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Mississippi Valley Regional
Blood Center

Southeast lowa Blood Center

How Life Flows Through Our Communiry®

One day in 1965 a young man
walked by a blood bank and
took notice of a sign seeking
blood donors.

addition to his drives every
eight weeks. For 35 years Al
spread the news about the im-
portance of blood donation,
provided convenient opportu-
nities for donors to give and
personally asked them to do-
nate at his drives.

Being of a giving spirit the
young man decided he would
oblige them. He donated his
first unit of whole blood and
something special happened fc He started a “Be One, Bring
him. One” program, not only en-

couraging donors to give but

to bring a friend with them to
. give as well.

“There was like a wow feel-
ing,” Al Whitney, said, “that’s
great—I've helped someone.

But as Al left the blood bank he
also said to himself, “I can do - -

Lo . earned him the nickname
more than this.” And he did. “Count Dracula.” “| take it as

Al dedicated time to coordinat- a compliment,” Al said.

ing blood drives at his church ir In 2000 Al retired as a blood

vAv\é(()arllsLal-l;iz ' f(i?gtl(():lrei\\//:ryi;g:; a drive coordinator. During his
: y final year at the helm his

mere six units, far less than drives collected 2,069 units of

he’d hoped. "B,l,]t' | °f!'y hac_i lifesaving blood. So persua-
one way to go,” Al said, point-

ing his finger straight up. And
he again said, “I can do more
than this.”

As a blood drive coordinator,
his recruiting persistence

personal ask that his donors,
on average, gave 3.2 donation
per year, surpassing the na-
Soon Al was coordinating tional average of less than 2
blood drives every Saturday in time per year per donor.

sive was Al's message and his

Al Whitney is an ordinary man doing a How? He simply starts up a conver-
extraordinary things. He would say he sation with folks he encounters dur-
is just doing what anyonean do. ing his day. He is proud to promote
blood donation. He supplies them

with his business card and a phone

X, number to a donor center

Applying what | like to call The Al
Principle simply takes a “do more”

attitude. near them.

The morning | met Al at the St. Louis
center he had already recruited three
people to donate blood with MVRBC.
Al does this daily.

He challenged me, and |
pass the challenge on to
each of you, to carry
several business cards

and find opportunities to pass them
along to others during the day and
personally invite them to donate

blood. We all understand the power of
the personal ask, but do we practice it?

The Al Principle, or “ can do more
than this” attitude works on many
levels. Look for ways to apply this
principle in your work, in your life.

We all can “do more than this.”
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Retiring from coordinating blood drives
didn’t mean turning away from his mis-
sion. Once again, he said to himself, “|
can do more than this.” And, once again
he did. Al started donating platelets last
year and hit upon the idea of taking his
message of “do more” across the countn

A year ago Al foundetPlatelets Across
America,” and began his mission to do-
nate platelets in each and every state. A
year into his project Al has donated plate
lets in 17 states including his most recer
donation the MVRBC Donor Center in
St. Louis, MO. Al's total platelet dona-
tion is 614 units.

Al's mission is funded by his own wallet.

Wherever he winds up donating depends or

to where he can find “cheapest transporta-
tion.”

Al said his wife Nancy Lou “thinks I'm
crazy but supports me.” But, she stays
home while Al travels to give platelets.

“This is not a sight-seeing trip,” Al said.

His primary reason for giving platelets is to

help cancer patients and burn patients. Mos

of all he simply wants to raise awareness
and to challenge others to say to them-
selves: “I can do more than this.”

Once Al has completed his two-year mis-
sion to give platelets in all 50 states, it
seems apparent what is next for him. He
will “do more” and do it all over again.

In addition to donating platelets at the

Blood Centers he visits Al also spends time
sharing with recruitment staff his ideas and
tips from years as a successful blood drive
coordinator and donor recruiter, and talking

with local media.

Al carries 30—40 business cards in his
pocket at all times. He takes advantage of
every occasion to talk with people about
the importance of blood donation. He
hands them his card and answers any
guestions. His business cards include his
website and the America’s Blood Cen-
ters’ website. Al goes through a box of
business cards a month. He challenges all
recruiters do the same.

“You are proud of what you do, right?”
Al said. “Talk about it. Tell people about
it every chance you get.”

FYl—I had a telephone call from Al a few weeks
ago. He had just returned from donating platelets
in Washington and Idaho, his 18th and 19th states
and most recently his 20th, Connecticut. Plans
are in the works for an lowa visit from Al.
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Tina Chanez, Vice President Quality
reminds us that as a regulated entity we
must be diligent in our operations to en-
sure we are meeting our regulatory and
accrediting requirements.

WEAR YOUR NAME BADGE
AT ALL TIMES —at work in the
sites, on mobiles, and anytime you
are representing MVRBC/SEIBC in

an employee capacity as stated in the

Organizational Privacy and Security
Policy

PICK UP WHAT YOU PRINT,

FAX OR COPY—collect copies,
faxes and photocopies immediately
so the information is not available
for others to view— this ensures the
confidentiality and integrity our
employees’, donors’ and patients’
information.

LOG OFF/LOCK ANY COM-
PUTER WHEN YOU LEAVE

IT— never walk away from a com-
puter screen displaying confidential
information...remember this is for
your protection.

If you have any questions, please
contact the Quality Department.
Tina says they are a resource to
help and support us.
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FACTS YOU CAN USlke

Information to share with
coordinators, sponsor groups
and donors:

Blood collection within
our region remains stat
howevenysage at our 53
service hospitals has
increased by 3.4%

CO”ECtIOﬂS NeWS & Notﬁlﬁchelle Boyd, Director Donor Services

Collections would like to kick off thedilsttions News & Notes

ction of your newsletter by thanking the BonameRe&epartment for

the opportunity to share thoughts, and newitl teamwork that we all achieve
our goals for we could not do it without each other

Let's begin with some very good news: DavellpdColetiions has two new
mobile supervisors both of whom are stellar mithbataff, Jessica Daily and Amb

Bush. Jessica has been with MVRBC for abous avaly®aber has been here a year.

@re very excited that they have stepped to tiemmeanplate. Please congratulate th
next time you see them.

On another note Collections would like to ksmb®iIRed Machines

very busy, so we ask that as you evaluate neargr@wen some of our

old groups please take a moment to think yf besargaod drive for DRBC's.
The only way we keep these machines busy is to ask:

1. Are DRBC's feasible for this group fiquerecir@erspective

2. Isthe location / space available acdeptablequipment

3. Ask the coordinator if they would beaagemédion

4. Collections needs to ask donors to feairticipdmation
The key is to ask and discuss DRBC'’s from recruitneefietdion.

If you have any questions or suggestions on wioatd tike
read about from collections, please feel freactonce:
Michelle Boyd, extension 137 or via e-mail: miobga@m
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