
“The Pitch” Exercise 
1. Take 10 minutes to write your pitch.  See below for some tips. 
2. We will split up so half of you are asking, and half are being asked (with roles). 
3. You have 3 minutes to make your pitch per person. 
4. After 15 minutes we will switch sides. 

 
 

The Process: Anatomy of an Ask 
 

Great, you say: I’ve built relationships, I’ve planned out my ask.  But tell me… how do I actually make an 

ask?  The best way to make an ask (any ask, whether for money, time, volunteer hours, or anything else) is by 

following these simple steps: 

1. Pleasantries.  Talk about the kids, the family, work, the last time you saw the other person.  Take a minute or 

two to catch up. 

2. Make a transition.  Once you briefly caught up, make a transition so that people know the topic has changed 

to something far more serious.  Good transitions include, “Listen… I want to talk about something important,” 

“I’ve got a serious question for you,” or, “Jane, I need your help.” 

3. Make the connection.  Once you’ve moved into more serious conversation through your transition, remind 

the prospect of the connection that you personally have with the campaign (if you’re not the candidate), or the 

connection that the person has with you (if you are the candidate).  For instance, “Jim, as you know, I’m helping 

Sara Jenkins run for school board…” or, “Colleen, you’ve always been such a good friend, ever since we met in 

the first grade…” 

4. Make them understand what is at stake. You want to make sure that the person you are talking to understands 

the impact of this campaign… why it is important… why they should care.  For example are, “Samuel, our 

state’s economy is in trouble.  Instead of fixing the problem, our governor has spent the past year playing golf 

and redecorating his office” or “Janet, I’m running for office because our schools matter.  I can’t stand idly by 

while they continue to deteriorate, on the inside and out…” 

5. Make them understand why you need what you are asking for.  This is the background for your specific 

ask.  Why are you asking them to come to an event? (“We’re trying to raise $10,000 to launch our campaign”). 

Why are you asking them to give $200? (“We want to run more radio spots this week”). 

6. Make the ask.  Remember to make it a question, and to ask for something concrete and specific. 

7. Wait for an answer.  Take a drink of water if you have to.  Enjoy a few moments of awkward silence and wait 

for your answer. 
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