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Discuss the challenges faced when
attempting to secure visits

Explore strategies for overcoming those
challenges, including techniques for
making calls and other methods for
securing visits

Share some final thoughts



Political fundraiser for many years

Spent two decades doing cold calling
Since transition to the nonprofit sector
have been at human-need organizations
with no natural partners

Even with years of practice, still get that
knot in my stomach when calling someone
I don’t know



The Challe




Current reality: fund raising has become a
metrics game = creates stress

At the same time, there are more
fundraisers soliciting the same pool of
potential donors

Donors are becoming increasingly
sophisticated

Must be sharp and good at what we do to
succeed



Stress is the biggest enemy for making
successful calls

The Birds

http://www.youtube.com/watch?v=D15HPy
4x7/3g



http://www.youtube.com/watch?v=D15HPy4x73g
http://www.youtube.com/watch?v=D15HPy4x73g
http://www.youtube.com/watch?v=D15HPy4x73g




Block time to make calls on your calendar
Remove all distractions
Be yourself!



Read the donor’s contacts first
Make sure s/he hasn’t said no calls
Note any relevant information that could

help make the call easier ... I see you
attended our last event. What did you

think?”
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Know why you're calling, "Mary, you've been a
long-time, loyal supporter..”

Write a scrlpt — then memorize it

Practice using a mirror, tape recorder or have a
trusted colleague listen to your calls

Take advantage of being new to your
organization/major gifts fund raising

The Pallbearer


http://www.youtube.com/watch?v=ef77ViM-f14
http://www.youtube.com/watch?v=ef77ViM-f14
http://www.youtube.com/watch?v=ef77ViM-f14

Take two minutes to write down a sample
introductory phone call
Now, turn to your neighbor and take turns

sharing your calls
Give your partner positive feedback

Anyone want to share a great call by your
partner?

Practice Exercise One



Listen carefully — no eye contact

Know when to stop talking

Close for the meeting

Say thank you and get off the phone

If appropriate, send a confirmation note


http://www.youtube.com/watch?v=sW-PHukzdgM
http://www.youtube.com/watch?v=sW-PHukzdgM

Write down your preferred way to close
for a meeting

Turn to a different neighbor and take two
minutes to share each of your styles
Spend two minutes giving each other
positive feedback

Anyone want to share?

Practice Exercise Two



Solicitation visit calls: Donor should know
why you‘re coming!

“I'm hoping you’ll consider ...”
“I'm hoping to share with you a project
about which you've expressed interest ..."

“We're finally ready to start the program
you’'ve been suggesting we should

offer ..."



Try to get them to leave the door open,
“I'm going to be in your area again ...”
“Would it be alright if ...”

Create a tickle in your database to follow
up when they tell you to call back

Send a hand-written note thanking them
for their time




"Put me down as one of the cranky 20%."



Even, non-reactive tone
Validate, don't argue

Listen more than you speak
Recap what you’ve heard them say

Ask them how they would like to resolve
their issue

Follow up promptly and respectfully




Learn when to push and when to back off

Ask permission ...
“Would it be alright if ...”

Always be polite
Humor helps
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“Is it just me, or do you screen all
your calls?”



Multiple screening devices

Have a message ready

Say when you’'ll try again

Take notes and put them in contacts: do
what you say you’ll do

Send a follow-up email if appropriate



SIR, MR.PoT’s oN LINE 2,
HE SAYs HE's RETURNING
YoUR PHONE CALL,
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I

Prefer phoning first, unless there’s a note
on file indicating otherwise

Which means, keep thorough notes in
your database

Refer to previous voice message

Keep it short and polite

Proofread before hitting the send button

Have a specific action step/request




Especially helpful if covering a wide
geographic area
Do what the letter says you will and when

Time carefully: both the mailing and the
suggested visit window

Keep careful note of visits secured and
other responses

Send a confirmation letter



SHELTZER.

"I'm sorry, he's not available. Can you call back when you're more important?"




Depends on where you work:
Board members
Development committee
Fellow alums
Other program beneficiaries

Go alone or invite a peer
This is one time to name drop!



Premium Membership
Using InMail

Requesting introductions
Side benefit: job offers
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Know who's attending

Find a relaxed opportunity to chat
Suggest, but don’t ask, for a meeting
Send a hand-written follow-up note
Call or email a week or two later



Have a reason:
Deliver a gift
In the area
Request for information
Keep it brief
Make the primary purpose to say “thank
you”
“Perhaps we could meet the next time ...”



Inexpensive and increasingly easy to use,
especially with tablets

Create an account with a phone number
Voice only or video

Anyone had success using Skype?






We read our fears into silence

Don’t know what’s going on in our donors’
lives

Ask open-ended questions

From Bridget Jones’s Diary:


http://www.youtube.com/watch?v=mrx4SwMyGdQ
http://www.youtube.com/watch?v=mrx4SwMyGdQ

Success creates its own challenges

The more you're out, the less time there
is to make calls

Plan your calendar carefully

Be proactive communicating with your
supervisor if you get behind

Allow time to decompress, if possible
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Dr. Dexter’s research on long-term cell phone use

was derailed by the enormous text
messaging bills.




Allow yourself to have bad days
- we all do

If possible postpone your calls, your mood
will come through

Remember this too shall pass
Greet the world with humor




Enjoyment of your work comes through -
smile into the phone

This is serious business, but it doesn't
mean you have to be

Most folks we call are good people who
want to make a difference



It's a numbers game

At least five calls for every person
reached/meeting secured

Patience and persistence
Only need one yes ...

The Pursuit of Happiness


http://www.youtube.com/watch?v=xPBBnS4br9w
http://www.youtube.com/watch?v=xPBBnS4br9w

emember Wh
Do This




Commitment to our organizations’
missions

The rewards of helping donors achieve
their charitable objectives

The thrill of success



Practice = 10,000 times
Take notes: what went well, what didn’t?

Develop a personal style and learn to vary
it as needed

Enjoy your work!



Keep on calling!

Rebecca Rothey, CFRE
Director of Major and Planned Giving
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2 E. Read Street, Baltimore, MD
21202
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410-332-4172 X132 | Fax: 410-837-
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