

                  Best Practices for Non-Profits

  Your Keys to Success 
Best Practices or Benchmarks are tried and true practices for running a successful campaign. By including them in your campaign plan, you can ensure that it grows.
These tips have been adapted specifically for non-profit organizations.

1)
Get familiar with your United Way campaign.
 
· Familiarize yourself with the United Way and your organization’s campaign.

· Call us with any questions – we will help you manage every step of your campaign. 

· We will provide you with a five-year giving history, help you identify strengths and update you on 
United Way’s impact in the community. 


2) 
Executive Director Endorsement and Support - Secure support from the top.

· Be sure to meet with your Executive Director to set campaign goals and objectives.
· Ask your Executive Director to publicly endorse the campaign in communications to employees – emails, voice mails (global voice message) and letters of support (attached to pledge forms), set the tone for the campaign, and let employees know that the organization is committed to the well-being of our community. 

· Keep your ED visible and involved throughout the campaign especially at the kickoff meeting.
· Ask your ED to support a Leadership Giving campaign and to lead by example with a gift of $1,000.
· Help establish a budget for campaign activities and incentives (some organizations use vending machine profits to fund campaign activities).

3)
Build A Strong Campaign Team: Steering Committee and Campaign Plan

· If possible, recruit a committee of co-workers from different departments to help you run the campaign. (Payroll, Management, Marketing & Communications, HR, Labor)  
· Consult with past coordinators to learn from their experience and ask them to serve on the committee. 

· Develop a timeline that includes opportunities to educate co-workers about how their gift helps others in our community.

· Set a kick-off date and a campaign end date. 
· Report progress toward goals and plan follow up with those who have not submitted their pledges.
· Know Your History:  look at trends for average gifts, percent participation, and leadership giving. What are your strengths and what can be improved. Please refer to your Five-Year Company Campaign History.
· Strategies for Growth:  Consider campaign activities that help people connect across departments.
              Remember, the #1 reason employees do not give is because they are not asked!
· Strive for 100% ASK  (all employees, all levels )
· Use incentives to increase participation and average gift
· Make a special appeal to new hires and retirees
· Use Special Events to raise additional dollars

· Instill friendly competition between worksites or departments

· Personalize pledge forms
· Use agency speakers and bus tours to educate employees
4)
Set Goals and Track Results

· Review historical campaign data and consider current business trends.
· Set goals (employee giving and special events) and use thermometers in lobbies and other public areas to track progress. These are available online at www.unitedwayinc.org under Campaign Toolkit.
· Provide updates to employees regularly to build enthusiasm and excitement. 
5)
Education and Awareness (group meetings, agency speakers)

· Educate employees about the importance of giving through the United Way Community Campaign – the Community Campaign supports a variety of agencies that work with you to complement your efforts in the community – no one agency can meet everyone’s needs.
· If possible, schedule a campaign kick-off meeting – it can take as little as 20 minutes:

· Have your ED welcome staff

· Invite your United Way representative to speak
· Show the Campaign Video

· Ask a colleague to share a personal story

· Announce your goals and campaign calendar
· Pass out pledge forms and brochures!

· If you can’t show the Community Campaign video at a group meeting, you can play it in a break room or cafeteria or send a link to all employees via email.  

· Arrange for a speaker from another non-profit agency to address employees at a regularly scheduled meeting to share how the Community Campaign benefits their efforts.

· Solicit testimonials from fellow employees who have been touched by United Way, CHC and their partner agencies.
· Publicize the campaign through your agency’s intranet and newsletters – use success stories and “what your dollar buys” information.

· Display UW posters and tent cards prominently.
6)
Incentives to Pledge – Encourage and motivates employees to give

· You can also raise awareness and additional dollars through special events and incentives.
· Incentives are useful in helping motivate employees to return their pledge card early, pledge for the first time, or increase their gift amount.  (Visit www.unitedwayinc.org  & Campaign Toolkit for ideas).

· Have drawings for paid time off or premium parking.
· See the Incentives and Special Events flier for additional ideas.
· REMEMBER:  IF YOU HAVE FOOD, THEY WILL COME – breakfast food at a morning meeting or cookies in the afternoon will ensure that your meetings are standing room only!
7) 
Thank you!   Thank You!   Thank You!

· Always show your appreciation. Thank everyone who played a role in your campaign’s success – your co-workers, steering committee members, contributors and senior leadership.

· Ask the Executive Director to send a thank you note to all who participated.

· Report and celebrate your final results by holding a “thank you” event for employees, such as a luncheon, ice cream social or picnic. 
· Attend our Victory Celebration in November.
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