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Where is your organization?



INUNDATION

Advice, counsel and recommendations
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You decide what’s right for your organization.
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NO SILVER BULLET

Automated cultivation emails
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OUR RECOMMENDATIONS FOR YOU



FUNDRAISING CLIMATE CHANGE

Greg Warner "
CEO & Founder
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FUNDRAISING CLIMATE CHANGE

10 COMMANDMENTS OF
ENGAG EMEN'I".FUNDRAISING

THOU SHALL RECOGNIZE THAT YOU MAVE SERQUS
COMPETITION
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THOU SHALL REALLUE THAT NOST OF THE EASY MONEY AND
BIG DOLLARS COME FROM MAJOR GIFTS AND BEQUESTS
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THOU SHALL AIM TO FIND NEW MAJOR AND MID-LEVEL
DONORS FIRST
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THOU SHALL INVEST HEAVILY IN CUSTOMER SERVICE AND
DONOR RETENTION
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donor than % find a new one

THOU SHALL UNDERASTAND THAT DONORS WANT TO FiND
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Give them the “warm glow™ "oy Cosie

THOU SHALL SURVEY YOUN SUPPONTENS FREQUENTLY
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W st 10 Nirew teo-way Conversations with you  They
Coserve 0 be head
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THOU SHALL NONITOR DONOR BEHAVIONS ONLINE N
ORDERA TO DETERMINE WHICH MESSAGES TO SEND 5 WHEN
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THOU SHALL TRACK AND SCORE SUPPORTER
ENGAGEMENTS ONLINE
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THOU SHALL OFFER VALUABLE ENGAGEMENT
OPPORTUNITIES FOR HVALUE DONORS, PROSPECTS AND
MD-LEVEL SUPPORTERS
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MarketSmart’s Engagement Fundraising System
OUR SYSTEM WAS BUILT FOR THIS; NOW IS THE TIME

Major Gift Pipeline

Major donor

Likely

Somewhat Likely

likely 124 supporters indicated they are
likely considering a major gift to
your organization.
View these supporters

Consideration Stage

Not likely|
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Legacy Gift Pipeline
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250 supporters indicated they

would definitely consider this type
of gift.

View these supporters
Interested

Consideration Stage
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‘READINESS’ IS KEY



SUppOﬂOfS Page: 1/118 > Recency Key: . . ‘ . '

This search comains 3,867 supportens

Recency « Lead Sceve » Name « Legacy Gift « Major Gift » Acticn
@ v 2450 Euzabeth Detntel corader Linety

@ 2o 2150 ® s Lot a git Maor doror
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2019 Proapects Survey
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OUR RECOMMENDATIONS FOR YOU

Make changes with a scalpel, not a sledgehammer.
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Make changes with a scalpel, not a sledgehammer.

Temporary situation
— we always recover
from Black Swan
events



OUR RECOMMENDATIONS FOR YOU

Make changes with a scalpel, not a sledgehammer.

Temporary situation The Great Recession of

25
_ we always recover 2008
y Giving declined only =
from Black Swan slightly (-7.0% in 2008
events and by another -6.2% % "
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5
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PERCENT OF GDP

in 2009)

Asa percentage of
GDP, giving fell
minimally, dropping
from 2.1% in 2008 to
2.0% n 2009, 2010, Source: Giving Institute Foundation
and 2011

2010
2011
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will be sick of hearing
about COVID-19



OUR RECOMMENDATIONS FOR YOU

Make changes with a scalpel, not a sledgehammer.

Eventually, supporters LEGACY = SURVEY | @
: : ) JOURNAL'(_| REPORT]| g%
will be sick of hearing Campaign EFFORT
about COVID-19
IRF?Rover fs’i EI K
CAMPAIGN U® DOOR OPENER

Engagement Effort



OUR RECOMMENDATIONS FOR YOU

Make changes with a scalpel, not a sledgehammer.

Donors don’t
want to think
about death, so
don’t make
them!



Make changes with a scalpel, not a sledgehammer.

D d 9 . Gregory Warner e
Onors On t We help fundraisers qualify, cultivate & prioritize major donors & legacy s...
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W ant tO think Folks, asking people to include your organization or institution in their estate

plan during this crisis is not cool. Ask for advice, GIVE to them, or keep quiet!
Good grief!!

about death, SO https://Inkd.in/eKPT2_k
don’t make
them!

Ole Miss Basically Asked People to Put Them in Their Will in Case They Die
From COVID-19

distractify.com

O @ @ 16 - 10 Comments
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Make changes with a scalpel, not a sledgehammer.

Google Trends

Search trend over five years for “how to make a will”
All-time high '

score poasidle
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OUR RECOMMENDATIONS FOR YOU

Make changes with a scalpel, not a sledgehammer.
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FREE ESTATE 942).

PLANNING

Information Offer s &




Show empathy for your donors and
provide value.

How are you doing? Are you safe?
How about your grandchildren?
I’m here to be your conduit.

Let them talk and you listen.

Ask questions
Respond to some of their questions with questions.
Learn about their needs.
Offer them something of value
(i.e. a menu of ways they can help)

Questions?



What are you doing to connect with donors?

Questions & comments?



