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Boy Scouts of America
Donor Centered Fundraising

Test Scenarios

Before you start, review the information in Chapter 7 of Donor Centered Fundraising (“Test Everything”, pages 61-83). Then pick at least one of the following test scenarios for service areas in your 2004 campaign.

Family Friends of Scouting Campaign

1.   Select three Units in a district to perform a “phone call” test. 
Make “thank you” phone calls to all givers in a unit presentation.  The 
calls should be made within 72 hours of the presentation.  Calls can be 
made by staff or district volunteers. Use a script based on the sample on 
pages 71-73 of the book.  Track and compare the responses for “new 
givers” versus “renewal givers”.  If pledges are involved, track the rate of 
payment response from the “test units” compared to the “base units”.  
Make a record of who your test donors are so you can track renewals in 
your 2005 campaign. Use a copy of the form on page 74 to record 
responses.
2.
Select three Units in a district to perform a “letter” test. 
Send personalized “thank you” letters within 72 hours (use sample attached 
letter).  Letter should be signed by the Council President. If pledges are 
involved, track the rate of payment response from the “test units” 
compared to the “base units”.  Make a record of who your test donors are 
so you can track renewals in your 2005 campaign. 
Community Campaign – Select 25 Donors
Make “thank you” phone calls to 25 Donors within 48 hours of their
pledge arriving in the Scout Service Center. Calls can be made by staff or 
district volunteers. Use a script based on the sample on pages 71-73 of the 
book.  Track and compare the responses for “new givers” versus “renewal 
givers”.  If pledges are involved, track the rate of payment response from 
the “test units” compared to the “base units”.  Make a record of who your 
test donors are so you can track renewals in your 2005 campaign. Use a 
copy of the form on page 74 to record responses.

Major Gifts/ Board Campaign – Select 25 Donors
Make “thank you” phone calls to 25 donors within 48 hours of their
pledge arriving in the Scout Service Center. Calls should be made by 
Board members. Use a script based on the sample on pages 71-73 of the 
book.  Track and compare the responses for “new givers” versus “renewal 
givers”.  If pledges are involved, track the rate of payment response from 
the “test units” compared to the “base units”.  Make a record of who your 
test donors are so you can track renewals in your 2005 campaign. Use a 
copy of the form on page 74 to record responses.

Special Event – Select 25 Donors
Make “thank you” phone calls to 25 donors within 48 hours of their 
pledge arriving in the Scout Service Center. Calls can be made by staff or 
council volunteers. Use a script based on the sample on pages 71-73 of the 
book.  Track and compare the responses for “new givers” versus “renewal 
givers”.  If pledges are involved, track the rate of payment response from 
the “test units” compared to the “base units”.  Make a record of who your 
test donors are so you can track renewals in your 2005 campaign. Use a 
copy of the form on page 74 to record responses.

