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Why People Don’t Give When You Ask – Part 2 

 
We had our largest response to a previous article on the same topic. Part 2 will provide even 
more common culprits that stand between you and fundraising success. 
 
Some said, “but I am not a fundraiser. Why would I need to know this?” Two reasons: 
 

1. The longer you are in a community, or industry, or the more your business stature 
rises, the greater chance you will be asked to serve on a fundraising committee. It can 
be a badge of accomplishment or rite of passage. If you learn these simple 
fundraising “potholes,” your donation-request road will be smoother with better 
results. (And, then your stature will rise, and then...) 

2. These pointers are transferrable to every business negotiation or contact you ever 
will have. Substitute your job responsibility and everything applies. 

Too Much Talking: 

The old adage about having two ears and one mouth applies to fundraising, too. 
Did you spend twice as much time listening as talking? It is so easy to jump right 
into your material... to rush to the close... to get the “ask” over with. First, learn the 
prospect’s likes, dislikes and passions. If you listened well to their goals, the 
donation is simply a way to help both the donor and the organization.   

A Vague Ask: 

“Give whatever you can,” may take the tension out of the ask, but it also reduces 
the amount your cause will generate! Mentioning a specific figure actually 
increases the likelihood you will receive an amount close to that number. This 
single topic causes the majority of the angst we see in volunteers.  

One and Done Thinking: 

Many fundraisers focus on the importance of this gift – to the exclusion of the 
next one and the next and the next. Granted, this donation is vital to the success 
of this campaign. However, it might be winning the battle, but not the war. We 
would all do better to keep our eyes fixed on the horizon. Donors do.  

 
Sincerely, 

 
Carolyn Hamrock, CEO 


