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When you have a lot of money you can*

& Spend it

Q

Give it to your children or family

Q

Give it away to make a difference

*Dr Beth Breeze SU % | T
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| highly recommend a gift to one
of the thousands of organizations
doing remarkable work ...

Every one of them could benefit
from more resources to share with
the communities they're serving.

And the hope you feed with your
gift is likely to feed your own.

MacKenzie Scott




Turn to the person next to you or infront/behind:

Share a time when you gave to a
non-profit and you felt
positive or warm or amazing!

5 Minutes
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We need to be curious
We need to find out someone’s why’
We need to connect them deeply

BEFORE we ask for money
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Put yourselves in your donors
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5% of communication
relating to feelings or
attitudes is non-verbal

Albert Mehrabian 1967
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5 Reasons it's worth it

1. Trust

2. You can be curious

3. Doors open

4. You can offer/ask




Get more curiosity conversations

Q

Make it easy or enjoyable (or both!)

Q

Ask for input
Thank

Q

Events/experiences

;R &

Perseverel
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Have ONE curiosity conversation

SHOULD YOU C E CCE T

UCHOOSE TO ACCEPT |




What do you fear most about asking?
What holds you back?

Take a minute



POSSIBILITIES

IF YOV IF YOV
DON'T ASK DO ASK
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Remember to offer the
opportunity ko Slvg Tt's
GOOD FOR THEIR WELLBEING...

... buk thak doesn't
meon they'll do 1t

witheut being asked
(that's where you come in!)

Some people won't want
to give when you ofger.
That's okay; it’s inevitoble.
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Re curious abeut them
” as o humon - not o line

on your forecast.

»°
@
Do ther values

align with your
charity’s valves ?

“Discover the persen
not a ‘prospect”.

)
What would appeal \ \ ..beCQ\’JQ 90“ dm t
to this person? have &um

qutkj a step back will
\\ew 30“ ke t*" the

AND THINK

~.ko rush this process.

T theyre already
s\vns they need o know Be yourselg.
\' Find ways to Comeck A!QE tmsa Talping Youre jroe
eae-\-\ ndividual denor ko CALL gn(" Y‘“m ' : l'\tQVCSkIn
your charity's work, to ou\u s when 30\4 re
donors, to those at your

[ 4 baing yourse|r.

charity (i""w“ﬂ you!) (we P(‘onmse‘)

Griving can enhance & transgerm| Some people won't want
people’s Ims n every way. R

to give when you ofger.
That's okay; it’s inevitoble.

» Be kind y .“

ko wa:t‘f.

Remember to offer the

opportunity Lo give. Tt's “
GOOD FOR THEIR WELLBEING...
... buk that deesnt T BR\NGS?\
meon they'll do it | ([ Enormous pulpilment
witheuk bzins asked |E& Immense enjoyment
') | that you won't get anywhere else.

(that's where you come in!

% Thanking pecple 4 or more Carms for the people

. times in a year makes them who give £ your charity
Fw\drmsu\g from wWill make your job

|'\|5k net workh more enjoyable .

individvals s nek
a one-of¢ ackivicy. s
You should leok for &

woys ko deepen the connection.

morelikely to gve more & give for...




Not everyone will say yes

Set realistic No is not o

expectations negative

for yes vs no



Be bold dream big






Thank you
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