November, 1962

POINTS ON FUND RAI SING

Personal visits to request money

l. Have firm belief in cause

2. Decide which parts of the program to present to prospect
Projects prospect is likely to be interested in
Projects you want money for
Projects about which you have an interesting story to tell

Present parts of program in following order:
a. What prospect is known to be interested in or what is non-controversial -
first
b. Controversial parts of program or things he or she is not so likely to be
interested in - in the middle of presentation
C. What you are most interested in and want the money for - last
After you have made the presentation (see paragraphs 3, L, 5 and 6), ask if he
or she will consider contributing to this special project - then stop,
If he says he needs time to think it over, grant the time happily - but when you
leave ask whether he wants you to call again to remind him and when.

3. Decide how much to tell
Your visit should be limited to a reasonable period of time, i. e., 15 minutes
when calling on a busy man in his office.

L. Have enthusiasm
You have to believe absolutely in Jour cause so that your enthusiasm is re-
flected in your voice and manner as you make your presentation.

5. Be positive
The cause of peace is possible and progress is being made today.

6. Tell people how much money you want
For instance, when you are speaking to a regular contributor who has been giv-
ing a fixed sum (say $25), and you want more, say so. Say that because of
budget increase due to growing membership and activity, increase in cost of
materials (postage, paper, etc.), you need more and ask whether the person
would this year give a certain sum which you name (such as $50).

THEN STOP (Don't help prospect to say No. He knows how to do that})

Letter to Request Money

Opening sentence or paragraph - First consider what there is about the present
circumstances that offers a challenge to a person to give money. Then, in
opening sentence or paragraph ask a question or make a statement that puts
the challenge.

Middle paragraph - Present program in order and in such a way as to sustain the
challenge.

End - Last paragraph is the appeal for money - it should be warm and can be emo-
tional and should contain specific figures - what you rneed and what you ask
for.



FOR:

FROM:

SUBJECT :

November, 1962

WOMEN'S INTERNATIONAL LEAGUE FOR PEACE AND FREEDOM

Branch Chairman
Branch Finance Chairman or Treasurer

National Finance Committee, Betty Polster, Chairman

Direct Fund Appeal by visit or letter

Every spring, sometime after lMarch 1, the National sends out a finance
appeal to every member. Therefore, if your Branch plans to raise all
or part of your budget through contributions from your own members and
from others in the community, your appeal should be made in the Fall

with follow-up early in the New Year.

POLNTS ON FUND RAISING taken from the speech of Guy Solt at our Annual

Meeting will be helpful in making such an effort.

BEST WLSHsS FOR YOUR EFFORTSY

:..(See..Reverse Side)







