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Individuals $223 Bequest $22.14  

Foundations $47.44 Corporations $18.97 

Solicitation Cycle  

Identification 

   Your first step in the major gift 
solicitation process is to identify 
potential philanthropists. 
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Research 

   Prospect research is an extension of 
the identification process. 

Strategic Planning  

   Each major gift solicitation is a 
campaign unto itself. 

Cultivation 

   There is a process through which all 
major gift prospects go before they 
can decide to make a gift, how 
much to give, and whether to give 
to you. 
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Solicitation  

Five Steps: 
1.   Make your gift first.  
2.   State your case.  
3.   Listen.  
4.   Ask for the gift.  
5.   Say thank you.  

Stewardship 

   Once a gift is made, it is important 
to report to the donor on how the 
gift was used. 

Renewal 

   An analysis of the fund raising 
programs in which I was involved 
indicated that major donors had a 
relationship with the organization 
that extended over time. 
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20 Ways to be Donor-Centric 
1.  Receipt promptly 
2.  Receipt relevantly 
3.  Get the data right 
4.  Let donors say where their money goes 
5.  Give donors choices on use of their names 

20 Ways to be Donor-Centric 
6. Say “you” a lot 
7. Send a newsletter 
8. Make your newsletter about donors 
9. Respect your donors’ tastes 
10. Don’t project yourself onto your donors 
11. Be easy to read 

20 Ways to be Donor-Centric 
12. Make everything about your donors 
13. Be specific 
14. Be incredibly transparent 
15. Let all your donors make a difference 
16. Make giving easy online 
17. Make it easy for donors to find a human 
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20 Ways to be Donor-Centric 
18. Encourage donors to talk to you 
19. Listen to complaints, but don’t let them drive 

the ship 
20. Do great work 

 More programs for less people 
 Donations and memberships is not growing 

for 61%  
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