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Workshop Overview 
CAP Credits:10 Points 
with a focus in 
annual fund design & 
strategy, major donor 
development strategy, 
communications  & 
marketing, and donor 
relations

If you could build a top 
producing advancement 
department for your 
college, what would 
you include? What 
would you eliminate? 
Too many colleges 
spend time, money and 
effort on fundraising 
plans that don’t 
work. Fine tune your 
efforts and create a 
sustainable donor 
development program 
that supports your 
vision.

ABHE

Wednesday, February 21
8:30 – 9:30 Session 1 — Build a Solid Fundraising Foundation

Overview: Are you positioned for fundraising success? Do you have the right vision, right team 
and the right strategies in place? Diagnose your gaps and discover how to overcome your 
weaknesses to build and effective fundraising effort.
• Articulating a compelling vision to gain support.
• Staffing a highly-qualified and motivated team.
• Job descriptions for top producers.
• Fundraising is a team effort.

9:30 – 10:00 Q & A Discussion

10:00 – 10:30 Refreshment Break

10:30 – 11:30 Session 2 — Identifying, Cultivating and Soliciting Major Donors
Overview: Every college wants an effective major donor effort, but few are willing to take the 
time to cultivate deep donor relationships. The most qualified donors with have a strong link to 
the college, a deep interest in Christian higher education and the ability to make a significant 
investment.
• Research – Who do you know?
• Romance – How can you cultivate strong relationships?
• Request – What is the right time and right amount to ask?
• Recognize – What are the best ways to say, “thank you?”
• Recruit – How can your donors lead you to other donors?
• Report – How can you convert a one-time gift to a lifelong relationship. 

11:30 – 12:00 Q & A Discussion

12:00 – 1:00 Lunch on your own

1:00 – 2:00 Session 3 — Speak Your Donor’s Language
Overview: Most major donors support multiple organizations. How can you communicate in ways 
that separate you from others and increase your level of support? You must listen to your donor 
and speak so they understand the eternal impact you are making.
• You’re speaking, but why aren’t your donor’s listening?
• Learning to listen before you speak.
• Communicating effectively to financially-minded donors.
• Capturing the power of storytelling.

2:00 – 2:30 Q & A Discussion

2:30 – 3:00 Refreshment Break

3:00 – 4:00 Session 4 — The Art of the Ask
Overview: Asking for major and mega gifts can be intimidating, but asking is the core of what 
every advancement officer does every day. Everyone on the advancement team: the president, 
executive team, advancement department staff, major gift officers and board members need 
encouragement to:
• Schedule the appointment.
• Maximize the ministry partner visit.
• Ask boldly.
• Follow up effectively.
• Strengthen donor relationships.

4:00 – 4:30 Q & A Discussion

6:30 –   Dinner & Fellowship – Connections Dinner in Ballroom C-D


