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Today's Sessions  

Session I: Why have a special event? How to host an event that engages donors


for a lifetime.

Session II: Why have major donor giving program?  Steps to build a successful


major gifts program, how to identify major donors for your organization.  

Session III: What is an annual giving program and why do you need one? How to


conduct a successful annual giving program including examples of how to


develop a plan and calendar. 





1.6 Million Nonprofits 
registered with the IRS



$471.44 Billion Given in 2020 





Major Gifts: Why?



Because...
Your community,


donors, volunteers

and stakeholders


deserve it. 



And
Because...

The money is out there.






The "Great Wealth Transfer" will see an estimated $68 trillion passed down


from boomers over the next 30 years.




By 2030, millennials will be five times richer than they are today




Americans can expect to inherit $72.6 trillion over the next quarter century




The "Great Wealth Transfer" is estimated at $59 trillion dollars in the U.S


alone, with nearly half estimated to support charitable purposes




Will ‘the Great Wealth Transfer’ Trigger a Millennial Civil War?




Older Americans Stockpiled a Record $35 Trillion. The Time Has Come to


Give It Away.







Recent Headlines



U.S. households are expected to transfer

close to $70 trillion to their heirs and


charities by 2042.
That's $9.6 Billion A Day 

Every Day
For 20 Years



What can you buy for $1 billion dollars?



Buckingham Palace is valued at

$2.9 billion 



Atlanta Braves are valued at 
$1.875 billion 



Private Island in the Bahamas 

$75 million 



Going to Disney World 



vs



Buying Stock in Disney



Philanthropy is evidence that
someone's values are alive

and manifested in the world.



Major Gifts: How? 



Top 5 "Gotta Know It" for Major Gifts
Elephant in the Room
Name It
Top 25
Know your revenue model
Ditch the (elevator) pitch

1.
2.
3.
4.
5.





What values are you 
attaching to money?



Power. Greed. 

Privilege. Authority. 



***



Justice. Influence.  
Courage. Love. 








# 2



Define "Major"

Gift (and then

tell everyone)



ma·jor
adjective



important, serious, or significant.
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Know Your Top 25.



Cultivate. Steward. Solicit.



# 4



Know your 
revenue model. 

Understand its influence

on your organization. 





# 5 Ditch the (elevator) pitch. 



Don't Ask for   
 

"Please help us to ..."  

"You have the ability to influence / change / 

impact ..."  

It's not a "cry for help," it's  an invitation to action. 



Questions To Ask Major Donors:



When did you know you cared about this work? 



Who modeled philanthropy for you?



What does "success" look like to you for our work? 



What other causes do you care about? 



What do you wish you knew about our work?



Would you be willing to share your story of giving with our staff / board?





Questions To Ask:



Is your family aware of your philanthropic priorities?



How do you like to be thanked / communicated with?



Does our work feel "urgent" to you? 



Do you prefer the "data" we share about our work or the personal stories? 



PEOPLE REMEMBER 75% OF WHAT THEY SAY 
AND ONLY 25% OF WHAT YOU SAY






 Reflection Questions:

What are your earliest memories of philanthropy/charity?



What is your organization's revenue model? How does it


influence your work?



What questions do you like to ask "major donors" to

better understand their motivations/inspirations for


giving?
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