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Authentic Conversations 
Great Storytelling from Interview to Appeal



 -Dr. Bréne Brown

“Authenticity is a collection of choices 
that we have to make every day. It’s 
about the choice to show up and be 
real. The choice to be honest. The 
choice to let our true selves be seen.”



What we’re going to cover:

• Which stories should you tell? 


• Perpectives.


• Interview tips and techniques.


• How to use interview content to create a compelling appeal.


• How to include your donor in the conversation


• Questions?



Which stories should 
you tell?



What is the purpose of 
your story-gathering? 



ARE YOU…

Asking?

for a donation. 

to take action.


Thanking?

Reporting?

Informing?



What’s the best 
perspective to share?  



Your donor

Organizational 
perspectives



Your donor

Hospital Foundation
Patient

Doctor

Another  
donor

Nurse/ 
Technician

Equipment

Researcher



Your story

Story perspectives



Patient

Hospital Foundation
Family  
member

Doctor

Technician

Nurse

 DONOR

Equipment



Interview tips & 
techniques 



A great interview comes from trust & rapport

• Set things up for success.


• What’s the best format?


• Record it, so you can focus!


• Look for moments of connection & be yourself!


• Build in extra time.



Ask questions about feelings instead of facts.
• How did it make you feel when…


• What makes you feel grateful about…


• What makes you angry… 


• What keeps you up at night…


• What brings you joy…


• What inspires you… about the work you do?



Ask questions about impact.

• How do our donors directly impact the work you do each day?


• How does XYZ organization directly impact your life?


• What would you say to a donor who gives $25 , or $50 or 
$100 to show the impact they have on your life / your work?


• Can you share a story about…


• Who or what has most impacted you/inspired you…



#1 tip for conducting a great interview?

Keep your mouth shut and 
your heart open.



The best question for last…

“Is there anything else you’d like to tell me?”


“Is there anything else I should have asked?”



Ok Rachel… 


but what if I’m still getting nothing?



Feelings!



Maya Angelou

“I’ve learned that people will forget what 
you said, people will forget what you 
did, but people will never forget how you 
made them feel.”



But feelings are scary!



How do YOU feel right now?





Creating an effective 
appeal



What I got from my client… :(



What I turned it into…. :)



























Use your imagination.













Include your donor in the 
conversation









A brief summary
• Step 1: Identify your story focus or your program need.


• Step 2: Identify your main ‘character’ or perspective.


• Step 3: Identify supporting ‘characters’ or other perspectives that can add to 
the main story. 


• Step 4: Interview anyone that you can. Use your imagination for the rest!


• Step 5: Put it all together! Determine who should be main signer, then how to 
include the other voices or perspectives to add to the appeal. (Lift notes, 
inserts, additional follow up package or emails, etc.) Get creative!


• Step 6: Include a way for the donor to be involved beyond making a gift.



 -Dr. Bréne Brown

“Trust is built in the small moments, it’s the 
little things. The moment you choose to 
connect or decide not to connect. To 
communicate or to remain silent. To be 
vulnerable or build a wall.”





Thank You!
Questions? Please do get in touch! 

EMAIL: rachel@penwithapurpose.com 


https://www.linkedin.com/in/rachelzant/


www.penwithapurpose.com

http://www.penwithapurpose.com

