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Overview of Development Practice

Fundamental Course Outline
1. Institutional Readiness 

· Commitment from the Board

· Commitment of staff time and resources

· Understanding of donor history through accurate record keeping 

· Organizational Mission

· Community Awareness

· Constituent Capability

· Self-assessment – who’s a part of the conversation?

2. The Development Plan

· Based on the mission and vision of the organization and the long-range plan

· Assess and quantifies need

· Identifies prospect/donor constituents

· Develops broad and individual strategies for each constituency

· Action outline of tactics, dates, and assignments

· Goals for number of prospects, number of donors, number of gifts, number of dollars

· Integrates annual, capital, and planned giving strategies 

· Contains and executive summery

· Can be implemented, reviewed, evaluated, updated 

3. Development Tactics

· Annual Giving – the organized effort to obtain gifts on a yearly basis, usually to support operations.

· Individual giving programs, direct mail, gift clubs, etc.

· Grant writing

· Special Events

· Much of this effort is in prospecting, introduction, and building relationships 
· Major/Capital Giving – funds raised for building including construction, equipment, endowment, and scholarship

· Individual giving – relationship building

· Grant writing

· Corporate Giving – don’t forget to ask your vendors

· Not necessarily a campaign, may be done on a case by case basis to meet donor interest. 
· Planned Giving – the integration of sound personal, financial and  estate planning concepts with the individual donor’s plans for lifetime testamentary giving. 

· Ongoing programs of awareness and invitation

· CEO Roles

· Board Roles

· Development Officer Roles 

· The Case for Support  - make your strongest case

· What is the need you fulfill?

· How are you meeting this need?

· Who are the board and staff leaders, what is the history, track record?

· Why should the donor give 

· Develop plans for receiving: 

· Cash

· Securities

· Real Estate

· Personal Property

· Insurance

· Bequests, Trusts, Annuities

· Measure Results

· Fundraising cost analysis

· Benchmarking to goals

· Time Management

4. Samples


Case Statements


Gift Acceptance Policies
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