Making the "Ask"

By Craig Harrison, NSA/NC

How you ask for help often determines the results you receive. Understanding how to make the ask is an important skill that can help you build boards and committees, form teams and complete projects, and even help you find a marriage partner. Recognize these keys to asking for help from someone.

1. Phrase your request in terms of the benefits to the listener. Speak to “what's in it for them?” Why will they benefit from saying yes to your request?

2. Be positive. Don't focus on why someone shouldn't say yes or the negative aspects. 
High profile? Build new skills? Lead to a promotion? Give all involved a sense of accomplishment and satisfaction? Will it make the world a better place?

3. Show respect and appreciation for your prospect. When you recognize their skills, past track record, personality or other attributes, then they in turn feel special.  It's flattering and affirming to be asked to participate, whether as a mentor, judge, contest chair or 
other role. 

4. Give accurate and clear expectations of what the position requires. It’s tempting to tell people what they want to hear, or only emphasize what is easy or fun. 
Give a fair explanation of your request and what it entails.

5. Make sure to listen to the issues or concerns of the listener. What are they worried about? How will they base their decision? Strive to understand their needs, their fears and their constraints.

6. Give your prospect an appropriate amount of time to make an informed decision. Don’t pressure, manipulate or overwhelm your prospect in hopes of their saying yes. This often backfires later,

7. Strive for win-wins. Use flexibility, creativity for mutually acceptable outcomes.

8. Accept their answer whether they agree to your request or not.

9. Should your initial request be rejected, consider a counter-offer or secondary offer. Having a fallback offer allows your prospect to join your team or work with you in whatever capacity they are able to. 

10. Thank them either way for their time and willingness to consider your offer. By treating them with respect and care they are more likely to say yes in the future.
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