Steps for Person to Person Solicitation

Person-to-person, also called one-on-one, 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.  However, person-to-person solicitation differs from group solicitation in many ways.  

If your company is structured in a way that person-to-person solicitation is possible, this fundraising method can be much more efficient in getting pledge commitments.  If you are in a larger company, this way of solicitation can be possible and very effective once you recruit a campaign committee.  

You may also choose to use mixed solicitation.  If you are in a larger company and cannot recruit an adequate number of individuals to assist you for person-to-person solicitation, this is an ideal way to maximize your campaign potential.

In this case, you have an option to solicit certain employees on a person-to-person basis, while still allowing for efficiency by using group meetings to inform coworkers about United Way.  Employees to include in person-to-person solicitation may include managers, supervisors and those within your own department.  By using personal solicitation to these individuals, they can help in reinforcing attendance at group meetings!

After recruiting your campaign committee, the United Way story is told through a one-on-one conversation with fellow coworkers.  This method is very personal, and allows executives and employees to feel more comfortable addressing any concerns and questions they may have.  Person-to-person solicitation is a wonderful way to let your coworkers know that their gift is important. 

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.  Due to the fact that you will not be showing the campaign video or using agency speakers to motivate giving during person-to-person solicitation, your campaign committee members will need to use other sales techniques in order to motivate their coworkers.

BEFORE THE MEETING

1.  Send a letter of endorsement from your CEO to each individual you will be meeting with.

2.  A comfortable meeting room is important to a successful meeting.  Person-to-person meetings can be held almost anywhere, but there are some keys to be concerned about:

Meet in a friendly, non-intimidating atmosphere

Campaign committee members should be very familiar with the Frequently Asked Questions of United Way. These questions can be found under the United Way Overview button at the bottom of the screen.

No distracting noise

Let your coworkers know that their gift, no matter how small, is important

3.  Personalized Pledge Cards for your coworkers make the entire meeting more personal and more effective.  Pledge cards also give you a "control point" for follow-up contacts with those you may be unable to meet with.

4.  Reinforce meeting attendance with supervisors, department heads, etc.

DURING THE MEETING

1.  A person-to-person solicitation meeting should be limited to 15 minutes. 

2.  Get to know the facts about United Way before meeting with your coworkers.

3.  Open the conversation with a personal touch. 

4.  Make your own gift before asking others.  You'll discover that making your contribution first says you believe in 
what you are doing.  Making your own commitment first makes it easier to ask others to make theirs.

5. Personalize the visit.  Talk about one or more of the charities with which you have had a personal experience.  Share a story of someone you know who has been helped.

6.  Talk about payroll deduction.  Explain how giving by payroll deduction makes it possible for most of us to make a really generous gift by spreading the contribution out over a year.  

7.  Ask for the contribution and be ready to help coworkers fill out the pledge card.  There's no need to talk forever.  Just try saying "I hope you will make a pledge this year."

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.  Follow-up.  Many times an employee needs to have one or two questions answered before he/she makes a pledge decision.  You may also use this opportunity to thank them for meeting with you.

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