
 
 
 
 
 

MISSION OR MONEY? BEHAVIOR’S ROLE IN FUNDRAISING 
 

Sometimes it seems that raising funds requires you to be all things to all people. 
Some donors want stories of mission while others want to focus on the bottom-
line. Building donor relationships starts with knowing yourself, recognizing donor 
preferences and adapting your solicitation styles accordingly. This session will 
offer a behavior assessment and strategies to improve the ways you reach 
donors. 
 


