
Sometimes you need to ask for money before your 
donor relationships are as solid as you want them 
to be. Maybe you’re new to your position, or you 
haven’t had time to contact your donors as much as 

you might have.
It’s never the perfect time. There will always be things you 
wish were different. But you need to do the best with what 
you have, so here’s what to do now:

Believe in your mission.
When you believe, you’ll be believed. All the research tells 
us that the main driver to give is that your donor believes 
in your mission and wants to make a difference. Your deep 
belief radiates from you as enthusiasm for your mission – 
and that is infectious.

Build rapport.
People like people who are like themselves. That means 
you listen, sincerely care about their position, and use the 
device of mirroring. For example, you can mirror people’s 
volume and speed of speaking or adopt a position they’re 
taking. If you’re making the ask in person, you can mirror 
their movements, such as crossing legs, leaning forward, 
and repeating their words back to them.

Thank them.
Only thank them. No soft asks. Research shows that donors 
who are genuinely thanked are three times more likely to 
give – and give more. The catch? Insincerity or remarks like, 
“and I can’t wait to meet to tell you about our new plans” 
or “and we look forward to your continued participation in 
our giving family” or “we value you as part of our cherished 
supporters” dilute the impact of your gratitude. Say “thank 
you” and shut up. 
Timing is critical. This sincere thanks must happen as 
a separate touch before any visit/e-mail/letter to ask for 
more money. 

Admit this isn’t the ideal time.
Let them know you feel this ask is coming too fast. Say 
something like, “I wish I had more time to help you 
understand how important X is for our mission.” 
It’s easier to make this case if your organization stays in 
touch with mailings or updates throughout the year. More 
conversations/touches give you a chance to listen and home 
in on what’s important to your donor so you can frame the 
project and the ask amount to what most deeply resonates 
with them. Sometimes you may have to ferret this out in 
one call. You might choose phrases such as:
•  “So I’m hearing X is important to you?”
•  “Based on your impressions of us, do you think we’re 

doing a good job of addressing X with our programs?” 
•  “Some unplanned needs have developed, and we’re 

looking to our best friends to help right now.” “Use the device of mirroring 
to build rapport.”
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“Donors who are genuinely 
thanked are three times more 

likely to give.”

More on Asking
Find more details on raising funds with articles like these 
at NonprofitWorld.org:

How to Foster a Positive Funding Relationship (Vol. 32, 
No. 4)

What’s the Best Way to Recognize a Major Donor? 
(Vol. 31, No. 2)

Deeper Donor Relationships = Increased Contributions 
(Vol. 26, No. 4)

Fifty Shades of Fundraising (Vol. 33, No. 3)

Turning the Direct Ask into Gold (Vol. 30, No. 1)

The Word You Hear Most Often in Fundraising (Vol. 28, 
No. 4)

Also see Learning Institute programs on-line: Resource 
Development and O for Opportunity (snpo.org/li).

•  “We’ll get a $50,000 match if we can raise the money 
by X.” 

These are ways to share why you’re moving the relationship 
along to the ask before it feels right. 

Make an artful ask, 
using just three sentences.
Write out and practice your ask ahead of time. Use the 
three-sentence ask:
1.   You have . . . . (Compliment them on their past giving, 

service, status in the community.) 
2.  You understand . . . . (Describe the impact of the gift 

you’re asking for.) 
3.  Would you consider a gift of $____ for . . . .? (Detail 

who the money will be going to, what it will be used for, 
and the special need it will fulfill.)

That’s all – just three sentences, with no sentence longer 
than 17 words. Then stop talking, and let them think about 
it. Most relationship damage is done by pressing for an 
answer. Let them know exactly when you’ll call or stop by 
again to see where they are with their consideration, and 
bid them a warm good-bye. 

Marcy Heim, CFRE, PLCC, has over 30 years of 
fundraising and management success. Her workshops, 
keynotes, and coaching packages produce dramatic 
fundraising and team-satisfaction results. Sign up for a 
complimentary subscription of Artful Action, her ezine, at 
marcyheim.com.

W H AT ’ S  U P  O N L I N E ?
Would you like to discuss some of the issues 

addressed in Nonprofit World with other nonprofit 
professionals?  Do you have questions to ask or 
expertise of your own to share?  

Society for Nonprofits  is actively engaged on 
LinkedIn, Facebook and Twitter.  Find us on your 
favorite  social  media  platform  by  visiting 
social.snpo.org

If you have any questions, contact Jason Chmura 
at jchmura@NonprofitWorld.org

please get in touch...
We would love to hear your response to anything in 
Nonprofit World, your comments about any 
aspect of the nonprofit sector, and your concerns 
about your daily work. Please get in touch in any of 
the following ways:

Drop us a note at: Letters to the Editor, 
Nonprofit World, P.O. Box 44173, Madison, 
Wisconsin 53744-4173.

E-mail to: muehrcke@charter.net

Please include your name, organization, address, 
phone number, and e-mail address. If you’d like 
your comments to appear anonymously, please let 
us know. We look forward to hearing from you!

Also, we hope you’ll join the discussion on the 
Nonprofit World Discussion Forum. Just go to 
NonprofitWorld.org, sign in as a member, and click 
on the Nonprofit Forum link. 
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