Phone Call Guide 
General Tips to get started:
· Phone in the evening (post work) – a lot of people work 9-5pm and lunch breaks are unlikely to get them in a good mood to chat. 
· Follow up with an email after a call (successful /unsuccessful) 
· Prep in advance – before picking up the phone know: 
· Who you are planning to phone and why (Top Fundraiser, Long time supporter, congratulating them on their fundraising so far, $0 fundraiser, Team Captain welcome call, etc)
· What you want to get out of the call (are you asking them to register, telling them more about our contests, or coaching them on how they can encourage their team members)
· How to make it personal – use your own connection to your Walk

· DON’T SCRIPT – but be prepared. Scripts are transactional and don’t foster a mutual two-way conversation with emphasis on listening, which is crucial for stewardship. 
· Highlight their impact quickly (what they have done to make a difference) 
· Practice – do test role playing if helpful 
The checklist for phone calls:
	1. Greet the person by first name. 

	

	2. Share who you are and why you’re calling.

	

	3. Thank them for signing up for the Walk. 

	

	4. Ask them a question - how are you finding fundraising for the walk this year?

	

	5. Share personal insights – what they have raised so far, team name and fundraising goal.

	

	6. Show the need – share an impact statement which mirrors what they have raised (showing their impact so far).

	

	7. Offer your support – we have a pack to help you fundraise and reach your next milestone. 

	

	8. Answer their questions – anything you don’t know, take the question, and follow up. 

	

	9. Confirm next steps and what you want to happen (CTA) – including your follow up plan.

	

	10. Thank them for their support and time. 
	



Interesting ways to engage participants:
Impact statements
· By raising $250, you will support the development of mental health resources for people with CF and caregivers.
· By raising $500, you will fund a graduate student for one week to investigate new ways to tackle antibiotic resistance in CF lung infections.
· By raising $1,000, you will support a week of research to adapt a therapy program to a virtual format so that CF patients suffering from depression and anxiety can easily meet with a therapist.
· By raising $1,500, you will fund training and travel expenses for a CF advocate to go to Parliament to help advocate for access to life changing medicines for all those who can benefit, including Canadians with rare CF mutations.
· By raising $5,000, you will fund six weeks of research to help better understand the defective cells of the CF lung, helping researchers target future genetic therapies for CF patients.

Did you know? Based on 2024 CF Registry Report 
· 4,571 Canadians live with cystic fibrosis 
· 35% travelled more than 100KM to receive CF care
· 98 new CF diagnoses 
· 15,085 clinic visits 
· 9,358 hospital days 
· 3,880 home IV days 
· Estimated median age of survival: 64 years

How to make it personal:

Don’t make it sound like you’re reading from a script – it removes the authenticity. Show genuine desire to support them by showing you know who they are, what they’ve done and how it’s going. 

Review their fundraising page on CrowdChange and registration information to identify key details: 
· What have they raised so far? 
· What is their fundraising goal? 
· How many team members?
· What type of team are they (corporate, family, friends)?
· How many years have they been participating? 
· What is their motivation (why are they walking/their connection to CF)? 
How to complete follow up:
Timebound it – state when the follow up will happen and how you will next communicate with them. Ensure you include everything they have asked for / you get their questions answered. 
Include useful documents:
· Team Captain Fundraising Guide

· Walk Jr Fundraising Guide

Share some interesting stats, infographics, one pager or reports that you ‘thought they would find interesting’. 

· Canadian CF Registry Annual Data Report 
Share upcoming key dates for them to be mindful of:
· Early bird closes March 31
· May 11 deadline to receive Rose Baseball Hat on Walk Day (must opt-in)
· Match Week is coming May 1 - 7 
· Registration closes May 29 at 5pm, registration is available on site if needed 

Example email: (blue -spoke on the phone / red – didn’t answer call)
Hi {first name},
It was great to chat to you on the phone today – thanks for taking the time to talk about some exciting fundraising ideas for the Walk To Make Cystic Fibrosis History this year – we’re thrilled to have you and your team onboard. 
I hope you are doing well.  I’m sorry I couldn’t connect with you last night, but I wanted to follow up on my voicemail.  
I am excited to attach for you, our ‘Team Captain Fundraising Guide’ which is filled with hints, tips, and tricks to motivate, inspire, and support your team as you work together to fundraise for this year’s walk. Check it out and let me know if there is anything else you need to be successful this year. 
As we spoke about on the phone, you asked if we could do X. I have looked into it, and can confirm that you can do X at this year’s walk. Thanks for your patience as I found an answer for you. I am here to support you and your team on your fundraising journey, so please don’t hesitate to reach out if you need anything. Thank you again for all your support.
Your Name 

Example Phone Call:
Hi, can I speak to {first name} please? 
Great – my name is {your name} and I am calling from the {Walk Location} Walk – do you have a few minutes to chat?
Thank you for signing up for this year’s Walk to Make Cystic Fibrosis History – we’re delighted you’re on the team, help us to #StepToward reaching the goal of $2.5M and to #StepToward ending CF for all.
How are you finding fundraising for the walk this year? I see that your team has already raised {insert amount} – this is a great start. Did you know that by raising {insert amount} so far, you could help to {insert impact statement correlated to closest amount} – this is fantastic. I am here to help you reach your next milestone. Your team goal is {team fundraising goal} and I can offer support to help you reach this. As a captain I understand it can be tricky knowing where to start with motivating your team to fundraise, so we have created a great Team Captains Fundraising Guide for you which is filled with tips, fundraising advice, how to encourage your team and celebrate them. I will send it to you {confirm follow up time}.  
Is there anything else I can help you with? Do you want to brainstorm fundraising ideas or techniques to inspire your teammates? If not, that is no problem, you’re doing great, and I hope our Captains Guide helps. 
Please reach out to me should you need anything else and thank you again for your support – we couldn’t do it without you. 
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