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THE Fundraising Secret = Just Ask!
97/3 Return on Energy
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Have Altitude Awareness
30,000’		the WHY (Vision)		Purpose
14,000’		the WHAT (Strategy)		Priorities
3’			the HOW				Plan
People will engage at the altitude of your choosing
3 Questions of Every Funder
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An Answer to “How can I Help”?
· Invest with a Commensurate Commitment
· Invite Others to Get Engaged
· Volunteer with Our Programs

Engagement
[image: ]Creating Engagement
· Ask Questions
· Listen!
· Have a Visual
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A Qualified Prospect Has: 
· Relationship to Our Cause
· Capacity to Make an Investment 


Prospecting Process
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The Funding Role of a JA Ambassador
1. Be a Champion for Junior Achievement and the youth we impact!
a. Thank you for your time and talent
b. We need your voice to advocate for an empower our young people – to equip them with the skills and knowledge to be successful and pursue their dreams
c. Help open doors to Qualified Prospects as a Natural Partner
2. Invite Others to get engaged with JA
a. With a personal introduction to Sam, Chuck, Joss or other JA staff
b. Invite to volunteer with you
c. Invite to an event, or to tour JA BizTown
d. Work with other Board Members to identify 1-2 “new” Qualified Prospects per quarter
e. Review the Master Prospect List annually to see if there are people you can help predispose or introduce to the JA Development Team
3. Invest with a commensurate commitment
a. Consider investing with a gift that is commensurate with your own personal capacity and passion for the impact
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*Spend more time with better prospects.
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30,000 WHY PURPOSE
“Why do you exist?”
or
“Toward what end?”
14,000' WHAT PRIORITIES

THE
¥ 4oW, PLAN




image6.png
Instead, think:
Elevator Engagement
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“Where does the
money go?”
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“How can | help?”

$1000

Provides programs to an entire classroom of
low-income students.

/An $800 tax credit will sponsor 12 low-income
students in our JA BizTown.

Invests in 12 low-income students by teaching them
about personal finance.

Prepares 3 students to succeed in work, and
entrepreneurship.
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1. Identify: Get good names!

e Low Hanging Fruit
e |deal Profiles
o Referrals

2. Prioritize: One list, top down

e Build a Master Prospect List (M.P.L.)
e Assign a Relationship Manager (R.M) and Natural Partner (N.P.)

3. Strategize: What would it mean to maximize this
relationship?

o Written strategy and actions for Top Prospects (1-33)

Don’t make decisions for your best prospects!
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HOW TO MAXIMIZE RELATIONSHIPS

=%  Predispose » Visit (& Ask) » Follow-up - -~
Strategize :

e Predisposition: Everything you can do to make it NOT a cold
call.

e Visit (and Ask): 1:1, With Specificity, Expecting Dialogue,
using a Visual

e Follow-up: Follow-up with in 24 hours!

Rinse and repeat!
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OLD THINKING
NOT FOR PROFIT

CHARITY
INFORM
ON THE BOARD

DONOR/DONATION/
‘WARM FUZZIES’

APPOINTMENTS
ASK FOR MONEY

NEW THINKING
FOR IMPACT!

CAUSE or PURPOSE
INVOLVE
ON BOARD!

INVESTOR/INVESTMENT/
ROI

VISITS
PRESENT THE OPPORTUNITY




