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If we want donors to understand us we have to start by understanding them. Donors
give for their reasons, not ours. We don’t convince them. We help them realize they
already care. Great discovery is the key to retain and upgrade our donors. To help you
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How to get

Free the visit Framing
discovery fundraising &
tools how much to
ask for
The best .
discovery Overcoming
questions you objections

could ever ask

How to Nalil the Ask




What will | learn today?

The right approach to making an ask
How to overcome objections

How much to ask for

The anatomy of an ask & soft skills

How to handle the difficult donor

@rachelmuir



Top fears

Public ! i
Speaking
Death
Spiders




How fundraising iIs like proposing




The world is full of 95% of the ask is You are JUST trying
generous people what leads up to it to help and make the
who want to give world a better place

5 Fundraising Truths

Giving IS a joyous

experience that

feels good to the
donor

Being asked makes
donors feel
Important



Giving Is
neurological
equivalent of
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The best y to have a meaningful relationship

with a donor Is to be meaningful to them.
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Prepare for the visit




O, ACAI

donors/prospects

LinkedIn
Google+

Twitter
Pinterest

Charlie
Bananatag

BombBomb

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




NWhat Is your
relationship to
our wor K

m e



Do Vyou

What | am passionate
about?
My business?
My hobbies?
Significant dates in my
life?

Other organizations |
support?
Why | give?
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#1 topic of conversatioy ourselves

People spend 60%
of conversations

talking about
themselves
w |




Who and what influences their giving?
What aspects interest them most?
How might else may they give?
How do they want to give?
What communications do they want?
What (if any) services do they need?
What are their expectations of your org?
What inspired their first gift?
Who are they?
O Nnnkumsawoabout d




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
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"In order for me to get to
know you better, [name],
|l od | 1 ke to
Interests.

Would you mind telling me
more about the causes
Important to you so | can

. understand this better?"



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
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Be
curious

and
strategic

fWhat is most important to
them?

Who should they meet In
the organization?

What must they
experience?

fAre there particular
programs or areas that
Interest them?

fWhat project could best
match their interests?




The Art of Persistence




92% give up after 4 tries

44% of people give up af after 1 try

80% of new sales are made after the 5" contact |



p.S. we are setting an
appointment, not
making the case/ask
on the call.



Asking for the visit

1 Cantu, youove Dbeen |
ese years. My | ob i

NEvery donor has a
they got connected with I .
| Weant (o heaf youfl SO

-

v/ _
| want to tell you A
a di fference. 0 ‘

il want to seek out¥
ilom in your area and 4
acquainted. o



More help getting the visit

Meet donor at event
Board member introduces you

Another donor Iintroduces you
Call to say thanks -\
Call to invite them to event A
Pre-call letter
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p.S. we are setting an
appointment, not
making the case/ask
on the call.
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CaII from dn‘ferent phones

d - TR T e N
Try before 9 am, at lunch or after 5pm
- EE TS0
When you get the donor, ask for other #
A l-m. N
Vary calling times
- el e \

Ask the gatekeeper the best time to call
o



Feeling nervous before a call or visit”

Amy Cuddy:

Your body language
shapes who you are

TEDGIobal 2012 - 21:02 - Filmed Jun 2012
Subtitles available in 43 languages

I=] View interactive transcript
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After 2 min power pose

TESTOSTERONE
DOMINANCE

CORTISOL

STRESS



What the call Is

Sharing passion S 2dz | NB
. 2dz I NB
. 2dz I NB
argue or deny
someone
s ) sl ,
Ao ¥ b

Frame your approach



Follow on
Google Pinterest,
' Search on
search, set gwntler; Political
up Google 000" 4 Moneyline.com
alert
LinkedIn
search; add Install
them to your Charlie +
netWOrk Crystal

Free discovery tools
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That's it! I'll email your first briefing in a bit.

It might take a few hours while | do the prep work for your upcoming week.

ok

Ryan Holmes
Hootsuite

View a sample briefing:

, @rachelmuir Charlieapp.com




Good morning, Rachel - you have 1 meeting this Wed, Jan 18 -

VESELEM ) Tell me what you want to do
p— 3 : - ™
{'Lﬁlgnure x |f;| r| _2 | _2 |E—{'- Meeting UsoC E:.; To Manager a' E3Rules 9 ==I F
Detete Archive | Reolv R (I- - -)cl [=1 Team Email v Done y I OneNote Mark C e ol
o . Delete Archive Reply Reply Forward [ . N ove ark Categorize Follow
Junk m More 3 - : S
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Delete Respond Quick Steps M hMove Tags M
Charlie rachel.muir@pursuant.com

Good morning, Rachel - you have 1 meeting this Wed, Jan 18

0 Click here to download pictures. To help protect your privacy, Outlook prevented automatic download of some pictures in this message.

Hey Rachel,
So if you and | scheduled a meeting together, would | have to research myself? Mind...blown... But really, what would happe

Here are your briefings for today:

3:30 pm EVF Board Prep with Pursuant
Briefings on Kim Schuy and Bob Colucci

Cheers,

Charlie
Rachel Muir's Assistant

PS. don't want emails on someone? Edit your settings
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Kim Schuy

Works at

W Ways to open the dialogue

Comment on Kim's company's recent news:

European eyewear giants Luxottica and Essilor to merge

A new global eyewear giant is set to emerge as ltalian frames maker Luxottica — home to popular brands
Ray-Ban and Oakley — plans to join...

a USA TodayZ2h

Comment on their company's recent news:

Essilor, Luxottica to combine, creating eyewear giant worth $49 billion

PARIS—French optical lens maker Essilor International SA and ltalian spectacle frames maker Luxottica
said Monday they have agreed to...

a Market Watch14h

Comment on Kim's company's recent news:

Why The Merger Of Essilor And Luxottica's Cultures Is The Key To Extraordinary Value Creation
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Connect your email (rachel. muir@pursuant.com) to see your recent emails, first email, and more

Connect Gmail

Meetings
» 12 months ago: Discuss slides for meeting

Browse all of your meetings with Kim

@ Kim in The News

Blogs and news articles mentioning Kim

Executive Suite
visionmonday.comémon - 6 months ago
Kim Schuy

Kim Schuy Named President, Essilor Vision Foundation

essilorusa.com8mon - 8 months ago

The Essilor Vision Foundation (EVF) announced the appointment of Kim Schuy as its president. EVF, a 501(c)3
nonprofit, was founded in 2007 with the generous support of Essilor of America. EVF's mission, which has been
aided by key partners including Alcon and Safilo, is to eliminate poor vision and its lifelong consequences by
bridging the gap between need and access, and to provide vision services at no cost to the families most in need.
Kim will replace Stephen Shawler, who has accepted a new role as Vice Fresident of ECP Training and Insights in
the Customer Development Group at Essilor of America.

The CMO Club Announces Nominees for The 2015 CMO Awards
By CMO CMO - thecmoclub.com1y - about 1 year ago
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Confidence:

50%

Rachel is a decisive, creative influencer: Forward-thinking, ambitious, ¢
spontaneous with a natural aversion to rigid structure.

Rachel's Personality

Rachel's outgoing personality gives her natural confidence when they walk in the room. She is social, persona
is second nature for her to be a source of energy and momentum around the office.

It comes naturally to Rachel to...
Trust someone quickly Speak very directly or bluntly

Prefer to create a document from scratch rather than edit an existing one

Less discussion, more action. That's how Rachel prefers to ta% challenge. She might try to get the job

appreciates praise and respect from peers.

Rachel is motivated by... C ryStaI kn OWS .

Peer recognition Fun & excitement Ambitious goals CO m




(® bananatag

Tour Pricing Blog = Support
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See what happens to your emails
after you press send

For Sales Teams For Internal Comms

New Features: Attachment Tracking and Templates for Gmail Learn More

Email tracking: www.bananatag.com

Login
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Subject

Email Click Notification

RACHEL MUIR, CFRE
Vice President, Training Sen

Email Details

Subject: Missing you at Broadmaoorl

Ready to dramatically impr

Come to iralning or let us brl Attachment Viewed Notification
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