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we’ll start shortly
housekeeping

• make sure to 
download the 
worksheet. We’ll put 
the link in the chat 
box if you didn’t see 
it in your email.
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we’ll start shortly
housekeeping

• you’ll get a link to the 
recording, as well as 
a PDF of the slides 
(within 24  hours)

• the recording will be 
in MP4 (video) and 
MP3 (audio) formats
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agenda

asking styles
telling your story
leading intentional conversations
recap and next steps

Worksheet
Question #1

asking styles
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why asking matters
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Many ways to be effective
Many ways to ask

asking styles
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how do you interact with people?

extrovert = derive energy 
from others

introvert =

talk to think

derive energy 
from oneself think to talk

asking styles
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how do you take in information?

analytic =
inductive  
fact-oriented intuitive =
data to idea

deductive  
idea-oriented

idea to data

asking styles
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asking styles
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detailed
thorough

methodical
responsible

observant

asking styles
fact based

goal oriented
strategic

competitive
driven

feelings oriented
attentive
caring
thoughtful
selfless

big picture
high energy
creative
quick
engaging
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what’s  
the goal?

what’s the
opportunity?

what’s  
the plan?

what moves  
my heart?

asking styles
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detailed
thorough

methodical
responsible

observant

asking styles
fact based

goal oriented
strategic

competitive
driven

feelings oriented
attentive
caring
thoughtful
selfless

big picture
high energy
creative
quick
engaging

Worksheet
Question #2
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available online at 
quiz.askingmatters.com 

on all devices

asking styles
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not more effective

not less effective

just different

asking styles
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story
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why asking matters
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a compelling set of ideas 
that moves the teller 
and the listener

telling your story
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vs. visionneed

telling your story Worksheet
Question #3
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vs.benefitsfeatures

telling your story
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facts & figures
outcomes & goals

strategies

big picture
vision
possibilities

methods
systems

plans

mission 
participant stories
your own stories

telling your story
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facts & figures
outcomes & goals

strategies

big picture
vision
possibilities

mission 
participant stories
your own stories

goal stories opportunity stories

plan stories heart stories

methods
systems

plans

telling your story Worksheet
Question #4
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why asking matters
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an intentional conversation

leading conversationsWorksheet
Question #5
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SETTLE
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EXPLO
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leading conversations
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leading conversations
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5-
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15-20 minutes 2-3 minutes

15-20 minutes

3-5 minutes
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leading conversations
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7 minutes 2 minutes

5 minutes
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leading conversations
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Would you consider…

…coming to the Center to learn more
…meeting with Joan, our executive director

…introducing me to George
…being a sponsor of our benefit

…joining our board
…making a gift of $5,000

leading conversations
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50%
leading conversations
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SETTLE CONFIRM

EXPLO
RECONFIRM

EXPLO
RE

AS
K
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leading conversationsWorksheet
Question #6



Brian Saber | © Copyright 2025

leading conversations
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how’s the family?
what are you working on?
how was your weekend?
how are you doing?
how did you enjoy your vacation?
how’s the new place?

how or what questions

leading conversations
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fact based
goal oriented

strategic
competitive

driven

big picture
high energy
creative
quick
engaging

detailed
thorough

methodical
responsible

observant

feelings oriented
attentive
caring
thoughtful
selfless

leading conversations
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SETTLE
CONFIRM

EXPLO
RE
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RE
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CONFIRM

leading conversations
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why are we here?
Thank you for taking the time to meet with 

me to talk about the senior center

and for me to ask you for a gift.

leading conversations
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why are we here?
Thank you for taking the time to meet with 

me to talk about the senior center 

and get to know each other better.

leading conversations
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leading conversations
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exercise

what is the least you would give an 
organization this year?

what is the most you would give?

what would inspire you to give more?

exercise

leading conversations
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leading conversations



Brian Saber | © Copyright 2025

may I ask you 
some questions?

SETTLE
CONFIRM

EXPLO
RECONFIRM

AS
KEXPLO

RE
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leading conversations
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what do you think?
what motivated you to start giving to us?
what would you like to know?
what has shaped your thinking?
how do you make your philanthropic decisions?
how has your thinking changed?
how are we doing?

how or what questions

leading conversations
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leading conversations



Brian Saber | © Copyright 2025

may I tell 
you about...?

SETTLE
CONFIRM

EXPLO
RECONFIRM

EXPLO
RE

©AndreaKihlstedt

AS
K

leading conversations
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“it was great hearing about…in fact…”

“it was wonderful hearing more about…and I want to 
thank you again for agreeing to meet with me. As you 
know…”

“thank you again. as you know, I reached out to see if 
we could meet so that I could ask you to participate…”

the segue

leading conversations
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fact based
outcomes

big picture
vision

detailed
methods

passionate
mission

leading conversations
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fact based
outcomes

big picture
vision

detailed
methods

passionate
mission

rush to close resist closing

urge to control anxious about closing

leading conversations
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2-3
minutes
120-180 seconds

leading conversations

Brian Saber | © Copyright 2025

Would you consider…

…coming to the Center to learn more
…meeting with Joan, our executive director

…introducing me to George
…being a sponsor of our benefit

…joining our board
…making a gift of $5,000

leading conversations
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fear of rejection
afraid to ask for too much
afraid to ask for too little
awkward talking about money
don’t know what to request

leading conversations
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your donors are expecting it

leading conversations
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it makes for a stronger ask

leading conversations
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leading conversations
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leading conversations
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leading conversations
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challenging
want to use all the 

convincing facts

leading conversations
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challenging
want to use all the 

convincing facts

hardest
tendency to go on
won’t like the silence

leading conversations
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challenging
want to use all the 

convincing facts

hardest
tendency to go on
won’t like the silence

easier
glad to have it over
might go on due  
to anxiety

leading conversations
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challenging
want to use all the 

convincing facts

hardest
tendency to go on
won’t like the silence

easiest
glad to sit back  

and observe

easier
glad to have it over
might go on due  
to anxiety

leading conversations
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program 
time  
amount

yes 
no  

maybe

leading conversations
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thank you…
that’s wonderful…
i’m interested…

SETTLE
CONFIRM

EXPLO
RECONFIRM

EXPLO
RE

EXPLO
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AS
K
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leading conversations
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great - I’ll set up that meeting

what would be a great time to come to the Center?

thank you so much - I will let the staff know and they’ll 
reach out to you

yes questions

leading conversations
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leading conversations

Brian Saber | © Copyright 2025

“I will not make a gift of any amount 
at any time for any project.”

“I appreciate our conversation but I can’t add 
another charity to my list.”

I don’t have access to those resources.”

the only real no

leading conversations
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what excites you about this project?

what additional information would assist you  
in making a decision?

would you like us to speak with your spouse - 
children - attorney?

would it help to pay this gift out over time?

maybe questions

leading conversations
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are there other projects that would be of more 
interest?

might we come back and ask you again next year?

would you consider a smaller gift for this project?

how should we proceed?

what would influence your decision?

no questions

leading conversations
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let’s summarize 
and review  
next steps

SETTLE

EXPLO
RECONFIRM

EXPLO
RE

AS
K

CONFIRM
©AndreaKihlstedt

leading conversations
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information you will send

when you will next have contact

what else needs to be accomplished

thank you

wrapping up

leading conversations
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SETTLE
CONFIRM

EXPLO
RECONFIRM
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leading conversations
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50
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/10
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90/10
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25/75

asker/donor voice
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EXPLO
RE

leading conversations
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50%
leading conversations
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An Intentional Conversation Outline

Asking Matters | © Copyright 2015

 

Every solicitation meeting must cover the six segments depicted in the Arc of the Ask.  
Yet conversations have a natural flow and the time devoted to each of the six may 
vary.  You might even find that one or two of the segments unfold in a different order.  
Regardless, notice the large blocks of time devoted to Exploration and challenge 
yourself to spend the bulk of the time there…listening to and learning from your 
prospect.  

SETTLE CONFIRM

EX
PL
OR
ECONFIRM

EXPLO
R
E

A
SK

©AndreaKihlstedt

Settle:  In the first few minutes, conduct light conversation until the participants have 
a chance to fully focus on the meeting.  A great opportunity to ask friendly “What” and 
“How” questions:

 How is the family?

 How’s work?

 What did you do last weekend?

Confirm:  Take just a minute or two to confirm the goal of the meeting and the amount 
of time available.  Reiterate that this is a solicitation meeting:

  Thank you again for agreeing to meet with me to talk about a gift to the South Fork 
Senior Center.  Does it still work for us to spend an hour together?

leading conversations
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questions?

five steps of the ask
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five steps of the ask
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takeaways
next steps
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your Asking Style will impact how you move through 
the meeting

your roles are to conduct, ask questions, learn, 
listen and ask

you are not responsible for the answer

asking for something specific matters

the door is almost left open!

takeaways
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next steps

• you’ll get a link to the 
recording, as well as 
a PDF of the slides 
(within 24  hours)

• the recording will be 
in MP4 (video) and 
MP3 (audio) formats
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Ask As You’d Be Asked

Goal: To help everyone feel comfortable about asking in their own style.

Rationale: We tend to act toward others as we want others to act toward us. If we 
understand how we like to be asked, we will better understand how we will feel 
comfortable asking others.

Specifics

Audience: Excellent for board members, fundraising committee members, 
development staff members, and other volunteer solicitors.  

Estimated Time: 15 minutes (or longer, if you have the time). 

Number of Participants: This exercise is effective with groups of any size. For five or 
fewer, do not break out into smaller groups. 

Participant Preparation: Everyone should take the Asking Style Assessment and email 
their result to the facilitator. If this is part of a larger training, use nametags or name 
cards and have everyone write RM, GG, KS, or MC on them.

Room Set Up: A room with flexible seating so people can form groups of three or four.

Material: Copy of Asking Style grid, nametags

The Exercise

Facilitator: The facilitator is responsible for setting up the exercise, giving clear 
instructions, managing the debriefing, and providing a summary of key points at the end.

Introduction: “This exercise will help us develop a perspective on how we like to be 
asked and how that impacts us as askers.“
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Finding Your Own Words Exercise

Goal: To give people an opportunity to find their own words to articulate the case for 
supporting your organization and to better understand what makes a case compelling.

Rationale: Most of us don’t spend enough time getting comfortable with how we talk 
about the organization. Each time we practice our case for support – why we care – it gets 
stronger and more natural.

Specifics

Audience: Development committee, board, volunteer group, or development staff. 

Estimated Time: 20 minutes (30 for extended version).

Number of Participants: This exercise is effective with groups of any size. For five or 
fewer, do not break out into smaller groups. 

Participant Preparation: No preparation from participants is required.

Room Set Up: A room with flexible seating so people can form groups of three.

Material: Flip charts/easel and markers, stopwatch, and bell or other noisemaker.

The Exercise

Facilitator: The facilitator is responsible for setting up the exercise, giving clear 
instructions, managing the debriefing, and providing a summary of key points at the end.

Introduction: “This is an exercise that will help you figure out what you want to talk 
about when you discuss the organization with your friends, colleagues, and other 
potential donors.”
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next steps
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boards.askingmatters.com/your organization

brian@askingmatters.com
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next steps

Videos
• Responding to Resistance to Meeting
• Cultivating Donors Year-Round

Downloads
•   Conversation Questions

Exercises
• Scheduling the Meeting by Phone

Worksheet
Question #7

http://boards.askingmatters.com
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