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Conversations 
Move Missions



Prompts 
Move Missions



Behaviors
Move Missions



SKILLS

These are not the same thing:

READINESS



has patterns we
might not realize.

Donor behavior



When a donor conversation
doesn’t move forward,
what’s usually missing?



In the Fogg’s Behavioral Model, three elements

must converge in order for a behavior to occur.

Motivation

Ability

Prompt

What causes behavior change?





Fundraiser Psychology

Donor Behavior

Fundraising Performance Indicators ($$)

Fundraiser Behavior

Prompt or No Prompt

Donor Behavior is a RESPONSE



How we measure fundraiser behavior:



We Are At a Critical Tipping Point

The history of the sector has led to everything from stigma to inequity
Giving is declining 
Fundraisers are leaving 
These aren’t separate problems 

How Did We Get Here

There Is Never Enough Money
We Must Compete for Resources
We Should Operate with Minimal Overhead

Scarcity Myths 

Don’t Talk About Money
Focus on the Rolodex
Emulate a Car Salesperson
Do More to Raise More
Create Urgency No Matter What

Transactional Norms 
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Fundraising Impacts Our Nervous System

Uncertainty
& ghosting

Rejection

Pressure to 
meet targets

Overwork

Power dynamics 

Stress activation

Chronic stress

Cognitive
strain

Anxiety

Burnout



Our Nervous System Impacts Our Ability
to Connect & Take Action

Anxiety & stress
activation

Chronic stress &
burnout

Compassion fatigue

Cognitive strain

Capacity for
connection,
compassion, &
closeness

Feelings of trust,
empathy, & social
recognition

Innovation,
collaboration,
flexibility, resilience,
etc.



Fear can be really tricky….



Fear can sound like compassion:

“They have so much going on right

now. This isn’t a good time to ask.”



Fear can sound strategic:

“We should wait until the campaign

is further along before making this

ask.”



Fear can sound protective:

“Everyone is treating them like an

ATM, I shouldn’t bring up money.”



Fear can sound like loyalty:

“They have already done so much, I

shouldn’t ask for more.”



If your goal is to foster

connection….



Fear feels reasonable in the 
moment—

but it’s pulling you away from true 
connection.



How do we reduce fear?

AWARENESS
OF

EMOTIONS

THE POWER
OF

KNOWLEDGE

THE ROLE
OF

CONTROL



How we measure fundraiser messaging:



106

106

The Data Source

370 
Simulated Donor

Meetings

106
practicing

fundraisers

16
measurable

indicators



2 0 2 6  B E N C H M A R K  S T U D Y

The State of Donor
Conversations



67.8% 66.6%

66.3% 65.9%

Overall, fundraisers in our dataset showed moderate, balanced performance across four core
skill categories. Average scores hovered in the mid-60s (on a 0–100 scale), which signals a
solid foundation with plenty of room for growth.

Skill Performance: Where Fundraisers Are Starting

Relationship Building Communication & Delivery

Fundaising-Specific Skills Strategic Thinking



But We Have a Problem: Conversations Break Down When
They Matter Most 
While fundraisers excel at building rapport, the data shows consistent room for improvement in the
mechanics of the conversation - especially when it comes to making the ask.

49%
Ask Effectiveness

54%
Structure, Flow & Transition

63%

64%

Adaptability Under Pressure

Insight Gathering

62%
Relational Depth



The data suggests that the

inability to secure gifts is often

the result ofunstructured
conversations & unclear asks,

not a lack of connection.

It’s a lack of confident

follow-through.



These are teachable skills. And they get stronger
with repetition, feedback, and intentional focus.

The
good
news



Does Practice Actually Lead to
Improvement?

On average, a fundraiser’s 2nd or 3rd simulation score
was about 5 points higher than their first – for example,
an initial 65% score might rise to ~70% after continued

practice and feedback. 



Real growth comes from iterative,
situation-specific practice and

feedback, not from generic

repetition.



Conversation &
Connection Readiness 

Ensure your feedback has 2 components: 

Campaign Messaging
Readiness



SALES

11% 97%

CASE STUDY

33%
Increase in

Ask Effectiveness

Increase in

Adaptability and

Decision-Making

Under Pressure

Connection

Sentiment
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