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Transformational Gift Plan
As of 12/9/2025


Donor Name:   

Gift Target Amount:				Project or Area of Focus:

Timing / Deadline:  				Solicitor(s) for Ask Conversations:		

Solicitation Strategy (in person, proposal, etc.):		

Materials Needed for Solicitation:

(You may not be able to fill in the information above the first time you fill this out. The purpose is to answer the questions below and work towards identifying this information. Keep coming back to this worksheet as your plan / relationship with your donor progresses and update your answers accordingly.)




Information Collection: What do you Know about the Donor?

Answer these questions as best as you can. If you can’t answer them or answer them fully – that’s ok! Use the latter sections of this worksheet to create plans and open-ended questions you can use with the donor to gather this information. Then, when you have the information you need, you will be able to fill in the information above.

INFO TO HELP DECIDE ON AN AMOUNT

· What has been the donor’s recent giving and trends to your organization?

· What is the donor’s largest gift to your organization?

· What has their giving been to other organizations? What are some of the largest gifts they have made to other organizations?

· What do you know about the donor’s financial situation (business, retired, children in college, etc.)?

· Are you aware of any other giving vehicles that the donor chooses to use (DAF, Family Foundation, IRA, etc.)?

· Where do you fall in the donor’s philanthropic priorities?

· What amount would the donor consider to be a transformational gift?


INFO TO HELP DECIDE ON A PROJECT / AREA OF FOCUS

· What are the donor’s primary areas of interest specific to your organization?

· Has the donor donated to a specific program at your organization in the past?

· Has the donor supported programs at other organizations in the past that enlighten you on their passions and interests?

· What are the drivers behind their passions and interests as it relates to your organization?

· What in their personal life affects their desire to give philanthropically? 

· What kind of questions has the donor asked in the past about their giving and the impact?

· What kind of legacy does the donor want to leave in their lifetime?

· Do you know the donor’s preferences around recognition for their giving (including naming opportunities)?

· Are there programs in need of funds right now that meet the donor’s areas of interest?

· Do you have the information you need from program/finance to verbalize the impact of a transformational gift?






INFO TO HELP DECIDE ON TIMING

· Are there any specific timing considerations that may impact when and how much they would consider giving?

· Has the donor received reports back on their previous giving and the impact that it has had?

· Is there a timing factor related to any opportunity that you would want to present to the donor?


INFO TO HELP DECIDE ON SOLICITATION STRATEGY / APPROACH

· What are the donor communication preferences?

· If it is a couple, how should each person be considered / consulted in this ask conversation (is there a primary person to talk to?)

· What other members of staff, beyond MGO, need to be consulted in the strategy / presentation?

· What other factors are involved in this plan not already addressed?





Action Steps
What steps do you need to take to help you gain the information that you do not have above? What steps do you need to take to secure a gift conversation, and make a solicitation?

These should be tactical steps, including internal conversations, work such as research and materials creation, and outward touchpoints with donors. All these steps should be incorporated into the monthly touchpoint calendar on your DEP.

Plan out your steps as if everything goes according to your desired plan. If these steps change as your discovery continues or the landscape of the solicitation changes, that’s ok! Continue to make adjustments; this is meant to be a flexible process. Also remember, the plan may not be linear. Some of these steps may happen concurrently, or may end not happening in the order you plan.

Step 1
Who:
What:
Objective(s) of Action:
Deadline:



Step 2
Who:
What:
Objective(s) of Action:
Deadline:

Step 3
Who:
What:
Objective(s) of Action:
Deadline:

Step 4
Who:
What:
Objective(s) of Action:
Deadline:

Step 5
Who:
What:
Objective(s) of Action:
Deadline:

Step 6
Who:
What:
Objective(s) of Action:
Deadline:


Open-Ended Questions
Gaining the information you need to form a coherent transformational gift plan will often require multiple conversations with your donor, where you dig deep and really work to learn more about their interests, drivers, and philanthropic intentions. 

Use this section to craft some open-ended questions that you can use during various parts of this journey to gain more information. We have provided you with a handful of general examples that may prove useful, but be sure to also create ones specific to your donors and the information you are lacking. See sample questions beginning on page 6.

My Questions to Ask:







POTENTIAL OPEN-ENDED QUESTIONS
Questions to Learn More About the Donor (General)
Ask Topic: Getting to Know Your Donor (Beyond the Bio)
· In thinking about e-mail, the telephone, written correspondence, face-to-face meetings, social media, and so on— how would you describe your communication style and preferences?
· What would you like to be remembered for? 
· What has brought you the most fulfillment in your life?
· Who have been influential role models or mentors to you?
· What is the most difficult question you have ever been asked?
· What is the greatest achievement in your life?
· What was the happiest day of your life? 
· What's the most memorable book (movie, concert, etc.) you have ever read? 
· What were your greatest lessons from your family?
· How did where you grow up influence your life?
· What lights a fire in you?
· What inspires you?
Ask Topic: Defining Interests & Passions
· What are you most passionate about in your life right now? 
· What are the most important things you'd like to accomplish this year? 
· If you had a couple of extra hours in the week, what would you spend them on?
· How do you feel we can most effectively serve our community?
· How did you come to the decision to give your first gift?
· What is it that we do that first caught your interest?
· What inspired you to decide to invest in our organization?
· What makes you continue to give?
· What story do you remember the most from our organization?
· Why is our organization important to you?
· What do you like most about our organization?
· What would you like to see changed or improved?
· Why are you involved with our organization?
· Of all the programs and services that are provided through your gift, what is one that really calls to your heart?
· Of all the gifts you have given, what is one that comes to mind that brought you the most joy?
· Do you see yourself making a big splash in the community and solving a large problem?  (For gift size and importance)
Ask Topic: Increase Connection & Understanding of Organization
· How do you want to be involved?
· What would you like to know about us?
· If you were to tour a project what do you want to learn most about? 
· What event most interests you to attend?
· Is there a volunteer opportunity that has caught your eye?
· What do you feel is the most important thing that our organization solves?
· Is there a common theme with your giving?
· How do you and your spouse come to make a decision on who and what you give to? 

Questions Related to Asking/Preparing for a Gift

Ask Topic: Preparing to Ask
· Can you walk me through your decision-making process?
· What is important to you as you make decisions to give?
· How do you like to be told about the results of your gift?
· Am I doing an effective job at linking our work to your key priorities? 
· What have I done that has been most helpful to you? 
· In what ways am I helping you to achieve your goals? 
· What thank you from our organization has meant the most to you? 
· How do you feel about our organization?
· What is the best way to get your attention with the material we sent?
· How do you (and your family) prefer to be recognized for your giving?
· You stopped giving to our organization. Why? How have we disappointed you?
· Would you be open to a proposal on what an investment into that area would look like for you?  (asking for the visit to ask)
· When you think about the impact of your philanthropy, are you interested in going wide or going deep?
Ask Topic: Transformational Gifts
· What does making a transformational gift mean to you?
· What kind of philanthropic legacy are you interested in leaving?
· Would the opportunity to put your name on a physical space or a program be something that would interest you?
· What would it take for you to consider giving a six-figure (or other amount) gift to our organization?
Ask Topic: Discussing Proposal
· What parts of the presentation will be most valuable for us to emphasize and spend time on?
· Can you restate, in your own words, what you hope to gain from successful completion of this program?
· Given what we’ve set out in our proposal, and thinking about value to you, can you say something about what you’d like to see less or more of?
· What aspects concern you?
· In what way did this capture what you are trying to accomplish?

Ask Topic: Donor’s Response is Not to Give
· Tell me more about your decision.
· What has led to your decision that we have either done or not done?
· What are the key factors that influenced you in making this decision?
· Are you open to discussions in the future about other giving opportunities?
· What timing would best work for us to come back with projects in the future?
Ask Topic: Say “Maybe” to a Request to Give
· What questions are still unanswered for you?
· What concerns to you have?
· What do you still need to be able to decide?

Questions Related to Planned Giving
Ask Topic: General Planned Giving Questions
· What kind of impact do you hope to ultimately have on our work at ORG?
· What is your vision for how you and your family can advance our work to INSERT MISSION?
· All circumstances aside, what would you like to see achieved through your giving to ORG? 

Ask Topic: Learning About Donor’s Business
· Tell me more about your business… how did you start it?
· Tell me exactly what it does?
· How is it managed?  Is it a corporation, or a partnership, or solely owned?
· If co-owned with others, who are the other owners?
· (Family Owned) Would you mind sharing history of your company? What are your future plans for it? 

Ask Topic: Learning About Donor’s Investments
· Tell me a little about your investing; how did you get started?  How long?
· What types of investments do you work with?  Is there real estate?
· Are you concerned about high taxes?  Capital gains taxes?
· What kind of retirement funds do you have? I can show you a great way to use some types of funds to make more effective gifts.
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