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A Founder: Girlstart

A Featured on: Oprah,

CNN the Today Sho

A What Rachel does:

online workshops &

classes, custom

training, board retreats

queso

Weaknesses: chips

rachel@rachelmuir.com
www.rachelmuir.com
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What Rachel does: \ ;

Custom training

Board retreats
Keynotes

Webinars
Workshops
Speaking

(] Pay

T = a0 - €

Learn more at www.rachelmuir.com



R

P

SPEAKING CUSTOM TRAINING BOARD RETREATS RESOURCES

Speaker, trainer and nationally
recognized non profit founder and
thought leader.

GET TO KNOW RACHEL

www.rachelmuir.com



Housekeeping

Type questions in Q&A box{

Chat into chat box



Our agenda for today

What major gifts are & how
to get them

How to build & prioritize a
portfolio

Strategies + tools to get
your foot in the door

How major gift fundraising
IS different than ANY other
type of fundraising



Ractel
\v )

What is a majogift?

www.LeagueofExtraordinaryFundraisers.com



aking gift

requently asketh, -
; sonal visit

Quick decision

?ﬁq

. Visit r
GLven out of |ncfme {
Cash glft imes annual gift
95 ’



ROI of fundraising strategies

Direct Mail Acquisition $1.15
Special Events 50 cents
Planned Giving 25 cents

Direct Mail (to house file) 20 cents
Foundations/Corporations 20 cents
Major Gifts 5to 10 cents

Monthly Donors 2 to 5 cents

Source: Erica Waasdorp, Monthly Giving: The Sleeping Giant




What makes major gift fundraising
different than any other
kind of fundraising?

Want help from Rachel?
LeagueofExtraordinaryFundraisers.com



Success Is not a magical

combination of genetics
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JerryPanas
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The Myth of the Donor Pyramid

Mid-Level Gifts

General Fund

/ Major Gifts
\‘




What it really looks like

Major Gifts

Srelel Al
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Plan the donor journey

Relationships are a chain of activities that are only as
strong as your weakest link.

AStrengthen every link in the chaind your welcome process,
stewardship, relationship building, cultivation, etc.




What is a donor portfolio?

How do | build one?

DS{ 2 R I|-er&axBelmaifcanih@ridouts



Donor Portfolio Ructel
S

Prioritized caseload of high net

worth donors who want to have a

deeper relationship and will respond by

retaining and upgrading their giving.

Touchpoints and ask goals are set to
calendar year.

Donors move in/out.



Set ask goals for your donors
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Communic. March

Donor FY 21 FY 22 Goal Tier Interest Preferences Jan Feb March March Goal Actual April
2022
welcome Puppy Thks
call from love val. Spay/neut CEO, Bd
Charlie Brown $25,000 $50,000 A puppy mills Email, phone CEO card er ask 30k Pres
2022
welcome Thks
call from  kitty Feline heat CEO, Bd
Peppermint Patty $10,000 $25,000 B feralcats Email, phone CEO val.card ask 20k Pres
2022 Puppy Thks
note from love val. Spay/neut CEO, Bd
Snoopy $5,000 $7,500 C puppy mills Visits CEO card er ask 7.5k Pres
2022 Thks
note from  Kitty Fealine CEOQO, Bd
Woodstock $1,000 $2,500 C feral cats Visits CEO val.card heat ask 2.5k Pres

Apply Cultivation Plan & Ask Goal to Calendar



#3 Ensures your donors get love and attention

#2 Manages realistic CEO/ED/board expectations

#1 Gives you realistic revenue projections



Who should be in my portfolio?









Who will
respond
to more
\_cultivation?

Where are my
best major gift
prospects?



Jeff BrooksThe Money Raising Nonprofit Bran
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STEP #1: HOW TO PRIORITIZE YOUR

SO P DONOR.
PROSPECTS



Fine-tune your prioritization

Pull a list last 3 - 4 years

Pick cumulative gift
amount (i.e. $1,000)

Examine trends: gift
size, loyalty, M é‘
upgrading M

Examine behavioral data D
(volunteering, coming to
events, etc.) D



Major
Gift
Portfolio

MAXIMUM

150




How do | qualify a donor?

Want coaching from Rachel?
LeagueofExtraordinaryFundraisers.com



Pre-call letter to qualify donors

Dear DONOR NAME:

Thank vou so much forall that vou have done forthe USA Swimming Foundation.
Y our support has made a tremendous differencein the lives of voung swimmers and
Olvmpic champions training to represent the United States.

Thanks in part to vour support; our organization has been growing recently. Each
person who supports our organization has a story to tell about how thev got connected
tothe USA Swimming Foundation. Most are quite passionate about our mission to
save lives and build champions in the pool and in Lfe.

We realize manv of our closest friends and donors need a point of contact here at
USA Swimming. Sometimes it is to get more information about how vour giving is
championing athletesin and out of the pool. Sometimes it is to eXpress CONCEMSs OF
share an idea. We want to understand what vou need from us and regularly tell vou
how you are making a difference.

Debbie Hesse, Executive Director of the USA Swimming Foundation, and the
leadership here have appointed me to fulfill this goal. I report directlv to Debbie. I
would like to get better acquainted with vou and understand how I can best serve vou
as we impact thelives of more swimmers at all levels.

Iam committed to giving vou every opportunity to learn how vour gifts impact the
lives of our swimmers, teams, and families. [ look forward to getting better

':h"‘-ﬂ'l'l':l':ﬂ‘l‘ﬂi‘l 'l_tr:‘l'ln - -:rnrl In-:nrn':'nﬂ' 'l.'l!?"'l':l‘l‘ - nnnr‘ 'Frnm LR = T 'l_tr:" Iwn ﬁﬂﬂ‘l":h"‘-‘l":ﬂﬂ -y e



Date

Donor Name
Address
City, Zip

Dear DONOR NAME:

Thank you so much for all that you have done for Beth-
lehem House. Your support has given hope and a
home to expectant mothers and their beautiful new fam-
ilies when they needed it most.

My name is Joanne Hull and I'm honored to have joined
Bethlehem House this May as Executive Director. (Or
“I'm honored to be a part of the Bethlehem House family
serving as ")

While COVID-19 raged outside our doors the safe ref-
uge of Bethlehem House has welcomed nine new ba-

bies and fielded hundreds of calls from pregnant moth-
ers seeking help — all thanks to you!

%FirstName%, you are a vital part of our family.

| would love to meet you — in person, virtually, or over
the phone — to learn about what is important to you and
why you so generously choose to support Bethlehem
House as the place where you share your gifts and tal-
ents.

Each person who supports our organization has a story
to tell about how they got connected to Bethlehem
House and I'd love to hear yours!

I’'m committed to giving you every opportunity to learn
how your gifts impact the lives of our mothers and ba-
bies.

| look forward to getting better acquainted with you and
learning what you need from us. Here is link to my cal-
endar so that you may book a time that works best for
you to chat: (insert Calendly link here)

| will be contacting you next week by phone to schedule
a visit with you in whatever manner you prefer — virtual,
in person or just a quick chat over the phone - to under-
stand how we can better serve you and hear any ques-
tions, concerns or requests you might have.

Thank you %FirstName%, for all you do for Bethlehem
House. Should you need anything you can call me di-
rectly at My e-mail address is

| am looking forward to talking with you.

For the babies,
Joanne Hull

TITLE



YAY - J UUC \/

| New donors

| Donors who you
donot know

I Donors you think
you can upgrade




Donor Prioritization for Small Shops

Pre-call letter

Call & emall
7-10 tries

Non-responder letter/survey
Final note

Want coaching from Rachel?
LeagueofExtraordinaryFundraisers.com



Tips to get your foot in the door
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Bomb Bomb/ideo Email

A Uses your webcam or

\
camera on mobile phone O BombBomb

A Perfect for getting the

(virtual) visit o
and stewardship < C

A You can record directly ——
from your email or R e

use branded email
stationary with your logo

T
oy |
l. 3 ’ |
S ———
Rache!

\ ) @rachelmuir



Ground Breaking

[ [ [
Card, anniv of 1st gift | Birthday Card

Send Donor Packet

Board Member Call |
- - -
News Clippings |

Program Performance

Mail Annual Report Donor Reception

The invitation Is the cultivation.

Community Meal




{Comment on an article about them

{Leverage their expertise and
knowledge

fInvite for atour, reception, behind
the scene eventplannlngsessmn

{Discuss topic that has nothing to
do with ask

{Surprise them, do something nice
for them

{Call with personal project update
on what they funded



Want ideas to cultivate major donors?

23 wa&agx&sﬁow

MOIR
S

Why is thanking o donor so important? One word: retention A lot of charities foil ot opprecioting
their donors and the response is quick ond severe. According to the Fundroising Effectiveness
Report, only 19% of new donors willl give again after their first gift.

S0 how do we get the second gift? Show them meaningful appreciation for their first gift
According to Penelope Burk’s annuol donor survey, 90% of donors say thot the thank you letter
is the single most important and influential communicotion they ever receive from not-for-profits
they support

How much does saying thanks motter?

RachelMuir.combDonorLove



Donor Thought Circles

g‘




Read 5

guestions; .
ldentify
takenotes 5 4 5 mi n 2

Go around
circle.

Intimate .
controlled

soclal setting

Light

meal, Passin
coffee or i c?
cocktails allowed.

Recipe for a donor thought circle

Source: Robbe Healey, Aurora Philanthropic Consulting



5 guestions for a donor thought circle

[EEN

What connected you to us?

N

What made you decide to become a donor?

w

How could we encourage others to give to us?

4+ How could we make you feel more special and appreciated?

o1

What would make people feel more special and appreciated?

Source: Robbe Healey, Aurora Philanthropic Consulting



Donor Cultivation Events

#Bridgel6



