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Americans are the most generous
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Americans gave $450 billion in 2019

ÅFoundations: 17%

ÅCorporations: 5%

ÅIndividuals/bequests: 79%

SEVENTY-NINE 
PERCENT!

Source: Giving USA



Individuals

ÅTypically one point of 
contact

ÅAltruistic motivations

ÅPersonal connection to 
mission

ÅInformation resources: 
wealth indicators

Corporations & Foundations

ÅMultiple points of contact

ÅShareholder, board, and 
public accountability

ÅCustomer connection to 
mission

ÅInformation resources: 
grantmaker databases
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Differences



Individuals

ÅDonor identification

ÅDonor qualification

ÅDonor cultivation

ÅDonor solicitation

ÅDonor appreciation

Corporations & Foundations

ÅDonor identification

ÅDonor qualification

ÅDonor cultivation

ÅDonor solicitation

ÅDonor appreciation
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Similarities



This five step process 
applies to all areas of 
fundraising and all types 
of donors (individuals, 
corporations, & 
foundations)

Whether asking for $100, 
$100,000, or $1 million, 
the five steps are always
the same five steps.

6

The process of fundraising
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Identification

ÅWho funds comparable (not necessarily similar) 

organizations?

ÅService organizations like Rotary, Optimists

ÅDisaster relief organizations like American Red Cross

ÅMajor corporations in your region

ÅWho knows who? (six degrees of separation)

ÅWhere are VFW & Auxiliary members employed?
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Identification

ÅSubscribe to local/regional Business publications (or check them 
out at the public library). North Carolina examples:
ÅCharlotte Business Journal www.bizjournals.com/charlotte

ÅTriad Business Journal (Greensboro) www.bizjournals.com/triad

ÅTriangle Business Journal (Raleigh) www.bizjournals.com/triangle/

ÅCorporate - Foundation research tools
ÅLocal librarians are a valuable resource, may have subscriptions

ÅFor assistance contact Jason Couch: jcouch@vfw.org
ÅHome Depot grant

ÅCorporate and foundation research database

http://www.bizjournals.com/charlotte
http://www.bizjournals.com/triad
http://www.bizjournals.com/triangle/
mailto:jcouch@vfw.org
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Qualification

ÅCorporate connections

ÅDo they have a commitment to hiring veterans?

ÅAre there veterans in leadership positions?

ÅHow do they leverage Memorial Day, Veterans Day, etc.

ÅIs there an affinity with:

ÅVeterans health and wellness

ÅHunger and homelessness programs

ÅWorkforce readiness programs
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Qualification

ÅYour Pet Projects ïversus ï

ÅDonor interests and giving history

ÅGrantmaker Programs

ÅWhich comes first? (hint: itôs NOT your pet project!)

ÅIdentify shared affinity and mutual benefits
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Cultivation

ÅEvents (networking)

ÅBusiness Journal Award Luncheons

ÅNational Philanthropy Day (Association of Fundraising 

Professionals ïsee https://afpglobal.org/chapters)

ÅNorth Carolina examples: 

ÅNC Triangle Chapter

ÅWestern NC Chapter

ÅNC Triad Chapter

ÅCape Fear Region Chapter

https://afpglobal.org/chapters
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Cultivation

ÅLetters of Inquiry/Introduction 

Åsnail mail can help you stand out (when is the last time you 

received a hand-addressed letter?)

ÅPhone calls, emails, social media

ÅFace-to-face meetings

ÅSite visits
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Cultivation

Sometimes it pays to be bold and 
unapologetic.

(and it is always wise to first seek counsel.)
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Solicitation

ÅProposal development

ÅContact Jason Couch for assistance: jcouch@vfw.org

ÅIf donor requires a 501(c)3, contact Richard Freiburghouse 

for assistance: rfreiburghouse@vfw.org

ÅSubmission (aka ñThe Askò)

ÅFollow-up

ÅNever leave the ball in their court

mailto:jcouch@vfw.org
mailto:rfreiburghouse@vfw.org
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Appreciation

Congratulations ïyou got the gift! Now what?

ÅSend a letter to express your appreciation

ÅGrant reporting requirements

ÅPut structure in place in advance to collect information

ÅPut reminders in place & submit reports on time

ÅInvite key contacts to see programs in action

ÅThis becomes part of the cultivation process for future gifts 

and grants
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Appreciation

Donôt let minor details become major 
obstacles.

What is minor to you could be major to the donor.



North Carolina Community 
Foundation

www.nccommunityfoundation.org

The NCCF is the single statewide 
community foundation serving North 
Carolina. 

The NCCF partners with a network of 
affiliate foundations to provide local 
resource allocation and community 
assistance across the state.

An important component of NCCFôs 
mission is to ensure that rural 
philanthropy has a voice at local, 
regional and national levels.
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The Five Step Process

http://www.nccommunityfoundation.org/
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The Five Step Process

Wake County Community 
Foundation

The Wake County Community 
Foundation was founded in 1991 
and is led by a local volunteer 
advisory board that helps build 
community assets through the 
creation of permanent endowments, 
makes grants and leverages 
leadership ςall for the benefit of 
Wake County.



19

The Five Step Process

Wake County Community 
Foundation

ÅStep 1: Identification 

ÅList of officers and board members

ÅSix degrees of separation

ÅWho knows who?
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The Five Step Process

Wake County Community 
Foundation

ÅStep 2: Qualification

ÅHome page: Family of Funds

Å²ƻǊŘ ǎŜŀǊŎƘ όŎƻƴǘǊƻƭ C ŦƻǊ άŦƛƴŘέύ 
άveteransέ
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The Five Step Process

Wake County Community 
Foundation

Step 2: Qualification

Friends of BOMA Charitable Endowment

ά¢Ƙƛǎ fund supports charitable uses in 
Wake and Durham Counties to 
strengthen and support the local 
community, the family, education*, and 
to organizations serving the needs of 
veterans, active military personnel and 
their ŦŀƳƛƭƛŜǎέ

ϝ ±ƻƛŎŜ ƻŦ 5ŜƳƻŎǊŀŎȅΣ tŀǘǊƛƻǘΩǎ tŜƴ
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The Five Step Process

Hey Google, what the heck 
is BOMA?

ÅBOMA stands for Building Owners 
and Managers Association

ÅBOMA Raleigh-5ǳǊƘŀƳ ά!ōƻǳǘ ¦ǎέ 
page links to executive board, staff
ÅStep 1: identification

ÅSix degrees of separation

ÅWho knows who?
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The Five Step Process

BOMA Raleigh-5ǳǊƘŀƳ ά!ōƻǳǘ ¦ǎέ 
ǇŀƎŜ ƭƛƴƪǎ ǘƻ ά/ƻƳƳƛǘǘŜŜǎέ

ÅάtǊƻƎǊŀƳǎέ ŎƻƳƳƛǘǘŜŜ Ƙƻǎǘǎ ōƛ-
monthly luncheons to provide 
content of interest to BOMA 
members

ÅStep 2: Qualification ςmake the 
connection, schedule a meeting

ÅOffer to speak on veteran issues 
relevant to BOMA interests


