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Raising Major Gifts:
A 4-Step Proven Plan

Evangeline Pattison, Vice President Client Services
+ Senior Consultant

YOU DO THE MINISTRY, WE DO THE WEBISTRY
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The FOCUS Group

Our Core Services

o Feasibility Studies
Capital Campaigns
Strategic Planning
Targeted Advancement Counsel
Research and Foundations
Training and Tools
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Escaping the Treadmill

Dangerous Patterns
® Having an unrealistic plan to raise the annual budget

R Lacking a fundraising team with clearly defined roles and
responsibilities
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Focusing on events and not relationships

R Every donor gets asked the same way, regardless of his or her ability or
desire to give

% Underutilizing the the most effective way to raise money: meeting
donors face to face
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A Better Way

The Taking Donors Seriously® Framework:

+ A well-defined annual fundraising plan

+/ Atangible case for support, a case statement, that enables you to
clearly share the vision with major donors

v A prioritized list of donors who are likely to support you, based on
their relationship with you or your organization
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A strategic and personalized approach for every prospective donor

<

A volunteer fundraising team with specific roles & responsibilities

People are the Biggest Givers

2022 Contributions: $499.33 billion

6% Giving by Corporations

9% Giving by Bequest

21% Giving by Foundations

64% Giving by Individuals
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Principles and Practices of
Fundraising

EOCUSgroup

aking donors seriously®
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Key Principles of Fundraising
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People People
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i People give to people
they know and
people they trust.

People give because

they are asked and
shown how.
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/Os People give when
@ @ they are involved
and have a sense

/ of ownership.
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o

Giving is a
way of life
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“No” Is never
forever.
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Proper planning
maximizes results

and MiniMmizes costs.
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The Asking Process
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Always let them
know ahead of
time if you will be
asking for a gift.

Ask for
something they
can say “yes’ to.
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Strategic Planning
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The Fundraising Case

e What s it?

o Best, clearest articulation of your mission and how you
fulfill that mission.

o Required budget and proposed strategy to raise the
needed funding.

o Includes deliverable and measurable outcomes.

e Howis it used?

o In personal meetings with prospective donors where the
individual or couple has been told prior to the meeting
that there is a fundraising agenda.

e Whois it for?
o Major Donors
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Ten Elements of Case for Support

1. Theme / Title Page
2. Need

3. Mission

4. Lifetime Value

5. Program

6. Accomplishments
7. Vision for the Future
8. Financial Needs

9. Gift Plan

10. Leadership Profile
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GIFT PLAN

Number
of Donors

3 $200,000 $600,000
3 $150,000 $450,000

Amount Total

$100,000 $300,000
$75,000 $450,000
$25,000 $200,000
$50,000 $400,000

$10,000 $150,000
$5,000 $120,000
$2,500 $75,000
Many Misc $83,673

Total Need $2,828,673
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