information they learned during the onboarding meeting stays fresh. Oftentimes Connectors will forget about the referral piece after a few months. They also tend to lose the excitement that was first initiated by that onboarding meeting. You want to keep the momentum going.

· Asking Connectors for feedback on the meeting. This shows ongoing client care. One of the easiest methods gathering feedback is creating a survey so the questions are more targeted. Questions can include, but not limited to: 

Overall, did you have a positive experience with your Connectee? Yes or No and why? 

Were you able to provide three referrals as a mandatory component of the program? 

What is one thing you would change about the program that would improve your experience and/or the success of the program? 

How often would you like to meet with Connectees? (e.g., once a month, three times a year…)

· Reminding Connectees to thank and update Connectors after their meeting and especially once they land a job in their field. This makes Connectors feel valued, so they understand their role is a crucial part of the Connectee’s success. However, even if the Connectee is coached to update Connectors, it provides a nice touch if you update the Connector about jobs found for their Connectees. Sending a letter can add a nice touch as a letter takes longer to write and will absolutely leave the Connector feeling acknowledged. This letter will stay in their mind longer than an email. A professionally made certificate can add a nice touch as well, recognizing the Connectors for all the great work they do.  
 
· Recruiting works well for the program and for Connectors. If there is an open position at the company the Connector works for, establish this added benefit during the onboarding. That way you can send over a pile of resumes, being highly selective and choosing high-quality candidates. This reflects your client care. If the Connectors receives negative feedback from HR, this looks poorly on you, and the organization you work for. 

If there is someone the Connector deems fit, it can count as a connection and you’ve just increased the chances for the Connectee landing a job directly through the program. This is cost effective for the Connector, so the company doesn’t have to go through the normal recruiting
[image: ]process and pay a few to a recruitment agency. We vet the Connectees before accepting them into the program so this first step in the recruiting process is already done.  


[image: ]Ongoing Email Communication 

Introducing Yourself

Subject: Your new Connector Coordinator 

Hello Name, 

My name is First Name Last Name and I’ve recently joined Organization Name as the new Connector Coordinator. My background is in education, work area of expertise and I am eager to work with you to make your experience with the program as best as possible. 

With that said, if you have any questions or concerns now or at any point in the future about a Connectee or otherwise, feel free to contact me via email or you can reach me directly by phone at ***-***-****.

Kind regards, 


General Thank You

Subject: A big thank you!

Dear Connector Name:

I’m reaching out to let you know how grateful [Connector Program name] is for your support.

Connecting [immigrants/recent graduates/young people/etc.] to professional networks is critical to increasing their chances of finding a job in their field and putting down roots here in [community name]. 

Last quarter, we matched [X] Connectees with [X] Connectors, resulting in [X] jobs found in our community. We’ve been experiencing, our Connector Program is doing very well. And we’re asking you to help us keep up that momentum. If you haven’t met with a Connectee recently or have and are ready to meet with someone new, please don’t hesitate to reach out.

Once again, thank you for volunteering your time and making a difference as a Connector.

Sincerely,
[image: ]Connectee Lands a Job

Subject: Your Connectee landed a job!!

Dear Connector Name:

I’m reaching out to let you know how grateful [Connector Program name] is for your support.

Connecting [immigrants/recent graduates/young people/etc.] to professional networks is critical to increasing their chances of finding a job in their field and putting down roots here in [community name]. 

[Connectee’s first and last name] successfully landed a job as a [position title] at [organization] name! This is the ultimate goal for Connectees, and we’ve received wonderful feedback about the knowledge and tips you’ve shared with this Connectee.  

Once again, thank you for volunteering your time and making a difference as a Connector.

Sincerely, 

Social Media 

Connector Campaigns

Your organization could post photographs of engaged Connectors (or identified ‘Super Connectors’) on a weekly or monthly basis. This is a nice way to re-engage and recognize Connectors as community leaders and supporters of talent retention. Give Connectors the exposure they deserve recognizing how Connectors have helped the economy and helped make the program successful. 

There will be an increase in brand awareness and brand loyalty to your local business community. Create a social media plan setting a target number of minimum likes, comments re-tweets and re-shares. 

This will also help increase traffic to your website. The most successful campaigns tap into people’s emotions and their need to connect. Ensuring a natural smile for the photos to capture a positive mood is crucial. You may want to include both Connectees and Connectors in the pictures. 

Ensure you’re using the precise and trending hashtags as well as branded hashtags (e.g., #WeAreAllConnectors) for a better targeted marketing campaign. You can even create a unique hashtag for this campaign




Use specific SMART goals to ensure your work is as effective as possible. The acronym stands for “specific”, [image: ] “measurable”, “attainable”, “relevant”, and “time-bound”. Each goal should have these five characteristics to ensure your goals are realistic to achieve, tracked and quantified, on schedule, and [image: ]ensuring you choose KPIs (key performance indicators such as ‘more Connector leads’) you want to improve on. 

Repurposing Content

Also known as “content recycling” can be content about the program already existing on your website, newsletters, blogs, Connector videos and so on to expand that content’s reach. Use storytelling and emotion to talk about the Connector Program on all your social media platforms while repurposing the content, emphasizing how important Connectors are to the community. Typically, repurposed content is transformed into a new format such as turning a blog post into an infographic using Photoshop. 

Repurposing will help re-enforce the knowledge Connectors and your social media community already have and share new knowledge to those who don’t know anything about the program. 

Profiling new Connectors 

Sharing a new Connector’s story on LinkedIn and Twitter can give them the exposure they want; help brand themselves and their business if they own one and increases brand awareness. It’s gets your LinkedIn and Twitter community excited and the program and may even entice industry professionals to make the ask to become a Connector. It’s a win-win for everyone.

Get creative with the Connector’s photo. Make a visit to their workplace ensure the Connector isn’t stiff and overly professional in dress. You want to draw in the viewer. Posting the Connector’s LinkedIn photo can get boring and turn the viewer’s eyes to another post instead of yours. Make the photo memorable and capture some emotion. 

Including a quote can be a nice touch. This quote can explain why the Connector felt motivated to become a Connector and what it means to them.

Some Connectors may not feel comfortable with this promotion, but the majority will appreciate this recognition. 
[image: ]Sample 
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Profiling Connectees

Creating social media posts that promote and highlight the diversity of Connectors and the Connectees they meet, ensuring the language is inclusive can encourage retention. Part of supporting the Connector Program is supporting diversity in the community as immigrants and international students are targeted. It’s important to understand what role the Connector brand should play in this kind of discussion on social media and what your audience is expecting from you. 

If you need help with the communication piece, develop your brand’s position with other brands and communications stakeholders. This will ensure you’re using the correct language as the topic can be sensitive. The goal is showing the importance of diversity in our community and by becoming a Connector, you’re supporting diversity. The topic can even take another direction explaining how diversity leads to innovation which is also a very hot topic on social media. 

Share the insights of Connectees through a video to showcase to Connectors how helpful they’ve been in landing a job. These videos can also be sent to Connectors directly. 






Promoting Events

Promote all your events (before and during or after) on social media to develop excitement for potential Connectors. Social media is a great platform for organic reach. Stats around the success of the program can also be promoted. People love numbers – it helps them quantify results. People also love creative posts. 

· Tease your followers on speaker lineup in a creative way can create anticipation and excitement 
· If there are awards to be handed out, illustrating these awards can also be exciting 
· Post count downs allows your attendees and potential attendees to anxiously look forward 
· Registration windows to create a sense of urgency and build a buzz
· Quotes and multimedia 
 
[image: ]Events

Recognition Events 

When business /academic and community members sign on to be a Connector, the rewards are that they have helped an immigrant/new grad through the referral process and may have also helped a business in their industry with a talent need.

Still, finding ways to recognize the contributions of Connectors is also very important. One method is trying to have at least one annual event where all Connectors are invited as well as government funders, potential Connectors and the referral partners. It can be called a ‘Connector Recognition Event’ or ‘Connector Appreciation Event’. Ideally, this would be well advertised on the website and social media, and individual invitations should go out to each Connector. The actual event may begin with short speeches by funders or the head of your organization and should include the opportunity for a Connector to speak about his or her positive experience as well as inviting a Connectee who went through the program, and preferably got a job.    

This doesn’t have to be a formal affair – a BBQ, wine tasting or renting out a local favourite pub or restaurant can all work for a recognition event. It’s a means to celebrate and thank your Connectors and allow them to network with each other. Keep the formal speeches and programming to a minimum. 


Launches
Similarly, a press release and an official launch is always a wonderful way to bring all the stakeholders together and engage the business and partner community. This might begin with a panel of local professionals and ideally a diverse group.   

· Allowing time for networking at any events associated with Connector Programs is a must! 
 
Awards

[image: ]When you notice a certain number of Connectors go above and beyond their asking, it an opportune moment to celebrate all that they have done for your Connectees aside from a recognition event. An awards ceremony will award your Super Connectors. Identifying the rules that makes someone a super Connectors can be made by scanning all Connectors and identifying each way they assisted the Connectee beyond the referral piece. A similar judging rubric as the Super Connector Campaign (refer to National Connector Resources > Nova Scotia > Halifax on the portal) can be used. You can get creative with this and the delivery of the event. 

Who should receive awards? 

Deciding which Connectors will be identified as ‘Super Connectors’ receiving the award may be done by an individual or committee. A committee will allow for diverse opinions, reducing subjectivity and avoiding implicit bias. Implicit bias refers to unconscious associations or assumptions which can unintentionally influence judgement. Diversity in awards ceremonies, demonstrates your organization’s commitment to equity. You committee can then strive for fairness. Studies have shown that diverse committees provide a greater breadth of perspectives to make better decisions. 

Create short lists that are inclusive instead of exclusive methods. Some Connectors can be considered, rather than finding reasons to eliminate them. Use your best judgement. Ensure every committee member’s voice is heard to provide time for thoughtful reflection and discussion. Make sure all committee members know the conflict-of-interest policy – members should make it clear when they have any connection with any of the nominated candidates. 

Establish Award Criteria

Prepare a list of criteria to be used to identify the best nominees and rank in order of importance. Consider implementing a checklist of qualifications before creating the rubric. If the number of nominees seems inadequate after scoring Connectors against the rubric, discuss why this may be so with the awards committee. Does the definition of eligibility for the award need to be updated or broadened? The more awards ceremonies you deliver, the easier this will be as you can evaluate the event after the fact, taking your learnings to the next event. 

Sample Judging Rubric

1 point		Consistently refers Connectees to three individuals 

2 points	 	Active in the program – meets with multiple Connectees a year (1 point)
Asks to connect (2 points)



5 points 	Takes Connectees to Networking Events 
[image: ]		2 events (1 point)
		3 events (2 points)
		4 events (3 points) 
		5 events (4 points) 
		6+ events (5 points) 

5 points		Connectees that have found jobs through referrals
		1 (2 points)
		2 (4 points) 
		3 (6 points) 

5 points 	Active in following up with Connectees on their job search
		1 (1 follow-up)
		2 (2 follow-ups)
		3 (3 follow-ups) 
		4 (4 follow-ups) 
		5 (consistently follows up) 

Why hold an awards ceremony? 
· It will make your Connectors feel like their volunteer work is valued. It shows gratitude and approval. It shows the public that you’re aware of outstanding volunteer work. Recognition motivates your Super Connectors to continue going above and beyond.
· Awards also motivates your remaining Connectors to step up. If 10 Super Connectors are awarded at this Awards ceremony, the rest of the Connectors in the room will strive to do better, so they too can be recognized. This is a big incentive. These Super Connectors are now role models and leaders in the program. If you have competitive Connectors in your database, this competitive nature can help motivate them.  
· It’s a chance for celebration and reflection. Besides the awards component at the event, your Connectors can take a well-deserved break and get their minds off everyday work. They can see the bigger picture and have a chance to discuss their experience with other Connectors in the room. Mingling with other Connectors might help those who struggle with three referrals develop more contact to refer future Connectees to.





 

When should the awards ceremony be held? 

How often and under which circumstances your organization decides to present awards is entirely up to your team. You can host two annual events: 1. Recognizing all Connectors and 2. Awarding Super Connectors. 

[image: ]You can otherwise occasionally present awards bi-annually. This also depends on how many Super Connectors you end up identifying. If your community is still new, this may be something you can look further down the line. 

Event Types 

There are variations of these, but all ultimately have the same benefits. 

Meet & Greets: This event is a wonderful opportunity for Connectors to introduce themselves to each other or for Connectees and Connectors to meet. The Connectees and Connectors should not be matched in the system beforehand but inviting clients from the same industry will benefit everyone. 

Events with Panels: This is a great opportunity to a Connector to be one of the panelists or you can have all the panelists Connectors if this is a Connector Program related event. Connectors will have the opportunity to share their story onstage or online and make valuable connections in the room. This helps generate excitement, so the Connector leaves the event feeling happy and excited to participate in events further down the line. 

Connector Bootcamp: Bootcamps are short term, intense training sessions designed to prepare Connectees for landing a job. This includes tips on resumes, cover letters, interviews, salary negotiation and so on. Invite a Connector who is a recruiter or has an HR background. 

Roundtable Events: Allow for open forums and discussions, leading to creative ideas and new directions. This could be a great way to come up with methods to improve Connector engagement and retention and hence improve the overall success of the program. 

Happy Hour Networking Meetups: These are especially great for the Connectors who feel a little shy or anxious when attending networking events. Happy hours are more relaxed, making for small talk and allowing the Connectors to approach each other in a simpler, casual environment. Choosing a hot spot lounge or bar in the city will help attract attendees. Virtual power hours are also possible and can be themed such as “Make your own Margarita or Virgin Margarita Monday”. This is a low-stake event so professionals in the room can get to know each other on a personal level. 




Networking Power Hours: This type of event is more focused as it is limited to one hour. There should be a clear direction for the purpose of this event so one topic can be covered thoroughly. Provide an ice breaker in the beginning of the hour to make it fun since this event is less laid back than other types. There will be a fast-paced meeting agenda. It can be an opportunity for Connectors to bring a friend if they want to learn more about the Connector Program. Faster matches can be made inviting both Connectees and Connectors to the power hour. Within the hour, you can create different break-out rooms per industry. 

[image: ]Benefits
· Social interaction and the mere-exposure effect are added benefits to any event involving Connector invitations. There is an increased amount of time spent in front of screens. Relationship building is key in building a Connector community, decreasing turnover. The mere-exposure effect is a psychological phenomenon by which people tend to develop a preference for things the more they are familiar with them. The more you invite your Connectors throughout the year, the less likely they’ll forget about the program, and the more likely they’ll develop a higher attraction to the program due to familiarity. 

· Personalized service for the Connectors. This exclusivity factor ensures to Connectors that there will be a superior level of delivery and makes them feel special. 

· Casual way to expand their network. We promote the importance of networking to our Connectees every day, but how about out Connectors? Creating a Meet & Greet is a wonderful way to help Connectors cultivate long-term professional relationships with other Connectors and it provides a huge learning component. This snowball effect in growing one’s sphere of influence doesn’t apply to Connectees only. 

What will be delivered? 

These events can be for new Connectors, existing, or a combination of both. Kick things off with an introduction to Connector benefits, an overview of the program, and provide some stats on the success of the program like number of jobs found. This will add nice touch, so Connectors can see the fruit of their labour.  

Lunch & Learns or Q&A Sessions

Benefits
· Provides important training time for your Connectors (especially the ones that are relatively new to the program) without taking time away from their standard workday. 
· Creates an open, collaborative and relaxed environment encouraging solid volunteer work ethic. 

· Ensures to Connectors how important each step of the program is to the success of the Connectees and the importance of the labour market being supported in your city.  
· Great for team building. Lunch & Learns encourage strengthening the relationship between Connectors with this face-to-face communication whether done in-person or online. 


What will be delivered? 
[image: ]
First, decide on what you want to achieve out of this lunch & learn. Is it emphasizing the three-referral piece and providing strategies to come up with connections? Will it be a training hour for new Connectors or a refresher of the whole program for Connectors who haven’t been engaged for more than three years? If the subject resonates, Connectors will be happy to attend. For inspiration, you can ask all your Connectors what topics matter most to them or would be most helpful? It might be a topic about how to effectively network at events. This topic will help Connectors with the program and help them outside of it for their own professional development. 

These lunch & learns can be frequent throughout the year or on a need basis. Weekly lunch & learns on a Friday tend to be popular for lighter topics with a more relaxed, “weekend” feel. If it more training based, then monthly sessions reduce the risk of “learning fatigue”. 

Food is a major driver if you’re able to host these lunch & learns in person. Light, healthy snacks you can eat with your fingers is often a good option is the food will be less distracting than hot meals and less mess afterwards. Healthy food like vegetables and a hummus dip, dark chocolate and nuts have antioxidants and healthy fats like omega-3 fatty acids that help build and repair brain cells. This reduces stress and increases brain plasticity, improving conversation flow. You want to keep Connectors alert instead of sluggish. Varying the menu will also keep Connectors interested.
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“To me, the Connector program is 2 phenomen initative that helps leverage
people. The simpliciy of just ane connection can be so impactful for 2 curious
professional: The Connector program helps us help everyone:”

~ Alex Gibson, CPHR

Growing up in Truro, Alex currently resides in St John's, NL. As an Atlantic Canadian
Recruiter with various recruitment roles in the past including recruiting for Group
Zed, 2 leading digital services, consulting, and data monetization provider, and now
SNC-Lavalin. B

He has recruited over 200 employees for the West White Rose Project back in 2018
- astounding!

Anatural fit to the #ConnectorProgram, Alex is primarily involved in connecting
people to opporturnities with Atlantic business units and is quite an easy guy to
warm up to with his @ Zesty and Energetic personality! &

He sees team and relationship building are hs forte - no surprise there.

In his spare time, Alex sits on multiple committees 25 the 2nd Vice-Chair with the St
John's Board of Trade.

Were thrilled to have you onboard Alex!

#Halifax #HumanResources #Engineering #Construction




