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Hi Change-maker, 

So you’re ready to start planning your next fundraising event. 

You probably downloaded this cheat sheet because you’re super passionate about 
a cause and making a difference in the world. You think hosting a fundraising event 
would be a great way to share the awesome work you’re doing. 

You just KNOW that people would want to get invloved if they heard your message.

But maybe you’re shy or introverted (like me!) and the thought of picking up the 
phone and calling strangers is terrifying. 

Maybe you don’t know where to start and who to call. 

Maybe you’re just not sure what to say to people without sounding gross, salesy, or 
like you’re begging for money. 

What ever brought you here, kudos to you for taking the first step toward making 
your fundraising event successful. 

Seriously, learning how to do something new, or playing at a new level, takes a ton 
of courage. So pat yourself on the back for taking action!

I’m so excited to share this Cold Calls to Cash cheat sheet + call scripts with you! 
But before you dive in, let me share a bit about who I am and what Tribe Table is all 
about.

http://tribetable.org/
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on some incredible events, I didn’t start out that way. Not even close! 

The very first fundraiser I planned, I had NO CLUE what I was doing! I had to figure out how it all 
worked, learn how to make sponsorship asks (to a long list of people I didn’t know), and plan the 
details of this huge event- all in 3 months! 

While I managed to pull it off (the event raised over 6-figures in profit), I found that it was 
really hard sifting through all the information out there, and pulling out only the good stuff that 
would help me be successful. I found so much advise out there to “just make some calls”. But what 
should I say to people when they answered? How would I know what actually made people 
interested in meeting with me? 

I also found that there were a lot of internal struggles, like the fear of making fundraising cold-
calls, to work through in order to be successful. I’m talking about not being able to breathe at the 
thought of of picking up the phone and calling strangers. I’d spend HOURS talking myself into call-
ing even a short list, day after day. Maybe you can relate.

I tell you all of this to say that I’m not some person giving you theories about what to do from up 
on a pedestal. I’m here to walk with you and help guide you through the trenches, because I know 
what it’s like to be there.

Tribe Table is all about teaching people who want to make a difference through hosting a 
fundraiser to do it the right way. It’s about building a community around your cause that’s 
engaged, committed, shares your values, and is excited to build with you. 

ARE YOU READY? LET’S DIVE RIGHT IN!

MY EXPERIENCE

I’m Quierra. Since we’re friends now, feel free to call me Q.

As an event consultant I help people create events 
(or as I like to call them, Live Branding Experiences) that 
produce real, measurable results that keep 
building year after year. 

I’ve planned events ranging from 50-person VIP 
mixers, to parties with 800+ guests, to galas that 
raised multiple 6-figures. 

I’ve done events partnering with the Golden State 
Warriors, Pixar Animation Studios, and even former 
President Bill Clinton. 

I don’t say this to brag, but to give you context. 
Because while I’ve had amazing opportunities to put 

http://tribetable.org/
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COLD CALLS TO CASH
Cheatsheet

DEFINE THE PROBLEM:  

What are you trying to get support around? 

Event Purpose or Topic:

Who will your event help? 

What problem are you trying to solve? 

What makes this a problem worth solving? 

FOCUS ON THE SOLUNTION:     

What are 4-6 actionable steps that you want people to take that will help you solve this problem 
through supporting your event?    Ex: donating X amount of money, buying a ticket, sharing on social media, etc. 

http://tribetable.org/
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COLD CALLS TO CASH
Cheatsheet

GET CLEAR ON YOUR WHY

Why is this project or event meaningful to you personally? 
What about it made you choose to help? Why do you care? This is the key to authentically connecting on calls.

GET CLEAR ON THEIR WHY

What makes this project or event worth joining for your potential sponsors? 
What are the benefits that they would get? This can be promotion, community reach, networking, etc.

TAKE ACTION

What small steps are you going to take on a regular basis toward your fundraising goals? 
Number of calls you’ll commit to making each day, in person meetings to schedule each week, etc. 

http://tribetable.org/
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COLD CALLS TO CASH
Call Scripts

TALKING TO A RECEPTIONIST OR ASSISTANT:

Hi, my name is ____________. I’m calling on behalf of ________________. How are you today? 

(Pause and respond appropriately). 

I’m calling today to let you know about _______________ where we are trying to raise 
support around _____________.

I was wondering if you could help me get in touch with the best person in your organi-
zation to talk to about potentially partnering together in the future.

Could you please provide me with their first and last name, and email address? 

TIPS:
If they ask if you want to leave a message, say yes, but try to get steps 1 and 2 before
they transfer you over

Here are two scenarios for what happens next:
1. They give you the contact information

2. They ask for your contact information instead

If they ask for your name and contact information, no worries. Again, it is there job to
weed things out for busy people, so don’t take it personally. Let them know that you 
will also follow up in a couple days if you haven’t heard back, because you understand 
that they are very busy

http://tribetable.org/
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COLD CALLS TO CASH
Call Scripts

TALKING TO THE DECISION MAKER:

(This person is usually the Director of Marketing, Director of Community Relations, or 
even president or CEO of the company)

Hi, my name is ________. I’m calling on behalf of ____________. How are you
today? 

(Pause and respond appropriately.) 

I’m calling today to let you know about __________ where we are raising support around 
_________. I know that you’re committed to ____________ so I thought you
might be interested in learning more. Do you have a minute to chat?

Great! As I mentioned, we are _________________ which helps____________ with __________. 
Just to give you a little bit of context as to why its needed:

Reason 1.

Reason 2.

Reason 3.

I think this would be a great opprtunity for you, and we would love to partner with you 
for this event. Would you be interested in  ____________?

(WAIT! Give them a chance to respond. Don’t say anything until they do!)

TIPS:
Be sure to make this conversational. Give them a chance to respond and ask 
questions, instead of just going through the whole thing at once. Slowing down will 
also help you gauge their level of interest before making an ask.

Instead of making your monetary ask on the phone, ask for an in-person 
meeting. This gives you both a change to get to know eachother so that you can tailor 
your ask to their interests, which makes them more likely to say yes in the end. 

http://tribetable.org/
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COLD CALLS TO CASH
Call Scripts

LEAVING A VOICEMAIL FOR THE DECISION MAKER:

Hi, my name is ____________. I’m calling on behalf of ________________ to let you know 
about _______________ where we are trying to raise support about ______________, which 
might be in line with your organization’s mission to ________________. I’d love to talk 
more about how we might be able to partner together. 

If this sounds interesting, feel free to give me a call back at _____________.  Again, that 
number is ___________. 

I’m sure you’re busy so I will also follow up again with you on _____________.

Thank you for your time and I look forward to connecting with you.

RECAP:
There you have it! Here are the exact tools and scripts that I used to fundraise for 
six-figure events. 

The most helpful thing that I found was to have a goal of how many calls to make each 
day. This number can start small, and grow as you get more comfortable. 

A great place to start is with a goal of making 5 calls a day. That way you can measure 
your progress on moving forward consistently instead of focusing on getting people to 
say yes to you. 

This will help you relax as you talk to people and clears your mind so that you can 
actively listen. In the end, this will help you get more “yeses” than you would have be-
cause you’re 100% engaged in getting to know people authentically. 

Now go out there and make a difference! 

Happy Fundraising! 

http://tribetable.org/
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COLD CALLS TO CASH
Resources

Other resources for your fundraiser

How to Write Sponsor Letters that Connect

20 Fun Fundraising Ideas That aren’t a Gala

25 Ways to Promote Your Fundraiser

3 Things all Successful Fundraising Events Have in Common

Top 5 Signs you Might Not be Ready for a Fundraising Event

5 Simple Ways to Improve Guest Experience at your Next Fundraiser

How to Keep Guests Engaged Before + After your Fundraiser

How to get Millennials Interested in your Fundraiser

More helpful resources
 

The entire Tribe Table blog

Follow Tribe Table on Pinterest

Email me! quierra@tribetable.org

http://tribetable.org/
http://tribetable.org/blog-1/2016/10/23/5ghcal3z21yqc1cre6eh7z4o145tk7
http://tribetable.org/blog-1/2018/10/23/20-fun-fundraising-event-ideas-that-arent-a-gala
http://tribetable.org/blog-1/2016/10/30/25-ways-to-promote-your-fundraiser-build-your-list-at-the-same-time
http://tribetable.org/blog-1/2018/9/25/the-3-things-that-all-successful-fundraising-events-have-in-common
http://tribetable.org/blog-1/2018/9/18/top-5-signs-you-might-not-be-ready-for-a-fundraising-event
http://tribetable.org/blog-1/2018/11/5/5-simple-ways-to-give-a-great-guest-experience-at-your-next-fundraiser
http://tribetable.org/blog-1/2018/11/20/how-to-keep-guests-engaged-before-after-your-fundraiser
http://tribetable.org/blog-1/2016/12/4/how-to-get-the-attention-of-millennials-for-your-next-fundraiser
http://tribetable.org/blog-2
https://www.pinterest.com/tribetable/
mailto:quierra@tribetable.org
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