[image: image1.wmf]
FACTORS TO CONSIDER WHEN TRYING TO MOBILIZE PEOPLE

Self-interest 

· Primary reason why people get involved

· Surfaced through conversations, e.g. doorknocking, interviewing

· Can be issue related or value oriented

· Can’t mobilize without knowing this

Excitement
· Sound excited – you should project this verbally and non-verbally.

· Your meeting/your group is not ho-hum.
Action
· Something is going to happen.

· Group is decisive.

Talk like a winner

· Will attract people who think winning is important/good.

· People like to associate with winners.

Belonging

· Capitalize on people’s sense of wanting to belong.

· Convey impression that everyone is doing this.

SOME DO’S AND DON’Ts BEFORE YOU HAVE A CONVERSATION
DO

· Prepare a script ahead of time.

· Get in a positive frame of mind

· Be positive and upbeat.

· Try to think of the person you calling.

· Be personal

· Relate the meeting to the needs of the person you are calling.

DON’T

· Plead with the person.

· Complain, whine, sound like a loser.

· Talk too much.

· Ask someone to participate as a favor to you.

ELEMENTS OF A CONVERSATION
1.  Introduce yourself.  Use someone else or a group to establish credibility.


Hello, my name is ______________. Mary Allen told me to give you a call.


Hello, my name is ______________.  I am a member of Teach Our Children.
2.  Ask an open-ended question. It is one that requires more than a “yes” or “no” answer and usually begins with the words “what” or “how.”  This will provide ou with an indication of their self-interest.
A lot of parents have mentioned that they are concerned about the elimination of recess from the children’s schedule.  What do you think about this?
3. The ask: listen to response and turn the response into the reason for getting involved.
Many other parents have said the same thing.  That’s why a number of us are getting together on Thursday night at _________.  We are talking with two people on the School Board who are supposed to be putting together a plan for physical activity.  We want to know what they have said and if it includes recess.
4. Assume the response is positive, unless they indicate otherwise. Close the conversation on a personal level. 


Do you need a ride to the meeting?  I’ll look for you there. 
