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Case for Support

Building Your Case

• A short history of your non-profit

• Statistics related to your Mission

• Stories, quotes, and photos from 
your beneficiaries

• A letter from your CEO

• Financial information for nonprofit

• Quotes or stories from other donors explaining 
why they give to your nonprofit



Case for Support
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Finding the Right Prospects

Build Your Pipeline from Within
• Look at annual and mid-level giving
• Assess loyal and consistent annual donors

Attracting New Donors
• Build a profile of ideal prospects
• Conduct prospect research



Finding the Right Prospects

Prospect Research

• Identify major gift prospects

• Update biographical information

• Find new prospects

• Map out cultivation

• Explore engagement opportunities



Building Relationships

• Cultivation: Building a relationship 
with a prospect 

• Stewardship: Relationship building and 
communication that starts after a 
donor makes a gift 

What’s the difference between cultivation and stewardship?



Cultivation

Donors make charitable decisions based on several 
factors:

• Personal experience

• Connection to family & friends

• Opinion of organization’s leaders

• Public knowledge of the organization

• Affinity for your Mission



Building a Proposal 



Building a Proposal 

• Personalize it

• Align the ask to their philanthropic goals

• Put a dollar amount

• Focus on the impact

• Preview of stewardship opportunities



Making the Ask

• Call and schedule the meeting

• Who attends the meeting

• Where is the meeting held

• Preparing for the meeting

• What language to use



Gift Agreements

• Set timelines

• Manage expectations

• Protect your organization

• Create positive and 
professional experience



Recording the Gift

Reporting Needs
• Coding/linking gifts

Donor Requests
• Tracking naming rights/preferences

Clear Documentation Policies
• What to do before the gift is made



Pledge Payments and Invoicing

• Pledge Reminders

• Donor Communications



Stewardship

All major donors should have a stewardship plan to: 

• Help keep the donor engaged 

• Continue cultivation for their next gift

• Make them feel appreciated

Manage the gift(s) the way a donor intended 

Keep them involved & report back on how their gift 
made an impact – be specific



Stewardship Plan

Create a matrix based on your giving levels

Example:
• Donors under $500 receive a thank you letter and 

quarterly newsletter

• Donors over $500 - $5,000 receive all of the above 
plus a handwritten note from the CEO and a mention 
on Facebook

• Donors above $5,000 receive all of the above plus a 
personal tour and donor spotlight on the website



Donor Appreciation

Be Genuine, Be Personal, Be Visual

• Donors don’t want a bunch of stuff with your 
logo on it – not a good resource of their funding 

• A personal thank you is more meaningful – be 
thoughtful and include a story if applicable  

• Show their ownership in your Mission - “you” did 
this versus “we” did this 



Donor Recognition
Be intentional and create a plan for all gift levels

Examples: 

• Personal thank you note from CEO

• Gift Announcement

• Check presentation and photograph
• Donor spotlight for publicity / social media
• Press release 

• Special invitation / tour

• Plaque to commemorate the gift



Renewing the Gift

• Stay in touch

• Report often on impact of gifts

• Consider other ways to give



Thank You!


