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Fundraising Fundamentals

Part 3 – Cultivation
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Cultivation/Solicitation Sample of Blank Worksheet
Anycity

Daily Working or Cultivation Calendar

Successful fund raising requires a communications strategy that concentrates on cultivating prospects and donors as well as building relationships through regular contact. A cultivation calendar will help you keep your relationships in perspective on a regular basis. Summarize all contact your nonprofit has had with a prospect or donor. This will allow you to fill any gaps in your communications process. You can adapt the form below to fit the needs of your organization. You may choose to alter headings or keep separate worksheets for cultivation and solicitation.
	Organization
	Gifts
	Board Connections
	Comments
	Cultivation

	
	
	
	
	Call
	Visit
	Letter
	Other

	

	Organization
	Gifts
	Board Connections
	Comments
	Solicitation

	
	
	
	
	Proposal
	Other
	Follow-Up
	Comments

	


Cultivation/Solicitation Sample of Completed Worksheet
Anycity

Sample of Completed Working or Cultivation Calendar

 

	
	
	
	
	Cultivation
	Solicitation

	Organization/Individual
	Gifts
	Board Connection
	Comments
	Call
	Visit
	Letter
	Other
	Proposal
	Other
	Follow-Up
	Comments

	Bigbucks, Sally

789 Valley Rd.

Anycity, USA

555.897.0978
	
	Possibility


	Knew founder well. Very active in community. Was United Way Chair


	Piedmont to call – 6/10


	Chair to visit 6/20


	Thank you

letter 6/21


	Cultivate for board first, then look at possible gifts


	
	
	
	Revisit for gift potential in November



	Bogus Bank

John Smith – CEO

W. Alton Piedmont –

Retired CEO

123 Main Street

Anycity, USA

555.419.1234
	Average potential – $5,000


	Yes: Piedmont – Chair


	Piedmont – potential for personal gift; help get corp gift


	7/12 – call to

set appt with Piedmont & Smith


	7/20 – visit Piedmont;

ask to submit proposal


	7/23 – sent thank you for meetings


	Update Piedmont

monthly as chair


	Submit for corp support $10,000 by 9/15


	Get letter of support from Piedmont


	Local director to call week of 9/21 re: status

proposal


	Be sure to cc

Piedmont on proposal

	Reach Advertising

Jane Jones, Mgr.

Reach Foundation

1100 Wilson Blvd.

Otherplace, USA

555.728.3285


	$10,000: Look for creative approaches to neighborhood improvement, etc. Average: $1,000 – $10,000


	
	Interest in crime prevention – may

Be possibility for new community

Safety program
	7/15 – call to get guidelines – no calls accepted – send letter


	Try to get appt for local

director next trip 8/15


	Letter to local contact for appt 8/2


	7/12 – research for potential


	
	
	
	Hold for

further

cultivation




	
	
	
	
	Cultivation
	Solicitation

	Organization/Individual
	Gifts
	Board Connection
	Comments
	Call
	Visit
	Letter
	Other
	Proposal
	Other
	Follow-Up
	Comments

	Wealthy Foundation

Henry Dough –

Exec. Director

1104 Commonwealth

Anycity, USA

555.456.1879
	Average: $50K – $500K

Human services & higher ed


	
	Large potential; lists housing

and community development as interests; needs connection
	COMPLETE WHEN STRATEGY IS CLARIFIED WITH A CONTACT


	
	Include on prospect list for review

with board


	
	
	Hold for

further

cultivation




 

 

Note: Adapt to your environment — you may choose to alter headings or to keep separate work plans for cultivation and solicitation. Create what works best for your office!!
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