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CCAI Mission Statement: The Capital City Arts Initiative is an artist-centered organization committed to the encouragement and support of artists and the arts and culture of Carson City and the surrounding region. The Initiative is committed to community building for the area's diverse adult and youth populations through art projects and exhibitions, live events, arts education programs, artist residencies, and its web site.
CCAI Board Retreat: Fundraising Training

“Of the billions contributed to charitable organizations each year, roughly 85 percent comes from individuals (90 percent if you include bequests). This percentage, with slight fluctuations, has stayed the same for decades.”

Fund Raising Realities Every Board Member Must Face, Lansdowne, p. 27

“Even in tough economic times, there is more than enough philanthropic money to go around. Between 2000 and the end of 2002, for example, when the U.S. economy was perilously close to deflation, Americans gave away in excess of $672 billion to charity. Do the math: can 1.5 million nonprofits survive on an average of $224 billion per year? We think they can. Your principal concern, then, is not whether donors will contribute, it is whether you can secure the consistent, imaginative support of board members, staff members, and other volunteers in planning campaigns and asking for money.”

Boards That Love Fundraising, Zimmerman and Lehman, p. 12

Tips on How to Ask!
You are asking your colleague to make an investment in CCAI; you are not asking for money for yourself.

• You are requesting money for CCAI, not asking for a personal loan.

• As a CCAI Board member, you are also a CCAI donor.

• “Your position is unassailable: you are a volunteer working on behalf of a cause that’s in the public interest and serves the general good.”

L p. 20

“If it appears easier for others, it is probably because they’ve faced up to the fact that fund raising is essential to the survival of the organization.”

Fund Raising Realities Every Board Member Must Face, Lansdowne, p. 19

Eliminate all Fear of Rejection
• Begin with asking people whom you know, people who are closest to you: family and friends.

• Remember that in a capitalist society it’s money that makes the world go ‘round; 

it’s OK to talk about money with family, friends, colleagues, acquaintances, etc.

• “View fundraising as empowering and ennobling, rather than invasive and obnoxious, and you will succeed!” 





ZL p. 17
• Concentrate on your success and the positive and the potential

Enjoy Yourself!

• To be an effective fundraiser, you have to have fun! 

• Enjoy the process and avoid burn out. 

• Have fun and you will give off positive body language. Your enthusiasm will help our fundraising efforts.

Emphasize the Benefits!

• Share your enthusiasm for CCAI as you ask for the support. 

• Stay positive! Stay confident!

• Show that the arts and an improved quality of life in our communities has an associated cost. 

• Sell “the benefits that will accrue to the community thanks to the donor’s investment.”

• CCAI “provides a service to the community, and philanthropists pay for that service. It’s a quid pro quo arrangement, not tin-cup begging.”
ZL p. 14



Cultivating Potential Donors

• “Prospects only have real and immediate potential if they’ve been cultivated and are familiar, if not deeply involved, with your work.”


L p. 22
• Do not wait for donors to take the initiative. If we want a donation, we must ask for it. 

• Cultivating potential donors is vital to the fundraising process


a. everyone we talk to about CCAI and the arts should be asked to participate with CCAI 



in one way or another.


b. ask for email addresses for the Flash!
c. make sure that you have event announcements, i.e. bookmarks and fliers, with you and pass them out. N.B. the new NVN bookmark lists the CCAI mission and programs


d. ask the potential donor to join you in attending a CCAI event

• It can take from six – eighteen months of cultivation before the actual ask takes place.

• 90 percent of the donations will come from 10 percent of our donors. L p. 78 and LZ p. 29
“According to Boston College’s Social Welfare Research Institute, families with incomes over $500,000.—they constitute 1 percent of the population—make 26 percent of all charitable contributions in the United States.”



Boards That Love Fundraising, Zimmerman and Lehman, p. 29

The “Ask” 

• “Asking is the essence of fund raising. It’s the most powerful tool you have.”
    L p. 69
• Whenever possible, ask face to face.

• Present your “ask” from the donor’s perspective not from ours


° research: know something about your potential donor; eliminate guesswork


° if they support education, emphasize our AIE program


° if they travel, talk about Nevada Neighbors


° if they are socially conscious, talk about Radical Fashion at Classy Seconds and our 



connections with Advocates to End Domestic Violence


° be specific: CCAI is addressing xxx need on our community

• Successful asks convince donors of three things:


° that there is a need to be addressed


° that CCAI will address that need


° that you know what CCAI will do and how much it will cost to address that need

the “Ask” continued:

• Use the present or future tense: “CCAI will do xxx in the spring;” 

avoid the conditional tense: “CCAI would like to do xxx in the spring.”

• CCAI is doing good work and launching its sixth season. With the donor’s support, CCAI will continue to do even better work this year and in the coming years.

• . . . limit use of words such as gift, contribution, and donation, talk about fundraising as an investment in a successful community enterprise.

ZL p. 14

• see the prospective donor as yourself; how would you like to be asked?

• the “ask” process:







L p. 86

° prepare for the “ask” meeting by studying info on the prospective donor


° begin by thanking them for taking the time to meet with you


° engage in small talk to get comfortable


° talk about CCAI and our mission; succinctly explain the project for which we’re asking


° discuss your own interests and involvement


° if asked, let the prospect know the amount you’ve contributed


° invite questions


° ask for the gift


° express your thanks if the donor gives then take your leave


° if the donor isn’t yet ready to donate, set up a time when you can return to again 



discuss their donation

• When you have asked, then be quiet! No matter how tempting it is to fill the silence, do not say anything else not matter how long it takes; the pros advise that this is one of the keys to successful asks! Allow your listener time to think and to respond.

Many people want to give to the arts

• We are filling a need. Contributing to arts organizations makes people feel good about themselves. Not everyone has the time to do everything they would like to do. By giving money, they feel they are doing something – and they are! If we don’t ask, they’ll miss the opportunity to contribute.

• Let people know they are part of the solution. 

• Make it clear that every contribution works towards improving our community’s arts and cultural environment and quality of life for everyone.

Integrate fundraising into ALL CCAI activities

• Fundraising is a numbers game. For every yes, they will be four no’s. So don’t sweat the no’s and keep asking others until you get to the yes. Use every activity to generate interest, create awareness, or reach out to the community.

Be Persistent

• Keep asking. People who have provided support on another occasion will realize that money is always needed. If a particular fundraising source or project was successful once, try it again. If a source wasn’t successful on the first ask, don’t give up. Circumstances change, so keep trying. If someone cannot give $1,000. then ask for $500. - you never know!

“The money is out there, even in tough economic times. For example, according to Giving USA, a publication of the American Association of Fundraising Counsel’s Trust for Philanthropy, more that $241 billion was given to 1.4 million charitable organizations in 2002. This represents 2.3 percent of the U.S. gross domestic product and constitutes an increase in absolute dollars over 2001. What is remarkable here is that 2002 was a very poor year economically in the United States, yet people continued to give.

Boards That Love Fundraising, Zimmerman and Lehman, p. xv

“I am certain that after the dust of centuries has passed over our cities, we, too, will be remembered not for victories or defeats in battle or in politics, but for our contribution to the human spirit.” John F. Kennedy

Fund Raising Realities Every Board Member Must Face, Lansdowne, inside back cover

Next Steps!

• Learn our mission and why we support it

• Identify CCAI strengths and weaknesses  

LZ p. 24 

• Set a campaign goal for FY09 and for FY10

• Set a campaign timetable - essential

• Identify prospects for our fundraising campaign

L p. 58

° those ready to give generously now


° those likely to give with more cultivation


° those requiring prolonged cultivation


° those with the ability to give but with little reason to do so now

• Identify teams for these asks


° teams can accept checks


° teams to have pledge cards or letters of intent with them

Quotes from Boards That Love Fundraising, Zimmerman and Lehman, 2004 noted as ZL p. #

Quotes from Fund Raising Realities Every Board Member Must Face, Lansdowne, 2007 

noted as L p. #
Also based on Tips for Successful Asking from the 2007 NatureServe Conservation Conference

