
The Connected Volunteer

Volunteers get more from 
networks of mentors
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  “The Connected Volunteer presentation and accompanying manual were 
developed by the Canadian Red Cross (CRC) through a grant from Ontario’s 
Ministry of Citizenship and Immigration. These materials are being provided to 
other organizations with the permission of the Ministry.  CRC is sharing the 
materials in the hopes it will help other charitable organizations to make the 
most of their volunteer resources.”  
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MINISTRY OF CITIZENSHIP AND IMMIGRATION

This workshop funded by:



  What organizational mission/vision or 
mandate guides your work as a volunteer? 

  What organizational principles or values do

  you base your responsibilities on?
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Objectives

1. Describe the network-mentor model and how it 
works.

2. Distinguish between mentorship, coaching, 
training, counselling, management, informing

      and sponsorship.

3.   Identify your existing networks.

4. Brainstorm an ideal network for a volunteer in 
this

      organization, based on your experiences.

5. Skills-map your own possible network  

      contributions.
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“Volunteers give us their time and skills and we 
are responsible to provide them with the tools and 

path to succeed.”

Tanya Elliott  

Vice President, Ontario
Canadian Red Cross
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A network-mentor model 
for volunteers
Kerry Ann Rockquemore
A new model of mentoring. Inside Higher 

Education.
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Mentorship 
& other types of help
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Mentor

trainer

manager

coach

sponsor

counsellor
informant
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Sometimes what you need is information

The facts you need to get the job going, or done.
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“The vast majority . . . want someone to 
help them figure out how things work so 
they can get on with actually doing their 
work.”

   Kerry Ann Rockquemore – President
National Center for Faculty Development & Diversity
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   Kerry Ann Rockquemore – President
National Center for Faculty Development & Diversity

“Why not get in the driver’s seat and 
create a broad and diverse network of 
mentors, regularly identify your needs, 
and ask for what you need when you 
need it?”
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How a network-mentor model works

 Develop a whole team of helpers.

 Figure out, day by day, case by case, what 
type of help you need.

 Look for ways to get a job done.

◦ Could a peer give you what you need?

◦ What’s the fewest degrees of separation?

◦ Who has time?

 Reciprocate.
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Are you a manager/supervisor of volunteers & other 
staff? Guess what? You don’t need to have all the 
answers. You can help others develop their network 
of mentors

1. Ask people what they need to be more 
effective

2. Validate their needs

3. Brainstorm solutions together

4. Make introductions for them

5. Confirm next steps with them 13



Exercise: 
Your existing network of mentors

 Useful people you could contact directly
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Pro tip: Someone handy who has part of 
the answer is more useful than an expert 

you can’t get to.
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  Pro tip: Being able to contact someone 
isn’t the same as being 

able to get a reply.
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Break
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Exercise: 
The ideal mentor network

 Where are gaps in your network?
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Pro tip: New volunteers don’t 
know what they don’t know, let 

alone where to find it.
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Exercise: 
Skills-mapping what you contribute

 The know-how (and “know-who”) that you have to offer
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  Pro tip: Secret identities prevent 
superheroes from being helpful.
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Adding to your network:

A Seven-step script1. Identify your need

2. Find someone who knows more

3. Ask for help

4. Fact-check

5. Follow up with thanks

6. Renew the connection

7. Keep a listSMAlL, SPECIFIC, and IMMEDIATE. 22



1. Identify your need
 What do I need right now?

 What would help me be more effective?

◦ Advice about navigating the organization, who to call, 
how things get done?

◦ Information to get a task done?

◦ Feedback on trying a new task?

◦ Decision or permission or a new assignment?

◦ Recommendation for a new role

◦ Help getting past a roadblock

 Mentor, trainer, coach, counsellor, manager, 
sponsor… or peer?
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2. Find someone who knows more

 Six degrees of separation

 You don’t need to think of someone who has the 
answer. 

◦ Who do you know who can get you closer to the 
answer? 

◦ Who do you know who can get you part of the answer?

 The people who help you get things done – 
whether from formal or informal channels - 
they’re your network.
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3. Ask for help

a) Introduce yourself, including 
context/relationship/representing

b) I’m trying to <figure out X> in order to <Y> for 
<Z>

c) Do you have <limited time> to help me answer 
a couple of questions or work out who I might 
approach next?

d) Thank you. Let me check…

e) If I have questions in the future…?
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4. Fact-Check

 Credible information or lead?

 Consistent with your policies and procedures?

 Consistent with your own expertise?

 Sounds good to your team lead?

◦ Quality source

◦ Chain of command/communication

◦ Does someone else “own” the external relationship?
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5. Follow up with thanks

 Thanks again

 I really appreciated <specifics of how you 
helped>.

 Offer of reciprocity

◦ brief

◦ sincere

◦ specific

 Your contact information
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6. Renew the connection

 Demonstrate sincerity

 Contribute value

 Scalable and role-appropriate: Card, note, 

   e-newsletter, invitation, gift, etc.
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7. Keep a list

 Name, role, contact information

 Conversation history

 Notes, e.g., prefers email, do not share phone 
number
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Objectives

1. Describe the network-mentor model and how it 
works.

2. Distinguish between mentorship, coaching, 
training, counselling, management, informing 
and sponsorship.

3. Identify your existing networks.

4. Brainstorm an ideal network for a volunteer in 
this organization, based on your experiences.

5. Skills-map your own possible network 
contributions. 30



Review
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Mentor, trainer, coach, counsellor, manager, 
sponsor or informant?
Who can help you to…
1. Earn a school bus driver’s license?

2. Promote a new idea?

3. Practice trombone for upcoming pep rally?

4. Get permission to host a client open house?

5. Get advice on an upcoming job interview?

6. Get the go-ahead to hire an intern?

7. Collect hotel recommendations for visiting 
clients?

8. Learn how to file expense reports online?

9. Manage your recovery from a recent 
bereavement?

10. Upgrade first aid knowledge & skills?
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Mentor, trainer, coach, counsellor, manager, 
sponsor or informant?
Who can help you to…
1. Trainer

2. Sponsor

3. Coach

4. Manager

5. Mentor

6. Manager

7. Informant

8. Coach

9. Counsellor

10. Trainer
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Scenario: Thanksgiving

Imagine that John got a recommendation from an 
acquaintance for a plumber. After the work was 
done, John sent an email saying, “Thanks again, 
Tara. I really appreciated you sharing the name of 
your plumber. The new kitchen sink works like a 
charm. Regards, John.” What did John forget to 
include?

34



Scenario: Thanksgiving

Imagine that John got a recommendation from an 
acquaintance for a plumber. After the work was 
done, John sent an email saying, “Thanks again, 
Tara. I really appreciated you sharing the name of 
your plumber. The new kitchen sink works like a 
charm. Regards, John.” What did John forget to 
include?

An offer of reciprocity that is brief, sincere, and specific, 
such as “If there’s something I can do for you, such as 
connect you with my electrician or loan you my riding 
mower, don’t hesitate to ask.”

Since this is an email message, it automatically includes 
contact information.
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Scenario: traffic flow

Imagine that your neighbourhood association 
wants to change the way traffic flows through the 
subdivision to make it safer for children to walk to 
school. Who would you reach out to, and why?

1. City councillor

2. School principal

3. Member of the city planning staff

4. Mayor

5. Police chief

6. Newspaper editor

7. Ombudsperson
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Scenario: Traffic flow

Imagine that your neighbourhood association 
wants to change the way traffic flows through the 
subdivision to make it safer for children to walk to 
school. Who would you reach out to, and why?

Any one of these people would be a potential informant. 
The first thing your neighbourhood association needs to 
do is figure out how decisions are made in the city. Your 
first small, specific, immediate step is to reach out to 
anyone who could provide insight into decision-making, 
especially around traffic flow and school-related issues. 
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Reflection
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Thank you
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