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if you’re not asking
for them....

...someone else is

5% cash

Asking Styles: Revolutionize Your Fundraising




once people commit to
legacy gifts they give more
in annual gifts

if we don’t ask, even if they
give it may well be modest
relative to capacity




exercise

ling
‘matters

Many ways to ask
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how do you interact with people?

extrovert = ;’;m’iﬁ"‘:r'sgy | talk to think

derive energy

Eomlonesalh | think to talk

introvert =

ling eking Syles: RevolutionizeYour undraii
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how do you take in information?

inductive deductive
3 fact-oriented < v idea-oriented
analytlc g5 intuitive =
data to idea idea to data

Fraters
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fact based °
goal oriented
strategic R
competitive
driven RCUuELGE

big picture
high energy
creative
quick
engaging

EXTROVERT

feelings oriented
attentive

caring
thoughtful
selfless

detailed
thorough
methodical
responsible
observant

kindred
spirit

mission
controller
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what’s
the goal?

R

rainmaker

EXTROVERT

what'’s the
opportunity?

what’s
the plan? A
mission

kindred
controller iri

spirit

what’s moves
my heart?

available online at
www.askingmatters.com
...or on your smartphone

Fraters
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not more effective

not less effective

just different
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fact based
goal oriented
strategic
competitive
driven

\

rainmaker

EXTROVERT

sA

go-getter

ANALYTIC

INTUITIVE

big picture
high energy
creative
quick
engaging

/

detailed
thorough
methodical
responsible
observant

Fratrs

mission
controller

kindred
spirit

feelings oriented
attentive

caring
thoughtful
selfless
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five steps
of the ask

select
prospects

@

ing

‘matters | "

prepare
the ask

les: Revolutionize Your Fundraising

set up the
meeting

@

ask for
the gift

£

follow
through

A




top dollar
new prospects

other analytics EEVTE G

N\

EXTROVERT

=A

go-getter

ANALYTIC

INTUITIVE

friends

mission
controller

kindred
spirit

prepare

the ask
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set up the

ask for
the gift

£
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likely to say “yes”
organization friends




a compelling set of ideas

crafted into a story
that moves the teller
and the listener

GEing sking S Rvoluionize Your Fndraisi
‘matters ’ ’
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what'’s the
opportunity?

()
what’s ‘
the goal? A ‘

rainmaker

EXTROVERT

what’s
the plan?

what moves

A : my heart?
mission kindred

controller spirit
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facts & figures big picture
outcomes & goals vision
strategies possibilities
goal stories [[LECEUCI  opportunity stories

mission
participant stories
your own stories

methods
systems
plans

T Mission LTSI heart stories

controller spirit
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five steps of the ask

staff & volunteer
program and fundraising staff
two fundraising staff

two volunteers

ERing king Stles: Revlutonie
‘matters: ‘ e

N\

=7

Lo-getter

EXTROVERT

rainmaxe.

ANALYTIC INTUITIVE

mission QI kindred
controller spirit

select prepare set up the ask for follow
prospects the ask meeting the gift through
(L @

@ B ® 2 4




Fraters
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very strategic
phone or email
follow-up email/note

spur of the moment
most likely phone

“getter follow-up email/note

N

INTUITIVE /

more formal/detailed
letter or email
follow-up call B ETTo)))

controller
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in
mattgrs-

letter or email
follow-up call to letter
kindred early in day or week

spirit

R e———\

select
prospects

prepare
the ask

(O}

in
mattgrs-
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ask for
the gift

£

follow
through

A

set up the
meeting

4
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&Anim#hﬁ“ m

Fraters
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fact based = big picture
goal oriented § high energy
strategic =) creative
competitive E quick
driven “ engaging

detailed feelings oriented
thorough attentive
methodical caring
responsible mission kindred thoughtful
observant BeeliellElg spirit selfless
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may | tell ('N
you about...?

‘©AndreaKihlistedt
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- g
fact based ‘ ‘ z big picture
outcomes A E vision
rainmaker @i

detailed
methods

passionate

mission kindred TSSO
controller spirit

Fraters
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fact based
outcomes

big picture
vision

EXTROVERT

rush to close (SIS  resist closing

passionate
mission

detailed
methods

mission LTSI anxious about
closing

urge to control

controller spirit

Fraters
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- A

would you consider
including the JCC in
your estate plans?
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in
mattgrs-

challenging

want to use all the
convincing facts

A

hardest
tendency to go on

won't like the sil

controller spirit

R E————\

in
mattgrs-
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go-getter
¢ INTUITIVE
: easier
e e'ta:IESI: glad to have it over
glad to sit bac| i
and observe mission kindred mightigolonidee

to anxiety
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select
prospects

O}

prepare
the ask

set up the
meeting
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Fraters

ask for follow
the gift through
Q allll

tie down details
report progress
further strategy

quick to move on
to next “sale”

EXTROVERT

big gesture
personal thanks
ongoing engagement

rush through without

detailed written
confirmation

precise follow up

solid reporting S ress

controller

can be too methodical

in
mattgm
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enough thought

make donors feel
appreciated
hand-written notes

kindred
spirit

focus too much on all
donors
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www.askingmatters.com/LifeLegacy

PDF of Slides
Your Asking Style Exercise

Ask As You'd Be Asked Exercise
How to Support Each Asking Style Chart
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