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J Smart Clinics Toolkits to Teach Effective Practices in Community Health Care




Handout:  Soliciting Client Donations
Why Don’t We Ask

· We assume clients can’t afford it

· We feel uncomfortable asking

· We are not clear what is OK and not OK to say
Important Guidelines

· A lot of these rules are connected with state funding, but they are also just good ethical practices, so we must be careful to follow them.

· We ask clients only at the end of their visit, after they have received all their services, medications and supplies.  

· We can never create the impression that giving or not giving will affect the care they receive.

· If we ask any clients, we have to ask all clients, not just the ones we can afford it.

· We don’t ask for a specific amount.  You can say “some give as little as a dollar and others are able to give quite a bit more.”

· It’s OK for clients to say no!  If they say no, that’s the end of it.  There must never be pressure or guilt about giving or not giving.

Don’t Assume Clients Can’t Afford It!

· People may have resources that are not obvious – a parent, partner or friend who can make a donation, a little extra cash in her pocket

· Small donations make a big difference!  Many small donations add up to tens of thousands of dollars that can be used to provide better services for clients in need.

· Even if she can’t give today, your request may plant the seed for a future donation

Ask With Confidence

· By working hard at your job, you give all you can to Planned Parenthood; you can feel good about asking the same of clients

· Remember you are giving her an opportunity to feel good: Giving even small amounts builds self-esteem for the giver and helps her feel pride in supporting Planned Parenthood.  

· You are building long-term support for Planned Parenthood by building the donor base – how ever small the donation – now.

How to Ask

· Let her know that we rely on donations to help make up the difference.

· Ask if she’d like to make a donation.

· If she gives money, thank her warmly.

· If she is not sure, let her know that even small donations are welcome.

· If she says no, say “That’s fine -- maybe some other time.”

· Prepare her to be asked before she is asked:

· Phone answerers should also mention donations when the client first calls – this helps prepare the client for the “ask” at the end of her visit.  You might say, “Your fee will be $60 and we’ll also be asking you for a donation.”  ”  or “ Your visit will be covered by state funding but since it doesn’t cover all of the costs we always ask for donations.”

· Put a poster in the waiting room reminding clients that you rely on their donations.

· Put “the ask” on the bottom of forms.
