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Goals of this Workshop

Learn where to find individual gift prospects in your
own organization and the community

Learn what makes a good prospect and how to
find information about them

e Learn how to cultivate prospects so they are ready
to be asked

e Learn how to ask for gifts so prospects will say
HyeSH
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Individuals: Why Do They Give?

« Because they are asked

e Because they believe in the mission of your
organization

 Because they know and respect individuals
Involved with your organization

 Because they believe your organization is well
managed and produces measurable results

Finding and Approaching Individual Donors December 5, 2008



@ Schultz & Williams

development, management, marketing

Finding and Approaching Individual Donors December 5, 2008



@ Schultz & Williams

development, management, marketing

Giving in Tough Economic Times

e $300+ billion given to charity in the U.S. in 2007.

o 75% of gifts are given by living people; 10% are
made as bequests.

« Seven out of 10 Americans give to charity.
 People continue to give in tough economic times.

e Corporations, foundations and government grants
are more likely to be impacted by the economy than
iIndividual giving.
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Fundraising Is Everyone’s Business

e Enlist the support of all staff and board members to be your
eyes and ears in the community.

 Give others regular reading assignments and ask them to
report to you.

e Ask board members to invite senior staff to be their guests
at community events and to connect them with people of
means.

 Record everything you learn in a database.
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Cultivate Your Prospects

 Determine an individual plan for each prospect.
o Goal: to make them feel a part of the “family.”
e Invite them to tour your facility one-on-one.

* Invite them to see your client services first hand — and to
learn how that service is funded.

e Invite them to programs at your organization and give
them the VIP treatment.
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Cultivate Your Prospects

e (et acquainted personally: ask to visit their home or
office.

« If they do make an unsolicited gift, thank them within 48
hours. Tell them how their gift will be used.

« Communicate with top prospects freqguently and
personally.

 In all ways, treat top prospects like family and prepare
them to be asked.
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Finally — Ask for the Gift

Prepare a script for the meeting
o Staff member thanks for the visit.

 Board member asks prospect how he/she got involved
with your organization

e Board member shares why he/she is personally involved
with your organization.

o Staff member shares information about the program the
gift will support.
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Finally — Ask for the Gift

Script for the meeting

« One team member asks for the gift with these words:
“(Name), you've heard all about the critical need to provide
free after school programs for 40 additional Bradenton
school children this year. | would like you to consider
making a commitment of $$$(target ask) to our after school
program by June 30 to help us register 30 new children for
the fall semester, regardless of their ability to pay.”

Do not talk after you make the ask. Let the prospect
speak first —in reaction to your request.
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Finally — Ask for the Gift

Meeting objections
e “The amount is too high.” Offer options.
e “The amount is still too high.” Ask the donor for amount.

* | need to talk this over with my wife/husband or financial
consultant.” Affirm that this is a wise decision and set a
time frame for response.

e “This is not a good time for me.” Ask when would be a
good time.

* “I've changed my philanthropic interests.”
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Finally — Ask for the Gift

Ask to follow up again in two weeks
 Try to set a return visit on the spot.

« |f unsuccessful, call soon after you return to your office and
thank for visit and try to set the return appointment.

Thank, thank, thank for any new commitment

e You cannot say “thank you” too often or in too many
personal ways to donors.

Continue to steward actively after the gift is made.
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For More Information...

325 Chestnut Street, Suite 700
Philadelphia, PA 19106

215-625-9955 phone
215-625-2701 fax

www.schultzwilliams.com
mail@schultzwilliams.com

To contact the author of this
presentation:

Suzanne Seiter, CFRE
Senior Consultant
Schultz & Williams, Florida

941-932-3536
sseiter@schultzwilliams.com




