How to Get Donor
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Who is this guy?

And why does he think
he knows what he’s

talking about?
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1) Prioritizing Donor Visits

2) What is an Ask?

3) Getting the Visit

4) Guiding the Conversation

5) The Transition

6) Positioning the Ask

/) Closing the Meeting

8) Following Up :
9) QA 4

: Ve
pr EgHgEIS\(s @fundraiserchad §




@ » Z200Mm
Video Conferencing

L' I il

Participants QE&A Polling Sh



productivefundraising.com/resources

: ¢ e
pI’E/dUCtIVE @fundraiserchad § ¢

FUNDRAISING



Prioritizing
Donor Visits
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set a visit goal



block time for visits

block time for
scheduling visits
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What is an Ask?

¢
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ASKING is not what
you think it is ...






=you have the power
=| have the power

=we have a relationship

@amandapalmer #IFC2016



The focus should

not be on the ASK,
it should be on the



It’s not how do we
ASK people to give,
it’s how do we
people give. It's an



What's the best

way to extend that
invitation?

PEOPLE GIVE TO PEOPLE
(NOT EMAILS)






Not every visit has
an ask (especially
not first time visits).

Not all asks
are for money.



Getting the Visit
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If they take
your visit,
there’s an
85% chance
they’ll make a
gift.

-Jerry Panas









Dear Mr. Donor -

| hope all is well and that you’re enjoying these late spring days!

My name is Chad Barger and | am the Development Director of the ABC Charity.

| am writing to see if | could stop by sometime in the next month or so to provide a brief
update on ABC Charity. | like to do this with as many of our supporters as possible each
year. It’s an opportunity for me to share our progress, to answer your questions and to get
some feedback which is always appreciated.

| think 20 minutes would be sufficient —is there a good day on your calendar?

Also, please know that while it is my hope that you will continue supporting our cause, at

this time I'd just like to meet you and provide this update — I will not be asking for any
money!

Thank you f - IS
M productivefundraising.com/resources

Sincerely, Cha






Different Approaches for
Different Relationships

* A close friend
* An acquaintance

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



But what if they
say ho?

Or never return my
emails & calls?
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Guiding the
Conversation
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the most powerful form
of communicating with
another human being is
asking them a question
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The Transition
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So, as you know | wanted to speak about ABC
Charity today ...

* What do you know about us?

* What first led you to become involved with our
organization?

* What excites you about our current
programming?

* What could we be doing better?



key talking points



What

can |l do
to help?




Positioning the Ask
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no asks on
tirst visits with
people you don’t
already know well



The easiest way to
make an ASK ...

CONSIDER &



“1 hope you'll
CONSIDER JOINING
ME in supporting this

program with a
donation of $5,000.”



“1 hope you'll
CONSIDER JOINING
ME in advancing this
program by serving

on the task force.”






Closing the
Meeting

Ve
@fundraiserchad §

IIIIIIIIIIII






GET
PERMISSION




@ Proposal / offer

@ Followupcall/ PE
meeting THE



Following Up
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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
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1 week after the ask
2 weeks after that
4 weeks after that
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What was your
biggest
takeaway?

 J

twittker
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further learning

@ fundraiserchad

THE FUNDRAISING BUZZ FEST
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337 Essential Questions
to Help You Succeed at Work and in Life

POWER
QUESTIONS

Build Relationships

PANAS
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questions
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