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7 Fundraising Tips

by Cathy C. Bonczek

You must connect with your audience and
specifically ask for the investment.

It is not an easy task to ask people for money, and yet fundraising is the
underpinning of most firms’ success. The skill it then takes to increase
profits and minimize risk is what keeps investors coming back. Armed
with historical track records and future insight into opportunities, you march

out into the battlefield to compete for the same pool of funds. p b £ ’ :
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You carry pitchbooks filled with numbers, graphs, maps and statistics. You craft a messagé that includes: why us, why
now, our views, our performance, our edge, our team, our global reach, and benefits to a partnership with us.

The descriptors “differentiated, unique and excited” will get said, over and over. Here’s a gentle reminder that it's not
enough to present all your advantages brilliantly. You must connect with your audience and specifically ask for the
investment.

7 Fundraising Tips:

1. Practice your ask: Don’t leave it to chance. Rehearse your conclusion out loud several times. In that way you
can say it short, you can say it long, you can be assured that the request will be made no matter what else happens
during the meeting. Of course, if the meeting makes it obvious that there will be no investment, you change the
request to “keep us in mind” and add “when can we discuss this again?”

2. Don’t inundate with facts: Add some story, keep it conversational, remember to talk about the benefits — what
they get — more than what you do.

3. Prioritize rapport: Rapport will give you more honest responses to your inquiries. With more insight into any real
hesitancies or political considerations, you can counter balance them with proper information. In a world where
many competitors can offer the same returns, products, attention and prestige, clients will pick someone they just
like better.

4. Learn something new in every meeting: This is code for “listen more.” Leave enough space and time for
people to reveal themselves. Check your assumptions, probe a little more than you might otherwise do. Pretend
you have all the time in the world (in how the conversation feels, not in actual duration!). Broaden your perspective
on the client.

5. Question for depth: Don't just question to find out their investible balances and time frame; question to find out
what they want to accomplish in life, and what they hold to be true. This will create better work relationships and
better understanding.

6. Rehearse: Even if you're going to have 100 meetings, add in rehearsal time. You don’t have to do a beginning to
end rehearsal every time: you can rehearse your conclusions, you can rehearse some probing questions. The
goal is to know the message so well that it sounds as if you’re saying it for the first time, no matter how many times
you’ve said it before.

7. Debrief: After every meeting applaud what you did well and note what you can do better “next time.” This will
help all members of the fundraising team get comfortable giving candid feedback, and it will help keep the
messaging fresh.
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