
Welcome! 

Building a Major Donor Program



Purpose & Intended Result

Purpose: To show how a Major Donor Program can help your camp have a 
breakthrough in fundraising, deeper donor engagement and more loyal funders.

Intended Result is for you to understand:
★ What is involved in building a Major Donor Program
★ What your next steps could be to get started 



Why a focus on a Major Donor Program?

Total Giving in United States in 2021
$484.9B

Individual Giving is $326.9 B (living individuals) + $46.0 B for 
charitable bequests = $372.9 B (77% of total giving)

Foundations give $90.9 B (18.7%)

Corporations give $21.1 B (4.3%)

Source: Giving USA 2022 Report on 2021



Veritus Group suggests there are 5 Important Reasons you 
should have a Major Gift Program

1. It is a strategic and important function of fundraising

2. It gives your donors an important way to express their passion to your 
organization!

3. It develops a superior return on investment (ROI)

4. It offsets the poor ROI of donor acquisition

5. It is a natural path toward planned giving (legacy)
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The 5 Points of Possibility to Build a Culture of Philanthropy



It changes everything.

Why do I think its important to do this?
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Photo by Ian Schneider on Unsplash

What are the 
challenges to 

building a Major 
Donor Program? 

Photo by Darren DeLoach with UnSplash

https://unsplash.com/@goian?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/join-us?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText


Do you have buy in? 

Photo by Ian Schneider on Unsplash

Do you have the buy-in to 
prioritize it?

https://unsplash.com/@goian?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/join-us?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText


Consider this: 

Language is where 
your organization’s 
future is already 
written.

If you don’t get 
buy-in for 

building a Major 
Donor Program, it 

will fail. 
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Photo by Ben White on Unsplash

• Build a development team to take on 
portfolios. Find individuals who are good 
at building relationships….including…

• Development Staff
• Executive leaders
• Board members
• Program staff

• Help people decide how many people 
they can take on…

Who will take on a portfolio? 

https://unsplash.com/@benwhitephotography?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
https://unsplash.com/s/photos/test?utm_source=unsplash&utm_medium=referral&utm_content=creditCopyText
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Carving out Time
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Do the Math

How to Determine the Size of Your Portfolio (or portfolios of your team)
★ How many hours can you devote to this? 
★ A full time (40 hours/week) MGO portfolio = 150 donors
★ 20 hours/week = 75 donors

How many in your Donor Pool to get a healthy (qualified) portfolio? 
★ You need 3 donors for every one who will want to be engaged and be part 

of your portfolio
★ Do not skip the step of determining who the best candidates are for a 

healthy portfolio



Carving out Time
Major Donor Work
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Not every donor wants to relate to you!

Only 1 in 3 donors are interested in relating to you!

You need to uncover those who want to relate to you. 



You only have so much time!

Focus on Donors with the MOST POTENTIAL

How much time do you really have?  How many hours per week? 

No Prospecting!! 

AVOID distractions!
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Be a wise steward of the money invested in you

There is a Return on Investment (ROI) for you.

Focus on that which will get the biggest bang!

“A” donors should get the majority of your MD time

Do not spend too much time in the office – once you determine who should be in 
your portfolio, go meet with them!



The Objectives of Discovery 
Meetings: 

• To have meaningful 
connections with your best 
donors.

• To find out if they want to 
connect with you and if so, 
how.

• To find out what they have 
in abundance that they 
might like to share with 
you… 
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Step 1: A Caseload Pool
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Step 1: A Caseload Pool
• Recency – how long since the donor’s last gift? 

20



Step 1: A Caseload Pool
• Recency – how long since the donor’s last gift? 
• Gift Amount – how much do they give, cumulatively 

each year? 
• Add up 4 years for each donor.  Does it equal a 

major donor?
• You may want to separate capital gifts, or other 

unique one-time gifts.
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Step 1: A Caseload Pool
• Recency – how long since the donor’s last gift? 
• Gift Amount – how much do they give, cumulatively 

each year? 
• Capacity – history of giving to other organizations, 

conversations you’ve had with the donor, or perform 
a wealth overlay
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Step 1: Determine Your Caseload Pool
• Recency – how long since the donor’s last gift? 
• Gift Amount – how much do they give, cumulatively 

each year? 
• Capacity – history of giving to other organizations, 

conversations you’ve had with the donor, or perform a 
wealth overlay

• Relationship – who has been managing the donor? How 
connected are they? 
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Veritus Group Metrics

• Total Dollars Raised

• # of Meaningful Conversations

• # of Stewardship Calls

• # of Asks

• Working the Plan for Each Caseload Donor

• How Did Each Donor Perform from Year to Year? 
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Choose Your Tool 

The Veritus Group Marketing Impact Chart
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Smart Sheet as a Tool to Track your Major Gifts Portfolio
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Rainmaker Downloads
rainmkr.com
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Clean up 
data and 
segment

Create 
POOL of 
donors

Start Discovery 
meetings to determine who 
is interested in engagement.

Use Discovery Meetings 
to Discover what people have in 
abundance (interests, ideas, 
resources, etc.) and if/how they 
want to play.

Use Info from 
Meeting to create 
a customized plan

Set a Goal and establish 
strategies and custom 
steps

Bring Marketing and Mass 
Communications into Plan, if 
that is appropriate for the 
donor.

Work the Plan

LIFE CYCLE OF A 
MAJOR DONOR

Bring Marketing and Mass 
Communications into Plan, if 
that is appropriate for the 
donor.
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REFLECTION TIME: 3 minutes

1. Who could you have a Discovery Meeting with? 

2. What questions would you ask to get in touch 
with their favorite ways to volunteer, spend 
their time, and help camp? 

3. What questions would you ask to find out what 
their favorite aspects of camp are? 

4. What are ways that you could steward them? 
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Breakout – Paired Share

What is one thing that you have 
taken away from this workshop 
that you will take on? 

Who could you enroll in being 
part of your major donor team? 

Who will you have a discovery 
meeting with? 



“Until one is committed, there is hesitancy, the chance to 
draw back, always ineffectiveness. Concerning all acts of 
initiative and creation, there is one elementary truth the 
ignorance of which kills countless ideas and splendid plans: 
that the moment one definitely commits oneself, then 
providence moves too.

All sorts of things occur to help one that would never 
otherwise have occurred. A whole stream of events issues 
from the decision, raising in one's favor all manner of 
unforeseen incidents, meetings and material assistance 
which no man could have dreamed would have come his 
way.

Whatever you can do or dream you can, begin it. Boldness 
has genius, power and magic in it. Begin it now.”

William Hutchinson Murray
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