
        THE NEWSLETTER OF THE CANADIAN ASSOCIATION OF STUDENT ACTIVITY ADVISORS            VOL 13  NO 3

  ABOVE AND BEYOND

ELeCTIONS: BeCOMING A LeADeR

One of the frustrations of elections is 
the apparent lack of connection be-
tween students wanting to be school 
leaders and those same students 
acting like school leaders. It is not 
enough to have the intention of being 
a leader: if one acts like a leader, one 
will become a leader. If a student goes 
through the prescribed actions of be-
ing a leader, they will, sooner or later, 
become a leader. This means that hav-
ing a very simple framework of things 
that the new leader must do initially is 
much more effective than waiting for 
this same leader to do something.

There is no way of knowing how 
far intention and action will take your 
rookie leaders, but they will make 
progress by acting as leaders and 
therefore become adequate leaders. 
The real job of the advisor is to coach, 
prod and push the student leaders into 
leader-like actions. We all know that 
having the intention to lose weight is 
good, but putting that intention into 
action will produce the negative num-
bers desired.

Once your leaders are going 
through the motions, the advisor can 
move them from a level of adequacy 
to a level of competency. Remember: 
winning an election is only a con�rma-
tion of intent.  Action is the statement 
of reality.

An Apple from a Teacher

Close your eyes and imagine a world without volunteers! I am not sure what you see, but 

what I see scares the bejeebers out of me!! If you are like me, you are probably turning 

on your television set and wondering, �Where are the Olympics?�  Can you imagine this 

event without the thousands of volunteers who put it on?  The Olympics, summer and 

winter, are signature events that we get to see every four years. And every four years we 

are inspired, at a global level, to get involved and make a difference.

If you can�t make it to your nearest Olympics, I have great news for you; you can still 

get involved and make a difference.  Start at home � your family, your school, your com-

munity.  There are local events and community service clubs who are in need of your 

support and involvement in order to stay a�oat.  Simply put, without the involvement 

and participation of our younger community members (students and teachers), some 

of these organizations/clubs are running out of breath and will not be able to func-

tion much longer.  For example in my community, one of the local service clubs, whose 

mandate is to assist youth and elderly alike, literally had to take out an advertisement in 

the local paper stating that �unless we are able to increase our membership, we are going 

to have to close this chapter of our international association.� The good news is that our 

community responded and they will be able to serve our community for one more day!

Sometimes we make the assumption that all successful organizations are run by 

people who are on the payroll.  This is not necessarily true.  Look at the Canadian Asso-

ciation of Student Activity Advisors (C.A.S.A.A.).  This organization, your organization, 

thrives upon volunteer participation to keep doing what we do.  Each year, thousands 

of hours are �invested� in Canadian youth leadership.  Between the Canadian Student 

Leadership Conference (C.S.L.C. 2010 � Pierrefonds, QC) and the day-to-day operations 

of our association, it is evident that teacher volunteerism is the backbone of who we are 

and what we do. 
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�In one and the same �re, clay 
grows hard and wax melts. � 

Francis Bacon

WIN-WIN DANCeS

A group of student leaders wanted to 
raise money for Brain Tumor research 
by running a dance. They contacted 
a professional DJ assuming that they 
could simply ask him to reduce his fee 
because they were running a dance for 
a charity. The students became frustrat-
ed when they realized that the fee was 
not going to be reduced signi�cantly 
through discussion even though they 
had a great cause in mind: they forgot 
that a DJ is running a business and not 
the charity. This is a mistake that many 
groups make. Any business will reduce 
their cost to you, only if you can give 
them something valuable in return. 
This is a win-win negotiation.

When asked what the DJ needed, 
the students understood that he need-
ed more dances for his business. The 
students then hit upon the idea of run-
ning a grade 7-8 dance earlier at the 
school the same day of our scheduled 
dance. This meant that the DJ�s equip-
ment would already be set up, and 
they could charge a fee to the visiting 
students from the local junior schools. 
The charity would receive the bene�t. 
The students would run a transition 
activity for the incoming grade 8�s and 
the DJ ran the dance.

This was truly a win-win situation. 
The students were able to raise funds 
for their intended charity, and the DJ 
got exposure to another set of clients. 
When negotiating with any business, 
you must understand their needs and 
interests and cater to them to be suc-
cessful. This will make your business 
contacts truly win-win.

How do you get a school group to motivate itself to do great things? Can you make teen-

agers understand their true powers as a group? Finally, how do you keep a great program 

going with students graduating and new students entering each year? Great programs 

have a reputation and an image that doesn�t just happen overnight. This image and repu-

tation must be intentionally built and carefully maintained. Consider the following:

Warren Buffet is one of the most successful businessmen in the world. He has made 

his large fortune through hard work and a thorough knowledge of people and manage-

ment. Bono, lead singer for U2, approached Buffet for advice on how to inspire Ameri-

cans to help him in his battle against poverty in Africa. Warren Buffet told him: �Don�t 

appeal to the conscience of America. Appeal to the greatness of America and you�ll get 

the job done.�

When you appeal to an individual or group�s conscience, you are appealing to a sense 

of right or wrong. This plays on an innate sense of guilt. However, we tend not to like 

people who make us feel guilty; in fact we spend most of our time trying to avoid them. 

Bono would have gotten results by telling Americans that they are the richest nation on 

earth and asking them if they were going to let Africans starve while the world watched. 

However, these results would have been tempered by guilt and this appeal would be only 

good for a campaign that decreased in results each year. 

You will be much more successful if you appeal to your students� sense of pride rather 

than guilt. Using guilt works once and it works very poorly in comparison. Give students 

a great reputation to live up to, and they will live up to it. The students of Elmira District 

Secondary School have run three extremely successful Relay for Life campaigns raising 

over $240,000 in total. These events are completely student-run and student-attended. 

Each fundraising campaign has been kicked off by a full-school assembly that trumpets 

how incredible a giving community EDSS is. Students who are new to the school hear 

about the great reputation of previous campaigns and feel immediate strength and kin-

ship in living up to that reputation. This reputation for giving is reinforced through the 

many small seasonal campaigns. Students and staff are extremely proud of what they 

give to charity at EDSS. 

This is how some schools have built enduring reputations as �basketball powers� or 

�the football school.� This is also how some school develop a �bad� reputation. If there 

is no great thing that the school can be known for, students will live down to that �bad� 

reputation. When students are told about the great reputation of the school, they will live 

up to it in a positive way.     

Dave Conlon

   

Making it Great




