Chester County Community Foundation

Cultivating, Asking For & Stewarding Major Gifts
Essential Foundations of Fund Raising

Excerpt from “Relationship Fundraising” by Ken Burnett

1. People give to people.  Not to organizations, mission statements or strategy.
2. Fundraising is not about money. It is about necessary work that urgently needs doing.  Money is the means to an end. 
3. Fundraisers need to be able to see things through their donors’ eyes.  Or, to put themselves in their donors’ shoes.
4. Fundraisers need to really understand their donors.  If they are to understand you, you must first understand them.
5. Friend-making comes before fundraising. Fundraising is not selling. Fundraisers and donors are on the same side. 
6. Fundraising is about needs as well as achievements.  People applaud achievement, but they will support a need. 
7. Fundraisers need to learn how to harness the power of emotion.  Fundraising has to appeal first to the emotions.  Logic can reinforce the appeal.
8. Offer a clear, direct proposition people can relate to.  Make a blind man see.

9. First open their hearts and minds.  Then you can open their wallets.

10. Don’t just ask people to give. Inspire them to give.  Fundraising is the inspiration business.

11. Share your problems as well as your successes with your donors. Honesty and openness are usually prized more highly than expert opinion and apparent infallibility.

12. You don’t get if you don’t ask.  Know whom to ask, how much to ask for, and when.

13. Present your organization’s brand image clearly and consistently.  It’ll pay you if your donors can readily distinguish your cause from all the others.

14. Successful fundraising involves storytelling.  Fundraisers have great stories to tell and need to tell them with passion so as to inspire action.

15. Great fundraising is sharing.  Share your goals and encourage full involvement.  When donors become truly involved in your campaign, great things happen.

16. Always try to turn complaints into support.  The most loyal donor is the donor who has complained and received a satisfactory response.

17. The trustworthiness of fundraisers and their organization is a reason both to start and to continue support.  Trust appears to increase in importance as people get older.

18. Great fundraising requires imagination. Too much fundraising looks like everything else.

FOUNDATIONS OF FUND RAISING CONTINUED

19. Great fundraising is getting great results.  If your results are mediocre, your fundraising probably is too.

20. Always be honest, open and truthful with your donors.  Donors will not forgive you if you are less than straight with them.

21. Avoid waste.  Donors hate waste.

22. Technique must never be allowed to obscure sincerity. As all actors know, you cannot fake sincerity.

23. Fundraisers have to learn to talk with their donors where they are. That is not necessarily where the fundraiser wants to be.

24. Fundraisers and donors have a relationship of shared conviction. This is much more important than their shared commercial interest.

25. Great fundraising means being “fifteen minutes ahead.” To keep just a little bit ahead you have to learn to spot opportunities and take (careful) risks.

26. Fundraisers should learn the lessons of history and experience.  Anyone who wants to be an effective fundraiser needs first to do some homework.

27. Always say “thank you” properly and often. It is also a good idea to be brilliant at welcoming new donors when they first contact your organization.  
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Nine Keys to Building Relationships

Excerpt from “Relationship Fundraising” by Ken Burnett

1. Be honest.  If any business area should be honest, it is fundraising.  The public expects fundraisers to be honest. Those that don’t view fundraisers as inherently honest and trustworthy certainly don’t give.  So, it pays to be honest.

2. Be sincere and let your commitment show.  Donors are donors because they care enough to take action and support your cause.  Let them see that you care too and that that is why you are on the same side, with a common concern and aim  Your commitment will then encourage them to go even further for the cause.

3. Be prompt. Reply quickly and efficiently to any request. Answer letters the next day, or sooner, if possible. If the issue is important, telephone the donor and explain what action you are going to take.  If it will take time to provide a full answer, write or telephone the donor quickly and say that an answer is being prepared and let them know when it expect it.  Prompt response shows you take your donor’s concerns seriously.  

4. Be regular. Regular planned communication keeps donors in touch, informed, and involved. If you are irregular in your communications be aware that other fundraisers are not so lax.  They also have access to your donors, so they will be in touch when you are not.

5. Be interesting and memorable. By their very nature nonprofits have access to compelling materials.  Use it to the full; present it well. Fundraising is all about telling stories. Make all your materials stand out for its interesting content, style, presentation and unforgettable visuals.

6. Be involving. Don’t allow donors to take a passive role. Ask for their opinions, contributions, and even complaints. Encourage feedback in any way that you can. Invite them to events, offer visits to projects. Make the dialogue as two-way as you possibly can.

7. Be cheerful and helpful. Advertise your helpfulness. Never let donors feel that asking is a trouble. That is what you are there for – to help them. Teach customer care to all your colleagues.  

8. Be faithful.  Always stick to your promises. Let donors see that you are honorable and trustworthy. Stand by your organization’s mission and do not compromise what it stands for.

9. Be cost effective. Donors expect and appreciate good stewardship of their gifts, but are generally well aware of the potential for false economies, which they dislike as much as conspicuous waste. Be open and informative, explain your reasons for financial decisions and show your donors that their money is in good hands.   
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Effective Letters of Gratitude

Excerpt from “Donor Centered Fundraising” by Penelope Burk

1. The letter is a real letter, not a preprinted card. 

2. It is personally addressed.

3. It has a personal salutation (no “dear donor” or “dear friend”).

4. It is personally signed.

5. It is personally signed by someone from the highest ranks of the organization. 
6. It makes specific reference to the intended use of funds.

7. It indicates approximately when the donor will receive an update on the program being funded.

8. It includes the name and phone number of a staff person whom the donor can contact at any time or an invitation to contact the writer directly.

9. It does not ask for another gift. 

10. It does not ask the donor to do anything (like complete an enclosed survey, for example.) 
11. It acknowledges the donor’s past giving, when appropriate.

12. It contains no spelling or grammatical errors.

13. It has an overall “can do” positive tone as opposed to a hand-wringing one.

14. It communicates the excitement, gratitude, and inner warmth of the writer.

15. It grabs the reader’s attention in the opening sentence.

16. It speaks directly to the donor.

17. It does not continue to “sell.”

18. It is concise – no more than two short paragraphs.

19. It is received by the donor promptly. 
20. Plus, in some circumstances, the letter is handwritten. 
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Development Roles

Noel M. Stanek, Kane Stanek Associates

CEO/PRESIDENT

Sets the course for the Development Program and inspires others to action.

1. Serves as the leader of the Development Team, ultimately responsible for its success.

2. Serves as the key representative of the organization with Board, fund raising leadership, donors, prospects, and the community.

3. Develops “partnership” relationships with Board members and key volunteers responsible for fund raising, especially at the major gift level. 

4. Works hand-in-hand with the Development Officer to assure that the Development Program is moving forward according to plan and schedule. 

5. Determines organizational needs & priorities as platform for the goal and Case for Support.

6. Sets the direction and focus of the Development Program.

7. Presents the Development Plan to the Board to engender participation & support.

8. Educates Board members regarding their role in major gift fund raising as appropriate. 

9. Participates in cultivation activities and is able to present an inspiring Case for Support.

10. Participates in solicitation activities as appropriate.

11. Responsive to donor needs and interests.

12. Participates in stewardship activities designed to strengthen relationships with key donors. 

13. Willing to commit time and resources to assure the successful achievement of goal. 

BOARD MEMBER

Key intermediary with prospects & community; sets philanthropic example for others to follow.

1. Articulates vision, plans & need for charitable support and represents and advocates for the organization in the community. 

2. Participates in the planning, provides meaningful input & endorses the Development Plan. 

3. Participates in and supports Development activities.

4. Identifies & provides insights about prospects and potential sources of funds. 

5. Uses personal influence to reach prospects and introduce them to the organization. 

6. Participates in cultivation activities, often serving as key link between prospect and organization. 

7. Participates in solicitation activities as appropriate. 

8. Monitors fiscal, operations and programmatic activities of the Development Program and assures that all are in compliance with policy, plans & goals.

9. Gives generously and asks others to do the same

FUND RAISING LEADERSHIP & VOLUNTEERS

Volunteers who can both “give and get” major gifts. 

Volunteer leadership can be the “maker or breaker” for the Development Program

1. Assists in the development of fund raising goals and strategy. 
2. Provides insights about prospects and potential sources of funds.
3. Identifies and uses personal influence to reach prospects.
4. Participates in cultivation activities, often serving as key link between prospect and organization.
5. Participates, and often leads, solicitation of prospects at the major gift level. 
6. Advocates for organization in the community.
7. Gives generously at a major gift level and asks others to do the same.
DEVELOPMENT OFFICER

Plans & implements the Development Program.

 Facilitates, fosters, inspires, augments, stewards & supports the relationship-building process.
1. Participates in the creation of the Development Plan, facilitating participation by donors, volunteers & Board members.

2. Develops & implements strategies to achieve Development goals.

3. Participates in the creation of the Case for Support.

4. Identifies & researches prospects including individuals, foundations, corporations, public sector & other funding sources.
5. Facilitates contacts with prospects & donors & coordinates cultivation activities & follow-up. 

6. Develops proposals, makes presentations & participates in cultivation & solicitation activities. 

7. Responds to donor needs & manages relationships.

8. Maintains meaningful communications with donors & prospects.

9. Maintains accurate prospect & donor files. 

10. Manages gift receipt, acknowledgement & recognition.

11. Serves as liaison with Board members, volunteers, prospects & donors. 

12. Maintains professional demeanor & represents the organization to the community. 
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