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The Paradigm Shift: Fundraising vs. Philanthropy
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The Core Truth: Fundraising is transactional; Philanthropy is relational.

• Fundraising: Focuses on the organization’s needs 
• ("We need money for X"). It is often episodic and urgent.

• Philanthropy: Focuses on the donor’s vision 
• ("I want to solve Y"). It is long-term and values-based.

• The Goal: 
• We are not looking for a "donation"; we are seeking a partner in impact.

• Key Takeaway: 
• Success isn't measured by the transaction, but by the strength of the bond.



The Currency of Major Gifts 

Trust is the Currency The Core Truth:

• Earning trust takes time; destroying it takes a second.

• The Foundation: Major gifts are not impulse buys. They are investments made 

by people who trust leadership to deliver results.

• The Alignment: Trust is built when we stop "selling" and start listening.

• Shared Passion: We are looking for the intersection where the organization’s 

mission overlaps with the philanthropist’s personal passion.

• The Metric: If you haven't established trust, you haven't earned the right to ask.
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The “You” Focus:

Understanding the Investor The Core Truth: 
 You cannot request an investment without appreciating the investor.

• The Three Keys: Before any solicitation, we must understand the donor’s:

1. Priorities: What problems are they trying to solve in the world?

2. Values: What principles guide their decision-making?

3. Interests: What specific aspects of our work resonate with their history?

• The Shift: Move the conversation from "What we do" to "Who you are!"
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The Engagement Plan (The Tool)

Intentionality in Action The Core Truth: 
 Major gifts don't happen by accident; they are curated.

• Definition: An Engagement Plan is a roadmap of curated, intentional 
conversations designed to move a prospect closer to the mission.

• The Structure (VPC Methodology):

• Long-Term Objective: What is the ultimate partnership goal?

• Short-Term Objective: What is the next right step?

• Best Point of Contact: Who holds the trust? (Peer, Board Member, CEO?)

• The Rule: No "random acts of fundraising." Every touchpoint has a purpose.
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The Journey of Involvement

From Outsider to Insider The Core Truth: Involvement precedes investment.

• The Process: We use the Engagement Plan to involve the individual in 
the work before asking for the wealth.

• Curated Conversations:

• Discovery: Listening to their story.

• Advice: Asking for their input on a project, not just their money.

• Experience: Showing them the mission in action (not just telling them).

• Result: By the time we discuss money, they already feel like part of the team.
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The Solicitation

The Natural Conclusion The Core Truth:
 The "Ask" is just the confirmation of the relationship.

• Timing: Solicitation occurs only at the conclusion of the engagement process.

• The Dynamic: If the relationship is built on trust and shared values, the 
solicitation is not a confrontation—it is an invitation to join a winning team.

• The Proposal: It shouldn't be a surprise. It should reflect exactly what you 
learned about their priorities during the engagement phase.
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Stewardship

Closing the Loop The Core Truth: Stewardship is the first step of the next gift.

• Beyond the Thank You: It’s not just about gratitude; it’s about impact reporting.

• The Message: "Look what YOU made possible."

• Continuous Engagement: We keep the donor involved in the results over an 
extended period.

• Retention: You retain donors by showing them that their trust was well-placed.
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Summary:

The Visionary Approach The Core Truth: Re-examine, Re-imagine, Re-align.

• Re-examine: Look at your prospects as people, not ATMs.

• Re-imagine: Create creative ways to engage them in your mission.

• Re-align: Ensure your time is spent on relationship building (85%), not just 
solicitation (15%).

• Final Thought: Build the relationship, and the resources will follow.
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Thank you
Scott R. Lange

scott@visionaryphilanthropy.com
(440) 669-6226
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