In A Fundraising Culture…

In A Culture of Philanthropy…

Philanthropy = grants by institutions or gifts
from wealthy individuals.

Philanthropy = love of mankind.

Development staff is responsible for revenue
generation.

Everyone in the organization shares some responsibility for
revenue generation by serving as ambassadors and building
relationships with potential donors and constituents.

It’s all about the money.

It’s all about the relationships.

Donors = money.

Donors = skills, talents, time and money.

Donors are contacted only when money is
needed.

Donors are contacted regularly with invitations to
participate in activities, progress updates, and information
about how their contributions are helping.

Fundraising and engagement are siloed and
have different contact lists.

There is one list for every person who’s afﬁliated with the
organization in some way (e.g., volunteering, donating,
organizing, etc.).

Fundraising is seen as a one-off or add-on.

Fundraising is incorporated into and across every staff
position and activity in the organization.

Culture is seen as “touchy feely.”

Culture is the most important factor in determining an
organization’s effectiveness.

The board relegates fundraising to the
development committee.

The board development committee directs the participation
of the entire board in fundraising.

It’s about acquiring donors.

It’s about keeping donors.

Mission, program goals and operations are
separate from revenue generation.

Mission, program goals and operations are aligned with
revenue generation.

The focus is on short-term tactics like appeals
and events.

The focus is on the longer-term strategy behind the tactics.

The organization functions with a scarcity
mindset.

The organization functions with a mindset of abundance.

The organization’s leaders make decisions
based on what’s available.

The organization’s leaders make decision based on what
the community needs and a shared vision of how to meet
that need.

The community isn’t engaged.

The community is intentionally engaged and participates as
a partner with the organization.

Development staff/directors are relegated to
secondary status.

Development staff/directors are part of the leadership team
and equal partners with other senior staff; they participate in
all planning, strategy, ﬁnancial and organizational meetings.

Development goals aren’t part of everyone’s job
description.

Development goals are part of everyone’s job description.

Board and staff have sporadic contact.

Board and staff have regular opportunities to engage and
interact.

The focus is on big gifts.

All gifts are important.

Donations come ﬁrst.

Donations come after we engage people in our work.

We will win over every donor for our
organization.

We will listen and refer donors to other organizations that
align more closely with their aspirations.

Money is dirty.

Money is what we need to do our work.

There are rigid lines between organizations’
departments, including development.

Job responsibilities and departments are more ﬂuid; more
collaboration to meet goals.

