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ANNUAL CAMPAIGN 
SOLICITATION 101

There’s no right or wrong way to handle a solicitation meeting, but there 
are some general approaches that will help you be more successful — 
and represent the core values of the Jewish Federation. 

Above all, remember to be appreciative of their 
time as well as their donation. 

And speaking of appreciation, thank you for 
your efforts on behalf of Federation! Your efforts 
are helping ensure a strong Annual Campaign, 
and a healthy, vibrant Jewish community. 

Research
Insight into the specific interests and history of 
the potential donor is essential to a successful 
solicitation. When gathering information, 
always begin by contacting a Philanthropic 
Advancement staff member directly. 

Remember to always respect personal 
information with the utmost confidentiality.

• Age and other demographics
•  Donation history
•  Leadership / volunteer activities
•  Family and friends
•  Past actions and notes
•  Country club affiliations
•  Knowledge of other solicitations in progress

1



Getting the Meeting
A face-to-face meeting is almost always the most 
effective way to solicit a donor, so try to meet in-
person if possible. 

If you need help with an introduction, 
always ask; a member of the Philanthropic 
Advancement staff can assist if necessary. 

Suggest a location that will be comfortable 
for the donor and conducive to conversation. 
Consider a ‘neutral’ space, such as a restaurant 
or coffee shop. 

Expect to be ‘respectfully persistent.’ 

Always communicate the intention of the 
meeting in your invitation, e.g. “I would like a 
chance to talk to you about a gift to the Annual 
Campaign.”

Opening
Always thank them for taking the time to meet 
with you.

Begin on a personal note; ask about family, 
business or whatever is a natural and 
comfortable conversation-starter. 

Questions
Questions about their goals and interests are 
essential in understanding what aspects of 
Federation’s work will be most meaningful to them. 
An individual’s decision to support Federation is 
based on their personal connection to our work 
(see how to: That’s A Good Question).

Listen attentively! Remember, this is about 
understanding their needs and interests as a 
donor.

Sharing Your Story
One of the most compelling ways to ‘make a 
case’ for their support is to describe the ways 
in which Federation and its agencies have 
supported or enriched your own life or those of 
your family and friends.  

In general, sharing aspects of your own Jewish 
experience —your interests and connections to 
our Jewish community — can help personalize 
the meeting.
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Making the Case
Let them know that their donation will make a 
meaningful difference. 

Whenever possible, connect their donation to 
real impact in the local and global community, 
especially to those things for which they’ve 
expressed interest or concern.

Be as brief as you can while still articulating a 
clear and compelling message.  

Ask if they have questions on what you’ve 
presented. 

The Ask
Ask for a specific amount or increase. Don’t 
default to last year’s gift if you think an increase 
is appropriate. 

Frame it in a gentle way, e.g. “Would you 
consider…” or “You’ve been a generous donor 
at x level; needs are increasing… Would you 
consider raising your donation by x percent?”

After you’ve made the ask, stop talking and 
listen. Give them time to respond.

Be respectful of whatever decision they make.

Objection Handling
Respectfully acknowledge any concerns or 
complaints they may have. 

If you know an appropriate response, offer it in a 
non-confrontational way (see how to: Objections, 
Objections). Don’t engage in an argument.

If you don’t know an answer, note the question 
and let them know you will follow-up as soon as 
possible with an answer. 

Closing and Follow-Up
Be appreciative. Thank them for their donation, 
their longtime support and their time.

Send an additional thank you note for the 
meeting.

Follow up on any donation with a signed 
Federation Thank You card. Personalize with a 
short handwritten message. 
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• Listen. Listen. Listen. 

• Find the connection to their interests. 
Keep it about them. 

• Be courteous and respectful regardless of 
the outcome. 

• Show appreciation. You can’t thank them 
too much. 

•  How did you first get involved?

•  Why do you continue to give?

•  What excites you about our Jewish  
community?

•  Tell me about your family. Where do your 
children go to school? Where do your 
children live? 

•  What Jewish activities do you enjoy?

•  You’ve been a terrific supporter...why?

•  What has been the most rewarding part of 
your involvement with the Jewish Federation 
of Metropolitan Detroit? 

•  What causes do you feel passionately about?

•  In what other Jewish or civic activities are 
you involved?

•  What makes you feel proud to be Jewish?

•  What do you value most about our Jewish 
community?

•  Who had an impact on your Jewish identity?

•  What influences encouraged you to assume 
this leadership position?

•  What are your hopes for the future of our 
local community?

•  What makes you feel good about the work 
that we do?

•  What would you like to accomplish with 
your philanthropy?

•  What is your vision of a Jewish community 
for your children and grandchildren?

1 2
Secrets to a Successful 
Solicitation

That’s A Good Question
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I cannot afford to donate anything at this time.
•  Be gracious and do not pressure them if they 

are not comfortable with a donation.

•  A donation, at any level, is meaningful and 
will make a difference. Make sure they don’t 
feel that only very large donations are worth 
making. 

I give to other Jewish charities.
•  Assure them that their support for other 

charities is appreciated greatly. 

•  A gift to Federation is truly unique in 
providing the widest variety of impact to our 
local and global Jewish communities. No 
one gift affects as many lives as your gift to 
Federation.

•  In addition to serving as the cornerstone of 
our community, Federation is able to identify 
the landscape of needs in our local and global 
community and then, to do the hard work 
of prioritizing and allocating funds. We also 
provide essential direct programming for 
young adult engagement, Jewish education 
and other areas. 

•  As a community, we are much stronger and 
more efficient when our efforts are united and 
focused. A strong Annual Campaign, with 
centralized fundraising and planning, allows 
us to raise the resources required to meet the 
community’s needs rather than forcing each 
Jewish agency and organization to survive 
through its own fundraising.

Objections, Objections
Some common objections and suggested responses:
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I am frustrated with/angry about an issue so I 
don’t want to give to Federation.
•  Thank them for expressing their concern 

and let them know that it is important for us 
to hear feedback and comments.  Let them 
know that you understand their frustration 
and will make sure that their feelings get 
communicated to the appropriate people.  

•  Share information if you think it helpful, but 
do not engage in an argument. 

•  Regardless of specific issues, our Annual 
Campaign provides for the welfare of our local 
and global Jewish community. Let them know 
you hope we can still count on their support.

I don’t know how Federation allocates the 
campaign dollars.
•  92 cents of every dollar donated to the Jewish 

Federation goes towards taking care of Jews 
in need and building a vibrant community in 
Detroit, in Israel and around the world. Only 
8% supports overhead, which is an extremely 
efficient amount in comparison to other 
organizations.   

• Support for Federation’s Annual Campaign 
remains essential for making sure our partner 
agencies have the resources they need to meet 
critical needs in our local community. It is also 
essential in strengthening Jewish identity and 
building Jewish community on a local and 
global level. 

•  Our annual Allocation Report provides 
detailed information on how our funding is 
allocated among our partner agencies. 

I don’t know where my money goes in Israel.
•  Funding is for social service and humanitarian 

efforts only, including the cost of absorbing 
Jewish immigrants from 60+ countries in 
addition to other vital humanitarian services.

•  Israel continues to face a number of economic, 
social and safety challenges. Economic disparity 
is a significant issue and a large and growing 
population live in poverty. The impact of this, 
particularly on children, is devastating and will 
affect generations to come. 

•  25% of all Israeli children live below the 
poverty line.  Israel’s most vulnerable 
populations benefit from services provided by 
programs and agencies funded by Federation’s 
Annual Campaign. 
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GET IN TOUCH

Looking for a meaningful volunteer 
opportunity in the Jewish community? 
Find an ideal fit in just a few clicks: 
ivolunteerjewishdetroit.org

Feel free to reach out to any of Federation’s Philanthropic Advancement 
professionals to assist you in any way:

Robert Aronson
248-203-1450
aronson@jfmd.org

Marianne Bloomberg
248-642-4611
bloomberg@jfmd.org

Lisa Cutler
248-203-1458
cutler@jfmd.org

Stacey Deweese
248-205-2547
deweese@jfmd.org

Susie Feldman
248-203-1461
sfeldman@jfmd.org

Dan Greenberg
248-642-5638
dgreenberg@jfmd.org

Scott Kaufman
248-642-8639
skaufman@jfmd.org

Shimon Levy
248-502-2858
levy@jfmd.org

Judy Lansky
248-205-2535
lansky@jfmd.org

Jonathan Lowe
248-203-1490
lowe@jfmd.org

Hy Safran
248-833-2508
safran@jfmd.org

Megan Topper
248-203-1460
topper @jfmd.org
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