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1.  How can we create a culture of philanthropy? 
 

• Provide agency-wide education about what philanthropy is, the impact it has on 
the organization and the role of donors in philanthropy. 
• Initiate an employee giving program. 
• Involve the development staff in the programmatic work of the agency. 
• Ask employees to participate in ways other than cash giving, such as using 
Albertson’s cards, making thank you calls, etc. 
• Elevate the CDO in the organization; make that person a part of the senior 
management team; show respect for the development staff and their work; allow 
the development staff to work independently. 
• Provide cross-training to show that every staff person is important. 
• Make fundraising participation an expectation for all staff members. 
• Think in terms of “we”, instead of “you” when talking about fundraising; ask 
“How are we doing?” 
• Take the CEO and other staff members along on cultivation and ask calls. 
• Encourage the CEO to take fundraising training, or take that person along to 
fundraising education opportunities. 
• Talk openly with the CEO and all staff about building a culture of philanthropy in 
the agency, and how to go about doing that. 
• Treat the staff and the board members exactly as you treat your donors. 
• Teach board members, other staff and volunteers about fundraising as an 
opportunity for people to make a difference. 
• Make your front office staff part of your development team because they are the 
first contact donors and prospects may have with your agency.  

 
2.  How can we position our CDOs as an organizational leader? 
 

• Respect the CDO as a knowledgeable, experienced professional. 
• Ensure that the CDO is a full, participating member of the senior management 
team. 
• Make sure that the CEO and CDO are full partners in the fundraising effort. 
• Develop partnerships between the CDO and the program staff. 
• Include the CDO in all budget meetings, discussions and decisions. 
• Ensure that the CEO always backs the CDO in public. 
• Include the CDO at all board meetings. 
• Give the CDO the opportunity to work with and provide training to the board. 
• CDOs should always act like the senior executive that you are. 
• AFP should host a forum for CEOs on how to hire a CDO. 
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3. How do we develop a succession plan for development? 
 

• Hire development staff with the idea that they could move into the senior 
position. 
• Be a mentor to the development staff, not just a boss.  Explain what you and 
they are doing and why. 
• Take or encourage development staff to attend fundraising training; encourage 
them to join AFP. 
• Work with the CEO to create a written succession plan. 
• Set up systems to ensure easy transitions. 
• Ensure that donors and funders have relationships with with the organization, 
not just with the CDO. 
• Have an annual development plan that can be passed to the next person. 
• Give all development staff an opportunity to grow professionally. 
• Support and show appreciation to the development staff. 

 
4.  How can we set realistic goals for development and CDOs? 
 

• Involve the CDO in the planning for and development of budgets and goals. 
• Examine the agency’s fundraising history to understand trends and capacity in 
order to plan better. 
• Ensure that CEOs listen to their CDOs recommendations and concerns about 
fundraising goals. 
• Include board members in developing the fundraising goals. 
• Develop a culture of philanthropy in the organization and include that as a goal 
of the strategic plan. 
• Ensure that CDOs get to know board members on a one-to-one basis, so that 
they can provide education and training about fundraising. 
• Base fundraising goals on history and data, not on wishful thinking, or what is 
necessary to “fill the gap” to cover expenses. 
• Ensure that board members and donors understand that there is a cost to doing 
business/overhead, and that there are costs to raising money. 
• CDOs have to have the courage to say “no” when unrealistic demands or 
expectations are being set. 
• Ensure that CDOs and CEOs have made an accurate assessment, based on 
past data, of the organization’s capacity, especially in terms of its various 
revenue streams. 
• Determine what a “major gift” is for your organization, and make sure all staff 
are aware of that figure. 

 
5.  How do we elevate the profession in the community? 
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• Hire CDOs who have earned a Certified Fund Raising Executive, or encourage 
your CDOs to become one. 
• Encourage your CDO to have a mentor who is more senior, and to mentor 
others who are more junior. 
• Encourage all board members to attend National Philanthropy Day in order to 
understand the impact of philanthropy, and to honor a donor or volunteer from 
your agency with a Spirit of Philanthropy Award. 
• Reach out to young, upcoming professionals and offer to mentor them, talk 
about the benefits of being a professional fundraiser and that it is a great career 
option. 
• Ensure that CDOs understand the growth and challenges for business in the 
local economy, how that affects the nonprofit sector, and ensure that they are 
able to explain that to board members and donors. 
• Talk publicly about the vibrancy of the nonprofit sector and the fact it is a $3 
billion industry. 
• Work to help city/county government officials understand the importance of the 
nonprofit sector in our community. 
• When asked what we (fundraisers) do, answer with pride, “We are making a 
difference in people’s lives”; give a positive outlook rather than focusing on the 
challenges. 
• Obtain more positive media coverage about the profession. 
• Lobby academic institutions to offer fundraising degree programs to help meet 
the demand for trained fundraisers. 

 
6.  Perspectives from CEOs & Grantmakers 
 

• Ensure that you know the answer to this question:  “Why would I invest in a 
CDO if I can do better without one?”  CDOs must have a track record of success 
and be able to show how they can make a positive impact on the agency’s ability 
to raise more money to support its mission. 
• Share the report, “Underdeveloped, A National Study of Challenges Facing 
Nonprofit Fundraising” (CompassPoint & the Evelyn & Walter Haas Jr. Fund, 
2013) with board members and donors, and encourage discussions about its 
implications for your agency. 
• Engage with the Southern Arizona Grantmakers. 
• Participate actively in Arizona Gives Day. 


