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Chris Engelhardt from Frito Lay held a 
fantastic blood drive and brat fry in May! 

Chris made sure all the surrounding     
businesses in his area were invited to the 
blood drive. We cleared out two rooms and 
held the drive inside.  

Chris didn’t want to stop the drive until he 
reached his goal- 30 good units!  

Great job Chris- 37 people came to     
donate and grill out! The most amazing 
thing about all of this is that Chris motivated 
27 people to give for the very first time! 
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New donors are very important to 
maintaining successful blood drives.   
Donors who participated in your last 
drive may have moved away, become 
ineligible due to health-related reasons, 
or be unavailable on the day of your 
blood drive.  

Posters, postcards and tabletents 
can help increase awareness of 
your drive, but the best way to 
recruit donors (including first-time 
donors) is by personally asking 
them to donate. Most current do-
nors began giving blood because 
someone asked them to donate. 
 Ask for a list of past donors from the 

blood center, and identify your most 
dedicated donors.  Individually ask each 
of these donors to help make the blood 
drive successful by bringing a friend to 
the next blood drive. 
 Walk through your building or com-

munity with sign-up sheet in hand, asking 
for people to sign up for a donation time. 
 “Appointment Cards” are available 

from your Recruiter. When someone 
signs up to give blood, fill out an appoint-
ment card and give it to the donor to  
remind them of their appointment.
 It may help to familiarize yourself 

with the basics of blood donation, but 
realize that you don’t have to know    

everything before you ask people to 
donate. 
 If a donor has specific ques-
tions, encourage them to call the 
blood center at (800)280-4102. 
This phone number is staffed by 

trained employees who can      
provide confidential answers to 

specific questions.  
 To alleviate anxiety about donating, 

incorporate the buddy system: ask     
experienced donors to accompany new 
donors to their donation appointment. 
 When you recruit a new donor,     

encourage them to let our staff know that 
it is their first time giving blood.  This 
helps our staff recognize and respond to 
the needs of new donors. 

You have probably heard your     
Recruiter mention that we provide 
100% of the blood to your local hospi-
tal. This means that if a patient needs 
a transfusion at the hospital, they will 
receive blood that was donated with 
the Community Blood Center.  

Your donors may not be aware that 
when they donate at your blood drives, 
they help boost the local blood supply 
and support area hospital patients.  

With your help, the Community 
Blood Center provides a steady blood 
supply to these hospitals:  
Appleton Medical Center 

St. Elizabeth Hospital, Appleton 

Theda Clark Medical Center, Neenah 

Children’s Hospital of Wisconsin-Fox 
Valley, Neenah 

Mercy Medical Center, Oshkosh 

Aurora Medical Center, Oshkosh 

Calumet Medical Center, Chilton 

New London Family Medical Center 

Riverside Medical Center, Waupaca 

Berlin Memorial Hospital 

Wild Rose Community Memorial     
Hospital 

Ripon Medical Center 

Good Samaritan Health Center, 
Merrill 

Howard Young Medical Center,    
Woodruff 

Eagle River Memorial Hospital 

St. Mary’s Hospital, Rhinelander 

Sacred Heart Hospital, Tomahawk 

Recruiting New Donors Realizing  
Your Impact  

When people understand that their 
blood donations help save lives– quite 
literally– they are often more willing to 
donate blood. 
 Educate potential donors at 

events, meetings, or assemblies. If 
you’d like your Recruiter to make an 
educational presentation, just ask! 
 Request brochures or handouts 

from your Recruiter. The “Donating 
Blood” brochure describes the        
donation process and can be espe-
cially  helpful for new donors.   
 Use newsletters, memos, and      

e-mails to help people understand the 
importance of giving blood. 
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