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Quote text hereNational Trends

• $499.33 billion in contributions
in 2022

• Down 3.4% from 2021; 
10.5% factoring inflation

• Individual giving is down, but 
remains the highest

Individuals Corporations Foundations BequestsGiving USA 2023
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Motivation to Give
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Link: Have they attended performances or 

events?

Interest: Do they care about the arts & 

culture? Is downtown revitalization important 

to them?

Ability: Always assess link & interest before 

ability.

Prospects
Donor Landscape

Prospects
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ProspectsProspects
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Prospects

Donor Engagement Pyramid



gift range chart: $2.5 million
///////////////////////////////////////////////////////////////////////////////////////////////////////

rules of thumb
Top gift = 10-20% of goal

Top 5 gifts total half of goal

Top 15 gifts total 70% of goal

AMOUNT # NEEDED TOTAL $
$500,000 1 $500,000
$250,000 2 $500,000
$100,000 4 $400,000
$50,000 8 $400,000
$25,000 12 $300,000
$10,000 15 $150,000
$5,000 25 $125,000

Less than $5,000 40 $125,000
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Prospects
5 “I’s” of Donor Motivation

Prospects
1. To make a relevant social investment
2. To see and know the true impact
3. To fund issues that reflect their values

4. To fund new ideas that effectively 
address needs/problems

5. To respond to opportunities for 
appropriate involvement
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• Who makes the ask matters

• Passion, integrity and trust are the biggest 
factors of success in a fundraising ask

• Top 3 motivators for people to give:

• Somebody asked

• Relationship with the asker

• Want to be a part of the work

Relationships are key

Making the Ask
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• Asking for & giving money are natural 
processes, not something to avoid

• People give money because they want to

• People don’t give unless they are asked

• People give to people

• People give to success, not distress

Don’t be afraid to ask

Making the Ask



Quote text here

• Key role is relationship building

• Make time for the donor: meet face-to-face

• Talk less, listen more – discover their interests

• Share stories, not just facts & figures

• Have a game plan, but be flexible

Keep in mind

Making the Ask
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Four Simple Steps

Making the Ask

01.
Introduction

02.
Preparation

03.
A personal visit

04.
Follow-up
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Introduction
• Brief email asking to meet

• Be transparent that this is about a 
campaign for Ballet Des Moines

 

Making the ask
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Preparation
• Gather information about the 

prospect

• Review the case

• Determine ask amount or range

• Partner & pair

• Be enthusiastic!

 

Making the ask
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Personal Visit
• Open

• Engage

• Ask

• Close

Making the ask
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Open
• Volunteer leads conversation

• Casual to begin

• Put the donor at ease

• State goals of the meeting

• “We’re hear to talk about a new 
home for Ballet Des Moines in 
the heart of downtown.

The personal visit
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Engage
• Ask questions

• Have you been to the ballet recently? 
How important is downtown 
revitalization to you?

• Find out what’s important to the 
donor – listen

• Share points from the casebook 
and how they can support the 
campaign

The personal visit
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Set the stage, share the vision
• BDM Campus for arts & 

education

• A new home for BDM

• An infusion of creative 
energy downtown

• A hub for nonprofits

• $2.5 million campaign

• Share why you are involved 
& why this is important to you
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• Background on BDM

• A world-class dance 
company

• Regional leader in arts 
education

• Inclusive

• Inspiring & enriching 
programs

• Recent transformation of 
ballet



Quote text hereCampaign Overview
• Talk about space

• 9,000 square feet for BDM & 
partners

• Studio theater

• Rehearsal & education 
studio

• Costume shop, dressing 
rooms

• Office and meeting space



Quote text hereA Home for Ballet Des Moines
• Can hire more dancers

• Expand scope of offerings

• More youth educational 
performances



Quote text hereEducation + nonprofit outreach
• BDM education & outreach 

examples

• Nonprofit office space, 
shared resources, 
professional development

• Low-cost rentals

• Tell a story about outreach



Quote text hereDowntown revitalization
• Creative energy in 

downtown

• Everyday, everywhere are

• Accessible programs

• Large windows: activation
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PAUSE

• How does that vision 
resonate with you?

• What questions do you have?

PAU
SE
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we’re working on a campaign to 
raise $2.5 million.

• Be specific – clear bold voice

• We would like to ask you to 
consider a donation in the 
amount of $$$$ to support the 
campaign

• Is that something that would 
feel meaningful to you?

• Be quiet – wait for response
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Research

• What have they given in the past?

• What have they given to other organizations?

• What do we need? (look at Gift Range Chart)

• How strong is their link & interest?

The ask amount
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What does “no” mean?

• Not now

• Not that amount

• Not that program

• Not until I feel more comfortable

Find out what “no” is being expressed

Don’t take “no” personally and try to keep the door 
open to return

Dealing with No
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Yes

• Would they like an invoice, pay online, etc.

Maybe

• Need more information?

• Keep door open

• Confirm next steps & timeline

Thank them!

Responding to Yes or Maybe
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Close
• Thank them for their time, interest, 

and/or support

• Determine next steps & timeline

• Wrap up casually

The personal visit
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Follow-Up
• Always follow-up!

• Send email or text

• Send thank you note

• Send additional info if requested

• Report back to ISC & BDM

Making the ask
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Remember
• Trust & results are the two things 

donors value most

• This is about creating an opportunity 
for a project you care about

• It’s a privilege to ask and be asked

• Have fun!

Making the ask
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Questions?


