BUSTING THE GIFT MYTH

Author Brian Saber
quietly redefines
the narrative
surrounding
fundraising

by highlighting

the tremendous
contributions that
introverts make in
the nonprofit field.

In "Fundraising for Introverts," author Brian Saber challenges the
stereotype that fundraisers must be extroverted by highlighting the
unique qualities and strengths that introverted fundraisers bring to the
table. Drawing on his extensive experience in fundraising and research
on the topic, Saber aims to dispel misunderstandings and provide
clarity on a topic that is close to his heart. A self-proclaimed introvert,
Brian has written a business book that acknowledges the need to
leverage the skills of introverted fundraisers who may feel their natural
tendencies conflict with the perceived requirements of the profession.
His book also caters to managers and leaders who oversee introverted
fundraisers, offering insights on how to harness and leverage their
exceptional qualities.

Saber emphasizes that introverted fundraisers possess an incredible
range of innate qualities that can greatly contribute to their fundraising
success. Some of these qualities often include:

Active Listening: Introverts tend to be excellent listeners, allowing
them to understand donor needs and motivations deeply. This skill can
help build strong relationships and foster meaningful connections with
potential donors.

Thoughtfulness and Reflection: Introverts often spend time
reflecting and thinking deeply, which can result in thoughtful and well-
crafted fundraising strategies. Their natural introspective nature often
allows them to analyze situations from various perspectives and
devise creative approaches to engage donors effectively.

Empathy and Authenticity: Introverts often have a natural ability to
empathize with others, allowing them to genuinely connect with donors
on deep levels. Their authenticity and sincerity can build trust and
strengthen relationships, which are crucial in fundraising.

Preparation and Research: Introverted fundraisers tend to excel in
preparation and research, investing time in understanding donor
interests and aligning them with the organization's mission. This
attention to detail can lead to more personalized and tailored
fundraising strategies.

One-on-One Relationship Building: While extroverts may thrive in
large group settings, introverted fundraisers often excel in one-on-one
interactions. They can create a comfortable and intimate environment
that encourages open communication and deeper connections with
potential donors.

Through "Fundraising for Introverts,"” Brian Saber aims to
empower introverted fundraisers to embrace their unique
qualities and succeed in their roles.

For info and interviews, contact us at

www.BrianSaber.com/hello matters



