
THE For Impact Road Map

PLAN

OLD WORDS NEW WORDS

CHARITY
MISSION STATEMENT
SURVIVAL

INFORM
ON THE BOARD
COMPETITION

DONOR (DONATION)
“WARM FUZZIES”
TRANSACTIONS
ASK FOR MONEY

Purpose
Message
Vision

INVOLVE
‘ON BOARD’
COLLABORATION

INVESTOR (INVESTMENT)
RETURN ON INVESTMENT
RELATIONSHIPS
PRESENT THE OPPORTUNITY

  For-Profit 

Impact drives INCOME

JUST ASK!!!
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Purpose

Priorities

Plan (Funding)

EXECUTE
Case For  
Support

Presentation
Design

Qualified  
Prospects

PREDISPOSE PRESENT FOLLOW-UP

To The Cause/Case

To The Opportunity
     
To The Team

For Impact | THE SUDDES GROUP

Visit

Altitude (Flow)

Tools

With Prospects

With Organization

With Yourself

Master Prospect List

Focus On Impact.  Listen (Do Discovery).  Be Authentic.

Point of view

FOR IMPACT 

“Engage... Then Plan.” —Andy Grove

“Every organization is perfectly designed to get the results they are getting” —Tim Kight
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Not-For-Profit

Open

Dialogue

Present the 
Opportunity

(see back)

THINK big. BUILD Simple. ACT NOW.

MAXIMIZE relationships. Top-Down.

      97% / 3%

      Lions, mice & antelope.

    

COMMIT  TO SALES.

        share THE
            story

 present the  
opportunity

and



Pre-Visit Checklist

My Goal Of the Visit is to  

get the prospect to say:

Remember:

   1. Focus on Impact.

   2. LISTEN (Do Discovery). 

   3. Be Authentic.

JUST ASK!

Reminder: 
Relationships

• All about return-on-energy

• top-down Focus

• “Shoulder-to-Shoulder”

• Success is equal to the # of times You: 	

        share THE

            story

# Visits

# Asks

	

The Only Evaluation I Need

  present the  

opportunity
and

Presentation Flow

“You”    “Them”   “Us”

30,000’    PURPOSE

14,000’    Priorities

33’           Plan (Funding)

“Engage... Then Plan”
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*p.s. Always ask for referrals!


