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

e |
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Successful Fundraising
in 5 Steps

ling
‘matters-
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Brian Saber

president,
asking matters
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step 1:
make a compelling case

sems <
D
-

Y

)

N

s

make a compelling case
WHAT'S YOUR

s

e A
ou’ve ever made?
What prompted it?
when you made it?




make a compelling case
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asking in person is the most
effective fundraising you can do...

by mail '2%
by phone -25%

o I 5%

Kent Dove, Indiana University Foundation

ling
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3 out of 4

asks result in a gift




‘Source: Giving USA
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- DIRECT MARKETING

~—  SPECIAL EVENTS
~— ANNUAL GIVING .
Typical Cost £ SPOP:JSORSNIP P Typical Dependency
of Fundraising GRANTS R Quotient

MAJOR GIFTS =
PLANNED GIVING —
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set clear expectations
ey <
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s

set clear expectations

giveand get
to the best of your
ability

ling
atters:
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set clear expectations

everyone must
give

@Eing
matters ’ Brian Saber | © Copyright 2026

set clear expectations

everyone must give a
a personally significant gift

@Eing
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set clear expectations

everyone must
help cultivate relationships




set clear expectations

Fiers

set clear expectations

everyone must
ask for something

Fiers

set clear expectations

everyone must ask for ‘ <
something yolu‘erism \ A

ir\,‘}(ir\ld Services
infkindProducts )
eonimiti€e or board wo/yk

[ b

intréduetions to o p

o~ e
&s<-4




set clear expectations

some (hopefully most) must
ask for gifts

s

set clear expectations

s

set clear expectations
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a compelling set of ideas
that moves the teller
and the listener

g |

a compelling set of ideas
that moves the teller
and the listener
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a compelling set of ideas

that moves the teller
and the listener
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“So esere agreed—ssbocver picks rbe sbert straws Aes 9 cold-call
potential domors and try 16 raise enwgh memey for some ford "
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facts & figures big picture

outcomes & goals vision
strategies possibilities
N s
methods mission
systems participant stories

plans your own stories

‘ Brian Saber | © Copyright 2026




goal stories EaSSl opportunity stories

facts & figures I big picture
outcomes & goals ﬁ vision
strategies \» possibilities
rainmaker

\__ ANALTIE INTUITIVE

methods S ' mission
systems \ participant stories
plans mission your own stories
_controller

plan stories BE[i heart stories

&Eing
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step 4:
provide training

\

&Eing
‘matters-

most board members don’t know
how to fundraise
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The ABCs
ability - belief - contact

s

relationship networks

family fellow club members
friends fellow alumni

fellow employees social media friends
peers in my industry people | pay for services
fellow worshippers people I’'ve helped out

fellow parents
fellow volunteers
neighbors

have the A, B




provide training

ling
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I'd like to ask you to...

...meet
...have a video chat
...have a phone conversation
with me to talk
about whether you’d consider making a gift
to the symphony.

g |




Might you to meet with me
to talk about your love of the symphony

and to get to know you better.
This is not a solicitation call and

| will not ask for a gift - | promise!

s

s
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an intentional conversation

s
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suppo.rt their work




board members can only do as
much fundraising as there is
staff to support it

e |
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support
provide material
strategize
tag team
report
provide training

Fiers

Brian Saber| © Copyright 2026

questions?




takeaways
next steps
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BOARD pro

FUNDRAISING

Cheryl Pustzai

Senior VP of Advancement
YMCA of Central New York

s

BOARD 'pro !

* FunorAISING




benefits

for board members

+ ongoing tips, motivation and training

- the tools to do the work

- asense of community with board
members of other organizations

ARD pro

FUNDRAISING

benefits

for staff

- taking the work off your plate

- providing an outside, seasoned voice to
amplify your efforts

- expert help when you get stuck

- the tools to support the work

BOARD pro
FUNDRAISING




big picture
high energy
creative
quick
engaging

fact based °
goal oriented
strategic h
competitive

PENNRY rainmaker

v
detailed feels oriented
thorough attentive
methodical caring
responsible | thoughtful
observant (2Tl L0 selfless

ask
matters

BOARD FUNDRAISING PRO

Welcome Visual Arts Center of
New Jersey Board Members!

BOARD pro
FUNDRAISING

For Your BFP Lead Only

BOARD pro

FUNDRAISING




- Day 1: Welcome Video

- Day 8: Setting the Stage

- Day 15: Best Practices

- Day 22: Introducing the Asking Styles

BOARD pro
FUNDRAISING

Weekly 15-Second Thoughts

Monday Morning Board Matters

January 9

Never forget why you're passicnate about
your organization. We all fundraise because
of our passion, whether volunteer or staff.

BOARD pro
FUNDRAISING

Monthly: Bite-Sized Exercises

An under-5 minute video
and three questions to ask
yourself or ask in a group

BOARD pro
FUNDRAISING




Monthly 30-Minute Webinars

March: How to Tell Your Story

April: How to Approach Your
Family and Friends

May: Your Role in Year-Round Cultivation

BOARD pro
FUNDRAISING

Monthly Newsletters

BOARD | pro

FUNDRAISING

Toling your sty - Puaking our case for KEPA - Can S8 Chalengng 5 3
St member. Youire st crpancaaion the tat ase. ¥asse

Board Fundraising Pro Leaders

Wi Private Unlisted

Earn an Active Group badge

BOARD pro
FUNDRAISING
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BOARD FUNDRAISING PRO

Welcome Visual Arts Center of
New Jersey Board Members!

BOARD /RO Get Started —
FUNDRAISING P

Get Started

-~ |. Welcome Video
BOARD FL@ISING PRO v

Il. Setting the Stage

BOARD pro R ——
FUNDRAISING

IV. Fundraise using Your Asking Style

Walch the video ¢ you Style, compieting the work sheat 35 yo go skong

Rainmakers Go-Getters

o o
BOARD FUNLRAISING PRO BOARD FUNLRAISING PRO

IRAINING VIDED IRAINING VIDEQ

Kindred Spirits Mission Controllers

s it
BOARD FUNLRAISING PRO BOARD FUNLRAISING PRO

TRANNG VIS0 TRANING VIOEO

BOARD pro R —
FUNDRAISING




saains

$39/mo

for everyone!

no contract

one-time set-up @) scan Ve
fee: $29 $50

ask
matters:




