The Art of the Ask

A Field Guide for Fundraisers
Why People Give

Appreciate the organization’s work

To help solve a problem

Desire to get involved

To belong or be recognized

Sense of community

Can’t say “no”
For the person who is asking

To pay tribute to someone

Tax considerations

Why People Don’t Give

They’re not asked

They don’t and won’t give to anything

They don’t feel connected to the cause

Timing and External Conditions (i.e. economy) 
Who Are Your Best Prospects?

People who give

People who volunteer

People who have benefited from the organization’s services

People who have previously asked you to give

Know Your Prospect
What is their association with your organization?

What is their prior giving record?
What is their giving potential?
What are their special areas of interest?
What civic involvement do they have?
What are their other charitable interests?
The Meeting

Face-to-Face Tips

The Appointment
Send letter or short note to let donor know you’ll be calling

Smile when you pick up the phone

Ask only for the appointment - - this is not the time to solicit

Suggest a meeting time and place

“I am serving as a volunteer

 for xxxxx.  I would love

the chance to tell you about 

this project/program as I think

you would be very interested.

How about lunch either next

Tuesday or Thursday?”

The Ask
Thank the donor for past support (if appropriate)

Find common bond through building personal rapport

Listen to the donor’s story
Connect donor story to project elements and 
present the case for support
Ask for a specific amount

Be quiet after the “ask”

Great Opening Statement:
“By the time we finish talking today,

I hope you will be in a position to 

Consider a gift of $.... to this campaign”

Sample “Ask:”

“I hope that you will consider joining

With other leadership donors in

Demonstrating your commitment to

This project by pledging $.......”
The Concerns
Fight the objections, not the person

Use donor objections as an opportunity to further 
engage and educate the donor

Convert objections into questions 
Compromise on minor objections to make
major solicitation goals

Feel…Felt…Found Technique:

“I understand how you feel.  I felt that

way myself.  Then, I found out…

The Close
Thank the donor no matter the outcome

Offer naming opportunity (if appropriate)
Suggest other ways donor can become involved

Send personal hand written note

Thank the donor again!

One Final Thought:

“Would you like to double your gift
without it costing you more money?

Introduce me to two of your friends.”

Rules of Thumb
Don’t ask anyone to do anything you haven’t

Done yourself (make your own gift first)

Never send a thousand dollar donor to a million dollar ask

Don’t give until it hurts; give until it feels good

Think twice about naming a trustee who can’t 

Make a substantial contribution

Never set a capital campaign goal that you 

Cannot reach

Nobody is insulted by being asked for too much

Sell the excellence of the institution - - people

Want to give to success and be associated with winners
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