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Fundraising 
Fundamentals



Setting the Stage 

• This session is geared toward early- to mid-career fundraising 
professionals (but mostly early…)

• We will be discussing foundational mechanics of fundraising
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REPLACE IMAGE

https://liveutk-my.sharepoint.com/:x:/r/personal/mwils141_utk_edu/Documents/UTIA%20-%20Office%20of%20Advancement/2026%20NAADA%20Presentation/Laura%27s%20Pipeline.xlsx?d=wa38b8811b4334d6894775ed419f11de5&csf=1&web=1&e=B08Ae3


Smokey + White

Placeholder: Ashley’s pipeline



Smokey + White

Placeholder: Madeline’s pipeline



Planning Your Travel

• When is the right time to visit? And when you do bring 
your dean?
— Planning around events and dean travel

— Cultivation and solicitation

• Anchor visits, and everybody else
— Travel lives and dies with your anchor visits

— Book 4-6 weeks out for anchors, 2-4 for secondary, 1-2 for tertiary

— Solicitation>Stewardship>Cultivation>Assessment

• Loyalty programs!



Getting a Meeting

• Be clear about your intentions
— Don’t let them be surprised that you want to meet to talk about fundraising

• Use multiple methods to reach out
— Don’t be afraid to pick up the phone!

— Build a cadence – this is where your pipeline tool comes in!

• Make it convenient for them

• Have a call-to-action and indicate a follow-up

• Remember – you are providing them with a valuable service!



Priority Menu

• Top institution priorities: “Rule of 3”

— Tailor to their stated interests, if you can

— Involve faculty members when needed

• Write it out, practice, and role play

• Treat it as an assessment

90-Second Commercial

Prepping For a Meeting



• Start with “thank you”

• The role of contact reports in the 
process

• How do you know how much to ask 
for?

• Never make assumptions!

When to Make the Ask 



Lead With The Mission



Life Happens: How to Pick Up The Ball 

After It’s Been Dropped



Deep 

Thoughts

Make no assumptions

Build solid internal relationships

“Dollars raised” is a lag indicator



Discussion

• What pipeline platform/strategy works 
for you?

• How have you been successful at 
getting a meeting?

• Failing up and course-correcting 
anecdotes



A part of the UT Institute of Agriculture

Please take one minute 
to complete our session 
evaluation and 
committee interest form



A part of the UT Institute of Agriculture

\
Prei

Thank you to our Conference Host and Sponsors


	Slide 1
	Slide 2: Setting the Stage 
	Slide 3
	Slide 4
	Slide 5
	Slide 6: Placeholder: Ashley’s pipeline
	Slide 7: Placeholder: Madeline’s pipeline
	Slide 8: Planning Your Travel
	Slide 9: Getting a Meeting
	Slide 10: Prepping For a Meeting
	Slide 11: When to Make the Ask 
	Slide 12
	Slide 13
	Slide 14
	Slide 15: Discussion
	Slide 16
	Slide 17: \

