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Intro

u Professional experience 

u FundraisingForce

u Fundraising strategy

u Technology

u CRM searches

u CRM implementations



Agenda

u Relationship Fundraising defined

u Why care about relationship fundraising 
requirements?

u What are the requirements of 
relationship fundraising?

u How do we gather such requirements?

u Questions
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Poll u Are you in the market for new 
technology?



Poll
u Does your organisation fundraise in the 

major gifts, bequests, trusts and 
foundations and corporate spaces?



Product Agnostic

u Independence

u FundraisingForce do not endorse any 
technology

u Product agnostic



Relationship 
Fundraising

u Major Gifts

u Bequests/Gifts in Wills

u Trusts and foundations

u Corporate Fundraising/Corporate 
Partnerships



Why Care

u Technology is not just for mass 
audiences

u Home for learnings from prospect 
research

u Moves/pipeline management

u Stewardship tools



Why Care
u Often times the step-child of 

requirements

u More often forgotten than remembered



Requirements

u Sample relationship fundraising 
requirements



How to

u Involve seasoned fundraiser who 
deals with high value audiences

u Involve a consultant who has 
expertise in this area

u Consider requirements about 
1:1 relationships rather than 
mass audiences



Questions?
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