
A Guide to Successful Canvassing  

Rod Gazzard gave a very helpful training session at our General Meeting in February. He has kindly 

supplied us with the following text so that all our members and supporters can benefit. 

Intro 

Let’s face it, campaigning on the streets isn’t easy. At times it can seem that we’re in the middle of 

the perfect storm, bad weather, low footfall and, of course, everyone who voted leave has turned 

out today, just to give us a hard time! 

Given that it can be difficult getting our point across when faced with these challenges, we thought it 

might help if we looked at a couple of ideas which have proven to give us an edge when we’re out 

there fighting for our country. 

Plan, Co-ordinate and Implement 

What’s the purpose of the event? 

Collecting signatures/email addresses? 

Conducting a poll? 

Distributing leaflets? 

Recruiting support? 

All of the above? 

This will help determine resources, both human and material. 

Allocate roles 

Appoint a Team Leader (this can be revolving). It’s important that we have clearly defined roles and 

functions. Allocate roles according to people’s strengths. Some might feel comfortable simply 

handing out leaflets. Others might relish engaging with the public. Some of us might wish look after 

the stall and supplies, handling any walk-ups. Perhaps revolve roles throughout the day to keep 

everyone fresh. 

That said, it’s important that we focus on the main purpose of an event which is to engage with the 

public and spread our message. So, let’s have a look at how we might go about that. 

Get People to Stop! 

It’s no use talking to the back of people’s heads. They just walk away faster! 

Use positive body language, a wide stance, smile and make eye contact. Be assertive in your 

approach. Don’t so much as ask for people’s attention, as tell them up front you won’t keep them 

long. 

“Hi guys, I expect you’re busy so I won’t keep you long” 

Use subtle non-verbal commands, such as raising both hands from your sides, palm out, suggesting 

you’d like people to stop. Or point to the stall as you approach. If you position yourself so that the 

stall is over their shoulders, people tend to stop in order to look behind them. 

Now you can tell them who you are and why we’re here. 



“I’m …… from the People's Vote campaign. We’re asking the good people of Norwich to help us with 

our survey today. It’s a chance for you to have your voice heard as we’ll be feeding our results back 

to Parliament via the region’s MPs. 

So, bearing that in mind, I have a few quick questions for you. Is that OK?” 

Consider using a pro-forma template, on a clipboard, replicating the choices as seen on your 

brexitometer as it would then be a easy step to move people over to the stand to place their sticker 

inline with their poll preference. Just imagine if everyone you spoke to was sufficiently engaged to 

fill up that board! 

Handling objections. 

Now we know that there will always be people who disagree with our position or who are not 

entirely sure what their position should be, so here’s a mechanism for maybe nudging people a little 

towards our position. 

Don’t be confrontational. They may well be looking for an argument, let’s not give it to them. 

Step one 

Acknowledge their opinion. 

Leavers tend to think around Brexit in emotional terms and it’s easy to escalate matters whilst 

they’re in that mind set. If we’re to stand any chance of influencing them, we need to alter their 

state from emotional to rational. Very often all it takes is for them to feel that their opinion matters 

and that they are being heard. 

“I understand.” 

Is all we have to say. “I understand.” 

Note we are not agreeing with them or arguing back we’re simply showing we have listened and 

understood. Empathy not sympathy. 

Step two 

Clarify their opinion to show you really have understood BUT… 

…re-state it in a positive way that moves the conversation on, preparing the ground for you to offer 

a counterpoint/correction to their concern. (don’t worry, we will give some examples later). 

Step three 

Answer 

Offer up your counterpoint/correction/solution 

Step four 

Assess 

Check if their viewpoint has shifted in any way. 

 

 



 

Examples 

Here are a few examples with each step highlighted: 

“We pay all that money in and get nothing back for it” 

ACKNOWLEDGE 

“I understand” 

CLARIFY 

“So let me just check” 

RESTATE IN POSITIVE TERMS 

“What you’re telling me is it’s important for you to feel that the money we spend has been 

worthwhile?” 

ANSWER 

“Well I have a fact sheet here for you which  shows that our contributions bring in an additional 

__________per household” 

ASSESS 

“So bearing that in mind do you feel a little differently about things now we’ve had a chat?” 

 

Here’s an example with the steps included as in normal conversation 

“I voted leave to get back our Sovereignty” 

“I understand. So let me just check. So what you’re saying is you’d be happier if the UK had greater 

control over our own laws, is that about right?” 

“Yes” 

“Well let me leave you with this fact sheet. It shows that since 1999 our government has successfully 

blocked around 98% of those EU directives it objected to. The ones it has accepted have then been 

passed into uk law through our own parliament. So I guess that looks like a lot of control to me. 

What do you think?” 

 

And another. 

“it’s immigration for me. Too many foreigners being allowed in” 

“I understand. So let me see if I’ve got it right? What your saying is there ought to be tighter controls 

on just who can enter the UK? Have I understood you correctly?” 

“Well, if I can just show you this fact-sheet. As you can see the EU requirements are that people 

wishing to work in the UK must either have a job to come to or find work within 3 months. If at the 

end of that time they haven’t found work they will not be entitled to benefits and must return to 



their country of origin. Successive UK governments however have not applied those requirements as 

strictly as the rest of Europe because we rely heavily on EU workers to support things like the NHS, 

farming and hospitality. So, whilst you and I might not agree on whether immigration is an issue can 

you see how the EU really isn’t to blame?” 

 

One more. 

“We don’t need the EU. We’ll be able to trade on our own with rest of the world” 

“I understand. So, I’m sensing that for you, it’s important that we get British products out there into 

the rest of the world. Is that about right?” 

“So let me see if I can clear a couple of things up here. Through our EU membership we already have 

access to the worlds’ largest markets and on the best terms possible. If we leave the EU we will 

never be able to negotiate as good terms on our own, as we have right now.” 

“So has that helped” 

“Great. Can I ask you to place a sticker on our board?” 

 

Please bear in mind that the answers I’ve given here are simplistic and purely for the purpose of 

illustrating the process. I hope though, that the process is clear. It does take practice and patience 

but I’m guessing you’ve all had plenty of both over the last 3 years! Above all else, it will give you a 

structure you can rely on and certainly time to think before responding. 

Good Luck! 

Rod. 

 

  

 

 

 

 

 

 

 

 

 

 


