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goal

build relationships with people 
who will be passionate about 

my cause, as I am, and want to 
support it for many years
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why?

who to 
cultivate
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why asking matters
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who to cultivate
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who to cultivate

if you set out to cultivate 
everyone personally and 

individually ….
…you’ll end up cultivating

no one!

thank you’s

mailings

invites 

social media

general donor cultivation
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who to cultivate



some general cultivation

much more person-by-person

major gifts cultivation
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who to cultivate

Ability
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who to cultivate
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Belief

who to cultivate



Contact
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who to cultivate

how to 
cultivate
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why asking matters

connect personally

engage in dialog about the 
organization and philanthropy

invite to experience the 
organization

ask for everything but money

personalize everything
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how to cultivate



Brian Saber | © Copyright 2026

how to cultivate
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educate
invite to experience program

invite to meet participants

share inside information

ask what they’d like to know

how to cultivate
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involve
ask to volunteer

ask for expert advice

ask to sit on a committee

how to cultivate
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ask
in-kind products

in-kind services

introductions/connections

background on donors

how to cultivate
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thank
personalized

individualized

multiple times from multiple 
sources

thoughtful program-related gifts

how to cultivate
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recognize
donor listings

profile pieces

interviews

how to cultivate
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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

how to cultivate
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strategic plans
report on results

show growth
group cultivation 

attend events
volunteer
see programs
get to know others

program plans
how-to’s

one-on-one

see programs
one-on-one
volunteer
participant TYs

how to cultivate

when to 
cultivate
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why asking matters
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when to cultivate

6 personal touches
2 in-person
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when to cultivate
September

November

January

March

May

July

program invite

solicit

organization update

ask for advice

invite to donor event

checking in

tracking
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why asking matters
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Tracking

what’s the next step?
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tracking

Prospect Tracker

PROSPECT CONTACT INFO REQUEST & GIVING HISTORY NEXT ACTION STEP COMMENTS

name: home: request: action:

address: work: project:

cell: gift history: date:

other: volunteer:

email: staff:

name: home: request: action:

address: work: project:

cell: gift history: date:

other: volunteer:

email: staff:

name: home: request: action:

address: work: project:

cell: gift history: date:

other: volunteer:

email: staff:

name: home: request: action:

address: work: project:

cell: gift history: date:

other: volunteer:

email: staff:
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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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be selective in who you cultivate

make it completely personalized

have at least 6 meaningful contacts during the year

always have your next step in mind

takeaways
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next steps
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How to Tell Your Story
as a Board Member
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agenda

why?
asking styles
telling your story
questions

Worksheet
Question

#1

• you’ll get a link to the 
recording, as well as 
a PDF of the slides 
and the handouts 
(with next month’s 
newsletter)

• the recording will be 
in MP4 (video) and 
MP3 (audio) formats
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Brian’s Top Ten: Ways to Make Your Donor Feel Special

1. Customize Your Correspondence. Make it personal and directed exclusively at that 
donor. Write or speak in your natural style, anything else will sound awkward. 

2. Handwrite Whatever You Can. In this day and age anything handwritten scores 
points. Even an additional handwritten note on a printed thank you note says 
volumes.

3. Correspond Year-round. Make a point of corresponding mid-year and try to share 
some great news about the agency or the speci!c program the donor is supporting.

4. Have a Donors-only Event. Donors enjoy being with other donors – it serves as 
positive reinforcement for their giving. This could be a recognition event, or, better 
yet, it could be a program-related event or a chance to see a program in action.

5. Acknowledge Donors Publicly. Almost all donors enjoy recognition for their 
charitable gifts, whether it’s listings, plaques, symbolic gifts, etc.

6. Ask for Advice or Non-gift Assistance. Perhaps your donor can be part of a 
brainstorming session, or review some material that has yet to be circulated.

7. Have Others Send Thanks. Ask others who know the donor to send thanks as well, 
assuming the gift is public and the donor won’t be embarrassed. 

8. Invite Your Donor to Visit. Ask the donor to accompany you in seeing the 
organization’s programs in action.

9. Think of Something Special to Give. It might be as simple as a picture of program 
participants engaged in an activity. Always be sure your thank you gift is about the 
organization.

10. Say thank you again and again. You can’t say thank you enough!
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next steps
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boards.askingmatters.com/your organization

brian@askingmatters.com
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http://boards.askingmatters.com
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