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The wealthy cab driver’s secret

The challenge – promising relationships that go cold.

One of the big challenges in high value fundraising (as well as many other fundraising projects) 
is how hard it can be to maintain momentum. It can be surprisingly easy for positive meeting 
to finish with the donor saying they’re really keen to help further… and then for nothing to 
happen next. Many promising fundraising relationships fizzle out this way, or at least cause 
stress and wasted time on the part of the fundraiser as they wrestle with how and when to get 
back in touch with the donor without appearing desperate.

A tale of two taxis

During a recent two-day fundraising project for a charity in Peterborough, I met two taxi 
drivers. On the Tuesday the driver who took me to the charity’s venue was friendly and drove 
perfectly well. But when I made the same journey the next day, though less chatty, the driver 
was more successful because he applied what I call the Wealthy Cab Driver’s secret.

What do you think he did?

As I paid my fare at the end of the journey, unlike the first driver, he asked whether I needed a 
lift back to the station that afternoon.

As it happened, I did. In fact I was pleased to not have to worry about booking a cab later. 
In that moment, with no extra effort, he doubled the income he would make from me. I have 
found that obvious though this tactic sounds, fewer than 1 in 10 drivers ask this question. Why 
not? It surely would not be hard to do. 

Because the fact that he thought his job was simply to drive people from A to B. The second 
driver understood that his job is not only to drive people around. Instead it’s to book fares by 
anticipating and meeting passengers’ needs. When you know that this is your job, being more 
proactive becomes obvious and almost automatic. It becomes absurd not to ask.

So how you see your role makes a big difference to how you will behave and the results you 
enjoy. Even if only 1 in 4 passengers say yes, the habit of politely asking this question will 
increase his annual earnings by 25%.
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The wealthy cab driver’s secret

How does this idea help you dramatically increase your fundraising income? 

1)  When a meeting has gone well, confirm with the donor whether they’ve found it very 
helpful / interesting / inspiring, and then proactively ask to book in the next meeting (or 
phone call) before you leave the current one. 

2)  You will often get better results if you don’t suggest a next date that is too soon. We 
are much more likely to agree to requests which feel more distant.

3)  Before the meeting, work out the availability of you (or your CEO / Head of 
Programmes etc) before meeting the donor, so that while the donor is still interested 
and keen near the end of your meeting, you can offer them / their PA your dates and 
get the next meeting booked in before you even leave.

What ideas do you have to apply the Wealthy Cab Driver’s secret to maintain momentum 
with your donor meetings? And how could you apply the same idea to keeping up the 
progress of your internal projects which involve busy / important colleagues?
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