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Welcome to the United Way Team
Thank you for volunteering your time! By volunteering with United Way, you are making a difference in the lives of so
many of your family, friends and neighbours.
This guide has been put together to help you run the best campaign possible. It is full of useful hints and
suggestions and best practices from your peers in other local workplaces. It captures what works well and what
may not work.
Remember, you’re not alone. Please contact the United Way office at 613-542-2674 or your staff
Relationship Manager if you have any questions or comments.

Complementary Documents:
Communications Framework: A document that provides key messages and a summary of information
about the impact of the United Way.
Annual Report: It’s available online at www.unitedwaykfla.ca
Don’t forget to follow us at:

For more information visit us at:

www.unitedwaykfla.ca
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ECC Role & Responsibilities
An Employee Campaign Chair is a volunteer in a workplace who has been carefully selected to lead the
workplace campaign. This individual works closely with United Way staff and volunteers and is responsible for
working with a team to lead, manage and monitor the workplace campaign.
TIME FRAME
• Spring: Debrief and evaluation, planning and strategy, recruitment
• Summer: Training, preparation
• Fall: Implementation of plan, attending community events, monitoring and wrap up
REPORTING RELATIONSHIPS
• Advice and guidance provided by United Way staff relationship managers
• Supported by staff and loaned representatives
• Responding and reporting to Senior management/leadership in the workplace
QUALITIES TO ENSURE SUCCESS
• Leadership & dedication
• Communication and motivational skills
• Planning & analytical skills
• Attention to detail
• Committed to United Way’s mission
RESPONSIBILITIES
• Chairing employee campaign
• Recruiting volunteers, committee and canvassers
• Coordinating Training sessions for canvassers and committee volunteers
• Developing a plan for the workplace campaign, with targeted strategies
• Compliance with CRA, licensing and other regulations
• Liaising with United Way staff for materials, tools, training, and speakers
• Monitoring progress and identifying challenges
• Supplying updates and results to United Way staff relationship manager
• Returning completed reporting envelopes to United Way office by mid-November
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10 Steps to a Successful Workplace
Campaign

STEP 1
LEARN ABOUT UNITED WAY








-

STEP 2
BUILD A TEAM





STEP 3
TRAIN YOUR TEAM







Meet your United Way staff Relationship Manager (RM)
Attend a Peer Learning Session
Review United Way materials, impact statements
Go on a Seeing Is Believing (SIB)Tour
Visit www.unitedwaykfla.ca
Invite your staff RM to a committee meeting to talk about United
Way
Stay in touch through social media
Like Facebook page, Follow on Twitter
Participate in community events and meet other volunteers
Day of Caring, Next Gen and other events
Kickoff and Touchdown in the fall
Recruit early
Define roles, structure, expectations
Peer to Peer is important
Include representatives from all departments and locations,
union (if applicable), management, Next Gen, retirees
Attend a Peer Learning Session yourself
Host a training/orientation session for your committee
Schedule a training session for your unit reps/department leads
Schedule training sessions for canvassers/champions
Include a custom SIB tour as the start or close of your training
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STEP 4
SET GOALS,
DEVELOP PLAN










STEP 5
PREPARATION &
AWARENESS





STEP 6
LAUNCH YOUR CAMPAIGN




STEP 6
CANVASS








STEP 7
MANAGE & MONITOR




Review past campaigns with your staff RM
Identify what works and build on these strategies
Develop key strategies for this year
Review Leadership gifts ($1,200) and identify opportunities to
grow
Work with committee to establish financial and other goals
i.e. 100% canvass, # of donors, increased average gift
Establish a timetable with short sharp campaign;
Include agency speakers in schedule, ideally for every
department, event
review option of a one-day blitz
Share with committee steps required to achieve goals
Circulate timetable to management (and union if applicable) and
invite to key events
Review opportunities for engagement and awareness
Request agency speakers through RM
Include time for increasing awareness and education
about United Way in training and committee meetings
Coordinate a SIB tour
Review materials catalogue
Make request for materials to staff RM
Ensure that you have your kit and materials from United
Way
Include United Way kickoff event as an opportunity for
teambuilding, motivating and thanking your own team
Kick your campaign off with an event or a simple reminder
Use events to increase awareness
Posters, banners, impact statements and agency
speakers
Involve management (and union leadership)
#1 reason people don’t give is because they weren’t asked
100% Canvass is the most important step to success. It must be:
Face to face
peer to peer
personal follow up
conducted by the most appropriate canvasser/champion
who has the information and training to provide answers
All employees must be asked whether
they have all the information they need,
whether they received their pledge form/e-Pledge email
whether they have had a chance to consider a gift
Ensure all Friends and Leaders have been asked
Leadership Champion or peer ask
Blitz campaigns make it easier to get the word out
Establish system early for:
monitoring progress
reporting to United Way and senior leadership
securely handling funds and pledge forms
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STEP 9
EVENTS

STEP 10
WRAP UP, RECOGNITION



















Provide updates to staff on the campaign results so they can see
the progress
Consider thanking staff as you receive their contribution to the
campaign (could be by e-mail)
Pre-printed pledge forms help to track who was asked and who
wasn’t
Regular follow up is necessary with canvassers/champions
Weekly updates to staff RM are required during canvass period
Remit to United Way regularly
Communicate results regularly to workplace

Review section on events in this Guide
Use events for morale, visibility, awareness, teambuilding
Remit funds to United Way, clearly indicating these are events
The bulk of your funds will come through employee giving and
not events
Time fundraising events after canvass
Have FUN
Thank everyone (committee members, canvassers, senior
management, Labour, volunteers)
United Way cards, certificates are available
Publicly acknowledge those who have gone above and
beyond
Work with United Way to ensure all donors get thanked
All Friends & Leaders get thank you letter from United
Way
All one time donations receive a receipt with a note
ePledge donors get thank you email
Communicate results to the workplace
Make sure all donations, pledge forms submitted to United Way
Build succession plan – identify ECC for following campaign
Evaluate results against goals, document in plan for following
year
Conduct a debrief with your campaign team to determine what
worked and what didn’t work
Thank donors and workplace regularly, not just after wrap up
In the spring:
United Way awards: photo op, workplace newsletter,
thank you message
ePledge thank you email with impact of your gift
include thank you and share impact of donations
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Campaign Timelines
Sample Model Campaign
Off campaign season (January to August) Activities
• Run a story in your workplace newsletter about United Way’s work in the community
• Participate in Day of Caring (June). This is a great way to recruit campaign volunteers. You can share the
stories and photos in your newsletter or website
• Attend a Seeing is Believing Tour or request a custom tour to see the impact of your donations
• Talk to your United Way staff partner about other ideas that suit your workplace
• Attend a Peer Learning Session
• Establish timelines and recruit committee members
• Hold regular committee meetings
• Thank donors, showing the impact of their donation
6 weeks before your campaign starts
• Confirm CEO and Labour leaders availability and support for kick-off and wrap-up events
• Organize training and orientation for your committee members and champions
• Confirm attendance at a Seeing is Believing Tour
3 weeks before your campaign starts
• Start advertising campaign – let your workplace know the campaign is coming
• Promote using: posters, email, intranet, notice boards, memos, etc.
• Determine the number of email messages, their content, and timing
• Introduce your campaign committee members and canvassers
• Let your workplace know about the incentives you may have available, Promote upcoming events
• Start building awareness of United Way KFLA – “I Give Because…”, Impact Statements.
• Book agency speakers ahead of time to ensure you get the best speakers for your workplace
1 week before your campaign starts
• Train your canvassers – this may require more than one session depending on size of group
• Provide awareness raising opportunities - agency tours, agency speakers
• Agency speakers in every department/branch/location
• Leadership campaign event (breakfast, lunch, wine and cheese, agency tour, etc)
• Attend the United Way Campaign Kick-off breakfast in September to find out the community goal
Campaign Launch:
Week 1 – Kick-off
• Start the week with a kick-off
• Peer to Peer Canvass
• NOTE: Hold off on fundraising special events until the majority of your pledge card donations are complete.
Week 2 – Canvass and Report
• Continue canvassing. Re-canvass anyone who has not returned a pledge form
• Remit campaign envelope
Week 3, 4, 5 – Events and Wrap-up
• Share achievement of your workplace campaign; Thank donors and volunteers
• Follow-up with employees on vacation, days-off, training etc.
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5 Steps to a Successful Blitz Campaign
Benefits of a One Day Blitz
•
•
•
•
•

Average participation rate for organizations using this style is 80%
Most effective and time-efficient method
Great motivational tool for all employees fostering team work and team spirit
Less stressful for canvassers as they work in teams (buddy system)
Majority of the campaign is finished within a very short timeframe with only follow-up canvassing and
special events to follow

1. PREPARATION: This is the most important step to realizing a successful Blitz campaign. The campaign will run
smoothly if you have invested the appropriate amount of time to this step and have all of the pieces of the puzzle
in place well in advance of the campaign.
Some of the things you should do to be well prepared are:
• Segment your workplace in advance by physical department, job type, union or shift. Decide which
areas will benefit from the blitz and which would benefit more from a different style of campaign
• Orientation for the Committee and Canvassers is crucial. All volunteers need to be aware of the process and
schedule for the day, comfortable answering questions about United Way and programs that they support
• Make sure that you have the support of management and union leaders in place early
• Prepare personalized pledge forms or a canvassing list to ensure all employees are a s k e d
This allows for easier tracking for follow-up canvassing
• Develop awareness materials including letter/memo either from the committee, management or a joint memo
from both
2. PROMOTION: The most important thing to keep in mind is to make sure that all employees are aware in
advance of the blitz –, when it is happening and what will be expected of them on the day. There are several
critical steps you can take to ensure that this communication has been successful:
• A letter/email of support for the upcoming campaign should be sent to all employees from management well in
advance of the campaign urging them to participate. This could also be a joint letter from management and
labour leaders and/or the committee. Letters can be sent to all staff, posted on staff bulletin boards or as part
of a newsletter.
• Information regarding the logistics of the Day or Week of the Blitz also needs to be communicated to the
employees so that they are aware of the schedule of events for that day. This information can be distributed at
staff meetings, through the company newsletter, union meetings, staff bulletin boards, broadcast fax or email.
• Posters promoting the upcoming campaign should be visible throughout the workplace for the week prior to
the campaign
• Use impact statements to enhance the message to staff
• A reminder that works well the day before the campaign is some form of a hand out as employees arrive for
work . For example, volunteers stand at the entranceway and hand out United Way mints or cafeteria
cookies to employees reminding that the next day is the Blitz, as they arrive at work
• Offer prizes, incentives or draws to encourage attendance at blitz. It is suggested that you also communicate
the idea that any returned pledge form whether they are giving or not is eligible for prizes
3. PRESENTATION: This is the portion of the blitz where employees have the opportunity to learn about the United
Way. Awareness is very important so that donors are educated about where their gift is being directed and just
how important their support is to the overall strength of their community:
• Agency speakers are the most effective way to bring the United Way message to employees. It establishes a
personal connection to the programs and services that are funded
• A brief message from management and/or the campaign coordinator can help to supply more information
regarding the process, how their particular workplace can play a strong role in the community and why they feel
it is an important campaign to support
• United Way staff should be present to help answer any questions that the canvassers/volunteers have trouble
answering

9|Page

4. CANVASS: How you choose to arrange for the opportunity for employees to fill in their pledge forms can take
several different forms. The recommended model is to arrange for a room where canvasser volunteers work
in shifts and all employees are given time to go there and to fill in their pledge forms. There are a couple of
things you need to do to ensure that this model works:
• Election style booth can be set up to ensure privacy.
• Volunteers are well prepared to answer questions both about how the form is to be filled out but also
any other question employees may have about donor choice, etc.
• Employee lists must be available to ensure accurate monitoring of which employees have filled in their
forms.
• Employees have been assured by management that they will be given and encouraged to take the time to
participate.
5. FOLLOW-UP: This is a crucial step to ensure that you have maximized your potential for participation.
Accurate employee lists and monitoring during the canvass is very important. All canvassers are responsible for
identifying which employees within their segment of the workforce who have not yet participated.
• Canvassers should be given firm timelines on the follow-up portion of the campaign.
• Make sure that you communicate how the campaign is doing to the entire workplace. People enjoy knowing
that they have participated in a successful campaign.
• Thank everyone for their time, for their participation and for their generosity. This can take the form of
personalized thank you’s from each canvasser to those employees within their segment, or a communication
from the committee to the entire workforce or both. This is the most important step in the process

Checklist to a Successful Blitz Campaign
 Meet with your United Way relationship manager and plan the logistics for your blitz.
 Segment your workplace and target those areas of the workforce most likely to respond to this style of
campaign. Make alternative plans for the other segments.
 Secure management support for the campaign and the time necessary for employees to attend the presentation
and have ample time to make their pledge. Send out a letter/email of support from management and Union
leaders encouraging employees to participate.
 Promote the campaign in advance with lots of visible posters, email communication, through the company
newsletter, the staff bulletin board, etc.
 Preprint pledge forms for easy tracking and follow-up or generate accurate employee lists for each
canvasser.
 Invest time in the training of canvassers to ensure that they are comfortable with the process and
communicating the United Way message.
 Plan to include videos, agency speakers and messages from the management, union leaders or
campaign coordinator in your presentation to the staff the day of the blitz.
 Remind co-workers the day before the blitz by having canvassers greet all employees at the door with mint,
cookie or sticker to remind them that tomorrow is the day.
 Prepare the pledge room in advance with a clear schedule for canvassers, a voting booth area for filling out the
forms, posters and other agency material and employee lists for the canvassers to cross off names as the
employees fill in their forms.
 Provide prizes and incentives if possible including all participants whether they choose to donate or not. Provide
ongoing communication to the workplace regarding how the campaign is doing.
Thank everyone for their time, participation and generosity.
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Multiple Location Campaigns
When building your campaign team, remember to ensure all levels and locations of your organization are represented
on your employee committee. Experience shows that it is essential that each location has its own campaign.
By including a representative from each location, you will:
• Avoid delays in relaying campaign information back to the various locations
• Ensure all employees have an opportunity to learn about and contribute to the United Way
SOME BASIC CAMPAIGN STRATEGIES FOR EACH LOCATION:
1. Recruiting a location coordinator: responsible for recruiting, training and recognizing canvassers, ensuring
all employees are canvassed and monitoring campaign progress.
2. Recruiting a location campaign team: to assist with implementing the campaign.
3. Recruiting and training canvassers: coordinators and canvassers will need to familiarize themselves with the
United Way; they may want to organize an orientation session and/or adopt a “swat team” approach.
4. Canvassing: locations may have shift workers, part time employees and/or employees who rotate from one
location to another to fill vacant positions. The Canvasser Guide covers face to face canvassing, group
canvassing and strategies. United Way will provide training on site at all locations.
5. Communications & Publicity: A challenge often faced by multiple location campaigns is how to make
employees at all locations feel like they are a part of the campaign. To avoid isolation, ensure that information is
relayed back to employees regularly, including dates, timelines, campaign theme, results, events, etc. Sometimes
a friendly competition between locations helps, especially if the results are regularly communicated.
6. Local content: If the location is in another community, coordinate with your local United Way to ensure the United
Ways provide information, brochures, speakers, support, to the location coordinator.
7. Reporting and Monitoring: It is crucial that employees understand the procedures and contact names for
returning pledge cards. A system needs to be developed and pledge cards can be returned to location
coordinators, canvassers or central payroll department. Location coordinators may wish to meet at least once
during the campaign to discuss any concerns and/or problems and to re-visit strategies to ensure that they are
working.
8. Recognition for location’s campaign team: This could be done in a variety of ways – CEO hosts a
luncheon/reception for all head office and location volunteers, CEO attends location meeting with location
coordinators to thank canvassers, canvassers receive a personalized thank you letter from the ECC, CEO or
location coordinator.
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Committee Structure
Campaign Committee Structure
The workplace committee is the key to fundraising for the community. The ECC and committee members work closely
with the United Way relationship manager to ensure that the UW canvass runs within established timelines and that
workplace campaigns utilize strategies and best practices.
SAMPLE COMMITTEE STRUCTURE
EMPLOYEE
CAMPAIGN CHAIR

Retiree Champion

Awareness &
Education Chair

Treasurer

NextGen
Workplace
Ambassador

Employee

Leadership

Events

Canvass Chair

Chair

Chair

Team/Department

Team/Department

Team/Department

Leads/Champions

Leads/Champions

Leads/Champions

Canvassers

Canvassers

Canvassers

There are variations in size and structure of a workplace campaign team, based on the structure of the workplace.
The essential components are:
•

Leadership: The Employee Campaign Chair is in a leadership position, appointed to lead the campaign and act
as the liaison between the United Way and the workplace team, develop strategy and report to Senior
Leadership/Management

•

Peer to Peer: representation on the committee from different areas of the workplace including any different sites,
different departments, job categories (and Union representation if applicable).

•

Personal follow up: optimum canvasser/champion to employee ratio is 10 or 15 employees to be canvassed
for each canvasser. Often canvassers report directly to their canvass chair but team leaders are recommended for
all departments if the size of workplace warrants it. This helps to streamline communications and follow-up.

•

Training and orientation: all committee members need to participate in a formal or informal training or
orientation session to ensure they have the most accurate information and are aware of their workplace plans
and strategies
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Committee roles, responsibilities and guidelines
Position

ECC

Responsibilities

Timelines

The ECC is recruited by the CEO of the organization and is the primary liaison with United
Way. This individual ensures that the UW workplace campaign is managed and resourced
effectively, with established plans, timelines and updates.
April/May
 Plan & Timelines Confirmed
May
 Committee Recruited
May/June
 Organizing training/orientation of committee
May/June
 Setting realistic but challenging goals – financial as well as
participation
Ongoing
 Monitoring all aspects of campaign
Committee
Any or all of these positions benefit from involving Next Gen employees
(employees in their twenties and thirties are considered Next Gen).

Events Chair

Awareness &
Education
Chair

Workplace
Canvass Chair

The Events Chair is recruited by the ECC and is responsible for all events organized during
the UW campaign. Some of these events are fundraisers while others may be awareness
events. The Events Chair will ensure that events do not impact on the workplace canvass.
May
 Identify events for this year
May
 Ensure events are timed to protect canvass
May
 Logistics for events
June
 Liaise with UW re: license requirements, materials, etc.
June
 Recruitment of volunteers for events
The Awareness & Education Chair is responsible for communications and information pertaining
to the UW workplace campaign.
May
 Marketing Plan, developed in consultation with ECC and UW staff


July
Coordination of materials Coordinate agency speakers – UW and
Team leaders
Aug
 Kickoff of workplace campaign and wrap-up
Sept
– Nov
 Communicate results to workplace employees
The Workplace Canvass Chair is a key position on the committee and is responsible for
canvassing, which raises the majority of UW fundraising. The Chair recruits team leaders
who, in turn, recruit canvassers.






Recruit team leaders
Train/orient team leaders
Ensure timelines are communicated
All materials (preprinted pledge cards, brochures, banners) from
UW
Liaise with Treasurer

May
June
June
Aug
Sept-Nov
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Treasurer

Leadership
Chair

Next Gen
Ambassador

Retiree
Champion

The Treasurer is responsible for counting all cash and payroll deduction amounts,
monitoring pledge cards and events proceeds, reporting and submitting these results to the
ECC and/or UW
Aug
 Develop process for collecting, verifying envelopes
Sept-Nov
 Receive envelopes from team leaders canvas
Sept-Nov
 Track and monitor results
Sept-Nov
 Communicate results to ECC & committee
Sept-Nov
 Verify envelopes, take periodically to UW – do not wait till the
end of your campaign
Sept-Nov
 Point person for UW to verify envelopes
Nov
 Ensure all cash donations are forwarded to UW prior to end of
campaign (to ensure receipting as per CRA rules)
The Leadership Chair is responsible for implementing the key strategy in this year’s
campaign, i.e. leadership giving.
Sept-Nov
 Follow up with leadership donors


Liaise with UW regarding thank you letters

Oct-Nov



Working closely with UW and ECC, organize presentation(s)
regarding leadership giving

Oct-Nov

A Next Gen Ambassador is a representative between the ages of 25-40 who
can focus on engaging Next Genners in your workplace.
• Increase awareness of United Way and Next Gen
• Provide information about events and networking opportunities
• Attend Next Gen networking and other events
A Retiree Champion is a retiree who works closely with the committee to
implement plans to canvass retirees
• Makes the ask and follows up with retiree donors
Workplace canvass

Team/ unit/
department
leads

Canvassers/
Champions

Team leads represent the committee at every unit or department.
• Recruit and liaise with champions/canvassers in their department
• Identify and breakdown lists by department or unit
• Organize training/orientation
• Distribute materials to canvassers
• Ensure canvass happens within timelines
• Monitor results and liaise with Treasurer
A canvasser/champion is actively involved in the canvassing/following up
with all employees, and acts as a champion of the United Way by sharing
messaging, focusing on impact, and answering questions that may arise.
• Ideal ratio is one canvasser for every 15 employees; more if they
are given time off their job for this task
• Must attend training/update/orientation session
• Pick up pledge cards/materials for those being canvassed
• Make the ask within timelines
• Forward completed pledge forms to Team Lead or Treasurer

July
Aug
Aug
Aug
Aug
Sept-Nov

Aug
Aug
As per plan
As per plan
As per plan
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Events
Event Timing
If you plan to run a fundraising event, hold it after your employees canvass so employees do not feel that the money
they are spending on various events replaces their payroll, cheque or cash contributions.
If your event is intended to create awareness, any time is a good time to hold it. However, you should consider your
campaign strategy and pick a time that is good for both your organization and its campaign.

Things to Think About
Before choosing an event for your campaign – ask yourself the following questions...
•

What do you hope to accomplish with this event?

Do you want to raise money, increase employee awareness about the United Way or boost employee morale?
Some events are great fundraisers but ineffective as morale boosters.
Has a similar event been held at your organization before? If so, you should determine how successful it was a as a
fundraiser, awareness builder and morale booster. If it wasn’t successful, was it due to poor planning or a general lack
of interest? You can learn from past challenges and successes.
•

How much time will you need to organize this event?

Consider the time commitment the event will require. If it will take a month to plan, organize and execute, you can’t
expect to hold the event in one week. If you are the Employee Campaign Chair (ECC) of your organization’s
United Way campaign, you may be too busy planning the employee campaign to run a special event. In this case,
recruit someone who is resourceful, creative and able to plan a special event. Encourage senior management to
help promote the event and to attend the event if possible.
•

What are your resources?

Before committing to an event, you need to think about the resources you have. Is there someone on your committee
who has helped organize this type of event before? Does a committee member know a local business owner or
supplier that might donate prizes? Consider the tangible and intangible assets available. Agency speakers are
available to speak about the positive impact that dollars raised for United Way have on people’s lives. It’s easy to
request a speaker – just contact your United Way staff RM to arrange for a speaker.
•

What is your budget?

Plan a budget and stick to it. Depending on the type of special event you are running, there may be very real costs
involved. Include volunteer time, staff time, program supplies, planning, food and facility expenses when
determining the full cost of an event.
You can decrease costs by soliciting donations of supplies, services and facilities. If you solicit donations from a
source outside your organization, it is important to clarify to the donor that this donation is above and beyond their
normal contribution to the United Way campaign.
If sponsorship is not an option, compare the estimated cost of the event to the amount of money you expect to
raise. You need to make sure the event is financially viable if the main objective of the event is to raise funds.
•

Do you have a back-up plan?

It’s always a good idea to come up with some alternate ideas in case an event proves impossible. You may also
need a contingency plan if your event is held outdoors and it rains or snows.
United Way has supplies available for your workplace to help promote your event, e.g. posters, aprons, balloons,
etc.
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Tips to Successful Events
•
•
•
•
•
•

Recruit an events chairperson to be part of your campaign committee.
Involve as many employees as possible.
Use campaign videos, promotional banners, posters etc. to help promote your event. Ask your staff partner for
any supplies you need.
Communicate with management well in advance to ensure that events do not interfere with any restrictions or
guidelines the company may have.
Have a plan “B” ready for things like weather or poor ticket sales.
Make sure that you are aware of all government guidelines regarding receipting, solicitation of donations/prizes
and licensing.

Ideas for Events
Themed Events
• Academy Awards
• Beach Bash
• Carnival/Circus
• Country Fair
• Halloween
• Health and Wellness
• Island Luau
• Lights! Camera! Action!
• Mardi Gras
• Mexican Fiesta
Food always works
•
•

BBQ’s
Bake sales(especially before the thanksgiving
weekend)
• Cake competition/auction
• Candy grams(ordered in advance, delivered on a
certain day)
• Chili contest; Cheesecake tasting; Multi-cultural
food
Sales, exchanges, other people’s treasure
•

•
•

Basket auctions (themed baskets, created
by every department)
CD/Book exchange or sale
Employee cookbook

•
•
•
•
•
•
•
•
•
•

Multiculturalism
Olympics
Survivor
Thanksgiving
The Eras (50s, 60s, 70s, 80s, etc.)
Toga
Tropical Island
TV shows or movies
Western
Heroes

•
•
•
•
•
•
•

Coffee &/or chocolate cart
Cooking lessons
Cook-off
Make your own ice cream sundaes
Pancake breakfast
Pizza days
Potluck

•
•
•

Flea market
Plant sale
Troll toll

•
•
•
•
•
•

•

Office Olympics
Parking spot auction
Rent a boss/Services Auction
Scavenger hunts
Survivor
Tricycle races
TV show adaptations

•
•

Las Vegas/Casino night
Raffles

Games of skill or Just for FUN
•
•
•
•
•
•
•
•

Balloon pop
Car wash
Dressed up/Dressed this way
Fortune teller/palm reading
Game shows
Get out of jail for a fee
Guess who – baby pictures, legs
Miniature golf tournament

Games of chance: these events require lottery licenses:
Please see page 27
• 50/50 Draws
• Bingo
• Email bingo
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Resources/Tools to help you succeed
United Way Relationship Manager: is a professional, skilled individual who will provide you with all the
support, guidance and tools you need to succeed
Loaned Representative: is an individual loaned to the United Way by an organization for the three month duration
of the campaign. This person is an extension of United Way staff and will work closely with you to support your
campaign.
Peer Learning /Orientation sessions: United Way staff and loaned representatives bring with them their skills
and expertise to help you and your campaign exceed goals. They will share proven strategies and offer tips, best
practices and easy to use ideas to help you succeed.
Agency speakers: Volunteers, clients and staff of agencies who will share personal stories to help your
employees appreciate how important their support is.
Seeing is Believing Tours: Board the bus with us to see the impact the United Way of KFL&A has in our
community. The tour provides volunteers with an opportunity to see their donations at work in the community.
Customized agency tours: If you cannot make one of our pre-scheduled bus tours, let us know and we will see
if we can design a tour specifically for you. We can do walking lunch tours, or longer morning or afternoon tours.
Whatever fits your timeline!
Presentations: Leaders in the community will come out and assist you with presentations to key groups during
management meetings, staff meetings, etc. This is especially helpful when you are promoting the value of leadership
gifts, which helps all campaigns grow.
Presentation materials: Videos and PowerPoint presentations are available upon request. Banners and
signage are available on loan from the United Way office.
Promotional material: United Way stickers, balloons, aprons, chef hats, flags and much more are available
through your staff relationship manager/loaned representative to support your campaign and events.
Print materials: United Way provides print materials ie pledge forms, brochures, posters, Communication
Framework, free of charge, to help you promote the United Way.
Training guides: ECC and canvasser guides offer you ideas and best practices, including tips and strategies that will
help you grow your campaign. These guides are also available on the United Way website at
www.unitedwaykfla.ca.
Media liaison: United Way will assist you in promoting your events through our weekly newsletter (reaching over
250 workplaces) and will connect you with media contacts in the community.
Recognition: Canvasser certificates, pins, etc. are available through your staff partner/loaned representative on
request.
Frequently Asked Questions: FAQ’s are included in this Guide and are also available online at
www.unitedwaykfla.ca. United Way relationship manager and loaned representatives are a great source of
information about the United Way.
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Options for Giving
70% of the annual campaign total is from donations by individuals – in workplaces or in the community.
Employee payroll deduction plans through workplaces are the easiest way to give to the United Way. Other options
for giving include:
•
•
•
•

Monthly donations from credit cards or chequing accounts.
o These are processed on the 15th of each month beginning in January.
One-time donations by cash, cheque or credit card.
E-Pledge donations (ask the United Way how)
Gift of Securities: benefit from the tax advantages of donating securities and help your community at the same
time! Securities donated to charity are not subject to capital gains tax, however, the donor receives a charitable
tax receipt for the full market value of the security.

Leaders of the Way
Leadership Giving is the fastest growing segment of the United Way campaign. Leadership Giving starts at $1,200 a
year, or $100 a month or more to the annual campaign.
United Way also recognizes a Friend of the Way ($500 - $1,199 per year).

Focusing on Leadership Giving is the most effective strategy to grow your campaign. Please contact the United Way at
leadership@unitedwaykfla.ca for more information. You can also request the Leadership Giving Guide from your staff
relationship manager.
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Donor Choice Option
Some donors may wish to designate a portion of their contribution to a specific community or agency.
• A minimum donation of $20 is required for designations.
• All designations are paid over and above agency allocations.
• To cover some of the costs incurred in tracking and processing the donation, a 10% processing fee applies to
all designations, except to other United Ways.
Donors can choose from the following options when making their contribution
 To United Way to distribute for maximum impact
The United Way researches the needs of our community and invests in programs that have the maximum impact.
Volunteers conduct a thorough review of agency applications and make recommendations to the United Way
Board of Directors. Programs funded through United Way are carefully reviewed.
 To one of the United Way’s impact areas:
o
o

o

All That Kids Can Be; Our goal is to ensure children and youth are valued and supported members of
the community with opportunities and resources to help them reach their fullest potential.
Healthy People, Strong Communities; Our goal is to improve opportunities for people to access
programs and supports that empower them to overcome barriers, build resilience, reduce isolation and
be part of a caring, inclusive community.
From Poverty to Possibility; Our goal is to help people engage in their community by strengthening
neighbourhood revitalization efforts, reducing poverty, and improving access to affordable housing.

 To specific registered Canadian charities, including other United Ways
There are 85,000 registered charities in Canada. Donors can select any one of these. We request donors to
provide the Charitable Registration number if using this option, ensuring that we send their money to the intended
charity. Registration numbers are available in Charities Listings on the CRA website www.cra-arc.gc.ca
Designations are paid after they are collected. This means that designations through payroll or monthly options will be
paid in the spring after the annual pledge has been collected. One time (cash, credit card) designations are paid in the
spring following the current year campaign

Tax Benefits of Giving
Tax Benefits
Your Gift of:
$
$
$
$
$

250.00
500.00
1,200.00
2,000.00
5,000.00

$
$
$
$
$

Total Tax
Savings
60.18
160.58
441.70
762.98
1,967.78

Actual Cost
to you
$
189.82
$
339.42
$
758.30
$ 1,237.02
$ 3,032.22

Tax benefits
(First Time Donors Super Credit)
Total Tax
Actual Cost to
Savings
you
$
122.68
$
127.32
$
285.58
$
214.42
$
691.70
$
508.30
$
1,012.98
$
987.02
$
2,217.78
$ 2,782.22

United Way Eternity Fund - Continue the Tradition of Giving
The Eternity Fund is the permanent endowment fund of the United Way. When you make a donation to the Eternity
Fund, the money is invested and the principal is preserved. Only the income earned is used to support essential
services and programs, ensuring your gift will benefit future generations.
Eternity Fund gifts can be in the form of cash, life insurance, securities, bequests and real estate. Please contact United
Way for more info 613-542-2674 or by email at uway@unitedwaykfla.ca
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Frequently Asked Questions
Why is it beneficial to give to United Way KFLA?
A gift to the United Way maximizes the impact of your donation locally. Through United Way you help thousands of
people in your community. Giving through United Way ensures accountability. A panel of informed community
volunteers, who are aware of local needs, distribute the donations where they are needed most and monitor member
agencies to ensure accountability to you. Your one gift to the United Way will address social service needs in KFL&A.
How much does United Way spend on fundraising and administration costs?
United Way keeps fundraising costs to a minimum thanks to community partnerships and thousands of volunteers. Our
audited financial statements show our fundraising costs to be 15.7% including administration. Imagine Canada puts the
average cost of fundraising and administration at 35%.
If United Way raises funds for so many agencies, why do I still receive requests for money?
There are many organizations in our community that are not funded by United Way. The United Way does not provide
100% funding for any one program or to any one agency and encourages a diversity of revenue sources. This is to
ensure sustainability and viability of all United Way funded programs or services.
I live outside of Kingston. Where will my donation go?
You can designate your donation to any specific United Way in your community or a specific charity (member or nonmember agency) by indicating your choice on your pledge card.
My spouse gives at work. Should I give?
United Way volunteers suggest that we all make a contribution based on our individual income level. Through payroll
deduction, one smaller gift, added to another, equals a painless way to give a larger gift. You and your partner can
combine your gifts for favorable tax-write offs and recognition.
Does the government provide money to help your agencies?
United Way itself does not receive government funding. Many government departments fund or purchase services from
United Way agencies. United Way is often one of the only stable sources of funding for some agencies.
My family and I don’t use agency programs, so how do I benefit by giving to United Way?
United Way provides funding to agencies so that essential programs and services will be available in the event that you
do need to access them. Your gift ensures that you and those you care about will have support when it is needed. Your
gift to the United Way helps the vulnerable in your community. Whether it helps your neighbour cope with a hearing or
vision loss or supports children at risk, we all benefit from a healthy and supportive community.
I don’t like Agency X. I don’t want my money to go to them, so why should I give to the United Way?
There are many agencies that the United Way funds that provide essential services to 75,000 local residents. in your
community. You can designate to an agency or an impact area of your choice.
When will the agency I have designated to receive my donation?
United Way spends a lot of time ensuring designations are paid as per donor choice. If you give cash, cheque or credit
card, your donation will be sent to the agency in the spring of the year immediately following the campaign along with all
other donations directed to that agency. If you give through payroll deduction, your donation will be sent to the agency a
full year after the campaign once all payroll deductions have been collected, remitted, and consolidated to United Way.
I.e. If you donate in the 2016 campaign through payroll deductions, your pledge is deducted from your pay in 2017 and
the funds will be sent to the agency in the spring of 2018.
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When will I get a tax receipt for my donation?
If you give through payroll deduction, your contribution will be on your T4 at the end of the next calendar year.
If you give by cash, cheque or credit card, your tax receipt will be mailed to your home address by February 28 of the
following year.
Please ensure you complete the home address section of the pledge form if donating by cheque, cash or credit card as
Canada Revenue Agency requires that tax receipts be sent to home addresses.
What is Next Gen?
Next Gen offers young employees in KFL&A ways to become further engaged in their community through a number of
activities. It is a unique opportunity for the next generation to bring about change in areas that are meaningful to them.
For more information on Next Gen, please call the United Way KFLA office at 613-542-2674 or email
campaign@unitedwaykfla.ca.
What if an employee is close to retirement?
Retirees may pay off the balance in a single payment and then continue their annual support as a retiree. If they provide
their home address on their pledge form and check the box indicating that they are retiring, they will receive a pledge
form to their residence in future years so that they can continue your support. Retirees can also continue to pledge in
monthly installments through credit card or preauthorized payment. Some workplaces allow pension deductions as well.
How much should I give?
Every decision is personal. United Way impact statements show what different levels of donation can do. Find out what
the average gift was in your workplace and match or surpass that. Consider a donation at the Friend of the Way ($5001,199 a year) or Leader of the Way ($1,200+) levels and maximize tax benefits.
How are compensation levels for staff and the CEO set?
The Board of Directors periodically benchmarks the CEO’s salary with United Ways of similar size and with similar
Canadian not-for-profit organizations. United Way regularly reviews the compensation levels of theirstaff to ensure they
are within reasonable rates for the level of skill, knowledge and experience required for their positiion.
All charities are required to file a T3010 registered charity disclosure which includes the salary ranges of the ten highest
paid employees. This is available at www.cra-arc.gc.ca/chrts-gvng/lstngs/menu-eng.html

21 | P a g e

About Fundraising, Administrative Costs and
Accountability
United Way KFLA takes our accountability to the community very seriously
and we strive to make our reports to the community transparent and easily
understood.
Having won the Voluntary Sector Reporting Award (VSRA) award three times
our United Way KFLA has received the status of ‘Exemplar’ from the VSRA in
the area of financial reporting and transparency.
•
•
•

United Way KFLA complies with United Way of Canada’s
Transparency, Accountability and Financial Reporting standards.
We adhere to Imagine Canada’s Ethical Code and the Donor Bill of
Rights
Our financial statements are audited by an independent auditor and
are included on our website at:
www.unitedwaykfla.ca/about-us/annual-reports

Tips for Responding to Questions
Listen and empathize
Make sure the person feels you are hearing their concerns. Show that you understand the objection, but don’t
agree with them. Instead, say: “I understand why you feel that way. Have you considered…?”
Encourage questions and discussion
Let people express themselves. Welcome their questions. It gives you an opportunity to address their concerns
and correct any misconceptions they might have about United Way.
Relax and be yourself
You have an important idea to present. Making the information your own will help you relax. You should never
feel like you have to argue or match wits with anyone. Your job is simply to convey to people that United Way is an
effective way to create opportunities for a better life for everyone.
Don’t worry if you don’t know the answer
You’re not expected to know everything about United Way. If you don’t know the answer to a question, tell
people you will find the answer and get back to them. Contact United Way for any information you might need.
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United Way Staff & CEO Salaries
EMAILS AND LETTERS CLAIMING CHARITY CEOS OVERPAID
ISSUE
We continue to receive emails and letters from local residents and donors expressing concern about United Way
based on information they perceive as factual about the salaries and benefits of CEOs at top charities in the world –
UNICEF, United Way, World Vision, Red Cross and the Salvation Army. This standby statement will provide
information for front line staff to use in dealing with their donors if they are confronted with this misinformation.
The messages provided below are for use in conversation with United Way and GCWCC donors and others. This
document is not for external distribution.
BACKGROUND
Emails have been in circulation since 2005, presenting salary and compensation information for top charity CEOs
and drawing conclusions about administration costs. They resurface during our campaign, and are also circulated
widely following natural disasters when there is a request for aid or funding.
KEY MESSAGES
So-called facts are misleading
Versions of this email have been around since 2005. Clarification is available on two “myth-busting” websites,
Snopes and Urban Legends. Charity Navigator, an independent charity evaluator that works to advance a more
efficient and responsive philanthropic marketplace by evaluating the financial health of over 5,500 of America’s
largest charities, states that executive compensation should be looked at as a percent- age of total annual
expenses. It is also worth noting that because the Salvation Army has charitable status as a religion, it does not
report executive salaries and compensation in the same way as other charities do.
With regards to the statement about the salary of Brian Gallagher, president and CEO, United
Way Worldwide
Mr. Gallagher is CEO of United Way Worldwide, which is a global organization leading 1,800 locally-constituted United
Ways in 45 countries and territories around the world. It is supported financially through corporate sponsorship and
through fees paid by each of the hundreds of local United Ways in the U.S. and world- wide. These fees represent a
very small fraction of total fundraising in each of the United Ways under United Way Worldwide.
United Way KFLA is a community-based organization, overseen by a local volunteer Board of Directors responsible
for strong governance.
United Way KFLA does not pay fees to United Way Worldwide, but to United Way Canada, at a rate of 0.08% of total
fundraising. While we don’t give out salary information for personal privacy reasons, salary ranges are available. The
work of United Way is supported by literally thousands of local volunteers and managed by CEO and staff in Kingston
and area.
Our fundraising fee
United Way KFLA’s campaign fundraising and administrative costs are around 15% of total campaign revenue. This
cost is strongly competitive when compared to the national average for charities of 35%.
This covers the cost of gift solicitation, advertising and promotion, donor recognition, processing, charitable tax
receipting, accounting, reporting and auditing.
We are able to keep fundraising costs very low, thanks to the support of many sponsors and contributors who
provide gifts and services in kind and who lend us their staff through our Loaned Representative program.
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United Way KFLA Workplace Volunteer Awards Criteria
PARTICIPATION AWARDS
Platinum
Gold
Silver
Bronze

Employee campaigns with a minimum 90% participation and $100 per capita
Employee campaigns with a minimum 75% participation and $75 per capita
Employee campaigns with a minimum 65% participation and $65 per capita
Employee campaigns with a minimum 50% participation and $50 per capita

ACHIEVEMENT AWARDS
Keystone
Limestone
Sandstone
Cornerstone

Workplaces that raise $250,000 or more
Workplaces that raise $100,000 to $249,999
Workplaces that raise $50,000 to $99,999
Workplaces that raise $25,000 to $49,999

BRITTON SMITH FOUNDATION LEADERSHIP AWARDS
Leaders of the Way (gifts of $1,200+) represent 40% of the campaign achievement. These awards recognize workplaces
that make Leadership party of their campaign.
Ruby
Emerald
Diamond
Sapphire

Workplaces with more than 40 Leaders
Workplaces with 25 to 39 Leaders
Workplaces with 10 to 24 Leaders
Workplaces with 5 to 9 Leaders

SPECIAL AWARDS
Community Builder First time employee campaigns
Media
We are grateful to our media sponsors who helped to keep the campaign alive in the
hearts and minds of the residents of KFL&A
Spirit of Community Organizations and events that went above and beyond to reach out to the broader
community or raise significant funds for the campaign
LABOUR RECOGNITION
Labour

Unions who increased both their support and participation in workplace campaigns
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Canada Revenue Agency Guidelines for Receipting
General Rule:
Donations that are receiptable are considered gifts. A gift is a voluntary transfer of property without valuable
consideration. A gift must meet the following three conditions:
1. Some property, usually cash, is transferred by a donor to a registered charity;
2. The transfer is voluntary; and
3. The transfer is made without expectation of return. No benefit of any kind may be provided to the donor,
except where the benefit is of normal value.
Donations that is RECEIPTABLE:
1. Direct cash, credit card and cheque donation - a receipt is prepared by the United Way.
2. Payroll deductions - generally receipted on employee’s T4 slip by employer.
Donations that is PARTIALLY RECEIPTABLE:
1. When an admission cost to a meal or entertainment event includes a “donation” component, that amount
is receiptable.
2. Where a charity offers an item, privilege or other benefit in return for a donation, the benefit is considered to
have a nominal value where its fair market value does not exceed the lesser of: $50, or 10% of the amount
of the gift. For example, if the charity sells tickets to a golf tournament for $250 and a tax receiptable portion
of the ticket is $150, then the most expensive prize the charity can offer any player will be worth $15.
Donations which are NOT RECEIPTABLE:
Under the following circumstances, contributions are not considered a gift and as such, a receipt cannot be
issued:
1. Payment of a basic fee for admission to an event/program.
2. Payment for a lottery ticket or other chance to win a prize. The donor cannot receive any material incentive
to give. If any form of material incentive is offered, the gift is not receiptable. The exception is if draw
tickets can be purchased without any requirement that ticket purchasers also make a donation to the
fundraising campaign. In this case, a receipt may be issued for the donation to the campaign, not for the
purchase of the ticket.
3. Contributions of services - Contribution of services are not receiptable; however there is nothing to
prohibit a charity from paying for the services and later accepting the return of all or a portion of the
payment as a gift, provided it is voluntary. In this case, a receipt may be issued for the gift.
4. The purchase of good/services from a charity. i.e. United Way cannot provide a receipt for the purchase
of campaign t-shirts or sweatshirts.
5. Donation of inventory - the rationale is that the business already has a tax-deductible expense from the
cost of manufacturing or purchasing the merchandise. Donations out of inventory would include computers
from a computer store, bread from a bakery, food from a grocery store, etc.
6. Donation when the donor has directed the donation to an agency or specific program from which either the
donor, or a person within arms’ length of the donor, receives a benefit or advantage.
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Lottery License Process
As your organization begins planning for its upcoming United Way fundraising campaign, it is important to be
mindful of legalities. If you’re planning a raffle, your organization is required by law to obtain a lottery licence.
Alcohol and Gaming Commission of Ontario (AGCO) has a special process for workplaces running a United
Way Campaign.
When do you need a license?
Any event that involves gaming, such as 50/50 draws, raffles, casino nights, or bingos, will need a license
from the province. The application form must be filled out in the name of your workplace and have a letter
attached with the authorization signatures from United Way. The application will require written approval from
the municipality. The application is then sent to your provincial licensing bureau with the required application
fee. For more information in your region, consult the United Way.
*Please note that it can take up to six weeks to receive your license. Therefore, if you anticipate
needing a license, please contact your provincial licensing bureau as soon as possible *
What constitutes a game of chance?
 A prize (donated or purchased)
 A chance to win
 A fee for a chance to win
Event proceeds
It is required that all proceeds of the event be recorded money be deposited separately from other donations or
other event proceeds, as required by the gaming authority. A report must be filed with the AGCO within 30
days of the event.
To apply for a lottery licence, follow these steps:
1. Download the form from http://www.agco.on.ca/forms/bi/6004_g.pdf or pick up a copy from the
Licensing Department of your municipality. An application must be completed and signed by two
members of the organization (not the United Way) that have signing authority and sent directly to the
Alcohol and Gaming Commission of Ontario (AGCO).
2. The application must include an agreement letter from the United Way acknowledging the approval of
the raffle and that all monies will directed to the United Way.
3. A “Letter of Support” must be obtained from the Licensing Department that approves the conduct of
the lottery in the municipality. Reach out to your municipality for more details.
4. A fee of 3% of the total prize value is charged for the licence and a cheque must be included with the
application made payable to the “Minister of Finance”.
5. A copy of the ticket to be used for the raffle must be submitted with the application.
6. The AGCO will issue the licence directly to your organization and the licence must be posted at the
raffle draw.
7. Once the lottery is completed, a report must be filed with the AGCO within 30 days of the event. Please
send a copy to the United Way at the same time. http://www.agco.on.ca/forms/bi/6347_g.pdf
Questions? Contact:
United Way Gaming Registration Officer
Alcohol and Gaming Commission of Ontario
90 Sheppard Avenue E., Suite 200
Toronto, ON M2N 0A4
416-212-1856
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Guidelines/Requirements (As per Alcohol and Gaming Commission of Ontario)
1.(a) A duly completed application form for the relevant type of lottery; for application forms and type visit
www.agco.on.ca
1.(b) Only one lottery license application will be approved to be held within the same draw(s) date. Two
concurrent raffle licenses will not be approved. I.e.: You may apply for a 50/50 type raffle or a regular Stub
draw event to be held at different days providing you have submitted the financial lottery report within 30 days
of the draw date approved on the license previously issued.
1(c) If beer type tickets are used for the draws a sample ticket must accompany application along with the
breakdown of the ticket numbers that will be used.
2. All applications must be approved by the applicant ministry/agency's United Way Campaign Chair and must
be complete and duly signed by two executive officers.
3. Applications require a letter of recommendation from the municipality in which the applicant is based; in
municipality, you must send the application form to: City Clerk's Office, Lottery Department, with a letter asking
for their approval for this lottery application and in turn submit that letter with the application to the AGCO.
4. A letter of agreement between the applicant and United Way with a clause stating that the organization will
only carry out the lottery during the published dates of the United Way campaign in the workplace of the
sponsoring organization, and donate the total net proceeds to United Way Campaign. Letter should also
include the effective date of the instrument and must be signed by CEO of United Way.
5. The application must also contain a sample of relevant tickets to be used at the lottery events.
6. Must enclose a cheque, for the relevant license fee (3% of the total prize board which must include all taxes.
Total Prize board must be a minimum of 20% of the value of tickets printed and is calculated on the higher
ticket value not the discounted portion), and made out to "The Minister of Finance" - personal cheques are
not acceptable. Use company cheque or money order.
7. If the prize-board on the lottery event is $10,000 or more, an irrevocable letter of credit is required.
8. The lottery event must only be conducted and managed within the workplace.
9. Participation in the lottery event is restricted to the employers and employees of the licensee only, and
tickets may only be sold to the individuals working within that office.
10. All lottery events licenses for the United Way Campaign will be issued only by the AGCO. Please note
that concurrent licenses will not be allowed. One license must end before a 2nd license may be issued.
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Next Gen Workplace Ambassadors
Next Gen is a United Way initiative designed to engage young professionals in their twenties and
thirties. There is Next Gen representation on all committees of the United Way.
The Next Gen Cabinet is made up of young leaders. They have created a network of ‘Next Gen
Ambassadors’ in workplaces. Ambassadors spread the United Way message and ensure the next
generation of leaders is involved in their community. They participate in Next Gen activities and
promote events and engagement opportunities within their workplaces.
This is a great opportunity for someone in the Next Gen demographic at a workplace to become an
active member of a peer group, with a chance to network with community leaders.
The Ambassador’s Role
The Ambassador’s role is to work with the United Way Employee Campaign Chair and Committee
to develop and execute a strategy specifically tailored to your workplace, with the following
objectives:




Increase awareness of the Next Gen and United Way message at your workplace
Provide information about events and networking opportunities to other employees
Act as a point of contact between the United Way Next Gen and your employees in the Next
Generation

For more information about Next Gen and how you can be involved, please contact the United Way.
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Workplace Retiree Campaign
What is the Workplace Retiree Campaign?
A Retiree Campaign is designed to retain donors from workplaces in the region who have retired. In
response to a growing number of loyal donors who are leaving the workforce – as retirees or to
pursue self-employment outside the traditional workplace – the United Way recognizes that it is
critical for your workplace campaign to find new ways to engage these donors.
Why Should You Run a Retiree Campaign?





The retiree population represents a great opportunity for increasing the number and volume of
donations to United Way KFLA.
Currently approximately 32% of the Kingston Area population is over 55.
The over 55 age group donates almost twice as much as the under 55 group.
Over the next ten years the population growth in Kingston will be in the 65+ age group.

Best Practices








Connect with retirees before they leave their workplace and encourage them to continue their
donation – through monthly giving options (credit card, Pre-authorized Payment or pension
deductions), securities, or one time gifts
Recruit a Retiree Champion at your workplace. Include the Retiree Champion on your
campaign committee
Peer to peer ask is important: solicit recently retired employees with a personal letter from
your Retiree Champion
Hold a retiree event at your workplace: provide an opportunity for retirees to re-connect and
network with other retirees. An invitation to an event alone can increase a gift
A personal follow up can have a large impact. Track your results and progress, and follow up
where necessary
Analyze results at the end of the campaign and debrief on what worked well

Tools and Templates


The Retiree Task Force has developed a library of templates and tools that can help you with
your campaign. Contact the United Way for more information.
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Impact Stories
United Way funding supports a network of agencies which provide vital programs to thousands of
people in the region.
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Impact Stories
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