10-What do we do when someone says no?

That is difficult, but not everyone wants to be involved or to donate;  that's the hard truth.

I think all of us as volunteers run into that resistance from time to time.  Whether it is for a donation, a volunteer, a committee member, a team captain, a sponsorship, or something else, big or small, it has happened to all of us.

Personally, I think that there are several things we can do when it happens:

1) Focus on the positive:  For every door shutter, there's a door opener, in my opinion.  You just have to find them.  Keep looking!

2) Ask and ask again:  Certain people may be open to help at another time or place.  Several different leadership trainers have taught us that it can take up to 30 'asks' to get someone to agree.  Be persistent, but respectful.

3) Take the road less traveled and make a ‘weird’ ask instead:  Don't focus on the naysayer.  Instaed, think about how many times we never think to ask people who are right under our noses.  A volunteer told me of asking the checkout person at her grocery store, who then fielded a team from the store that was a huge fundraiser, and who got the grocery store to donate the food for the event!  Though the volunteer had gone there every week for years to buy her groceries, she had never asked the checkout person to become involved for whatever reason.  Cancer affects 1 in 2 people, so it stands to reason that the gas station attendant, the grocery store clerk, the CEO at your community's largest company, as well as your mayor may be affected by cancer.  Some people will wait a lifetime and no one will ever ask them to get involved.  That's the #1 reason volunteers give for not participating in Relay again - they weren't asked!  I also call this "Make a Weird Ask Every Week" - each week, ask someone who is not on your short list or long list of people to talk to.  You might be surprised what happens.

4) Use your contacts and resources:  Ask your committee to list out all the community contacts they have, and who they are willing to approach. An established relationship can be the best way to get your foot in the door.  Or seek a person who works at the business you want to recruit.  Someone on the inside is invaluable.  Find someone who knows your door shutter and give them the responsibility of turning the 'no' to a 'yes'!  For example, we had asked a local business to get involved for several years.  Finally we gave up, but the following year we had a committee member who worked there - from there, it was automatic!

5) Leverage your community organizations: Churches, the Chamber of Commerce, Civic Organizations - these organizations love to get involved, and often have a member who has battled cancer they would like to honor.  And you'll often find that people who would otherwise say no or be indifferent will come along for the ride if their peers are getting involved.

6) FINALLY - Make it personal:  Nothing drives the reality of cancer home better than leveraging our survivors to tell their story (take them to presentations, have them go door to door to make the ask and share their story if the 'askee' seems open to it).  Relay is about our survivors and those who have lost the battle.  Use those resources!
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