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O U R  W I N N I N G  A G E N D A

Understand the fundraising cycle.

Finalize purpose and logistics of basketball event.

Quantify expectations for engagement & 
fundraising. 
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D O N O R  P Y R M A I D

Planned Giving
Bequests

Planned Gifts

Major Gifts
>$5,000

Endowment                          Capital Campaign
Major Gifts (Individual, Corporate, 

Foundation)                   

Annual Giving
<$5,000

Annual Appeal                         Direct Mail                    Special Events
Online Gifts                            Newsletters                  Monthly Giving 

i n v e s t m e n t

i n v o l v e m e n t

i n t e r e s t

i n f o r m a t i o n

i d e n t i f i c a t i o n



L O N G  T E R M  D O N O R  VA L U E

Attends annual 
banquet.
$100 gift

Receives 
newsletter.

$25 gift

Receives annual 
fund appeal.

$300 giftMr. & Mrs. 
Coleman

$ 4 2 5

Receives annual 
impact email.

$100 gift

Receives quarterly 
newsletters.
$100 gift x 4

Attends annual 
banquet.
$100 gift

Bequeath to 
organization.

$10,000

Receives quarterly 
newsletters.
$100 gift x 4

Receives special 
project appeal.

$5,000 gift

$ 6 2 5 $ 1 5 , 4 0 0
LT V

$ 1 6 , 4 5
0





F U N D R A I S I N G  C Y C L E

IDENTIFICATIO
N

QUALIFICATIO
N

CULTIVATIONSOLICITATION

STEWARDSHIP

ID potential donors/leaders.

Determine if the individual is a 
viable prospect.

Move the prospect towards
solicitation.

Ask for a gift of a specific amount
to a specific initiative. 

Update, thank, recognize the donor
on the use and impact of their gift.



Finalize purpose and logistics of basketball event.
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• SPECIAL 
EVENTS
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EVENTS

• SPEAKING 
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MEETINGS

• COMMITTEE 
MEETINGS
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GIFT

• CORPORATE 
GIFT

• SPONSORSHIP
S

• SPECIAL 
EVENTS


