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Why Face-to-Face?

More than 80% of 

donations come from 

individuals.

Less than 20% come 

from corporations and

foundations combined.

Bored Board?
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Start with Your Board

100% Participation
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Don’t Let this Happen to You!

How Much is Enough?

Board Minimums –

Required amount to 

serve on a board.

Stretch Gift –

A large gift for donor’s 

personal budget.
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#1 Charity

Give and Get
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Do You Have a 

Fundraising Board?

How to Motivate Your

Board Members
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Donors and Potential Donors

Community 
Members

Past Donors 
& Other  

Supporters

Donors and 
Volunteers

Staff and 
Board 

Members

Fundraising Cycle

Identification

CultivationSolicitation

Stewardship
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Identification

What Makes a 

Good Prospect?

Capacity:  Having the money to give.

Inclination: Interest in your cause, mission, 

or organization.
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Your Database is a Goldmine

Bulk Mail
(Snail and Electronic)
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Largest Donors

Make a list of your 

largest donors. 

Be sure to include one 

time gifts and 

cumulative giving.

Make Your Top 10 List
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Loyal Donors

Repeat donors:

- 3 of the last 5 years

- 7 of the last 10 years 

At any level of giving.

Now Make a Longer List

Make a list of your 

best prospects. 

Include your largest 

and most loyal donors. 

Develop a list of your 

top 20 - 30 prospects.
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Use Current Networks

Organization

Friends 

& Family

Volunteers

Board 
Members

Staff
Service 
Clubs

Vendors

Houses of 
Worship

Friend-Raising
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Don’t Miss Any Opportunities

Cultivation
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Create a Plan

Getting the 1st Meeting
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Gratitude

Heart Strings
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Volunteerism 

and Engagement

Pick Up the Phone
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Relationship Building

Ask Good Questions

• Open ended

• Lead to next gift

Examples: 

- What first drew you to our organization?

- What do you like most about our programs? 

- How could we improve? 

- Would you be interested in personally supporting 

these programs and in what way? (Provide options.)
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Cultivation Activities

• Meeting at home or office

• Program tour

• Volunteer opportunity

• Serve on committee

• Attend fundraising event

• Attend program event

Cultivation Outcomes
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Solicitation

How Much?



9/12/2011

20

Know What You’re Asking For

Who Should Ask?
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Where to Ask?

Sit Back and Be Quiet
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Be Prepared to Respond

Stewardship
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Break for Questions

For more information on individual fundraising

and a copy of my FREE eBook: 

Simple Things You’re NOT Doing to Raise More Money, 

4 Simple Secrets to Big Bucks Fundraising

Visit my website: tripointfundraising.com

How to Raise More Money

Start with your board.

Identify your top donors.

Build relationships.

Ask for a specific gift.

Express gratitude.
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Call to Action

Face-to-Face

Bulk Mail

Grants

Events

If you don’t ask, you won’t get.
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For a listing of the 2011 AFP Web/Audioconference Series, please visit our 

website at www.afpnet.org in the professional development section.

Coming Next….

September 28, 2011

1:00 – 2:30 p.m. ET

Nonprofit Internet Management 

Strategies, Tools and Trade 

Secrets

TED HART, ACFRE
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