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LEARNING

e Understand a framework to leverage effective = ‘
sales techniques for volunteer recruitment . RS

e Be able to select from proven tactics to |
convert a “prospect”’ to a committed volunteer E

e Have tools to train other staff and volunteers =

to use these tactics &




What is Recruitment?




Recruitment vs. Cultivation

Can you do ,
s What skills would

you like to share
with us?

OLUNTEER



Volunteer Recruitment

People volunteer
because someone asked
them.

How are you equipping
them?



Targeted Recruitment

Who would have the skills and interest to do
this assignment?

Where will you find them?

Who knows them?

What information will the prospective
volunteer need to make an informed decision?




Circles of Influence — A Culture of Askers

* You do not know. Don’t know you.

CrOWd * Receives your messages via the

Network.

* You don’t know and cannot contact

Ne | W Ork directly... but your community can.

* The community of your community.

* In your database.
¢ Attend your events.

* Connected via FB, Twitter, LinkedIn,
or physically nearby.

Community

Your
Organization

Adapted from A. Kapin and A. Sample Ward, Social Change Anytime Anywhere (San Francisco, CA: Jossey-Bass, 2013)
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Crafting a Compelling Story

Impact of

CASA/GAL




Engaging Conversations
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Words Associated with Sales

sllmy

CUlt clfrallenging
Ushyi—

necessary

yuck

dishones

pus

uncunﬂurtable
aggressive

boring




Information Asymmetry

Buyer Salesperson




Information Parity

Buyer Salesperson

Reliability Reliability
Options Options

History History

Competitors Competitors




Information Parity




The Evolution of Sales

'- Engaging .
Teaching,
Coaching, @
Instructlng D
-0-
l Persuading < ‘>




Discussion

How do How do you as an

CASAs/GALs use engagement

sales in fulfilling protessional use
its mission? sales?




Effective Non-Sales Selling

What to
Do




How to Be




Attunement
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Attunement
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“Attuning” Questions

Question 1:

On a scale of 1 to 10, with 1 meaning “not the least bit ready
to volunteer with outr organization” and 10 meaning “totally .
ready to sign up to volunteer with our organization,” how
ready are you to volunteer with our organization?

Question 2:
Why didn’t you pick a lower number?



Buoyancy
-.v VAV

A ' A Optimism 15 a catalyst
‘ ‘. that can stir persistence.
Daniel Pink




Clarity

The Five Frames

 The Less Frame
* The Experience Frame
 The Label Frame

 The Blemished Frame
 The Potential Frame




Clarity: The Potential Frame

O

BOOMERS
LEADING
EHANEE Contact Us  Mews

Whao We Are What We Do Get Involved Qur Impact What's Happening
' I
Loy 5\

SKILLED VOLUNTEERING

“Yolunteering” really doesn't encompass all you do. You become
mentors and trusted advisors, a valued resource and a respected
expert.




How to Be

Attunement

* How can you tune into prospective volunteers’ interests?
* What questions can you ask?
* What can you notice during conversations?

Buoyancy

* How do you handle being turned down?
* How can you increase your buoyancy?

Clarity

* What questions can you ask to help learn about prospective volunteers’ interests?
* What can you ask that helps prospects tune into their interests?




What to Do




The Pitch

Great pitches
are actually
collaborations.

Daniel Pink



Pitches
One-Word @ Question
Pitch Pitch

Subject-
Line Pitch
Twitter Pixar
@ Pitch Pitch

Daniel Pink, To Se// is Human




One-Word Pitch

KAISER PERMANENTE. thrive




The Question Pitch




Rhyming Pitch

“If 1t doesn’t fit, you must
acquit.”

“Takes a lickin’ and keeps on

tickin’’

“Without brand, you haven’t
planned.”




Rhyming Pitch

WIKIPEDIA

The Free Eneyclopedia
English B
5 853 000+ articles 1150 000+ ;25
Espaniol ot L H@ Deutsch
. / il
1 520 000+ articulos of 3 \ \5 2 300 000+ Artikel
w A
Pycckwii @ Q P Francais
1 543 000+ cTaTed ﬂ 3 2104 000+ articles
Italiano N X - W
1 527 000+ voci s 1 055 000+ &5
Portugués Polski
1 005 000+ artigos 1 336 000+ haset

Keep oft
Reddit; It’s
time to edit!

There’s no fee

for Wiki P!

Don’t be 1cky,

edit the wiki.




The Email Subject Line Pitch




Twitter Pitch

Office pets, unlimited
leave, and ping-pong.
Workplace fads or
perks that work. Find

out here.

5 reasons your
toothpaste 1sn’t
working. You won’t

believe #3.

Like it or not, the
world gets science
information from

Wikipedia.




Twitter Pitch

Crean & Associates [@creanassociates « 2
"There is always a difference between saying you will do something and actually
doing it,"said Polish Army Officer Witold Pilecki. Our Sales VP, Roy Noepel has
donated his time, blood, and a kidney to deserving children at




The Pixar Pitch

Once upon a time

Every day,

One day

Because of that,

Because of that,

Until finally,

http:/ /www.pixartouchbook.com/blog/2011/5
/15/ pixar-story-rules-one-version.html



Improvise

'
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Improvisation is
about hearing

offers.

Daniel Pink




Discussion

How did each feel?

work?

How does 1t apply to your




Key Takeaways

Ask strategic questions to tune into
prospective volunteers’ interests and help
them surface benefits of volunteering;

Focus messaging on the potential.

Develop compelling pitches for different

media.

Leverage improvisation to build on
prospects’ ideas.




Discussion




Activity

Develop at least two different

types ot pitches for it.

Be prepared to share.




One-Word @ Question
Pitch Pitch

Subject-

Line Pitch

Twitter Pixar
Pitch Pitch



Upcoming Sessions in the Learning Series

Finding the Fit: Interview and
Screening Tips — November 12



VQStrategies.com

%;;} Downloadable tools and templates
m Books and tool kits

Webinars
. 4.

@ VQ Blog

=L VQ Impact e-Newsletter

—




Thank you.

VQStrategies.com
info@VQStrategies.com
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