











Ideas to Increase Average Contribution,
Participation and Leadership Giving

Listed below are Best Practices from organizations with successful United Way campaigns. We know your organization has
ideas and Best Practices to share. Please submit them to your United Way representative for inclusion in future materials.

Increase Average Contribution
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To increase average gifts to United Way, Bashas’ Family of Stores distributed enough campaign supplies for every
Bashas’ member across the state. This took some coordination with all of the local United Way offices, but every one
of the grocer’s more than 13,000 members received a form and a brochure from a knowledgeable Store Champion.
Each Store Champion met with a United Way Loaned Executive to review campaign messaging and discuss the best
use of campaign collateral and incentives. The family-owned company even created its own “Why Give $5” campaign,
encouraging members to donate $5 or more to the United Way each week.

Increase Participation
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USAA has a strong United Way culture nationally and it shows with their incredibly high employee participation of 97.5
percent. Employees and retirees feel connected to the local community and participate in community activities every
month of the year. Employees and retirees continue their participation at campaign time. The total amount raised in
their 2008 United Way campaign included employee and retiree pledges as well as matching funds from The USAA
Foundation. USAA is a true community role model.

Increase Leadership Giving
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Vanguard’s decision to implement leadership giving into every employee ask meeting proved to be a huge success.
Their campaign grew over 25 percent with a significant increase in leadership giving. Every year Vanguard holds a “Key
Donor” thank you event, hosted by their Senior VP who flies out from Pennsylvania, to specifically thank all leadership
donors. In addition to the event, this is the first year all leadership donors received a polo shirt for their contribu-
tion to the campaign. At Vanguard, leadership giving begins with the Francis Family Step-Up Program, and every year
Vanguard utilizes this program to its fullest potential. This past year, they had 19 Francis Family Step Up participants.
Vanguard and its employees continue to raise the bar in terms of community commitment and involvement year over
year, and we are truly grateful for this wonderful partnership.
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Valley of the Sun United Way Sample Campaign Timeline

One to three months preceding the campaign

O CEO or local senior leadership recruits a volunteer employee to chair the general campaign and the Leadership Giving
campaign.

e CEO agrees to 30 minutes of “face time” throughout the campaign.

Campaign chair attends an Employee Campaign Manager Training session.

The campaign chair works with the CEO to recruit a campaign committee made up of representatives from each major
department.

Work with the CEO and your United Way representative to establish a campaign goal and campaign strategies.

The CEO sends a letter or email to all employees announcing the campaign and discussing his/her personal support
of United Way.
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One week to one month preceding the campaign
O The Leadership Giving chair organizes a Leadership Giving presentation for managers, directors and other potential
Leadership Givers.
e This can be a special breakfast, lunch or a presentation at a managers/directors meeting.
e Speaking at the Leadership Giving presentation is a great time for the CEO to “spend” some of his/her 30 minutes
of “face time.”
e This is also a great opportunity to utilize a United Way speaker and marketing materials.
O The campaign committee organizes a team leader training session.
e United Way can help to schedule this at one of our Partner Agency locations.

One to two weeks preceding the campaign
O Campaign committee members and team leaders work with United Way to schedule “Ask” meetings.
O The campaign committee sends out a reminder email outlining the goal and campaign activities.
O A “fun-raiser” or kick-off event is held to promote the campaign.
e This is another opportunity for the CEO to “spend” some of his/her “face time” by speaking at the kick-off event.

The campaign is here - typical campaigns last two to three weeks

O United Way presentations are held and employees are asked to complete pledge forms and make a contribution to
Valley of the Sun United Way’s Community Fund.

O During this time the campaign chair communicates on the status of the campaign to their United Way representative
including updates on dollars raised.

Campaign close out
O Campaign “sweep up” techniques are used and if necessary, a “continuous giving” letter is sent to last year’s donors
who have yet to pledge for the current year.

O Special event fundraisers (e.g. Bake Sale) are held to generate additional campaign pledges.

O Final reports are sent to United Way. Schedule a time for your United Way representative to pick up report envelopes.

O When your United Way representative picks up the envelope be sure to fill out the receipt portion on the back of the report
envelope. All receipts must be filled out.

O A letter or email is sent from the CEO thanking employees for their participation.

O CEO speaks at a campaign thank you event.

Year round

O Stories from United Way’s e-newsletter and website are included in organization newsletters, publications and intranets.

O A United Way speaker is invited to an all employee meeting to thank the employees for their contribution and
provide information on United Way activities and success stories.

O Encourage employees to join GENERATION UNITED, a program for young professionals who come together in support
of Valley of the Sun United Way.
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