The Cold Call:  An Opportunity for First Impressions

(Tailored from excerpts from Sigma Phi Epsilon & Pi Kappa Alpha)

A solid recruitment program produces the top leaders on your campus before other fraternities know they exist.  Often, the first step in pursuing potential members is to cold call them and set up a meeting and/or invite them to an event.  Once a list of potential members has been compiled, it is time to turn those quality men into quality members of your chapter.

If your chapter’s reputation is strong and you have worked hard developing a prospect list, some of the names you receive will likely be friends of members.  The initial contact with these men will be fairly easy.  It is likely that the members will bring their friends to recruitment meetings or chapter events to meet the chapter members.  An effective Vice President of Recruitment will have ample opportunity to get to know these prospects.

Many of the names on your prospect list may not be close friends or members.  In fact, they may be perfect strangers who have come to your attention by way of a third-party recommendation or by way of a list of student leaders.  Many of these “strangers” could eventually be your best and most active members, but you will never find out if you do not make the initial contact.

In reality, the “cold” call should really be a “warm” call, especially if a member, sorority member, alumnus, or campus administrator has recommended the prospect.  A “cold” call is random, where the caller has no connection with or information on the person he is calling.  In a “warm” call, the caller has a connection, the recommending party.  You also have some information:  you know that he is considered by the person who recommended him to be a quality recruit.

Do not worry about the call.  Keep in mind the worst thing that can happen during this “warm” call is the potential member can say, “No, I will not meet with you.”  Everything stays the same in your life and the person turning down the offer to meet with you will not get the chance to enjoy the Delta Sig experience that is making your college experience more enjoyable.  On the other hand, if the prospect is open to new things and confident in himself, he will likely want to meet with a member of the chapter or attend a recruitment event.  Approach the call as an opportunity to make a new friend.

Tips to Keep in Mind

· Understand that you are not trying to recruit him over the phone.  The call is to set up an interview or invite the member to a recruitment event.

· Make sure that he does not feel like he is being asked to make a commitment to something over the phone.

· Build him up by telling him the qualities you described to the person who recommended him and by letting him know that you value his opinion.

· Don’t take “no” for an initial answer.  If he says he is not interested, tell him you want to learn why.  He may have a good reason based on something factual or he may hold some common misconceptions.  Either way, if you can show him another side during the interview, you may gain a valuable member.

· No matter how he responds to your comments, be cordial and polite.  He may change his mind in the future or recommend the Fraternity to friends.

· Stay natural in your conversation.  Practice sounding natural giving any response.  Do not feel as if you have to adhere strictly to the script.  Be personable and let the conversation run its natural course.

· Delta Sigma Phi represents student leaders, and he has been recommended as a person who represents these qualities.

· Delta Sig’s recruitment program is very exclusive and based on recommendations of the very best men on campus.  It is not only an honor, but a privilege to be asked to join.

Cold Calls ( Sample Script

Delta Sig:

“Hello.  May I please speak with John Smith?”

Potential Member:
“Hello.  This is John.”

Delta Sig:
“John, my name is _____________ from Delta Sigma Phi Fraternity.  You may have heard that we are contacting outstanding men about joining.”

Potential Member:
“Yes.”  (Find out where/from whom/etc.)

OR

Potential Member:
“No.”

Delta Sig:
If no, “The reason I’m calling is because after speaking with __________ (Name of Sorority, Organization, Faculty Member, etc.) about Delta Sig and our organization’s values, they suggested I speak with you.”

Delta Sig:
I would like to meet with you and discuss the opportunities available to you with the nation’s largest fraternity.

Potential Member:
“Okay.”

Set up a time to meet in the next 48 hours.
Delta Sig:
“What’s your schedule like tomorrow?  The next day?”  Be sure you suggest times when someone on the recruitment committee is available.
OR

Potential Member:
“No.”

Delta Sig:
Don’t give up.  “We would still like to get your perceptions concerning Greek life and hear how you feel about Delta Sig more specifically.  It will help us become a better fraternity.  It will only take 10 minutes.”

Potential Member:
“No.”  (He is still not interested.)

Delta Sig:
Can I send you some materials on Delta Sig and call you after you have a chance to look them over?”

Potential Member:
“Sure.”

Delta Sig:
Take down his address and mail him information immediately.  Call him back seven days after mailing to set up an interview.
OR

Potential Member:
“No.”

Delta Sig:
“Well, thanks for your time.  Would you like my phone number in case you change your mind?”  End the call accordingly.
