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Faculty vs. Fundraising 
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The 15th episode of the fourth season of The 

Big Bang Theory, aired February 10, 2011 

Why is this sitcom material? 

The Script…

Sheldon: Tell him Dr. Cooper feels that the best use of his time is to employ his rare 
and precious mental faculties to tear the mask off nature and stare at the face of God.

Amy: And consider this, without you to make the case for the physics department, 
the task will fall to people like Leonard and Rajesh.

Sheldon: Are you trying to scare me? ‘Cause you’re succeeding.

Amy: Well, then prepare to be terrified. If your friends are unconvincing, this year’s 
donations might go to, say, the geology department.

Sheldon: Oh dear no, not the dirt people!

Amy: Or worse, it could go to the liberal arts.



Fundraising in Academic Training
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• Faculty are not trained in professional fundraising or 
private philanthropy

• Many doctoral programs do not offer any fundraising 
preparation

• The closest we may get is learning to write grants 
during doctoral study, and that focus tends to be 
government funding, which is decreasing 

• If faculty are measured on three things… where does 
fundraising come into play?

Research

Service

Teaching



Changing Environment
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Revenue Streams for Faculty



Perceptions of Fundraising
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If fundraising and the nonprofit sector are 
misunderstood…
• What is the general population’s perception of 

fundraising?
• How do we fundraise in our faculty roles?
• Write down your greatest fear about fundraising. 



Fundraising vs. Development
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Language that Oversimplifies Fundraising
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Source: Conley, Aaron and Genevieve G. Shaker. 2021. Fundraising Principles for Faculty and Academic Leaders. palgrave mcmillan, pg. 34.



Philanthropy for Academics
Philanthropy is… 

• Defined as “voluntary action for the public good” 

• best understood by incorporating critical thinking and looking at it from a multi-disciplinary 
perspective,

• one way we have to respond when things go wrong in the world,

• an effort of blending the ideal and the practical,

• voluntary action, but also voluntary service and voluntary association, and

• an exchange of values.

Philanthropy is not transactional, and it requires relationship building. 
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Researching Philanthropy
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Americans gave $499.33 billion in 2022

Most recent data from 
Giving USA, longest running 
study of philanthropy trends 
in the United States.

Does anything surprise you? 



Faculty Engages with Philanthropy
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It is vital to facilitate collaboration and a respectful partnership 
between faculty, development, and institutional funders.

• Institutional funders = private foundations
• Depending on the type of foundation, the decisions may 

be made by family or board, and often facilitated by a 
program officer

• We treat these like individual donors 
• Foundations have to give away 5% a year; however, many 

are also following strategy set by their board
• Some foundations issue RFPs, but some are invitation only
• Remember that your partners at the TAMU Foundation 

have some long-standing relationships foundations



Getting Ideas to Donors
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How to Partner with TAMU Foundation
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Faculty Influence Prospects & Donors
• Mutual influence positively affects giving behavior

• Existing skills in teaching, critical thinking, and research design are 
directly transferable to the process of donor cultivation

• Faculty members can be the most effective fundraisers on campus 

• Donors enjoy the cognitive component of interacting with faculty; 
the feeling that the nonprofit organization has influenced his or her 
thinking. 

• Donors also feel that he or she might have some influence on the 
goals and policies of the nonprofit organization, and that is where 
the Foundation team can help support faculty.

• Foundations and private donors having multiple connections on 
campus strengthens the donor relationship
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Academic 
Conversations 

Lead to 
Connection



Identifying Funding Opportunities
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How to Work with Institutional Funders
• Examine their website closely to understand giving strategy and process

• If the foundation operates as invitation only, then respect that and try to build relationships 
with the foundation team at conferences or through general inquiries into your work

• Begin the conversation before you need the gift

• Engage them in your thought process, as a partner in achieving a mission

• Review Requests for Proposals (RFPs) or Letters of Inquiry (LOIs) carefully

• Follow instructions – ex) if they say they review environmental proposals in Q3, do not submit 
outside of the cycle 

• Communicate frequently and honestly – they want to know if something changes

• Provide thorough reporting that demonstrates impact 

• Ask them if how they want recognized and if they can share your work
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Cultivation Steps
After we have identified the donor has: 

Develop a personal cultivation strategy for each donors to understand them and for them to get 
to know your organization better

• First meeting – Get to know about them and their interests

• Follow-up with next steps 

• Send handwritten note – even when newsletters or electronic announcements go out.  Take 
time to personalize for donors.

• Invite for site visit

• Event or to campus – invite the donor to sit with you, faculty, a Dean, ask them to sponsor a 
table, ask them to host an aspect of the event

• Enable them to feel special and appreciated

 

an affinity 
for your 

organization

propensity & 
capacity 

       to give



Explaining Research to Donors
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Now, this can be the most difficult part of your 
contribution to the development process. 

• We must be able to describe our research in an 
intriguing way, without unnecessary jargon.

• The details of our work as faculty is foreign to many 
of our donors and friends of the institution

• Foundation program officers are often quite skilled as 
subject matter experts and they may ask more 
directly about your research

• They do not connect with traditional academic talk. 
We unintentionally come across as arrogant or as if 
we are trying too hard.  
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Common Donor Questions

Listening is a critical skill in 
working with foundation 

officers and major donors. 
They will share their 

interests and strategies. 



Build your Case for Support 
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Rationale for the Project – Why are we doing 
this work? What makes it important and 
unique? Why should faculty and Texas A&M 
be doing this work? 

Project Impact – Convincingly, explain how this project will 
affect Texas and beyond.
1) Who will benefit from the project? 

2) How will you measure the success of the project? 

3) How will you demonstrate the impact of the project? 

4) How much will the project cost, if you will do it well and 
without budget restrictions? 

5) How long will it take to complete the work? 

6) How will you be able to share this work in Texas and 
beyond? 

7) Do you have a Center, Institute, or partner on campus 
that will benefit from this funding? 
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QUESTIONS?
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