
Some Thoughts on Outreach Follow Up

We sometimes talk about how small RESULTS is and how we would like to grow as an organization. There are a number of reasons we are smaller than some other organizations, one of them being that we prefer to "go deep" on our issues and strategies verses "going broad.”  It takes quite a bit of time and dedication to become an effective RESULTS activist, and not everyone is willing to do that. Another reason we may not grow is that we do not consistently capitalize on the contacts we have made, and we do not give people an opportunity to participate in RESULTS after we have raised their excitement through our fundraisers or outreach events. Below are a couple of thoughts on following up with our contacts. If any of you have tips, techniques and suggestions to add, please send them to the listserve or send them to Ken Patterson (kpatterson@results.org) so they can be added to this circular.

What Will They Find When They Get Here?

The first step in the follow-up process actually comes before we decide to do outreach. If we want to attract people to RESULTS and the movement to end poverty, we have to answer the question, “What will they find when they get here?” In other words, we need to evaluate the kinds of participation opportunities we can offer people who come in contact with our group.  Do we have adequate and appealing ways for people to become involved with the group?  What are they?  For example:

1. Does the group you have an action list that people can sign up so they can take actions you provide to them by email or phone?  

2. Do you have regular letter writing meetings or places and times where you gather?  

3. Do you have regular outreach or E&A meetings?  

4. Do you meet monthly for the conference call?  

5. Do you have a newsletter? 

6. Do you have a coalition of community groups working on these issues that other organizations can join?  

So, you have to evaluate what kind of "ladder" have you created to help people to climb into your group?  Are you offering several "levels of participation" that will keep people excited and involved?  People who stay involved, even at lower levels of involvement, are more likely to become highly involved as they see the value of their input and the success of the group.

Ideas for Follow Up After a Fundraiser, Outreach Event, or Tabling

1. Take down the names, addresses, phone numbers, and e-mail addresses of anyone present at an outreach event, fundraiser, or table. Also ask them about their desired level of interest and participation in RESULTS. For example do they want: more information, to join the action network e-mail list, to attend letter writing meetings or monthly meetings, to be involved in event planning, to work with the media, etc?

2. Have the next opportunity to participate with your group ready to go and invite them to it. This might be a group meeting, a letter-writing meeting, or attending a lecture or public forum together. The important thing is to have some meaningful event or activity to offer them.

3. Contact them in person or by phone and tell them about what is going on in your group. Tell them what brought you to RESULTS, how participation has benefited you, and what you get from RESULTS. Tell them a powerful story about how you have made change happen, or share an activist story with them from our www.results.org.  Then let them know how RESULTS can benefit them! Invite them to the next event, meeting, or activity. You might also share the following with them: 

· Explain how RESULTS works — our chapter structure, the support and training they will receive, and how all the groups work together for maximum impact.

· Tell them about some of RESULTS successes.

· Refer them to the Activist Milestones that we strive for as individuals to show them the skills they could develop.

· Refer them to the RESULTS Basics to learn more about our campaigns
4. Listen to their interests and start building a relationship.

Other Things to Consider in Conversation

1. Explain the partner agreements:

· Attend the national conference call, or if circumstances don’t permit that, to listen to a recording of the call; and to participate with your group in speaking the issue and writing the letter for the month.

· To meet with your group or team each month to plan and implement activities that will have your elected officials become leaders and spokespersons for ending hunger and poverty.

· To be in regular communication with your group or team leader for mutual support on projects.

· To contribute (or raise for contribution) $35 per year, which covers the cost of membership in RESULTS. As a group, your agreement is to raise the equivalent of $100 per month — or $1,200 a year in monthly sponsors. This covers a share of staff time, costs of the conference calls and mailings — the basic costs that go into supporting your group.

· To practice powerful speaking and plan with your group four public meetings a year to invite others to become RESULTS partners and monthly sponsors

2. Tell them why these agreements are so important:

· Working on hunger and poverty is stressful. We re-inspire each other and we are more effective when we work together. Two times per month is key to keeping our momentum moving forward.

3. Many of us have never learned how to communicate with and influence the people who make decisions on our behalf every day (our elected officials). RESULTS provides the “missing education” for us in how to participate in our democracy. But:

· We must be patient with ourselves as we learn — it will take some time. That’s why we ask people to volunteer for at least four months to check it out.

· We have great tools and support to help people become skilled in making change happen through the Basics and our Activist Milestones.


