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Most Nonprofits Are Stuck on the Grant Treadmill
The Problem:

You're writing grants constantly, but revenue is unpredictable

When funding ends, you're back at square one

Your team is exhausted chasing one-off opportunities

Growth stalls because you can't plan beyond the next grant cycle

The Cost:

Mission drift (chasing grants that don't perfectly align)

Burnout (endless proposal writing)

Missed opportunities (too busy surviving to build strategic partnerships)

Revenue plateau (can't break through to the next level)

There's a Better Way:

Organizations that scale past $5M, $10M, even $20M don't rely on grants alone. They build sustainable funding systems through strategic 

partnerships, major donors, and engaged boards.

In this blueprint, you'll discover the exact framework our clients use to achieve 12-15% annual revenue growth.



The DiCam Strategic Funding 
Architecture#

PILLAR 1

Strategic Partnerships
6-7 Figure Corporate Relationships

PILLAR 2

Major Donor Cultivation
Systematic Relationship Building

PILLAR 3

Board Activation
Fundraising Champions

PILLAR 4

Sustainable Systems
Infrastructure That Scales

RESULT: 12-15% Annual 
Revenue Growth

These four pillars work together to create predictable, sustainable funding that grows 

year over year. Let's break down each pillar...



Pillar 1: Strategic Corporate Partnerships
How to Secure 6- and 7-Figure Partnerships That Fund Your Mission for 
Years
Why Most Corporate Partnerships Fail

Most nonprofits treat corporations like ATMs:

They ask for sponsorships (transactional, one-time)

They lead with their needs (not the company's goals)

They offer logo placement and call it a "partnership"

Result: Small checks, no renewal, constant churn.

The Strategic Partnership Approach

Real partnerships create mutual value:

What Corporations Actually Want:

Employee engagement opportunities (volunteering, skills-based service)

Authentic brand storytelling (purpose-driven marketing)

Measurable social impact (ESG/CSR reporting)

Community goodwill (local presence and reputation)

Your Strategic Partnership Framework:



Strategic Partnership Framework
01

Identify Partnership-Ready Companies

Look for mission alignment (not just money)

Target companies with active CSR/ESG programs

Research their giving history and priorities

Find companies where you solve a problem they have

02

Build a Value Proposition (Not a Sponsorship Ask)

Lead with what THEY get (not what you need)

Offer employee engagement opportunities

Provide measurable impact data

Create visibility and storytelling opportunities

03

Structure Multi-Year Partnerships

Start with pilot year, build to 3-5 year commitment

Create escalating value tiers

Include renewal incentives

Build relationship beyond the check

04

Activate and Report

Deliver exceptional partner experience

Measure and report impact quarterly

Create visibility opportunities (events, media, social)

Treat them like VIPs (because they are)

CASE EXAMPLE:

"They brought on several new partners like CVS Health, Bank of America, BCBS and Entergy."

4 Kevin Hergloz, COO, National AIDS Memorial

ACTION ITEM:

List 10 companies whose values align with your mission and who have active CSR programs in your cause area. These are your partnership 

prospects.



Pillar 2: Major Donor Cultivation
The Systematic Approach to Building 5-, 6-, and 7-Figure Individual Donor 
Relationships
The Major Donor Myth

Most nonprofits believe:

"Major donors just appear if our mission is compelling"

"We don't know any wealthy people"

"We're not comfortable asking for big gifts"

The Reality: Major donors are systematically cultivated through intentional relationship-building over time.

The Major Donor Cultivation System
STEP 1: Build Your Prospect Pipeline

Where to Find Major Donor Prospects:

Current small donors showing capacity signals (owns business, professional title, zip code)

Board member networks (their friends, colleagues, family)

Event attendees who engage deeply

Community leaders aligned with your cause

Grateful clients/beneficiaries who've achieved success

Capacity Research:

Wealth screening tools (DonorSearch, iWave, etc.)

Public records (real estate, business ownership)

LinkedIn profiles (career, connections)

Philanthropic databases (prior giving history)

STEP 2: The Cultivation Journey (Not a Single Ask)



The Cultivation Journey
Think: Dating, Not Speed Dating

TOUCH 1: The Intimate Mission Experience

Private tour/program visit (not a gala)

Meet beneficiaries directly

See impact firsthand

Small group (3-5 prospects max)

TOUCH 2: One-on-One Relationship Building

Coffee/lunch with ED or board member

Learn their philanthropic interests and values

Share your vision (not an ask yet)

Find connection points

TOUCH 3: Meaningful Involvement

Advisory committee invitation

Strategic feedback opportunity

Project champion role

Deeper engagement, still not asking

TOUCH 4: The Strategic Ask

Specific project/program funding

Multi-year commitment option

Clear impact outcomes

Named opportunity (if appropriate)

Timeline: 6-18 months from first touch to major ask (be patient!)



Making Asks That Inspire
STEP 3: Make Asks That Inspire
Frame as Investment, Not Charity:

o  Bad Ask:

"Would you consider donating $50,000?"

'  Good Ask:

"We're launching a three-year initiative to serve 500 more families. We 

need five investors at $50,000 each to fully fund it. Will you be one of 

those five?"

Elements of a Strong Ask:

Specific amount and purpose

Clear timeline and outcomes

Limited number of investors (creates urgency/exclusivity)

Multi-year option (builds sustainability)

Tangible impact metrics

STEP 4: Stewardship (Keep Them Engaged)

After the gift:

Immediate, personal thank you (within 48 hours)

Quarterly impact updates (photos, stories, data)

Exclusive access (events, behind-scenes experiences)

Ongoing relationship (not just when you need money)

Goal: Turn one-time donors into lifetime partners

WORKSHEET: Your Top 20 Major Donor Prospect List

Create a spreadsheet with:

Name

Connection to organization

Estimated capacity ($10K+, $50K+, $100K+, $500K+)

Cultivation stage (Identified, Engaged, Cultivating, Ready to Ask)

Next action step

ACTION ITEM:

Identify your top 20 major donor prospects this week. Assign a cultivation owner (ED, board member, or development staff) to each.



Pillar 3: Board Activation
Transform Your Board from Passive Attendees to Fundraising Champions
The Board Problem

Most nonprofit boards:

Think their job is governance only

Show up to meetings, vote, leave

Feel uncomfortable with fundraising

Make excuses: "I'm not good at asking" or "I don't know wealthy people"

Result: ED does all the fundraising, gets burned out, organization can't scale.

The Board Activation System
STEP 1: Reset Expectations (Starting at Recruitment)

Board Job Description Must Include Fundraising:

Every board member commits to:

Personal giving (100% board giving is non-negotiable)1.

Make X introductions per year (specific number, e.g., 5-10)2.

Attend X cultivation events per year (and bring prospects)3.

Participate in asks (not lead, but participate)4.

Make this clear BEFORE they join the board.



Board Activation Tools & Accountability
STEP 2: Equip Them with Tools (Remove Excuses)

Give Every Board Member:

1. The 3-Sentence Mission Pitch

"We help [who] achieve [what outcome] 

through [your approach].

Last year we served [number] people and 

achieved [specific result].

We're expanding to serve [bigger number] 

and need partners who believe [cause] 

matters."

Practice this until they can say it in their 

sleep.

Subject: Someone you should meet

Hi [Prospect Name],

I'm on the board of [Your Org] and 
immediately thought of you when
we started planning [initiative]. 
Given your passion for [cause area]
and work in [their field], I'd love to 
introduce you to our ED.

Would you be open to a 20-minute 
coffee to learn more?

[Board Member Name]

2. Door-Opener Email Templates 3. Calendar of Cultivation Events

Give board members 12-month 

calendar

They commit to attending 3-4 and 

bringing prospects

Make it easy: "Bring one guest to our 

spring tour"

STEP 3: Create Accountability Without Shame

Track and Report:

Board scorecard (anonymous, by seat number)

Celebrate wins publicly ("Board Member #3 made 4 introductions this quarter!")

Quarterly reports on collective board fundraising impact

Make Fundraising Visible:

Every board meeting includes "doors opened" report

Share success stories that resulted from board connections

Recognize and thank publicly

STEP 4: Train and Support

Annual Board Fundraising Training:

How to tell the story

How to identify prospects in their networks

How to make introductions (not asks)

Role-play practice

Address fears and objections

Ongoing Support:

Development staff available for questions

Join board members on calls if needed

Debrief after cultivation activities

CASE EXAMPLE:

"DiCam provided Board training that really helped solidify this development committee and our efforts. I am confident our committee will 

soon experience the FUN in fundraising."

4 Mary McGowan, CEO, Foundation for Sarcoidosis Research

ACTION ITEM:

Schedule a board training session this quarter focused on fundraising expectations and door-opening strategies.



Pillar 4: Sustainable Systems
Build Infrastructure That Scales Without Burning Out Your Team
The Capacity Problem

You can have the best partnerships, donors, and board...but if you don't have systems and capacity, it all falls apart.

What You Need:

1. Dedicated Development Capacity

Full-time development director (at minimum)

For organizations $5M+: small development team

Can't be "handled by the ED when there's time"

Note: Our clients who hire dedicated development staff see 15-18% 

annual growth vs. 12-15% without.

2. CRM/Database System

Track donor/partner relationships

Cultivation stage management

Task/follow-up reminders

Reporting capabilities

Tools: Salesforce (robust), Bloomerang (mid-size), DonorPerfect, 

Little Green Light

3. Communication Systems

Regular donor newsletters (monthly or quarterly)

Impact reporting templates

Stewardship touchpoint calendar

Partnership activation playbooks

4. Measurement & Reporting

Track partnerships secured, value, renewal rate

Major donor pipeline and conversion rates

Board member activity (introductions made, events attended)

Revenue by source, YoY growth

What Gets Measured Gets Managed.
ACTION ITEM:

Assess your current infrastructure. What's your biggest gap: capacity, systems, or processes? Fix that first.



Your 90-Day Implementation Roadmap
From Blueprint to Action: Your Next 90 Days

MONTH 1: FOUNDATION
Week 1-2:

� Conduct funding audit (where does 

revenue come from now?)

� Identify gaps in current approach

� Build partnership target list (10-20 

companies)

� Build major donor prospect list (20-50 

individuals)

Week 3-4:

� Clarify your 3-sentence mission pitch

� Create partnership value proposition

� Design cultivation event calendar 

(next 12 months)

� Assess current systems/capacity 

needs

MONTH 2: ACTIVATION
Week 5-6:

� Schedule board fundraising training

� Reset board expectations (if needed)

� Launch first partnership outreach 

(top 5 prospects)

� Begin major donor cultivation 

touches (top 10 prospects)

Week 7-8:

� Host first intimate cultivation event

� Board members make first 

introductions

� Follow up on partnership 

conversations

� Implement CRM/tracking system (if 

don't have one)

MONTH 3: MOMENTUM
Week 9-10:

� Continue partnership cultivation

� Move major donor prospects through 

pipeline

� Board reports on doors opened

� Measure and track early results

Week 11-12:

� Make first major donor asks (if 

prospects are ready)

� Finalize first partnership agreements

� Celebrate wins with team and board

� Plan next quarter's cultivation 

activities

By Day 90, You Should Have:

7 Clear partnership and major donor pipelines

7 Board actively opening doors

7 3-5 active partnership conversations

7 5-10 major donors in active cultivation

7 Systems in place to track and manage relationships



Ready to Build Your 7-Figure Funding Engine?
You Have Two Options:

OPTION 1: Do It Yourself

Use this blueprint to guide your internal team. It works4but it takes 

time, trial and error, and dedicated capacity.

Best for: Organizations with strong development staff, engaged boards, 

and 12-18 months to build momentum.

OPTION 2: Partner with DiCam

We don't just hand you a plan4we embed with your team to activate it.

What We Do:

Conduct comprehensive funding readiness assessment

Build your Strategic Funding Architecture# (customized to your organization)

Identify and vet partnership prospects

Train and activate your board

Cultivate and negotiate major partnerships

Build sustainable systems that outlast our engagement

Expected Outcomes:

12-15% annual revenue growth

3-7 new strategic partnerships in first 18 months

Board members actively opening doors

Sustainable funding systems

Our Clients Say:

"Working with DiCam has been an 

incredible experience... They helped us 

develop a comprehensive fund 

development plan and hire the right 

team to activate it."

4 Mary Fete, Executive Director, NFED

"DiCam jumped right in and took 

ownership... We grew exponentially."

4 Cedric Nash, CEO, Black Wealth 

Summit

"They brought on several new partners 

like CVS Health, Bank of America, BCBS 

and Entergy."

4 Kevin Hergloz, COO, National AIDS 
Memorial

Ready to discuss your funding goals?

m  Book a Free Strategy Call: [Calendly: https://calendly.com/dicamsolution]

Or learn more: www.DiCamSolutions.com

https://calendly.com/dicamsolutions
http://www.dicamsolutions.com/


About DiCam Strategic Solutions    

Who We Are:

DiCam Strategic Solutions partners with mission-driven nonprofits ($3M-$30M) to build sustainable funding through strategic partnerships, major 

donor cultivation, and board activation.

Led by Dianna Campbell, we bring 25+ years of experience and raised over $520M through building multi-million dollar partnerships between 

nonprofits and Fortune 500 companies and leading foundations.

Who We Serve:

Nonprofits ready to break through funding ceilings and scale their impact

Philanthropists seeking to maximize the impact of their giving

Corporations looking for authentic nonprofit partnerships that drive measurable social impact

Our Approach:

We don't just consult4we partner with you to activate your funding strategy:

Assessment and strategy development

Partnership identification and cultivation

Board training and activation

Major donor cultivation support

Systems implementation

Ongoing support until results are achieved

Contact Us:

�  Email: [Dianna@DiCamSolutions.com

�  Phone: [202-258-4769

q  Web: www.DiCamSolutions.com

m  Schedule a call: [Calendly: https://calendly.com/dicamsolution

 

http://www.dicamsolutions.com/
https://calendly.com/dicamsolutions

