
Engaging Business to Reach Kids 

Connecting Kids to Coverage   
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Why Engage Business? 
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UWCA’s Strategy 
 

Advocacy : 

Garner support for expansion of children’s 
coverage to all CA children. 

Educate and activate business leaders and 
employers about crisis of children’s coverage 

Create advocates and influencers 

Neutralize opposition to covering all kids 

Starting last year, our goals also include: 

Integrate education, outreach & enrollment into 
all United Ways do 
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Business we work with 

Large, medium AND Small 

Key sectors for outreach: agriculture, hospitality, 
retail, etc. 

Key opinion leaders: ask them for help reaching 
other business and advocating for kids 
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Know your goal and approach them from 
their place, not yours. 

Goal: We want ACCESS to employees and/or customers 
Check any judgment at the door! 

Don’t make them feel guilty they aren’t providing coverage or 
paying more: they are paying market rate. 

Don’t use “working poor”! Interpreted as finger pointing 

Put in their value frame:  “Hardworking parents need just a little 
help raising their families” 

We want to insure kids, not win over advocates unless… 

Use terms they understand – NO jargon 
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What do businesses care about? 

Their bottom line! 

Insured dependents helps bottom line 

Workforce issues: decreased parent absenteeism, loyal 
employees 

You are helping them offer “free” benefit   

Does health insurance make kids more healthy?    

Coverage  access  healthy kids 

Prepared workforce 

Healthy kids  school success  prepared future 
workforce 

Public Health 

Healthy kids in schools, community. Prevention against 
flu, asthma, etc. 
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Businesses to target: 

Traditionally low-paying industries like ag, retail, hospitality 

Start with those you know 

For UW, it’s campaign companies 

Ask for referrals to other companies 

Companies laying off or closing doors – work with 
Chamber or  local business council.   

Chambers – Run articles and free ads in newsletters 

Mom and pop businesses –reach door to door. 
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Actual Outreach 

If an HR department, work with them – best if they integrate 
with other benefit presentation.  Train them, provide 
materials 

Provide payroll stuffers and fliers in employee lounges 

Presentations if possible 

Set up enrollment appointments off hours 

Articles in business newsletters  i.e. Chambers 

For customers of retail companies 

Fliers in bags 

Signs at register 

Printed bags. 
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Flier insert for 
Chamber 
newsletter 
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Article in 
Chamber 
Newsletter 
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Examples of Customer 
Outreach….and more 
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IF they want more… 

If they become interested in policy questions: 

Build simple strong economic case  

Importance of primary care for health and success in life 

Past and current success of CHIP and Medicaid. 

IF they care about it being right thing to do, that is a bonus! 

**Remember:  many small and large businesses would like to 
provide/offer coverage but can not because of market 
demands and demands for profitability. 
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For Questions or More Info: 

Judy Darnell 
Director of Public Policy 
United Ways of California 
jdarnell@unitedwaysca.org 
877-355-8922  ext 2 
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