
 
 
 
 

 

 
7 Steps to Fundraising Success 
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1. MAKE YOUR OWN GIFT FIRST 

This is the most important single thing you can do in preparation for your 

job of involving donors in supporting the work of the YMCA. You can't ask 
someone else to make a commitment to Y efforts until you have made 

your own. Make your own pledge to demonstrate your sincerity and 
caring about the need for increased giving. 

 

2. KNOW WHAT YOU ARE DOING AND WHY 

A positive, confident attitude is the first and most important step.  When 

you are clear about your feelings of commitment, you will come across as 
a sincere, caring person who is talking from the heart – and people are 

likely to listen to you. 

Your task -- noble and challenging – is to encourage your potential 

contributors to care more about our community’s needs and then to make 
their giving, match their caring. 

 

3. GO AFTER YOUR BEST CONTACTS FIRST 

This gets you off to a good start psychologically — and gives you an even 

stronger position in subsequent visits. 

 

4. KNOW YOUR PROSPECTIVE DONORS 

Learn as much as you can about your prospective contributor's interests 
in the community, experience with the Y and ability to give.  You'll be 

better able to match the any given Y program with the interests of the 
prospective donor if you investigate their interests first. Take advantage 

of our resource gallery with specific program cards to equip you with 
talking points before a meeting. 

 

 

 



 
 
 
 

 

5. SEE YOUR PROSPECTS IN PERSON 

Sometimes campaigners believe that they do not have time to see  

 

prospective donors in person.  Experience has taught us that a personal 
visit is a very good use of your time.  It sends a strong message that you 

believe supporting the Y and its many programs is important enough for 

you to see them in person.  Campaigners who make it a point to use 
personal visits consistently secure larger gifts and produce more dollars 

relative to their investment of time. They also find that the new 
affiliations may be of personal and professional benefit in the future. 

 

6. TEAM UP 

Team up with another campaigner to compare your prospects.  A two-

person visit adds clout to your presentation and the mutual support is 
encouraging. 

 

7. TELL WHAT THE Y IS DOING 

Giving is largely a matter of education.  Your job is to communicate the 
value of Y in our community and the programs we offer relative to a 

potential donor’s interests. We don’t want to just ask for a contribution.  
When you appeal to the self-interest of the donor, you are likely to secure 

a favorable response. 

 

 

 


