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Welcome to theWelcome to the   
How to Ask for  Money Quickstart  How to Ask for  Money Quickstart  GuideGuide   

 
Congratulations on investing in yourself Ñ in building your power and confidence to 

successfully ask for money. I created this program as a quick and easy way for you to 

clear out some of the issues that might be standing in the way of your getting th e 

money you deserve. This course is not about the right asking timeline or the right 

words to use when you ask. It is about getting rid of the basic fears that sabotage 

the process of asking before you even get started.  

 

During this program youÕll learn ho w to:  

 Overcome your Fear of the Process  

 Overcome your Fear of the Great Imposter Reveal  

 Overcome your Fear of the No  

 

I realize that many of you are asking for money for different reasons, and IÕve done 

my best to speak specifically to the three main Òaski ng for moneyÓ scenarios :  

fundraising for nonprofit organizations, soliciting investment for startup companies 

and gaining new, profitable clients for consultants. Throughout the guidebook, youÕll 

see tips broken out in tables like this:  

 

Nonprofits  Here y ouÕll see advice specifically for 

those of you raising funds for nonprofits  

Entrepreneurs  Here youÕll see advice specifically for 

those of you seeking investment for 

startup companies  

Consultants  Here youÕll see advice specifically for 

those you seeking profitable clients  
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I hope this makes it easier for you to zero in on support for your specific situation, 

and get the most out of this program.  

 

Here are my suggestions for getting the most out of this program:  

1.  Print out this guidebook and put it in a bi nder.  It will be easier to complete 

the exercises, and youÕll have it within easy access when you want to refer to 

the material again.  

2.  Listen to the audio as you go through the guidebook.  Audio will help 

reinforce what youÕre learning, and you may hear a j uicy bit that you donÕt pick 

up just by reading the material.  

3.  Do the exercises as you go.  The exercises build upon each other, and doing 

them as you work through the program will help you build confidence.  

4.  Join the How to Ask for Money community  for suppor t. Visit us on 

Facebook (http://www.facebook.com/howtoaskformoney), follow us on Twitter 

(http://www.twitter.com/how2ask4money), read the How to Ask for Money 

blog (http://www.howtoaskformoneyblog.com). Ask questions, post comments, 

celebrate successes!  

5.  Have fun!  

 

It is my great honor to join you on this 

journey, and congratulations again on 

making this investment in your success. 

I look forward to hearing about your 

progress.  

 

Wishing you great success,  
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Part  1:Part  1:   

  
OvercomingOvercoming   

thethe   
Fear  of the ProcessFear of the Process 
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How  do I know who to ask? How do I know how much to ask for? Many times these 

two questions stop otherwise strong, forward -moving professional women in their 

tracks. Fear of not knowing the right people or the right ask amount can lead to 

paralysis -- you get s tuck in your worry and never get the ask done.  

 

The fear of not knowing who to ask is easily remedied.  ItÕs all about list -making 

and research. And it really does start close to home:  friends, family, colleagues, 

neighbors.  

 

Nonprofits  Focus on people cap able of donating to 

your organization  

Entrepreneurs  Focus on people capable of investing in 

your company  

Consultants  Focus on people capable of paying for 

your services  

 

When making your lists, make sure you focus on capability  not likelihood. You want 

a list of people who could say yes to your ask. Start right now with a list of ten 

prospects that you know:  

 
1.                 

2.                 

3.                 

4.                 

5.                 

6.                 

7.                 
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8.                 

9.                 

10.                 

Next, you should expand this list, by adding other individuals and organizations that 

have provided similar funding.  

 

Nonprofits  Check out other organizationsÕ donor lists 

and the Foundation Center 

(http://www.fd ncenter.org)  

Entrepreneurs  Research local angel investor networks 

(http://www.angel -investor -network.com) 

and venture capital firms 

(http://www.vfinance.com)  

Consultants  Look at other consultantsÕ client lists or 

visit online groups 

(http://www.facebook. com, 

http://www.twitter.com) where your 

target clients hang out  

 

Do some research online to determine where you might find other prospects for your 

ask. List those resources, lists and groups here, where you can refer to them easily.  

 

Prospect List Online  Resources  
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Once you have a handle on who to ask, youÕll need to how much to ask for. Too 

often I hear professional women say, ÒIÕm uncomfortable talking about specific 

amounts. IÕll let the prospe ct decide how to much to write the check for.Ó  

 

This kind of thinking nearly always guarantees that the prospect will invest less 

than you wanted, and less than he or she is capable of investing. Thoughts like 

this usually stem from a lack of confidence. A nd this lack of confidence could stem 

from not knowing a)  whether the prospect is capable of writing a check, and/or b)  

exactly how big a check the prospect could write. Information is key  to increasing 

your confidence and success in this area.  

 

You shou ld have a solid understanding of how much total money youÕll need. If you 

donÕt already know this, take some time to lay out what you need over the next 6 -12 

months:  

 

Nonprofits  Total donations required. Try making a 

gift range chart , which shows how many 

gifts youÕll need, at different levels.  

Entrepreneurs  Total expenses and total investments 

required. You should also create a term 

sheet , which outlines how much of your 

company youÕre willing to give up in 

exchange for the investment.  

Consultants  Total consulting engagements required or 

hours billed. Define your total desired 

income, estimate your anticipated 

expenses and map out your cash flow . 
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Understand your prospectÕs financial capacity, to the best of your ability. Income, 

previous donations and/o r investments, assets Ñ all are fairly easy and inexpensive to 

get a handle on. And all will help you determine what the correct ask amount should 

be. You might be surprised to find that much of this information is available online; 

here are some resources t o get you started, along with some space to add your own.  

 
Financial Capacity Online Resources  
 
Google (general information):  http://www.google.com        

Fundrace (political donations):  http://fundrace.huffingtonpost.com     

Zillow (real estate values):  http://www.zillow.com        

SECÕs Edgar Database (company values/ownership):  http://bit.ly/vh9b    
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Part  2:Part  2:   
  

OvercomingOvercoming   
thethe   

Fear  of the Great  Imposter  Revea lFear  of the Great  Imposter  Revea l  
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You might well be asking, ÒWhat is the Great Imposter Reveal, and  why am I afraid of 

it?Ó Many professional women suffer from the  Imposter Factor Ñ the nagging belief 

that others will find out you are not really as powerful, smart, worthy, etc. as you 

position yourself to be. They hold themselves back because they donÕt w ant anyone 

pulling back the black curtain to reveal them as less than what they appear to be.  

 

Often these women feel like they donÕt deserve success. I have actually had a woman 

say to me, ÒWho in their right mind would give me this much money?Ó She was 

joking, of course, 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.  

 

Prospects certainly understand the words you use when talking about your work. 

They can also sense the level of belief and confidence you have in yourself. You may 

be incredibly passionate about your cause or your business idea, but it means 

nothing if you are not passionate about yourself and your ability to succeed.  

 

To help you start believing in your own self -worth, write down one unique 

qualification  you bring to your fund -seeking. Here are some suggestions to get you 

started.  

 

Nonprofits  ÒI founded this organization as a result of 

my personal experience.Ó  

ÒIÕve already executed five highly 

successful fundraising events.Ó  

ÒI exceeded my recent fundraising goal, in 

the worst economy since the Great 

Depression.Ó 
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Entrepreneurs  ÒI am the inventor of this product.Ó  

ÒI was awarded a patent for this 

technology.Ó 

ÒI already have ten customer s lined up, 

we just need to build the products.Ó  

Consultants  ÒI invented a new design process that will 

cut costs and time -to-market in half.Ó  

ÒMy book has sold 1,000 copies.Ó  

ÒI just got an endorsement from an 

industry leader.Ó  

 
Write your one unique qu alification here:  
 
               

               

               

 

How did that feel? I bet it felt great, for about 10 seconds. The challenge is to 

internalize your belief that you are great. Begin embracing your uniqueness by 

repeating it. To people you me et, to your staff, to your key customers, to your family. 

Mention it in your sales pitches, case statements, proposals when you can.  

 

Most importantly, repeat it to yourself. Every day. Ten times a day. Write down your 

unique qualification ten times at the  beginning of each day for the next month. ThatÕs 

what I call Chanting by Hand ª . Repetition makes it real. It builds your ability to 

actually believe it. The more you Chant by Hand, the more you repeat and internalize 

your unique qualifications, the more c onfident youÕll be that you deserve what you 

ask for!  
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Get started right now. HereÕs space for your first Chanting by Hand session. Or you 

can get a special notebook, use your own journal, or use the Chanting by Hand 

Journal that came with this Quickstart Guide.  

 
1.                 

2.                 

3.                 

4.                 

5.                 

6.                 

7.                 

8.                 

9.                 

10.                 

It might feel weird at first, but there is definitely a r eason why teachers made us write 

ÒI will not throw erasers at my classmatesÓ 100 times. By the end of the month, you 

will begin to internalize your own gift, and be better able to let it shine through in 

your asking.  

 

Another great way to build confidence  in yourself is to 

gain experience . 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.  

 

If you are thinking, ÒEasy for her to say!Ó then take 

matters into your own ha nds. Practice your pitch into a 
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voice and/or video recorder (many computers have these built right in!), or in front of 

a mirror. Enlist 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.  

 

Finally, there are some great tips in Appendix A  of this guidebook. This appendix is 

full of skill -building tips to increase your self -confidence . If youÕre feeling stuck in 

the Imposter Factor, h ead to that section now for some strategies to start visualizing 

yourself as a confident asker!  
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Part  3:Part  3:   
  

OvercomingOvercoming   
thethe   

Fear  of the NoFear of the No 
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In my experience, fear of ÒnoÓ is the biggest fear out there. So much time and energy 

is wasted, thinking about and/ or discussing, ÒWhat if they say no?Ó Often, 

professional women spend way too much time in this downward spiral:  

 
 

If this person says noÉ  

 Why wouldnÕt everyone say noÉ  

  My idea wonÕt get off the groundÉ  

   I probably shouldnÕt start in the first place  

 
 
Avoid saying no for the prospect before you even get the chance to ask.  

 

DonÕt let your chances for success crash and burn because of this fear. Remember, 

the only person who can say no for the prospect is the prospect.  

 

The first rule here is not to ta ke rejection personally . I know, I knowÉyouÕve heard 

that before. ItÕs tough not to take rejection personally. ItÕs your business idea, your 

cause, your consulting practice Ñ how can you not take it personally?  

 

You may never know the prospectÕs real reason for saying no. And while it might be 

easy to assume itÕs all about you, it usually isnÕt. There are a multitude of reasons 

someone might say no:  they are not feeling well, they just incurred a major 

unforeseen expense, someone else just asked for somethin g similar, etc. None of 

these have to do with you personally.  

 

NoÕs are a great learning opportunity. There are several questions you could ask in 

response to a ÒnoÓ: 
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 Is it ÒnoÓ, or Ònot right nowÓ? 

 Is there something specific the prospect does not like, t hat you could easily 

change/restate to turn the ÒnoÓ into a ÒyesÓ?  

 If it truly is a ÒnoÓ can you get a referral to others who might be interested?  

 Is there other information that the prospect needs in order to make a decision?  

 

What other questions could y ou ask to clarify a ÒnoÓ or turn it into a learning 

opportunity?  

               

               

               

               

               

               

 

Try to view one personÕs ÒnoÓ as a stepping -stone to another personÕs ÒyesÓ.  Not 

every ask will resu lt in something positive, and believe it or not, a ÒnoÓ puts you one 

step closer to a ÒyesÓ. For example, if you find that your close rate is 20%, youÕll have 

to ask five people in order to get one to say ÒyesÓ. So, your first ÒnoÓ increases your 

odds to 2 5% that one of the next four people you talk to will say ÒyesÓ.  

 

Finally, itÕs important to remember that a ÒnoÓ today could become a bigger 

ÒyesÓ in the future.  Find that hard to believe? LetÕs look at some possible real -world 

scenarios:  
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Nonprofits  The prospect says no to your $500 ask to 

start your project. You keep her informed 

of your progress as you grow, and she 

ultimately gives $10,000 to help you 

launch in a new city.  

Entrepreneurs  A potential angel investor declines to put 

in $25,000, because yo ur business model 

does not quite address her own target 

market. In Series B or C, she invests 

$100,000 after you prove your concept. 

Her funding allows you to expand your 

product line to address a market that is 

more meaningful to her.  

Consultants  Your po tential client does not accept your 

proposal because she feels her business 

is too small to commit to your services. 

You stay in touch, and she calls you to 

help with a huge new client sheÕs landed. 

An engagement thatÕs worth way more 

than your initial pro posal.  

 

Remember that ÒnoÓ is not a door slamming shut. ItÕs an opportunity to gain valuable 

feedback and referrals, and to keep the lines of communication open.  
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Appendix A:Appendix A:   
  

V isua l ize Yourse lfVisua l ize Yourse lf   
as aas a   

Conf ident AskerConf ident Asker 
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Women should not be afraid of or fe el guilty about taking a leadership role Ñ

especially when it comes to asking for the resources you need to be successful. What 

could you accomplish if you truly embraced your leadership qualities and 

confidently asked for the money you deserve?  

 

This Append ix includes the top three skill -builders for Visualizing Yourself as a 

Confident Asker.  

 

We began our discussion of the Imposter Factor in Part 2 of this guidebook. Part of 

the challenge with overcoming the fear of the Great Imposter Reveal is that we oft en 

have a difficult time seeing what others already see in us. You use leadership skills 

every day Ñ managing your work group, getting the kids to school on time, supporting 

your favorite charity.  

 

Skill -builder #1:  Ask three people what you do really well  as a leader.  

I mean it; ask three people what they think about your leadership abilities. The key 

here is not to worry about being balanced, or asking them what you might need to 

work on or improve. You are only interested in the wildly positive feedback.  Make a 

list of the leadership qualities that people tell you. Keep the list where you can refer 

to it. This is a fantastic way to start reinforcing your confidence in your leadership 

qualities.  

 

The Imposter Factor can often lead to guilt, or feeling like  you donÕt deserve to be a 

leader. Why wouldnÕt you deserve it? Leaders are not an alien species sent down to 

show us the way. They are everyday people like you and me.  

 

Skill -builder #2:  Think about a leader you know.  

Not someone famous, just someone you  know that youÕd follow anywhere. It could be 

a relative, a manager, a co -worker, a friend. Do you think that she thought that she 
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was a great leader? Do you think she knew that youÕd be using her as an example of 

great leadership? Probably not. There are examples of everyday leaders all around us. 

Who says you are not one of them?  

 

Great leaders donÕt do it alone. Star athletes have coaches, elected officials have staff, 

great scientists have research assistants. Leaders know they cannot do what they do 

al l by themselves; they know itÕs OK to ask for help.  

 

Skill -builder #3:  Define one way that you can increase your support system.  

It can be really small, like starting an online group with fellow entrepreneurs to 

support and mentor each other. Or it can be  something larger, like hiring a sitter one 

night a week so you can meet with your colleagues to brainstorm and support one 

another.  

 

Try the three skill -builders here over the next 30 days, and I guarantee your 

confidence will blossom. Included with your purchase of the How to Ask for Money 

Quickstart Program, youÕll automatically receive the Visualize Yourself as a 

Confident Asker eMentoring Program : 

 5 weekly mentoring sessions, delivered directly to your email inbox  

 10 Key Skill -Builders to empower you t o truly embrace your leadership 

qualities to confidently ask for the money you deserve  

 Inspiring case studies of women who successfully implemented these strategies  

 

You donÕt need to do anything to take advantage of this program, except check your 

email i nbox. The Visualize Yourself as a Confident Asker eMentoring Program is 

included, as a bonus, with your How to Ask for Money Quickstart Program.  
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Ready to Get What You Deserve?Ready to Get What You Deserve?   
 

This guidebook and accompanying audio give you many useful tools for getting  rid of 

some of the basic fears that sabotage many professional women before they even 

begin the process of asking. Knowing what your fears are, and possible strategies for 

conquering them, is important. However, most women require (and deserve!) 

additiona l 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 commu nity. IÕm 

constantly developing new programs and 

products to meet the ever -changing (and ever -

growing) needs of my clients. The best way to 

stay informed is to subscribe to updates at 

http://www.howtoaskformo ney.com . Just click 

on ÒSubscribeÓ in the upper right corner.  

 

While there, you can find out more about the full range of ways I can support you to 

overcome your fears, embrace your leadership abilities and confidently ask for Ñ and 

receiveÑ the money you d eserve. If youÕre serious about investing in yourself so that 

others will invest in you, why not apply for a free, 20 -minute strategy session ? Visit 

http://snipurl.com/talktobarbara  and fill out the brief a pplication . 

 



H ow to Ask for Money  
 

www.howtoaskformoney.com Quickstart Guide Page 23 

You can also find me online at any of the following hang -out spots:  

How to Ask for Money Blog      
http://www.howtoaskformoney.com  
 

How to Ask for Money on Facebook  
http://snipurl.com/htafmfacebook  
 
Follow How to Ask for Money on Twitter:  
http://www.twitter.com/how2ask4money  
 

Connect with Barbara on LinkedIn:  
http://www.linkedin.com/in/barbarabellissimo  
 
 
Or get in touch in a more traditional way:  
 
Barbara Bellissimo  
Mentor -in -Chief  
How to Ask for Money  
13463 Old Oak Way  
Saratoga, CA   95070  
1.408.741.1687  
info@howtoaskformoney.com  
www.howtoaskformoney.com  
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About Barbara Be l l iss imoAbout Barbara Be l l iss imo   
 

Barbara Bellissimo is the founder of How to Ask for Money, a 

professional mentoring company that empowers  women to ask 

for Ñ and get Ñ the money they deserve. An outstanding 

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 ra ised 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 t he 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.  

 

BarbaraÕs uncanny ability to help her clients q uickly create meaningful 

transformation has made her the go -to resource for women who need to effectively 

ask for money Ñ right now.  

 

Barbara holds a BS in Economics from The Wharton School at the University of 

Pennsylvania, and has completed graduate cours ework in Counseling Psychology at 

Capella University. She lives in Northern California with her family.  
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What People Are SayingWhat People Are Saying   
 

I needed intelligence and wisdom. Barbara has both in good supply and balance.  
Margie Layman 
Project Manager, Caterpillar 
 
Barb ara 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 w hatever you're trying to achieve.  
Kelly Arrillaga 
Vice President, Wells Fargo Bank 
 
Barbara must be the Best of the Best Ñ I went from floundering and unproductive to 
on-target and in -demand!  
Suzanne Cloutier 
Owner and Principal of Staffing Consultancy 
 
Barb ara is a sparkling member of the human race.  
Susan Klein 
Award-winning author and communications consultant 
www.susanklein.net  
 
Our success reflects BarbaraÕs help making a realistic plan as we began, and the 
excell ent 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  
 


