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1. Role of fear and hope

Solicitation prep work

Start with a strong foundation for your ask
Urgency

Leverage

Solicitation 301: Getting out the toolbox
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Responding effectively to resistance
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Agenda

Rule of “000’s”

You will be a ‘Solicitation Whisperer!’
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You are not at

the center of
the prospect’s
universe
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Confidence is the Enemy of Fear
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Secret # 1
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Secret # 2: Asking is Like Painting...
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Secret # 2: Asking is Like Painting...
It’s All About the Prep Work!
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Secret # 2:
Solicitation Prep — Goal and Vectors
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Secret # 2:
Solicitation Prep — Goal

Is your goal really a gift?

.then why are you offering |
more information?

1
1
1

nen w

nen w

nen w

]
— " - -
TN R ' 1

w4 .
o Loc
ko= el F

Ny are you offering oles of tle'_d?"
Ny are you skirting around the ask?

Ny are you allowing the conversation to

wander away from the ask?
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Secret # 2:
Solicitation Prep — Goal and Vectors
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Secret # 2:
Solicitation Prep — Vectors

“YeS ] ”

“NO_”
—PITA

“Maybe.”
“I need to think about it.”

“I need to talk about this with
my husband/wife.”

“Would love to do it. Too big a
gift.”
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Secret # 2:
Solicitation Prep — Vectors
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Secret # 3:
Start with a Strong Foundation

Catchphrases = Confidence
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Secret # 3:
Start with a Strong Foundation

“Anne, we'd like you to be
a co-chair. Co-chairs
need to be at the
$100,000 level to set the
bar high for the class.

© 2016 Anne T. Melvin Seven Secrets of Successful Solicitations
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Secret # 3:

Start with a Strong Foundation

They also convene class
meetings, help solicit
other committee

members,
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Secret # 3:
Start with a Strong Foundation

and lead the
team as we move through
the campaign. Will you do
that for us?”
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Secret # 3:
Start with a Strong Foundation

“Anne, we'd like you to be
a co-chair. Co-chairs
need to be at the
$100,000 level to set the
bar high for the class.
They also convene class
meetings, help solicit
other committee
members, and lead the
team as we move through
the campaign. Will you do
that for us?”

Don’t Step on the Ask!
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End with the Ask

“‘Anne, we'd like you to be a
co-chair. What a co-chair does
is show the class the way
forward, convene class

meetings,
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End with the Ask

help solicit other
committee members, and
LEAD the team as we move
through the campaign. They
set the bar high for the rest of
the class which is why we ask
that the
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End with the Ask

co-chairs personally
commit to a gift of $100,000.
Will you do that for us?”

If you want the CASH,
end with the ASK!
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Secret # 3: /1IN

Start with a Strong, Confident Foundation

Confidence.....?
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Secret Bonus Tip!

Frame your solicitation as a way
to help your prospect
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Secret # 4: Urgency
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Secret # 4: Urgency

Major gifts:

Limited time opportunity
for gift
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Planned gifts:

Limited time
opportunity for gift
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Secret # 4: Urgency

Planned Gift
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Limited time opportunity
for mission
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Ask this Question...

“If this gift
doesn’t
happen, then

happens.”
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Secret # 4: Urgency

Outline the
future
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Secret # 5: What is Leverage?

A lever helps lift weights
with less effort.

Fulcrum
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Secret #5: Leverage

What is it
with
your prospect?
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1. Logos: persuasion using logic or reason

2. Ethos: Persuasion by the character of the
person or the leader who embodies the
values or characteristics of the group

3. Pathos: persuasion by causing the listener
to feel strong emotions
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Poll #1

Which realm of rhetoric is most to least persuasive to
humans?
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Poll #1 Answer
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Secret # 5: What is Your Leverage?

Mission?

Class or community
leader?

Project?
‘Ethos’ of leader?

Tax event? Life change?
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Secret # 5: What is Your Leverage?

© 2016 Anne T. Melvin

Social proof?
Carrot?
Stick?

Scarcity or Urgency?

Seven Secrets of Successful Solicitations
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Secret # 5: Leverage Using Leadership

Now that’s
Leadership!
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Secret # 5: Leverage Using Mission

Mission
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Ethos: the leader who
embodies the values
of the organization

The ‘buddy ask’
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“Parroting”: In the solicitation use the prospect’s own

words, phrasing, reasoning
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Secret bonus tip!

Thank and Ye Shall Receive
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Secret # 6: Get Out the Toolbox —
Gift Range History

Gift Range
$100,000+
$50,000+
$25,000+

$10,000+
T $5,000+

$2,500+
$1,000+

< $1,000
C.E.lL

TOTALS

Class of 2001 Class of 2002 Class of 2003 Class of 2004 Class of 2005
Blcomgjield Rice Ryan Mueller Hack
FYO0G FYO7 FYO08 FY09 FY10
o of ERE D
2 5300000 3 S386.000 1 8230000 8354980
5150.000 1 550000 2 5101.600 3 5175000
525,000 1 S27.000 2 $50,000
6 S475000 TE% 4 §436,000 81% 4 S378,000 &8% 3 83534999 0% S 8225000 53%
1 5100 6 575,000 2 550.0 G 56000
I 5582 5 5273500 T 53615 2 522800 10 550,000
12 S68.250 11% 5 827500 5% 13 §111,150 20% 6 S52.800 10% 16 $110,000 26%
5 514,500 6 516,250 52,500 12 53440 5 $13,760
I3 535271 22 524 250 22 520 FI5 25 520210 39 842830
38 549775 8% 18 S40.500 8% 23 523278 5% 37 S63.610 13% 44 556,590 13%
484 533,004 342 §333 486 S4422 310 537,08 4 §28.182
484 533,004 5% 442 533311 &% 486 S44222 8% 410 837,080 % 433} 829192 7%
340 S626.029 479 8537311 526 5558647 436 S508.489 498 $420,782
Seven Secrets of Successful Solicitations 53
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Secret # 6: Get Out the Toolbox —
Gift Range History (Xth Reunion)

Gift Range
$100,000+
$50,000+
$25,000+

The Softer Ask

$10,000+
* $5,000+

The Harder Ask

$2,500+
$1,000+

< $1,000
C.E.l

TOTALS
© 2016 Anne T. Melvin

Class of 2001 Class of 2002 Class of 2003 Class of 2004
Bloomfield Rice Ryan Muelle
FY0& FYo7 FY08 FY09
2 530 8386 1 5250.004 354880
3 513 330,00 2 5107 GO0
1 ""f.l I 527000
6 S475.000 T&% 4 S436,000 §1°% 4 S378,000 &8% 3 8354999 T0%
1§ 6 575,00 2 530,000
R S? 5 5273500 T 535, 2 522800
12 S68.250 11% 5 827500 5% 13 §111,150 20% 6 S$52,800 10%
5 814,500 6 §16,25 $2.500 2 53440
33 535275 22 524250 22 822715 25 520210
38 549775 8% 28 S40.500 8% 23 §232718 5% 37 8563610 13%
484 533004 442 $33.311 186 544222 110 $37.08
484 833,004 5% 442 833311 6% 486 S44222 §% 410 S37,080 755
540 5626,029 479 8537311 526 5558.647 436 S508.489

Seven Secrets of Successful Solicitations

o4



Secret # 6: Get Out the Toolbox

The Box Chart

The Softer Ask

The Harder Ask

© 2016 Anne T. Melvin

£5M.

£2M. | | | |

$1M. B (s | [ sm | [om | [ sm | |

2500 000+ | s73ox | | sso0k | | ssook | | ss00k | |

szs0000. [T [Csasox | [sesox | [s2sok | [s2s0k | | | |

swoooe. NI EEEIISE EEEDTSE BN o EECITEN [ sioec | [ swo |
[ s00x ] | | | | | | | | | | | |
| | | | | | | | | | | |

£50.000. |_ssox | | | | | | | | | |
| | | | | | | | | |

225 000. EE EE K o sz | $25K_ | $25K_ |

[ s2sx | |
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Don’t Ask for
Money - Ask
for Assets
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Secret # 6: Get Out the Toolbox

Up the Ante

>
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Secret # 6: Get Out the Toolbox

Up the Ante

>
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Secret # 6: Toolbox Tricks:
Speak English, Not ‘Planned-giving-ese’

(Psst! Use ANALOGIES)
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Secret # 6: Toolbox Tricks
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Poll #2

Where will your biggest gifts come from?
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Secret Bonus Tip!
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chigren  “VIII” IS NOT
a four-letter
word!
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The Bequest Conversation:
It’s Not an ASK, It’s an INQUIRY

“John, Thank you
for your support
over the years.

Many alumni who
have given as
generously as you
have included our
organization in
their will.

I’m curious...what
are your thoughts
on that?”



PG Calc

Poll #3

What's the best way to respond when a
prospect says “no” to a qift?
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Secret # 7: Respond Effectively to

Resistance- Ask Questions

Don’t give into resistance; respond to it.
Ask questions.

|dentify the prospect’s concerns: “PITA”
1. Is it the Project?

2. Is it the Institution?

3. Is it the Timing? !
4. Is it the $ Amount? La
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Secret #7: Respond Effectively to Resistanc
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Use the prospect’s own words.
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Secret #7: Respond Effectively to Resistanc
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Secret #7: Respond Effectively to

Resistance -The Pivot

Reframe the conversation:
« Change the field of battle
*  Move from the present to the future

- Agree with the prospect and posit another way
of looking at it (‘fand’ not ‘but’)

- Expand, don’t contract the discussion — big
picture not picayune point



PG Calc | Invested in your mission

Questions and Answers
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Still Have a Question?

Contact: Anne Melvin

E-mail: anne.melvin@alumni.williams.edu
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