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Today’s Topics Y

. Overview of Major Gifts
. Conditions for Success

. Affluent Households

. Building a MG Portfolio
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WHAT IS MAJOR GIFTS?
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“Major gifts focuses on securing high-value gifts from a small number of
prospects with the capacity to give at the highest level. Major gifts may be
less frequent and require substantial investment in the cultivation and

solicitation of the donors, but they are high value and can be
transformational for an institution” CASE

“An ongoing and thoughtful process of building and maintaining authentic,
long-term relationships with a small group of individuals who share a
passion for the cause you represent, have philanthropic intent, and financial
capacity to provide significant resources to further your organization’s
mission.” Lori Slaughter



36% conﬂer $10k
88% total dqﬂars raised from 12% of donors

53% say MG absolutely vital A

MAJOR GIFT

MILLION
58% do not have MG strategy ONS

67% no full time MGO

75% say lack of investment reason for no MG program
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Clear Strategic Directioﬁ&\De(velopment Plan e

History of Success
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Healthy Donor Base
Accurate Data
Contemporary Software & Systems

Fund Management
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Reporting — Executive &\q«{gement

Budget

Team — Skills & Knowledge

Gift Opportunities — Attractive, Varied & Flexible

Supporting Policies
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Supporting P

Financial Checks & Balances
Donor Privacy & Bill of Rights

Gift Acceptance — Assets, Agreements, Pledges, Naming

Investment & Endowment

Operations — gift/pledge processing, data management, prospect
management, moves management, etc.



Gift Opportu

Variety of Commitment Levels

Opportunities support broader goals of the organization —
growth/expansion, capacity/endowment-building, capital/facilities

Naming Opportunities Defined

\ TOGE THER
Anticipated Impact WE CAN MAKE

ADIFFERENCE
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Team - Skills,

Big Picture - Vision & Impact
Deep Knowledge - Cause & Current Environment

Relationship-Building, Natural Curiosity

Experience Engaging w/High-Net-Worth Individuals

Time



1al Capacity “.. ARCS #52

Budget - Op¢

Modern Tech & Tools
Training & Conferences
Research & Data Appends
High-Touch Engagement
Accounting

Time







85% of Affluent Households Gave to Charity vs. 41% gen pop

Avg Gift = $34,917 vs. $2,581 gen pop

More likely to give (85%) than volunteer (36.8%)

85% Confidence in nonprofits to solve complex societal & global
problems



DISTRIBUTION OF AFFLUENT DOLLARS BY CHARITABLE
CATEGORY

Religion

Higher edcuation
Basic Needs
Other

Health
Combination
Arts/Culture
Youth

Disaster Relief
K-12

Animals
Environment
International Aid
Social or racial justice causes

Pandemic preparation

e ———  39.2%
I 23.9%

I 10.2%

I 4.6%
I 4.4%
I 4.2%
BN 2.4%
N 2.4%
B 2.2%
B 2.2%
Bl 1.6%

W 1.0%

B 0.9%

B 0.7%

| 0.1%
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80.0%
70.0%
60.0%
50.0%
40.0%
30.0%
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0.0%

GEOGRAPHIC FOCUS OF AFFLUENT CHARITABLE GIVING

77.8%

Locally/community level

15.1%

37.8%

14.1%

At the state level

At the national level

Internationally



Experts vs. No icE( _ “.. ARCS s
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47% novices vs. 3.8% experts

Average Gift - $43,838 experts vs. $2,818 novices

Majority of experts monitor impact of giving

54% of Experts use a giving vehicle



AFFLUENT DONORS REPORTING GIVING BASED ON MOTIVATION
TYPE
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When you believe that your gift can make a difference
For personal satisfaction, enjoyment, or fulfiliment

In order to give back to your community

To remedy issues that have affected you or those close to
you (e.g., cancer, drug addiction)

To receive a tax benefit
Because | want to support social justice aims
Spontaneously in response to a need

In order to help address global issues

When you are asked

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

m Never mSometimes m Always



TYPES OF ORGANIZATION OUTREACH PREFERRED BY AFFLUENT
HOUSEHOLDS

Email I 3.4%
Postal/physical mail GG 3).3%
In-Person Meeting IEEEG——_ 19.4%
Text I 15.6%
In-person event GG 14.3%
Social media IEEEG—_— 12.0%
Phone call/voicemail m———— 10.0%
Other* M 5.1%
Virtual Events (galas/awards) WM 3.7%

0.0% 10.0% 20.0% 30.0% 40.0% 50.0% 60.0% 70.0%



Which of the following are challenges to your charitable giving:

Identifying what | care about and deciding what to
e 36.3%
donate to
Understanding how much | can afford to give | 31.1%
Allocating time to volunteer/get more involved in the
s I 24.3%

organization(s) | care about
Monitoring giving to ensure it has its intended impact ||| | |NGEGEGEGEGEGEGEGEGE 17.9%

Structuring gifts in a tax efficient manner |GGG 12.4%

Managing my giving with someone else (e.g., spouse,
. B o.7%
family member, etc.)

Other I 2.1%

Identifying an advisor that understands my goals and
priorities - 2.0%

0.0% 5.0% 10.0% 15.0% 20.0% 25.0% 30.0% 35.0% 40.0%



BUILDING A MAJOR GIFTS PORTFOLIO

Basic Concepts




EXAMPLE GIFT RANGE CHART SEARCH

$150,000 $150,000
$75,000 $300,000
$40,000 $460,000
$20,000 $620,000
$10,000 $780,000
$5,000 $900,000
$2,500 $1,000,000




MG Relations

Identification/Research — Gathering Relevant Info

ﬁr/qcess *. ARCS £

Discovery — Exploring Interests

Cultivation — Educating & Inspiring

Solicitation — Offering Opportunity for Impact

Gift Negotiation — Confirming Mechanics of a Gift

Stewardship — Gratitude, Sharing Impact, Next Investment









Stewardshi
15%

Cultivation
20%
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Discovery
M Cultivation
M Stewardship

™ Solicitation



Stewardship
20%

Solicitation
20%

Cultivation
30%
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™ Discovery
M Cultivation
M Solicitation

m Stewardship



BUILDING A MAJOR GIFTS PORTFOLIO

Identification
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Where to Fir

Donor Database

Volunteer Lists '

Board Member & Volunteer Networks

Participant Lists/Event Attendees
Like Organization’s Donor Lists
News/Business Journal
Internet/SM/Corporate Websites

Purchased Lists
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Profile of a Major Donor “.. ARCS #4:

They have financial capacity

They are philanthropic

They are interested in your cause

They are connected to your organization
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Understandi

History of Major (

Assets

Business Titles

Residence

Hobbies
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Giving History
Articulated Charitable Interests

Board Service

Presence of Giving Vehicle
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Interest in Ca eY/ “. ARCS "

Giving History to Laus

Articulated as A Charitable Interest

Board Service in Cause Space
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Connection to\Oh/g _

Donor

Board Member or Volunteer
Beneficiary
Involvement with Like Organizations

Participant/Event Attendee

Connection to Board/Donor
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Profile of a Major Donor “.. ARCS #4:

They have financial capacity

They are philanthropic

They are interested in your cause

They are connected to your organization
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Upcommg SéSSl\O( S ARCS T
Thursday, February 15" — Major Gifts: Aligning Donor Interest with
Mission w/Guest Speaker Jamie Brown, Sr Director of Development
OHSU Foundation

Thursday, February 29" — Planned Giving: The Basics

Thursday, March 14 — Grants: Overview of Funding Environment
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Lori Slaughter, Executive Director
(310) 926-3841 or loris@arcsoregon.org

Alex Blackwill, Development Associate
(503) 937-2200 or alexb@arcsoregon.org

www.oregon.arcsfoundation.org
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Sources \\( ~ ARCS H
DonorSearch

2023 Study of Philanthropy Report

Veritas Group

Fundraising Effectiveness Project 2023 Report
National Center for Charitable Statistics

The Center for Policy Studies



