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1. Mock Paddle Raiser

2. Step-by-Step Explanation of our Paddle Raiser Strategy

3. The paddle raiser is the only non-retail exchange in your 
event

4. Dump the Passive Ask; Lean into The Power of the Paddle 
Raiser

5. Do’s and Don’ts

6. Q & A

Agenda



1. Yes! Always

2. Most of the time

3. Rarely

4. No! Never

Poll Question:
Do you conduct a paddle raiser (aka fund-a-
need, special appeal) during your gala events?



Mock Paddle Raiser



Mock Paddle Raiser

Four Simple Rules

1. $10,000 is your maximum gift.

2. You can only raise your paddle once.

3. Be somewhat realistic.

4. Write down a level.

PR Levels 

$10,000

$5,000

$2,500

$1,000

$500

$250

$100
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#1 Mission Moment

M a k e  i t  
P e r s o n a l



#2 Audience Photo

1 .  P a d d l e s  a c c e s s i b l e

2 .  G e t  a  “ Ye s ”

3 .  H o l d  a n d  Wa i t

4 .  L o o k  a t  t h e  Te a m

5 .  C a l l  t o  Ac t i o n



#3 Lead Donor

• P r o m i n e n t  
p e r s o n

• S o m e o n e  w h o  
g i v e s  e v e r y  
y e a r

• H o p e f u l l y,  
w i l l i n g  t o  b e  
t h a n k e d  b y  
n a m e .



#4 Inclusive Pronouns

Ta l k  t o  t h e  
a u d i e n c e  a s  i f  
t h e y ’ r e  p a r t  o f  

t h e  t e a m .  



#5 Opportunity Zone

I n  t h i s  z o n e  d o n o r s  c a n  b e  
p e r s u a d e d  t o  s t e p  u p  a  l e v e l

$ 1 0 k $ 5 k $ 2 . 5 k $ 1 k $ 5 0 0 $ 2 5 0 $ 1 0 0



#6 Ask for a Few More



#7 Share the Running Total

I n  t e a m  s p o r t s  
y o u  c a n  a l w a y s  
l o o k  a t  t h e  
s c o r e b o a r d  t o  
s e e  h o w  y o u r  
t e a m  i s  d o i n g .



#8 Gentle Guilt

E n g a g e  

t h e  
P a s s e n g e r s



#9 Sweep at $100

E v e r y  1 0 0  p e o p l e  i s  $ 1 0 , 0 0 0 .



1. Starting with a Mission Moment

2. Taking an audience photo

3. Having a Lead Donor

4. Using Inclusive Pronouns

5. Recognizing the $250 - $2,500 opportunity zone

6. Asking for a few more at each level

7. Sharing the running total

8. Using the Gentle Guilt

9. Sweep at $100

Poll Question:
Of the Paddle Raiser steps that I named 
which will be the most useful to you?
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E v e r y t h i ng  e l s e  i s  
a  R e t a i l  E x c ha ng e

Sell Your Mission



Sponsor bought a table
I n  E x c h a n g e  t h e y  g e t :

• 1 0  s e a t s

• 1 0  m e a l s

• 1 0  d r i n k s

• S i g n a g e

• M e n t i o n s



Bid in the Silent Auction
I f  y o u  p a y ,  i t ’ s  b e c a u s e  
y o u  w o n  t h e  i t e m .



Buy a Raffle Ticket
P o s s i b l y  w i n  a  g r e a t  p r i z e



Bid in the Live Auction
I f  y o u ’ r e  p a y i n g ,  i t  m e a n s  
y o u  w o n  t h e  i t e m .



Sell Your Mission
I t ’ s  t h e  o n l y  t h i n g  y o u r  
g u e s t s  c a n ’ t  g e t  
s o m e w h e r e  e l s e .



1. Mock Paddle Raiser

2. Step-by-Step Explanation of our Paddle Raiser Strategy

3. The paddle raiser is the only non-retail exchange in your 
event
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Dump the Passive Ask

Passive Ask Examples

Donation Envelopes on tables

Giving Tree

Text-to-Give

Retail Exchanges

Presenting multiple giving options

Suggesting anonymity



The Power of Asking



1. Easy! It’s my decision, and it’s done!

2. Maybe. Got to convince a few folks.

3. Unlikely. My board resists change.

4. Impossible. The envelopes on the table are a sacred cow.

Poll Question:
How successful will you be at convincing your 
team to eliminate or greatly reduce passive 
asks?



1. Mock Paddle Raiser
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4. Dump the Passive Ask; Lean into The Power of the Paddle 
Raiser

5. Do’s and Don’ts

6. Q & A

Agenda



S h a r e  t h e  
R u n n i n g  To t a l

DO DON’T
U s e  F u n d r a i s i n g  

T h e r m o m e t e r s



S t a r t  y o u r  b i d d e r  
n u m b e r s  a t  1 0 0  o r  

1 , 0 0 0 .

DO DON’T
D o n ’ t  s t a r t  a t  

1  o r  1 0 .



R e a d  t h i s  N u m b e r  
O u t  L o u d

DO DON’T



P u t  a  l i n e  u n d e r  
y o u r  p a d d l e  

n u m b e r s

DO DON’T
D o n ’ t  u s e  f o n t s  

t h a t  h a v e  n o  
“ i n d i c a t o r ”  o n  t h e  1



U s e  a  s o l i d ,  s a n s  
s e r i f  b l o c k  f o n t

DO DON’T
D o n ’ t  g e t  c u t e  w i t h  

f o n t s

385

385385 385

385

385
385



385

385

3 8 5 385

385

385

385



U s e  l o w  
c e n t e r p i e c e s

DO DON’T
D o n ’ t  u s e  t a l l  
c e n t e r p i e c e s



I s s u e  a  p a d d l e  
n u m b e r  t o  e a c h  

d o n o r .

DO DON’T
D o n ’ t  p u t  d o n a t i o n  

e n v e l o p e s  o n  t h e  
t a b l e .



S t a r t  o n e  l e v e l  
a b o v e  y o u r  l e a d  

d o n o r .

DO DON’T
D o n ’ t  s t a r t  s u p e r  h i g h  

a n d  h e a r  c r i c k e t s  a t  
m u l t i p l e  l e v e l s .

LEVELS

$15,000

$10,000

$5,000

$2,500

$1,000

$500

$250

$100

START

LEAD

LEVELS

$100,000

$50,000

$25,000

$15,000

$10,000

$5,000

$2,500

$1,000

START

LEAD



U s e  a  b i g  b o l d  s a n s  
s e r i f  f o n t  o n  w h i t e  

o r  y e l l o w  p a p e r .

DO DON’T
D o n ’ t  u s e  s m a l l  n o n -
b l a c k ,  s e r i f  f o n t  o n  

t o p  o f  a n  i m a g e .  



C r e a t e  a  s l i d e  f o r  
e a c h  l e v e l  t h a t  

f o c u s e s  o n  a  p r o g r a m .

DO DON’T

$1,000
W e  p r o v i d e  
b a c k p a c k s  

f u l l  o f  
s u p p l i e s  
f o r  m o r e  

t h a n  5 , 0 0 0  
s t u d e n t s .

$1,000
W i l l  

p r o v i d e  
b a c k p a c k s  

f u l l  o f  
s u p p l i e s  

f o r  e x a c t l y  
2 0  

s t u d e n t s .

D o n ’ t  b e  s u p e r  s p e c i f i c ,  
s a y i n g  “ t h i s  g i f t  w i l l  

p r o v i d e  e x a c t l y  x . ”



1. Share the running total, but no thermometers

2. All paddles should have the same number of digits

3. Make sure correct-side-up is obvious with your paddles

4. Use a Bold San Serif font

5. No tall centerpieces

6. No donation envelopes

7. Don’t start your paddle raiser too high

8. Plain white or yellow paper for paddles

9. More “general” about what x donation will achieve.

Poll Question:
Which of the Do’s and Don’ts was 
most useful?



Now’s my time to 
hear from you!

Q U E S T I O N S ?
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