
Starting a major donor programme 



Session Purpose

Is developing major donor fundraising on your radar but you’re not sure where to start? 
This is a practical session on how to set out and start a major donor programme from 
scratch or turn the occasional major donor into a proactive major donor programme. Join 
this session to learn how to get it right from the beginning and take away concrete action 
points to start your own major donor programme. 





So, why might we get started with Major Donor fundraising?

• Win new resources
• Network development
• Opportunities present themselves
• Strong ROI for organisations that stick with it



And why is it not for everyone?

• Restrictions placed on gifts
• Level of negotiation required
• Unrealistic expectations
• Discomfort around power dynamics / ethics

William Booth, a British Methodist preacher, founder The Salvation Army, 14 August 1912





https://www.flickr.com/photos/vastateparksstaff/16254661361/ by vastateparksstaff

https://www.flickr.com/photos/vastateparksstaff/16254661361/
https://www.flickr.com/people/37922399@N05


The whole ensemble – being a fundraising organisation

MITO SettembreMusica - Auditorium Rai - Orchestra Sinfonica Nazionale della Rai, 4 September 2008



Sun Media Photo/Rob Swystun/Daily Graphic/16/12/08 Rei Hotoda conducts the Winnipeg Symphony Orchestra

The Conductor – our lead fundraiser



Thomas, Ambroise (1868). Hamlet, piano-vocal score, piano reduction by Vauthrot. Paris: Heugel & Cie, n.d. [1868]

The score – our organisational story and case for support



Impact achieved in partnership 
between donors and your charity

Clarity, credibility, assessment of 
problem, delivery model, user centred 
design, sustainability, value for money

Building confidence in delivery

People, processes, networks and 
partnerships, track record, competence, 

evidence

Building confidence in organisation

Project level case for support

Organisational level case for support

Mission 
delivery





Inspiring Fundraising - This online resource is the legacy of the four-year Resourcing Scotland’s Heritage partnership 

programme, led by Arts & Business Scotland with Archaeology Scotland, Built Environment Forum Scotland, greenspace 

scotland and Museums Galleries Scotland.

Inspiring Fundraising aims to help everyone in the heritage sector in Scotland raise funds for their organisation, cause or 

project, effectively and with greater confidence.

10 Steps: Writing a Case for Support - Voluntary Action Sheffield
Beth Crackles

Writing a compelling case for support – CCS Fundraising

Case for support resources for you!

https://inspiringfundraising.co.uk/writing-a-case-for-support/
https://r.search.yahoo.com/_ylt=AwrkPa86PR9kcCci0x4M34lQ;_ylu=Y29sbwNpcjIEcG9zAzIEdnRpZAMEc2VjA3Ny/RV=2/RE=1679797691/RO=10/RU=https%3a%2f%2fwww.vas.org.uk%2fwp-content%2fuploads%2f2020%2f09%2f10-steps-Case-for-Support.pdf/RK=2/RS=BCShDWPj3GRECDseVbZeADJCeTs-
https://www.linkedin.com/in/beth-crackles-4234b525/
https://www.ccsfundraising.com/insights/writing-a-compelling-case-for-support-four-steps-for-getting-started/


Nicola Benedetti at Royal Albert Hall, 21 September 2013, Allan Beavis

The soloist (and principal players) – CEO and Leadership Team



Sir Cameron Mackintosh, 21 December 2012, Eva Rinaldi

The impresarios – Our Board 
members (the best ones…)



The audience – our donors and partners

Christos Lambrakis Hall, Athens Concert Hall May 24, 2011



Your charity

Board of Trustees
Board 

Member

Friend Colleague Relative

Major Donor

Friend Relative

Key:

Relationships we    
currently hold

Introductions made  
by our advocates 

Simple network map



Major Donor readiness check list:

• Excellent lead fundraiser with capacity to deliver
• CEO who understands her/his role and is prepared to make time
• Supportive Board which understands the process
• Individual board members who will make introductions
• Case for support which makes sense externally
• Organisational credibility and track record
• Clear vision for transformative change
• Ability to capture and report on impact
• Key messages understood by everyone involved
• Active involvement in project development by key colleagues
• Realism over timescales and targets
• Growth mindset and partnership approach

"Checklist Flat Icon Vector.svg from Wikimedia Commons by Videoplasty.com, CC-BY-SA 4.0"

https://commons.wikimedia.org/wiki/File:Checklist_Flat_Icon_Vector.svg##
https://commons.wikimedia.org/wiki/Main_Page
https://videoplasty.com/
https://creativecommons.org/licenses/by-sa/4.0/deed.en


Questions and Discussion

@joelvoysey

https://www.linkedin.com/in/joel-voysey/

Https://joelvoyseyfundraising.uk/

https://www.linkedin.com/in/joel-voysey/
https://joelvoyseyfundraising.uk/
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