
 

Asking the right questions 

What would motivate someone to get involved with your Action Group? What has stopped them 
from joining? What would bring them to your next event?  This calling guide will take you 
through some insightful prompts and questions, to help you learn more about your Action 
Group’s strengths and weaknesses when it comes to growth and engagement. 
 
Key elements to this tool: 

! How will this be different to the usual kind of community calling? 

! Before the call 

! Calling guide + hints and tips 

 
How will this be different to the usual kind of community calling? 
 
Most of the GetUp Action Network’s community calling efforts happen in the context of 
campaigns, when we’re having persuasive conversations to ask members of the community 
to step up to an ‘ask’ (e.g. contacting their local MP). Your approach to this call will be 
more open ended. Instead of asking someone to take an ‘action’,  you’re: 
 

● Giving someone the chance to express their thoughts and ideas. 
● Learning more about your Action Group’s strengths and weaknesses. 
● Providing a positive, personal experience with GetUp that will familiarise them with 

us as an organisation, and positive reinforcement which increases their likelihood of 
taking action next time. 

 

Aim of this tool: 

Using this tool, call your top 30 leads in Action Centre. Find out what would 
motivate them to get involved in your Action Group, and what’s stopping them. 
Learn the strengths and weaknesses of your Action Group. Use this information to 
grow your group. 
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Asking the right questions: the value of non-transactional conversations 
 

Before the call 

● Brainstorm: What do you think is stopping more people from engaging with your 

Action Group? 

○   

○   

○   

○   

 

● Reflect on your experience: Think back to when you first took action with GetUp. 
What motivated you? What were your feelings or apprehensions?  Think back to a 
time when you didn’t participate. Why not? What went through your head?  
 

Occasion where you did/ didn’t 
participate in something: 

What was the reason behind that decision? What 
feelings drove that decision?  

E.g. I went to a community calling event for 
the same sex marriage campaign. 

It felt like a momentous moment in history, I wanted to look back and 
know that I did all I could to make a difference. I felt worried but also 
excited and inspired. There was a strong sense of community, and an 
energetic atmosphere to the ‘yes’ campaign. 

 
 
 

 

 
 
 

 

 
 
 

 

 
 
 

 

Tip: Keep these personal reflections ready in your mind so you can use them as prompts 

or draw on them during your conversation:  
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Asking the right questions: the value of non-transactional conversations 
 

 
Calling guide 

Start by introducing yourself. Be friendly and casual, and succinctly frame what the 

conversation will be about.  

E.g. Hi, my name is Ella. I’m a local volunteer with the GetUp _____ Action Group. I’m making calls today to 

learn more about what locals would like to see from our Action Group, and what we can do to get more 

people involved. I’m really keen to hear from everyday people like yourself. 

Question prompts and suggestions 

Openers 
 
Start off with one or 
two of these to frame 
the conversation and 
get people talking. 
This is also your 
chance to find areas 
of common ground 
and build rapport. 

● Are there any issues you’d like to see change on in your 

community/Australia? Why is that important to you? 

● ‘What do you think are the most important issues for the future for 

your family? 

● E.g. Yes I agree climate change is a huge issue for our generation, our 

Action Group has been involved with the campaign to stop Adani... 

Conversation 
questions. 
 
These are useful 
prompts for your 
conversation, but you 
don’t need to follow 
this word for word. 
Follow the 
conversation 
organically, and try to 
get a meaningful, 
earnest response. 
 
 
 
 

● Do you know about GetUp’s Action Groups? 

● If yes: how/where did you hear about us? 

● If no, tell them what you do! 

● Do you know where to find information about upcoming events and 

how to get involved?  

● What’s your preferred method for receiving information or invites 

about events? 

● Have you ever considered attending an event but then didn’t go? What 

made you change your mind? 

○ Prompts: time of event not right, event location was difficult to 

get to, I forgot, I was unsure what the event was about...  

● Describe your ideal event - where would it be, what time, what would 

help you be there? 

● Is there anything we can do to be more accessible and relevant to you? 

● Are you currently volunteering with any other organisations?  
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○ If yes: What prompted you to get involved?  

○ What do you find exciting or inspiring? 

○ If no: have you considered volunteering/ getting politically 

active before? What would motivate or stop you? 

Close 
Thank them for their time. Let them know you’ve taken their feedback on 

board.  

 

Tip: While you’re not pushing for people to take action, if they are very 

interested in getting involved, this is a good opportunity to invite them to your 

upcoming event. 

 

Hints and tips 

To avoid hang ups: 

● Cut to the chase about why you’re calling them. 

● Emphasise that it’s not a random call, you’re contacting people who’ve previously 

taken action with GetUp. 

● Avoid asking yes or no questions. 

● Build rapport as soon as possible: a quick one liner about why you’re volunteering 

or a recent issue that’s captured your attention. 

● If people are definitely not interested, leave them be. 

Listen: People can tell when you are focused on them! Show you are listening by 

summarising and checking for understanding, or asking follow up questions. 

Reflect. You can jot down some of the phrases you hear the callee use, and reflect this 

back to them in the conversation. 

Building rapport. Find ways during the conversation to elicit the person’s deeper values. 

Sharing little bits about ourselves is an effective way to build this relationship. In some 

contexts it can be appropriate and powerful to share more of your own personal story. 

 
4 
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Keep the conversation going. If there’s a pause, or if they’re not sure how to respond to a 

question, you can prompt them by sharing what prompted you to start volunteering, or 

what you find difficult. Try to establish points of engagement they can bounce off. 

If you get stuck... If someone asks you a question you can’t answer, don’t panic. Some 

useful responses: 

● ‘That’s a great question. To be honest I don’t know the detail on that one. I can get 

back to you (or refer them to GetUp’s website or other resources.) 

● ‘Can you tell me more about this issue? Why is it important to you? What would you 

like to see happen?’ 

 

After the call: 

! Reflect upon what you’ve learnt, and compare it to your expectations and 
experiences. Put yourself into their shoes. How can your Action Group be 
more relevant, engaging and accessible to the people you’ve spoken to? 
What concrete steps can you take in the short and long term?  

! Discuss with your Action Group and organiser how you can translate 
this information into meaningful growth. 
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