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Superpowers:  

Fundraising, 

mom of twins 

Weakness: 

Chips & Queso

@rachelmuir
rachel@rachelmuir.com



Free webinars: 
rachelmuir.com

Today’s handouts: rachelmuir.com/handouts “go”

Rachel@rachelmuir.com



What Rachel does:

Workshops

Board retreats 

Webinars 

Keynotes  

Coaching 

All on fundraising…

Book time with me:   Calendly.com/rachelmuir



Today’s Agenda 
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Getting 
Boards to 
Fundraise 

Framing 
Fundraising 

Overcoming 

Objections

Storytelling 

Secrets 

Art of
the 
Ask



rachelmuir.com/

guides



Take our poll!  Rate your board…

1.Green - We’re rocking and rolling

2.Yellow - We could use some fine tuning 

3.Red - We need a complete board overhaul 



What’s your board’s experience level?  



1. At least a few board members 

are new to serving on a board.

2. 100% of our board members 

have prior board experience.



How often do you offer board training?

1. Yes!  At least 

once a year.   

2. Sometimes –

about every 

other year.  

3. Not often, just 

once every few 

years.

4. Aack!  No, but 

we know we 

should.  



The art of managing your board 
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Secrets, tips 
& tools to 
manage a 

board 10 tips to 
get them 

fundraising

How to 

recruit your 

dream team 

Q & A

Graceful 
exits for 

lousy board 
members

@rachelmuirwww.rachelmuir.com



“I wasn’t told 
I’d have to 
fundraise!”

“We do all the work 
and the board just 
approves it.  They 

feel irrelevant.” 

“I’m giving you my 
time.  That’s worth 

a lot of money!”

“Staff raises 
money.  We 
suggest who 

to ask.”  

“This board 
demands too much 
time and too many 

resources!”

“I’m allergic 
to 

fundraising.”



There is no such thing as an allergy to fundraising



Asking Oprah ≠ fundraising strategy 



Who you thought you were getting



Who you got

Where’d it all go 

wrong?



Unclear expectations = path to failure  



You wouldn’t hire a staff person without explaining the 

job and performance expectations in advance. 

The same holds true for recruiting board members.”  

“
Simone Joyaux, Firing Lousy Board Members

@rachelmuir Facebook.com/RachelMuirFundraising



Set clear expectations:  

rachelmuir.com/guides  



How do you introduce them to service?  



Set them up for success!   

• Serve on committee first 

• Complete application 

• Board orientation

• Board welcome

• Assign a board “buddy”

• 1, 3, 6 month check in

• Self assesment



Fundraising is the f word to many 
board members.”

“
Gail Perry, Fired Up Fundraising

@rachelmuir Facebook.com/RachelMuirFundraising



Consider your invitation to fundraising 



Is it…

Made clear in the board 

recruitment process? 

Specified in the board 

contract?

Discussed in the board 

orientation?  



How much do you 
invest in board 
member growth? 

Let’s be honest…!

In training? 

How do you make it 
fun?   



How do you make it fun?    



Are you prepared to support them?  

Tapping into their motivational drives
Giving them regular feedback
Giving rewards and recognition
Offering special privileges or incentives 
Providing training 
Giving public affirmations 
Having fun with them 
Thanking their families 
Positive gossip (brag to peers)
Being available to them 

Source: The New Breed: Understanding and Equipping the 21st Century Volunteer



Tools to help you manage up 
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Detailed 
board 

contract –
clarifies 

commitment Org plan/ 
work plan

Pre-

meeting 

board 

materials 

Annual 

review + 

training 

Hire 
facilitator at 
key points 

(transitions, 
strategic plan 

etc)

@rachelmuirwww.rachelmuir.com



Offer objectivity 
Provide years of experience
Take tough stands 
Address fundraising 
Address board giving
Address term limits 
Provide emotional support Source: Andrea Kihlstedt 

How can a facilitator or consultant help?



10 ways board members can 
fundraise without making an ask 

@rachelmuirwww.rachelmuir.com



#1 Give 
personally

.
#2 Call 
donors
to thank.   

#3 Put 
org in their 
estate plan.



“You haven’t made 
your own gift but 
you’re asking 
me to give?”



Easy win: Board member thank you calls 



Impact on giving amounts  

Thank you call 

from board 

member w/in 24 

hours

Source: Donor Centered Fundraising, Penelope Burk & Cygnus Research 

14 months 

later

70%  retention!



Impact retention: board vs staff

Thank you call 

from board 

member

Source: Burk, P. (2012). The Cygnus Donor Survey, Where Philanthropy is Headed in 

2012, US Edition. Chicago: Cygnus Applied Research

Thank you call 

from staff  

member



Donor discovery 
questions …  

What inspired their first gift?  

What are they most passionate 

about?

What are their top philanthropic 

priorities?

Why does our cause matter to 

them?

What do they love about what 

they do?  

What was the best gift they ever 

gave and why?



“No.”  Is it the….

#4. Invite 10 guests 

for tour of org

Get them to fundraise without an ask 

@rachelmuirwww.rachelmuir.com





Discovery for Board Members 

Do you have any feedback for us?
Is there any way we can make your 
experience more positive?
How can we get you more 
involved?
May I invite you to _________?
Can I introduce you to _______?



“No.”  Is it the….

#5. Host cultivation 

event in their home 

Get them to fundraise without an ask 

@rachelmuirwww.rachelmuir.com



Donor Thought Circles 



5 questions for a thought circle

1  What connected you to us?  

2 What made you decide to become a donor?  

3 How could we encourage others to give to us?

4
How could we make you feel more special and 
appreciated?

5
What things would make people feel more special 
and appreciated?

Source:  Robbe Healey, Aurora Philanthropic Consulting



Jeffersonian Dinners



TheGenerosityNetwork.com



“No.”  Is it the….

#6. Get assigned to 

cultivate 2-3 donors

Get them to fundraise without an ask 

@rachelmuirwww.rachelmuir.com



Inviting prospect to join them in making gift

Sharing why they give 

Securing the appointment/cultivation 

How many prospects can they handle?



Source:  Lori Jacobwith, Ignited Fundraising

#7 Take on project to raise org’s awareness

#8 Share how money makes impact at org

#9 Share client testimonials 

#10 Write article on why org is imp to them 



5 tips for great board meetings

Give materials in advance w/key points 

Start with fun ice breaker or thank-a-thon

Have client, staff or board give testimonial 

Set agenda theme, goals + outcomes 

Split into small groups to brainstorm/present

Source: Perry, G.  (2007).  Fired-Up Fundraising.  New Jersey:  John Wiley & Sons.  



How have we contributed 

to your growth?  

What would you like to 

contribute if you served

another term?

How can we support your 

development as a board 

member?



Board contract

Self-assessment 

Board chair 

Peers 

Success

5 Tools to manage a board 

@rachelmuir



Board self-assessment areas 

1. Can rate themselves as a group or individually
2. Actively serve on committee or project
3. Meeting attendance
4. Volunteer recruitment (event chairs, 
committee members,  board prospects)
4. Serving mission (liaison, advocate, etc)
5. Strategic direction setting vs day to day 

management 
6.  Fundraising support (personal gift +
generating revenue) 



Graceful exits

Acknowledge failure to properly 
set expectations

Be sensitive to any health, personal or 
professional issues 

Explore less time consuming options i.e
Ad hoc committee, consult, mentoring

“Are you temporarily a lot busier 
than usual?  Do you have the time?” 

Offer leave of absence



Formal conversation  

Participation and 
agreed upon expectations 

Sympathetic but firm

Respectful, gracious

Enhancing Attrition

If they commit to improve,  
how does that look? 

Source: Simone Joyaux, Firing Lousy Board Members 

If resign, thank them for service 

Facilitating conversation 



Help them make the realization 

“Okay, as of now you're no longer a Board 
member. Relax and let it go. But we still 
want you to be part of our family. Would 
it be okay for us to call you with questions 
from time to time?"

"I'm sorry, but that's true. 
I've got so much going on 
at work, I have too many 
meetings in my life, and I 
don't feel like I'm making a 
contribution here."

Source: NonprofitHearts.net 

“I want to check in with you, because I'm 
getting the feeling that these meetings 
aren't working for you. It just seems like 
You don't really want to be here."

“I had been feeling so guilty 
about not being a good 
board member. Yes, 
definitely call me.!”  
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MYTHS OF 

FUNDRAISING 



Myth:  Wealth indicates generosity.  



Asking Oprah ≠ fundraising strategy 



Capacity does not equal interest



General Fund

Mid-Level Gifts

Major Gifts

The Myth of the Donor Pyramid



General Fund

Major Gifts

What it really looks like 



Pacesetter Gift

Campaign Success

T
o
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Myth:  If everyone just gave $1…



Myth:  Extroverts are great fundraisers



Introverts are great listeners. 



Introverts are sensitive to the 
people around them.



Introverts will cede the limelight.



Introverts make great observers.  



The scarcity myth 



Myth: It’s about the money.

It’s what the 

money can DO.



Myth: It’s about the organization.

It’s about the 

DONOR.





Myth: Acquisition is the hard part.

Retention is the 

challenge.



Myth:  Giving is rational.  



Myth:  People like lots of choices  



6 choices 

30% buy



24 choices 

3% buy



Myth:  Corporations have deep pockets.  

Giving USA 2016



Major Gift 
Fundraising 
boosts 
highest ROI

Cost per Dollar Raised 

Activity Cost 

Acquisition Mail $1.50

Events $0.50

Renewal Mail $0.25

Major Gifts $0.12

Souce: Fundraising Resource Group & Supporting advancement.com 



Board members don’t have to give 

All board members must 

give and give generously 



10 min break



Through the Eyes of the Donor 



Donors don’t give because you’re excellent.  

They give because they are excellent and 
you help them realize their awesome selves.

“

Jeff Brooks, 
How to Turn Your Words into Money  



“When you 
see…

A homeless person sitting on a 

park bench, or sleeping under a 

bridge, you wonder what you 

should do.  That’s the kind of 

person you are.”

Source: Jeff Brooks, How to Turn Your Words into Money



You don’t buy a car b/c dealer needs the $ 



Donors want to be the hero of their own story



The goal isn’t to impress people 
but to let them impress you.

“
Marty Neumeier, 

The Brand Flip: 
Why Customers Now Run Companies  



Donors = customers



Donors ≠ ATMs.    



Source:  The Millennial Impact Report 



Sources: Penelope Burke, Author Donor 
Centered Fundraising, Kivi Leroux Miller, 
Author Nonprofit Marketing Guide 

 To make a difference 

 Appreciation 

 Feel in the know 
(inclusion) 

 Access to leadership

 Confirmation gift “set 
to work” as intended  

What donors want 



What donors get 

Give Give Give Give Give About us GiveGive Give 
About us Give Give Give Give Give

Give About us Give Give Give About us Give Give
Give Give Give About us Give Give Give

More about us Give Give Give About Us Give 
Give About us Give Give Give Give Give

About us Give Give Give Give

Us again GiveGive GiveOk

Thanks

Give More us Give Give Give Give Us 
Us Us Us Us Us Us Give Give

Us Us Us Us – Man, we are great – Give



“Being asked to give again before 

learning my first gift had an impact.”

-Penelope Burke, author

How donors define oversolicitation:



End of  Year Fundraising Tips



Personalize & be accessible 

RACHEL’S 4 EOY TIPS

Set a memorable OOO

Lightbox it

Warm them up



Personalize your email sig file 

Try Wisestamp or Hubspot



Warm them up scripts

“I just want to tell you what 
an impact you had this year 
at Sweaters for Penguins.   
Because of you a colony of 
hatchlings survived an oil 
spill. 
Thank you for saving our 
fragile endangered friends!  



Bonus EOY tip:  Set an out of office that inspires!  

Reinforce campaign

Give your cell #



Lightboxes, popups, hijacking, aka shadowboxes  



#GivingTuesday 
The Bare Necessities 



#GivingTuesday
“Drop the Mic” Truth Bombs 

“The season to give 
is not a reason to 

give”

Jen Love, 
Agents of Good 

“Saying thanks is a 
privilege” 

Shanon Doolittle, 
Do Gooder



#1. Plan, plan, plan.  



This is not a plan.

“Save the date!

We’re going to ask you for money!

Aren’t you excited?” 



#2. Have a realistic goal.  Be ready for anything.

Ask for gift amounts that relate to your mission. 

@rachelmuir    www.rachelmuir.com 



Let them SHARE on social.  

Write like a human, not an IRS tax receipt letter .

Give the donor the credit (not you).

#3.  Have a killer thank you landing page.



Thank You landing pages 

Don’t forget to make it easy to share on social!



This is not a 

thank you.    

Spruce it up!  

Let me feel like 

the hero I am.  





BEFORE



AFTER







“Thanks to you, 

our girls are visiting 

college today.”



Credit:  Moonclerk Blog, www.moonclerk.com

http://www.moonclerk.com/


Give the donor the credit.  

“Your $100 donation is giving a 

cancer patients mom a home 

away from home tonight.”

Use Jerry Panas’s formula:

B…because

O…of

Y…you

“Somewhere in ______, 

a child is calling for help.  

And because of you, 

a caring voice answers.”



This is just the beginning.  

Put them in a cultivation plan. 



Download at 

RachelMuir.com/

Guides



Activity: Overcoming Objections



Shall we 
meet?  

Activity: 
Overcoming 
objections to 
meet.  

We are calling people to ask 
for a meeting.  Our goal is to 
ask for a gift at the meeting.

What objections are they 
likely to offer?  

Go around room and write 
response to each objection. 

After all responses are 
complete, stand back to back 
and role play.

Source: Train Your Board to Raise Money by Andrea Kihlstedt and Andy Robinson



Debrief

Activity: 
Overcoming 
objections to 
meet.

Which objection was hardest for 
you to counter and how did you 
deal with it?

As you went from objection to 
objection how did the exercise 
change?  

Did you learn something from one 
that you could apply to the others?

If someone called you in real life to 
request a meeting with you will you 
respond differently?  How?   



15 min break



Art of the Ask 



3 ways fundraising is like proposing  



5 Fundraising Truths to Overcome Fears

You are JUST trying to 
help and make the 

world a better place

95% of the ask is 
what leads up to it  

Giving is a joyous 
experience that 

feels good to the 
donor 

The world is full of 
generous people 
who want to give

Being asked makes 
donors feel 
important



Why
your 
org?

Why 
me?  
(the 
donor)  

3 why’s

Why    
now? 



There’s a problem



You can help solve it.



 Donors don’t need training

Truth bomb!

Source:  How to Turn Your Words Into Money, Jeff Brooks 

 They need a problem 

 It needs to be solvable

 They need to be the ones to 
solve it



Talk too much about how wonderful things 

are since your organization got involved…  

and you leave out the problems 
your donors can solve.”

“

Jeff Brooks, 
How to Turn Your Words into Money  



The donor is more 
interested in the good 
she can do than in the 
good the organization 
has done.”  

Steven Screen  

“



Prep before the call 

When, 
where, and 
plan B

p.s. we are setting an 

appointment, not 

making the case/ask 

on the call.



What  the call is

Sharing passion
Approaching people of 
means with an opportunity 
to make a difference

What the call isn’t

You aren’t convincing them 
You aren’t making an ask 
You aren’t going to debate, 
argue or deny
someone 

Frame your approach



Getting callbacks: video email 

Watch at http://bit.do/careshare

http://bit.do/careshare
http://bit.do/careshare


Notification each time they watch! 

Visit BombBomb.com



SMILE the WHOLE time

First say who you are

Second, thank them for their gift

Third, identify your purpose 

“We’re calling our most loyal 
(faithful, generous) donors 
to thank (discover, update, invite) …



Getting 

the Visit 

Feeling nervous before a call or visit?







After 2 min power pose 



It’s about them.  NOT you.  

“I want to update 

you on what 

we are up to.”



Talking about ourselves feels good 

People spend 60% 

of conversations 

talking about 

themselves 



Sample Discovery Questions

Do you have any feedback for us?
Is there any way we can make your 
experience more positive?
How can we get you more 
involved?
May I invite you to _________?
Can I introduce you to _______?



“I am neither clever nor especially 

gifted.  I am only very, very 

curious.”  Albert Einstein



The best way to have a meaningful relationship 

with a donor is to be meaningful to them.





What  should I be prepared to answer?

Source:  Mastering Major Gifts Report by Adrian Sargeant and Amy Eisenstein, 2015 



Arc of the Ask



WRONG way

• Settle 

• Confirm visit 

• Talk AT the donor 

• “We’re so great…”

• Introduce need

• Ask donor

• Silence 

• Donor responds 

RIGHT way   

• Settle 

• Confirm visit

• ASK donor 

questions

• “Tell me more” 

• Donor tells you 

interests, you 

respond “I’m happy 

to hear that 

because you might 

be interested in…”

Approaches to the ask



Be 
specific.

Aim 
high.

Ask for a specific amount:

“Can we count on you for a gift of 
___?”

“How would you feel about a 
___donation?”

“Would you be willing to 
contribute X ?”  

Be quiet.  Let the donor ANSWER 
your question.



Save the touchdown dance for later…



Handling the difficult donor



“No.”  Is it the….

Amount? Timing?

Project?

Person?



“No” is 
just a 
word.

“No” tells 
you…

How to get the timing right

How to get the amount 
right

How to get the project right



Turn objection into objective 

“I can’t give to the 

campaign with 

2 kids in college!”

“So our objective is to 

figure how you can give 

the gift you want to make 

while spreading the 

pledge payments to 

make your tuition 

payments easy.  

Is that it?”

Source: Marc Pittman, Ask Without Fear 



Shawn Freeman came to the Children’s 
Museum Gala as a guest of board 
member Mollie Butler.  He raised the 
paddle for a $15,000 vacation package.   

This was Shawn’s first gift to the 
museum.

Quick search reveals he and his wife have 
made several gifts in the $25,000 -$100k 
capacity.

The Children’s Museum is in the final 
phase of a capital campaign with 90 days 
to complete a matching challenge for 
$500,000.   

Scenario 1



Martha Johnson is a longtime supporter 
of Bark and Purr Animal Rescue.  

She is a partner at Vinson & Elkins law 
firm and makes a year end gift of $500-
$1,000 each year.

 Her neighbor Cory McCallum is a board 
member at Bark & Purr and was partner 
at the law firm with Martha. 

He shared that Martha’s love for animals 
was inspired by her grandfather. 

Cory left the firm recently and shared 
that his annual salary was $250,000.  

Scenario 2
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SECRETS TO TELLING GREAT  

STORIES







People hear statistics, 
but they feel stories.

“
Brent Dykes, Director of Data Strategy, Domo

@rachelmuir

Download slides: 
rachelmuir.com/handouts 
Password “go” 



Like it or not, great fundraising is bursting with 

emotion.  Using emotion in your fundraising is 
no more unethical than using oxygen to breathe.”

“

Jeff Brooks, Turn Your Words Into Money

@rachelmuir



What gives it 

meaning?   

Vulnerability.  



For sale.  
Baby’s shoes.
Never worn.

Download slides at 
rachelmuir.com/guides@rachelmuir



People give for emotional reasons.  

Give your cat cat food.

Give your donors 

emotional information.    
Give your donors emotional information.”

“
Jeff Brooks



Before

Last year we had over 125,000 
patients in our Emergency 
Room.

We provide careful care to all.

Source:  Jerry Panas, Making a Case Donors Will Love 



After 

Let me tell you about Julia.  
When the ambulance brought her to the 
emergency room, all she could move were 
her eyes.  

Twelve years old.  Hit and run.  She was 
rushed into our examining room.  A team of 
doctors... 

Source:  Jerry Panas, Making a Case Donors Will Love 





What can 
beer teach 
us about 
storytelling?



Our brains produce stress hormone 

Seeing cute animal releases oxytocin

Oxytocin promotes connection and empathy 

Happy Ending releases dopamine

Dopamine makes us feel hopeful and optimistic 



Why 
storytelling 
is the 
ultimate 
weapon

1.Stories are universal 

2.They mirror human thought

3.The more absorbed we are in a 
story, the more it changes us 

4.We read facts with skepticism 

5.We quickly shed our skepticism 
when engaged in a story  









@rachelmuir Facebook.com/RachelMuirFundraising











Stories are the virtual equivalent of 
taking your reader on a field trip. 

“
Carmine Gallo, Talk Like Ted 

@rachelmuir



STORYTELLING RULES.  
EVERYTHING ELSE DROOLS.



THANK 

YOU!!!

Thank you!



Thank you!

rachel.muir@pursuant.com

Follow me

@rachelmuir

Join me for class! 

Pursuant.com/training 

Contact me

Want to talk about a training?  Calendly.com/rachelmuir



- Aimee Mullins, athlete

“All you need is one person to show 

you the epiphany of your own 

power and you’re off.”


