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4+ L0% $131.08 billion to

4 9.0% $71.34 billion to Education

4+ 97% $65.14 billion to Human Services

4 20% $58.17 billion to Foundations

4 157% $48.00 billion to Public Society Benefit

¥-30% $42.12 billion to Health

4 ow $25.89 billion to International Afalrs

¥ -75% $19.47 billion to Arts, Culture, and Humanities
4 11.6% ng $16.14 billion to Environment/Animals

4 128% $16.22 billion to Individuals
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Giving to public-society
benefit organizations
increased 15.7 percent in

; . — 2020, marking the eleventh
= change in comparison to total raised in 2019 consecutive year of growth

for this subsector.
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Giving by
Individuals 69 (y -
$324.10 billion 0422
ncreased 2.2 percent over 2019. s @
o Giving by individuals
has grown in four of the

Giving by ‘ : last five years.
Foundations 190/ 7 _ X
$88.55 billion 04170 i

17.0 percent over 2019 Giving by foundations
grew 17 percent in 2020,
and has grown for ten
consecutive years.

Giving by
Bequest 9 0/
$41.91 billion 0O 410.3%

increased 10.3 percent over 2019.

Giving by
Corporations 4(y
$16.88 billion 0ve6.1l

dec percent from 2019
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$471.44 billion

In 2020, Americans gave $471.44 billion to charity, a 5.1% increase over 2019.

So What Did We Learn from the Report?

Initial forecasts of a (pandemic) drop in
fundraising did not happen

Americans are philanthropic - particularly in
challenging times or in response to natural
disasters.

Don’t shy away from connecting with your donors

People are motivated to give when provided an
opportunity and a case for support

Individuals remain the backbone of charitable
giving
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Why People Make Major Gifts

Believe in the Mission

Community responsibility

Organization is sound

Personal connection with the organization or volunteer
Respect for leadership, volunteers

I DON'T ALWAYS SPEND MONEY
RESPONSIBLY
et

BUT WHEN | GIVE MONEY, | CRRE
ABOUTIMPACT

How to Identify Major Gift Prospects
7 Traits to Investigate

Have they given to your organization?

Have they donated major gifts elsewhere?

Are they involved in nonprofit work?

What real estate do they own?

What about their stock ownership?

Have they made donations to political campaigns?
What are their business affiliations?




12/9/2022

Prioritizeby: ¥

& Who might
have [-lpﬂ(lt\'
| and interest?

Inform, engage
and inspire the
prospect

- Interest
— Connection

- Capacity

Tell the donor
about the

ready to
respond toa
positive impact
of their gift

specific gift
proposal or
amount?

\ Is prospect

Thank the donor
and then thank
them again

6 Tips on Asking for a Major Gift

1. Fundraising is not an end in itself; it’s how goals are met.

You offer the opportunity for people to satisfy their personal desire to enact
their values. You offer an inspiring investment with a positive social return. Stop
thinking of fundraising as a ‘necessary evil’; reframe it as a ‘way to change lives’

2. Philanthropy is a “pay it forward” proposition.

It’s about the future. It’s about assuring your ability to be here for everyone in
the community who relies on you. It’s about doing what needs to be done to
move your mission forward.

Remember you are not asking for yourself — or for the budgetary needs of your
organization. You are asking to help improve and save lives... give hope...
inspire... soothe.... teach.... create more caring in our community.
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3. A gift to your organization is really a gift through your organization to
accomplish a valued outcome.

People don’t give to institutions. They give to institutions that deliver on
the promise to enact a value they believe is important (e.g., fighting child
hunger, improving school nutrition, feeding at-risk seniors, delivering
healthy food to all in need; sustaining the arts; furthering social justice;
repairing the environment).

4. Don’t apologize for asking people to help repair the world.

This is a noble cause. When you walk in the room, you must “take off
yourself” and “put on your organization”.

o Don’t fear rejection.

e You are not begging.

e Exude confidence

5. Ask for a specific amount.

You are much more likely to get an appropriate gift if you ask for a specific
amount. People want to know why you need their gift and how it will be
used. “Whatever you can give” is not helpful. Your donor has no idea what
will make you happy, and you may not raise enough to get the job done.

6. Silence is Golden

Let the prospect respond. Rarely will you have to wait more than 17
seconds (although it may seem like longer). Count silently under your
breath while you wait for your prospect to speak first. Avoid the
temptation to jump in and say “If the amount I've asked is too much,
would you consider a smaller gift?”




Questions?

Luis Islas
406-581-9120
islasluis40@gmail.com

Fundraising

3 What my friends
What my mom think i do
thinks | do

Wha xecutive

director thinks | do What | really do.
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