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A Foundational Program for the Work Behind the Conversation

Donation advocacy is an interpersonal role. Technical knowledge matters, but families experience donation through a
conversation—often in moments marked by grief, uncertainty, pressure, and competing needs. How an advocate
listens, responds, explains, leads, and adapts can influence the quality of that interaction.

DeGarmao’s Team Training program gives Donation Advocates a common behavioral language for understanding that
part of the work. The program introduces DeGarmo’s nationwide research, connects the findings directly to the

realities of family conversations, and helps participants examine how their own interpersonal style may support—or
complicate—their effectiveness in different situations.

The Research Foundation

38 OPOs participated across 10 of 11 UNOS regions, representing 381 requestors. The project included authorization
data for 358 requestors and more than 31,000 donation conversations. The analysis examined how work styles and work
values related to authorization outcomes.

The training is intentionally positioned as a starting point—not a script for family conversations and not a judgment of a
person’s overall capability. It is designed to help advocates understand the behavioral patterns they bring into the
room and recognize that effectiveness often depends on what the moment requires.

What the program is designed to deliver

0 Behavioral Knowledge
Understand key behaviors and the dynamics that shape interpersonal style.

° Contextual Relevance
Connect the research to the specific demands of donation advocacy.

° Professional Growth

Identify practical ways to adapt, practice, and develop over time.
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The Core Insight: Effective Advocacy Requires Balance

DeGarmo’s research identified six interpersonal behaviors that meaningfully differentiated authorization outcomes.
Three were associated with higher authorization rates, while three—when emphasized more strongly—were
associated with lower rates. The training uses these findings to create reflection, not labels.

Independence Cooperation

Comfort making decisions and moving forward Preference for harmony, support, and shared
independently. —— agreement.

Inspiration Analytical Thinking

Willingness to take charge, offer opinions, and Tendency to analyze information and search for ideal
provide direction. ==@== solutions.

Stress Tolerance Concern for Others

Ability to maintain composure under pressure or Sensitivity to others’ feelings and emotional needs.
adversity. @

More is not always better. Less is not always better.

A behavior can be a strength in one moment and a liability in another. The goal is to recognize natural tendencies,
understand what the family and situation require, and intentionally adjust. This is the program’s central message: balance
is contextual.
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From Self-Awareness to Intentional Practice

Participants do more than review research findings. The facilitation is designed to help them translate the data into
day-to-day behavior. Individual assessment results become a starting point for reflection, group discussion, and
practical development.

Understand

Review interpersonal style and the research behind the success profile.

Interpret

Connect assessment results to the realities of family conversations.

Adapt

Use “style switching” to flex behavior based on context, relationship, and communication objective.

Practice

Discuss scenarios, reflect with peers, and identify specific development actions.

“The small group discussion time was super helpful to talk about how the principles could look in action
and how I can apply them to myself.”

The intent is not to teach advocates to become someone else. It is to help them become more deliberate about how
they show up—especially when their natural style does not perfectly match the needs of the moment.
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Participant Feedback: Strong Learning Experience and Clear Value

Feedback from 118 participants shows a consistently favorable response to the program’s clarity, learning value, and
practical delivery. Participants rated the overall quality of the training 4.31 out of 5.

94% 91% 91% 88%

Easy to understand Good learning Clear and concise Interactive and engaging
experience
4 31 I 5 Average overall quality rating

61 participants gave the session a 5, and another 40 rated it a 4.

What Participants Say They Take Away

The strongest comments point to four recurring themes: the credibility of the research, increased self-awareness,
practical application, and facilitation that makes difficult feedback easier to engage with.

EVIDENCE

“It was very helpful to see the data supporting the information presented. It validated the findings/efficacy of
the process for me.”

SELF-AWARENESS

“The training confronted parts of myself that | did not want to accept. As a result, | have become keenly
aware of parts of myself that may impact my professional outcomes. Now, | can address them and be more
effective.”

APPLICATION

“Training was informative and provided an opportunity for self-reflection and evaluation. It allowed us to
identify some areas of growth and to start to create a plan for improvement.”

CONTEXT

“Very interesting! It was nice to see how our individual styles can impact our work, and how we might be
able to improve upon these over time.”
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A Shared Language for Better Conversations

Team Training gives organizations a common foundation for talking about the behavioral side of donation advocacy. It
creates shared language around interpersonal style, makes DeGarmo’s research understandable and relevant, and
helps advocates see that effective communication is not about relying on a single “best” style.

Instead, success depends on awareness and adaptability: knowing your tendencies, reading the context, and
choosing how to respond. That principle is especially important in donor family conversations, where the advocate
may need to be empathic without becoming passive, analytical without overwhelming, collaborative without losing
direction, and confident without becoming rigid.

The Value of a Foundational Program

The impact is not measured only by what participants know at the end of the session. It is reflected in the questions they
begin asking afterward: What does this family need from me right now? Which of my natural tendencies is helping? Which
one do | need to moderate? How can | flex without losing authenticity?

For OPO leaders, that foundation can support more consistent coaching and development conversations across the
team. For advocates, it provides a practical framework for self-reflection and growth. And for donor families, it supports
a more intentional, adaptive approach to some of the most important conversations they will ever have.

Saving Lives Through Talent Science

DEGARMO | Our Purpose

We're proud to partner with the donation and transplantation community, equipping organ,

tissue, and eye donation professionals with innovative tools that reduce burnout, strengthen
retention, and improve life-saving donation outcomes.

Contact us to learn more about our groundbreaking research.
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