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Step One:  Attitude
§ Remain optimistic.
§ Connect with colleagues.
§ Access professional development 

opportunities to remain inspired.
§ Manage expectations.
§ Marathon not a sprint.
§ Short=term/transitional year.
§ Take care of yourself.
§ Dream about the future.



Step Two:  Value
§ Organizations that remain creative and 

relevant continue to offer value that is 
worthy of support.

§ Promote and share your art.
§ Engage everyone through interactive, 

educational, interesting and fun 
activities.

§ Opportunity to demonstrate your 
organization’s core values.



Moves Management



Circle of Giving
Values-based Fundraising:

What or who is 
NOT 

in the middle of the Circle?
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Values-based Fundraising
Values-based Fundraising:

What does YOUR
chorus
value?
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Values-based Fundraising

What does your 
PROSPECT value?



Step Three:  Communicate
§ Be future-focused and visionary.  
§ Opportunity to demonstrate leadership. 
§ Actively voice creative solutions to current issues.
§ Non-transaction based encounters:

§ Double down on stewardship Make it personal.
§ Engaging donors in creative discussions creates 

ownership.
§ Regular, consistent communications. 
§ Small focus groups and polls
§ Have a plan.
§ Beware of trendy, saturating, buzz phrases (we’re in this 

together, time to pivot, challenging times)



Cultivating

Non-transaction
based

encounters



Step Four:  Inspire Giving

§ Have a plan and obtain help.
§ Ask donors to unrestrict gifts (convert 

sponsorship or transactional and event 
support to annual fund.) Include 
foundations, corporations, and government 
funders.

§ Ticket conversion 
§ Treat ticket buyers like donors.
§ Online, virtual auctions and fundraisers.



Values-based Fundraising

Why do people give?
§ The emotional appeal
§ The quality and success of your institution
§ They share your values
§ Timing
§ Because they are asked!

Will people give in tough economic times or during a 
world crisis?



The Case Statement

§ Brief and clear
§ Compelling
§ State the problem, how your chorus is 

qualified to help solve the problem, and 
provide a solution.



Case Statement Sample
Our award-winning youth chorus is 
touring to France next summer. 
Everyone has been fundraising very 
hard for the five boys and girls who 
cannot afford to go.  By donating a 
$1,500 scholarship, you will ensure 
that little Jimmy isn’t left behind.



Soliciting
w TELL 

THE 
STORY

w State the problem and the proposed solution. Instead 
of asking for money, ask for help.  

w Provide opportunities for support based on known 
donor interest from prior cultivation conversations.

w The answer is always no if you don’t ask.
w What if they say no?
w Saturation = resentment
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Soliciting
Tips:
§ Give your own gift first
§ Get an appointment in person
§ Prepare before visiting
§ It could take two transactions
§ Include the partner
§ No could mean not now or not yet
§ Tell a story
§ Invite prospect to be a part of the solution



Other Kinds of Giving

§ Multi-year pledges

§ Major gift programs and 

campaigns

§ Crisis fundraising campaigns

§ Endowment campaigns

§ Capital campaigns

§ Planned giving programs



Soliciting
Why do people give?

Because 
they are 
asked!



Stewarding



Stewarding
Try to thank a donor 7 times a year!

§Letter, phone calls, thank-a-thon
§Signage, website, newsletter, print recognition

§Verbal thanks at a concert or reception
§Recognition in seats at a concert

§Private lunches/dinners with key leaders

ACCESS!



Stewarding

§ Relationship building: “non-transaction based 
encounters”

§ Stewardship = Connectedness = Renewal
§ Create a stewardship program that includes 

who, what, when, how, etc.
§ Keep it manageable
§ Make it personal!
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Soliciting

Don’t do this!



Don’t Do This

§ Discuss what you aren’t able to do.
§ Dwell on your financial troubles. No 

one wants to board the Titanic.
§ Abandon your donors who are going 

through tough financial times.
§ Saturate with asks.
§ Burn out.



Tips for Success

§ Stay Positive
§ Add Value
§ Communicate
§ Inspire Giving
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