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	The huge majority of money raised by a serious development effort will come from a relatively small number of very large gifts. (At UCL, since 1994, 92% of funds raised have come from the top 1% of donations). Maximising the chances of success in securing these major gifts requires a sophisticated process to ensure that the donor and the institution are entirely at ease with each other when the ‘ask’ for the gift is made. 

The seven key steps in the major gift solicitation process are : 

· Identify: list possible targets and their reasons for supporting your institution 

· Research: ascertain the prospects worth and likely interests, contacts and giving capacity 

· Plan: work out how this prospective donor will be brought within the community of the university 

· Involve: execute the plan over the course of a year or more 

· Ask: have the right person solicit the gift at the right time 

· Close: finalise the agreement to give 

· Thank: steward the donor begin to think about the next gift(!) 

This presentation will focus on steps 3-6, the heart of the major gift solicitation process. 

The largest gifts will not come to you from strangers, to projects at the periphery of a donor’s interests, therefore the importance of a coherent plan, the right numbers of possible donors, and patient investment of time in warming the person or organisation up are all necessary pre-requisites. 

Simon will show samples of how each of the above steps can work, and will draw on a number of different UCL experiences to illustrate the importance of planning and patience, the flexibility of plans as circumstances change, the words and language that should be used to lead to the most likely successful outcome, and the roles of the volunteer, the Rector or Vice Chancellor, and the professional Development person play in making sure that the gift is achieved. 
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