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10 Biggest Fears Professional Women Have Around
Asking for Money…and How to Conquer Them

Are you a woman struggling with
 Running out of money for your startup?
 Cutting salaries (again) at your nonprofit?
 Defining the right price for your consulting services?

Asking for money is not just about the
words you use. You can download tons of
sales or fundraising scripts off the Internet,
and you still might not be successful. Over
the ten years that I have been mentoring
and coaching women leaders, I’ve discovered
that many let fear sabotage their efforts,
often before they even get to the ask.

This workbook lays out the 10 biggest fears that women have around asking for
money, and delivers strategies and resources to empower you to conquer those
fears.

Don’t let fear diminish your power to ask for the funding you deserve!
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The 10 Biggest Fears

Big Fear Page

I Don’t Know Who to Ask 5

I Can’t Ask People I Know 6

I Don’t Know How Much to Ask For/I Can’t Ask for a Specific Amount 7

I’m Not Very Convincing 8

I Don’t Deserve This Much Money 9

I Will Not Bring the Right/Enough Materials With Me 10

I Will Sound Like I’m Begging 11

I Will Feel Like a Sleazy Salesperson 12

What If They Say No? 13

What If They Say Yes? 14
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Big Fear #1:
I’m afraid I don’t know who to ask.

The fear of not knowing who to ask is easily remedied. It’s all about list-making and research. First,
make a list of all your friends, family and colleagues who might be capable of investing in your
organization, buying your services, or donating to your nonprofit. Do not try to assess whether
they are likely to give, just whether they are capable.

Second, research other individuals and organizations that have provided similar funding. If you’re a
consultant, look at other consultants’ client lists or visit Facebook groups where your target clients
hang out. If you are an entrepreneur, research local angel investor networks and venture capital
firms. If you work for a nonprofit, check out other organizations’ donor lists and the Foundation
Center.

Once you’ve done your research, I’ll bet you have a long list of prospects. Feel free to start your
list right now.

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
Angel Investor Network Directory http://www.angel-investor-network.com
Directory of Venture Capital Firms http://www.vfinance.com
Foundation Center http://www.fdncenter.org
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Big Fear #2:
I’m afraid I can’t ask people I know.

Many women are worried about damaging friendships--or offending a friend, family member or
colleague--when they ask for money.

When you are truly passionate about what you’re asking for, your personal connections will be
excited to hear about it. And if you present your case as professionally as possible, you can
alleviate some of your discomfort around asking people you are close to.

If you are fundraising for a nonprofit organization, you can ask personal connections to make a
donation in lieu of a birthday or holiday gift for you.

If you’re looking for startup investment, make sure your prospect completely understands the pros
and cons of investing.

Finally, if you’re looking for consulting clients or referrals, clearly laying out the benefits of working
with you can put your conversation on a more professional footing.

Start now by articulating your passion. Why is getting money for this particular idea/cause so
important to you right now?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
Entrepreneur magazine http://www.entrepreneur.com
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Big Fear #3:
I’m afraid I don’t know how much to ask for. Or…
I’m afraid of asking for a specific amount.

Too often I hear women say, “I’m uncomfortable talking about specific amounts. I’ll let the prospect
decide how much to invest.”

This nearly always guarantees that the prospect will invest less than you wanted, and less than he
or she is capable of investing.

As with most fears, information is key to increasing your confidence. Understand, to the best of
your ability, your prospect’s financial capacity. Income, previous investments/donations, assets--all
are fairly easy and inexpensive to get a handle on. And all will help you determine what the correct
ask amount should be. Your first stop should be Google (http://www.google.com). Other resources
are listed below.

You should also have a solid understanding of how much total funding you’ll need. If you don’t
already know this, take a minute to lay out what you need over the next 6-12 months:  total seed
funding, total donations required, total consulting engagements booked/rates charged, etc.

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
Fundrace (political donations) http://fundrace.huffingtonpost.com
Zillow (real estate values) http://www.zillow.com
SEC’s Edgar Database (company values/ownership) http://bit.ly/vh9b
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Big Fear #4:
I’m afraid I am not very convincing.

I hear this most often from women who have done little or no actual asking. Assuming you are
passionate about your business/cause, your confidence will go up as soon as you have a few
successful asks under your belt.

Are you thinking, “Easy for her to say!”? Then take matters into your own hands. Practice into a
voice and/or video recorder, or in front of a mirror. Tap your friends and family to give you
unbiased feedback on your presentation. Once you get the right words down, it will be easy to let
your excitement for your work show through.

Another tip:  Write a short paragraph about how wonderful you are, and reread to yourself before
your ask meetings.

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
“10 Easy Ways to Become More Confident” http://bit.ly/6G977p
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Big Fear #5:
I’m afraid I don’t deserve this much money.

I have actually had a woman say to me, “Who in their right mind would give me this much money?”
She was joking, but jokes like this always come from something deeper.

Thinking like this will sabotage your fund-seeking efforts before they even get off the ground.

Potential funders/investors can sense the level of commitment you have for what you’re asking for.
You may be incredibly passionate about your cause or your business idea, but it means nothing if
you are not passionate about yourself.

To help you start believing in your own self-worth, write down one unique qualification you bring to
your fund-seeking. Are you the inventor/patent-holder of the idea? Did you found the organization
as a result of a personal experience? Then, get a notebook or use your journal to write down that
statement ten times every day for the next month. By the end of the month, you will begin to
internalize your own unique gift, and be better able to let it shine through in your asking.

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
Self Esteem Affirmations http://bit.ly/7oEjDv
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Big Fear #6:
I’m afraid I will not bring the right/enough materials with me.

This fear usually leads to women bringing piles of data with them, and scaring off a potential
prospect with the loud thud of the giant binder they’ve brought. You want to have enough
materials to show the prospect you know what you’re talking about, and you want to leave the
door open for the prospect to feel comfortable coming back to you with questions.

A giant pile of data is intimidating. The prospect feels that he or she must wade through it (and
most won’t) to find the answer to any question he or she might have. “Less is more” is a good rule
to follow here. You will have the opportunity to follow up with the prospect after your initial
meeting, to deliver any additional materials requested. Plus, you should be spending your time
meeting/talking with people, not creating every possible piece of marketing material.

Try starting with a business card, a one-page description of your proposal, and a summary of your
budget. If you’re meeting with a potential consulting client, substitute a general description of your
pricing for the budget. If, during your prep work, you discover the prospect might want more
information, add an executive summary of your business/organization, or a list of reference
clients/investors. Use this space to make a list of your must-have materials--no more than four!

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
Useful Templates http://bit.ly/8XfHls
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Big Fear #7:
I’m afraid I will sound more like I’m begging, instead of making a solid case.

In most cases, this fear comes from the lack of a solid argument for
investment/donation/purchase. If you don’t have a solid case, you will be less confident in your
asking, and you will sound like you’re begging.

It’s easy to create a solid case. See the resources below for help in writing a business case, or
creating a case statement for a nonprofit organization. The first step is to clearly state the
problem you would solve, or opportunity you could take advantage of, or unique benefit you would
provide to your clients. Try writing that down, right here and now.

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
How to Write a Business Case http://bit.ly/5Nmy0l
5 Most Important Case Statement Questions http://bit.ly/6zRL97
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Big Fear #8:
I’m afraid I will feel like a sleazy salesperson, or the prospect will think I’m a sleazy
salesperson.

This is another fear that arises from a lack of self-confidence or self-esteem. Belief in your own
value, coupled with passion about what you’re asking for, allows your own light of confidence to
shine through.

Conquer this fear by listing the top five reasons this business idea/cause/consulting practice is
important to you. Use your own words--don’t try to take on someone else’s style or phrasing. If the
language does not ring true for you, change it. The person on the other side of the table will always
sense when you are uncomfortable, and it will make them uncomfortable as well.

Take the time now to get your top five reasons clear, in your own language, and in your own style.
These will become the basis for all of your communications--web pages, social media, email
newsletters, brochures, business plans, etc. Make yourself comfortable, and your audiences will be
comfortable too.

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
“Banish the Sleazy Salesperson” http://bit.ly/8YXmL2
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Big Fear #9:
I’m afraid of “No”.

In my experience, this is the biggest fear out there. So much time and energy is wasted, thinking
about and/or discussing, “What if they say no?” Often efforts are taken away from making the
strong case, because women get stuck in a downward spiral:  if this person says no, then why
wouldn’t everyone say no, then my idea won’t get off the ground, and I probably shouldn’t start
this in the first place.

The first rule here is not to take rejection personally. I know, I know…you’ve heard that before, but
it’s so hard not to take it personally. It’s your business idea, your cause, your consulting practice--
how can you not take it personally?

You may never know the prospect’s real reason for saying no. And while it might be easy to
assume it’s all about you, it usually isn’t. There are a multitude of reasons someone might say no:
they are not feeling well, they just incurred a major unforeseen expense, they are having other
personal issues, someone else just asked for something similar, etc. None of these have to do with
you personally, and you may never know the true reason.

No’s are a great learning opportunity. Is it “no”, or “not right now”? Is there something specific you
could change/restate to turn the “no” into a “yes”? If it truly is a “no”, can you get a referral to
others who might be interested?

What other questions could you ask to clarify a “no”, or turn it into a learning opportunity?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
“7 Tips on How to Handle Rejection” http://bit.ly/919Gbl
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Big Fear #10:
I’m afraid of being overwhelmed if they say “yes”.

Most women won’t admit to this fear. They will just say and do things to sabotage their success.

“I can’t meet with that prospect. My business is not big enough for them.”
“My organization isn’t serving enough clients yet to be on that funder’s radar screen.”
“If I get this job, there aren’t enough hours in a day for me to do the work.”
“If this prospect says yes, I won’t be able to add any other clients.”

You know you want a successful business, a well-funded organization, a waiting list of consulting
clients. What’s wrong with actually achieving your goals?

If you get more business than you can handle, you can always hire temporary help or a virtual
assistant to get you over the hump.

If you end up with more funding than you originally planned, how is that a bad thing?

If you get more clients than you can realistically serve, there is nothing wrong with creating a
waiting list, raising your rates to narrow the funnel, or spreading out the start dates of various
engagements.

What resources could you call on to help handle a peak workload? What could you do with more
funding than you planned? How would you deal with more clients than you can effectively serve at
once?

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

________________________________________________________________________

Resources:
“7 Business Success Secrets” http://bit.ly/4JKljv
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Ready to Open the Funding Gates?

This report gives you an idea of what many professional women are up against
when it comes to asking for money. Knowing what your fears are, and possible
strategies for conquering them, is important. However, most women require (and
deserve!) additional support in transforming their thinking and behaviors to truly
conquer those fears.

It is difficult to get others to invest in you, until you are ready to invest in
yourself.

An easy way to do that is to stay connected to the How To Ask For Money
community. First, visit my web site at www.howtoaskformoney.com.

While there, you can find out more about ways we can work more in depth--virtual
learning, private mentoring, or live events. If you’re serious about investing in
yourself so that others will invest in you, then apply for a free, 20-minute strategy
session at www.snipurl.com/talktobarbara.

You can also become a fan of How To Ask For Money on Facebook
(www.facebook.com), or follow us on Twitter
(www.twitter.com/how2ask4money).
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About Barbara Bellissimo

Barbara Bellissimo is the founder of How to Ask for
Money, a mentoring and consulting company that
empowers women to get the funding they deserve. A
freakishly good motivator, Barbara specializes in teaching
women to overcome their fears and old beliefs about
asking for the resources they need to be successful.

Over the last twelve years, Barbara has raised over $26M
for private companies and nonprofit organizations. Her
company provides expert mentoring, as well as skill-
building and confidence-boosting strategies to women
wanting grow companies, raise more money for nonprofit
organizations, or secure the resources to start businesses
of their own. Her clients include leading entrepreneurs,
fundraising professionals, and small business executives.

Barbara is the author of the Amazon bestseller, Become
Your Own Great and Powerful:  A Woman’s Guide to
Leading Your Real, Big Life. She has also provided expert
commentary to Forbes, National Public Radio, KPIX
television, KGO television, The New York Times, San
Francisco Chronicle, and many other media outlets.

Barbara’s uncanny ability to help her clients quickly create
meaningful transformation has made her the go-to
resource for women who need to effectively ask for
money…right now. She truly delivers for her clients with
empathy and a great sense of humor. Barbara is an avid
social networker and trend watcher, focusing on women’s
equality and empowerment.

Barbara holds a BS in Economics from The Wharton School
at the University of Pennsylvania, and has completed
graduate coursework in Counseling Psychology at Capella
University. She lives in Northern California with her family.
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What People Are Saying

I needed intelligence and wisdom. Barbara has both in good supply and balance.
Margie Layman
Project Manager, Caterpillar

Barbara stands confidently in her own power, and inspires and provokes us to do
the same.
Kay Malone
Director of Gift Planning, World Wildlife Fund

When you work with Barbara, you're free to try new things, empowered to think on
your own and take control of whatever you're trying to achieve.
Kelly Arrillaga
Vice President, Wells Fargo Bank

Barbara must be the Best of the Best—I went from floundering and unproductive
to on-target and in-demand!
Suzanne Cloutier
Owner and Principal of Staffing Consultancy

Barbara is a sparkling member of the human race.
Susan Klein
Award-winning author and communications consultant
www.susanklein.net

Our success reflects Barbara’s help making a realistic plan as we began, and the
excellent training she provided on identifying and approaching donors. Barbara is
highly skilled, experienced, a delight to work with - and I highly recommend her.
Dr. Jane Dreeben
Member, BravEncore
www.bravencore.com
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