Name:_______________________________________________________        Week of:____________________________________

Goal:_________________________________________________________________________________________________________
__/4
On Task

__/2
Constantly dialing

__/2
Prepared for all calls
__/4
Introduction


__/1
Asked for prospect by stating full name

__/1
Stated his/her own full name


__/1
“Calling on behalf of Brigham Young University”


__/1
Enthusiastic and friendly

__/4
Rapport


__/2
At least two open-ended questions

__/1
Responsive and polite towards donor’s questions

__/1
Attempted to make a connection with the donor
__/6
Use of the Script


__/1
Update of campus 

__/1
Explanation of campaign


__/1
Professionalism (“ums”, casual language, inappropriate responses)


__/1
Sounded natural (avoided reading-the-script voice/rate of speech)


__/1
Stuck to accurate information/admitted he/she doesn’t know


__/1
Used a variety of words/didn’t overuse any words

__/4
Initial Dollar Ask


__/1
Smooth transition into the ask by relating updates to Annual Fund


__/1
Dollar amount according to script and with confidence


__/2
Waited for the prospect to respond and gave an appropriate 



response. Showed empathy toward objections.

__/4
Second Option

__/1
Smooth transition according to donor’s response to first option


__/1
Dollar amount according to script and with confidence


__/2
Waited for the prospect to respond and gave an appropriate



response. Showed empathy toward objections.

__/4
Address and Info. Update


__/2
Updated address, including zip code


__/1
Updated other info. according to the script (employer, job title, etc…)


__/1
Updated email address

__/4
Third Option


__/1
Smooth transition according to donor’s previous responses


__/1
Dollar amount according to the script and with confidence


__/2
Waited for the prospect to respond and gave an appropriate



response. Showed empathy for objections.

__/4
Pledge


__/1
Immediate thanks for the pledge


__/1
Designation of gift


__/1
Asked for and explained Matching Gift


__/1
Stated pledge amount at least two times

__/4
Credit Card


__/2
Appropriate credit card ask


__/1
Repeated the card number back/ obtained expiration date


__/1
Supervisor verified pledge


__/4
Thankful Close


__/1
Sincerely thanked prospect for time/ pledge


__/1
Verified pledge amount 3rd time


__/1
Let prospect know in some way he/she listened


__/1
Do you feel that the call had a positive outcome?

Total:
_____/_____= __________
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