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Evaluating Interest, Readiness, and Capacity to Give and 

Designing the Ask


The optimum combination of interest, readiness and capacity produces the best ask. The best ask is the right project, right amount, right time, right solicitor and right manner of asking. Try using a 10-point scale with 10 being the best. 


Begin with interest. Determine the point rating for the prospect. Make anecdotal remarks about why you have selected that rating. Indicate what has to be done to improve the rating.

Proceed with readiness and do the same.


Interest + readiness = 20. Great! Design the right ask and go for it.


Interest + readiness ≤ 15.  You need to cultivate more.


Interest + readiness = 16-18. Talk a lot. Would more cultivation be better?

· Interest


Refers to the prospect’s feeling of curiosity or attentiveness. Interested people are involved and concerned about your cause and your organization’s response to me cause. 


Interest also signifies that something is of advantage or benefit to the interested individual. (It’s not what your organization is selling, it’s what the prospect is buying that counts.)

Estimate level of interest and note date as this may change over time. Add remarks.

· Readiness


Means beings prepared for action, likely or liable to act in a particular manner. Readiness means that the prospect is prepared in his or her mind and hart and likely to act in the manner that you seek. The prospect sees how giving will benefit herself by meeting her needs and fulfilling her aspirations.

Estimate level of readiness and note date as this may change over time. Add remarks.
Total interest + readiness and date _____________________________________

Not yet ready or sufficiently interested.

If interest and readiness are not sufficiently solid, what will you do to move the prospect along the relationship continuum to be more interested and/or more ready to be asked? Add pages with your cultivation strategy.

· If the prospect is ready to be solicited, then begin designing the ask:

1. Describe the prospect’s interests in some detail. Identify the prospect’s feelings and aspirations. 

2. Determine the intersection of prospect interest’s with your organization’s interests.

3. Identify potential barriers for the prospect and figure out the responses.

4. Identify the stories that most resonate with the prospect. 

5. Decide who is the right solicitor and why.

6. Decide what is the right project and why.

7. Decide what is the right timing and why.

· Capacity


Refers to the ability or aptitude to do something. Also means the maximum output or production, as in the prospect’s wherewithal to do what you ask.

If useful, develop a gift table to help focus on potential capacity.


Consider the following:

· To what extent does the prospect have personal, family and other obligations that affect his/her giving capacity?

2. Does the prospect have sufficient cash to give and to what extent?

3. Might securities be an option?

4. Is there some other tangible property the prospect has that your organization would want?

5. Would the prospect benefit from life income? If yes, what might you want to offer to the prospect as giving strategies? Consider life insurance, pooled income fund, and various trusts.

6. Would a combination of giving strategies be helpful to the prospect? For example, a combination of life insurance and cash; or bequest and cash; or bequest and pooled income fund; etc. How would you suggest this?

· Now fine-tune your thinking. 

· Bring interest, readiness, and capacity together.

· Fine-tune your responses to the questions located under “designing the ask”.

· Then go for it! 
See further detail in Strategic Fund Development: Building Profitable Relationships That Last, second edition, 2001: Chapter 4, pages 197 – 200. See also Keep Your Donors: The Guide to Better Communications and Stronger Relationships, Ahern and Joyaux. 

