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P&G GGF: Then

In 2014, GGF receipts fell to an all-
time low due to a number of factors: 
• Limited by an eight-week period 
• Lack of GGF education among 

employees (managers have been 
with the Company for 10 years 
before they ever see a GGF 
solicitation

• Fewer eligible candidates due to 
operational restructuring



P&G GGF: Then

Where we needed to go:
• Grow PAC Receipts
• Focus on Increasing 

Participation Rates for Top 
Givers

• Broaden Employee 
Awareness on Key Public-
Policy Issues



P&G GGF: Now

An outreach strategy was 
critical to our success:
• Second consecutive year of 

net positive growth in GGF 
receipts since 2008  

• 16% participation rate
• GGF receipts totaled 

$251,234.64 



P&G GGF: Now

How we got there:
• Reframe the Pitch
• Demonstrate 

Value to GGF 
Donors

• Launch Education 
and Outreach 
Strategy

• Refresh GGF 
Brand 



P&G GGF: Future

Where we are going:
• Continue Growing 

Participation and Receipts
• Expand Educational Efforts
• Build a Peer-to-Peer Policy 

Engagement Program



Thank You
Questions?


