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« Improved retention



solicitation of
S



Which stakeholders? -

* Existing volunteers



How can a volunteer become a recruiter? -







___________

The 5-step process

Step 1 Step 2 Step 3 Step 4 Step 5

0
Brainstorm
| PROSPECT
/ CATEGORIES

Determine Document Identify & Develop
CONTACT BENEFITS & Combat SOLICITATION

STRATEGIES KEY MESSAGES OBJECTIONS SCRIPTS
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Who is this information for? -




Step 1: Brainstorm Prospect Categories
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* People like you!



Why are peers good prospects? -

» Busy people get things d



Step 2: Determine Contact Strategies
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Where will you find these prospects?

Target Audience Location(s)
Friends Social gatherings, public places
Family members Family gatherings, home
Coworkers Work

Business/professional associates Professional meetings, office

Members of groups Group functions

People like you Anywhere YOU go!
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How will you reach these prospects?

 Whatever works best for the CT |
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Step 3: Document Benefits & Key Messages

ps to Effective Peer Recruitment = 2017 Colorado Conference on Volunteerism = Leslie Franklin




What are you selling here?
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What’s the elevator pitch?

30 seconds or less



How do you convert the pitch to sound bytes? -

 Focus on results



Step 4: |Identify & Combat Objections

ps to Effective Peer Recruitment = 2017 Colorado Conference on Volunteerism = Leslie Franklin




one at a time.



Turn a negative into a positive

P o]dmlf.feels'
//

////// it’s so important to ME.
ow much good you can do.
aga1n7 The need will still be there.



Step 5: Develop Solicitation Scripts
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The purpose of a script

 Maintain focus



////////

Different channels require different tactics

Target Audience Suggested Tactics
Email Quick hello/update, mostly short paragraphs
Mail Letter of any length, photo
Social Media Brief appeal, photo

In Person Elevator pitch, business card with contact info
Phone (live) Quick hello, bite-sized bits of info
Phone (message) Quick hello, “Call me!” teaser
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Key solicitation elements

ONal, the better)

 Specific request



Script do’s and don’ts




Step 6: Assemble Recruiters & Implement
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There’s a Step 67 31

WHAT?
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Assemble your team -

* Provide encouragement



Provide lots of information




Provide how-to tips




y
Pulling it all together -

ns and hands-on tools

1111C

nding, and intent



15 How-tos

1 Logo
2 Introduction, goals

3 Who to approach

4 What to do

5 How to do it

6 Important message
/ Page turner
8

Closing the “sale”

WHO TO APPROACH

MEMBER RECRUITMENT

TIPS & TRICKS

°
Allla EOf'th_e

American Dent ssociation

ental nmunity

Recruiting new members to the Alliance can be easy if you set your mind to it and take advantage of available resources.
icks have been assembled to get you started and give you confidence for the task ahead.

o “sell” what you are passionate about. Your past Alliance involvement makes you well-qualified to
introduce s to this organization and enlist their help to reach a common goal. In fact, because peer-to-peer outreach
is often t ffective way to recruit new members, YOU may be the very best Alliance ambassador!

This information is based on industry best practices for membership organizations, as well as proven tactics from Alliance

groups around the country. While there is no “magic recipe” tha
pointers will help make recruiting a pleasant, comfortable, and g

Meml.

s for everyone or in every community, these
ul experience for you.

4 enable

the Alliance to function,

to sustain programs,
and to support activities.

o Contact people you know well ALL types of members are

, and colleagues will likely respond to you
re likely to say yes when you ask.
‘mer members
in a lost connection than build a brand new
bers may simply have forgotten to renew
” them a second chance now. And let them

know how much they've been missed!
Consider everyone a prospect
Since AADA membership categories expanded, Alliance
membership is open to ANYONE who wants to support the
dental profession. The sky’s the limit!
Look for people like yourself
Attend functions where people like you will be present. Then
create and take advantage of a chance to recruit.
Be open to all types of members
You need people who DO and people who PAY. Not everyone
wants to be active, let alone a leader.
Don’t overlook the obvious
Is YOUR spouse, child, sibling, or best friend an Alliance
Contributing member? What about contacts in other states?
Your first recruiting success could be right there!

WHAT TO DO

o Make your pitch in person whenever possible
A live or phone conversation conveys your passion and allows
for Q&A. Also, it can be tougher to say no to you directly!
if you don’t connect
pose and promise to call back. Then do.
email
st and send more info if asked. Send a PDF
ip Application for easy follow-up.
Send reminders
Despite interest and enthusiasm, a willing prospect may not

follow up right away. It's common to forget, get interrupted, or

be distracted by other priorities. Those who truly want to join
will appreciate your repeated attempts. Persistence pays off!

needed and valued!

HOWTO DO IT

Be brief

Everyone is bu: o the point quickly.

Call when it's nt

A good time fo uld be good for a prospect too—during

lunch, after dini hile doing desk work.

Include a pers: ent

ou saw each other, mutual friends or

family, or a shared interest to establish rapport.

Ask for something limited, not a long-term commitment

A prospect is more inclined to do a specific task than to accept

an open-ended obligation. Even someone who says no initially

may say yes to a small request with limited scope —like “Come

to our next event” or “Let me tell you what | learned at

Conference.”

Share your own experience

Your passion and enthusiasm can be contagious! Stories

about the Alliance members you have met may inspire

someone else. Also explain how membership has affected you—

and your spouse/practice—personally.

Say what you love best

Personal satisfactiga is a strong motivator. What makes the
Alliance great
to you could
be valued by
others too.

Alliance of the American Dental Association » 211 E. Chicago Ave. #730, Chicago IL 60611 e 312-440-2865 » www.AllianceADA.org
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15 How-tos

9 Permission
10 How-to reminder

11 Key benefits

12 Sample script

13 Customizable content

14 Overcoming objections

15 How to get help

PUTTING WO” . ‘N YOUR MOUTH

KEY MEMBER BENEFITS

What appeals to each member prospect will be
different, but these benefits underscore the
Alliance goals of support,

the Alliance too—youl ii be infectious!
o Su rt your dentil work i at home

Gain insights to bo it erations, marketing, staff management, or finance.
Learn how to create well-being and work-life balance. Alliance resources
prepare you to offer many types of hands-on and behind-the-scenes support.
Expe nce car orking, and a chance to pay it forward
There is always a fellow Alliance member who has been there before you, willing to
offer advice or living proof you'll make it too. Gain a new perspective while you gain
friends and professional contacts; there’s comfort in shared experiences and shared
goals, and you can share your own wisdom to help others as well.
Expand dental hea ucation and se n your community
Share your knowledge, expertise, commitment, and compassion through activities
and programs that address your community’s needs. Outreach in any form is good for
business and good for your neighbors too.
S up for dentistry and related causes
Decisions by lawmakers affect small business as well as consumers. Add your voice to
the causes of dentistry—fluoridation, preventive sealants, HIPAA regulations,
licensing standards, and more. The Alliance advocates alongside the ADA as a unified

RESPONDING TO OBJECTIONS

There are lots of reasons someone may say no when you first pitch Alliance membership.
Here are common objections and how you might respond if you're comfortable doing
o | already belong to, i dental organization

Then you know ing dentistry. The Alliance is the only organization
for EVERYONE who try—regardless of age, occupation, rank, or title.
| support my own
As you should! Sin ted interest in the success {and financial trajectory)
of your partner’s career as a dentist, it’s important you support BOTH professional
communities. The Alliance gives you an easy, no-obligation way to do just that.
I’m not married to a dentist
Today the Alliance includes more than dental spouses—children/siblings of dentists,
hygienists and other allied staff, family friends, corporate sponsors, dental school
faculty, association staff, and even dentists themselves... anyone who wants to build
and protect the future of dentistry.
The Alliance is just a group for “ladies who lunch”
Alliance members are ACTIVISTS—meeting with lawmakers and following proposed
legislation, conducting service projects, educating children and seniors on good oral
hygiene, mentoring the next generation of dental families. Many members also work in
private practices or community clinics.
The Alliance is outdated
Then you haven't seen the Alliance lately! Current programs include bilingual education
for new mothers, goodie bags of personal care essentials for people in need, and
grants that support dental health education. Alliance members are active, involved,
and visible in large numbers, both locally and nationally.
There isn’t a local Alliance in my state
You simply join the national organization as a Member at Large (MAL), yet have access
to all the resources and programming available to ALL Alliance members. And if at any
time you want to help establish a local group, the Alliance will welcome your help!
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SAMPLE EMAIL SCRIPT

Hi .
[Insert personal comment/introduction]

I'm writing today to invite you to join me in
something I’'m passionate about, which
gives m

lam

[Americ:

which a

dental p|

healthier communities all over the country.
| first joined the Alliance in year, and I've
gained so much in the [many] years since.

Nationwide, there are more than 2,500
Alliance members! We interact with
lawmakers and lobby for dental causes,
provide community service, educate kids
and seniors, fund grant requests for dental
health education, and mentor young dental
professionals. F st can join
us...and get || d as'ittli as much as
you want.

If you're like me 50 is pend while
shopping or dini . there's
often little to show for it. But your $50
investment in Alliance membership will
help connect YOU with others who care
about a better future for oral health, and
also help US grow stronger and do even
more. It will give you and me one more
thing in common, too.

It's quick and easy to join: Just visit the
Alliance website and click “Join” at the top
of the page; you'll create an account and
pay your first dues online. Or you can use
the attached membership application and
send your info by mail or fax. | hope you
will join me as a proud Alliance member;
together, we can really make a difference!

Thanks for your consideration,
[Signature]

NEED M( RE HE' 7?

For more recruitment ideas, support

or encouragement, or to share your
Alliance success stories, contact:
Leslie Franklin

snowgumbo@gmail.com
303-725-1363
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Your role as cheerleader




i
Thank you! -



mailto:LFranklin@MetroVolunteers.org
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