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Relationship Building for Prosperity® Upward Spiral℠ 
 Donor Engagement Strategy Session 

 
The purpose of this Guide is to lead to breakthrough ideas and insights for 
engaging your donors and prospects, followed up by action, with support! 

 
Instructions: 

1) Gather your team (2 or more) for the Strategy Session 
 

2) Each person fills out Section A: Reflection  
 

3) Choose who goes first (first coachee) 
 

4) Team members take turns asking the questions in Section B: Strategy Discussion 
to the first coachee (you don’t need to ask all the questions and you can customize 
the questions if you choose-sometimes one question can lead to larger 
conversation or a major breakthrough) 

 
5) When done with Section B, the team takes a 3-5 min stretch break, while the 

coachee completes Section C: Insights and Applications and Section D: Your 
Decisions/Options/Actions immediately following their turn as coachee. 

 
6) When the coachee is done, the session continues: the team hears the results of 

Section C and D.  
 

7) As the coachee’s action steps are shared, everyone records them on the Team 
Action Tracking Form. (This step is ONLY done when there is a team who 
works together regularly, or a group that agrees to provide accountability 
support, not when in a practice group.) 

 
8) Switch to the next coachee and repeat the steps, until all team members who 

desire to, have had a turn as coachee. 
 

Materials: Strategic Story Path Cards, Blank “3H” cards, Donor Write on 
Cards, Strategy Map, Team Action Tracking Form, Dry Erase Markers 
 
Note: Each round (each coachee) in this process takes 15-25 minutes on 
average. Even if each person on the team doesn’t take a turn as the coachee, 
based on past experience, each person will get insights about their chosen 
donor, just by participating. Ideally, 2-3 people take a turn as coachee at 
each meeting you hold at your home organization. This process works for 
other types of stakeholders you may want to engage, as well as 
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donors/board members, such as staff, vendors, elected officials, 
beneficiaries, alumni, students, and faculty. Please ask me if you’d like a 
customized guide for a specific group. 

********************************************************* 
Section A: Reflection 
List your top 1-5 donors for whom you would like to create strategy, by name or initials here: 
1.      4. 
2.      5. 
3. 
Rank the donors in order that you would like to focus on them and choose your top ranked donor to 
talk about at the strategy session. (You can discuss the other donors at future sessions; and you may 
get insights about your remaining donors after you go through a strategy session on one of them.) 

 
Session Preparation-Questions to Reflect On Prior To Discussion 
 

1. What inspires and/or compels you to choose this donor to discuss? 
 

 
2. What is this donor most passionate about? (such as community, impact, 

transformation, vision, etc.) Choose a “3H” Card- with the symbol on it that 
represents the donor’s interests/passions. 
 

 
 

3. What was your donor’s motivation for past gift(s)  (if known)? 
 
 

4. What level of connection is your donor at now? Circle below. Write the donor’s 
initials or first name on a dry erase write on card and put it up on the spiral at the 
phase where the donor is: 
a) Identify 
b) Inform 
c) Interest 
d) Invite 
e) Ready to Invest or Re-invest 
 

5. Why do you think you were successful to date with donor? How did you get to 
this level of connection? 
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a. What did you do, or what strengths did you use, that made a past 
contact(s)/interaction(s) go well? (Ex: I was prepared; I reconfirmed; I 
brought an acknowledgement gift that s/he appreciated; I listened well and 
learned important information). If you know your Clifton Strengths results, 
and/or your VIA Character Strengths results, this is a place to list them 
and consider how you applied them in your past successes. 

 
 
 
 

b. What did the donor do that made the contact(s)/interaction(s) go well? 
(Ex: S/he was courteous and warm; s/he reserved enough time; s/he shared 
what s/he values about our organization). What strengths do you notice in 
your donor? 

 
 
 

6. How have you/has your team responded to her/his interests/priorities/hot 
buttons/strengths? 
 
 
 

7. How might you apply your strengths in new or different ways to work with this 
donor? 

 
 

8. What anecdotes/stories has the donor shared with you? 
 
 
 

9. All Time Cumulative Gift Total? 
10. One time gift capacity if you know? 

 
11. What would success with this donor look like?  

 
 
 

12. How does this donor like to be communicated with (phone, email, text, social 
media)? 
 

13. Do you know how often the donor is willing to be asked? (If not, this can be part 
of a conversation with the donor in the future.) 
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14. Consider: What would be most helpful for you from the strategy team? What do 
you want the team to focus on with you? What end result would be most 
beneficial from your time as coachee? 

 
********************************************************* 
Section B: Strategy Discussion  

 
Potential Questions Team Could Ask You During the Session 
1. Please tell us about your donor (can keep name confidential). What made you 

choose this donor to discuss? Where does this donor fit in with your goals? 
(Please show us where you placed your donor on the Strategy Map.) 
 

 
2. How can we be most helpful? What would you like us to focus on with you in this 

conversation?  Where do you want to be at the end of your time as coachee? 
 
 

3. What are 1-3 things that went well so far with this donor? Or what was your last 
interaction like with this donor? 
 

 
4. What can you do now and in the future to use your strengths to build on past 

successes? 
 

 
5. To whom is this donor connected? Who else knows them and how might they 

help? 
 
 

6. What types of support do you have/need? (Internal to our organization/external) 
 
 

7. What is this donor passionate about? (Please indicate the 3H card you posted.)  
 
 

8. How might you use stories to further engage this donor? (See Strategic Story Path 
Cards, Posters, and descriptions in handout.) Please choose a story path, and tell 
us about it. Please post it by the donor’s name on the Strategy Map. 

 
 

9. What is your vision for this donor? 
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10. How will you know when you are making progress toward your vision? What will 
be happening? What does success look like? 

 
11. Given our discussion what do you think is next? 

 
******************************************************************************** 
Section C: Insights and Applications 

1. What insights, perspective, or new idea(s) came out of the session for you?  
 
 
 

2. What potential new vision for this donor is coming into focus for you? 
 
 
************************************************************************ 
Section D: Your Decisions/Options/Actions 

1. What small, achievable action(s) will you take?  
 
 
 

2. What could get in the way of doing the action and how will you manage around 
that? 

 
 
 

3. By when will you do it? ****(Write action and date due on Team Action 
Tracking Form or here.) 
 

 
4. Who will you contact (as your accountability partner) to discuss challenges or 

opportunities prior to completing actions (if desired) as well as when you have 
completed your action step(s)? 

 
 
 
************************************************************************ 
When done, please share section C and D with your team and 
thank them!  
 
Then move on to the next “coachee”. 


