
Funders Forum 2016 
Handling Objections and Challenges 
 



Fundraising and resource development in 
this challenging economic climate will 
test not just your strength. 

It will test your soul. 



What is an objection? 

Misunderstanding 
A discrepancy between donor perception 
and your perception of the facts 



Indifference 
Lack of interest in your mission 



Skepticism 
Doubtful of your impact or the facts as 
presented



Emotional Objections 
Issues or experiences that cannot be 
overcome simply with facts



Types of “No.” 
NO  Forever 

NO  Not now. Perhaps later.  

NO  Can’t do that amount.  

NO  To this particular project. Maybe another.  



Test with the “CHIRP” Rule 
Capacity  Does the donor have the real 
financial capacity to make a gift?  

Health  Does the donor see your 
organization as “healthy?” 

Interest  Does the donor have interest in 
your organization or similar missions?  

Relationship  Do you or someone close have 
a strong relationship with the donor?  

Passion  Does the donor exhibit passion for 
your cause? 



Probing the Donor 
Establish a different situation with your 
funder. Build rapport and trust. 

Ask leading questions. Some should be 
simple “yes/no” questions while others must 
be open-ended.  

Center everything around the donor’s needs 
- not just your own.  

Listen more than talk (easier said than done), 
including with a foundation or corporate 
donor. Actively listen.  



The Most Natural Objections 
STICKER SHOCK  “Wow! That’s a lot of 
money you’re asking for!” 

BAD TIMING  “I just made a couple of 
significant gifts.” 

LACK OF CAPACITY  “Business is slow and 
the economy is down.” 

NOT MY CUP OF TEA  “I’m not really into 
your mission. This project doesn’t excite me.” 



IMPORTANT MYTHS TO OVERCOME 
“Our nonprofit does great work with great 
outputs and outcomes. We DESERVE and 
are ENTITLED to this funding.”  

No. You’re not. Because someone, 
somewhere is doing it better and more 
effectively.   



IMPORTANT MYTHS TO OVERCOME 
“We’ve always had a good relationship with 
this donor. They should be thrilled with this 
project.”  

You might not know your donor quite as well 
as you think.    



IMPORTANT MYTHS TO OVERCOME 
“We specifically recruited a board member 
to get us in the door with this funder. I 
thought they were friends.”  

They are friends. But friends don’t 
automatically just hand other friends cash. 
It’s up to you to cultivate and nurture a 
relationship once the door is open.   



IMPORTANT MYTHS TO OVERCOME 
“That foundation gives money to everyone 
but not us. It’s a conspiracy.”  

It’s not a conspiracy. Does the donor know 
you by name? Are they aware of your 
mission? Have they experienced your 
mission in action?   



Better Messaging 
Match up the interests - If your organization 
or project is not within a donor’s top three 
sweet spots, it probably isn’t a match. And 
that’s “okay.” 

Make sure the timing is right - Have you 
cultivated and educated the donor 
sufficiently? Has a long-term donor received 
enough stewardship?  

Ask for a specific amount (and the right 
amount) - If you’re totally unsure, give them 
options (Chevy, Buick and Cadillac scenario).



Better Messaging 
Convey some urgency - Donate today, not 
next year.  

Give the donor time - And let them confer 
with a spouse, partner, business associate or 
other stakeholder. 

FOLLOW UP - You MUST be proactive. It’s 
up to YOU to follow up with the donor. Let 
them know when you’ll call or email.  

SELL THE DREAM - Fulfill your donor’s 
needs and not just your own. Make them the 
hero in the story. Get out of the way 
between their money and your mission. 



LET’S PRACTICE!  20 Minutes 
At your tables are a number of scenarios and 
common “objections” or push-backs from 
donors. Discuss them and we will report out.  

There are no right, wrong or best answers. 
However, we are going to pull these apart 
and analyze the comments as a group.  


