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Making the Emotional Connection
Eastern Division RFL Summit 2011
Facilitator Guide
Workshop Overview

Audience:

· Event or Community Level Relay For Life volunteers and staff

· Relay For Life Staff and Managers

· Relay For Life Division Volunteers 

Objectives: 

By the end of this session we will:

· Learn the history of ACS and how we are saving lives

· Determine how to make the emotional connection
· Understand the plan and process needed for making an ask 
· Examine and put into practice the key components of “the Ask”

Length of Session: 75 minutes

Supply List:

· Handouts (examples included at back of facilitators guide)
· Flip Charts (See List plus some a few blank flip charts)

· Medium to large Post It Pads (1-2 for each table)

· One dark colored marker for each person

Agenda:

· Welcome/Introductions/Activity   



5  minutes
· What is ACS doing?





15 minutes
· Making the Emotional Connection



15  minutes
· Planning and Process




15 minutes

· Putting it into Practice




20 minutes
· Wrap Up




            
5 minutes
Flipcharts
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	Please look at the ACS By The Numbers worksheet on your tables and start answering the questions the best you can.
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	By the end of this session we will:

· Learn the history of ACS and how we are saving lives

· Determine how to make the emotional connection
· Understand the plan and process needed for making an ask 

· Examine and put into practice the key components of “the Ask”
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	Agenda Review: 
· What is ACS doing?
· Making the Emotional Connection
· Planning and Process

· Putting it into Practice

· Wrap Up
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	1. How were you asked/how did you become a volunteer/work for the ACS?

2. Why is your commitment to the ACS important to you?

3. In what ways is the ACS better off/making more progress/saving more lives because of you?
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	I Made A Difference Because
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	In order to save lives even faster, we must strive to:

· Involve as many people as possible in every community nationwide

· Raise as much money as possible 

· Educate as many people as possible about the disease and what they can do to fight it.

· Continuously improve the quality of our event leadership, our teams, and our events.

· We must inspire our communities to Fight Back.
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	Disconnected
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	Made The Connection
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	Plan to Make the Ask for Someone to Join the Committee

· Clarify your need and the skills and traits you are looking for

· Collaborate with others to identify volunteers and decide who to ask

· Set up a face to face conversation
· Get the commitment: make the ask! (Plan to practice, practice, practice before you have the real conversation!) 
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	The Process 
· Start with a greeting, then make a transition

· Make a connection

· Share what is at stake

· Get the commitment: make the ask!
· If the answer is no, have a list of other asks 
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	What should Courtney have done differently?
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	Scenarios




Energizer, Welcome/Introductions, Agenda Review, & Objectives (5 Minutes)
Activity:

ACS By The Numbers (5 Minutes)
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	Please look at the ACS By The Numbers worksheet on your tables and start answering the questions the best you can.


· As people come into the rooms, have them work on the ACS By The Numbers worksheet on their tables.
· Once people have gotten settled and have filled out their ACS By The Numbers, continue onto Welcome/Introductions.
Welcome / Introductions

· Facilitators introduce themselves and share their role with the American Cancer Society.  Make sure to mention where you are from and how you were asked to join Relay.  Also, provide your reason to Relay.
Say:

· This workshop is about Making The Emotional Connection.    

· Often as Relayers, we are able to build strong events that are entertaining and fun, but are we connecting with volunteers emotionally?  Does every Relayer understand how many lives are saved because of the work we all do as Relayers?  Have we asked each and every person we know to help save lives faster?
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	By the end of this session we will:

· Learn the history of ACS and how we are saving lives
· Determine how to make the emotional connection
· Understand the plan and process needed for making an ask 

· Examine and put into practice the key components of “the Ask” 
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	Agenda Review: 
· What is ACS doing?
· Making the Emotional Connection
· Planning and Process

· Putting it into Practice

· Wrap Up


What is ACS Doing? (15 Minutes)
Facilitator Notes:

· Review the answers to the Activity

· In the year 1913, 15 physicians worked together to found what would become the American Cancer Society.

· In that year, 90+/-% of people diagnosed with cancer died each year from the disease.

· The Women’s Field Army was started in 1936.

· Gordy Klatt began what would become Relay For Life in 1985 when he ran around a track for 24 hours and raised more than $27K for the fight against cancer.

· In 2011, there were more than 5100 Relay For Life events across the United States.  In addition, Relay For Life is held in 20 countries around the world.

· In April 2011, Relay For Life reached a significant fundraising milestone when the 4 billionth dollar was raised.

· Today the American Cancer Society is saving 350 more lives from cancer compared to the survival rates in 1991.  We also know that 60% of cancers are preventable through prevention (eating right, exercising, and avoiding alcohol & cigarettes) and early detection.

· If we continue on this same path and continue to do what we are already doing, we could be saving 850 more lives per day by the year 2020--all this just by treating the treatable and preventing the preventable.

· But, we can do more.  By stepping up our efforts – raising more money and reaching more people with our life-saving messages, we could save an additional 150 lives each day.  Add that to where we will already be in 2020 – it would mean that we will be saving 1000 lives per day!  And who can say no to that?

· Be sure that everyone understands the impact of these numbers…for example, what does 350 MORE lives really mean?  What does it look like?
Say:

· ACS is founded in community mobilization.  Communities are mobilized when individuals become committed to take action.  Those individuals form smaller groups.  Those groups make up communities.  Relay is about a community taking up a fight.

· Because of individuals coming together to create an army, we are saving 350 more lives a day than we were 20 years ago—and are on our way to saving even more.

· What if even one of those things had not happened?  What if one of those numbers listed on your activity was lower or even zero?  What if those few committed volunteers had not taken action to form the women’s field army? What if Gordy Klatt had not been dedicated to saving lives?
· If these things had not happened, none of us would be standing here today—and many more lives would be lost today from cancer.  

· Now ask yourself…What if you had not been asked? (PAUSE)
· What if you had never asked someone else to join Relay?  What if you never raised a single dollar for Relay For Life?  Would we be in a better position?

· Each of those numbers we just discussed represent a person, an ask, and a huge difference in the fight against cancer.  If we are going to move forward as an organization, we need YOU!

Activity:

Pair Share (10 Minutes)

· Think back to when you became involved in the American Cancer Society….Find someone with the same month as your birthday and answer the questions listed on the flipchart.  Take a Post It with you along with a marker.  

· Instruct participants to write their partner’s answer to question #3 on the post it note and place it on the flipchart entitled “I Made A Difference Because”.
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	1. How were you asked/how did you become a volunteer/work for the ACS?

2. Why is your commitment to the ACS important to you?

3. In what ways is the ACS better off/making more progress/saving more lives because of you?
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	I Made A Difference Because



Debrief:
· Ask a few individuals to share why their commitment to the ACS is important and the difference that they have made.

· Ask the group: What was it about the ask that resonated with you on a deeper level?  What was the emotional response you had that made you want to commit yourself—even to a small task or maybe to a larger role?

· As an organization, we believe we can increase that number to nearly 1,000 more lives a day.  Will all of that be done through getting more people involved with Relay. No—but each of us can and will play a large role in making it happen.

Say:

· If you had not done these things, who would have?  If you do not continue to recruit others and give them the chance to do equally great things, who will?  Is there anyone here who will say that we’ve done enough, saved enough lives, and that we should stop now?  NO!  There is no finish line until there’s a cure. So who here is ready to step it up, polish up your own recruitment skills, and commit to saving more lives?

· So what must we do to save lives faster?
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	In order to save lives even faster, we must strive to:

· Involve as many people as possible in every community nationwide

· Raise as much money as possible 

· Educate as many people as possible about the disease and what they can do to fight it.

· Continuously improve the quality of our event leadership, our teams, and our events.

· We must inspire our communities to Fight Back.




Making the Emotional Connection (15 Minutes)

· After seeing the impact we have all had on the cancer fight, if we want to save more lives, faster, we need to keep focusing on recruiting more committee members, asking for more donations, getting more teams, so we can double, triple, and multiply our efforts faster.

· We know that events with larger committees—and deeper sub-committees—are more successful.  We know that teams with more members, raise more money to fund our mission.  We know that more participation = more cancer education and awareness.  And we know that more prevention and early detection leads directly to saving more lives.  We know that more funds allow for more research, programs, and services.

· You are the common thread.  You are here because someone asked.  It is up to you to pay it forward—to give others this same opportunity.  In this last section, you shared how you got involved.  What did it for you—what made that emotional connection.

· We’ve come back to how we were recruited.  Let’s now think about that in terms of making the ask to others.

Activity: (5 Minutes)

· Who here—when ask to get involved with Relay or the American Cancer Society ever thought…you aren’t really connecting with or inspiring me…but I’ll do it anyway because I believe in the cause?

· What did that sound like?  Flip chart the key ideas of “what didn’t go so well” on the “Disconnected” chart.

· What would you have liked to heard—what would have really connected with you to the ask and made you really want to say yes?  Flip chart these responses on the “Made the Connection chart”.
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	Disconnected
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	Made The Connection


· Debrief by establishing the different things that made the connection and making it clear we should include these items in our asks.

Activity:

Influence Inventory (10 minutes)

· How are we going to reach those who have been “unreachable” in order to get to those 1000 more lives a day?  Take inventory of your own influence.

· Instruct participants to look at the inventory influence page.

Say:

· As you can see, at the center of the influence inventory is you.  Rippling out from there are people you connect with every day in your community, from there are the people they connect to and so on…until you reach the greater community.  Think of it like throwing a pebble into a pond…the ripples from that one pebble from have far reaching impact…just like you when you ask more people to get involved.
· Instruct participants to their own sphere of influence.

· Lead a discussion asking participants to think about and write into their Face to Face book a list of those people they can make an ask to and what that ask could be for.  Invite them to dig deep and consider all different types of asks for their Relay: team captains, volunteers, potential new volunteers, sponsors, etc.

· Ask participants to take the time to fill out who they know, who you want to get involved, and a deadline for when you want to call them.  Ask them to stand up when they’ve finished.

· Once everyone is standing, call on a few people to tell you the number of the people that they are going to call on their inventory.  Ask another, then another.

· Go around the room and ask how many people are on each person’s list.

· Flipchart the numbers and add them up at the end.

· Point out how many more people can be involved after just a few minutes of thinking about it.

Say:

Within our own spheres of influence, we have already uncovered so many people that need to be asked.  We have talked about all the reasons we need to be making that connection with people and asking them to get involved with Relay.  But now, let’s go through making the actual ask.  What should we say?  What should we do?  How do we get that yes?

Planning and Process (15 Minutes)

· Just like with everything in Relay For Life, before we can, we must plan!
· Instruct participants to look at the Planning & Process document.
· Let’s look at the steps for making the ask first – these steps will help you put your plan together.  We will use the example of recruiting a committee member.  (think of this as the 4 C’s to beat the big C!!)
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	 Plan to Make the Ask for Someone to Join the Committee

· Clarify your need and the skills/traits for each position.
· Collaborate with others to identify volunteers and decide who to ask

· Have a face to face conversation
· Get their commitment – Make the Ask

              Practice, practice, practice!


Clarify your need and the skills/traits

Ask: 

· What would go into clarifying your need & identifying the skills and traits for each committee position?  

· Ask for feedback from the participants but reinforce the following: 

· Listing the volunteer leadership roles on your committee that need to be filled
· Does this position require a subcommittee?
· What do we need to accomplish before/during/after the event?
· What resources does your committee already have to help them be successful?
· What skills would be valuable?  

· What personality traits would be valuable?  

· What resources would be valuable for this person to have? (This could be people resources, materials, knowledge, etc.)
· Having all of this detail helps someone determine the level of commitment or time necessary for a given position.  You as the “asker” are then prepared with what you are really asking someone to do on the committee – and you have a better idea of what type of person you need
Collaborate with others to identify volunteers and decide who to ask – 
· Many volunteers and staff get caught up here, but it really makes sense to work with others.

· Taking the community and breaking it into systems is a great place to start. Every community has four basic systems: schools, worksites, faith-based and healthcare. 
· Are there people in these systems that could possibly fill these roles?  
· They may also be able to provide guidance on others with the skills and traits you are looking for.  
· Also consider people you know within your own sphere of influence.
· How can they help you – make introductions, give you “insider” information about the person, open the door for you, go with you to make the ask?
Practice, Practice, Practice 
· Don’t be afraid, as part of your planning process, to write out a script for yourself and practice it so that you’ll feel more comfortable.  Figure out how to perfect your elevator pitch, make it into a competition with your committee / team captains.
· Now that we have the beginning part of our plan in place, what is the process we can follow when we are there to make the ask. 
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	The Process (Conversation & Commitment)
· Start with a greeting then make the transition

· Make a connection 
· Share what is at stake

· Make the ask

· If the answer is no, have a list of other asks 


· Set up a face to face conversation 
· Why would it be beneficial to make the ask face to face?
· What would you need to know about the person to prepare for that meeting? (Do your homework on your own and learn as much as you can from others. However, some information you can only learn from the individual themselves. Use this conversation as an opportunity to fill in the blanks.)

· Start with a greeting, then make the transition
· Use the information you’ve learned to talk about any family, friend, work connections you might have with the person. If you don’t know the person directly, it helps to bring someone who does. 
· Once the small talk is out of the way, make a transition so that people know the topic has changed to something far more serious.   
· What are some examples of good transition statements? 
· Possible answers: 

· “Listen… I want to talk about something important,”

· “I’ve got a serious question for you” 

· “(Name), I need your help.”
· “I know that your company has had a Relay team for the past two years…”

· Use the conversation to make a connection
· Earlier we asked you to think of that life changing moment at Relay For Life.  This is the time you can share why you are personally involved.  

· Connect it to them. Spend time learning about the person by asking questions. Ask if they have been touched by cancer – what is their story? By having the conversation, you’ll have the information you need to connect the right person with the right role. 
· Help them to understand what is at stake. 
· When you ask someone to join the committee makes sure they understand how they would be making a difference.
· What at are some ways you could briefly explain what they are helping the American Cancer Society and Relay For Life accomplish?

· Get their commitment – Make the ASK!

· Here is where are all of your work on defining the various positions on the committee is utilized. 
· Remember to make it a question, and to ask for something concrete and   specific.  
· Then be quiet let them answer and this could take some time as they process everything that you have said.  
· If they are unsure ask them is there are any questions you could answer.  
· If they say no, respect their decision but ask for their reasons.  Then repeat back to them to validate.
· If the answer is no, have a list of other asks– what are some other asks you could make of if they are not interested in being on the committee? Ask for feedback, but be sure to reinforce: 
· If nothing else make sure to invite them to the event to meet you, the other committee members, and see what’s happening.  
· Make a specific time, location – like for the opening ceremony and survivor lap or luminaria ceremony, where they can be exposed the some of the most emotional aspects of Relay.  
· If they agree, thank them and make sure they understand that you think they are valuable and you will be asking them again. 
· Follow up and follow through on your commitments to your new committee member.

· Remember what it is that brought you into Relay.  Remember what it is that makes you stay with Relay.  In order to recruit others to help us in the future, we must remember to bring it back to that emotion that connected us to the cause in the first place.  
· It isn’t about us as “the asker;” it is about the person we are trying to recruit – to help them feel connected to the American Cancer Society and Relay For Life, no matter the method of us asking.
Putting It Into Practice (20 Minutes)

· We have gone through a lot information today.  Now, let’s take the time to put that information into practice.  

Activity: 

“The Ask” Case Study (12 Minutes)
· Direct participants at each table to a script provided.  It may be best to read the case study aloud, and allow participants to refer to the text of the document as needed.
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	What should Courtney have done differently?


Debrief:

Let’s go back to our planning and process…what should Courtney have done differently? (Flipchart Responses)
Planning

Reinforce the following: 

· Courtney should have scheduled time to visit with Sarah face to face

· She should have learned more from Kristy before talking to Sarah so she could determine how Sarah fit into what the event needed. 

Process: 

· Courtney’s ask was not specific enough

· She did not share the importance of what was happening at the event or her personal reason for Relaying. 

· Courtney did not get a commitment or set a follow up before ending the conversation. 

Activity:  Scenarios (15 Minutes)

Ask: 

· What are some situations that you encounter in your role where you would need to make an effective ask? (Flip chart the answers.)
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	Scenarios




· Break the participants into groups.  Assign each group one of the scenarios listed and have them use the planning and process model to work through how they would make the ask.  Each group should come up with one specific thing they want to discuss with this group and one potential pitfall.
Debrief:

· Give 5 minutes and call back together.  Have each group share their specific discussion point and potential pitfall (Have less groups speak aloud as needed for time).
· Great job everyone!  Thank you for working thought the process to become more comfortable with making the ask.  

Review, Wrap-Up, Call to Action (5 minutes)

Say:

· So, what have we learned in these last 75 minutes?  Let’s go back to our objectives
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	Objectives: 

By the end of this session we will:

· Learn the history of ACS and how we are saving lives

· Determine how make the emotional connection
· Understand the plan and process needed for making an ask 

· Examine and put into practice the key components of “the Ask”


Activity:

· Let’s go back to the challenges we listed at the beginning of the session.  Are there any that we have not addressed?  
· As we go forward, we need to understand there will be “No’s” and that’s okay - the only way to ensure you receive no rejections is to not ask anyone.  It is critical to remember that a “no” today doesn’t mean no tomorrow, so you can always ask the person again in the future.
· Expect a “Yes” when you talk to someone. : Attitude matters, our mission to save more lives faster matters, you are doing something worthwhile so be confident and passionate about what you are doing and people will be attracted to that and want to join.  People want to join the winning team.

· Everyone does their recruitment process differently, but the bottom line is that everyone needs to make sure they are prepared, that they understand what they are looking for, what the prospective volunteer needs to hear, and they are making a clear ask for their commitment.
· Remember, we should never feel bad or apologize for wanting to save lives faster.  
American Cancer Society:

By the Numbers

Goal: Work as a group to place the correct numbers in the correct blanks.  You will use every number only once.

5100

1913

1985

4

150

27

2020

90+/-

1936

60

850

350

15

20

In the year ___________, ___________ physicians worked together to found what would become the American Cancer Society.

In that year, ___________ of people diagnosed with cancer died each year from the disease.

The Women’s Field Army was started in ___________.

Gordy Klatt began what would become Relay For Life in ___________ when he ran around a track for 24 hours and raised more than $_____K for the fight against cancer.

In 2011, there were more than ___________ Relay For Life events across the United States.  In addition, Relay For Life is held in _____ countries around the world.

In April 2011, Relay For Life reached a significant fundraising milestone when the _____ billionth dollar was raised.

Today the American Cancer Society is saving __________ more lives from cancer compared to the survival rates in 1991.  We also know that _________% of cancers are preventable through prevention (eating right, exercising, and avoiding alcohol and cigarettes) and early detection.

If we continue on this same path and continue to do what we are already doing, we could be saving ___________ more lives per day by the year ___________--all this just by treating the treatable and preventing the preventable.

But, we can do more.  By stepping up our efforts – raising more money and reaching more people with our life-saving messages, we could save an additional ___________ lives each day.  Add that to where we will already be in 2020 – it would mean that we will be saving 1000 lives per day!  And who can say no to that?
Your Influence Inventory
The people YOU meet each and every day may be your best resource for Relay For Life volunteers, teams and donors. Always be ready to ask! 
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	Sectors of Your Sphere of Influence
	Who You Are Going To Call?
	What are you going to ask of them?
	When are you going to call?

	Retail & Services
	
	
	

	Community Support Groups
	
	
	

	Health Care Community
	
	
	

	Faith Based Organizations
	
	
	

	Social Clubs or Organizations
	
	
	

	Family, Friends, Co-Workers, & Neighbors
	
	
	

	Alumni & Young Professional Groups
	
	
	

	Schools, Colleges, Universities, & Youth Organizations
	
	
	


The Ask: The Plan and The Process

(For a Committee Member)
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The Ask: Case Study
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	Kristy

American Cancer Society Staff
	Sarah

Friend of Kristy’s

Helped out at RFL last year
	Courtney

Chair of the Community Relay For Life event


The Ask

Set up: Sarah’s friend Kristy is an American Cancer Society staff. Sarah helped out for two hours at the Relay last year as a “day of” volunteer. Courtney is the Event Chair for this year’s Relay For Life and has never met Sarah – but has heard she would be perfect to help out on the committee. Sarah has not been personally affected by cancer but knows people who have.  Sarah’s cell phone rings on a very busy day. Sarah answers… After a brief hello and introduction, the following conversation takes place…
· Courtney: The reason I’m calling is because I’m in charge of this year’s Relay For Life event. Kristy – well, actually, a lot of people -- have said that you would be a great addition to our event committee. So I am wondering if you would like to join the committee?
· Sarah: Thanks for asking, Courtney. I have great respect for the work you guys do and I’d love to help out. I’m just not sure if my work schedule will allow me to be as much a part of the committee as I would like. And, I’m not certain that I’d be that great at fundraising part because I’m kind of new in town. When are the meetings?
· Courtney: The meetings are once a month. They’ve been at noon, but we can totally be flexible with your schedule. And don’t worry about fundraising; you could do something like activities. Even then, you would pretty much only have to be there like the day of the event. .
· Sarah: Hmmmm…  And when is the event? I really do want to get involved in the community. Can I think about it and talk with Kristy about this – and then call you back? I just want to be sure that I can keep whatever commitment I make.
· Courtney: Of course. Yeah. Just give me a call back. The event date is April 21.
· Sarah: OK. Great. Thanks, again, for asking Courtney. I’ll be in touch.
The Case Study: Table Talk

Choose a scribe and someone who will report back to the larger group. Working as a table group, consider the questions below.

Let’s go back to our planning and process…what should Courtney have done differently? 

Planning:

Process: 

Alumni & Young Professionals


Groups





Schools,


Colleges, Universities, Youth Orgs





Health-Care Community





Faith Based Organizations





Friends, 


Family,


Co-Workers & Neighbors





Retail and Services 





Community Support Groups





Social Clubs or Organizations





Clarify your need and the skills and traits you are looking for


Collaborate with others to identify volunteers and decide who to ask


Set up a face to face conversation


Get the commitment: make the ask! (Plan to practice, practice, practice before you have the real conversation!) 











Start with a greeting, then make a transition


Make a connection


Share what is at stake


Get the commitment: make the ask!


If the answer is no, have a list of other asks 
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