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Helping Others Project Description 
 
Why is it that when you meet a person on the street who asks you for spare change, it is 
so easy to ignore them or say no? It’s because you don’t know them. If you knew them, 
you would probably help out, wouldn’t you? 
If you want to get something from someone, you have to do four things. You have to get 
to know them, convince them that you are trustworthy and have good intentions, 
demonstrate a clear need and give them an idea what they will get out of it. 
 
This project is aimed at getting resources and especially technology into the hands of 
students who need those resources. Because we are in Austin where technology industries 
are clustered, we have unique access to corporations that need to and want to help their 
community. This is where you start. 
 
Think about who you know. Think about everyone your family knows and make a list. 
Talk to your parents, and any adult friends of your own or your parents about who they 
know. The first step is getting in the door to ask someone who can actually help you. To 
do this, you almost always have to know somebody. Are you involved in any community 
organizations where you have gotten to know adults? It sounds silly, but make an actual 
list. Talk to the adults you know about their work, and who they know through their own 
work and community activities. If you can make some links, and find some people who 
are in or near a position that decides how a company gives, you have a starting point. The 
focus of your search is to find anyone who is involved in the technology industry, but you 
can work with anybody who is willing to help. 
 
In a way, this activity is like sales, when you try to get someone to give you money for 
your product or service. In this case, you provide the tax write-off, the good feeling from 
helping and good publicity after you convince someone they should give money or 
resources. 
 
The key to getting someone to say yes is to make them believe in you. But don’t be 
fooled into thinking that your best puppy dog eyes and bashful smile are going to do the 
trick. When you ask a company for money or resources, you need to convince them that 
their investment will be well spent. You need to convince them that you have assessed 
the problem completely, developed a plan to address the problem which is rooted in 
viable actions, and that you will administer the resources effectively. No one will give 
you money or resources if they think that you don’t have a good plan, or that you won’t 
use their donation effectively. Everyone wants to help, but they don’t want to waste their 
donation either. 
 
With all of this in mind, you need to develop a plan. Your plan must involve a well-
researched assessment of the problem, a well-researched solution (even if it is only a 



partial solution), and a plan to take care of and distribute the resources to people who 
really need them (administration). 
 
Here are the requirements for this project. They aren’t easy, but if you finish this project, 
you will have an important accomplishment “under your belt” that will be a section on 
your college application or resume. 
 
These elements must be presented in a portfolio at the end of the project. 
 
Required Components 

1. networking list and diagram 
2. problem assessment including: survey instrument, data analysis and previous 

research 
3. solution analysis including: potential solutions and decision criteria 
4. problem and solution summary including packet and presentation 
5. contact and appointment log 
6. after-action reports on all meetings 
7. proposal or application materials required by donor 
8. publicity plan and log 
9. publicity documentation 
10. documentation implementation 
11. analysis of results and follow-up interviews 
12. community presentation 
13. project portfolio 

 
Descriptions of Portfolio Components – each of these documents should be complete, 
distinct, separate, finished, professional documents. 

1. networking list and diagram 
a. This is a list of all of the adults in your life, where they work, who they 

know, how they know you, and how they might help you. You should 
diagram the connections between these people. 

2. problem assessment including: survey instrument, data analysis and previous 
research 

a. You need to decide what the problem is that you want to address, and then 
develop a full description of the problem 

b. Questions you should ask: What do people need? How many people need 
it? How will you get it to them? Why can’t they get it? How many do you 
need? How much does it cost? How will you track the distribution? How 
will you contact recipients to follow up? (required) 

3. solution analysis including: potential solutions and decision criteria 
a. How has this problem been solved before? Why were these solutions 

successful or not successful? Why has no one solved your part of the 
problem before? Are there any established agencies or companies who are 
supposed to address this problem? 



b. What steps did you use to develop your solution? What resources did you 
consult? Who did you consult? Why do you think that your solution is 
best, and most appropriate? 

4. problem and solution summary including packet and presentation 
a. This is the analysis that you will present to potential donors. You need to 

put together all of the information from the second and third elements into 
a packet and presentation to give to potential donors. 

5. contact and appointment log 
a. You need to document everyone you speak to about this problem and 

summarize what you discussed. Every phone call and conversation must 
be logged. When you set appointments with potential donors, you need to 
document those meetings including setting the appointment on a time line. 

6. after-action reports on all meetings 
a. You need to describe what happened in your meeting. What went right? 

What went wrong? How well were you received? Did the potential donor 
give you their full attention? What questions did they ask? Was there any 
information that they needed that you did not have? What did they ask you 
to do? When will you follow up? How will you thank them for their time? 

7. proposal or application materials required by donor 
a. Include in your portfolio an exact copy of what you gave to the potential 

donor. 
b. Include a copy of any information or forms that the potential donor 

required 
8. publicity plan and log 

a. How will you publicize your project? Are there contacts through the 
school district, your networking contacts or the potential donors who 
might help, like a public relations executive or contact inside a news 
organization? 

b. You need to fully document any contacts you make with news and media 
outlets – every phone call, email and meeting 

9. publicity documentation 
a. keep a copy (electronic or otherwise) of every bit of publicity generated by 

your project 
10. documentation of implementation 

a. how, when, and with whom did you deliver your solution? 
b. Video (preferred) or photographic documentation of the delivery of your 

solution is essential; you should also have a complete written description 
of your delivery 

11. analysis of results and follow-up interviews 
a. a summary and especially an analysis of the delivery of your solution 
b. interviews with a significant sample of recipients and very clear, 

descriptive, detailed documentation of how the solution affected them 
12. community presentation 

a. website documenting your entire project 
b. slideshow presentation to tell community groups about what you did and 

how it worked 



c. written press release and reflective essay about your project 
13. project portfolio 

a. a bound, indexed, professional and complete portfolio 


