Serv-a-Thon 2011

THE FOLLOW-UP PHONE CALL:  October 29th-30th 
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The follow-up phone call is one of 
the most important steps in the fundraising process.

If phone calls are not made, the typical response rate will be about 10% to 15%. However, if follow-up phone calls are made, the overall response will likely exceed 60%! This represents at least a four-fold increase in the amount of potential donations received by your school.

We recognize that making a follow-up phone call can be slightly uncomfortable for most people. However, we want to assure you that it is a fairly simple process once you make your first couple of calls.  To help you be most effective in making your follow up phone calls, we want to provide you with the following tips…

1. Why you should want to make follow-up phone calls…
First, realize that if everyone that is fundraising on behalf of your school would make a “follow up” phone call to every person to whom they have sent a support letter, your school will likely raise 2 to 3 times more money than if only a few people make “follow up” phone calls. If everyone does their small part, your school will reach or exceed your fundraising goal!
2. When you should make follow-up phone calls…
Follow-up phone calls should be made about 7-10 days after your letters have been returned to your school. If at all possible, it is very important that you actually talk to the person you are calling. Leaving a voice mail message is not nearly as effective as talking to an actual person. It may be easier to leave a voice mail message, but the results for your school will not be the same!
3. The purpose of the follow-up phone calls…
The purpose of the follow-up phone call is to simply see if the person has received your support letter and if they are able to make a donation to your school. The follow-up phone call is not meant as a high-pressure sales pitch. Remember you are asking for a donation for a ministry and cause that you believe in…your school! And ask with confidence knowing that God will bless your faithfulness!
4. What do you say when you get your prospective donor on the other end of the telephone?
First, keep things simple and relax. You have already informed the person receiving the letter that you would be contacting them within a week or so of them receiving the support letter (re-read your support letter in case you missed this). In many cases they will be expecting your call.  The conversation will probably be quite short (see the phone script on the other side of this flyer for specifics on what to say). And remember: regardless of their response you will want to thank them for their consideration.
5. But won’t people get mad or annoyed at me if I ask them for money?

Not at all! If anything, they will respect you even more, and perhaps, even be a bit envious that you had the courage to ask for a donation for a cause that you believe in so strongly!

(over, please)

PHONE SCRIPT 
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Your phone calls play a significant role in the financial success of your fundraiser!!!  This call is not meant to be high pressure.  Its purpose is to determine if the prospective donor has received the support letter, to see if they need anything (i.e. another return envelope) or have any questions about the fundraiser or the school, and to ask if the prospective donor is able to make a donation. Here are some tips to help you:

1. Prepare what you are going to say beforehand (see sample script below).
2. Allow the phone to ring long enough to give the called person time to answer.
3. Don’t ask the person you are calling to wait the moment that they answer.
4. Identify yourself and ask for the person you are looking for.  
5. Talk directly into the phone, loud enough to be heard without shouting.
6. Observe courtesies like “Hello,” “Please,” “Thank you,” and “Good bye.”
7. If the caller is not home, leave a message saying you’ll try back later!


Sample Script:

Potential Donor:  “Hello?”

Student:  “Hi, this is Jimmy Smith.  May I please speak to Mr. or Mrs. Jones?”

Potential Donor: “This is Mr. Jones.”

Student:  “Mr. Jones, I recently sent you a letter about the Serv-a-Thon fundraiser that my school, Northside Christian School is doing.  Do you have a quick minute to talk?”  

If no:  “I’m sorry to bother you.  When might be a good time for me to call back?”

If yes:  “Did you receive the letter?  Are there any questions that I can answer for you?”  

Student:  “Mr. Jones, your donation would really help our school.  Do you think you might be able to help us reach our goal of $35,000?”  

If yes:  “Thank you very much!  Do you still have the donation envelope that came with the letter, or would you like me to send you another one?”

If no:  “I understand.  Would you mind praying for the success of our event and for my school?”  

If they already sent in a donation: “Thank you very much!”
Student:  “Thank you for your time, Mr. Jones.  Have a good night!”


What Service Projects will our School be Doing? 
Kindergarten: visiting an area nursing home and doing a performance for the residents.
1-2nd Grades: visiting an area nursing home and singing, reciting poems and verses, visiting.

3-4th Grades: visiting an assisted living facility and performing their poems, songs and doing crafts.

5-12th Grades: going to the Union Gospel Mission to perform various tasks.
