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Advanced Skill Certificate in Donor Relations and Fundraising

Major Gifts and Planned Giving

Major Gifts refer to contributions that are significantly larger than the average donation within an
organization, often defined by the institution’s own giving levels. In practice, a major gift may be a single
donation of $10,000, $25,000, $100,000, or even several million dollars, depending on the size and budget
of the nonprofit. The term emphasizes both the financial impact and the strategic importance of the gift,
because such gifts typically fund capital projects, endowments, or transformative program initiatives.
Understanding the nuances of a major gift requires familiarity with donor motivation, capacity, and
relationship management.

Planned Giving encompasses a family of charitable giving strategies that allow donors to arrange gifts that
will be realized at a future date, often after the donor’'s death. Common vehicles include bequests,
charitable gift annuities, charitable remainder trusts, and life insurance policies. The core purpose of
planned giving is to align a donor’s long-term financial goals with the mission of the organization, creating
a sustainable source of future revenue.

The term gift donor designates the individual, family, or entity that makes a charitable contribution. In the
context of major gifts, the donor is often a high-net-worth individual or a family foundation with the
capacity to fund large projects. For planned giving, the donor is typically a person who wishes to
incorporate philanthropy into estate planning, retirement planning, or tax strategy.

A prospect is a potential donor who has been identified as having both the interest and the capacity to
make a major or planned gift. Prospects are evaluated using a systematic process that includes wealth
screening, affinity assessment, and readiness grading. The outcome of this evaluation is a prospect rating,
often expressed as a three-tier scale (high, medium, low) or a numeric score. Accurate prospect rating
enables fundraisers to prioritize time and resources effectively.

The phrase capacity refers to the donor’s ability to give, based on financial wealth, assets, income, and other
measurable indicators. Capacity is distinct from affinity; a donor may have the means to give but lack a
connection to the organization’s mission, whereas another donor may be deeply passionate but lack the
financial resources for a major gift. Fundraisers must assess both dimensions to determine the likelihood of
a successful solicitation.

Affinity describes the emotional or personal connection a donor feels toward a nonprofit's mission,
programs, or community. Affinity can be cultivated through volunteer work, program participation, board
service, or long-standing personal relationships with staff. High affinity often predicts a higher propensity to
give, especially when combined with adequate capacity.
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The concept of readiness captures a donor’s current willingness to make a gift. Readiness is influenced by
timing, personal circumstances, and the level of engagement the organization has achieved. A donor may
have both capacity and affinity, yet be “not ready” due to factors such as a pending divorce, a recent
inheritance, or a health issue. Fundraisers must recognize readiness signals and adjust their approach
accordingly.

A solicitation is the act of formally requesting a gift from a donor. In major gifts, the solicitation may involve
a face-to-face meeting, a detailed proposal, or a presentation of a naming opportunity. For planned giving,
the solicitation often includes education about tax benefits, legal structures, and the long-term impact of
the gift. The solicitation must be tailored to the donor’s preferences, communication style, and
decision-making process.

The term gift agreement refers to the written contract that outlines the terms and conditions of a donation.
In major gifts, the agreement may specify the amount, payment schedule, naming rights, reporting
requirements, and any restrictions on use. In planned giving, the agreement may include legal language
related to trusts, annuities, or bequests, and must comply with IRS regulations and state charitable statutes.

A recognition plan is a strategic framework for acknowledging donors in ways that reflect the magnitude of
their contribution and align with their preferences. Recognition can include naming opportunities, plaques,
donor walls, exclusive events, and public announcements. A well-designed recognition plan enhances donor
satisfaction, encourages repeat giving, and builds a culture of philanthropy within the organization.

Stewardship is the ongoing process of managing donor relationships after a gift has been received. Effective
stewardship includes timely thank-you communications, impact reporting, invitations to site visits, and
opportunities for further engagement. For major gifts, stewardship often involves personal updates from
senior leadership, progress reports on the funded project, and invitations to advisory councils. In planned
giving, stewardship may entail annual statements of the planned gift's projected impact, updates on
legislative changes affecting charitable giving, and personalized tax documentation.

The phrase gift pipeline describes the sequence of stages that a donor moves through from initial
identification to final receipt of a gift. Typical stages include prospect identification, qualification, cultivation,
solicitation, acknowledgment, and stewardship. The pipeline concept helps fundraisers track progress,
forecast revenue, and allocate resources. A robust pipeline includes multiple prospects at each stage,
ensuring a steady flow of future gifts.

A cultivation plan outlines the specific actions and touchpoints designed to deepen a donor’s connection to
the organization. Cultivation activities may involve personal visits, tailored communications, involvement in
program activities, and introductions to other supporters. For major donors, cultivation often includes
strategic briefings on organizational priorities, financial health, and long-term vision. For planned giving
prospects, cultivation may focus on education about legacy options, tax advantages, and the lasting impact
of a deferred gift.
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Case for support is a narrative document that articulates why an organization deserves funding and how
donor contributions will create measurable outcomes. In major gifts, the case for support is often
customized into a proposal that includes project budgets, timelines, and anticipated impact metrics. For
planned giving, the case for support may emphasize the organization’s financial stability, stewardship of
endowment funds, and the ability to sustain programs over decades.

The term gift annuity denotes a financial instrument in which a donor makes a charitable contribution to an
organization in exchange for a fixed stream of income for life. The organization invests the principal and
pays the donor (or a designated beneficiary) a regular annuity payment, typically based on prevailing
interest rates and the donor's age. At the donor’s death, the remaining principal stays with the charity,
creating a future gift. Gift annuities are popular because they provide immediate financial benefit to the
donor while securing a deferred gift for the nonprofit.

A charitable remainder trust (CRT) is a type of irrevocable trust that provides income to the donor (or other
beneficiaries) for a set term or for life, after which the remaining assets pass to the charity. CRTs can be
structured as either a charitable remainder annuity trust (CRAT) or a charitable remainder unitrust (CRUT).
The donor receives an income tax deduction based on the present value of the remainder interest, and the
trust’s assets are removed from the donor's taxable estate. CRTs are powerful tools for donors seeking to
convert appreciated assets into income while supporting a charitable cause.

A charitable lead trust (CLT) works in the opposite direction of a CRT: The charity receives income for a
specified period, after which the remaining assets revert to the donor or other non-charitable beneficiaries.
CLTs can be used to reduce estate and gift taxes, particularly when the donor anticipates a significant
appreciation in the trust assets.

The phrase bequest refers to a provision in a donor’s will that designates a portion of the estate to a
charitable organization. Bequests are often expressed as a specific dollar amount, a percentage of the
estate, or a residuary share. Because bequests are fulfilled after the donor’s death, they are a cornerstone of
planned giving programs, providing a predictable source of future revenue.

A life insurance policy can be used as a planned giving vehicle by naming the charitable organization as the
primary beneficiary or by gifting the policy itself to the charity. The donor may retain ownership of the
policy, continue paying premiums, and receive the death benefit tax-free when the policy matures. This
approach allows donors to leverage a modest annual expense into a substantial future gift.

Gift matching is a strategy in which a donor’s contribution is multiplied by an external source, such as an
employer's matching program, a foundation’s challenge grant, or a donor’s own pledge to match others’
gifts. Matching amplifies the impact of each donation and can motivate additional giving. For major gifts,
matching may be offered as a conditional pledge that activates upon receipt of a certain amount. For
planned giving, matching may be incorporated into a campaign that encourages donors to pledge legacy
gifts alongside immediate contributions.
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The term naming opportunity describes the right to attach a donor’s name to a building, program,
scholarship, or other entity in recognition of a major contribution. Naming opportunities are a powerful
incentive for high-capacity donors, providing lasting public acknowledgment. The organization must
establish clear policies governing naming rights, duration, renewal, and conditions for removal.

A gift restriction outlines any limitations the donor places on how the contribution may be used.
Restrictions can be categorical (e.G., “For scholarships only”), temporal (e.G., “For the fiscal year 2025"), or
purpose-specific (e.G., “To fund a new laboratory”). Understanding and honoring restrictions is essential for
compliance and donor trust. When a donor does not specify a restriction, the gift is considered unrestricted
and can be allocated at the organization’s discretion.

Gift acceptance policy is a formal document that sets forth the criteria and procedures for accepting
donations. The policy addresses issues such as the types of gifts the organization will accept, the
due-diligence process for evaluating potential liabilities, and the legal and ethical standards governing gift
acceptance. A clear policy protects both the nonprofit and the donor, ensuring that gifts are compatible
with the organization’s mission and regulatory requirements.

The phrase donor segmentation refers to the practice of dividing the donor base into distinct groups based
on characteristics such as giving level, frequency, affinity, capacity, and demographic factors. Segmentation
enables targeted communication, personalized stewardship, and efficient allocation of fundraising
resources. For major gifts, segmentation often focuses on high-capacity, high-affinity donors. For planned
giving, segmentation may identify donors who are nearing retirement age or who have expressed an
interest in legacy philanthropy.

A gift pyramid is a visual representation of the distribution of donation sizes within an organization,
typically showing a broad base of small donors and a narrow tip of major donors. The pyramid illustrates
the importance of cultivating a diverse donor portfolio, where the bulk of revenue may come from a few
large gifts while the base provides stability and community engagement.

Capital campaign is a time-limited fundraising effort designed to raise a substantial amount of money for a
specific purpose, such as constructing a new building, establishing an endowment, or launching a major
program. Capital campaigns often rely heavily on major gifts and planned giving to achieve their goals.
They are structured in phases, commonly a quiet phase (where a core group of lead donors is secured)
followed by a public phase (where the broader community is engaged).

The term quiet phase (or “silent phase”) denotes the initial stage of a capital campaign, during which the
organization solicits and secures commitments from a small group of major donors before any public
announcement. This phase builds momentum, demonstrates credibility, and reduces risk for the
organization.

A public phase follows the quiet phase and involves launching the campaign to the wider audience, using
marketing, events, and broad-based appeals. The public phase seeks to engage the larger donor base,
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volunteers, and corporate partners to reach the campaign’s total goal.

Donor stewardship calendar is a planning tool that schedules key stewardship activities throughout the year
for each donor or donor segment. The calendar ensures timely thank-you notes, anniversary
acknowledgments, impact reports, and invitation to events. For major donors, the calendar may include
personal visits from the CEO, exclusive briefings, and updates on the funded project. For planned giving
prospects, the calendar may schedule annual tax benefit reminders and legacy impact stories.

A gift acknowledgement letter is a formal written receipt that confirms the receipt of a donation, provides
the donor’s name and amount, and includes any required tax language. The acknowledgement must
comply with IRS regulations, stating that no goods or services were provided in exchange for the gift, or
detailing the fair market value of any benefits received. Prompt acknowledgment is a critical component of
donor satisfaction and compliance.

The phrase tax deduction describes the reduction in taxable income that a donor may claim for a charitable
contribution, subject to IRS limits and documentation requirements. For cash gifts, donors can generally
deduct up to 60 % of their adjusted gross income (AGI); for gifts of appreciated assets, the limit is typically
30% of AGI. Understanding the tax implications of major gifts and planned giving helps fundraisers
articulate the financial benefits to donors.

A gift annuity calculator is a tool used by donors and advisors to estimate the income stream, tax deduction,
and remainder value associated with a charitable gift annuity. The calculator takes inputs such as donor age,
contribution amount, and prevailing interest rates. Fundraisers can use the calculator to illustrate the mutual
benefits of an annuity, making the option more attractive to potential donors.

The term gift tax refers to a federal tax imposed on the transfer of property by gift, where the donor
exceeds the annual exclusion amount ($17,000 per recipient for 2023). For major gifts that surpass the
exclusion, donors may need to file a gift tax return (Form 709) and potentially use part of their lifetime
exemption. Planned giving professionals often help donors structure gifts to minimize or avoid gift tax
exposure.

Estate tax (or inheritance tax) is a tax levied on the transfer of the donor's estate after death, based on the
estate’s value above the exemption threshold. By incorporating charitable gifts into estate plans, donors can
reduce the taxable portion of their estate, thereby preserving wealth for heirs while supporting the
nonprofit.

A charitable remainder unitrust (CRUT) pays a variable annuity equal to a fixed percentage of the trust's
annually revalued assets. This structure allows the donor’s income to potentially increase as the trust'’s
investments grow, while still guaranteeing a remainder interest to the charity.

A charitable remainder annuity trust (CRAT) pays a fixed dollar amount each year, regardless of changes in
the trust's asset value. The fixed payment provides certainty for the donor, while the remainder still benefits
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the charity.

The phrase donor intent captures the purpose and conditions the donor wishes to associate with their gift.
Accurately documenting donor intent is essential for honoring the gift's purpose, maintaining compliance,
and preventing future disputes. Donor intent may be expressed through a letter of intent, a formal
agreement, or verbal communication that is subsequently recorded in the organization’s gift management
system.

A gift management system (GMS) is software that tracks donor information, gift history, prospect status,
and stewardship activities. A robust GMS enables fundraisers to segment donors, schedule follow-ups,
generate reports, and ensure compliance with acknowledgment and reporting requirements. Integration
with financial systems and CRM platforms enhances data accuracy and operational efficiency.

Donor recognition society is a tiered honor roll that publicly acknowledges donors who have contributed at
specified levels. Societies often provide exclusive benefits such as invitations to donor-only events, access to
senior leadership, and special branding opportunities. Recognition societies reinforce donor pride and
encourage higher giving levels.

The term gift pledge is a donor’'s commitment to give a specified amount over a defined time period, often
expressed as an annual amount for a set number of years. Pledges provide predictable cash flow for
budgeting and can be used to fund multi-year projects. For major gifts, pledges may be structured as
"$250,000 over five years,” while for planned giving, pledges may be tied to the eventual receipt of a
bequest.

A matching gift program is an employer-sponsored initiative that matches employee donations to
qualifying charities, usually at a 1:1 Or 2:1 Ratio. Organizations can promote matching gift programs to
amplify the impact of each donation and to demonstrate the broader community support for their mission.

Donor acquisition cost (DAC) measures the expense incurred to secure a new donor, calculated by dividing
total fundraising expenses by the number of new donors acquired in a given period. Monitoring DAC helps
organizations assess the efficiency of their outreach strategies, especially when targeting high-capacity
prospects for major gifts.

The phrase donor lifetime value (LTV) estimates the total amount a donor is expected to contribute over the
course of their relationship with the organization. LTV calculations consider average gift size, frequency,
retention rate, and projected upgrades to major giving tiers. Understanding LTV assists fundraisers in
allocating resources to retain and upgrade donors.

A gift upgrade is a strategy that encourages an existing donor to increase the size or frequency of their
contributions, often by presenting new opportunities, demonstrating impact, or aligning with the donor’s
evolving interests. Upgrade tactics may involve personalized impact reports, invitation to join a leadership
circle, or presentation of a new naming opportunity.
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Gift challenge is a fundraising technique where a donor or group pledges to match or multiply
contributions made within a certain timeframe. Challenges create urgency and can significantly boost
participation. For example, a donor may promise to double all gifts received in a 30-day period, effectively
turning a $10,000 total into $20,000.

A gift advisory board is a group of influential donors and community leaders who provide strategic counsel,
advocacy, and financial support to the organization. Members of an advisory board often serve as
ambassadors, introduce new prospects, and help shape major gift strategies. Participation in such boards
can deepen a donor’s sense of ownership and commitment.

The term gift feasibility study refers to a systematic assessment of an organization'’s capacity to secure a
specific major gift. The study evaluates donor interest, potential giving levels, alignment with strategic
priorities, and any obstacles to success. Findings inform the development of a tailored solicitation plan and
realistic revenue projections.

Gift pipeline report is a periodic summary that tracks the status of prospects at each stage of the major gift
or planned giving pipeline. The report includes metrics such as number of prospects, total potential value,
stage distribution, and expected close dates. Regular pipeline reporting enables leadership to monitor
progress, identify bottlenecks, and make data-driven decisions.

A gift stewardship survey is a tool used to gauge donor satisfaction with the organization’s
acknowledgment, communication, and impact reporting. Survey results highlight strengths and areas for
improvement, informing enhancements to the stewardship process. High satisfaction scores correlate with
increased likelihood of repeat gifts and referrals.

The phrase gift impact measurement describes the process of quantifying the outcomes and benefits
derived from a donor's contribution. Impact measurement may involve tracking program metrics, financial
ratios, beneficiary testimonials, and long-term community changes. Demonstrating clear impact reinforces
donor confidence and encourages future giving.

A gift attribution is the practice of assigning credit for a donation to a specific campaign, program, or
fundraising channel. Accurate attribution helps organizations understand which efforts are most effective in
generating major gifts and planned giving commitments.

The term gift donor stewardship calendar (repeated for emphasis) underscores the importance of
scheduling personalized interactions, ensuring that each donor receives timely updates, invitations, and
recognition aligned with their giving level and preferences.

Donor confidentiality is a principle that protects the privacy of donors by limiting the disclosure of personal
and financial information. Confidentiality is especially critical for high-net-worth individuals who may value
discretion. Fundraisers must adhere to confidentiality policies when handling prospect data,
acknowledgment letters, and public recognition decisions.
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A gift prospect research process involves gathering publicly available data, wealth screening reports, and
personal background information to evaluate a donor’s capacity, affinity, and readiness. Research tools may
include databases such as LexisNexis, DonorSearch, and Guidestar, as well as social media and news
archives.

The phrase gift donor journey captures the experience of a donor from first awareness through initial
contact, cultivation, solicitation, and ongoing stewardship. Mapping the donor journey helps organizations
identify touchpoints where engagement can be deepened, obstacles can be removed, and loyalty can be
reinforced.

A gift pledge fulfillment is the process of collecting the scheduled installments from a donor who has made
a multi-year commitment. Effective pledge fulfillment requires clear communication, invoicing, and tracking
to ensure that the organization receives each promised payment on time.

The term gift donor retention rate measures the proportion of donors who continue to give in successive
periods, typically expressed as a percentage. High retention rates are a sign of successful stewardship and
indicate a stable revenue base. For major donors, retention is especially important because the loss of a
single large gift can have a disproportionate impact on the budget.

Gift donor acquisition strategy outlines the methods and channels used to attract new supporters, such as
targeted outreach, digital campaigns, events, and referrals. In the context of major gifts, acquisition
strategies often focus on personal introductions, networking through board members, and leveraging
existing relationships with high-capacity donors.

A gift donor segmentation matrix is a visual tool that plots donors based on two dimensions, commonly
capacity versus affinity, to identify where to focus cultivation efforts. The matrix helps prioritize
high-capacity/high-affinity prospects for major gifts, while also recognizing opportunities to move
lower-capacity donors toward greater engagement.

The phrase gift donor stewardship plan describes a comprehensive approach that outlines how an
organization will maintain and deepen relationships with donors over time. The plan includes
communication frequency, impact reporting, recognition events, and opportunities for donor involvement.

A gift donor advisory council (similar to an advisory board) is a smaller, more focused group of major
donors who meet regularly to provide strategic input, share expertise, and support fundraising initiatives.
Membership often requires a minimum donation level, reinforcing the council’s exclusivity and prestige.

The term gift donor recognition policy sets forth the guidelines for how donors will be acknowledged
publicly, including naming rights, signage, publications, and digital platforms. The policy ensures
consistency, fairness, and alignment with the organization’s branding.

Gift donor impact story is a narrative that illustrates how a donor’s contribution has transformed lives,
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programs, or communities. Impact stories are powerful communication tools that personalize the abstract
value of a gift, making it relatable and compelling for both the donor and prospective supporters.

A gift donor case study provides a detailed examination of a successful major or planned gift, highlighting
the donor’s motivations, the solicitation process, the implementation of the gift, and the measurable
outcomes. Case studies serve as educational resources for fundraising staff and as persuasive examples for
potential donors.

The phrase gift donor stewardship checklist is a practical tool that lists essential actions to be completed for
each donor, such as sending thank-you letters, updating impact reports, scheduling personal calls, and
preparing anniversary acknowledgments. Checklists help ensure no stewardship step is overlooked.

A gift donor prospect pipeline (reiterated) emphasizes the importance of maintaining a steady flow of
qualified prospects to sustain future revenue. The pipeline should be refreshed regularly through research,
referrals, and networking to avoid gaps in future major gift opportunities.

The term gift donor qualification criteria defines the standards used to assess whether a prospect should be
entered into the major gifts pipeline. Criteria may include minimum net worth, demonstrated interest in the
cause, personal connection to the organization, and readiness signals such as recent life events or
inheritance.

Gift donor education refers to the process of informing prospects about the various giving options, tax
benefits, and impact potential of major and planned gifts. Education can be delivered through webinars,
one-on-one meetings, printed guides, and personalized financial modeling. Well-educated donors are more
likely to consider sophisticated giving vehicles.

A gift donor financial advisor is a professional who assists donors in integrating charitable giving into their
overall financial plan. Fundraisers often collaborate with advisors to structure major gifts and planned giving
vehicles that align with the donor’s investment strategy, tax position, and legacy goals.

The phrase gift donor relationship map visualizes the connections between a donor, key organization staff,
board members, and other influential individuals. Mapping relationships helps identify advocates who can
facilitate introductions, provide credibility, and strengthen the donor’s bond with the organization.

A gift donor stewardship budget allocates resources for thank-you gifts, event costs, personalized
communications, and staff time dedicated to maintaining donor relationships. A well-planned budget
ensures that stewardship activities are adequately funded and can be scaled as donor numbers grow.

The term gift donor impact reporting describes the systematic communication of outcomes achieved with
donor support. Reports may include quantitative data (e.G., Number of individuals served, cost per
outcome) and qualitative anecdotes (e.G., Beneficiary testimonials). Timely and transparent reporting
reinforces donor confidence.
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Gift donor legacy planning is the process by which a donor incorporates charitable intentions into their
estate plan, typically with the assistance of legal and financial professionals. Legacy planning may involve
bequests, trusts, charitable gift annuities, or other instruments that ensure the donor’s values are carried
forward.

A gift donor legacy society is a recognition group that honors individuals who have included the
organization in their estate plans. Membership often includes exclusive events, special publications, and a
public acknowledgment of the donor’s lasting contribution.

The phrase gift donor tax planning emphasizes the strategic alignment of charitable giving with a donor’s
overall tax situation. Effective tax planning can maximize deductions, reduce estate taxes, and optimize the
timing of gifts to achieve the best financial outcome for the donor while supporting the nonprofit.

A gift donor stewardship workflow outlines the sequence of tasks and responsibilities required to manage
donor interactions from initial contact through ongoing engagement. The workflow typically includes steps
such as data entry, acknowledgment, impact reporting, and periodic review. Automation tools can
streamline the workflow, reducing manual effort and increasing accuracy.

The term gift donor pipeline forecasting involves projecting future revenue based on the current status of
prospects, historical conversion rates, and anticipated timing of gifts. Accurate forecasting helps
organizations set realistic fundraising goals, allocate budgets, and communicate expectations to leadership.

Gift donor risk assessment evaluates potential challenges associated with a major or planned gift, such as
donor health concerns, financial volatility, or legal complications. Conducting a risk assessment allows
fundraisers to develop contingency plans, diversify revenue sources, and mitigate potential disruptions to
the organization'’s financial stability.

A gift donor confidentiality agreement is a formal document that obligates staff, board members, and
volunteers to protect the privacy of donor information. The agreement typically outlines permissible uses of
donor data, storage requirements, and penalties for unauthorized disclosure.

The phrase gift donor stewardship metrics refers to quantitative indicators used to measure the
effectiveness of stewardship activities. Common metrics include average acknowledgment turnaround time,
donor satisfaction scores, retention rates, and the number of personalized interactions per donor. Tracking
these metrics enables continuous improvement.

A gift donor recognition event is a gathering designed to honor donors for their contributions, often
featuring speeches, awards, and opportunities to network with other supporters. Events can be annual galas,
intimate receptions, or virtual ceremonies, and they serve both appreciation and fundraising functions.

The term gift donor naming rights agreement formalizes the conditions under which a donor's name will be
attached to a facility, program, or scholarship. The agreement specifies the duration, renewal options, and
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any performance criteria that must be met to retain the naming rights.

Gift donor matching program (distinct from employer matching) may be an internal initiative where the
organization pledges to match a donor’s contribution up to a certain amount, effectively doubling the
impact of the original gift. Matching programs can be used strategically to motivate donors to increase their
giving levels.

A gift donor stewardship portal is an online platform that provides donors with access to personalized
impact reports, acknowledgment letters, event invitations, and donation histories. Portals enhance
transparency, convenience, and engagement, especially for tech-savvy major donors who expect real-time
information.

The phrase gift donor legacy questionnaire is a tool used by development staff to gather information about
a donor's charitable intentions, preferred giving vehicles, and any specific wishes regarding the use of the
gift. The questionnaire helps shape a customized planned giving proposal.

A gift donor stewardship team consists of staff members, board volunteers, and sometimes external
consultants who collaborate to deliver a seamless donor experience. Team members may include a major
gifts officer, a planned giving specialist, a communications coordinator, and a donor services representative.

The term gift donor impact dashboard is a visual display that aggregates key performance indicators related
to donor contributions, such as total major gifts received, planned giving commitments, and projected
future revenue. Dashboards provide leadership with a real-time snapshot of fundraising health.

Gift donor pipeline velocity measures the speed at which prospects move through the stages of the major
gifts pipeline. Faster velocity indicates efficient cultivation and solicitation processes, while slower velocity
may signal bottlenecks or insufficient engagement.

A gift donor stewardship protocol is a documented set of procedures that outlines how staff should interact
with donors at each stage of the relationship, ensuring consistency, professionalism, and alignment with
organizational values.

The phrase gift donor communication plan defines the frequency, channel, and content of messages sent to
donors, tailored to their preferences and giving level. Communication plans may include newsletters, impact
videos, personalized letters, and social media updates.

A gift donor prospect profiling process creates a detailed portrait of a potential donor, encompassing
financial data, personal interests, past giving history, and relational connections. Profiling informs the
development of a customized cultivation strategy.

The term gift donor stewardship calendar (repeated for emphasis) underscores the necessity of scheduling
regular touchpoints, such as anniversary acknowledgments, program updates, and personal calls, to keep
the donor engaged and informed.
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Gift donor legacy impact report is a specialized report that demonstrates how a planned gift has been used
over time, often spanning many years. The report may include cumulative metrics, stories of sustained
change, and financial performance of endowment investments.

A gift donor stewardship training program equips fundraising staff with the skills needed to manage major
and planned gifts effectively. Training topics may include relationship building, financial literacy, legal
considerations, and donor communication techniques.

The phrase gift donor confidentiality policy establishes the standards for handling sensitive donor
information, ensuring compliance with privacy laws and maintaining donor trust.

A gift donor segmentation strategy leverages data analytics to group donors based on behavior,
preferences, and potential, allowing for more precise targeting and resource allocation.

The term gift donor impact narrative is a storytelling approach that weaves quantitative outcomes with
personal testimonials to create a compelling picture of the donor's contribution.

Gift donor appreciation gift (sometimes called a donor thank-you gift) is a physical token of gratitude, such
as a plaque, artwork, or customized item, presented to a major donor after a successful solicitation.

A gift donor stewardship audit reviews the organization’s processes, documentation, and outcomes related
to donor management, identifying gaps and recommending improvements.

The phrase gift donor pipeline conversion rate measures the proportion of prospects who progress from
one stage to the next, ultimately resulting in a completed gift. Monitoring conversion rates helps refine
cultivation tactics and improve overall fundraising efficiency.

A gift donor capacity assessment utilizes financial data, wealth screening tools, and personal interviews to
gauge a prospect’s ability to support a major or planned gift.

The term gift donor affinity index quantifies the strength of a donor's emotional connection to the
organization, based on factors such as volunteer hours, event attendance, and expressed enthusiasm.

Gift donor readiness indicator signals that a prospect is prepared to make a decision, often revealed
through statements like “I'm reviewing my estate plan” or “I'm interested in learning about naming
opportunities.”

A gift donor acquisition funnel visualizes the stages from awareness to commitment, helping fundraisers
identify where prospects drop off and where additional engagement is needed.

The phrase gift donor stewardship timeline outlines the chronological sequence of interactions, ensuring
that each donor receives timely acknowledgments, updates, and invitations throughout the year.

A gift donor legacy stewardship guide provides step-by-step instructions for maintaining relationships with
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donors who have made planned gifts, covering topics such as annual reporting, anniversary recognition,
and ongoing education.

The term gift donor impact assessment evaluates the effectiveness of a specific donation in achieving its
intended outcomes, often using pre-defined metrics and evaluation frameworks.

Gift donor tax benefit summary is a concise document that outlines the potential tax deductions, credits,
and estate tax advantages associated with a particular giving vehicle, helping donors make informed
decisions.

A gift donor naming rights policy defines the criteria, duration, and renewal process for attaching a donor’s
name to an asset, ensuring consistency and fairness across the organization.

The phrase gift donor stewardship best practices encompasses proven methods for building trust,
delivering value, and fostering long-term loyalty among major and planned giving supporters.

A gift donor legacy stewardship event celebrates donors who have included the organization in their estate
plans, often featuring stories of impact, recognition awards, and opportunities for networking with peers.

The term gift donor impact visualization uses charts, infographics, and multimedia to illustrate the tangible
results of a donor's contribution, making complex data accessible and compelling.

Gift donor strategic plan alignment ensures that fundraising objectives are integrated with the
organization'’s overall mission, goals, and priorities, creating coherence between donor intent and
institutional direction.

A gift donor partnership model frames the relationship as a collaborative effort, where the donor and
organization co-design initiatives, share resources, and jointly celebrate successes.

The phrase gift donor stewardship communication toolkit includes templates, scripts, and guidelines for
staff to use when interacting with donors, maintaining consistency and professionalism.

A gift donor prospect pipeline review is a regular meeting where fundraising leaders assess the health of
the pipeline, discuss upcoming solicitations, and adjust strategies based on new information.

The term gift donor impact storytelling emphasizes the power of narrative to convey how a donor’s
generosity translates into real-world change, resonating emotionally with both the donor and potential
supporters.

Gift donor legacy outreach involves targeted communications that remind prospects of the benefits of
planned giving, often timed around life milestones such as retirement, birthdays, or anniversaries.

A gift donor recognition grant is a financial award offered to donors as a token of appreciation, sometimes
used to support a project of the donor’s choosing, thereby deepening engagement.
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The phrase gift donor stewardship protocol checklist provides a step-by-step guide to ensure that every
required action, from acknowledgment to impact reporting, is completed for each donor.

A gift donor stewardship automation leverages technology to schedule thank-you emails, generate impact
reports, and trigger alerts for upcoming donor anniversaries, reducing manual workload and improving

consistency.

The term gift donor impact ROI (return on investment) calculates the ratio of program outcomes achieved
per dollar of donor funding, offering a metric to demonstrate efficiency and effectiveness.

Read online: https://certificates.gsbf.co.uk/guides/3993429/major- Greenwich School of Business and Finance - 15 Jul 2026
gifts-and-planned-giving



