
  



 

 

 

First Round Draft Picks (New Team Recruitment) 
 

New Team Recruitment Playbook: 

Selecting First Round Draft Picks 
 

This playbook is designed to help American Cancer Relay For Life staff members and volunteers recruit new teams to join our events. 

 

The Objective  

 Recruit new teams. 

 Increase the number of people participating in Relay For Life and fundraising for the American Cancer Society. 

 

The Rationale 

 Recruiting new teams, participants, survivors, and caregivers is essential to the growth and success of every Relay For Life event.   

 The number of survivors participating in Relay has trended down for several years.   

 Our research shows that teams with survivors on them raise $1,800 more than teams without survivors. 

 

The Action 

 Nationwide, all events should use the supporting resources and activities included in this playbook to build or enhance current 

recruitment efforts.   

 

  



 

 

New Recruitment Strategy 
1. Recruit a Team Recruitment Chair and Sub-Committee  

The team recruitment sub-committee should have one member for every five new teams you are hoping to recruit. 

  

2. Build a Team Recruitment Plan 

 Step 1:  Analyze your current involvement:   
o Where are your teams coming from? 
o What areas of the community are you missing? 
o Do you have teams from schools, faith-based organizations, hospitals, civic groups, businesses, etc.? Where is there potential for 

new teams? 
o Have you approached all your sponsors about forming teams? 
o Who should be involved in Relay that currently isn’t? 

 

Step 2:  Create a team recruitment prospect list and track it in the Relay For Life Planning Tool. 

 

Step 3:  Assign a volunteer to make the initial approach, schedule a visit for the team recruitment chair, or make a cold call. Ideally, a 

volunteer who has an existing relationship with the potential team should be assigned to make the initial contact/approach. Prioritize 

recruitment efforts. Start with places that have shown interest in Relay For Life and volunteers who have personal relationships. Then, reach 

out to volunteers who have a lead of some sort, and then finally resort to cold calls. Incorporate community presentations and recruitment 

blitzing into your recruitment plan. 

 

Step 4:  Set a date to follow up and get results of your recruitment efforts. 

 

Step 5:  Determine next steps and close the deal! 

 

 
 
 
 
 



 

 

Resources 
Team Recruitment Call/Meeting/Visit Script 
Talking with someone new to Relay For Life about getting involved with the event can sometimes be intimidating, and it is definitely an art to be 
mastered. Follow these speaking points to make your interaction as concise, yet impactful, as possible.   
 
Use these notes to think about what you are going to say prior to making the contact. The ask should come from the heart and be sincere, and 
it should be clear to the potential team member why they should participate and how their involvement will make an impact. You cannot get 
that from a script alone. Personalizing your pitch is key.   
 
PITCHING RELAY:  What to do 
 
Begin by finding the right person to talk to. 

 Introduce yourself: “Hi! My name is Kristen, and I’m with the American Cancer Society Relay For Life here in Community Name.” 
 

 Then find out to whom you need to speak: “I’d like to speak with someone about getting your company involved with our event to help 
save lives from cancer. Do you know who usually handles your community involvement?” 

 
Then introduce Relay. 

 Keep it short and sweet, but keep in mind that this person may or may not have even heard of Relay For Life and they may know little 
about what the American Cancer Society does. 
 

 Find out if they’re familiar with the event:   
“Hi! My name is Kristen, and I’m a volunteer with the American Cancer Society Relay For Life of Community Name. Are you familiar with 
Relay For Life?” 
 

 Option 1: If your contact says they are familiar with the event, then you can skip the “Relay Elevator Speech,” which explains Relay in 
general, and move on to more specific details about the local event and the impact it will have. Tell your contact when the event is 
scheduled to take place, what time, and where. Then highlight any unique aspects of your event (i.e. headlining entertainers or your 
“Kids’ Zone,” etc.). Be sure to remind the person you are talking to about the impact they can make in the fight to end cancer by joining 
Relay. 
 

 Option 2:  If your contact says they are not familiar with the event, then you’ll have to start at the beginning – it’s time to whip out the 
“Relay Elevator Speech.” See the next section of this document for more details about the Elevator Speech. Once you’ve explained Relay 



 

 

in general, then move on to more specific details about your local event as outlined in “Option 1” above. Make it clear that Relay is an 
American Cancer Society event that helps save lives from cancer. 

 
Continue the discussion – tailor your pitch. 

 Once you’ve explained more about your local Relay For Life event and how involvement helps the American Cancer Society save lives, 
explain how the company/organization can be involved (e.g. as a team or sponsor, by providing committee members to help coordinate 
the Relay, by helping recruit survivors within the company, by being an in-kind donor, etc.). 

 Tailor your discussion based on what you want from the company/organization AND based on what the company/organization seems 
interested in doing. 
 

Probe for information.   

 “There are several different ways for your company to be involved in our Relay event. We would love to have you form a Relay team to 
raise money for the event or have your company become a corporate sponsor of the event. But we’re also looking for volunteers to help 
coordinate Relay, as well. Do any of these options sound like something you’d be interested in learning more about? 

 You can then feel your way through the conversation and talk more about involvement opportunities the company/organization is 
interested in.   

 
Wrap it up. 

 Although it is great to get a “YES!” during your first visit with a company or organization, it doesn’t always happen. Remember that 
success doesn’t just hinge on getting a YES. Simply getting a foot in the door with the company is progress. 
 

 After explaining more about involvement opportunities, be sure to leave information with your contact so they can review it at their 
own pace after you’re gone. Include your contact information, an invitation to an upcoming informational kickoff or team meeting, and 
be sure they have information on how their involvement can help the American Cancer Society make an impact and finish the fight. 
 

 Be sure to say thank you and discuss follow-up opportunities:   
“Thank you so much for taking the time to talk with me today about Relay. There is no other event like it and we hope you’ll get involved 
in some way this year. It is an incredible way to connect with and reach consumers in our community while inspiring and energizing your 
employees/members. I’ve left several pieces of information with you so you can look it over at your convenience, and my contact info is in 
there, too. Please call me if you have any questions. 
 
“Our next Relay gathering is coming up on October 4th – it’s a kickoff event, and you can learn more about Relay, how it works, who’s 
involved, how you can be involved, and much more. We would love to have you as our guest, and if you cannot attend, will you share the 
info with someone else in your company? We’d love to have you join us. 



 

 

 
“I’ll plan to follow up with you next week, if that’s okay, just to see if you have any questions or if you’ve got anyone in mind to help take 
on this project. Thank you again!” 
 

 If the opportunity arises, it would be a good idea to try to set up a presentation with the company’s employees at some point. This is a 
great second step, too, in addition to having your contact attend the kickoff or next team meeting. 

 
Pitching Relay: What not to do: 

 First, introduce yourself. Don’t launch into a Relay For Life pitch without finding out first who to speak to. Unfortunately, you may waste 
your breath schmoozing the secretary since he/she is most likely not the company decision-maker. 
 

 Don’t launch into a Relay For Life pitch without finding out whether the person you’re talking to has ever heard of Relay and/or how much 
they know about the American Cancer Society. Try to refrain from just using the term “Relay,” and make sure you always connect our event 
with the American Cancer Society brand. Although “Relay” is a household event name for current staff and volunteers, it typically means 
“running a track with a baton” to the rest of the world. And that doesn’t sound very enticing! Pull out all the stops and use the full, more 
professional name, “American Cancer Society Relay For Life.” 

 

 Don’t forget to bring information with you to leave behind – including your contact info. 
 

 Don’t forget to keep it short and sweet. Be compelling, yet concise. Be mindful of the fact that most people only have a few minutes to talk 
about Relay with you during a call or drop-in visit, so be focused while explaining the event (the complexities of Relay are far too numerous 
to cover in one sitting) and be sure to invite the company or organization to get involved. Put an emphasis on how participating in Relay can 
benefit the company, not just how it can benefit the American Cancer Society. Then, take your leave with a promise to follow up or – even 
better – set up a time to make a more thorough presentation at a later date. 

 

The “Relay For Life Elevator Speech” 
An elevator speech is a memorable 60-second statement that succinctly introduces Relay For Life to a potential team captain, sponsor, or 
volunteer. An elevator speech should provide only the most compelling and important message points to describe what Relay is, how it helps 
save lives and why this is the most meaningful event someone interested in fighting cancer could/should participate in. 
 
Tips for a successful elevator speech: 

 Be brief! Keep your message to one minute or less. 
 



 

 

 Be consumer-friendly! The intricacies of Relay For Life are not important when talking to someone brand new to the concept of the event.  
Paint a broad picture of the event to get them hooked. Focus on the inspiration and impact and uniqueness of Relay. They’ll have more time 
later to get into the nitty gritty details. 
 

 Be compelling! Relay is the only event of its kind. It is high energy and moving. Share the excitement through your tone and your words. 
 

 Include your own personal story, when possible. When possible, explain why you’re involved with Relay and/or share an impactful personal 
story of a survivor or volunteer that sheds light on the power of Relay. It lends an additional amount of passion to an otherwise standard 
pitch. 

 
Sample Elevator Speech: 
The American Cancer Society’s Relay For Life is the world’s largest movement to end cancer. If you’re looking to make the greatest impact to 
save lives from cancer, this is the most powerful event you will ever participate in. Relay is an inspiring, one-of-a-kind experience that unites 
people in nearly every community to finish the fight against every kind of cancer. Money and awareness raised from Relay For Life help the 
American Cancer Society save lives by funding ground breaking research to discover cancer’s causes and cures and help people facing cancer 
today with free programs and services.  
 
We have a Relay For Life event here in [city/community] that takes place every [month] at [location].  
 
Although it sounds like a running event, Relay For Life is actually a walk, and anyone can participate. People form teams and raise money 
together leading up to the event. Then, everyone comes together for a night of fun that celebrates cancer survivors, remembers loved ones lost 
to cancer, and unites us in our commitment to fight back against the disease. Relay is traditionally an overnight event that is symbolic of the fact 
that cancer never rests, so neither do we. There is food, activities, and entertainment to keep participants going the entire time!  
 
That’s Relay in a nutshell! We’re always looking for people like you to get involved. Can we count on you this year to join us to help finish the 
fight?  
 

Team Recruitment Blitz Guide 
Utilizing a Team Recruitment Blitz is one of the best ways you can reach out to a lot of potential teams in just one day. A blitz focuses everyone’s 
time on a specific effort around a short, defined period of time. Follow this step-by-step guide to planning and implementing your blitz, and 
you’re on your way to team recruitment success! 

 
 
 



 

 

STEP-BY-STEP PLANNING GUIDE 
 
Step 1: Put Together a Blitz Team 
 
Things to consider: 

 Everyone involved with planning your Relay can be involved on the blitz team to help with a Team Recruitment Blitz – whether they’re a 
part of the Team Development committee or not. 
 

 The following people should be included on your blitz team: Event Planning Committee members, Team Development Committee 
members, current Team Captains, your staff partner, and survivors who might want to get more involved with Relay For Life. 
 

 Divide all of the people on your blitz team into smaller groups of 2 to 3 people who will then work together on the day of the blitz. 
 
Step 2: Choose a Blitz Date 
 
Things to consider: 

 It is best to hold your team recruitment blitz in conjunction with a major Relay event – like a Kickoff, rally, or a new team meeting. 
 

 Work with your blitz team to find a date that works best for everyone. 
 
Step 3: Set a Blitz Goal 
 
Things to consider: 

 Your blitz goal might include the number of potential new teams you hope to contact during the blitz or it might include the number of 
new teams you actually recruit during the blitz. 
 

 Having a clear goal gives your blitz team direction and it gives you a way to measure the effectiveness of the blitz. Your goal should be 
challenging, yet achievable. 

 
Step 4:  Create a Blitz Plan 
 
Things to consider: 



 

 

 Prior to the blitz, host a team recruitment brainstorm with the Event Planning Committee and/or the Team Development Committee to 
come up with a “hit list” of potential new Relay teams. This should be in addition to your team recruitment prospect list/team 
recruitment plan. 
 

 Use this “prospect list” to create your blitz list – a list of all of the potential new teams, along with contact names, contact info, and 
where to visit the contact person while blitzing (place of business, usually). 
 

 Divide this list up among your blitz team small groups. Dividing the list geographically usually works best for the sake of time (and saving 
money on gas).  

 
Step 5: Train the Blitz Team 
 
Things to consider: 

 Training can take place at an Event Committee meeting or right before you begin the blitz. Make sure everyone understands how to talk 
about what Relay is and how it helps the American Cancer Society save lives from cancer. Practice elevator speeches and how each team 
member will personalize their message. 
 

 Often, blitz teams meet 30 minutes before the blitz begins to review all the materials and information they’ll be distributing, as well as 
“cold call” etiquette. 

 
Step 6:  Create a blitz kit for each small group on your blitz team 
 
Create a folder with supporting materials to provide to everyone on your blitz team. Materials to include in the folder are: 

 A list of places the group will be visiting, along with an address for each stop, a contact name, a phone number, and any notes about the 
visit (i.e. if someone connected with the potential team recommended that you stop by) 
 

 A clipboard and pens  
 

 Name tags for the blitz group members 
 

 Relay event fact sheet or brochure with Event Chair/staff contact info on it (you could also include the Relay infographic that visually 
shows how contributions make a difference) 
 

 Team recruitment flyers 



 

 

 

 Sponsorship packets 
 

 Relay posters (if available) 
 

 Volunteer and/or staff business cards 
 

 A leave-behind and a call to action – an invitation to an upcoming kickoff or new team meeting or Team Captain meeting 
 

 National Corporate Team Partner (NCTP) fact sheets (These are needed only if the group is stopping by to talk to one of the NCTP 
corporations; then print off that particular NCTP group’s fact sheet. Ask staff for more information.) 

 
Step 7: Create “friendly competition” among blitz team members (optional) 
 
Things to consider: 

 Sometimes a little “friendly competition” motivates blitz team members to go the extra mile. And it can infuse your blitz with fun, too! 
 

 Consider a competition to see who can make the most visits during the day or who can recruit the most new teams to attend the 
upcoming kickoff/team meeting. Take a look at the goals you hope to accomplish on the blitz and plan your competition accordingly. 

 
Step 8: Follow Up 
 
Things to consider: 

 A blitz is a fantastic team recruitment tool, but only if the Team Development Committee follows up on the contacts made during the 
blitz. 
 

 After the blitz, the blitz coordinator should compile all of the information from the Blitz Tracking Sheets into one spreadsheet of 
information (to then be shared with the Event Chairs, the Team Development Committee, and the staff). Then he/she should delegate 
the follow-up contacts, either to the Team Recruitment Chair or to other people who have agreed or volunteered to follow up with 
specific contacts. 
 

 Initial follow-up must occur in a timely manner, typically within one week following the blitz. Continuous follow-up should occur 
throughout the rest of Relay season until the potential new team says “No” or until they register to participate! 
 



 

 

 Usually, follow-up after a blitz will include a thank-you for talking with you, an invitation to the kickoff or next team meeting, and/or an 
offer to present Relay at a staff meeting or other employee meeting. 

 
THINGS TO REMEMBER 

 Be organized – make the most of your blitz day by planning out visits and grouping visits by location in the community. 
 

 Wear the Relay For Life logo when you blitz so you are professionally branded. 
 

 Talking with new potential Relayers is an art! Feel free to utilize the “Team Recruitment Script” to guide you in your Relay “pitch.” 
 

 Always leave a “call to action” – an invitation to do something, like attend an upcoming meeting, a kickoff, or a Relay Rally. 
 

 When you visit a potential team, don’t leave without getting a follow-up contact name and email or phone number. If possible, agree on 
a follow-up time with the contact so they know when they can expect to hear from you with more information. 

 
 

 
 

 
   


