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Who am I? 

 

30+ years experience 

 

Capital campaigns and 

major gift fundraising  

 

+ $500 Million 

 

Served on 24 boards 

 

Top 10 America’s 

Fundraising Experts 
 
 
 
 



The CEO’s Role in Securing 
Transformational Gifts 

Mistakes CEO’s (Fundraisers and Board 

Member) Make  

 

Special Tools CEO’s need to be 

successful  

 

How to Lead Donors to a Gift 

Conversation  
 



Get Today’s PowerPoints! 
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Text Succeed  

to 66866  



Mistakes CEO’s 
Make 
 
(We All Make Them!) 
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Simply 

Afraid 

Mistake #1:  
 



 
 
  

Did Somebody Say  
the “F-Word?”  



 

       



Fundraising  Begging  



Rejection  Fundraising  
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Fundraising             Cold Calls 



How do we get 
over the fear?  
 



Be All About Other People!  Be All About Other People!  



Meeting Fritz 

14 
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Talking Too 

Much 

Mistake #2 



Donors Expect To Do the 
Talking 

Donor You 



The Chancellor and the Billionaire  
 



The Kiss of Death 

Being boring  

 

Talking too much! 



How to get over 
talking too much ? 
 
 



Get Them Talking To You:  

Advice Visits!  



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 



“You have to listen to their story,  

go with the flow— 

 and  

don’t be shy to propose something -- 
it opens new doors and opportunities.  

Patrick Berard, CEO 

Hema Quebec Foundation 

Major Gift Coaching 
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Too Focused on 

the 

Money 

Mistake #3 



Good 
Fundraising is  

NEVER  

about  

MONEY 
 



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



It’s About the 
Relationship 
 
(and the donor’s love)  



Good fundraising is 

never about money –  

it’s about changing  

the world! 



Correcting the 
Money Focus 
 



CEO Success Story from CEO 

Odessa Dwarika, M.A 
 

 

“I followed all of your rules in working 

with Major Donors,  

and  

I patiently listened to a demanding 

donor. 
 

 
 
 
 

 
 
 



And the donor said:  

 

"You have made me feel heard. I 

didn't feel that way before. I want to 

donate $100k in support of your new 

leadership."  

 

 



“Gail, I was always focused on  

the relationship building,  

the listening,  

the gratitude,  

asking for her advice  

and letting her know the amazing difference her 

previous gift had made.  

And it really paid off!”  

Odessa Dwarika, M.A. Executive Director, Jhamtse International 

Major Gift Coaching 

 



 65% of donors would 

give more if they knew 

the impact of their 

donations! 

 

Source: Fidelity Charitable 
https://www.fidelitycharitable.org/about-us/news/study-finds-donors-want-to-give-more-to-charity.shtml 



We asked our top donor: 

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

We walked out with a $1.5 
million challenge gift! 

2016 Major Gifts Coaching member
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Too 

Aggressive  



When can 

we go in for 
the kill? 



Correcting  
“too aggressive?” 
 



Ask questions to learn  

more about the donor’s interest  

and motivation to give! 



The Donor 
Will Tell You 
What She is 
Interested In!  
 



Talk about opportunities for 

your organization, not needs. 



42 

Forgetting About  

the Ladies!  



•A study of affluent 
older adults found 
that for every $100 
men gave, the 
women in the same 
economic 
circumstances gave 
$258. 

 

 

 

 
Source: Women’s Philanthropy Institute at the  Lilly Family School of Philanthropy at Indiana University 
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Where are the 
older ladies YOU 
are overlooking? 
 
 



Tools CEO’s Need 
 

Great Staff Support  
 
 



Tools CEO’s Need 
 
How to Make A Donor  
Feel Comfortable 
 
 



Develop the Friendly 
Relationship 

• How is your family? 

• What do you do? How did 

you get into this work? 

• Tell me how you started your 
business? 

• What other causes are 
important to you? 

 

 



 
 
Tools CEO’s Need 
 
10 Minute  

Visionary Leader 
Speech 
 

 
 



The  

Why 
The  

What 



How Can the CEO Lead Donors 

to a Gift Conversation? 



Conversations 
Build 
Relationships 

•  The fun part is learning 
about the other person.  

•   Learning and sharing 
happens through 
questions.  

•   The most important 
skill is listening. 

 



 
 

 
 

 
 

 

Strategic Conversations 
 

You absolutely have a plan 

for every conversation.  



Introducti
on Sets 
the Tone
  

• “How are you?”  

• “So good to see you.”  

• “How are you surviving this heat!”  

• “Last time we spoke you were going 
on a trip.   Did you have a good 
time?” 

1.Casual 
small talk. 

• “I appreciate your meeting with me 
today.” 

• “It is a pleasure to get to know you 
better.” 

• “Thank you for your support of our 
organization.” 

• “I have some exciting information to 
share and appreciate the 
opportunity to spend some time 
with you.” 

2. Shift 
and take 
control. 



3. Ask Permission. 
• May I ask how you came to start your 

business? 

• I would love to know more about why 

you support our organization. 

• I have some information about the 

program you support. May I share this 

with you? 

• Our organization is starting a new 

initiative.  Would you like to know more? 

• We have talked for sometime about your 

possible support of our program.  May we 

discuss your potential gift? 



4. Introduce the Ask.  

• Would you like to talk about how you 

want to support our ministry?  

• Have you had a chance to discuss our 

project with your financial advisor?  

• I know you’re very interested in this 

project. Is this something you might like to 

support financially? 
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How to Lead Donors to a Gift 
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Your Takeaways? 
Action Items?  



Get Today’s PowerPoints! 
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Text Succeed  

to 66866  



 

Major gift coaching, capital 
campaigns 

 
Gail Perry 

gp@gailperry.com 

 
 


