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How to Get Support for Your Cause 

-- Mary Rogers, Social Scene Reporter for the Fort Worth Star-Telegram

It seems to me that Fort Worth has one of the most generous corporate communities anywhere. Cowtown’s big league is ever willing to do its part to support the arts and human service needs here. 

Here are some tips on how to get a piece of the pie for your favorite cause.

Ask nicely. You’d be surprised, amazed, even astonished to know how many people demand these favors. So be sweet.

Remember, it only takes one to do this asking. Please don’t send a half dozen people to do the work on one. Appoint just one person to approach the business. Do not send one for underwriting, one for the silent auction item, one for raffle tickets, and one for the tables. 

Send one, nice, agreeable, sane and sensible person to do the asking for all those things.

This sane and sensible person will naturally call ahead and get the entire list of contacts from the business. That sane and sensible person will find the correct spelling of all those name as well as the proper titles. It’s important.

Don’t send a letter to “Dear Friend” or “Dear Supporter.” Such letters are a waste of paper and postage.

Watch the clock and the calendar. If you want underwriting dollars, major sponsorships or big items for a raffle or live auction, you’ve got to contact that business or corporation at least six months ahead of time, says Darla Robertson, public relations manager for Neiman Marcus in Fort Worth. Read that again. It says contact a business six months in advance.

Be respectful of the hour. Make an appointment. Don’t be late. Don’t stay long.

Don’t try corporate blackmail either. Don’t say, “So-and-so gave us $50,000. We know you’ll want to match it.” Or “So-and-so gave us a mink coat. We thought you could toss in a sable jacket.” Don’t dare say “I’m a big customer here. Now it’s payback time.” That just makes the business contact angry.

Let’s say you hit pay dirt. The business gives you something. Pick up those donations. Don’t expect the merchant to deliver. You’d think this would be a no-brainer.

Now if this is an item that the happy motoring public would pay $1000 to have, then give the business the full credit for the grand. It’s none of your beeswax what the business paid for the item. The fact is, the merchant can get $1000.

So you got something you don’t like? Too bad. Don’t look a gift horse in the mouth. Be gracious. Accept it. Remember there’s always next year, and the year after that. You may get your heart’s desire next time around.

Here’s the next step. It’s important. Write a thank-you note. Why am I surprised that people fail to write a simple note of thanks? They do. It’s OK to write it after the event, says Darla. Include how much money you raised for the cause. Remember the business contact person probably has lots to do. Your request might not be the first thing on the “Take Care Of It” List. Give everyone plenty of time to respond. 

If the answer is no, don’t take it personally. Remember businesses have budgets for donations. If they say it’s not in the budget this year, that’s what they mean.

Play nice and maybe your cause will be in the budget next year.

