Selling Your Organization
How to make donors believe in you

This document provides you with some things to think about as you transition from capturing your audience’s attention with a problem to convincing them that you offer proven, effective solutions.      
Questions to consider:
· Who founded your organization? When did they found it?

· What is your mission?

· Which of the services you provide address the problem(s) that your audience cares most about?

· Why would these services constitute an effective solution to the problem, as perceived from their perspective?

· Do you address what they think of as the most significant underlying causes?

· What distinguishes your organization from others that address the problem in your community?

· Innovative approach?

· Key successes?

· Influential board member or director?

Things to point out:
· Numbers served

· Program outcomes

· i.e. 96% of the youth who attended our programs are still in school 4 years later, as opposed to 85% of those who did not.

· Testimonials from clients served

