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Two Fundraising Cultures
THE FOUR FRAMEWORKS:

The Two Fundraising Cultures model is a systems archetype which mirrors similar behavioral patterns 
that are observable in many other aspects of our personal and professional lives. The “shifting the 
burden archetype” distinguishes between a fundraising culture that consistently shifts the burden for 
additional support to initial and often trivial decisions versus a culture that relies on meaningful 
relationships as the pathway to meaningful and significant levels of support. The fundamental 
solution in the right loop is never as immediately attractive as the symptomatic solution that we turn 
to in the left loop.
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Three Lanes Approach
THE FOUR FRAMEWORKS:

In The Three Lanes Approach, each lane represents an important phase of the fundraising experience 
that donors inevitably move through as they support an organization’s mission. The three lanes 
approach is not a rigid prescriptive plan; rather it is a below-the-surface understanding of how 
e�ective fundraising really works. The three lanes addresses common roadblocks that organizations 
routinely encounter as they cultivate their donors through greater levels of commitment as well as the 
dividing of roles and responsibilities between paid professionals and volunteers, the setting and 
assessment of goals, and the alignment of the mission.



The Four Waves Approach
THE FOUR FRAMEWORKS:

The Four Waves Approach demonstrates the tension inherent in the undercurrent of a 
campaign, the reality of the twelve-year spread, and when to "go to press" with the case 
for support. It has been our observation that the traditional two-phased approach to 
campaign planning results in an over-emphasis on the two book-end categories of 
donors – those giving very large gifts and those giving comparatively smaller ones. This 
tendency often neglects to make the necessary investment in developing the two middle 
categories of donors which is also where we tend to see the campaign later lag in 
performance. This lag in the middle categories can easily account for a 20-30% shortfall 
in achieving your goal.
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Key Performance Indicators
THE FOUR FRAMEWORKS:

The KPI framework was designed for the boss who wants to become a better coach and 
use metrics to her advantage. The KPI framework achieves three primary objectives - it 
focuses on variables within the fundraiser’s control rather than those that are not, 
encourages fundraisers to master their craft rather than making comparisons, and 
relies on the principles of deliberate practice to push fundraisers out of their comfort 
zones in order to achieve a higher level of performance.
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