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Planning (s t rateg i ca l ly )  for  Major  Gif t s  Deve lopment 
 

How the planning process creates a narrative and develops the 
leadership necessary for successful major gifts fundraising. 

 
Strengthening your organization in the here and now, making it more functional and effective; 
that’s important . . . and it’s what annual giving is all about.   
 
By contrast, major gifts fundraising is about the future and how you plan to get there.  Major 
gifts are about advancing your organization in some 
significant way, about taking your organization from where 
it is now, to some better and greater place, a place that 
makes a real and significant difference in the lives of those 
you serve.  
 
Where do the ideas, the plans, and the language come from 
that show the way forward? They come directly from your 
strategic plan.  And it’s your strategic plan that is the 
irreducible basis of your major gifts case for support. 
 
Using Strategic Planning for Leadership Development 
 

Getting your organization’s plans for the future down on paper (and wordsmithing the 
content into a compelling case for support) represents only half the value of a properly 
executed strategic planning process. Just as important, particularly as it affects major gifts 
fundraising, is how you arrive at the plan and who is involved in the process.   
  

 

 
 

 
Create a more effective and 
successful fundraising board 
with our two-hour, half-day or 
full-day workshops with fees 
starting at $995. Call or email 
us at info@fundraising.org to 
schedule a workshop for your 
staff and board. 

 
Workshops Include: 

• Developing a Compelling Major Gifts Case for 
Support   

• The Ten Critical Issues for a Successful Major 
Gifts Program 

• The Use of Interactive, Online Media to Deliver 
Your Case for Support 

• How to Ask For (And Get) Major Gifts 
 

Your s trateg i c  p lan 
. . .  i s  the  i rreduc ib le  
bas is  o f  your major  
g i f t s  case  for  support .   
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Here’s why:   
         

• Strategic planning is the best opportunity you have to engage top volunteer 
leadership.  The top people in town, the kind that have the resources and the 
influence to make your plans a reality, the ones you need to make major gifts and 
encourage others to do so, are likely not on your 
board. Some of your best prospects are very 
busy people who aren’t ready to make the 
commitment to sit on your board.  At least, not 
yet.  But that doesn’t mean they’re not interested 
in your organization and the good work that you 
do.  Tell them that you need them to help think 
through the future of your organization and its 
impact on your community in the years to come.  
Tell them that this is ad hoc, that you only need 
them for a month or two or three to get together 
with a small number of their peers to shape and 
give substance to your organization’s strategic 
plan.  Maybe they don’t want to sit on your 
standing audit committee, but if you approach 
them the right way, they’ll know that an exercise 
in determining the future of your organization is worthy of their special talents and 
insights. 

 
• It’s a way of making your organization a player in addressing pressing 

community needs.  The most compelling case for support says that the community at 
large will benefit from a major gift as well as the individuals who actually use your 
programs and services.  To make this a reality, to give substance to your organization’s 
commitment to the larger purposes and needs of your community, you need to involve 
public figures as well as other recognized community leaders in the process of making 
your strategic plan.  Maybe they’re not part of the formal strategic planning process, 
but their voices must be heard and their influence felt if you are, in the end, able to say 
with credibility and conviction that your plan and subsequent fundraising efforts will 
make winners of us all, that everyone will benefit.         

…to give  substance  to  
your organizat ion’s  
commitment to  the  larger  
purposes  and needs o f  
your community ,  you 
need to  invo lve  publ i c  
f i gures  as  wel l  as  o ther  
re cognized community  
l eaders  in the process  o f  
making your s trateg i c  
p lan.  
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Make a Plan to Place Fundraising at the Heart of Strategic Planning 
 

So, how to get the most out of your strategic planning process?  Here are some ideas: 
1. Make sure that the right people are at the table.  For strategic planning you need the 

leadership of your board and the top leaders of your community, individuals of influence 
and means who can make your plan a reality. 

2. Make sure that you, your executive director and the chair of your fundraising committee 
are also at the table, and identify others of importance, both internal and those in the 
community who need to be consulted on an ad hoc basis as your plan is under 
development. 

3. Make sure that your strategic plan is about the future of your organization rather than 
operational capabilities that enhance your ability to deliver current programs and services. 

4. Make sure that the plan is directed toward improving the lives of your service constituency 
and the community in general, rather than one that focuses on institutional needs.  

5. Test the final draft of the strategic plan on your top leadership and solicit commentary 
from key additional constituencies before your plan is voted on by your board and 
published. 

6. Make sure that the strategic planning process is 
well-defined, adequately directed, and time-limited. 

7. Don’t stop until you are satisfied that your 
strategic plan can be understood and 
enthusiastically supported by those outside your 
organization as well as those close to home.  And 
don’t forget: fundraising is often the principal, if 
not the only means by which the goals and 
objectives of your strategic plan are made 
possible…and it’s the strategic plan that is the 
basis of your major gifts case for support.  

 
In summary: The strategic planning process not only establishes the basis for your best case 
for support, it also represents the most effective and likely means by which to engage and 
cultivate relationships with the kinds of top volunteer leadership that are essential to the 
success of major gifts fundraising.   

…fundrais ing i s  o f t en 
the pr inc ipal ,  i f  not  the  
only  means by which the 
goals  and obje c t ives  o f  
your s trateg i c  p lan are  
made poss ib le…  
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Guidance for the Planning Process 
 

Whether you’re creating or updating your strategic plan, looking for ways to engage top 
community leadership, or needing to create a major gifts case for support based on your vision 
for the future, we can help. It’s what we do. 
 

 


