Prospect Evaluation

Purpose:
With the help of the right volunteers, evaluate your current prospect lists and add enough new prospects to make your goal.

Format:
(2 Meetings for each division)

First Meeting

-Explain P & E purpose




-Update current list

· Addresses, Phone numbers

· Contact Name

· Giving Levels (request)

-Explain need for new prospects (set goal for # needed), explain structure, remind of 2nd meeting

-Should last 1 ½-2 hours




Second Meeting
-Committee turns in new prospects

· Discuss who is best person to contact that prospect

· Should last 45 minutes

Who to involve:
-Key community leaders




-Board members




-Key unit leaders who support FOS




-People to cultivate with an “easy job”

Keys to Success:

1. Do larger divisions first

2. Involve people who contribute at that level

3. Bring copies of list for everyone

4. Use letters/phone calls between meetings

5. Turn in to BSA office with clear notes for Finance Secretary

6. Know how many new prospects you need

