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1. Adjust your mindset
2. Valley of distrust
3. Engagement calling
4. Provide value

5. Practice dialogue QUALIFIED APPOINTMENTS WILL

6. Give them power ALMOST SET THEMSELVES

7. Be clear & shut up
8. Leave voicemails
9. Linkedin & texting
10. Count failures
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Major &
legacy gift

lt's harder to get an appointment than to secure a gift.”

Getting an appointment is 85% of getting the gift.
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Major & How strongly do you with this statement?:
legacy gift “Landing appointments with highly passionate,

wealthy supporters is getting harder.”

Strongly agree

Somewhat agree

Neither agree nor disagree
Somewhat disagree
Strongly disagree
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M ajor & What is your biggest challenge related to outreach?
|egacy gift Supporters don't respond
Supporters say: “I'll give, don’t need a visit”
Supporters keep delaying the visit
I'm not sure what to say when | reach out
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v ABEGGAR

YOU ARENOT: ¢ A MANIPULATOR
v AN ARM TWISTER
v EXTRACTOR
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INSTEAD, YOU ARE:
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TRUSTWORTHY

VALUE PROVIDER
INTERESTED IN THEM
DEEPEN A RELATIONSHIP

PROFESSIONAL
FACILITATOR,
VIP RESOURCE,
COUNSELOR

& GUIDE

LAND MORE

APPOINTMENTS
& CLOSE MORE GIFTS
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VALLEY OF DISTRUST

You must cross
the chasm

T et S

Valley
of
Distrust
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I'M TOO
BUSY
I DON'T LM NOT
SEED S5l o INTERESTED
O
®)
YOU JUST 0 e | DON'T SEE
5 0 WHAT VALUE

WANT MY
MONEY

YOU OFFER

NOT NOW BUT
MAYBE LATER

YOU DON'T
REALLY CARE
ABOUT ME

imarketsmart.com


#

TACTICS
©

ENGAGEMENT CALLING

(UNLESS THE DONOR SIGNALS READINESS SOONER)

v/ AT LEAST TWO NON-SOLICITOUS CONVERSATIONS
BEFORE ASKING FOR A MEETING

v/ DON'T ASK, OFFER TO PROVIDE VALUE
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TACTICS
@
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TACTICS
@

VALUE

THINK!

What can | offer or do
to make them
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TACTICS

4
VALUE
LISTEN TO WHAT MONITOR WHAT
THEY SAY THEY DO
“VERBATIMS” ‘DIGITAL BODY LANGUAGE"
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39 AMAZING WAYS
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Surveys

Tell your story opportunities

Quizzes

Invitations to join a board or
committee

Games
Polls
Videos

Advocacy or activism
opportunities

Podcasts
Testimonials

Online chat tools

Webinars

Streaming live events

Question and answer sessions

Infographics
Reports or eBooks
Workbooks

Blogs (make sure you have a
spot for comments)

Sharing tools
Matching campaigns

Sponsorship opportunities
(such as sponsoring a child)

Scholarships
Naming opportunities
Contests

Calculators

Group activities (such as
building a playground)

Crowdfunding

Events (dinners, golf
tournaments, 5k races, etc.)

Ask for advice or critiques

Maps (for example: cleanest
rivers for fishing)

Tours or show-and-tell sessions

Presentations of scientific
research findings

Mentoring opportunities

One-to-one interactions with
beneficiaries of donations

And, of course, volunteering
opportunities
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TACTICS
@

VALUE

RECENCY IS THE KEY TO SUCCESS!

+700%

James B. Oldroyd, Kristina McElheran, and
David Elkington, “The Short Life of Online
Sales Leads,” Harvard Business Review
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DIALOGUE

Ask questions - Listen 75% of the time
Show ‘em that you know ‘em

Be relevant

Be emotional/enthusiastic
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TACTICS
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POWER

)

“I'm not calling to ask you for a donation'
“You can end the call any time”

‘It's completely up to you”

‘| really don't want you to feel pressured”

“Let’s pencil-this-into your calendar”
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TACTICS
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POWER
BE CURIOUS

ASK TONS OF QUESTIONS

AND LISTEN TO THE ANSWERS
SHOW THAT YOU CARE

e
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SHUT UP!
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TACTICS

SHUT UP!
MAKE THEM FEEIPRESENT THE VALUE  ASK FOR THE MEETING
GOOD THEY'LL GAINFROM  AND
MEETINGWITHYOU  SHUT UP!

COUNTTO 10

Schedule a
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SHUT UP!

DO NOT SAY:

“I'd like to update you
on what we're doing.”

I KNOW YOU
JUST WANT
TO ASK ME
FOR MONEY
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TACTICS
&

SHUT UP!

‘IName], your support has been so wonderful. It really means a
lot. Not everyone ‘gets it’ like you do. That's why | wonder if you
would consider giving us some feedback and advice on xy&z. It
would be invaluable. Can we get together either next Tuesday

or Thursday?”
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TACTICS
@

SHUT UP!

‘Name)], during our last conversation you mentioned xy&z. It would
be great to learn more about your thoughts on that. How about we
get together on Wednesday or Thursday?”’
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TACTICS
@

SHUT UP!

‘IName], your story is fascinating. It would be great to learn
more about you and your interests so | can work on your
behalf to help you get more out of your relationship with
our shared mission. Why don't we get together next week,
perhaps on Tuesday? What do you say?”
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VOICEMAILS

Offer to provide value that is relevant to them

v

S X <

Show ‘em that you know ‘em

Show gratitude for their past support
Be relevant

Be emotional

Be enthusiastic

imarketsmart.com
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How 10 reach outto @ major or legacy

GET CONNECTED

/ You MUST complete YOUL profile

@ D
0 paople wil wonder wny you ot
that ompty)

f Build your n¢
@) S maomere b
o vour mission (4902
your address bOok and let the
e napoen)

o
degree ‘connections. in-common

.\ Roach out 101008 0 dogrea
7) connections and ask them 10
Setfoduce you 10 your ProsPects

| Coniyoucoraananatet

@) Soermesonsencr =t
send a direct InMail if you nave a
Promium Acoount Or if your prospect
is an Open Link Member
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Networking s Dest done vitualy these day:
rul, cost-6f

LINKEDIN & TEXTING

gift prospect online

/5. With over 260

niion users, Linkedin i POWS" ficient, and
foctvo, Plus t works MUCh BOCEr “than coid caling and

Spamming with emai it scripts.

SEND THAT FIRST INMAIL.
@
e
=

o words the recpient warts © hear
10 spark interest

ek a question i an efiot 09t
sponse (i i vory ofiscth
Eogause itis a calkto-acton)

Q@

o Ty epecific dec

(@) vemaelachas Canue B

arrange 8 tme 1o valk for just 207 3
minutes?’)

@

Make tjust 310 6 sentences
oamum (people just GOt P
T foag long-winded mossa0®s)

BONUS IDEA: TRY THE LOOKIE-LOU
o Takes peek ata prospects Profe
{certain percentage vl in takea
Jook at your Profie)
O tren send your first InMail
This works because now the prospect
{s recaing your InMail after already

Setormining that you have a2 8
nterest— your mission!

market smart

www marketsmarnt.com

TACTICS

v .
Ask for permission to text.

v LinkedIn:

v .
Connect with supporters before

calling or visiting.

v oL
(I;gﬁ posts, comment, repost
pany marketing to your network

v
Send value to supporters via

LinkedIn messages.

v Consider LinkedIn SalesNav

Thank you

o

Yo
U are welcome

imarketsmart.com


#

TACTICS
10

SUCCESSES

mmmmmmmmmmmmmmmm
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BONUS
i

REFERRALS

JLJMJL_JLJ b e o 0 TR

Who do you know
who knows them?
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1. Adjust your mindset
2. Valley of distrust
3. Engagement calling
4. Provide value

5. Practice dialogue QUALIFIED APPOINTMENTS WILL

6. Give them power ALMOST SET THEMSELVES

7. Be clear & shut up
8. Leave voicemails
9. Linkedin & texting
10. Count failures
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How MarketSmart's system
helps you land
more appointments



1. Pre-qualify supporters who are
ready for outreach now.

2. Effortlessly cultivate prospects until
they are ready to take the next step.

3. Make it easy for qualified supporters
to schedule meetings with you.
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Donor-driven fundraising process

Prospect research  Donor-driven engagement
Predictive analytics  + Automated cultivation

0
IDENTIFICATION PRELIMINARY AUTOMATED COMPLETE CASELOAD ONE-TO-ONE
QUALIFICATION CULTIVATION QUALIFICATION POPULATION CULTIVATION SOLICITATION NEGOTIATION STEWARDSHIP

Powered by market! ~smart
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Donor-driven fundraising process

Prospect research  Donor-driven engagement

Predictive analytics

0

»

IDENTIFICATION

+ Automated cultivation

PRELIMINARY AUTOMATED
QUALIFICATION CULTIVATION

Powered by market! ~smart

Discovery calls & visits
(in-person or virtual)

4 )
COMPLETE CASELOAD
QUALIFICATION POPULATION
- J

ONE-TO-ONE
CULTIVATION

SOLICITATION

&

NEGOTIATION

<P

STEWARDSHIP
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Donor-driven fundraising process

Prospect research  Donor-driven engagement Discovery calls & visits Frontline fundraiser
Predictive analytics ~ + Automated cultivation (in-person or virtual) caseload management
) e N N
IDENTIFICATION PRELIMINARY AUTOMATED COMPLETE CASELOAD ONE-TO-ONE
QUALIFICATION CULTIVATION || QUALIFICATION  POPULATION CULTIVATION SOLICITATION NEGOTIATION  STEWARDSHIP

\ y N AN J
Powered by market! ~smart
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Donor-driven fundraising process

Donor prioritization
Staff optimization

& & T

IDENTIFICATION PRELIMINARY AUTOMATED COMPLETE CASELOAD ONE-TO-ONE
QUALIFICATION CULTIVATION QUALIFICATION POPULATION CULTIVATION SOLICITATION NEGOTIATION STEWARDSHIP

<P

Powered by market! ~smart

Scale discovery with unassigned supporters
Qualify readiness for mid-level, major & planned gifts
Assign outreach-ready prospects to fundraisers

Warm up leads until ready for outreach

Schedule meetings when the timing is right

imarketsmart.com
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Smart Strategy

S,
b oy e
I& »

2 S smartideas®

Schedule a
free consultation

imarketsmart.com


#

Schedule a
free consultation

ICH|
I

Smart Software

— —— ———
Tech-enabled Donor-driven Donor-driven
donor discovery automated cultivation self-qualification
— & prioritization
[
r—
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With their
Engagement
Fundraising system,

fewer staff can
accomplish much
more - with a
better ROI.

JOSEPH LOVELL
Z

2 )
Compassion /

ICH|
l

CAPACITY

Prioritization
Pentagon

1%%,

People are reaching
out to me, instead of
the other way around!

How refreshing is that?

CHERYL SMOOT

American
Lung
Association.



#

{o}

Smart Support
“Al-Enhanced > Human-Focused”

%} Implementation

MarketSmart
allows me to work o
@

-I||—||I- Training

0 Ongoing Support

e Dedicated Customer
Success Manager

Online Training Course@ ® Oﬂ|lﬂe Chat (W|th
with Dr. Russell James W a Rea| Human)

with prospects -
who are wiling : $
and ready to talk.

ART TRACY vy ‘
?

SKIDMORE
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A4 zv}
Return on investment (ROI) = =7 =

Immediate ROI
$60 returned for
every $1 invested

and we haven’t even
really scratched the

surface yet.

Long-term ROI goal

JONELLE BECK
UNIVERSITY OF THE

PACIFIC
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Return on investment (ROI) = “¥% =

Time to launch

Staff required

Learning curve for getting results
Lead prioritization time and effort
Lead alerts and notifications

Return-on-investment guarantee

Schedule a
free consultation

Do-it-yourself
6—12 months
Multiple employees
High — trial and error
High — manual
None

None

w yoi

Smart Strategy Smart Software Smart Support

Enhanced > Human-Focused

With market( ~smart
10—12 weeks
Done-for-you

Low — proven system
Low — dashboard
Automated

No risk! — 10-to-1 ROI guaranteed

imarketsmart.com
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Clients
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SCAN FOR WEBINAR
FEEDBACK SURVEY

JEFF GIANNOTTO

Director of Sales
[giannotto@imarketsmart.com

SCAN TO SCHEDULE
A FREE
CONSULTATION

imarketsmart.com

Discuss your mid-level, major, and
planned giving goals.

See if you qualify for our 10:1 ROI
Guarantee.

No sales pitch — just a clear overview
of how MarketSmart can help.

Walk away with practical ideas, even if
we're not a fit.
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