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Fundraising Overview



How Much Was Given Last 
Year?

$260.3 
Billion



Who Gave?
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Where Did They Give?
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Causes Receiving the “Big 
Gifts”

49 Colleges and 
universities

10 Museums and libraries
9 Community 

Foundations
7 Arts groups
5 Foundations
5 Health charities
3 Elementary and high 

schools 

3 Environmental and 
animal-related groups

3 Hospitals and medical 
centers

2 Human-service 
groups

1 Education group
1 Public broadcasting 

group
1 Religious group



Many Ways to Do Fundraising

� Mail
� Phone
� Events
� Major Gifts (from Individuals)
� Corporate & Foundation
� Planned Gifts
� Internet



The Core of the Fundraising 
Process

RelationshipsRelationships



Focusing the Relationship
Identification

Cultivation/Engagement

Solicitation

Stewardship



Dating as a 
Paradigm for 
Fundraising



Where are all the good 
(wo)men?
� It is unlikely that Brad Pitt or Angelina 

Jolie will seek you out if you stay at 
home!

� Go to parties, meet people, join clubs…

� Ask friends to introduce you to their 
friends.

� And if you see an attractive 
possibility…make a move.  Don’t be shy!



Being yourself in the 
relationship
� Must like the person you are trying to 

date: even if you are the perfect “dater”
you will not be able to fake your interest

� Must be funny, polite, interesting, flexible

� Must be confident that you have 
something to contribute

� Must be willing to give as much as you 
take



Before the first date

� Find a way to discuss common interests 
and values

� Find a way to show your best assets

� Maintain a positive behavior and attitude
� Utilize common friends as ways to 

establish a non-threatening environment



Why should (s)he date 
you?
� People don’t date losers (the ‘you 

are my only hope’ approach)
� Why would dating you be attractive 

to her in terms of her relationships, 
her self-esteem, her values?

� What do you two have in common?



The first dinner

� You both know why you are asking her 
out to dinner

� But be aware that you probably won’t get 
what you want on the first date

� Dinner should be enjoyable for both: so 
don’t pressure yourself into an ask, and 
don’t pressure your date into an answer



Popping the question

� Not too early (the ‘who do you think 
I am? reaction)

� Not too late (the ‘what is he waiting 
for? reaction)

� Just ask: let her have time to reply!
� Just ask: be gracious if you are 

rejected



The follow-up in case of 
“positive outcome”

� Remember to send flowers 
after the first date

� Remember not to let too 
much time go by before you 
ask for a second date (she 
might forget about you!)



The follow-up in case of 
“negative outcome”
� Be gracious: she might become 

interested in you later.  Or she 
might be interested in a good friend 
of yours (now now…no jealousy)

� Keep in touch.  Last thing you want 
to show is that “you were interested 
only in one thing”



Maintaining the 
relationship
� Requires your genuine interest: 

cannot be faked
� Don’t allow the excitement of 

the first date to disappear
� Keep the relationship young 

through careful mutual growth



After Lunch…

How to apply “major gift”
fundraising strategy to 
your organization?



Regional & State 
Resources



5. Property

� How are you making a difference?



Please keep in touch . . . !
Valecia Crisafulli, Director
Statewide & Local Partnerships
202-588-6216

valecia_crisafulli@nthp.org

David Cooper, Vice President—Development 
202-588-6330
david_cooper@nthp.org 

National Trust for Historic Preservation
1785 Massachusetts Avenue
Washington DC 20036

National Trust Northeast Office
7 Faneuil Hall Marketplace, 4th Floor
Boston, Massachusetts 02109
617-523-0885
nero@nthp.org


