
 
 
 
 
 
 
 
January 28, 2010 
 
 
 
 
Dear Non-Profit Partner;  
 
As you continue or begin your building quests to host an Over the Edge Event, it is 
important that we focus on our Best Practices as they ring true, time and time again.  To 
date we have quietly recommended, suggested and encouraged, however our experience 
is telling us this is not the right approach.  We are now, (one step short of mandating) 
requiring all non-profits to adhere to the attached building solicitation Best Practices. 
 
This is a partnership and we trust that the strength of your regional connections will make 
the difference in securing your building.  Please note that we are continuing our National 
efforts and have secured over 15 sites nationwide that are open and interested in hosting 
an OTE event. All marketplaces have been informed of these local connections. We will 
of course continue our National effort and partnership focus while diligently supporting 
all local markets.  
 
Our goals are mutual and we are anxious to solidify the host building site in your region. 
Please read through and forward this Best Practices process to all in your organization 
who are engaged in this process.  
 
Best Regards 
  

 
 
Paul Griffith  
President & CEO 
Over the Edge 



Securing a Building - Best Practices 
 

Building searches will usually go one of two ways.   30-45 days to signed MOU or 90-
180 days.  To ensure your group is on the fast track, follow ALL these Best Practices so 
that you can significantly increase your odds of success.  Organizations that have strong 
community networks will succeed far quicker than those who do not. Your goal is to get 
the Key Decision Maker(s) to sit in on a 15-20 minute conference call with OTE, your 
team and a representative from Legal/Risk, Engineering, and the Top Decision Makers, if 
at all possible.  
 
Please Check Task:  

______Do not approach a building about hosting/sponsoring an event until you have met 
 with OTE.  (Non-profits who have not followed the suggested process and went 
 ahead and approached a building without preparation greatly reduced their 
 chances of securing a building for the event.) 

______Read the building material section on the web site.  

______Forward the Key Decision Maker Brief to all non-profit parties associated with 
 this portion of the OTE event. 

______Complete your Top Five List and send to Felicia for initial sign off. 

______Make initial contact with locations where you, your BOD, CEO or Executive 
 Director have a collegial/personal contact.   

______Corporate Real Estate Personnel are a wealth of knowledge – seek their support. 

______Allow Paul to Brief any and all BOD or community at large members who may 
 be doing this initial contact on your behalf, prior to having them do it - takes 10-
 15 minutes. 

______Find out who makes the decisions at the location. 

______Ensure this contact comes from the most appropriate person with your team i.e. 
 with the strongest relation or most senior person. 

·  Cold calling does not work 

·  Starting with the building management or Engineer USUALLY 
does not work  

______Contact multi-buildings at once.  

______Keep the original pitch simple and refer to our samples. 

______Ensure that Paul Griffith, President, is brought in on the 1st Meeting.  He has 
 faced  virtually every question, let him speak with confidence, authority and 
 experience to their concerns.  Do not try to sell or pitch this event without his 
 input. 

It has been our experience that your chance of securing the building is less than 
10%,  if you do not follow the above best practices.  



 
Key Market Sectors Include: 
 
______ Housing/Condominiums  

 Target - under construction or under sold   
 The Ask - Owner(s), Sales and Marketing  
 

______ Hotel Service Sector:  
 Target - any private or international chain  
 The Ask- GM, owner especially if local, Sales Marketing, Community   

  Relations 
 

______ Corporate Real Estate Sector: 
  Target - past sponsors or BOD members who own or are the title tenant 
  The Ask - Owner(s), Title Tenant, Corporate Leasing Agent, Community  
  Relations VP 
 
Sample Verbal Pitch:  
 
“We are bringing an Exclusive Signature Event to _____ and immediately thought of our 
partnership. I wanted to give you 1st right of refusal before we take it public. The event is called 
Over the Edge and it is has demonstrated huge media coverage and exposure in every 
marketplace across North America.  
 
It is a once in a life-time experience where participants raise pledges to rappel down your 
building.  I need 15-20 minutes of your time next week to address some of the event details and 
of course the safety and liability concerns you and other key decision makers may have.” 
 

OR 
 
“We have been looking for the right event to partner with you and your organization and we have 
found it. We have secured the right to an Exclusive Signature Event called Over the Edge.  I 
wanted to give you the opportunity to consider partnering for this event. We are selectively 
seeking a building partner and think your group would love this event.  Over the Edge has 
demonstrated huge media coverage and exposure in every marketplace across North America.  
 
It is a once in a life-time experience where participants raise pledges to rappel down your 
building.  I need 15-20 minutes of your time next week to address some of the event details and 
of course the safety and liability concerns you and other key decision makers may have.”  
 

OR 
 
“I understand that the condo market has been challenged and I have just the event to set your 
marketing and sales efforts above all others in the ____ marketplace.”   See above pitch 
expansion points.  
 
 
 
 


