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How to Nail the Ask
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The best 
discovery 

questions you 
could ever ask

Free 
discovery 

tools 

How to get 

the visit Framing 
fundraising & 
how much to 

ask for 

Overcoming 

objections



The right approach to making an ask 

How to overcome objections

How to handle the difficult donor

What will I learn today?

The anatomy of an ask & soft skills  

@rachelmuir

How much to ask for 



Public

Speaking

Death

Spiders

Top fearsȣ



How fundraising is like proposing  



5 Fundraising Truths

You are JUST trying 
to help and make the 
world a better place

95% of the ask is 
what leads up to it  

Giving is a joyous 
experience that 
feels good to the 

donor 

The world is full of 
generous people 
who want to give

Being asked makes 
donors feel 
important



Instant winner!

Giving is 

neurological 

equivalent of 

winning lottery ticket





-ÙÔÈȡ )ÔȭÓ ÁÂÏÕÔ ÔÈÅ ÏÒÇÁÎÉÚÁÔÉÏÎȢ

Itôs about the 

DONOR.

@rachelmuir



The best way to have a meaningful relationship 

with a donor is to be meaningful to them.



ñI am neither clever nor especially 

gifted.  I am only very, very 

curious.ò  Albert Einstein



Prepare for the visit



Ȱ,ÅÇÁÌ ÓÔÁÌËÉÎÇȱ ×ÉÔÈ 
donors/prospects

LinkedIn

Google+

Twitter

Pinterest

Charlie 

BombBomb

Bananatag

Want to chat with Rachel?  Calendly.com/rachel-muir



)ÔȭÓ ÁÂÏÕÔ ÔÈÅÍȢ  ./4 ÙÏÕȢ  

ñWhat is your 

relationship to 

our work?ò

ñTell me more.ò



Do you knowé

What I am passionate 

about?

My business?

My hobbies?

Significant dates in my 

life?

Other organizations I 

support?

Why I give?



)ÔȭÓ ÎÏÔ ȰÊÕÓÔ ÌÕÎÃÈȱ  



)ÔȭÓ ÇÁÍÅ ÔÉÍÅȢ



#1 topic of conversation ɀourselves   

People spend 60% 

of conversations 

talking about 

themselves 



What are their expectations of your org? 

What (if any) services do they need? 

What communications do they want? 

How do they want to give?

How might else may they give?

What aspects interest them most?

Who are they?

What inspired their first gift?

Who and what influences their giving?

9 ñmust knowôsò about donors



Always ask permission to ask questions

This shows respect for the donor, 

the topic and how you are using 

their time.   

This is not the 

Spanish 

inquisition



Would you mind  telling me 

more about the causes 

important to you so I can 

understand this better?"

"In order for me to get to 

know you better, [name], 

Iôd like to learn about your 

interests. 



Every visit is a discovery visit! 

Personal Interests/Lifestyle 

Tell me about your life. 

What do you love about what you do?

Reasons for Giving 

Why did you first give to our organization? 

What do you hope to achieve with your philanthropy?

What philanthropic gift has given you the greatest joy?  How?  

As you think about making a difference, what appeals most?  

Knowledge of Organization 

What interests you most about organization? Why? What is 

less interesting to you? Why?

As you think about (this issue, the org, this program, the future) 

what are some of your worries?  What are your hopes?



The donor 
×ÉÌÌ ÆÅÅÌȣ
________ I will 

ËÎÏ×ȣ
_______

3ÅÔ ÇÏÁÌÓ ÆÏÒ ÔÈÅ ÖÉÓÉÔȣ  

The donor 
×ÉÌÌ ËÎÏ×ȣ   
___________



Be 
curious 
and 
strategic

¶What is most important to 
them?

¶Who should they meet in 
the organization?  

¶What must they 
experience?

¶Are there particular 
programs or areas that 
interest them?

¶What project could best 
match their interests?



Getting 

the Visit 

The Art of Persistence 



44% of people give up after 1 try 

92% give up after 4 tries

80% of new sales are made after the 5th contact  



Prep before the call 

When, 
where, and 
plan B

p.s. we are setting an 

appointment, not 

making the case/ask 

on the call.



Asking for the visit 

ñMr. Cantu, youôve been a loyal supporter all 

these years.  My job is to know our patronséò

ñEvery donor has a story to tell about how 

they got connected with ______ . 

I want to hear yours.ò  

ñI want to tell you how your gift is making 

a difference.ò 

ñI want to seek out your advice.ò  

ñIôm in your area and want to get better 

acquainted.ò



More help getting the visit

Meet donor at event 

Board member introduces you

Another donor introduces you

Call to say thanks

Call to invite them to event

Pre-call letter 



Commit to a call routine

SMILE THE WHOLE TIME! 



Prep before the call 

When, 
where, and 
plan B

p.s. we are setting an 

appointment, not 

making the case/ask 

on the call.



Ask the gatekeeper the best time to call

Vary calling times 

When you get the donor, ask for other #

Try before 9 am, at lunch or after 5pm

Call from different phones



Getting 

the Visit 

Feeling nervous before a call or visit?







After 2 min power pose 



What  the call is

Sharing passion
Approaching people of 
means with an opportunity 
to make a difference

²Ƙŀǘ ǘƘŜ Ŏŀƭƭ ƛǎƴΩǘ

¸ƻǳ ŀǊŜƴΩǘ ŎƻƴǾƛƴŎƛƴƎ ǘƘŜƳ 
¸ƻǳ ŀǊŜƴΩǘ ƳŀƪƛƴƎ ŀƴ ŀǎƪ 
¸ƻǳ ŀǊŜƴΩǘ ƎƻƛƴƎ ǘƻ ŘŜōŀǘŜΣ 
argue or deny
someone 

Frame your approach



Free discovery tools 
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LinkedIn 
search; add 
them to your 

network 

Google 
search, set 
up Google 

alert 

Follow on 

Pinterest, 

Twitter, 

Google+ 

Search on 
Political

Moneyline.com  

Install 

Charlie + 

Crystal



@rachelmuir

Charlie app

Charlieapp.com









crystalknows.

com



Email tracking: www.bananatag.com
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