STEPS FOR GROUP SOLICITATION

Group solicitation is a fund-raising method where executives and employees are notified in advance of a forthcoming organization or company-sponsored meeting at which they will be asked for their contributions to United Way.

After hearing the United Way story and seeing the campaign film, executives and employees attending are asked to make their pledge, using the personalized card provided, prior to the conclusion of the meeting.  Pledge cards are collected as employees leave the meeting place.

Any successful salesperson knows that the purpose of a sales call is to impart information, motivate an individual, and last but most important, use successful sales techniques.

Group solicitation differs from person-to-person solicitation in that executives and employees are asked to pledge a contribution before leaving the meeting, at the point when their motivation to contribute is at its highest level.  This is opposed to having to be contacted individually by co-workers at a later time, as in the person-to-person solicitation method.  Using group solicitation, the "order" is being requested at the proper time --when motivation is at its peak.

BEFORE THE MEETING

1.  A comfortable meeting room is important to a successful meeting.  Group solicitation meeting can be held almost anywhere, but there are some keys to be concerned about:



a.  No more than 30-35 people per meeting



b.  Chairs for everyone, if possible



c.  No distracting noise

d.  Adequate room for the TV/VCR, making sure all employees will be able to see

2.  Personalized Pledge Cards for all attendants make the entire meeting more personal and more effective. Pledge cards also give you a "control point" for follow-up contacts with those unable to attend the meetings.

3.  Extra pens for those who don't have them.

4. Check with all presenters to make sure they know what to say and how long to talk.

5.  Encourage meeting attendance through supervisors, department heads, etc.

DURING THE MEETING

The group solicitation meeting should be limited to 20 minutes.  Some companies allow more time.  If this is the case, more time may be given to the United Way presentation, questions/answers, or employee testimonials.

Prepare an agenda, which briefly explains the items to be covered, and carefully follow it during the meeting.  

Typical Group Solicitation Meeting Agenda

1.
Call to order by the CEO/Senior Management Representative
(2 Minutes)



a.
Welcome



b.
Remarks endorsing United Way



c.
Acknowledgement of corporate gift to United Way (if applicable)

d. Introductions of other speakers

2.
Remarks by Campaign Coordinator



(3 Minutes)



a.
Remarks endorsing United Way



b.
Campaign Incentive Program/Special Events



c.
Pledge cards will be collected after the meeting

d. Introduction of employees wishing to speak

3.
United Way testimonials by Employees



(2 Minutes)


 
      
a.  
How I was helped by an agency



b.  
What I saw on an agency visit

c. My work as an agency volunteer

4.
Presentation by United Way Staff or Agency Speaker

(5 Minutes)

5.
Questions and Answers











6.
United Way Campaign Film




(6 Minutes)

7.
Close by Campaign Coordinator




(2 Minutes)



a.
Mechanics of pledge card/payroll deduction



b.
Thank you and wind-up



c.
Offer to remain to answer any questions

d. Turn in pledge cards

AFTER THE MEETING

1.   Encourage Pledge Card Turn-In.  Some may wish to take the card home, or think about a gift.  Let them know that they will be contacted within the next day for a final decision.

2.   Remain to Answer Questions.  Many times an employee needs to have one or two questions answered before he/she makes a pledge decision.  The United Way Representative will also remain afterward to help you field those questions.

3.   Make Sure All Pledge Cards Are Signed.  After all cards are collected from the meeting, make sure all cards are signed and all givers are given a copy of their pledge.

