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Stages of an Effective Solicitation


I. Opening Remarks

a. Time:  10% of the visit
b. You may want to begin by discussing the prospect’s family or common interests as well as briefly talk about any special news about the Local Urban League Affiliate.

c. Objective:  make the prospect comfortable and identify the purpose of the visit:  “I asked to meet with you to…
i. Thank you for what you have done previously for the Local Urban League Affiliate; 
ii. Explain how important the ‘vision for our future’ initiative is that we have started; and 

iii. Talk to you about how you may help us at this point.”

II. Making the Case for Philanthropic Support  

a. Time:  70% of the visit

b. Objective:  explain the case statement – the “what” and “why” of the Local Urban League Affiliate.  Specifically, refer to the mission, what we are doing and the successful outcomes.  Be as specific as possible by using program facts, such as clients served, “real-life” transformation stories, etc.
c. Possible Points to include:

i. “We are in a very strong position right now…”
1. The Urban League movement is coming up on its 100th anniversary.  As part of the centennial, the NUL has chosen Local Urban League Affiliate to be one (1) of five (5) pilot Affiliates in an exciting fundraising initiative called Project Rock.  Taking part in this initiative will position us as a leader amongst our peers and in our community, because Project Rock aims to bolster diversified support and fundraising revenue to enhance the Local Urban League Affiliate’s programs. 
2. In recent years, we have seen a great many of our supporters inspired by President Obama and his race for the White House.  There is a great opportunity to keep those people engaged and provide them with ongoing and sustainable hope through our direct services.
ii. “We have aspirations to grow and do better…”
1. Our reliance on public funding has been very limiting to the direction of our movement, but with a diversified portfolio, we will be able to engage in new and relevant programs (e.g., foreclosure counseling, etc.), while continuing to improve and expand the reach of our current programs. 

iii. “We have a plan to engage members of the community…” 
1. We want to reach out to individuals, corporations and foundations to ask for support so that we can increase our number served from XX,XXX to XX,XXX.

iv. “Our new vision is a big part of this plan…”
1. We want engage people to the Local Urban League Affiliate and show them all what we are doing.  (Give specific Examples.)
2. We want to engage those who are disadvantaged through our programs geared towards Youth and Education, Economic, Health and Quality of Life, Civic Engagement and Leadership and Civil Rights and Racial Justice Empowerment. 

3. We want to break stigmas and work with other organizations to collaborate for the betterment of the community. 

d. Emphasize case elements that are important to the prospect understanding that the priorities may change or vary depending on the prospect.  For example:
i. If the prospect has an identified interest in youth and education, highlight Local Urban League Affiliate’s education-related programs and the impact they have had on the lives of young people in the community.

ii. If the prospect has an interest in health initiatives, highlight Local Urban League Affiliate’s health and wellness-related programs. 
It will be important to list key elements of the strategic plan, as well as how the strategic plan will help to achieve many of the Affiliate’s goals.  Ideally, your plan will include:   measurable goals, actions steps, a timeline, increased acknowledgement, reporting, and evaluation procedures.
III. Asking for the Gift

a. Time:  10% of the visit

b. Objective:  verbalize the gift request

i. Through this effort we are planning to diversify our funding support and in order to be successful; we will need unprecedented leadership support and are currently approaching those closest to Local Urban League Affiliate, starting with our dedicated and committed Board members.

ii. We have made great strides and are proud of those who serve on our Board of Directors.  We are also confident in their ability to lead this effort and their ability to do so by considering making significant gifts.
iii. These gifts will not only build a foundation for the future success and sustainability of for Local Urban League Affiliate, but they will inspire others to give as well.  Our goal is to secure 100% Board participation, which is crucial to the movement. The impact of these gifts is truly significant.
iv. I would like to ask you to consider a gift of $5,000 a year for three years, for a total gift amount of $15,000.  This level would qualify you for our President’s Circle Membership with special benefits on both a local and national level. 
Remain silent and wait for the prospect to respond.
IV. Handling the Donor’s Response

a. Time:  10% of the visit

b. Objective:  answer any questions in a way that induces the prospect to increase the likelihood of making a gift at the amount requested or in the vicinity of that amount.

c. The Responses will likely take shape in one of three possibilities:

i. “Yes, I’ll do it.”

1. Simply thank the donor.

2. “We will follow up to finalize everything in the coming days by sending a letter of agreement and all relevant membership information.” 

3. “We will also keep you up to date by making sure that you are receiving our newsletters as well as additional reporting on the progress of our fundraising initiative.”

ii. “I need more time to consider your request.”

1. “Absolutely, let’s meet/speak again at the end of next week.”

2. Confirm that there will be a follow-up telephone call or in person meeting by the end of next week, so that you may leverage upcoming requests with prospect’s commitment.

iii. “I will give less than what you requested.”

1. If the prospect’s offer is within a close vicinity to the amount requested ($2,500 - $5,000), follow response 1.

2. If the offer is significantly below the requested vicinity (under $2,500), try to defer the decision.

a. “I want to thank you for the generous offer and let you know that I did not expect a decision today.  I just wanted to take the time to explain how important these leadership gifts are to the future of the Urban League, and how critical gifts at this level are to the Local Urban League Affiliate, in particular.”

	Donor Says:
	You can say:

	“I already give through my company…”
	Thank you so much for helping us secure funds from your company, our partnership with them in incredibly valuable, however, at this time, we are also looking for personal commitments and contributions. I know that this is an extraordinary request, but I also know we both share the same goals for the Local Urban League Affiliate.  Corporate contributions can often times be restricted into specific programmatic funds and in order for us to achieve our goal of having a diverse portfolio, we need people to think differently about the value that a personal contribution, especially unrestricted donations, to the Urban League brings to the community.

	“The request is not what I was thinking of …”
	I can understand.  I know it’s an extraordinary request.  But I also know we both share the same goals which you have showed us time and time again in your role on our Board.  For us to achieve these goals we need people to think differently about the Urban League and our future. 

	“Why are you placing me at that level?”
	We do not know what your capacity is, but I know that you have been so generous to the Urban League in the past both financially and with your time, and that you and I want the same thing for the community here – to enable African-Americans and other underserved groups to secure economic self-reliance, parity, power and civil rights.

Because of your outstanding commitment, we wanted to invite you to continue to be one of the leaders because of the impact a gift like this would mean to the Local Urban League Affiliate and to the families in this community.

	“I am over committed as it is.  I will continue to attend the EOD event.”
	That is terrific and this year’s EOD is shaping up to be very successful.  

However, we are asking all Board members to consider a more substantial gift because, to do extraordinary things and ensure the long-term viability of the Local Urban League Affiliate, we need extraordinary people like you to set the tone.

	“I am on a fixed income.  I will make a planned gift.”
	Thank you, that is very thoughtful and we appreciate your expression.  You have seen the Local Urban League Affiliate’s operating budget and for us to be successful, it would be extremely helpful if there were a cash component to your planned gift at this time – a cash pledge over the next three years of $15,000 to enable us to proceed with our plans and make a tremendous impact to our current programs and services.


Handling Some Unique Challenges

	“There’s no need for you to ask me for a gift.  I’ve already thought about it…here’s my check for $5,000.”
	Thank you for your generous offer.  I would appreciate it if you would just consider, for a few days, the impact that a $15,000 gift would have on the Local Urban League Affiliate – it would raise everyone’s sights and enable us to secure larger gifts from those who will follow you.  With your gift, I can leverage future gifts to ensure that we achieve our fundraising goals but I need everyone to make a significant pledge.

	“What will you use the $15,000 for?”
	That depends on you…As a Board member, I would ask that you consider keeping it as an unrestricted gift, and as a member of the Board of Directors, you will help to determine the disbursement of funds.  Or you may elect to restrict the gift for specific programmatic funding.

	“I don’t want to make a pledge.”
	Pledges are not binding.  In addition, you are one of the closest people to the inner circle - if you do not pledge, how can I convince others to make a pledge?  I am asking you to make an investment in the Urban League and your commitment to the movement by fulfilling a three-year pledge.  Even more, I am asking you to help us to better plan as an Affiliate.  With your pledge, we will be able to plan for certain expenses as they relate to the execution of our programs long-term.  Moreover, we will be able to project revenue more accurately.


There are four common components of each visit, even though each solicitation will be unique and fund raising is an art as opposed to a science.





To summarize, the four parts and the amount of time for each are:


Opening remarks – 10% of the visit


Making the case for philanthropic support – 70% of the visit


Asking for the gift – 10% of the visit


Handling the donor’s response – 10% of the visit











Solicitation Script

Page 2 of 6




