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What Others Are Saying

“What I appreciate about Marc Pitman is his ability to connect the dots. I’ve always believed we could learn a lot from our for-profit cousins, that some creative borrowing from the marketplace could serve us well. Marc excels at taking widely acknowledged ideas from the marketplace (Seth Godin’s customer evangelist opus springs to mind), and – with a bit of tweaking – making the concepts applicable to not-for-profit. Not just saying they’re applicable, but showing how, turning broad models into concrete, bite-size action steps.”

– Joel Preston

Vice President, Major Gifts March of Dimes, Berkeley, CA

“This is great stuff. Your blog is my homepage and I read it several times every day. Please keep up the good work. We need you!”

– Jason W. Miller

Jamestown College, Jamestown, ND

“Thanks for your e-newsletters. You’re doing a great job keeping us all on track.”

– Melissa Lane

Director of Development Sarasota Opera, Sarasota, FL

“Hey Marc, your blogs are simply awesome. It gives me the confidence that fundraising is well within our hands!!”

– Srivyal Vuyyuri

Sphoorti Foundation, Hyderabad, India

“Marc, really appreciated your presentation. I've been at this for 29 years and can spot someone like you who is both versatile and entrepreneurial!”

– Preston Hadley, CFRE, President

Dominion Campaign Counsel, New Hope, VA

“Your enewsletter and blog are excellent. Actually more than your content, it's your style and approach...Humor, personable, practical, authentic. You model what you preach. Feel like I know you, or will...”

– Mitch Teplitsky

Producer/director SOY ANDINA

New York, NY

“Marc, I am the president of an Association of Fundraising Professionals Chapter in West Texas ... I really enjoy your coaching. It is very inspiring.”

– Wade Kelley, CEO

Midland-Odessa Symphony & Chorale, Midland, TX

“I've been receiving your e-zines for about a year now and they're great.”

– Shannon Sayer

Leadership Gifts

Harvard Law School Alumni Center, Cambridge, MA

“R.E.A.L. has helped me tremendously! I think the title sounds great and the simple guide provides concrete steps to follow. I have enjoyed and benefited from your support!”

– Irene McGee

Helping Hands Home Care, Inc., Ordway, CO

“When I came across your web site and e-zine I signed up since fundraising is a topic I hear about a lot these days and do not know much about. I must say that your e-course has been very useful since it gives tips that can be used on a day-to-day basis in a not-for-profit environment even when fundraising is not always the goal of my e-mail communications.”

– Annie S. Wesley Ph.D.

The Micronutrient Initiative, Ottawa, Ontario

“Hi Marc: I really like your ‘Extreme Fundraising’ site and read it every day via Google Reader. Thanks for your help.”

– Jennifer George

Director of Donor Relations USC Libraries, Los Angeles, CA

“I’m fairly new to the fundraising arena, so this course was very helpful. I plan to take it to the other board members at our next meeting. I’ve applied the ‘KISS’ principle many times so related easily to this concept. Thanks for your help.”

– Tina Lucas

Humane Society of Williamson County, Leander, TX

Your e-class on ‘Fundraising 101’ was excellent! I do not have experience in the development field and wanted some basic background in fundraising. You made this class fun and interesting. Also, the convenience of a taped class that I could pause and resume made a huge difference in how much information I was able to take down on notes.

– Sharon Schuler

Seminary Relations Luther Seminary, St. Paul, MN
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this wouldn’t have been possible


Acknowledgements

So many people have helped me in the long process of writing this book. Bob Grinnell is the person that got me started in fundraising and has stuck with me every step of the way. David Dunlop inspired me to always empower volunteers and help them thrive. Dear friends like Margery Whiteman, Suzy Mink, Starr Snead, and Candy Sweeney gave me support during a very critical time—and have been great friends throughout.

Jason Chatraw endured hours of transcription and walked through the process of much of the writing. Ruth Maston took that manuscript and added incredibly helpful comments that made this text much better than it might have been. Jerry Linzy offered great suggestions, too.

Charlie “Tremendous” Jones helped give this project a

motivational boost at a crucial juncture.

All my clients and seminar attendees—thank you. You’ve proved that the ideas here can produce incredible results.

Of course my wife Emily deserves special mention. She’s inspired me, challenged me, and endured life with me— through the process of this book and through a dozen years of marriage. Thank you!

As always, any errors in this text are solely mine.

Marc A. Pitman

July 2007

Waterville, ME


Table of Contents

Introduction

Chapter 1: Get R.E.A.L.: Research

Chapter 2: Get R.E.A.L.: Engage

Chapter 3: Get R.E.A.L.: Ask

Chapter 4: Get R.E.A.L.: Love

Chapter 5: Seven Fundraising Faux Pas

Chapter 6: Put Yourself in Their Shoes

Chapter 7: Tools for Knowing Your Donors

Chapter 8: Summary & Resources


Most of the people are very wonderful indeed, they

almost always wish to do the right thing, and their

ultimate performance, when boldly challenged and

confidently led, is usually far better than we have any

right to expect. Study them and treat them well, for you

need them more than money. 
—Harold J. Seymour


Introduction

You’re in the non-profit world because you believe in the incredible mission of your organization. So, raising money to support that mission should be the most exciting thing in the world, shouldn’t it? In my years of working in fundraising with clients around the country, I’ve been amazed that it isn’t. The thought of asking for money seems to scare most people. I think “asking for money” even outranks “public speaking” and “untimely death” on the list of things people are most afraid of.

What if you were able to learn some simple tools to help you face that fear and fund your cause? I’m here to help you do just that. I’m convinced that if you apply what you learn in this book, you’ll even find yourself having fun!

Why another book on fundraising? I found that when people get brave enough to try to learn how to ask people for money, they usually run into loads of technical jargon like “LYBUNT” and “SYBUNT” and “donor acquisition.” They end up more confused then when they started. And even more convinced that they can’t ask people for money.

Think of the last book you read on fundraising. Did it start off promisingly only to get caught up in a morass of direct mail minutia (teaser on the envelope, not on the envelope), planned giving options (CRUTs, CRATs, annuities), and gift grids and ratios? Unfortunately, most of us that love fundraising seem
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