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What happens at a donor visitWhat happens at a donor visitWhat happens at a donor visitWhat happens at a donor visit????    
 

1. Welcome and Hello 

Chit chat 

 

2. Tell your 

Tell them how and why you are motivated to work on the problem the 

organization is addressing.  Speak from the heart, not just the brain. 

 

3. Build Relationship with donor and get them talking about the organization and issues.  

Get their story.  Potential opening and follow-up questions: 

How did they first become interested in: 

 [something related to the mission of the organization] 

 [something else about them – e.g. their business, career, hobby, etc.] 

[If a current donor]:  What inspired you to donate to the organization?   

What do you like most about the organization’s work?   

Have you been involved in any other groups that work on XXX?  Which? 

In general, what do you try to accomplish with your charitable donations? 

 

4. Build your case 

Why you exist story – the problem the organization is addressing 

Solution/Success story – evidence the organization can address the problem 

Urgency story -- why give [more] now 

   

But you must find ways to intersperse questions at least after each of the first two 

stories so it’s not just you talking. 

 

5. Immediately after the urgency story, ask for support 

Ask for a specific amount 

Don’t be wishy washy.   

Make eye contact. 

Ask and stop talking. Wait for the response 

 

6. If the donor says, “maybe,” or “I have to think about it”… 

 

• Ask open ended questions, e.g.  “What do you think of our plans?” “What do you 

like best about our work?” “What more do you think we should be doing?” 

• Follow-up/respond to their answer(s) as appropriate.  

• Case:  rebuild your case for giving, speaking directly to the donors interests and 

the impact the organization is making. 

• Dollar amount: Re-ask either for the same dollar amount or smaller ask.  

 

7. If it’s a yes, work with the donor to determine when they will give 

Have them write the check or fill out credit card information on the spot 

Secure a pledge and have donor fill out pledge card, leave them with envelope 

Set specific follow up date by which you will receive the donation 
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8. If a maybe, work with the donor to determine the timeline for a decision 

  Can I call you back in a week to see what you’ve decided? 

 

9. Wrap up the visit 

Ask the donor for referrals and get detailed information 

Confirm all follow up steps and dates with donor 

Thank the donor 

 

10. Thank the donor again 

Send thank you card within 24 hours 

Send thank you when the money comes in  

 

11. Database 

  Enter information of relevance you learned 

  Identify the next step to take with the donor and put it on somebody’s to-do list 


