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                                TELEPHONE FOLLOW-UPS
To ensure the Chapter's success, please use the telephone confirmation sheets to follow up with each individual on the mailing.  It is absolutely imperative to make two follow-up calls to anyone who expresses an interest in coming.

A sample dialogue may go something like this:

First Call: (to be made on the day before the next chapter meeting)

"Hi, my name is ___________ and I'm a member of the ___________ chapter of BNI.  You recently received some literature inviting you to attend a visitors day meeting of the _________ chapter.  I'm making a follow up call to see if you will be attending, as it is a catered breakfast, and we are making arrangements for seating.

 ………, thank you for your time, we'll include you on our roster for the visitor day meeting. Incidentally, we'd love to have you bring a guest with you who might be interested in increasing their business by generating referrals, so please feel free to do so - I'll give you a call a day or two before the meeting just to check final numbers, and reserve seats for you.  I look forward to meeting you then."

Be positive, your attitude on the phone will influence them whether or not to come.   Always encourage your guests to bring a guest with them to the visitor day   –   think big!

Second Call: (to be made on the day before the Visitors Day)

"Hi John, I'm just calling to see how many seats I need to keep for you at the breakfast meeting tomorrow - are you coming alone, or will you be bringing someone with you...?   Good, it is a catered breakfast, so we have to let the restaurant know.  I'll reserve ____ seats for you. Don't forget to bring lots of business cards, and we start at 7.00 a.m. sharp".

Be sure to keep track of calls on the telephone confirmation sheet, and try and judge the commitment of the person's acceptance to come - we need to have a fairly accurate count for the restaurant. Use the following method:

Allocate a (1), a (3), a (5) or a (5*) to each person on the second call, to judge their commitment.  If they say they will try and come, put a 1 next to their name.  If they say they think they can be there and it sounds of interest, give them a 3.   If they say they will definitely be there - and promise not to let you down - give them a 5.  If they are a personal associate of yours and they are committed to coming, give them a 5*.

