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Development 
Planning



Donor Funnel

Annual Fund Donor 
Retention, Direct Mail, Multi-

Chanel Solicitation

Corporate Partnerships, 
Foundation Proposals, Leadership 

Gifts, EITC

Major Donors, Planned Gifts



Donor cycle



Donor 
Engagement 
and 
Cultivation



Gift Recognition
This is where creativity is key!

Gift Range Letter Phone Call Next Steps Valentines Day Because of You 
Reception

Annual Report 
Listing

Invitation to school 
musical

Under $100 Within 3 days None Yes

$100-$250 Within 3 days None Yes Yes

$250 Within 3 days From Executive 
Director

Valentine Card 
signed by Board 
Member

Yes Yes Yes

$500 Within 3 days From Executive 
Director

Valentine Card 
signed by Board 
Member

Yes Yes Yes

$1,000 & Above Within 3 days From Board 
President 

Call from 
Executive 
Director

Valentine Card 
signed by Board 
Member

Yes Yes Yes



Donor Valentines

We think you’re Dandy….and We’re Not Lion!  Card included a few things we had 
accomplished with donor support and a large note written by a board member.



Make the most of your cards



Alumni 
Businesses



Resource: 
FoundationGive



Fundraising 
Calendar
Recommended 
Resources: 
Airtable



Events vs. Other 
Strategies

 Cost per dollar raised
 The right mix of events and 

other strategies
 The key to maximizing events 

is the donor engagement 
and cultivation after the 
event and in the mission



Resource: Moxie Events Selfie 
Station 



Event Auctions
Consignment 
and Auctria



Sample Direct 
Mail 
Segmentation 



Sample Direct Mail Timeline



Sample Letter



CRM – Donor Database

 Several options to fit small budgets including Bloomerang, Little 
Green Light, NEON and GiftWorks.  Ask colleagues what they like 
and why.  

 It is important to move away from Excel sheets – especially as you 
consider wealth screening services.



Sample Wealth Screening: 
DonorSearch



Sample Wealth Screening: 
DonorSearch



Major Gifts

 Major gifts are still the most cost effective way to fundraise
 The challenge is prioritizing those relationships when you’re a small 

organization, so much to do!
 Prioritize your top 40 Major Gift Prospects
 Invite a team to help you
 Build the relationships and strong mission marketing



Major Gifts
Resource



Sponsorships – The Right Fit for 
Some!



Resources to Consider 
Video: Promo.com





It All Works Together

Special Events, Direct Mail Acquisition, 
Crowdfunding

Annual Fund Donor Retention, 
Direct Mail, Multi-Chanel Solicitation

Corporate Partnerships, 
Foundation Proposals, 
Leadership Gifts, EITC

Major Donors, 
Planned Gifts



Resources to Consider 

 Quick social medial graphics: Canva.com
 Cheap and comprehensive online forms: Cognito.com
 Gail Perry’s resources – Insiders, Major Gifts Coaching, blog and 

email.
 Bloomerang has good webinars, downloads and community 

resources for all nonprofits



Questions, Thoughts and More

Abigayle Tobia
Atobia@northallegheny.org


