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FMG Call Solicitation Guide

Basic Rules of Phone Communication

Know your goal before you make the call…you must have a goal and plan to reach it during your call.�%��

Always smile - the tone of your voice will make a difference on the call…express feeling or emotion by using high or �%��

low voice characteristics, emphasize words.

Listen actively - agree to statements made and note important details…your prospect will tell you what you need to �%��

know to be successful on the call if you listen carefully.

�8�V�H���W�K�H�L�U���Q�D�P�H���R�I�W�H�Q�«�\�R�X���Z�L�O�O���K�D�Y�H���D���P�X�F�K���P�R�U�H���V�X�F�F�H�V�V�I�X�O���F�D�O�O���L�I���\�R�X���F�D�O�O���W�K�H�P���E�\���W�K�H�L�U���¿�U�V�W���Q�D�P�H�����%��

Aim to get them talking - ask open ended questions not “yes” “no” questions…what, how and why are good ways to �%��

start asking questions.

Provide the information they need to make a decision…don’t think of yourself as a solicitor but as someone providing �%��

the information for them to support something that is important to them.

Close by summarizing and asking for the gift…you can’t secure a gift if you don’t ask for it.�%��

Ten Tips To Good Listening

Prepare in advance…know everything you can about them and the project.1. 

Think like him/her…try to understand their perspective.2. 

Concentrate…focus on what they are saying.3. 

Don’�W���L�Q�W�H�U�U�X�S�W���W�K�H�P�«�O�H�W���W�K�H�P���¿�Q�L�V�K���Z�K�D�W���W�K�H�\���D�U�H���V�D�\�L�Q�J���V�R���\�R�X���N�Q�R�Z���Z�K�D�W���W�R���V�Dy.4. 

Make notes…this will help you know what to discuss with them.5. 

Ask questions…open-ended questions will help you develop a relationship with them and made lead to the key to 6. 

convincing them to contribute.

Don’t jump to conclusions…don’t assume ahead of time that this person will or will not give, go in with an open 7. 

mind.

Use positive listening…an occasional “yes, I see” or other response.8. 

�/�L�P�L�W���\�R�X�U���W�D�O�N�L�Q�J�«�L�I���\�R�X���W�D�O�N���W�R���P�X�F�K���\�R�X���Z�L�O�O���Q�R�W���¿�Q�G���R�X�W���Z�K�D�W���W�K�H�L�U���R�E�M�H�F�W�L�R�Q�V���P�D�\���E�H��9. 

 Again smile…a smile on your end of the phone will be heard by them and it will increase your enthusiasm.10. 
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Top Reasons To Give To XYZ Fraternity/Sorority

Sense of belonging.• 

To pay back a debt.• 

Family ties to the fraternity/sorority.• 

Belief in the mission of the fraternity/sorority.• 

Because they are asked.• 

For the tax-deduction.• 

Great memories.• 

Sense of ownership in the fraternity/sorority.• 

To help make the chapter more successful;• 

Because the right person asked them.• 

Because others they know have given.• 

Understanding the chapters’ financial needs.• 

Tips Regarding Your Call

Get to know your prospect and help them get to know you and the fraternity/sorority.• 

Be confident.• 

Be polite.• 

Do not apologize.• 

Assume everyone can give.• 

Try hard to get them to commit.• 

Do not be afraid of the ask amount.• 

What You Need To Know First

You need to know facts about fraternity/sorority life • 

founding values- 
40’s war period- 
50’s war period- 
60’s was great period- 
70’s anti-establishment period- 
80’s growth period- 
90’s fall apart period- 
2000’s rebuild and return to original values period- 

You need to know everything you can about the National Fraternity/Sorority.• 

read their website- 
read their magazine- 

You need to know everything you can about the local university.• 

read their website- 
read their magazine- 

You need to know everything you can about the local chapter.• 
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read all materials we have- 
read their website- 
talk with alumni leaders and undergraduates- 

You need to know everything you can about the prospect.• 

read everything we know about them- 
know who their friends were/are- 
know who has given from their era- 
know who lost alumni/ae are from their era- 

How To Do A Feasibility Call (See Volunteer Training: The Feasibility Study)

Handle your prospects one at a time. Your goal is to grow the “will donate” and “will volunteer” numbers by one at a 1. 
time.
Know the project cold. Study up on everything you can on the project and prospect.2. 
Call your easiest prospects first: past donors, past volunteers, those we have more information on, those who are from 3. 
a strong era of the chapter, etc.
Catch up. Build rapport. Ask open-ended questions.4. 
Be honest with what you are doing and why.5. 
The first close, what we call a “light” close, is very simple: “When the campaign begins do you think you’ll be able to 6. 
make a contribution within your circumstances.” If yes, says “thanks” and why their support is important. Then ask: “I 
appreciate your support. We are looking for 75-100 alumni willing to call 3-5 brothers from their era to ask them for 
their support. Can I count on your support here as well?”
Review the project summary with them.7. 
Mail them a letter, project summary, 5L, and survey and ask them to return it. Place a note in the next move section 8. 
and your planner to remind yourself to follow-up as needed.

How To Ask For A Gift (See Volunteer Training: The Capital Campaign)

Handle your prospects one at a time. Don’t worry about other gifts except the one you are soliciting at the moment.1. 
Maintain the sequence - establish rapport, do light “close,” and ask for a specific ask amount.2. 
Stick to the schedule established.3. 
Know the project cold. Study up everything you can on the project and the prospect.4. 
Have a brochure, project summary, pledge form, survey, list of donors, list of volunteers, and lost list in front of you 5. 
for discussion purposes.
Believe in the project. You must talk convincingly if you expect them to contribute.6. 
Is there someone better to make the call…a volunteer or someone else with the consulting firm?7. 
Go first to those you know will give. Always start your calls with those most likely to give. Then goes to those who 8. 
may give.
Ask for the right amount and remember it is easier to negotiate down then up.9. 
 Never argue, always agree. Talk 10% and listen 90%. Back off and find the answer to their objections.10. 
 Don’t sweat the small stuff. Some will give and some won’t. Please don’t worry about it. Expect about 30-50% to 11. 
give.
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 Report your progress. Ensure that all information is entered into our software and that you report progress to your 12. 
team.
 Have fun. Consider that you are calling on 50 close friends in one night to get them to support something important 13. 
to you and them.

Step By Step Calling Procedure

Be prepared.1. 
Introduce yourself.2. 
Engage in conversation via open-ended questions.3. 
Share current news on the chapter.4. 
Make a strong case for supporting the project.5. 
Ask for a specific gift. If they say no, ask for a smaller gift until you find the right amount. If they still say no, find out 6. 
why.
Ask if they have any questions. Answer them if you can or tell them you will get them an answer.7. 
Thanks donors who make a pledge.8. 
Discuss methods of payment.9. 
 Confirm all ACMS information.10. 
 Fill out their pledge card. Mail a copy to them. Provide a copy to your manager and/or our payment processing office. 11. 
Ensure that pledge is entered and thanks mailed.

Sample Call

Hi, this is _________________. I am calling on behalf of _____________ (add personal information if appropriate).

_________, I am calling to bring you up to date on ___________ chapter and discuss how your support can make a 
difference with this project.

When were you last on campus?

Any questions you have about the chapter?

What do you think about the chapter plans?

I assume you received the brochure. What do you think of our plans?

For Past Donors

First, I want to thank you for your past support of the chapter and I would like to talk to you a little more about this 
campaign’s goals.
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Past Donors/Non-Donors

The chapter has raised __________ from _________ donors so far toward our _____________ goal.

Review brochure with them with a focus on the goals, naming opportunities and how to give.

Share names of other donors from their era is any.

_______________, would you consider a pledge of _________ per year for a five year pledge for _____________ (if yes, 
thank them and follow steps on processing a gift, also, see if they would be willing to call and ask a few alumni to support 
the project or do they have any input on others that should be called)?

If no, ask for a smaller gift (less years, less amount per year but same pledge period, one time if needed).

If they are a tough sell just say: ___________, I understand everyone has different circumstances. However, I still would 
like you to consider supporting the chapter even if it is a token gift. I am sure the fraternity has at least some good 
memories for you. Can I put you down for ___________?


