
Friends of Rothrock State Forest  
Fundraising Volunteer Training 



    AGENDA 
 
1) Introductions 
2) Establishing Credibility 
3) The Asking Process 
4) Campaign Structure & Organization 
5) Q&A 



Who is this guy?  
 

And why does he think 
he knows what he’s 

talking about? 



career fundraiser 

 
 



 
coach – train - plan 





You say there's a 
lesson that you want 

to teach. 
Well here I am baby, 

practice what you 
preach 







ESTABLISHING 
CREDIBILITY 



the goal 
prospects have heard 

about the organization / 
project before you 

reach out 



how you do it 
consistent, relentless 

messaging over time in 
multiple channels 



tactics to establish credibility 

 

• Know your why 

• Build buzz 
– Social media (personal requests) 

– Traditional media (relationships) 

– Old school (yard signs) 

• Endorsements 

• Partner with like (or unlike) causes 

• Be unique / edgy / fun 



 
 
 

questions 
 
 



THE ASKING 
PROCESS 



What’s the best 
way to approach a 
potential donor? 

 
 PEOPLE GIVE TO PEOPLE  

(NOT EMAILS) 







getting the visit 







Dear Mr. Donor - 
 
I hope all is well.  My name is Chad Barger and I’m involved with the 
new Hershey Community Center project 
 
I am writing to see if I could stop by briefly sometime in the next 
month or so to provide a bit more information on the community 
center project. 
 
I think 20 minutes would be sufficient – is there a good day on your 
calendar?  What about the 20th at 2pm or the 22nd between 1 and 
4pm? 
 
Thank you for taking the time to read this request and have a 
wonderful day. 
 
Sincerely, Chad 





Different Approaches for 
Different Relationships 

 

• A close friend 
 

• An acquaintance 
 

• Someone you don’t know  
(insert the connection) 



guiding the 
conversation 













the transition 



Chad’s Favorite Donor Visit Questions 

So, as you know I wanted to chat about the 
Rothrock State Forest trail project … 
 

• What do you know about the project? 
 

• Have you visited the forest?  Why or why 
not? 
 

• What part of the project excites you the 
most? 

 





key talking points 



positioning the ask 



The easiest way to 
make an ASK … 

 

CONSIDER & 
JOIN ME 



“I hope you’ll 
CONSIDER JOINING 
ME in supporting this 

campaign with a 
donation of $5,000.” 





closing the meeting 





GET 
PERMISSION 



follow up 



More information 
 
Submit pledge card 
 
Follow up call / 
meeting 

GET 
PERMISSION AT 
THE MEETING 



But what do you need 
to do before you follow 

up with your planned 
next step? 





sentence 1 = what you saw / what happened 
sentence 2 = the impact of what you saw on 

you or your organization 
sentence 3 = what you appreciate about the 

person’s role in what you saw 

 





the FORTUNE is in  
the FOLLOW UP 



Follow up guidelines: 4x 
 

1 week after the ask 
2 weeks after that 
4 weeks after that 
8 weeks after that 

Move on (after 15 weeks) 



 
 
 

questions 
 
 



role playing 
scenarios 



• 1 = requesting a visit with someone that you 
know well 
 

• 2 = requesting a visit with a prospective 
donor that someone else has “opened the 
door” to 
 

• 3 = transitioning the conversation to the 
project & making a $10,000 ask 
 

• 4 = following up on an ask that was made 
last month 



CAMPAIGN 
STRUCTURE & 

ORGANIZATION 



$2 million goal 
 

What’s the plan? 



# of prospects / donations 
prospect list 
tracking assignments 
naming opportunities 
campaign collateral 
events 
manpower 
honoraries 
 
 







productivefundraising.com/resources 

how to get more Chad 
 
 

questions 
 
 


