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To Raise More Money;,
Tell the right story to the right
person at the right time
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Storytelling for Leaders




Finding Your Stories

* Actively seek out stories

*send surveys to families and donors
* create a share-your-story page on your web site
* interview people throughout the camp

*Focus on how camp has made a
difference, changed or saved lives

*Stories surpass statistics
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Power of Stories

*Best way to connect people to your
mission, vision and values

*Everyone can/should be a storyteller

* board members
* program staff

* volunteers

* donots

* campers

Storytellers as advocates in the community
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Power of Stories

*Stories are game changers
*Do not focus upon camp’s needs
*Tell how camp atffects people’s lives

*Three kind of stories
*Thank You

I nvolvement
'Impact
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Impact Story

Let’s create an impact
story together...




Questions to Ask Yourself

*Who 1s your audience?
*What are you trying to accomplish?

* After you have shared your story, what do you
want the audience to

o think
 feel

J do
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The Four C’s of Storytelling

*Character
At least two characters—the “beneficiary” and the camp

*Connection
 The bridge between the audience and the camp

*Conflict

 What restrains the beneficiary from achieving what s/he
wants—external and internal

*Conquest

d The outcome—how the problem is resolved
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Storytelling: Details to Include

*Be wary—too much can derail a story

*Only use details that move the story along

U Tell more about the characters so audience can relate
d Help audience better understand depth of conflict

4 Clarify how agency resolves conflict

Hacts v. Emotions

*Think about what details will be of interest
to your audience
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Ten Rules to Remember

Stories are about camp’s impact
Have a personal connection to the story

Know why you are telling the story

= b=

Connect with your audience first—
shared values

5. Main character=client not camp
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Ten Rules to Remember

6. Hero is camp and its donors

7. Use conflict to drive story

8. Only include details that move story
9. Practice, practice, practice

10.Tell story with passion
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3 Phrases to Engage Audience:
Getting to the Ask

*Can you imagine...how that must have

felt. ..

*Have you ever...experienced...

*Would you like to...know more
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The State of Philanthropy

in America Today:
A View from the Field
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2016 Contributions: $390.05 billion

Corporations
$18.55

Bequests

$30.36 504

8%
Foundations
$59.28

0

15% Individuals
$281.86
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Who receives the $390.05 billion?

Environment/  To individuals

animals $7.12

International ~ $11.05 '\ — 9%
affairs 3% |\
$22.03 -

Arts, culture, - I'b‘l!q }
and humanities — 6% @_’% }
$18.21 5% W .\

Religion
$122.94

Public-society % 32% |
benefit - 8% \ :

$29.89

Health 8%
£33.14

10%

Gifts to 0
grantmaking 15%
foundations

12%

$40.56 ° Education

$59.77

Human services
$46.80
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How do you get your
plece ot the pie’




A:
Creating Campaigns of One:
Systematize and Humanize
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Campaigns of One
1. Identity prospects

* Collect research
* Segment into concentric circles
* Gather partners to provide information
* Evaluate prospects
2. For each prospect, develop a
* Strategy
* Gift objective
* Assignment
* Tactical moves

3. Maintain accountability
4. Keep score
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Donor Readiness

* Answers your phone calls

* Initiates contacts with you

*Shares passion with others and recruits

* Hangs around longer

* Volunteers more

* Makes gifts-in-kind

*Thinks of self as member of the “tamily”

e Gives advice
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People would rather say yes than no

*Your job as a solicitor is to ask people for that to
which they can naturally say yes.

* Discover what people have in abundance —ask
only for that.

* Not looking for sacrificial donors rather to provide
positive experience of giving.
* PATIENCE: donor eagerly anticipates contact as

you deepen relationship further before asking or
asking again
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Benetits

*Increased engagement

* Mission, vision and values ambassadors
* Develop more volunteer leadership
*Increased annual fund

* Potential for capital, endowment, and planned
gving programs
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To honor father and mother;

to perform acts of love and kindness;
to attend the house of study daily;

to welcome the stranger;

to visit the sick;

to rejoice with bride and groom;

to console the bereaved;
to pray with sincerity; and
to make peace when there is strife.
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Rabbi Yossti said:
May my portion be with those who raise tzedakah and not with
those only who distribute it.

--Shabbat 118b




“‘ Leaders’ Assembly

JEWISHCAMP Specials
— '

*Give us your business card

and receive...

*The slide deck of this presentation

*[Free subscription to Resources—

the weekly newsletter ot Mersky,
Jatte & Associates

°3(0) minute free consultation
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Strengthen Your Annual Fund

Tl ﬁwﬁ.ndi.ns &niél cr@tgiﬂg

What do synagogues have
to do with camp?

*Both are late to development
*Families=Members...both

pay tuition dynagogue
* Accept the value Fundraising Today
L. Overcoming the Fear
pI‘OPOSlthIl of Asking for Money

° I t)S ab ou t < CJu d 1 S Ch e kl n d e r? b Rabbi David A. Mersky and Abigail Harmon
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‘.‘ OOOOOOOOOOOOO Leaders’ Assembly

JEWISHCAMP Specials
= .

*Successful Synagogne Fundraising Today

*Buy the book about annual
fundraising...$19.95

*And get free electronic prospect
research screening for 200 of your
nearest and dearest
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Mersky, Jatte
¢ Associates

Financial and Human Resource
Development Solutions for Nonprofits

800.361.8689 413.556.1074 fax

www.merskyjaffe.com

OFFICES IN BOSTON AND NEW YORK
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