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1.  Select 10 QUALIFIED Prospects:  A qualified prospect is someone who has the Ability to make a major gift, Believes in the mission of your station, and with whom you have Contact.  You might select from among current donors, recently lapsed donors, former board members and hand-raisers.

Note: The dollar amount of a major gift will vary depending on the size of your station and the maturity of your fundraising program.  For some stations a major gift may be $1,000; for others $10,000.

2.  Prioritize the 10 Qualified Prospects on your list:

Use the prospect selection chart being e-mailed to you (or find it on the Asking Matters website) to evaluate each prospect. 

3.  Select FOUR prospects from among the ten as your starting list. Take into account your personal Asking Style and your comfort level with prospects of different types.

4.  Get ready to ask.  Assemble the materials you might need. Determine ask amounts for each prospect. Outline an approach for each prospect.  Remember that if you are a Mission Controller or a Rainmaker, you will want to assemble a full complement of materials. If you are a Go-Getter or a Kindred Spirit, you will be more comfortable with summary material and bullet points. 

5.  Map out an approach for each prospect: Is it a team effort? What’s the ideal location and timing? What is likely to appeal most to the prospect? The way you plan will also depend on your style. Some people will need the comfort of full and complete plans. Others will find it works better to outline key points but leave open more possibilities for chance.

As you get ready to ask, pay attention to what works best for you and function accordingly. There is no one way to prepare for an ask. Work in a way that is most natural to your style. 

Make note of questions that arise. We will address the common challenges on our next webinar. 

