Fractional Director of Development & New Partnerships
Cancer Pathways | Seattle, WA | Hybrid
Independent Contractor | Part-Time, Up to 20 Hours/Week

The Opportunity

Cancer Pathways has an opening for an experienced, relationship-driven fundraiser who can create new revenue opportunities
quickly while building relationships that can grow into significant long-term support. This is a results-oriented engagement.
We are looking for someone who can quickly build a qualified new-business pipeline, create new donor and corporate
relationships, and begin generating new revenue within the first few months.

We need someone who can come in, quickly understand our mission and story, identify where the strongest opportunities
exist, and begin opening doors with new individual donors, corporate partners, sponsors and other prospective funders. This
is not a role where success means developing a strategy that may eventually produce results — we need both strategy and
execution, with urgency.

At the same time, we know meaningful philanthropy is built on relationships. We are not looking for someone who equates
fundraising with sending large volumes of cold emails or making premature asks. We want someone who knows how to find
the right prospects, create a path to them, build genuine relationships, recognize when an opportunity can move quickly, and
thoughtfully cultivate those that require more time.

About Cancer Pathways
Cancer changes lives overnight. Cancer Pathways makes sure no one has to navigate it alone.

For 30 years, Cancer Pathways has provided free support, education and community for anyone impacted by cancer. Our
programs include support groups, educational workshops, youth camps, prevention and education programs, and community
events.

Nearly 500,000 people have been touched by our programs. As we look toward the future, we will be significantly expanding
our reach and impact, which also means we need to expand the community of individuals and organizations investing in our
mission.

Primary Responsibilities

e  Generate new philanthropic revenue for Cancer Pathways from individuals, corporations, sponsors and other
sources.

e  Quickly identify the strongest near-term opportunities for new funding and actively pursue them, while
simultaneously building a pipeline of larger, longer-term prospects.

e Build and continuously manage a qualified pipeline of new prospects with clear revenue potential, strategy and next
steps.

e Personally open doors and create relationships with prospective donors and corporate partners, finding creative paths
through personal relationships, community connections, events, research, professional networks and other channels.

e Secure meetings and personally participate in cultivation, proposals, solicitations and closing opportunities.

e Develop new corporate partnerships that can include sponsorships, program funding, employee engagement and
longer-term organizational support.

e Bring discipline and consistent follow-through to every promising opportunity.

e Partner closely with the CEO on cultivation and solicitation strategy, including advising on important existing donor
relationships when appropriate.

e Maintain clear visibility into the prospect pipeline, activity, next steps, potential revenue and expected timing.

Existing Donor Relationships

Cancer Pathways has many long-standing donors with deep personal connections to the organization and its founder. Those
relationships are incredibly important to us and require context, judgment and care.

The CEO will lead many of these relationships. This role will serve as a strategic fundraising partner — helping identify
opportunities, develop individualized cultivation strategies, prepare for conversations, and determine when and how an ask



makes sense. We believe relationships come before asks, particularly with people who have been part of Cancer Pathways for
many years.

What We're Looking For

This is not a role for someone learning how to originate new relationships and revenue. Whether your background is in
nonprofit development, corporate partnerships or relationship-based sales, you must have a demonstrated track record of
personally developing new donor and/or corporate relationships that resulted in meaningful new revenue, and be able to
speak to specific examples of how you created those opportunities and the results you personally produced.

How did you identify them, how did you get in the door, how did you develop the relationship, what you did to move the
opportunity forward and ultimately what the result was.

e Significant successful experience in major gifts, corporate development, nonprofit fundraising, strategic
partnerships, relationship-based sales/business development or a closely related field. We are open to candidates
from outside the nonprofit sector who can demonstrate exceptional success developing new relationships and
generating revenue.

e A demonstrated record of personally generating new donors, corporate relationships, clients, partnerships and/or

new revenue - not simply managing or renewing an established donor portfolio.

Experience securing meaningful individual gifts, corporate commitments and/or sponsorships.

Exceptional relationship-building skills and strong interpersonal judgment.

The resourcefulness to identify prospects, find a path to them and create opportunities independently.

Strong knowledge of the Seattle/Puget Sound philanthropic and corporate community; existing relationships are

highly valued.

The ability to balance urgency with thoughtful relationship development.

Confidence making meaningful asks when the relationship and opportunity are right.

Strong communication skills, judgment and follow-through.

A bias toward action, accountability and results.

The ability to operate independently and move quickly from strategy to execution.

We care far more about demonstrated fundraising results, relationships and judgment than degrees, titles or the size of the
organizations you have worked for in the past. We’re interested in what you have PERSONALLY made happen.

How Success Will Be Measured

New philanthropic revenue secured

New individual donors and corporate partners acquired

Qualified new prospects and revenue opportunities created

Movement of prospects from identification through cultivation, solicitation and commitment
Strength and value of the forward revenue pipeline

Consistent execution, follow-through and measurable progress

Engagement & Compensation

This is a part-time independent contractor engagement of up to 20 hours per week. Some work can be performed remotely,
but this is a Seattle-focused relationship role, and the contractor must be available for donor and prospect meetings, events
and other important in-person opportunities throughout the greater Seattle area.

Compensation begins at $75/hour, with the opportunity for increased hourly compensation and/or fixed performance bonuses
based on achievement of mutually agreed-upon fundraising, new-revenue and pipeline goals. Performance and compensation
will be reviewed regularly.

The engagement is designed to provide flexibility for both Cancer Pathways and the contractor and may be ended by either
party with appropriate notice.



How to Apply

Please send a resume along with a brief note describing your interest and relevant experience to info@cancerpathways.org.In
your note, please include two or three examples of new donors or corporate relationships you personally developed (see
“What We're Looking For” above for the specific points to address).



