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who to cultivate
how to cultivate
when to cultivate
tracking cultivation
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build relationships with people

who will be passionate about

my cause, as | am, and want to
support it for many years
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who to cultivate

if you set out to cultivate
everyone personally and
individually ....
...you’ll end up cultivating
no one!
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wh_Q to \cultivate
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thank you’s
mailings
invites

social media
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~some general cultivation

w2

ch'mare person-by-person
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" how to
© cultivate
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connect personally

engage in dialog about the
organization and philanthropy

invite to experience the
organization

ask for everything but money

personalize everything
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educate

invite to experience program
invite to meet participants
share inside information

ask what they’d like to know

Fiers

involve

ask to volunteer
ask for expert advice

ask to sit on a committee
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ask

in-kind products
in-kind services
introductions/connections

background on donors
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thank

personalized

individualized

multiple times from multiple
sources

thoughtful program-related gifts
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recognize

donor listings
profile pieces

interviews
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fact based
goal oriented
strategic
competitive
driven
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rainmaker go-getter
ANALYTIC

big picture
high energy
creative
quick
engaging
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detailed
thorough
methodical
responsible
observant

mission
controller
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kindred
spirit

feelings oriented
attentive

caring
thoughtful
selfless

strategic plans
report on results
show growth
group cultivation
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rainmaker

ANALYTIC

attend events
volunteer

see programs

get to know others
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program plans
how-to’s
one-on-one

mission
controller

kindred
spirit

see programs
one-on-one
volunteer
participant TYs
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6 personal touches
2 in-person
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September program invite
November solicit
January organization update
March ask for advice
May invite to donor event
July checking in
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tracking
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what’s the next step?
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takeaways
next steps

be selective in who you cultivate
make it completely personalized
have at least 6 meaningful contacts during the year

always have your next step in mind

- you’ll get a link to the
recording, as well as
a PDF of the slides
and the handouts
(with next month’s
newsletter)

- the recording will be
in MP4 (video) and
MP3 (audio) formats
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