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THE FIVE STRATEGIES
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1. PERFECTING MESSAGING

2. UTILIZING DATA

3. PERSONALIZING MASS COMMUNICATION

4. APPLYING THE MAJOR GIFT MODEL

5. CUSTOMIZING BEST PRACTICES

BONUS: LEADERSHIP IN DEVELOPMENT (THE “T.I.M. 

PRINCIPLE”



2 PROVEN PRACTICES WITHIN STEP FOUR: 

APPLYING THE MAJOR GIFT MODEL
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1. The 7 essential elements of a great annual fund plan

2. Making the annual fund ASK

a. A 4-step process for high-end annual fund asks

b. In-the-trenches insights to overcome the fear of asking
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Defining the Annual Fund
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A distinct,

renewable,

annual campaign 

that raises money

and generates awareness

for a non-profit mission.



The skill gap
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The 7 Essential Elements 

of an annual fund plan
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1. A clear dollar goal

2. A hard deadline

3. Gift chart (# gifts needed/ levels)

4. Case for support

5. List of prospects

6. Someone or a team to make visits

7. Strategy timeline with tactical milestones

Ready BEFORE Day One!



The Annual Fund Visit Program
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1. $1,000-$4,999 capacity with higher engagement scores

2. Young professionals, entry level pay grades

3. Major gift officer training ground

4. Larger lists that are geographically specific

5. Intense, short-term training 

6. Clearly outlined process & scripts 

7. Add AF asks to all MG asks

8. INCLUDE handwritten note campaigns



A 4-Step Process 

for High-End AF Asks
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1. Research

2. Visit

3. Tell the Story

4. Connect to the 

Donor’s Needs



Overcoming the FEAR of the ASK
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Train, or use my MGO’s to train, 
Annual Fund Officers. 

Relax. It’s a conversation.

Are you going to ask me for money?!

Always take the meeting!

Mission you love.

Needs of those you serve.

Invitation to join you.

How to USE the gift chart!

We don’t twist arms. The donor is in 
the driver’s seat.


