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Annual Trends in Philanthropy

According to Giving USA 2011: the Annual Report on Philanthropy for the Year 2010:
· Since the survey began in 1954, only three years down in annual giving (1987, 2008, 2009)

· Annual giving in the U.S. reached more than $290 billion in 2010

· Sources of giving: 80% from Individuals, 14% from Foundations and 6% from Corporations

· Giving by individuals up 2.7%, charitable bequests up 18.8%, corporate giving up 10.6% and foundation giving was flat
· Giving to public society benefit organizations was up 6.2%, giving to social services was flat
[image: image3.jpg]fundraising
development
walning




Mission-Based Philanthropy:
Are you operating a closed system of fundraising or an open system of philanthropy?
· Too often, nonprofit organizations focus on fundraising, rather than philanthropy. In other words, focusing on activities that generate a net result, but that do not seek a long term, fluid relationship with individual donors.   Intentional philanthropy, those activities that seek to build inclination in specifically identified individual donors, represents best practice.  

· Most organizations maintain a “closed” system, recruiting donors through special events or direct mail, renewing donors already in its donor database through long-established means without strategically thinking how to move these same donors forward to ever larger gifts.
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· In an open system of philanthropy, strategically identified donor prospects enter through a specific point of entry, deliberately renew their donation(s) each year and are intentionally cultivated to providing the organization with annual major gift(s).   
Resources plus Inclination =  the Gift

It’s all about the Case Statement
Three annual strategies:
· Renew

· Recruit/acquire

· Cultivate

Create specific strategies for transforming organizations into an open system of recruiting, renewing and cultivating annual gifts. 
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Donor Renewal
· As an organization approaches a new annual fund year, first and foremost, it must renew, at the highest rate possible, philanthropic gifts from the previous year.  

· Donors tend to renew the way they came into the organization, so organizations should think long and hard before abandoning a technique or tactic that has donors attached to it.  

· This doesn’t mean that organizations should be rigid or inflexible when approaching their next annual fund year.  Rather, it means that if a technique or tactic is no longer effective, but donors are still renewing through the technique or tactic, the organization should develop a strategy for renewing donors that may drift away if the technique or tactic no longer exists.
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Donor Recruitment or Donor Acquisition

· Donors renew at a predictable rate depending on the number of times they have provided the organization with a philanthropic gift.  

· The organization must recruit new donors annually to be “even” with the previous year.  If the organization renews 75% of its previous year’s donors, then it must acquire new donors and/or cultivate donors to a higher level to meet the previous year’s annual giving level.
· Strategies to recruit new donors include deliberately and intentionally identifying donor prospects with a connection to the mission, then inviting them to fundraising activities that already exist or inviting them to new fundraising activities designed specifically to attract first time donors.
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Donor Cultivation
· Before a donor will make a gift of significance, he or she must recognize shared values. 
· Cultivation is not an event, not even a series of events. Cultivation is a process. Cultivation consists of all the relationship-building steps that lead to donorship and cultivation continues as part of a stewardship program once gifts are made. 
· Through cultivation, the organization learns more about its donors, and the donors learn more about the organization.  Through cultivation, trained staff and volunteers can garner ever larger philanthropic gifts for the organization. 
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Building Blocks For Philanthropy
Certain “building blocks” are essential to position organizations for successful annual fundraising.  Building blocks include: 

· The Board of Directors
· Staffing and Organizational Capacity

· Donor Communications

· Donor Management Software

· Website

· Utilization of Volunteers for Fundraising

· Philanthropic Practice Best Practices
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The Board of Directors
· The broad purpose of a board of directors is to run the organization effectively.

· Board members are bound to ensure that an organization is operating within state and federal laws, earning its money honestly and spending it responsibly, and adopting programs and procedures most conducive to carrying out its mission. 

· Among the responsibilities that board members must assume in carrying out the board's purpose is the responsibility for funding the organization and its mission.

· Specifically, the board is responsible for the continued funding and financial health of the organization. 
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Staffing for Philanthropy
There are basic attributes needed by every organization when it comes to providing sufficient staffing for successful fundraising.   To raise the funds it would like, meeting increased objectives, resource raising staff should include the following:

· Fund Development strategy (Executive Director, Senior level Development staff, Major Gift Committee and/or Consultant)

· Donor communications

· Events/Direct Mail Management and Coordination

· Database Management 

· Grantwriting

· High-level Administrative Assistance 
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Donor Communications
· Non-profit organizations often confuse donor communications with organizational marketing.  

· A “one size fits all” strategy for marketing, public relations/communications usually means that all efforts are diluted and ineffective.

· Today’s tools make it much more convenient and simple to segment audiences and their messages. 

· The Communication plan, then, should outline each audience, their respective messages and the communication tools that will be most effective for each audience.

· Donor communications should be intentional and written to validate the decision on the part of the donor to contribute to the organization and to build inclination for future gifts by demonstrating mission achievement.  
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Donor Management Software
Key to the success of any development program is donor management software.  Donor management software is not the magic bullet of fundraising, but it is close.  Tracking the giving of donors and utilizing reports to recognize trends is key to developing annual campaign strategies and tactics.  It is important to: 

· Integrate donor management software with accounting software to reduce duplication of effort. 

· Integrate the website with donor management software to reduce data entry and ensure greater integrity of the data.

· “Scrubbing” and/or updating the list annually

· Creating standards for utilizing relationships and notes within the software

· Archiving donor prospects that have not provided a gift in 3 years

· Archiving donors that have not provided a gift in five years
· Utilizing reports to identify trends to enable the organization to respond quickly to changes in donor trend
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Website

Today’s most effective websites include a call to action and an opportunity to respond to calls to action in a fluid manner.  With regard to philanthropy, nonprofit organizations need to make certain that the website site communicates vision and mission achievement, as well as function well for philanthropic practice. 

To communicate effectively and serve as a proper tool for fund development activities, the website should:

· Provide a Donate Now opportunity on each page of the website

· Provide additional content that reflects the tenets of the case statement 

· Update content on a timely basis

· Utilize video to enhance the “stickiness” of the website

· Enable donors to make donations easily, securely

· Enable event participants and event sponsors to register for events in a secure setting

· Be seamless with the donor management software

· Be seamless with social media tools

· Be linked to other strategically determined websites
· Reinforce the brand
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Utilizing Volunteers for Philanthropy

At the end of the day, the most important building block is utilizing volunteers for philanthropy.  Expanding the organizations connectivity through its volunteers is the cornerstone for successful annual philanthropy.  

· Create committees for all fundraising events

· Increase connectivity on the Board by utilizing Board Asset Mapping in the nominating process

· Give fundraising volunteers very specific tasks

· Train, train, train

· Thank, thank, thank
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Philanthropic Practice

· Organizations that display best practices in philanthropy are most successful. 

· These practices reflect fundraising that is mission based and driven. 

· Too often, nonprofit organizations focus on fundraising, rather than philanthropy. In other words, focusing on activities that generate a net result, but that do not seek a long term, fluid relationship with individual donors.   

· Intentional philanthropy, those activities that seek to build inclination in specifically identified individual donors, represents best practice.  

