

The Winning Formula: A Team Collaboration Check-In
A practical follow-up to The Winning Formula in Major Gifts:
How Tech + Relationships Together Achieve Fundraising Goals

	Technology gives us clarity and prioritization. Relationships build trust and inspire giving.
The strongest fundraising programs connect the two - and that requires real partnership between frontline fundraisers and the people who manage data, systems, research, and reporting.


1. How well are we really working together?

Check the statements that are usually true at your organization.

☐  Frontline fundraisers and data/advancement services staff meet or communicate regularly - not only when something is wrong.
☐  Fundraisers have a voice in shaping CRM reports, dashboards, and information they use to manage relationships.
☐  Fundraisers consistently record meaningful donor activity and next steps in the CRM.
☐  The data team understands what fundraisers are trying to accomplish, not just what report or list they requested.
☐  Portfolio and prospect review conversations use both data and fundraiser knowledge.
☐  Our team has shared definitions for stages, moves, next steps, and other important prospect-management information.
☐  When data raises a question about a donor, someone follows up rather than treating the data as the whole story.
☐  When a fundraiser learns something important about a donor, that knowledge makes its way back into the system.
☐  We share accountability for prospect movement instead of viewing the CRM as the data team's responsibility.
☐  We celebrate wins together - including the relationship work, research, data, reporting, and systems work that helped make the gift possible.

Don't worry about a score. Look for the unchecked boxes. Those are your opportunities for better partnership.


2. Find the friction
Choose one place where collaboration currently breaks down. Start small - the goal is not to fix your entire fundraising operation at once.

	Where to look
	Ask yourselves

	Reporting
	Are fundraisers getting information they can actually use to prioritize and act?

	CRM activity
	Is useful relationship information making it into the system consistently?

	Prospect management
	Do the people who know the data and the people who know the donor review prospects together?

	Communication
	Do teams talk before a problem becomes urgent?

	Shared expectations
	Does everyone know what information should be tracked, why it matters, and who owns the next step?



3. Have one better conversation
Bring one frontline fundraiser and one data/database colleague together and use these questions. The goal is curiosity, not blame.

What information would make your work easier?
What information are we collecting that isn't helping anyone?
Where are we duplicating work or relying on workarounds?
What do you wish the other side understood about your work?
What is one thing we could change in the next 30 days?

	Pick one 30-day experiment.

Examples: a 20-minute recurring portfolio review; one agreed-upon way to track next steps; a revised prospect report built with fundraiser input; or a simple process for getting meaningful donor intelligence back into the CRM.




Need another set of eyes?
Staci and Michelle are offering a special Community Office Hours session for webinar attendees. Bring your database question, reporting headache, coding conundrum, strange workflow, or "there has to be a better way to do this" challenge. No presentation. No sales pitch. Just practical help. Stay for the whole session or pop in for the part that is useful to you.
[image: ]
Office Hours: September 15, 2026    Registration: 


About Michelle Maslowski, MBA, CFRE 

Michelle Maslowski, MBA, CFRE has nearly two decades of experience as a senior development leader in the nonprofit sector. She is an accomplished fundraising executive with a proven track record of developing and implementing high impact philanthropic strategies that result in transformational gifts, sustainable fundraising growth, and long term donor engagement. Michelle currently serves as Director of Philanthropy for the Community Foundation of Sarasota County and as Adjunct Faculty for The Fund Raising School at the Indiana University Lilly Family School of Philanthropy. She teaches fundraising professionals from across the country and presents on fundraising strategy, board engagement, leadership, and philanthropy. She also serves on the Board of Directors of the Association of Fundraising Professionals, Southwest Florida Chapter. A former professional basketball player, Michelle competed throughout Europe for ten years following her collegiate career at Drexel University. Connect with Michelle on LinkedIn: Michelle Maslowski, MBA, CFRE. She would love to hear from you.

About Staci Lowell, JD

Staci is the founder of Giving Insight (www.giving-insight.com), where she helps nonprofits make donor data and systems work better for the people who use them. For more than 13 years, she has helped organizations untangle messy databases, improve processes, select and implement systems, and turn fundraising data into something useful, manageable, and human. Staci is also part of Carter's (www.carter.global) subject matter expert team, bringing her expertise in donor data, systems, and fundraising operations to Carter clients. You can find her on LinkedIn (https://www.linkedin.com/in/staci-lowell-17650913/) where she posts tips and tricks to make your database life easier.  
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