
FUNDRAISING  

BEST PRACTICES 

 

 

 

 

Cultural Differences? 



Pre-Survey | You Said  (Your Top 3) 

Interest in Various Types of Fundraising Programs  

• Campaigns    58.6% 

• Major Donor Programs   58.6% 

• Online Fundraising   44.8% 

• Annual Giving    41.4% 

• Membership Program   41.4%  

• Special Events    27.6% 

• Matching Gift Programs    24.1% 

• Bequests/Planned Gifts  17.2%  

• Corporate Fundraising    3.4%  
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Today’s 

workshop will 

focus on Types 

of Fundraising 

Programs 
 



Pre-Survey | You Said (Your Top 3) 

Working with Donors  

• Identifying New Donor Prospects      72.4%         

• Working with Corporate Donors        51.7%  

• Increasing Donor Giving     48.3% 

• Making The Ask     48.3% 

• Retaining Existing Donors    37.9%  

• Donor Communications    31%  

• Stewarding Donors    20.7% 

• Cultivating Prospects    20.7% 
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A separate workshop will cover Best Practices in working with 

donors. Will take questions today, however. 
 



FUNDRAISING BEST PRACTICES  
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Today’s workshop format…. 

 

 Compelling Stats 
  Fundraising Concepts  

    Donor Stories  
Quotable Quotes  

Case Studies  

 
SHARE & COMPARE  

EXPERIENCES & STORIES 



Meet the pros  who 

shared their “know how” 

with you… 

Dwight Clasby  

Evann Coadd 

Noelle Delage 

James Dunn 

Jennifer Hopper  

Cheryl Kisling 

Misa Lobato  

Dana Rinderknecht 

Susan Swan Smith 

PamTerch  

Andrea Wagner  

Lyn Woods  
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…and who generously shared experiences from 

the following organizations  

• University of Colorado (multiple campuses) 

• Denver Hospice 

• The Salvation Army  

• Tennyson Center for Children 

• Community College of Denver 

• Colorado Gives | Community First Foundation  

• North Texas Giving  

• Friends of the Pueblo Animal Shelter 

• Fort Tryon Park Trust, New York  

• Marymount International School (Rome) 

• The Lincoln Center, New York  

• The Anti-Defamation League 

• The Denver Art Museum  
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WORKSHOP GOAL  
Everyone leaves with ‘just one bright idea’  

or ‘seed of an idea’ to consider implementing 
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First—A quick and important discussion… 
 

 

 

“The mutually agreed European General Data Protection 

Regulation (GDPR), will come into force on May 25, 2018.  

It will change how businesses and public sector organizations 

can handle the information of customers.” 

 

 

How will the upcoming GDPR impact your 

organization?  
 

 



FIRST….LET’S TALK ABOUT 

WHAT A FUNDRAISER DOES 

How do you see your role?  
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The All-Important Mindset 

 
Some fundraisers think their job is to ask people 

for money.  

 

But, it’s not about asking for money.   
 

It’s about… 

- presenting an opportunity to have an impact  

- giving people a chance to save lives, to 

change lives, to change the world 
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You Help Donors Do Great Things 

They give through your organization to: 
 
 Change lives. 
  Relieve pain. 
   Right a wrong. 
    End injustice. 
     Add to the world. 
      Give back. 
 

 

What do donors get in return?  
 

A feeling—the personal gratification knowing  

they did something good.  
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Think of yourself as a match-maker in the  

INSPIRATION business.   

A donor’s heart isn’t filled with money. 

  

 It’s filled with passion.  

  

And that’s what you have to tap into, dear 

fundraiser.   



PRIVATE GIVING  

Just how significant is it?   

A few compelling statistics. 
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Private Fundraising 

Take a quick guess.    

Foundations ___%

Corporations ___%

Bequests ___%

Individuals___%
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What % from each 

source?  

 
(Of total U.S. giving?)  

 
 (excludes public sources) 



USA Total Giving 2016 |  $390.05 Billion 

Sources of Philanthropy 

Individuals

Foundations

Bequests

Corporations

Individuals 72% 
Foundations 15%  

  

Bequests 8%  
Corporations  5%   
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Giving by individuals drove the 

increase in total giving to an all-

time high. 

 

It is, by far, the most 

important part of giving. 

 
*Giving USA 2017 

  

 

 



Who is Giving?   

Czech Republic  

• Super rich contribute 1/3 

of all giving  

• Remaining 2/3 are donors 

from medium and low-

income brackets  

• Almost ½ of lowest 

income donors are 

pensioners 

U.S. and UK  

• 80% of the total $ of all 

charitable gifts are made 

by the richest 5% of the 

population 

 

• Two-thirds of all 

households contribute to 

charity  
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.  



Giving in the Czech Republic  
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“In general, this country has not reached the same level in 

number of donors or amounts given as in most west 

European countries.  

 

Although things are improving, this may be more of a 

problem of the organizations seeking donations rather than 

the donors. 

 

…the biggest obstacles for Czech to give [to charity] is that 

they are not asked enough, and they are not asked well 

enough.”    -Jan Kroupa, Czech Fundraising Center 

 

Do you agree?  
 



DONOR BEHAVIOR 
What can we learn by studying donors?  

.  
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Philanthropy and Young Czech 

Entrepreneurs  
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“I made so much money, which I don't 

need, and the time has come for me to 

start thinking about others too.”    

 

 

Is this typical of the growing number of 

young Czech entrepreneurs?  

  

 

Are they in fact turning to philanthropy? 
Martin Hausenblas 

Ústí nad Labem 



 

 
Specific Findings  

EUROPEAN Donors 
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39% of European donors are Gen Xers (1965-1980) 

67% are female  

70% are ideologically liberal 
 

European Gen Xers give more to… 

• human and civil rights (23%) 

• animals and the environment (20%)  

• international development (19%)…more than any other Gen X 

donors worldwide. 
 

European donors… 

• prefer to give online (57%)  

• most inspired by give by Social Media (29%) 

• least likely to attend fundraising events (38%) yet find them inspiring 

• have a low volunteer participation rate relative to other regions  

(64%) 

• less inclined to prioritize in-person interaction with favorite NPOs 
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You are invited to take the survey! 

Only 11 non-profits from CZ have 

participated thus far.  

 



Giving by Generations | The West  
Gen X  (1965-76) 

• Smaller generation overall 

by sheer numbers.  

 

Gen Y- Millennials  (1977-95) 

• Less likely to give and tend 

to give less. Largest 

generation of all.   
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Traditionalists (Before 1945) 

• Generous, many have become 

today’s major donors as they 

have aged. 

 

Boomers (1946-64) 

• Giving less than Traditionalists 

at the same age. May be 

because they are less 

religious.  

 

Younger generations are 

passionate about a “cause”— 

older generations are loyal to an 

organization.     Giving USA 2017 

Cultural differences?  



Donors Give to Many Causes  
“Donors have a constellation of passions.”  

 

Donors over 70 Give to average of 11 organizations  
 

Baby Boomers Give to an average of 7 causes 

 

Donors under 50 Give to average of 5 causes  
*US Bank, Study of High Net Worth Philanthropy 

 

“90% of donors single out one particular cause 

 for special support.”  —Penelope Burk 

 

“What might this mean to your organization?” 
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3 Things Donors Say They Need  
 

1. Prompt, personalized acknowledgment of their gift 

2. Know their gifts have been put to work as intended  

3. Information on results or the impact their gift is 

having 

 

In other words, they want ongoing,  

meaningful information—about their gifts.  

 

Critical to donor retention 
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Donor Centered Fundraising, Penelope Burk 



Giving and Volunteering Go Hand-in-Hand 

Volunteers tend to give more (private actions) 

 

 
Wealthy individuals who volunteer gave 56% more 
than those who did not volunteer.  
      
 

 
 
 
 

True in Czech Republic?  
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TYPES OF FUNDRAISING 

PROGRAMS 

Campaigns*   

Major Donor Programs* 

Online Fundraising* 

Annual Giving  

Memberships 

Special Events 

Matching Gift Programs 

Bequests 

Corporate Fundraising  
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CAMPAIGNS  
What experience have you had? 

Best Practices to share?  
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What is a Campaign?  
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You may be wondering…. 

”How is a campaign different than 

regular fundraising?”  

 

Good Question.   

 

A campaign is a focused fundraising effort. 
• Specific need or opportunity 

• Specific monetary goal (usually significant 

amount)  

• Raise money by specific time.   
 

 

 



Campaign Basics  

 

 

  

So now you may be also wondering…. 

 
Are there different types of campaigns?  
 
Yes, depending on why you are raising money.  
     
Types of Campaigns         Types of Gifts 
- Endowment   - Restricted (specific purpose) 
- Capital    - Unrestricted (no purpose) 
- Major Gifts 
- Small-Mid Size Gifts 
- Annual Fund 
- Crowdfunding 
 

But the basic campaign concepts and principles  
remain the same. 

 

 



What Our Experts Had to Say  

Campaigns 
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“I’m not a fan of campaigns. People don’t give because you 

are in a campaign. They could care less. They give to a 

cause.” 

 

“You have to carefully analyze the reason (the why) behind 

a campaign. Some initiatives are just not conducive to 

campaigns.”   

 

“There may be too many campaigns today. Some 

organizations end a campaign only to start another. We are 

beginning to see campaign fatigue.” 



Four Phases of a Major Campaign  
  

 

Major Campaigns sometimes take years.  

Phase 1 

PLANNING 

 

Getting 

Ready  

Phase 2 

SILENT  

 

Testing the 

Waters 

Phase 3 

PUBLIC  

 

Let the World 

Know  

Phase 4 

CLOSING  

 

Celebration   

Long ‘to 

do’ list… 
Goals 

Priorities 

The “Case” 

Leadership

-Cabinet 

Database 

 

 

 

 

Feasibility 

Study  

 

Leadership 

Gifts  

 

 

 

Celebrate 

and Thank 

All Who 

Made a 

Difference 

 

Stewardship 

begins… 

When 75 -

80% of goal 

has been 

raised, go 

public. Let 

your success 

breed more 

success.  

 

 



CAMPAIGNS  

 

 
• Feasibility Study  

• Campaign Chair/Co-Chair  

• Volunteer Leadership  

• 100% Board Participation  

• Compelling Vision (Case) 

 

  

Best Practices 
 
 

These are the 
essentials of a 
successful 
campaign.  
 

 

 

 

 

 

 

 

Let’s look at each 
in more detail.  
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CAMPAIGNS 
 

 

Why conduct a feasibility 

study?   
• Assess image of your organization  

• Determine if goal and timeline is realistic  

• Test the strength of your “case” 

• Identify potential major donors and 

campaign leaders 

• Determine the likelihood of success  

 

Side Benefits  

• Helps presell the campaign  

• Strengthens relationships 

Best Practice 

Feasibility 
Study  
 

 

 

“If people talk 
to you about a 
feasibility study,  

they will talk to 
you about a 
gift.”   
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CAMPAIGNS 
 

 

Top Things to Ask | Feasibility Study 

1. Experience with organization  

2. Attributes of board and staff 

3. Quality of programs and services 

4. Understand the need and agree that 

campaign is necessary  

5. Believe the goal can be reached 

6. Support you can expect from community  

7. Recommend individuals to serve as 

volunteer leaders 

8. If they are willing to help--in what capacity 

9. Others who might have the financial 

capacity for a significant gift  

10. If they  (or their company) will support 

such a campaign 

Best Practice 

Feasibility 

Study  
 

“You are trying 

to find out if 

there is 

sufficient 

support…”  
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CAMPAIGNS 

 

 

“The campaign 
chair/co-chair must be 
someone with the right 

connections and 
influence.” 

“A successful 
campaign truly takes a 
village—it is essential 

to line up the right 
people to help.”  

“One of the reasons 
for a feasibility 

study is to identify 
others who can 

help.” 

”You might get lucky to 
have a famous person 
lend their name and 

reputation—but that’s a 
bonus. “ 

“We asked every 
board to make a 

leadership gift at the 
outset of the 

campaign—it was 
expected.” 
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Best Practice 

Campaign 

Leadership 

 
Campaign Chair 

Co-Chair & 

Other Volunteer 

Leadership  

 

  
 

 

 

“Training volunteer 

leadership is absolutely 

critical—they must be 

inspired and prepared 

for their role.” 



CAMPAIGNS 

 

 

“Board members will 
be better at asking 
potential donors if 

they give themselves.”  

“There must be a very 
clear up-front 

understanding of a 
board member’s 

fundraising 
responsibilities.” 

“Major donors will ask 
if board members have 
given—you can expect 

this.”  

“We asked every 
board to make a 

leadership gift at the 
outset of the 

campaign—it was 
expected.” 

“We also asked our board 
members to host house 
parties or other events.”  

Best Practice 

100% Board 

Participation 
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BOARD 

GIVING  

Best Practice 

 

Introduce a “giving” expectation for board 

members. They should give back because 

they want to serve the organization.  

 

Everyone on the board should give—period.  

In the amount of $500-$1000 (minimum) to 

start.   

 

“Time is not the same as money—you can’t 

ask people for money if you don’t give 

yourself. Don’t call it dues—and it is not a 

bill.”  

 

 

“Having 100% 
board 
participation in 
board giving 
sends a strong 
message to 
prospective 
donors.”  
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• Noelle Delage 



CAMPAIGNS 
 

 

The Case Statement is Meant To…. 

Connect donors with an interest. 

 Enchant. Shock. 
     Engage donors in a cause they value. 

 

 

Your case statement needs to put forth a vision and 

explain in clear terms… 

Why this is worth doing?  

Why us? 

Why now? 

Why you? 

 
 

Best Practice 

Compelling  

Vision (The 

Case) 
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MAJOR DONOR 

PROGRAMS  
What experience have you had? 

Best Practices to share?  
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What is a Major Gift? 

 

 

Research has shown that people see 

themselves as having made a major 

gift if they donate $500 to $1,000. 

 

Cultural differences? 
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MAJOR DONOR  

PROGRAMS  

 

• Active management of individuals 

thought to have potential by an assigned 

development officer (or team).  

 

• Long and short term strategies 

developed. 

 

• Get to know the donor (passions and 

interests). Gradually engage them until 

the time and opportunity is right for an 

“ask”.  

 

• Continue to steward them (other gifts 

often follow.)   

 

 

 

Best Practice 

Relationship 
Strategy  
 

 

“What happens is 
that you connect 

with donors 
personally.  

 It is a true 
relationship.  

No matter what 
happens…it leads 
elsewhere in life.” 

--Lyn Woods   
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Key Concept | Donor Engagement Cycle  

Create Gratifying  

Gift Experience 

Identify &  

Qualify 

Identify Interests 

and Passions 

Build Trust-Based 

Relationship 

Match Passion(s) 

to Organizational 

Initiatives 

Gain Gift 

Commitment 
DONOR 
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PROSPECT  

CULTIVATE  ASK  

STEWARD  

The second workshop will focus on each step in detail. 
 



Key Concept 

Donor Commitment Continuum  
 
 
 

      Unaware      Aware        Interest       Experience       Participation     Ownership  
 
 

 

Every major gift prospect should be staged along this continuum.  

 

A personalized strategy should be developed  

to move the donor to the right  

until the time and opportunity is “right” to make the ask. 
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MAJOR 

DONOR 

PROGRAM 

 

The “all-important” question to ask 

your donor or prospect …. 

 

“What would you like to do 

with your money that would be 

meaningful to you?” 

 

Then, sit back and listen… 

 

 

 

Best Practice 

 

As you get to 

know your donor, 

start thinking 

about how to 

match their 

passions and 

interests with the 

needs of your 

organization. 
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MAJOR 

DONOR  

PROGRAMS  
 

• Build Relationships 
   (it’s not about transactions) 

 

• Follow the Donors’ Passions 
“Donor Driven…Donor Centric” 

 

• Ongoing, meaningful 

communication (Show them the 

impact of their gifts—the difference 

they are making)   

 

Best Practices 

 

Build Strong 

Relationships  

 

“The relationships 

I’ve built with my 

donors are deep 

and personal and 

extend beyond 

our work at the 

non-profit.”   

--Lyn Woods  
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MAJOR 

DONOR  

PROGRAMS  
 

 

 
 

What Our 

Experts Had to 

Say  
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“You need to understand 

the donor’s interests and 

values before you ask for a 

major gift.” 

 

“I find ways for my 

donors to be actively 

involved. This usually 

builds commitment.”   

 

“Two minds are better than 

one—a team approach can 

be very valuable in 

developing a strategy for 

major donors.”   

 

“Keeping good notes 

on a donor is critical 

—especially when 

there is a long-term 

strategy and change 

of staff.”  

“Scheduled meaningful 

contacts that move the 

relationship forward…is 

key.” 

“The gift is not 

complete until we can 

honestly say the 

donor understands 

the impact they’ve 

had.” 

Part 2 of the 

workshop will 

focus on how to 

work with major 

donors.  



Key Concept | Donor Engagement Cycle  

Create Gratifying  

Gift Experience 

Identify &  

Qualify 

Identify Interests 

and Passions 

Build Trust-Based 

Relationship 

Match Passion(s) 

to Organizational 

Initiatives 

Gain Gift 

Commitment 
DONOR 
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PROSPECT  

CULTIVATE  ASK  

STEWARD  

The second workshop will focus on each step in detail. 
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I don’t think you ever stop GIVING.  

I really don’t.  

 

I think it’s an ongoing process. 

 

And it’s not just about being able to 

write a check. It’s being able to touch 

somebody’s life. 

 
--Oprah Winfrey 



ONLINE FUNDRAISING 
What experience have you had? 

Best Practices to share?  
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Online Giving  

A Small but Growing Piece of the Pie  *U.S.   

Online Giving as % of Total Giving 

Online Giving  8.3% 

 

 

  Other Giving 91.7%  
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“Only 25% of 

online giving 

may be 

charitable in 

nature (meaning 

recognized non-

profits)—

especially with 

fast evolving 

crowdfunding.” 

 
-Pew Research Center 

“Though online 

giving is relatively 

small today, within 

the next 5 years 

things will be 

massively digital.”  

 
–Network for Good 



Donors worldwide prefer to give online 

Donors worldwide prefer to give online— 
true across generations 
-  62 % of millennials and  

-  59 % of Gen Xers and Baby Boomers prefer online giving. 
 

Of online donors,  
42 % cite social media as the tool that most inspires them to give;  
 

 And of these donors,  
 62 %  list Facebook as most inspiring channel,   
 followed by Twitter (15%) then Instagram (10% ). 
 

Websites and email addresses donors trust most?  
 .org (72 %), .edu (7 %), and .ngo (6 %) 
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After 20 Years 

Email Finally Reaching Potential 
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Crowdfunding 

Does Your Cause Have Crowd Appeal? 
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“You will be as successful 

as the amount of work you 

put into the campaign.” 
—Evann  Coad  

Crowdfunding is not a 

"post it and forget it 

proposition."  

Let’s take a peek at a few of CU 

Boulder’s crowdfunding campaigns.  

  

http://www.colorado.edu/crowdfunding/
http://www.colorado.edu/crowdfunding/


Crowdfunding Campaigns 

Expect and Overcome the Valley of Death 
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The campaign time span is critical. Creates a sense of urgency. 

A 90 day campaign doesn’t have urgency—but 30 days does.  



CROWD 

FUNDING 

• General metric—reach out to 8 people 
for every $20 you want to raise.  

 

• Lead people to your campaign—email 
works best. (Email 53% conversion; Facebook  
12% conversion ) 

 

• Short videos (less than 3 minutes) most 
effective 

 

• Send updates every 5 days or so 

 

• Leverage your own personal network to 
make first gifts.  Others more likely to 
donate once you have 40% of goal.   
 

Best Practices 

Crowdfunding 

isn’t just ‘set and 

forget.’  It 

requires work--

boots on the 

ground.  
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Evann Coad 



A Case Study in Online Giving –  

Colorado Gives 
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Colorado Gives 

Online Giving Success Story  
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ColoradoGives.org  | Full Year Giving  
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ColoradoGives.org | GIVES DAY 
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North Texas Giving Day  
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Texas has 

a one-day 

event. 

 

New!  

This year… 

Donation 

Stations 



A Case Study in Online Giving  

2017 Colorado Giving Day Incentive– 

A Staggering $1 Million 

 
 

The $1 Million Incentive Fund 

created by the partners is one 

of the largest giving-day  

incentive funds in the country. 
 

Proportional distribution… 

not a $1 for $1 match. 

 

Big growth expected in 

peer to peer fundraising for  

Giving Days. 
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Kids For Colorado Gives   New! 
Developing the Next Generation of Givers 
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Donors giving more and to more causes.  

• 2600 donors gave to 10 or more non-profits.  

• Up from 1100 two years ago—a 136% increase  

  “It’s easy I can fill my cart.”    

Story of donor who filled their cart online but called to 

make another gift—this one for $10,000 

Bigger gifts are coming in, too   

“Largest gift was $1.4 million to the YMCA—from a 

bequest/trust. The donor specified in her will that the gift 

be made online.” 

Fundraising Best Practices | Cultural Differences? 65 

A Case Study in Online Giving 

Colorado Gives 

Dana Rinderknecht 

 



Our Expert Speaks Out 

Online Trends 
“Text giving in the U.S. is not where it should be even  

though some earlier obstacles have been addressed.  

You can now get some donor information—and the amounts you 

can give via text can also be bigger.”  

  

Trends  
• Text to a number. Get return text with link to donation page on 

website.  

• Take a picture of credit card and submit that as payment.  

• Donor-paid processing fees. 

• Giving recommendations “You might like these causes…”  

• eGift cards  

• Recurring donations (donor retention strategy) 
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Dana 

Rinderknecht 

 



ONLINE 

DONOR 

RELATIONS 

 

 

CASE STUDY 

 

Actual Example--Team Rubicon  

Hurricane Harvey Response Effort 
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Step 1: A fabulous receipt 
 

“Your gift empowers our veteran volunteers, 

by providing them with a sense of purpose, 

community, and identity through continued 

services to communities affected by 

disasters. 

 

Thank you very much for your contribution 

and for being such a valuable part of the 

team.” 
 
 

SWOON 
 
 

 
 

   

Upgrading a 

One time 

online  donor 

into a 

monthly 

sustainer in 

5 simple 

steps! 

https://4.bp.blogspot.com/--qGfS-M2L9Y/Wbf1JJYhdaI/AAAAAAAACb0/EUmaCXpbODQLqfUP-2EGsa0AzVZjpuC-QCLcBGAs/s1600/2017-08-29+11.55.41.png
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
http://donorguru.blogspot.com/2017/09/upgrading-one-time-donor-into-monthly.html
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Step 2: Impact in action 

 
 

WOW- this was sent via text only 

a day after I donated- 
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Step 3: 
 

 

Then a thank you email 

that was amazing, and 

honest and relatable- 

made you feel you 

really got to know Lissie 

   

https://4.bp.blogspot.com/-jdFtpRnKEZk/Wbf1n59LCGI/AAAAAAAACb4/lb3jtjspz4MPDpxKH-wv7D0rV2u-EA6qACLcBGAs/s1600/Screenshot+2017-09-12+09.32.15.png
https://4.bp.blogspot.com/-jdFtpRnKEZk/Wbf1n59LCGI/AAAAAAAACb4/lb3jtjspz4MPDpxKH-wv7D0rV2u-EA6qACLcBGAs/s1600/Screenshot+2017-09-12+09.32.15.png
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Step 4:  

 

Two days later another 

impact report text- BAM! 
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Step 5:  
 

Then Jon Connors showed up in 

my inbox- and he explained what 

Rubicon had done for him.  

 

And I was moved.  

 

I knew I had to do more.  

 

And there it was, right there- one 

click.  My opportunity to help was 

staring me in the face.  

 

Usually I’m not a fan of impact 

combined with an ask but two 

weeks and four examples of 

impact, I felt I was ready.  

 

I gave, I joined their monthly 

giving program 



ANNUAL GIVING 
What experience have you had? 

Best Practices to share?  
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Annual Fund  

Never overlook your annual fund donors.  
 

Study by Columbia University  

Without exception, all of Columbia’s top donors’ ($1+ 

million) made their first gift to the university within the first 

few years of graduation---and their gifts were less than 

$100.   

 

“If you don’t’ have a natural constituency, it’s critical to 

have an annual fund.  You must build a base of 

support.” 
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ANNUAL 

GIVING  

 

 

Fundraising Best Practices | Cultural Differences? 74 

An annual campaign 

establishes regular 

giving habits in your 

donors.  

 

In the U.S. most 

annual fund appeals 

are during the last 

few months of the 

year. 

 

Typically multi-

channel: 

- Direct mail 

- Email 

- Social media 

- Telephone  

 

The most creative 

fundraisers devise 

smaller campaigns 

throughout the year.  

 

These can be more 

focused both by 

theme and audience.  



What Our Experts Have to Say 

Annual Giving    
 

“Consider your annual giving as your pipeline for major 
donors.”  

 

“Expect complaints—but for every complaint, you get 
10 gifts.”  

 

“The attrition rate is significant—we lose almost the same 
number of donors that we bring in.” (Remember the ice bucket 
challenge?)” 

 

“Gradually increase the ‘ask’ amount—but personalize 
it to the donor.”  
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ANNUAL 

GIVING  
 

 

• Creatively package your appeal focusing on 
your mission (Examples: food for the hungry, camp 
for kids)  

 

• Segmented niche messages (if possible) 

 

• Personalize as much as possible   

• Personalized “ask” amount (based upon past 
giving) 

• Personalized copy to make as relevant as 
possible 

 

• Multiple-channel communications 

 

• Send follow-ups (can take 3+ messages to 
renew) 

 

• Tell donors date and amount of last gift (most 
think they gave more recently) 

 

 
 

 

Best Practices  

 

 

“You need to 

translate operations 

needs into 

inspirational 

opportunities—by 

packaging them 

differently.” 
— Lyn Woods  
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Which do I open? Which do I give to? 

Fundraising Appeals | Only 3 Days 
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Direct mail still 

valid (though 

expensive). 

 

1% response 

respectable 

  

But people are 

increasingly 

going online…   

to either research 

the organization 

or to make their 

gift. 
--Network for Good 



MEMBERSHIP PROGRAMS 
What experience have you had? 

Best Practices to share?  
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MEMBERSHIP 

PROGRAMS  
• A type of annual fund—with benefits  

• Typically supports general operations 

• Right for some (not all) organizations 

• Perceived “added value” 

• Usually ‘tiers or levels’ of membership 

• Benefits might include-- 

• unlimited admission 

• ‘first to know’ communications 

• member discounts 

• member newsletter  

• members only events 

 

“Some people 

want to feel like 

they are part of 

something.   

A membership 

program can 

create a feeling 

of ‘affinity’ with 

the organization.” 
 
--Jennifer Hoppa, Fort Tryon Park 

Trust   
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Membership Has Its Benefits  
• Special merchant discounts 

• “First to know” about events 

• Members only events  

• Branded member gifts 

• …and more  
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MEMBERSHIP 

PROGRAMS  

 

Structure 

membership 

levels around 

what you 

believe is close 

to the giving 

potential of 

donors. 

 

Expect giving 

capacity to vary.  
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SPECIAL EVENTS 
What experience have you had? 

Best Practices to share?  
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Why Hold Special Events  

• Raise visibility  

• Engage supporters  

• Mobilize volunteers 

• Celebrate achievements 

• Highlight a particular 

issue 

• Kick off a membership or 

fundraising campaign  

• Get names! 

“The biggest predictor of an event’s 

success is the quality and energy of 

the people who work on it… 

and the size and dedication of your 

core supporters.” 
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“Events are hard—they are time-consuming. They are expensive and 

don’t always yield the results .” —Noelle Delage 

  



 

 

 

 

 

 

 

SPECIAL 

EVENTS   

 

 

• Get clear on your real objective—raise money or 
other goals?  

 

• Aim for a creative event or a new twist on an 
event—something with PR interest 

 

• Over estimate expenses by 20% and 
underestimate revenues 

 

• Honestly evaluate the time and effort required  

 

• Recruit the right person to chair the event (and 
identify the leadership a year ahead)  

 

• Close attention to details—create tools and 
processes for repeating the event 

 

• Create corporate sponsorship opportunities 
 

 

 

 

 

 

 Best Practices  

 

“Many special 

events are an 

inefficient way of 

raising money, 

bringing in $1.00 for 

every $1.33 spent 

on them.” 

—Charity Navigator  
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A Story of Two Galas 
One Successful—One Not      

The All Out Gala  The Scaled Back Event  

• Simple cocktail reception  

• Tiered pricing for tickets—from $75 to 

$1,000—you decide what to pay 

• Patrons listed in program (by pricing 

tier)—public recognition of ticket price 

• Surprising number of people bought 

tickets at the $1,000 level.   
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• Lavish event—tickets 150 Euros 

• Led by well-connected person 

in the community.    

• Top hotel venue 

• Well-known personality as MC 

• Included a fundraising auction  

 

Jim Dunn 



SPECIAL 

EVENTS 

Three Ways to Boost Your Special Event  

 

Peer to Peer Fundraising 
Tap into your supporters’ networks.  

Have them fundraise for you.   

 

 

“Raise Your Paw”  (hand) 
Direct appeal to fund specific needs  

at a fundraising event.  

 

 

 

“We missed you—but you can still help”. 
Reach out to non-attendees.  

 

 

Look for Ways 

to Leverage 

the Full 

Potential of 

Your Event 
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Trend Alert   

Hosted Small Gatherings 

“You don’t want to get into the entertainment business—so 
this is where friends and supporters can help.”   

 

Focused, salon-type events in people’s homes.   

• Smaller, intimate gatherings usually featuring a speaker 

• At the end of the evening, people asked to give.  

 

“People say ‘yes’ to the invitation because they know the host.” 

 

“The struggle is follow-up..” 

 

“There is always someone who drops  

Drops $1,000 or more into the bowl.” 
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Noelle Delange Jim Dunn 



SPECIAL 

EVENTS 

 
A CASE 

STUDY  

 

The Mask 

Project  

Denver 

Hospice  
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Lyn Woods 



THE MASK 

PROJECT  
 

A signature event 

raising over $4.5 

million for Denver 

Hospice.  

 

Held bi-annually. 

 

Celebrity-created 

masks are auctioned 

off.   

 

Online bidding, live 

auction at gala.  

Masks on display at 

major shopping center  
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Look for extension 
possibilities… 

ways to extend 
your event to other 
audiences.  

 

 

Mask-Making 
Workshop for 
Children  
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THE MASK 

PROJECT  
 



THE MASK 

PROJECT 

Everyone wanted 

in on the event… 

 

Over 400 masks 

were created and 

auctioned off. 

 

Even local TV 

personalities and 

politicians. got 

involved.  

Fundraising Best Practices | Cultural Differences? 91 



THE MASK 

PROJECT  
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Lyn Woods 

Critical Success Factors… 
 

1. Creative idea with PR potential 

2. Tested ‘concept’ with mini feasibility 

study  

3. Leadership (and cadre of volunteers) 

3. Celebrity power  

4. Hard work and attention to details. 

 

(And maybe some luck)  



MATCHING GIFTS AND 

CHALLENGE GRANTS 
What experience have you had? 

Best Practices to share?  
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MATCHING 

GIFTS and   

CHALLENGE 

GRANTS 
Various ratios 1:1, 2:1 or more (usually up to cap) 

Usually a deadline—creates urgency  

 

The “giver” of the challenge grant is recognized—

PR value  

 

Corporations and foundations like to leverage their 

money 

 

Work out details before you approach the potential 

donor—ensure that if you fail to meet the goal, 

you still keep the money raised  
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A donor’s gift is matched by a generous 

donor. Helps people feel their money will 

make more of a difference. 



EMPLOYEE 

MATCHING 

GIFTS  

 

Employee Matching Gifts  
• Often dollar-for-dollar—sometime double or triple the 

employee donation  

• Some match gifts for employees’ volunteer efforts (e.g. 
walkathons) 

• Typically, individuals must initiate with their employers 
 

Volunteer Support Programs 
• Sometimes called “Dollars for Doers”  (individual 

volunteer grants)  

• Reward employees who donate their time  

• Team-building efforts (e.g. build a house for Habitat) 
usually with a corporate donation 

 

Tools to Facilitate Employee Matching 
Gifts  Foundation Directory Online--searchable grant 
makers 

 

“Every year, only 

about 1 in 10 

eligible donors match 

their donations. 

 

Every year, about $6 

to $10 billion of 

matched donations 

is left unclaimed.” 
--Double the Donation 
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Other databases 

and services 

make the process 

easier for donors. 

http://fconline.foundationcenter.org/
http://fconline.foundationcenter.org/
http://fconline.foundationcenter.org/


• Invite board members and major 
donors to make a gift that will become 
a challenge grant (can be a single donor or 
a group of donors; you can set maximum for 
matching) 

 

• Help facilitate employee matching gifts 
from companies 
• Revise giving forms so donors can indicate if 

their company may match donations 

• Add text in donor thank you’s about 
employer matching gifts  

• Provide forms for donors to give directly to 
their companies  

• Research which companies typically offer 
matching gifts—put link to the list on your 
giving website 

 

Best Practices  
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MATCHING 

GIFTS  

 



MATCHING 

GIFTS 

 
Agents 

(employees) vote 

on causes the 

company will 

support that year.  

 

For every  “sale” 

(closed real estate 

transaction),  the 

real estate firm 

makes a donation 

to the charity of the 

customer’s choice.   
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A twist on a 

matching gift 

concept… 

 

 

The business 

makes a 

charitable gift for 

closed business.  



BEQUESTS | TESTAMENTS 

PLANNED GIFTS 
What experience have you had? 

Best Practices to share?  
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BEQUESTS 

(PLANNED 

GIFTS) 

Compelling U.S. Statistics  
33 percent of Americans are willing to consider a 
bequest gift1  

 

5.3 percent of Americans over age 50 have included 
a charity in their will 
 

$35,000 is the value of the average bequest 
commitment in the U.S. 

 

“Planned Giving is about adding a “0” to the donor’s 

total giving. If the donor’s giving is $25,000, the 

planned gift potential is $250,000.  
-Kristen Dugdale, Vice President, Gift Planning, 

University of Colorado Foundation  

 

“Planned giving may be the answer to the objection:  

‘I would like to do more for your institution, but. . .’”-Jeff 

Comfort, Georgetown University 

 

 

Planned gifts 

represent the 

opportunity to be 

remembered for 

something that’s 

been important 

in your life. 
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BEQUESTS 

(PLANNED 

GIFTS) 

 

Profile of a planned giving donor  
• Age 49 or older  

• Pattern of loyal giving over a number of years 

• Demonstrated support for a particular cause  

• Not necessarily wealthiest of donors 

 

 

Nearly 40 percent of current planned givers 

have a history of giving make annual donations 

of less than $500.  - 2012 Stelter Donor Insight Report 

 

We’ve seen donors who had given only 

$275 over their lifetime, make a $1.5 

million bequest.  -- CUF Planned Giving Team  
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There is a clear 

link between life 

stories and the 

charities that 

bequest donors 

choose to 

remember. 



BEQUESTS  

PLANNED 

GIFTS 

Best Practice  
 

Ongoing, inspiring  
messaging through 
various channels. 

 

 

 

“Many people are 
able to give 
significant gifts 
through their 
wills—far more 
than they may be 
able to give during 
their lifetimes.” 

 

 

 

 

Fundraising Best Practices | Cultural Differences? 101 

Inspire Donors to Make a Gift in their Wills-- 

A Long-Term Strategy 



 

BEQUESTS 

(PLANNED 

GIFTS) 

 

 

• Include a discussion about bequests when 
talking with donors—educate them  

 

• Develop relationships with lawyers and 
accountants (referral sources) 

 

• Provide legally accepted language that can 
be included in a will or bequest (will kit) 

 

• Encourage donors to make their intentions 
known  (A story here…) 

 

• Encourage the donor to also make a current 
gift so they can see the impact of their gift 

 

• Create a special “club” for bequest donors 
(e.g. Heritage Society,  Honor Guard) 

 
 

 

 Best Practices 

 
“It’s common for people  

not to share information  

about a gift in their will.  

Yet there are reasons 

why they should.”    

 

 

  

 Yet it’s 

important that they do.   
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BEQUESTS (PLANNED GIFTS) 

Ongoing Communication Strategy 
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CORPORATE 

FUNDRAISING 
What experience have you had? 

Best Practices to share?  
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CORPORATE 

FUNDRAISING 

 

Philanthropy is good business—enables 
a company to differentiate and boost 
good will (with its employees, too). 

 
• Corporate foundations—philanthropy   

• Sponsorships 

• Cause-related marketing 

• Matching gifts/challenge grants 

• In-kind donations or pro bono services  

 
Finding the right corporation partner is 
like finding the right life partner. Look for 
one that matches your organization’s 
interests, priorities and mission. 

Realistic 
Expectations 
 

In the U.S. only 5% 
of all giving comes 
from corporations.  
 
 

Remember that 
giving is an 
exchange—
something for 
something. This 
especially holds true 
with businesses. 
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CORPORATE 

FUNDRAISING 

 

• Discover where the CEO’s heart lies 

• Focus group of corporate representatives 

• Leverage connections of your board  

 

• Do your research before you set up a 

meeting with a company 

• What the company is interested in 

• Giving track record 

• Be clear in how you can help the company in an 

area important to it 

 

 

A couple of quick stories---  

University of Colorado Denver, Business Program.   

 

Best Practices 
 

 

Companies give for 
different reasons—
both altruistic and 
practical. 

 

“Some businesses 
value having access 
to other corporation 
and foundation 
donors, as well as 
conversations with 
your leadership 
about subjects 
important to them.” 
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Two Quick Stories 

Major Multi Million $ Gifts from Corporations  
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Best Practice 

 

Corporate 

Advisory Board 
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Jim Dunn  

 

 

“We developed a corporate Advisory Board  

And invited the up and coming leaders of 

companies to be members. Not the CEOs  

or big hitters, but the next generation of 

leadership.  

 

They turned out to be a great board to  

work with and became real advocates  

for us. We also instituted a giving  

commitment of  $15,000 year.   

 

The board met a number of times per year.  

They provided advice and opened doors 

 for sponsorship. The board is still going.” 
 The Lincoln Center, New York  
 

  

 

CORPORATE 

FUNDRAISING 

 



More On 

Corporate 

Giving 

“Even though the money is coming from the 
corporation, try to connect with a senior person in the 
company and get them involved with their passions.”   

 

“View businesses as a another relationship to be 
built. Look for existing contacts between staff and 
volunteers and the company’s employees.”   

 

“Companies tend to want more straight forward 
things. You need to be very clear with corporations.”  

 

“Ask yourself—what’s in it for the company? Focus 
on ways to create a win-win partnership.”   

 

“Most businesses prefer to give locally. Your top 
prospects will be companies operating in your area.”   

 

“Chances are, you are one of many who are applying” 

 

“Best not to count on companies for long-term 
funding for your organization.” 

 

 
 

Random 

Thoughts on 

Corporate Giving  
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Andrea Wagner 



FUNDRAISING 

PROGRAMS 

One Parting Thought… 

 

“Get really focused on what you are 

trying to accomplished and then focus 

on that.   

 

If you can’t do everything, choose one or 

two areas and move forward from there.”  

 

What will be your focus? 

Andrea Wagner 
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QUESTIONS? 
HOW WOULD YOU SUMMARIZE TODAY’S 

WORKSHOP? 
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REMBER OUR  

WORKSHOP GOAL  
What is your ‘one bright idea’  

or ‘seed of an idea’ that might work in  

your organization? 
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