
Getting to 7 Figures: 
How One Transformational 

Gift Can Inspire More
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Our vision is to help 
non-profits create a 
culture and approach 
to fundraising that 
creates 
transformational 
relationships with 
your donors.
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Donor
Total Giving

Year 1 Notes
Total Giving

Year 2
Total Giving

Year 3
YTD Giving

Year 4
Total

Lifetime



Year 2Year 1 Variance Percentage 
Change
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Know how you are 
progressing each 
month to goal and 
how to make up the 
difference before 
year ends.
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Caseload Mix

A 10 50%
Very Personal • 6 and 7 Figure Gifts 

• Retention 
• Repeat Giving

B 40 30%

C 100 20%
Less Personal

Top Tier High Capacity Donors Medium Capacity Donors Average Capacity Donors

A

B

C

Strategic Moves

Tactical Moves

• Major Upgrading
• Retention 

• Repeat Giving

• Smaller Upgrading
• Retention 

• Repeat Giving





YMAD 
touch – 
lunch at 
Applebees

Tour House 
of Hope – 
meet 
Sally/Kid

Internal 
doc on 
expansion 
plans + 
YMAD

Invite to 
architect 
briefing + 
dinner

Visit in 
home 
present 
final plan 
and 

Thanks and 
YMAD

Invite to 
“Founders 
luncheon”

Research 
on plight of 
single 
moms

Birthday 
card and 
YMAD

Ground 
breaking 
ceremony, 
visit with 
new mom

YMAD with 
possible 
special 

YMAD and 
gift of H of 
H child 
drawing

YMAD 
touch

Email 
Internal 
Memo

Invite to 
EDS 
Briefing

YMAD+ 
person 
helped 
letter

Birthday 
Card

Visit 
program 
site – opp 
briefing

YMAD plus YMAD 
touch and 
thanks

Ride along 
in EDS 
vehicle for 
demo

YMAD with 
possible 
special 

Invite to 
Board 
Luncheon

YMAD – 
Book on 
the Poor
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The objectives of a major gifts program include:
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What Do We Measure?
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JAN Planned Touch FEB Planned Touch MAR Planned Touch APR Planned Touch MAY Planned Touch JUN Planned Touch

Met at athletic event Follow up coffee meeting to 

learn interest

Show plans for renovating 

Field House and other Track 

& Field needs

Ask to fund $300k Field 

House renovations

Agreed to $300k over 3 

Years for Field House 

renovations

JUL Planned Touch AUG Planned Touch SEP Planned Touch OCT Planned Touch NOV Planned Touch DEC Planned Touch

Phone call check in - he is 

going to British Columbia 

for 6 weeks but hopes to be 

back for homecoming

Left message about 

attending scholarship 

appreciation breakfast to 

cast vision for impact

Good talk but won't be able 

to attend homecoming due 

to health

Unable to attend Minot 

game in ND; funded team 

meals

On campus to see field 

house, took to breakfast.

Holiday card. LM 12/1

JAN Planned Touch FEB Planned Touch MAR Planned Touch APR Planned Touch MAY Planned Touch JUN Planned Touch

Native American student 

and services update; happy 

birthday phone call

Connected, he is in AZ with 

grandson for some athletic 

games. 

Meet in MSP while he is 

there for treatment

New scholarshp pledge for 

Native American students in 

discussion: $68k over 4 

years

Agreed to $68k; spoke to 

about new pledge form

JUL Planned Touch AUG Planned Touch SEP Planned Touch OCT Planned Touch NOV Planned Touch DEC Planned Touch

Phone Call/follow up on 

pledge

Football Preview Letter thanking him for 

support

Field House Preview in 

person

Phone Call Holiday Card

JAN Planned Touch FEB Planned Touch MAR Planned Touch APR Planned Touch MAY Planned Touch JUN Planned Touch

Basketball game? Hall of Fame Update; 

Named Training Facility 

unveiled at Hall of Fame 

event - students spoke to 

him personally after event 

to thank him

Told him about classmate 

setting up research fund to 

honor faculty member

Phone call - begin discussion 

on long-term impact 

through multi-million 

investment in research fund

Graduation Update; more 

information on research 

impact

Golf?
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VeritusGroup.com

Let us help you create meaningful and 
authentic relationships with your donors

Scan the QR code and use 
AUG24MG200 grab your spot in 
our upcoming course session – 

starting August 26th!





VeritusGroup.com

Let us help you create meaningful and 
authentic relationships with your donors

Scan the QR code and use 
AUG24MG200 grab your spot in 
our upcoming course session – 

starting August 26th!



facebook.com/VeritusGroup         

VeritusGroup.com/blog

VeritusGroup.com
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