
2016 CAMPAIGN  
CHAMPIONS MANUAL 

HEALTH & 

HUMAN SERVICE 

NEEDS 

EMERGENCY & 

BASIC NEEDS 

SENIOR 

SERVICES  

YOUTH 

SERVICES 



2 

BECOME AN INFORMED CHAMPION 
 

GET HELP 
 
IT’S ALL MATERIAL: THE ESSENTIAL CAMPAIGN SUPPLIES 
 
HOW ARE YOU GOING TO MAKE THE “ASK?”   
 
BEST PRACTICES   
 
SETTING AND ACHIEVING GOALS 
 
DON’T FORGET TO SAY THANKS  
 
COMMUNICATING RESULTS 
 
 
 

#1 

#2 

#3 

#4 

#5 

#6 

#7 

#8 

THE EIGHT EASY STEPS TO A SUCCESSFUL 
CAMPAIGN. 

#1 BECOME AN INFORMED CHAMPION 
         KNOW YOUR UNITED WAY   

You can’t champion a cause you don’t know anything about.   The more you know about United Way, the more 

impassioned you will become and the more credible you will be with co-workers.  Some fast facts: 

 

MISSION STATEMENT 
To bring neighbors and resources together to improve lives. 
 
WHO WE ARE 
The United Way of Union County has been a valued community partner since it was founded in 1958.  It is a local organization guided by 
neighbors you know, volunteers who live and work right down the street.   
 
United Way of Union County is an independent and autonomous organization, a member of United Way Worldwide, NOT a chapter.  This 
is important.  It means we can tailor our organization to reflect the values and meet the specific needs of Union County.  We are governed 
by an active and responsible governing body whose members serve three-year terms, have no material conflict of interest, and serve 
without compensation. 



IT STARTS AT THE TOP 

Participation of upper management is essential 

for a successful campaign.  We already have their 

support, or we wouldn't be conducting a 

campaign.  So let’s leverage that support in ways 

that can boost the credibility and importance of 

our effort. 

 

 If possible, ask for a corporate gift or match of 

employee giving to add to your campaign 

total.  Perhaps sponsor a United Way event. 

 

 Ask them to personally endorse the campaign 

during your presentations or with a letter to 

associates. 

 

 Ask them to approve incentives or activities 

that can be used during the campaign.  

 

#2 GET HELP 
          FORM A COMMITTEE 

Jim Hagedorn, CEO of Scotts Miracle-Gro, takes a turn in the dunk 
tank during a recent United Way “fundraiser” at the company.  
Hagedorn’s large personal gift, authorization of a corporate match, 
written endorsement of United Way, and approval to conduct 
activities during company time help spur donations. 

Don’t feel like you have to “go it alone.”  In fact, the 

larger your workplace, the more important it is to 

recruit some help.  More people you have helping on 

your campaign increases your ability to reach more 

people.  BUT IT ALSO MEANS LESS WORK FOR YOU!  

 

 Ask a friend at work to help you co-champion.   

 

 If your workplace has multiple departments or 

locations spread around town, consider recruiting 

helpers from each department to serve.  

 

 Find people who are well-liked and respected by co-

workers. 

WARNING: 
 Be careful that the boss’s appeal does not 

come across as forcing people to participate.  

NO ONE should feel PRESSURED to give.  
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CAMPAIGN TIMELINE TIP: 
 
 When asked how long the campaign should run in 

a workplace, we typically advise one week.  This 
can vary, based on the size of your operation.  But 
if you start your campaign on a Monday and end it 
on a Friday, that tends to be long enough.  It gives 
you enough time to disseminate the information, 
have a “funraiser,” provide enough time to collect 
all pledge forms.  Dragging it out can lead to 
Champion/donor fatigue.  Plus, you have other 
work to get to. 

 That said, give your committee enough lead time 
to plan and coordinate your activities. 

The cross-departmental team at Sumitomo Electric Wiring Systems annually 
builds a group of Champions to help with the project in their office.  The 
team consistently comes up with fun, creative ways to share the United Way 
message from different perspectives and to different departments.  



#3  IT’S ALL MATERIAL 
          ESSENTIAL SUPPLIES 
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USE OUR ONLINE RESOURCES AND MATERIALS AT 
WWW.UNITEDWAYOFUNIONCOUNTY.ORG……. 
CLICK “DONATE,” THEN “WORKPLACE CAMPAIGNS.” 



 BROCHURES.  It’s important to make sure that everyone in the workplace is given an 
informational brochure and pledge form so they can make an educated decision about 
giving. 

 PLEDGE FORMS.  Donors give via payroll deduction, credit card, automatic withdrawal, 
quarterly billing statements, cash, or check.  Return the top copy to United Way, middle 
copy to your payroll department.  The donor retains the bottom copy as a receipt. 

 VIDEO.  If a picture is worth a thousand words, then a video is worth a million bucks!  
Available on our website, Youtube, or DVD, our 2016 Campaign video eloquently shows 
the impact of your United Way gift.  Please make plans to incorporate this into your 
campaign at formal presentations or by making the link available to your staff.   

 STICKERS.  Mini LIVE UNITED t-shirts, perfect for employee ID badges. 
 POSTERS.  Don’t be shy.  Take extras and plaster the walls of your workplace.  We can 

even customize posters showing co-workers.  Call us for details. 
 DON’T SEE IT HERE?  Log on to www.unitedwaystore.com.   United Way-specific items and 

ideas that you can use for your campaign.  
 

#3  IT’S ALL MATERIAL 
          ESSENTIAL SUPPLIES 

THE IMPORTANCE OF TURNING 
IN THE REPORTING ENVELOPE 
 We need you to complete the Reporting Envelope 

or form EVERY TIME you submit pledges and cash. 

 

 Please have TWO people at your workplace count 

all cash and pledges and sign off on the Reporting 

Envelope.   

 

 Doing so increases our accountability.  It protects 

YOU and United Way staff from potential fraud.   

 

 Ideally, you would wait until the end of your 

campaign and fundraisers to turn in your envelope.  

 

 If you turn in money as the year progresses, 

complete the form again providing information for 

what is being turned in with that deposit, not the 

accumulative totals. 

 Every summer, United Way undergoes an 

annual audit by an independent firm to ensure 

the community that there is no fraud taking 

place within the workings of the organization.  

The audit always includes a review of the 

workplace campaigns, matching pledge forms 

and cash receivables with bank statements and 

entries in United Way’s campaign software.    

PLEASE complete this form EVERY TIME you turn in pledges and cash 
to United Way.  It is needed to verify money received by United Way 
and also protects you as a Campaign Champion from potential fraud.   
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#4 HOW ARE YOU GOING TO MAKE 
“THE ASK?” 

ASK AND YOU SHALL RECEIVE 
Do you know the #1 reason why people say they 

DON’T give to United Way?  It’s because they 

weren’t ASKED TO GIVE!   

 

That’s why our job as Campaign Champions is to 

ensure that EVERY person in the workplace is 

formally asked to give.  So how can we plan to ask 

each individual associate, and do it effectively? 

 

 Think first about how effective your “point-of-

contact,” moment is going to be.  The instant 

each person receives their pledge form.  In 

most instances, a person will make the 

decision to give or not within 10 seconds of 

receiving that pledge form.  How inspired will 

they be to give at that exact moment?   

 

 People give to people.  The most effective 

“asks” include an educational piece along 

with the human element, the personal touch 

of a face-to-face plea.  At the very least, 

include a story, an e-mail, or a letter 

explaining why their gift is needed.   

 

 Will they simply find a pledge form on their 

desk one day?  Will it be left in their mailbox?  

These methods are not nearly as effective.       

 

 Ask for a completed pledge form from every 

associate.  Whether they give or not, if they 

fill out the form, we know they’ve been 

presented with the information and have 

made a conscious decision to participate.  

 

 Asking for a completed pledge form from 

every associate is not pressuring anyone to 

give.  It is simply ensuring that we, as 

Champions, did our job of making the 

opportunity available to everyone. 
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 Find the time to schedule a 15-minute United 

Way presentation.  These could occur during 
already-scheduled staff meetings.  United Way 
is able and willing to do the presentation 
multiple times to cover your various shifts and 
departments. 

 
 We can do presentations for as few as two 

people and for as many as 2,000. 
 
 Presentations can include the following 

elements: 
 
 •   A testimonial from a United Way    
       volunteer or Agency representative 
 •   A fun, interactive, educational game 
 •   A PowerPoint presentation. 

FORMAL PRESENTATIONS MAKE ALL THE 
DIFFERENCE. 
 
 Our statistics show that workplaces that 

invite United Way in to do a formal 
presentation for staff members consistently 
raise more money than those that do not.   

United Way Past President Tony Eufinger tells his personal United 
Way story.  A formal United Way presentation in your workplace is the 
most effective way to “make the ask.”   

LET US DO IT FOR YOU! 



SAMPLE SCRIPT FOR PRESENTATION - PAGE 1 
This sample script for a United Way workplace presentation should be used as a guide.  It is designed to take place in 15 
minutes.  It can be modified as necessary. 
 
 
Introductions                       By Workplace Champion / Manager / CEO  (1 minute) 
 

1. Start with a few words of endorsement by CEO, Manager, or Workplace Champion as to why the company is 
involved with United Way and how their workplace campaign is important. 

2. Explain that the United Way campaign is underway at your workplace and that all employees will be given the 
opportunity to participate and make their own, personal impact in our community. 

3. Introduce United Way speakers. 
 
 
United Way Part I                                          By United Way Staff / Lead Volunteer   (1 minute) 
 

1. Thank the audience for their time and their past support.  Share what the company raised for the community 
during its campaign last year and how they rank (if they rank high) among other workplaces.     

2. Explain that we’re here to share with them who we are, what we do, and how THEY can help.   
3. Who we are 

 Mission Statement:  It’s our mission to bring neighbors and resources together to improve lives in Union 
County.   

 We’re local.  Money raised here, stays here.  NOT a chapter of the national organization.   
 Local volunteers guide the organization to reflect the values and meet the needs of Union County. 
 We’ve been a part of the community since 1958. 

 
 
How we LIVE UNITED                                United Way Staff / Lead Volunteer  (8 minutes) 
 

1. This is the main part of the presentation and should take up the most time.  It should include one or more of the 
following, with lengths of presentation based on the total amount of time allotted.  It will include personal stories 
and statistics, citing the needs of our community and what is being done to meet those needs. 

 
 Play the 2016 Campaign Video 
 Testimonial by United Way volunteer or Agency Speaker 
 Power Point Presentation 

 
 
United Way Part II                        By United Way Staff / Lead Volunteer   (1 minute) 
 

1. Highlight any program / Impact Area of note that did not get covered in the LIVE UNITED section, especially 
NEW programs or TOP FUNDED programs. 

2. State the financial information. 
 81 cents of every dollar goes directly to a program or service. 
 This exceeds the Better Business Bureau’s standard of 65 cents/dollar.   

 In fact, UW meets all 20 Standards of Charitable Accountability established by the Better 
Business Bureau. 

 Six years in a row, United Way has been named the best Non-Profit in Union County by readers of the 
Marysville Journal-Tribune. 
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SAMPLE SCRIPT FOR PRESENTATION - PAGE 2 

 
Distribution of Brochure / Pledge Forms                By United Way Staff / Lead Volunteer   (3 minutes) 
 
 

1. United Way Staff / Lead Volunteer explains the process of filling out the pledge forms, including details on: 
 Pledge Buys – Highlight examples in the brochure to show how far UW dollar can go. 
 Levels of Giving – Ideally, ask the Champion how many deductions donations would come from, so that 

you can say exactly what people could give per week to get to the various giving levels. 
 Pillar - $600 or more  
 Fair Share – 1 hour’s pay per month 
 Average Gift - $290 for the year 
 Community Care Card - $100 

 Designations.  Briefly explain that donors could designate their gift if they so choose.  Their gift must be 
a total of $50 or more.  Then they can designate by impact area, specific funded partner, or out-of-county 
United Way. 

 
2. Workplace Champion explains any additional details pertaining to the company’s specific campaign, including: 

 Goals 
 Deadlines 
 Internal incentives to give  
 Upcoming internal “funraisers.” 

 
 
Question and Answer                             United Way Staff / Workplace Champion  (1 minute) 
 

1. Open the floor to questions.  Refer to FAQ sheet for answers to most common questions.   
 
2. UW Representatives:  State that if you heard something during the presentation about a program that you, a 

family member, or a friend might need to take advantage of, we have lists of available resources (have them in a 
pile for people to take on their way out).  Explain that these are good resources and show where help is available 
in Union County whether we fund it or not. 

 
 
Collection of Pledge Forms                                                     Workplace Champion 
 

Workplace Campaign Champion explains details for how/when employees should turn in their forms. 
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IF YOUR AVERAGE GIFT IS BELOW $160... 
CONSIDER ONE OR MORE OF THESE IDEAS 
 

 Stress giving via payroll deduction.  Most donors 

give more if they stretch their gift out over the 

entire year than by giving one lump sum.    

 

 Encourage donors to increase their gift by 10% or $1 

a week over last year’s pledge. 

 

 Promote giving at the Pillar Society levels. 

 

 Promote “Pledge Buys,” or what your gift will do.  

For example, your pledge of $10/week will provide 

two months of warm, nutritious, home-delivered 

meals via Memorial Meals.   (This figure is based on 

52 deductions.  Contact us and we can customize 

“pledge buys” for the number of your pay periods.) 

 

 Base incentives on giving levels.  

 

 Leverage “funraisers.”  Ask for a pledge form, 

rather than a cash gift.  (Instead of selling Jeans 

Day passes for $5 in cash, ask that they pledge $5/

week via payroll deduction instead.) 

#5 BEST PRACTICES 
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 If only everyone were 100% altruistic.  What 

inspires giving?  Providing an extra incentive is 

one of the most sure-fire ways to increase 

participation rates in your workplace.  Enter donors 

in a drawing for special prizes.   

 

 If your company has a budget with which to 

conduct the campaign, use it to purchase high-

profile items you could give away.  OR, leverage a 

portion of your planned corporate gift for this 

purpose to get more associates involved.  Popular 

items include TV’s, iPads and electronics, OSU 

football tickets,  gift cards, or gift baskets. 

 

 GET THIS!  In 2010, Veyance gave a $2,000 

corporate check on top of the $6,433 raised during 

the workplace campaign.  The next year they took 

that $2,000 and purchased TV’s, iPads, and gas 

cards to raffle off to associates.  For every dollar 

you gave via payroll deduction, you got that many 

chances in the raffle.  Participation increased from 

8% to 32% and giving increased to $26,150! 

USE THE DANGLING iPAD (OR CARROT) 

IF PARTICIPATION RATES ARE UNDER 40%... 
CONSIDER ONE OR MORE OF THESE IDEAS 
 

 FOOD ALWAYS DRAWS A CROWD.  Provide 

refreshments at the United Way presentation.   

 

 Have a  “funraiser” to supplement your payroll 

deduction pledges.  This will raise awareness and 

build camaraderie.  Plenty of fun ideas appear on 

the coming pages. 

 

 Establish friendly inter-department competitions, 

such as an office pizza party for the department 

that raises the most or has highest participation. 

 

 Incorporate United Way materials into your new 

employee orientation packet.   Allow new hires to 

complete a pledge form as they sign on.   

 

 E-mail consistently throughout your campaign 

highlighting the impact of their  United Way gifts.  

 

 Post United Way announcements and stories on 

bulletin boards, in employee publications, and 

staff lounge. 



5.   

 
50 Ways to Raise Funds – and FUN – 
During Your Campaign  
Ideas for Special Events, Incentives and Promotions to 
promote team building and get more employees 
involved in the United Way Campaign. 
 
Games & Contests  
1. Pie in the Face  
2. Miniature Indoor Golf  
3. Lunchtime Bingo  
4. Candy Jar Raffle  
5. Sporting Competitions (Inter-departmental or inter-
company, i.e. Golf Challenge)  
6. Bowl-a-thon  
7. Outdoor Carnival and Dunking Booth  
8. E-Mail Bingo (buy cards and play different 
variations)  
9. Baby Photos - Match the baby photo with the 
manager (or employee)  
 
Prizes, Drawings & Cash  
10. 50/50 Drawing  
11. Spare Change Jugs  
12. Daily Prize Drawings  
13. Drawings for: Mall gift certificate, day at Country 
Club, golf passes, suite seats at games, tickets for 
sporting events, concerts, parking spots, plane 
tickets, night at hotel - use business contacts to 
donate items (contacts at local hotels to donate one 
night), use own resources for items (e.g., clothing)  
14. Lottery  
15. Draw for a Day Off  
16. Collect Cans and Bottles  
17. T-Shirt and Poster Sale  
 
Food Fun  
18. Breakfast  
19. Specialized food sales - candy bars, pies, 
international food  
20. Daily donations for donuts, coffee, bring in baked 
goods, etc.  
21. Lunch for $3-$4, buy/donate food  
22. Cookout (hot dogs, chicken…)  
23. Baked Goods Contest/Sale  
 
 

 
 
 
 
 
 
 
Sales Events  
24. Silent Auction  
25. Company Store - Sell company items (mugs, 
sweatshirts, etc.)  
26. Online Auction  
27. Recipe Book - Employee favorites printed and sold  
28. Garage Sale  
29. Car Wash  
30. Book Sale  
31. Live Auction  
 
Miscellaneous Incentives  
32. Dress Down  
33. Dress Up  
34. Challenge between departments based on % 
participation, % increase in average gift or first 
department completed.  
35. Walk/run fundraisers - Participants get sponsor to 
pledge total amount or $ amount per mile  
 
More Fun Ideas  
36. Executives serving dinner to employees who won a 
drawing  
37. Executives prepare a feast for employees during a 
campaign event  
38. Employee roller skating races in parking lot  
39. Monte Carlo night  
40. Wine raffle  
41. Sale of donated products  
42. Fashion show  
43. Palm reading/fortune telling  
44. Donated trips  
45. Use of president’s parking space for designated 
time  
46. Theatre tickets or tickets to sporting events  
47. Dinner for two with the boss  
48. Chauffeured limousine ride to and from work for a 
day or week  
49. Dinner or brunch at a popular restaurant  
50. Flower Sale 

FUN-RAISERS IN THE WORKPLACE  
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#6 SETTING AND ACHIEVING GOALS 
         BE PREPARED 

That’s the motto of the Boy Scouts (a United Way Member Agency, by the way).  Develop a plan of action that ensures all 

associates are educated about what United Way does and are asked to give.  The plan should include obtainable goals for 

your workplace to achieve and to measure your success. 

 
1.  SET A PARTICIPATION GOAL.      
To ensure that associates do not feel pressured, it is not recommended to set a participation goal above 80%.  Set 
a dollar amount goal by reviewing last year’s average gift and set a realistic monetary goal.  Increasing 
participation will help you reach the monetary goal. 

 
2.  SET A GOAL OF 100% ASK.      
Make sure that everyone receives a pledge form.  The most effective way is through distribution of pledge forms 
and brochures during United Way presentations at staff meetings.   

 
3.  SET A GOAL OF 100% PLEDGE FORM COLLECTION.      
This ensures that everyone has at least CONSIDERED a gift to United Way and made a decision.  It does not mean 
that they should be forced to give.  Set a deadline for forms to be returned and ensure that all pledge forms, even if 
not filled out, are collected.   

 
4.  ESTABLISH CAMPAIGN DATES AND DEVELOP A REALISTIC PLAN TO ACHIEVE YOUR GOALS.      
While the period of direct solicitation within your workplace should typically take one week, (no more than two), 
the campaign doesn’t just “happen.”  Choose which of the best practices and “funraisers” you will employ and 
prepare for them.  Schedule United Way presentations in advance and plan the publicity efforts that will surround 
your campaign.   
 
Though we gladly accept donations throughout the year, please try to have your efforts completed by November 30 
so that we can better plan for allocations.   

CAUTION ABOUT RAFFLES! 
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 State of Ohio law prohibits United Ways from raising money via “Games of Chance.”  That means it is 
illegal for you to conduct fundraisers such as casino nights, poker and card tournaments, sports office 
pools, and formal bingo (for cash) for your campaign.   

 
 Raffles for prizes and 50/50 raffles do not fall into this category and ARE allowed under Ohio law.   
 
 That said, note that raffles are not ALWAYS the best way to raise money.   They are essentially “double 

the work.”  Not only do you have to obtain quality items, but then you have to promote the raffle and 
sell tickets.  Many times, you will not get near full value return on those items. 

 
 If you can obtain quality items, it’s better to use them as an incentive for pledge form giving.  For 

example, for every $1/pay that you contribute, you get that many entries in the raffle.   
 
 If you don’t want to tie them into pledge form giving, consider a silent auction instead of a straight 

raffle.  
 



#7 DON’T FORGET TO SAY THANKS 

Mom always taught us to say “Please” and “Thank 

You.”  And saying “Thank You” may be the most 

important element in maintaining the long-term 

support you’ve worked so hard to achieve.  That’s why 

United Way has developed a number of ways to thank 

and recognize generous donors and the hard-working 

volunteers within workplace campaigns.   

 

 United Way will send thank you notes with receipts 

from our office to all donors who give $100 or 

more.  These letters will be sent in January and will 

include a 2017 Community Care Card.   

 

 

 

 

 

  

THANK YOU IDEAS 
 Print half-sheet thank you’s on colored paper with the United Way logo and your thank 

you message.  Post them on the cubicles of those who pledged, recognizing them for 
their generosity.  

 Late afternoon reception with snacks for all who give. 
 Send an e-mail or thank you from your CEO. 
 Photos of your “funraisers” and updates about the total your organization raises on 

posters, in e-mail, and in your company newsletter. 

#8 COMMUNICATING RESULTS 

TRACK YOUR PROGRESS 
Everybody loves a winner and jumps on a bandwagon when things are 

going well.  Track your campaign’s progress and publicly report results 

to your co-workers as you move along.  When you are finished, complete 

the Reporting Envelope and call United Way at 644-8381 to pick up or 

deliver pledges.  Please try to complete your campaign by November 30. 

ABOUT THE CARE CARD 
 Our 12th year of providing donors with a discount/

rewards card that can be redeemed at local 
businesses for freebies and offers as our thank you 
for their gift. 

 Given from our office directly to donors who give $100 
or more.  We must have donor’s detailed information 
to enable us to mail the cards. 

 Will be mailed in January for use throughout 2017.   
 Participating businesses will be added throughout 

the fall.   

Volunteers announce our campaign results. 
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THANK YOU FOR HELPING US 
TO PROVIDE SERVICES 

24.7.365!  
Need more help? 
 

Contact:   


