
BUILDING A DONOR-CENTRIC MAJOR GIVING PROGRAM



AGENDA WHY MAJOR GIFTS?

STEPS IN MAJOR GIFT FUNDRAISING

BUILD A CULTURE OF PHILANTHROPY



WHY MAJOR GIFTS?

BEST STRATEGY
Investing in individual major gifts 
is the best strategy for long-term 
fundraising success

REDUCES VOLATILITY
Reduces volatility and reliance on 
events or transactional revenue

ORGANIZATIONAL STABILITY
Provides organizational stability 
and predictability



MAJOR GIFT FUNDAMENTALS

PIPELINE 
DEVELOPMENT & 
SUSTAINABILITY

Constant new prospecting 
to maintain pipeline

RELATIONSHIP-DRIVEN 
STRATEGY
• Relationship more 
important than the ask

• Build trust over time

• High intention — low 
pressure

• Long-view cultivation 
(may take years)

CORE PHILOSOPHY & 
PRINCIPLES

Major Gift Fundamentals•

Specific philosophy & • 
approach

Not about selling •



PRINCIPAL ELEMENTS OF A MAJOR GIFT PROGRAM

ASSIGN ROLES AND 
RESPONSIBILITIES
Everyone plays a part

IDENTIFY AND QUALIFY 
DONORS/PROSPECTS

Ensure relationship manager for top 
donors

STRATEGIZE AND CULTIVATE
Weekly or bi-monthly moves 

management sessions



MAJOR GIFT FUNDRAISING CYCLE

IDENTIFY 
PROSPECTS

QUALIFY 
DONORS

CULTIVATE & 
STRATEGIZE

SOLICIT & 
STEWARD

The major gift fundraising cycle is a continuous process 
that builds and strengthens donor relationships over time.



QUALIFICATION
Difference between prospect and suspect

A QUALIFIED PROSPECT

DEMONSTRATED WEALTH CAPACITY

GIVING HISTORY

INTEREST IN MISSION

CAN BE CULTIVATED (EVEN LONG-TERM)



PROSPECTING

RESEARCH AND 
NETWORKING

RATE PROSPECTS AND 
ASSIGN GOALS

CREATE TOP 20–25 
DONOR/PROSPECT LIST



CREATE CULTIVATION PLANS

ESTABLISH 
METRICS

MOVES 
MANAGEMENT

DISCOVERY VISITS

APPRECIATIVE 
INQUIRY

ENTER DONOR INFO



SOLICITATION

THE ASK
ASSESS READINESS

FOCUS ON CLARITY OF IMPACT OVER 
AMOUNT

AVOID PERSUASION OR REFERENCING 
BUDGETS

EXAMPLE ASK FRAMING



FOCUS
PRIORITIZE TOP PROSPECTS DAILY

BRING ENERGY TO INTERACTIONS

ENGAGE LEADERSHIP/BOARD IN 
MOVES



STRUCTURE FOR MAJOR GIFT SUCCESS
EFFECTIVE DONOR MANAGEMENT SYSTEM

TEAM
Assemble the core group for the project 
initiative.

STRATEGY SESSIONS
Collaborate to define goals and strategic 
approaches.

PLAN / REVISE
Develop and refine the detailed action 
plan.



IN A NUTSHELL

IDENTIFY & QUALIFY 
PROSPECTS CULTIVATE & ENGAGE

ASSESS READINESS AND ASKSTEWARD AND THANK



A SUSPECT

BE CAREFUL OF TIME INVESTED

UNSURE OF 
INTEREST/GIVING 

CAPACITY

NO STRONG 
TIES/CONNECTION TO 

ORGANIZATION



CULTURE & TEAM
TEAM ENDEAVOR

Not a stand-alone fundraising function



CULTURE OF PHILANTHROPY

FUNDRAISING SUPPORTS 
MISSION DELIVERY

LEADERSHIP MODELS 
CULTURE

DONOR RELATIONSHIPS 
ESSENTIAL

ORGANIZATION-WIDE 
RESPONSIBILITY

SHARED ROLES INCLUDING 
BOARD/VOLUNTEERS

ALIGNMENT ON DONOR 
STRATEGY



THANK YOU VISIT

1

2 3

4

ASK DONOR 
MOTIVATIONS

EXPRESS 
GRATITUDE AND 
SHARE IMPACT

SHARE PROGRAM 
PROGRESS AND 

OUTCOMES

ACKNOWLEDGE 
REPEATED GIFTS



DONOR MANAGEMENT

DRAFT 
CONTACT 
REPORT

ADD SOURCE 
CODES

ASSIGN 
SOLICITOR

UPDATE 
RECORDS



Q&A



CONTACT INFORMATION

PETER JONES

peter@philanthropysquared.com

(617) 595-6077

JARED MILRAD

jared@philanthropysquared.com

(617) 803-3950

www.philanthropysquared.com

mailto:peter@philanthropysquared.com
mailto:jared@philanthropysquared.com
http://www.philanthropysquared.com/

