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Speaker, author, 

consultant, coach

30+ years experience

Duke and UNC-Chapel 

Hill campaigns 

+ $500 Million

Served on 24 boards

50+ capital campaigns

Top 10 America’s 

Fundraising Experts



TODAY! 

• Fire up and engage your board in helping 

to implement sustainable fundraising strategies.

• Learn how to engage a cadre of loyal donors 

who will stick with your organization for the long 

run.

• Set up your board members to embrace and 

execute their important friendraising and 

fundraising role.



Our Agenda

1. The Elevator Speech: How to open the 

door without being pushy.

2. How to have a successful conversation 

with a donor? 

3. Why do we need private contributions? 

4. Specific fundraising jobs board members 

can do.



Would You Like to 
be an Ambassador? 
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Fundraising? 

“YETCH!”

Ambassador? 

“What fun!”



Get Today’s PowerPoints!

Plus my 
59 page workbook

“Building a Highly Profitable Major Gifts 

Program”

Text Succeed 

to 66866 



Why do YOU care 

about your organization?



Why do you care 

1. Find a partner & introduce yourself

2. Share why you care (30 seconds) 

3. Find another partner when alerted



As you share your story, track:

1. What you are saying and how it changes. 

2. How you are impacted by what you hear. 

3. Is this easy or difficult?

4. Is it fun or miserable?

5. What happens to the energy in the room? 



What was your experience 

like doing this exercise



What 

you say

How you 

are ‘being’

Create a 

conversation

Request for 

follow up

Opening the Door to a Potential Donor –
for Board Members



The
Why

The 

What



What did you hear 

that really resonated



Try this question:

What legacy do you 

want to leave from 

serving on this board?



At our last Trustee meeting, I asked, 

“What legacy do you want to leave from 

serving on this board?”

Well, you would have thought I had opened the flood 
gates. One man told us about his cousin in hospice . . . 

and how we helped his family through that terrible 

time. 

This turned out to be the best meeting we've had so 

far on with this group in the last 3 years!

Laurie Taylor, Lower Cape Fear Hospice Foundation



Spread the idea virus



How You Are Being

What happens when people talk 

about why they care!



How 

you are being

matters most



Be an 

enthusiastic 

supporter! 



People will forget what you said, 

people will forget what you did, 

but people will never forget how you 

made them 

feel.

Maya Angelou



If you are all about money, 
where will your energy be?



The dark side of fundraising



Good fundraising 

is never about 
money.



It’s About the 

Relationship 



Discussion:

How do you feel 

about “soliciting? 

Discussion:

How do you 

feel about 

the idea of 

“soliciting? 



This Photo by Unknown Author is licensed under CC BY-ND

How did you 

feel the last 

time you 

made a gift 

to your 

VERY 

favorite 

organization
? 

http://freshideen.com/trends/arten-der-kommunikation-und-wahrnehmung-worauf-sollten-sie-achten.html
https://creativecommons.org/licenses/by-nd/3.0/


“Let’s send 

the kids to 
camp!”

My Yoga Teacher Julie:



Did Somebody Say the “F-Word?” Did Somebody Say 
the “F-Word?” 





Internal Issues With Fundraising?



Is This Your Board? 
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Fundraising Begging 



Rejection Fundraising 



35

Fundraising             Cold Calls



Discussion:

How is 

“fundraising” 

viewed at your 

organization? 



How can you disrupt their 

ideas about fundraising? 



The Major Gift Fundraising Cycle

THANK THANK 
THANK AGAIN

CULTIVATE AND

INVOLVE

ASK FOR 
SUPPORT

IDENTIFY 
PROSPECTS



Many Roles for Board Members! 
TIME AND ENERGY INVOLVED 

in each step of the cycle

© Gail Perry 2019



Your Action Plan:
How can you change 

your board members’ 

ideas about 

fundraising?



What 

you say

How you 

are ‘being’

Create a 

conversation

Request for 

follow up

Opening the Door to a Potential Donor  



How to have a 

successful conversation 

with a donor



Finding Out About Your Donor and 

What He Wants to Accomplish!

Tell me 

about your 
interest in . . .



Your Fundraising Staffers 

Aren’t Magicians

We are looking for your TRUE BELIEVERS.



Donors expect to do the talking

Donor You



Your Donor Expects to Do the 

Talking
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`

I love being 
listened to!



The 4 Magic Words

What are your 

impressions?



Can I pick 

your brain?

What do 

you think?
I’d love 

your opinion.

If You Want Money Ask for Advice.

If you want advice ask for money.



I had an ‘advice visit’ today with a very 
prominent woman in the community who 
on the spot offered a $10,000 challenge 
grant!!

What's even more amazing is that she did 
not want to meet because she said her 
foundation had no money to give us!

Linda Frenette, Community Music School



I've been having a great time contacting 
business leaders asking for their opinion on 
making the Grand Canyon Chapter of the Red 
Cross a success.  

I briefly outline the reasons I serve on the board, 
what the Red Cross does in our community, and 
ask what successful practices they have seen on 
other charitable boards.  

The response is great. They are interested in the 
Red Cross and want to have on-going dialogue!  
It's about relationships...Thanks again, Gail! 

Karen Mildenhall, Chair-Elect Phoenix Red Cross



We asked our top donor: 

“We’d like your input on our 
business plan.” 

We walked out with a $1.5 
million challenge gift! 



Power questions

Asking 

for advice:

Probing 

for interest:

Probing 

for opinion:

• Tell me what you think about…

• Can we brainstorm this idea?

• I’d love to hear about your 

philanthropy…

• What causes are you most 

passionate about?

• What’s your opinion of our 

organization?

• Do you think it’s a good idea?



Power Questions: 

Asking for Advice

• Tell me what you think about. . . 

• Please give me your guidance on . . . 

• Can we brainstorm this idea?

• What should we do?

• How could we pull this off?

• Who should be involved?



What 

you say

How you 

are ‘being’

Create a 

conversation

Request for 

follow up

Opening the Door to a Potential Donor



How Can You Follow-up?

1. Visit a site?

2. Meet top staff?

3. Lunch to discuss? 

4. Advice visit coffee?

5. A meeting or event?

6. Something specific 

to your friend’s 

personal interest? 



Your Action Plan:
What follow-up 

steps can your 

board members 

take?  



4 Steps to Your Elevator Speech: 
Opening The Door Without Being Pushy

Part One: What you say

-why you think this is important

Part Two: How you say it

-cheerful, expansive, enthusiastic

Part Three: Create a conversation
-ask “what are your impressions?” or

-ask for advice

Part Four: Create a follow-up next step



What Exactly Are We Raising Money For? 

A Broader Conversation



Board Members Don’t Know Where the 

Money Goes!



Where Does The Money Go?

• A panel discussion 

or interview format.

• Why does it cost so 

much?

• Program by 

program.



Your Action Plan:
How can you help 

board members 

understand where 

the money goes? 



Get Today’s PowerPoints!

Plus my 
59 page workbook

“Building a Highly Profitable Major Gifts 

Program”

Text Succeed 

to 66866 



Major gifts coaching, 

capital campaigns,

Transformational fundraising strategies

Gail Perry
gp@gailperry.com

919-821-3050

www.gailperry.com

mailto:gp@gailperry.com


Wouldn’t It Be Wonderful If We 
Could Create . . . 


