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	ongoing


	Identify, cultivate, and solicit prospective donors for major gifts in support of TRFs humanitarian and educational programs.
	The primary objective is to secure major gifts, generally targeting individuals with the capacity to make a $50,000+ contribution.

	March
	Participation in PETS and District Assemblies.  Send introductory e-mails or call the District Governors, District Foundation Chairs, and District Major Gifts Chair/District Permanent Fund Chair.
	Relationship building, educating District leadership and Rotarians about major gift opportunities.

	April
	One-on-one meetings with DGEs, incoming DRFCs and DPFC.
	Establish mentoring relationship.  Share ways to help identify potential major gift prospects. Offer to speak at clubs in district in the new Rotary year.

	March-May


	Work with Club and District Leadership to discuss the identification of major gift prospects.
	Active management and coaching will be required with many district leaders.

	May-June
	Set dates for district foundation seminars and talk with district leadership about creative ways to plant seed for leadership gifts to TRF.  Get contact info from DGE or district Foundation Chair for entire district's Foundation committee including middle management.
	Share techniques to encourage attendance. Help ensure quality of speakers, presentations, etc.  Carve out sufficient time for a section on planned and major gifts.

	July
	Personally become a Benefactor, Bequest Society member, or Major Donor if commitment not already made.  Provide RRFC with a list of 20 possible prospects for major gifts.
	The most effective fundraising is generally between peers who have made commitments to the organization.  Identifying the best 20 major gift prospects will be a key component in the success of the major gifts effort.

	August
	Hold cultivation meetings with 4 of the 20 major gift prospects.  Work with RRFCs to assist, plan, and participate in regional Foundation training seminars.  Establish relationships with entire district leadership and middle management team.
	Face-to-face meetings with major gift prospects is key to establishing trust and a building a relationship for a future solicitation.

	September
	Hold cultivation meetings with 4 more of the 20 major gift prospects.  Contact district foundation chairs to assist with district seminars. 
	Prepare a significant major gift component in the seminars.  Include planned and major gift materials from the Rotary Foundation.

	October
	Hold cultivation meetings with 4 more of the 20 major gift prospects.
	On average, it takes five solicitations to secure a major gift.

	November
	Hold a major gift prospect cultivation event, to train on giftin option & tax benefits and/or recognize existing Major Donors.  Additionally, hold cultivation meetings with 4 more of the 20 major gift prospects.
	A cultivation event can consist of a fireside chat, a small reception in conjunction with a district event, a dinner or an estate planning seminar.

	December
	Hold cultivation meetings with 4 more of the 20 major gift prospects.
	Concentrate on the first two weeks of the month to avoid conflicts with holiday plans. 

	January
	Hold 6 follow-up cultivation meetings with major gift prospects
	Be prepared with any additional information that the prospects may have requested during your initial cultivation meeting.

	February
	Hold 6 follow-up cultivation meetings with major gift prospects
	Focus on the program area(s) of interest to the prospect

	March
	Hold 6 follow-up cultivation meetings with major gift  prospects.
	The meetings will help you determine the solicitation amount and program to be supported. 

	April
	Personally ask for 3 major gifts from among 20 major gift prospects. Participate in PETS and District Assemblies
	Make the ask with conviction and confidence. Be prepared for response, including objections and follow up activity.

	May
	Personally ask for 3 major gifts from among 20 major gifts prospects. 
	Major Gifts Officer is available to assist with the solicitation, including formal solicitation and planned giving illustrations.




