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Andy is a fundraising consultant. Last year, he came to a meeting 

with self-advocates and allies to teach us about fundraising. We are 

excited to work with him again because everybody loved his 

presentation. 

Andy knows what he is talking about. He was easy to understand 

and good at explaining fundraising. For more than 35 years, Andy 

has worked with all kinds of nonprofits in 47 different states and 

across Canada.

He has written six books including the most recent Train Your Board 

(and Everyone Else) to Raise Money. When he is not on the road 

traveling, he is at his home in Plainfield, Vermont.



Logistics

●You can download the handouts-but we will 
also email them to you

●You will be muted when Andy’s presenting

●Please write any comments in the chat box



Creating a 12-Week 

Major Gifts Campaign

Presented by Andy Robinson
Sponsored by Green Mountain Self-Advocates 

And partners organizations around the Northeast



● Does your organization meet with donors and 

ask for gifts?

● What’s worked? What hasn’t? What have you 

learned?

Where are you now?



● You decide the amount

● Avoid “scarcity mentality”

✓ 70% of Americans give to nonprofits

✓ Median household giving is $1300 - $2000

● Limiting factors

✓ Number of asks you can do

✓ Number of relationships you can manage 

My advice: Focus on asks of at least $250 or $500

What’s a “major gift?”



● A time-limited fundraising effort (generally called a 

“campaign”) allows you to set goals, create a calendar, 

build momentum, and hold people accountable

● If you’re well-organized, 6-10 weeks is possible

Why 12 weeks?



● Fundraising is about relationships, not money

● People typically give 5-10 times more in person

than through the mail

Why face to face?
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1. Why give to your nonprofit? What’s your unique role?

2. What are you working on? Why is this work important?

3. Why is the gift needed now? What impact will it have?

Before you begin

Clarify the case for the campaign



Typically, 

10% of the donors give 60% of the money

20% of the donors give 20% of the money

70% of the donors give 20% of the money

Step 1

Set a goal and build a gift chart
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Step 2

Create a campaign calendar
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● Internal: Tracking forms, training materials, phone scripts

● External: Letters, FAQs, other printed pitch materials

Step 3

Create materials



● Identify potential askers: board members, committee 

members, other volunteers, loyal donors

● Provide training

● Create lines of accountability: Who reports to whom?

Step 4

Recruit and train askers



Ability: Do they have money to give?

Belief: Do they care about your issues, programs, 

community, etc?

Contact: Do they have relationships with your leaders, 

staff, donors, or key volunteers? Are they already 

contributing money, time, or both?

Step 5

Identify and assign prospects



● Identify prospects, beginning with current donors 

● “Rate” prospects: Giving potential plus strength of 

relationship with your nonprofit and/or a specific asker

● Set ask amounts for each prospect

● Assign askers



● Send letters and/or email 

requesting meetings

● Schedule by phone and email

● Meet with prospects to ask for 

gifts; OK to ask by phone when you 

can’t schedule a meeting

Step 6

Engage prospects



1. Build rapport

2. State your goals for the meeting

3. What’s the prospect’s motivation? Why does she 

care about your mission? What’s his connection to 

your programs?

Structuring the “ask meeting”



4. Present your organization’s goals, programs, 

and financial needs

5. Ask for the gift

6. Respond to objections

7. Close the meeting; restate any agreements



● Set weekly goals: Number of letters sent, phone 

calls made, and visits completed

● Hold periodic check-in meetings or calls

● Provide incentives (prizes, etc.) as appropriate

Step 7

Hold each other accountable



● Thank donors by mail, email, phone, etc.

● Wrap-up party for volunteers (donors, too!)

● Evaluate the campaign: What worked? What didn’t?

● Share your results with everyone

● Identify leaders for the next campaign

Step 8

Celebrate and evaluate



Putting it all together
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Andy’s book 
Available from 

www.emersonandchurch.com

http://emersonandchurch.com/bookstore/train-your-board-and-everyone-else-to-raise-money/


Good luck and stay in touch!

www.andyrobinsononline.com

www.trainyourboard.com

http://www.andyrobinsononline.com/
http://www.trainyourboard.com


Green Mountain Self-Advocates

www.gmsavt.org

North East Advocates Together

www.neat-peers.org

Thank You!!

http://www.gmsavt.org/
http://www.neat-peers.org/

