Key to Victory: Campaigning Door to Door
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Conservatives are enthusiastic about 2010 and 2012. By contrast, liberals are depressed. 

But we must channel our energy into persuasive campaigns for our candidates.

We will prevail if we do what liberals did surprisingly well in 2006 and 2008: work at the grassroots level to build support. We need to go to the homes of voters and enlist their support for conservative principles, candidates and solutions. 

In this age of "new media," canvassing might seem like a dying art. Yet campaigning door to door can make the difference between victory and defeat.

It is crucial we do not neglect the old art of canvassing -- visiting neighbors and making friends. 

Here's some advice on how to campaign door to door: 

Pick the right doors. You want to canvass households where you are likely to find supporters and undecided "swing" voters. You don't want to spend time provoking and motivating people who oppose your cause. Let sleeping liberals lie...I mean, rest.  

Anticipate and prepare for likely questions. Even if you are just sliding brochures under doors, think in advance about what a voter might ask you. If you don't have good, succinct answers, do some research or ask for suggested answers from those managing the effort. If you feel confident you can provide strong reasons to support your candidate or cause, you will be more believable than if you seem anxious to change the subject.

There's no such thing as "Casual Friday" or "Slob Saturday" in canvassing. When a stranger shows up on your porch, your first impression is based on his or her appearance. If a stranger looks strange, that's usually not helpful. "Dress for success" in canvassing doesn't mean you need to wear business apparel. But if you wear a Hell's Angels T-shirt and haven't shaved in a few days, you shouldn't be surprised if people say they are too busy to talk and then lock the door. 

Open with "small talk." If you launch into a pitch without first making an overture to be friendly and respectful, people will wonder if you're a con artist. You might not want to comment on the weather or their flower garden, but you should say something nice and non-political so they see that you are not programmed or problematic. 

A "soft sell" is more persuasive. The term "pushy salesman" is never a compliment. You don't need to sell the idea that things are going in the wrong direction as people are well award of today’s problems. Even if you are alarmed by government policies, you don't want to sound too ominous. People want to hear about solutions, too. So, be the bearer of good tidings. Share hopeful news, not just bad news. 

Don't argue, just move on. Some cranks will talk with you just so they can mock your candidate or cause. Don't give them the satisfaction. Don't waste your time. Be ready with a polite farewell line... "I understand. Thanks for your time. Have a nice day."

Accept rejection. Realize it's a numbers game. Understand that you are not trying to convert every non-believer. Your goal is usually just to inform the undecided and identify supporters. You are looking for the 1-5 out of 100 who represent the margin of victory. 

Prepare for the best. You may be surprised that some people want to instantly help out. Always have a pledge card, notepad or smartphone to record their personal information. If they give you a check or cash, make sure you have a decent looking envelope to file and protect it. You don't want to put their check or pledge card in a pocket or purse and have them wondering if you'll remember to turn it in. 

Enjoy the adventure of it all. Behind every door is a unique world - people with their own concerns. Yet you share a common bond with them: You are citizens of the greatest country that has ever existed. That's worth talking about as neighbors, isn't it? 

Make a good last impression. Your most important words usually come at the end: "Thank you." Whether a voter is friendly or hostile, thank them for their time. Naturally, how you thank them depends on how it goes. Ideally, you'll be able to say something like: "It was a pleasure meeting you. Thank you so much for your time." 

Always keep in mind that, to the person you visit, you are the face of the campaign. You may think of yourself as just one of many volunteers, but a voter sees you as personifying what your cause is all about. So be respectful and kind. 

And it shouldn't be hard for you also to be upbeat. After all, when liberals are whining, that means we're winning.  



