
Top 10 Major 
Gifts 
Fundraising 
Lessons from 
the Nonprofit 
World

What the Church and 
Other Ministries Can 
Learn



LΩƳ ŀƭǊŜŀŘȅ 
teaching 
stewardship. Why 
should I learn 
anything new?



The data shows something 
is missing

ÅChurches and religious 
organizations are good at 
getting small gifts.  They are 
bad at getting large ones.

ÅThey are even good at 
getting small gifts from 
wealthy donors.  But they 
are bad at getting large gifts 
from wealthy donors.



What does charitable giving in the U.S. 
normally look like?

ÅNormally, the top 0.3% of 
donors provide just over half of 
the money (51% in 2023; 52% 
in 2024)

ÅThis comes from the giving data 
of 12,394 charities (2024)

ÅThis is what fundraising 
charities normally experience

The Fundraising Effectiveness Project.  Quarterly Fundraising Report Year-to-Date Nonprofit Sector Trends Q4 
2024, https://data.givingtuesday.org/fep-report/ 

Top 
donors 
= 48%

Top 
donors 
= 52%



What would charitable giving look like if we 
removed most of the big donations?

άaƛǎǎƛƴƎέ 
gifts 

from top 
donors

Top 
donors 
= 48%

Top 
donors 
= 52%

Top 
donors 
= 48%

Top 
donors 
= 52%

Top 
donors 
= 14%



This is what charitable giving TO CHURCHES 
in the U.S. looks like

ÅNormally, the top 0.3% of 
donors provide just over half of 
the money.

ÅBut in churches, that top 0.3% 
of donors provide only 14.4% of 
the money.  (Even the top 1% 
of church donors provide only 
19.6% of gift income.)

Data from 675 churches provided by MortarStone LLC.  https://mortarstone.com/

άaƛǎǎƛƴƎέ 
gifts 

from top 
donors

Top 
donors 
= 14%



The missing estate gifts for religious organizations
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What can we learn from successful nonprofits? 
What actually leads to major/principal/big gifts?



10 Moves that 
Unlock Major 

Gifts:
From Research To Real-

World Practice

Professor Russell James, J.D., Ph.D., CFP®
www.EncourageGenerosity.com



Story

Å²ŜΩƭƭ ƎŜǘ ǘƻ ǘƘŜ Řŀǘŀ 
όōŜŎŀǳǎŜ ǘƘŀǘΩǎ ǿƘŀǘ L 
do)

Å.ǳǘ ǿŜΩǊŜ ƎƻƛƴƎ ǘƻ ǎǘŀǊǘ 
with story (because 
ǘƘŀǘΩǎ ǿƘŀǘ ǿƻǊƪǎύ



What is Story?
Story Elements: Setting, 
backstory, call to adventure, 
climax, and resolution



What is Story?

Story elements
Original Identity (backstory 
ŀƴŘ ǎŜǘǘƛƴƎύ Ҧ
Challenge (call to 
ŀŘǾŜƴǘǳǊŜύ Ҧ
Victory όŎƭƛƳŀȄύ Ҧ
Enhanced Identity 
(resolution) 



Story Elements

Original Identity (backstory and 
ǎŜǘǘƛƴƎύ Ҧ

Challenge όŎŀƭƭ ǘƻ ŀŘǾŜƴǘǳǊŜύ Ҧ

Victory όŎƭƛƳŀȄύ Ҧ

Enhanced Identity (resolution) 

Because this is BIG gift 
ŦǳƴŘǊŀƛǎƛƴƎΣ ǿŜΩǊŜ ƎƻƛƴƎ ǘƻ ǘŀƭƪ 
about the 5hbhwΩ{ story. 

(If this were small gift 
fundraising, we could talk about 
the ŎƘŀǊƛǘȅΩǎ story.)



When fundraising 
ŦŀƛƭǎΣ ƛǘΩǎ ǳǎǳŀƭƭȅ 
because one of the 
three story elements 
is missing



Lƴ ǘƘŜ ǳƴƛǾŜǊǎŀƭ ƘŜǊƻΩǎ ƧƻǳǊƴŜȅ ǎǘƻǊȅΣ ǘƘŜ 
guiding sage (i.e., the fundraiser) 
challenges with a heroic choice

ÅCHALLENGE [Call to Adventure].  A guiding sage challenges: Leave behind your 
ordinary (small, self-focused) world and go on a heroic (costly or risky) journey 
to impact the larger world. 

ÅIDENTITY [from Backstory/Setting]. The call is refused but the guiding sage 
ǇŜǊǎƛǎǘǎΥ ά¸ƻǳ Ƴǳǎǘ ŀŎŎŜǇǘ ǘƘŜ Ŏŀƭƭ ōŜŎŀǳǎŜ ƻŦ who you are όƛŘŜƴǘƛǘȅύΦέ ¢ƘŜ Ŏŀƭƭ ƛǎ 
accepted. 

ÅVICTORY [Climax]. With the help of the guiding sage (providing magical 
instruments of impact, friends, and allies), the hero ultimately accomplishes the 
victory. 

ÅENHANCED IDENTITY [Resolution]. The hero returns to a place of beginning with 
a gift to improve that original world as a transformed (often honored) victor.



Å CHALLENGE [Call to Adventure].  A guiding 
sage challenges: Leave behind your 
ordinary (small, self-focused) world and go 
on a heroic (costly or risky) journey to 
impact the larger world. 

Å IDENTITY from Backstory/Setting. The call 
is refused but the guiding sage persists: 
ά¸ƻǳ Ƴǳǎǘ ŀŎŎŜǇǘ ǘƘŜ Ŏŀƭƭ ōŜŎŀǳǎŜ ƻŦ who 
you are όƛŘŜƴǘƛǘȅύΦέ ¢ƘŜ Ŏŀƭƭ ƛǎ ŀŎŎŜǇǘŜŘΦ 

Å VICTORY [Climax]. With the help of the 
guiding sage (providing magical 
instruments of impact, friends, allies), the 
hero ultimately accomplishes the victory. 

Å ENHANCED IDENTITY [Resolution]. The 
hero returns to a place of beginning with a 
gift to improve that original world as a 
transformed (often honored) victor.

CTA: Save the 
rebellion and the 
ǇǊƛƴŎŜǎǎΦ ά¸ƻǳ Ƴǳǎǘ 
learn the ways of the 
CƻǊŎŜ ƛŦ ȅƻǳΩǊŜ ǘƻ 
come with me to 
Alderaan... I need 
your help, Luke. She 
ƴŜŜŘǎ ȅƻǳǊ ƘŜƭǇΦέ
Identity (people): The 
rebellion fights 
against Darth Vader 
ǿƘƻ άōŜǘǊŀȅŜŘ ŀƴŘ 
murdered your 
ŦŀǘƘŜǊέ
Identity (values): The 
light side of The Force

CTA: Take the red pill, 
be freed, and enter 
the real world. 
Identity (life story): 
ά¸ƻǳΩǾŜ ŦŜƭǘ ƛǘ ȅƻǳǊ 
whole life, felt that 
something is wrong 
ǿƛǘƘ ǘƘŜ ǿƻǊƭŘΦέ
ά¸ƻǳ ŀǊŜ ŀ ǎƭŀǾŜΣ bŜƻΦ 
Like everyone else, 
you were born into 
bondage... a prison 
ŦƻǊ ȅƻǳǊ ƳƛƴŘΦέ

CTA: Go on a journey 
to save the shire.
Identity όƭƛŦŜ ǎǘƻǊȅύΥ άL 
ǊŜƳŜƳōŜǊΧ ŀ ȅƻǳƴƎ 
Hobbit who would 
have liked nothing 
better than to find out 
what was beyond the 
ōƻǊŘŜǊǎ ƻŦ ǘƘŜ {ƘƛǊŜΦέ
Identity (people): 
ά¸ƻǳǊ ƎǊŜŀǘ-great-
great-great-uncle 
.ǳƭƭǊƻŀǊŜǊ ¢ƻƻƪ Χ Lƴ 
the Battle of Green 
Fields, he charged the 
Dƻōƭƛƴ Ǌŀƴƪǎ Χ ƘŜ 
knocked the Goblin 
ƪƛƴƎϥǎ ƘŜŀŘ ŎƭŜŀƴ ƻŦŦέ 

The guiding sage who 
challenges with a choice in 
the highest grossing movie 
franchises for each decade



ÅCHALLENGE [Call to Adventure].  
A guiding sage challenges: Leave 
behind your ordinary (small, self-
focused) world and go on a 
heroic (costly or risky) journey to 
impact the larger world. 

ÅIDENTITY from Backstory/Setting. 
The call is refused but the guiding 
ǎŀƎŜ ǇŜǊǎƛǎǘǎΥ ά¸ƻǳ Ƴǳǎǘ ŀŎŎŜǇǘ 
the call because of who you are 
όƛŘŜƴǘƛǘȅύΦέ ¢ƘŜ Ŏŀƭƭ ƛǎ ŀŎŎŜǇǘŜŘΦ 

ÅVICTORY [Climax]. With the help 
of the guiding sage (providing 
magical instruments of impact, 
friends, allies), the hero 
ultimately accomplishes the 
victory. 

ÅENHANCED IDENTITY 
[Resolution]. The hero returns to 
a place of beginning with a gift to 
improve that original world as a 
transformed (honored) victor.

¶άbƻǿ aƻǎŜǎ ǿŀǎ ǇŀǎǘǳǊƛƴƎ ǘƘŜ ŦƭƻŎƪ ƻŦ Ƙƛǎ 
father-in-ƭŀǿ WŜǘƘǊƻΣέ ό9ȄƻŘǳǎ оΥмŀύΦ ά!ƴŘ 
now come, and I will send you to Pharaoh, 
so that you may bring My people, the sons 
ƻŦ LǎǊŀŜƭΣ ƻǳǘ ƻŦ 9ƎȅǇǘΦέ ό9ȄƻŘǳǎ оΥмлύΦ

¶aƻǎŜǎ ǊŜŦǳǎŜǎ DƻŘΩǎ Ŏŀƭƭ ǘƻ ŀŘǾŜƴǘǳǊŜ ǘƘǊŜŜ ǘƛƳŜǎΦ ό9ȄƻŘǳǎ оΥммΤ пΥмлΣ 
13). God persists.

¶LŘŜƴǘƛǘȅ όǇŜƻǇƭŜύΦ {ŜǊǾŜ ŀǎ DƻŘΩǎ ƛƴǎǘǊǳƳŜƴǘ ƭƛƪŜ ȅƻǳǊ ŀƴŎŜǎǘƻǊǎΦ άL ŀƳ 
the God of your fatherτthe God of Abraham, the God of Isaac, and 
ǘƘŜ DƻŘ ƻŦ WŀŎƻō Χ !ǎǎǳǊŜŘƭȅ L ǿƛƭƭ ōŜ ǿƛǘƘ ȅƻǳΣέ ό9ȄƻŘǳǎ оΥсΣ мнōύΦ 

¶LŘŜƴǘƛǘȅ ό/ǊŜŀǘƻǊύΦ άΨL ŀƳ ǎƭƻǿ ƻŦ ǎǇŜŜŎƘ ŀƴŘ ǎƭƻǿ ƻŦ ǘƻƴƎǳŜΦΩ .ǳǘ ǘƘŜ 
[hw5 ǎŀƛŘ ǘƻ ƘƛƳΣ Ψ²Ƙƻ Ƙŀǎ ƳŀŘŜ ǘƘŜ ƘǳƳŀƴ ƳƻǳǘƘΚ Χ Lǎ ƛǘ ƴƻǘ LΣ 
the LORD? Now then go, and I Myself will be with your mouth, and 
ƛƴǎǘǊǳŎǘ ȅƻǳ ƛƴ ǿƘŀǘ ȅƻǳ ŀǊŜ ǘƻ ǎŀȅΦΩέ ό9ȄƻŘǳǎ пΥмлō-11a, 11c-12).

¶ A staff that turns into a snake and back to a staff. (Exodus 4:2-4); A 
hand that becomes leprous and returns to normal. (Exodus 4:6-7); 
The ability to turn Nile river water into blood. (Exodus 4:9).

¶ Returns to Egypt and then Horeb/Sinai to free and then reconnect his 
people to God as the leader of Israel

3500-year-old stories, too!
¢ƘŜ ƘŜǊƻƛŎ άŎŀƭƭ ǘƻ ŀŘǾŜƴǘǳǊŜέ 
challenge in the life of Moses



Understand your story 
role: Be the guiding 
sage who challenges 
with a heroic choice!

IDENTITY: Start with the 
ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ 
identity

CHALLENGE: Deliver the 
heroic challenge

VICTORY: Help the donor 
experience a heroic victory

IDENTITY: Confirm their 
resulting positive identity



10 Moves That Unlock Major Gifts
L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ
1. Find your people group: The wealth holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge
3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 

5. Make it feasible: Show their financial abundance to accept the heroic challenge

VICTORY: Help the donor experience a heroic victory and positive identity
6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1.Find your people group: The wealth 
holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge

3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 

5. Make it feasible: Show their financial abundance to accept the heroic challenge

VICTORY: Help the donor experience a heroic victory and positive identity

6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience

ʆˇ ˌ ˉ˂ˇˎˋʾˇʽˌ



Basic realities for 
fundraising

Fundraising is not an 
80/20 ǿƻǊƭŘΦ LǘΩǎ 80/2.
Data from 38,000 
nonprofits (all 
fundraising software 
platforms) shows:
Å The top 2.6% of donors 

provide 3/4 of the 
money.

Å The top 0.3% of donors 
provide half of the 
money 

IRS data shows the top 0.1% 
of estate donors provide 
half of the estate money

1. Fundraising Effectiveness Project using data from 38,000 fundraising charities; 2. James III, R. N. 
(2020). American charitable bequest transfers across the centuries: Empirical findings and 
implications for policy and practice. Estate Planning & Community Property Law J., 12, 235-285, 250. 



Fundraising math

Scenario 1. You spend the next two 
years working with 100 donors. 
Each has capacity to make a 
$10,000 gift. Interest in giving is 
high. Each has a 75% chance of 
making that gift. Ҧ$750,000

Scenario 2. You spend the next two 
years working with 100 donors. 
Each has capacity to make a $1 
million gift. Interest in giving is low. 
Each has a 3% chance of making 
that gift. Ҧ$3,000,000



Fundraising math v. 
Fundraising emotion

Suppose you make one gift 
proposal per week. 

Scenario 1. You constantly win. 
Three out of four weeks, you 
bring back a big gift! Ҧ$750,000

Scenario 2. You constantly lose. 
hƴ ŀǾŜǊŀƎŜ ȅƻǳΩƭƭ ƭƻǎŜ оо ǘƛƳŜǎ 
ŦƻǊ ŜǾŜǊȅ ǾƛŎǘƻǊȅΦ ¸ƻǳΩƭƭ ƘŀǾŜ ŀƭƭ ƻŦ 
your proposals rejected for over 8 
months. Ҧ$3,000,000



Sports 
math v. 
Sports 
emotion

ÅBefore analytics, coaches and players did 
ǿƘŀǘ άŦŜƭǘέ ƎƻƻŘΦ ¢ƘŜȅ ŀǾƻƛŘŜŘ ǘƘŜ ƴŜƎŀǘƛǾŜ 
emotions of any negative outcome (i.e., 
άƭƻǎǎ ŀǾŜǊǎƛƻƴΦέύ

ÅAnalytics led to higher risk, higher reward 
tactics in basketball (three-point shots), 
baseball (trade strikes for home runs), and 
NFL football (passing over running). 



Analytics v. 
emotions

Å In both sports and 
fundraising, the emotions 
ŘƻƴΩǘ ƳŀǘŎƘ ǘƘŜ ƳŀǘƘ

ÅFocusing on winning a larger 
share of plays (or asks) feels 
better

ÅFocusing on winning the 
biggest plays (or asks) 
actually works better



Major donor 
math
ÅWe want donors with 

high interest and high 
capacity, but these are 
not equally important

ÅWe CAN influence a 
ŘƻƴƻǊΩǎ ƛƴǘŜǊŜǎǘ 
(through experiences, 
relationships, values 
connections, etc.) 

ÅWe CANNOT change 
their capacity



The right behavior: 
Spending time with 
high-capacity 
donors

LǘΩǎ ƴƻǘ ǘƘŜ Ŝŀǎȅ ōŜƘŀǾƛƻǊΦ !ǎ WŀƳŜǎ 
5ŀƴƛŜƭ ǿǊƛǘŜǎΣ άaŀƴȅ ǿƻǳƭŘ ƎƭŀŘƭȅ 
trade cold million-dollar prospects 
for warm ten-thousand-dollar 
prospects. Unfortunately, many do 
make this swap ς ŀ ǊŜŎƛǇŜ ŦƻǊ ŦŀƛƭǳǊŜΦέ

Daniel, J. P. (2009, January 26). Cold calls, the first hurdle. 
[Website]. BWF. https://www.bwf.com/cold-calls-first-hurdle/



The prospect 
prescription

The right metrics should nudge the right 
behavior: spending time with high-capacity 
donors. Ex: capacity minimums for smaller 
portfolios; multiplying activity metrics by 
capacity rating; more flexibility with high-
capacity success rates and timetables.



Finding more high-
capacity donors 

[ŜŀŘ ǿƛǘƘ ǾŀƭǳŜΦ άIƻǿ Ŏŀƴ ǿŜ 
provide value to high-capacity 
ǇǊƻǎǇŜŎǘǎΚέ 

Ex: Attractive experiences, gift 
planning expertise, recognition, 
access to a valuable social networks

Referrals: Give your current high-
capacity donors an experience they 
will want to recommend. Then ask 
ǘƘŜƳ ǘƻ Řƻ ƛǘΦ ά²Ƙƻ Řƻ ȅƻǳ ƪƴƻǿ 
ǘƘŀǘ Ƴŀȅ ōŜ ƛƴǘŜǊŜǎǘŜŘ ƛƴ ƻǳǊ ǿƻǊƪΚέ



Communicating with your high 
wealth people group: 
Individual hero story vs. 
Shared-community hero story

ÅThe community-focused heroic message 
worked better for less wealthy donors

ÅThe individual-focused heroic message 
worked better for wealthy donors

ά{ƻƳŜǘƛƳŜǎΣ ƻƴŜ ώcommunity v. person] 
needs to come forward and [support a 
common goal v. take individual action]. This is 
one of those times. [Join your community v. 
Take individual action ϐΦ 5ƻƴŀǘŜ ǘƻŘŀȅΦέ

Whillans, A. V., 
Caruso, E. M., & 
Dunn, E. W. (2017). 
Both selfishness 
and selflessness 
start with the self: 
How wealth 
shapes responses 
to charitable 
appeals. Journal of 
Experimental 
Social Psychology, 
70, 242-250.



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1.Find your people group: The wealth 
holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge

3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 

5. Make it feasible: Show their financial abundance to accept the heroic challenge

VICTORY: Help the donor experience a heroic victory and positive identity

6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience

ʆˇ ˌ ˉ˂ˇˎˋʾˇʽˌ



This is what works 
in major gifts 
fundraising

But these approaches are 
not new



1. Find your people 
group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 
(personal values, life history, and 
social/family norms)

3. Talk wealth not income: Discuss 
ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ 
future asset story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 
as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19

As for those in the church who are 
wealth holders right now at this opportune 
moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 
that they have already in the past (with continuing effects on the 
present) placed their hope not on hidden, uncertain, and 
disappearing riches but on God, 
the one who has and is and will continuously and personally 
supply every one of us richly with each and every thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good 

works that reflect their inward character,
Å to be a person who lives the good life of a ready-willing sharer, 

a joyful-abounding sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a 

reciprocal fellowship community (just as if they were closely 
bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1. Find your people group: The wealth holders 

2.Find their donor joy: Help them define a 
personally meaningful victory from their 
identity (personal values, life history, and 
social/family norms)

CHALLENGE: Deliver the heroic challenge
3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 
4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 
5. Make it feasible: Show their financial abundance to accept the heroic challenge
VICTORY: Help the donor experience a heroic victory and positive identity
6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 
7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity
8. Deliver donor joy: Build a mutually supportive community for donors
9. Deliver donor joy: Help them to accomplish an enduring impact
10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience

˃  ˕ʹ˂ˇ˒ˊˇ˄ʶ ˄ ˃ʹʵ  ˂ˉʽˁʷ˄ʰʽ ˉ  ˉ˂ˇˏˍˇˎ ʵʹ˂ˈˍʹˍʽ ˂˂Ω ˉ  ɸʶ  ˍ  ˉʰˊʷ˔ˇ˄ˍʽ ˃ ˄ ˉʱ˄ˍʰ ˉ˂ˇˎˋʾ˖ˌ ʶ ˌ ˉˈ˂ʰˎˋʽ˄



Identity
Help the donor connect 

their identity 

(personal values, life 
history, close people) 

with the charity, the 
cause, or philanthropy

Life 
History

Close 
People

Personal 
Values

#2 Find their donor joy: Help them define a personally meaningful victory 
from their identity (personal values, life history, and social/family norms)



Life History
άIƻǿ ŘƛŘ ȅƻǳ ŘŜŎƛŘŜ 

to first start 
supporting [the 
ƻǊƎŀƴƛȊŀǘƛƻƴϐΚέ

Comfort, J. & Lumpkin, S. (October,2017). 
How to Have the MOST Productive 
/ƻƴǾŜǊǎŀǘƛƻƴǎΥ CǊƻƳ IŜǊŜ ǘƻ 9ǘŜǊƴƛǘȅΧ 
[Paper presentation].  National Conference 
on Philanthropic Planning, Baltimore, MD. 
p. 6.

άIƻǿ ŘƛŘ ȅƻǳ ƭŜŀǊƴ ǘƻ ōŜ 
ƎŜƴŜǊƻǳǎΚέ  

Stroman, M. K. (2014). Asking about asking: 
Mastering the art of conversational fundraising 
(2nd ed.). CharityChannel Press. p. 148

ά¢Ŝƭƭ ƳŜ ŀōƻǳǘ ȅƻǳǊ 
journey since you 

[graduated / were first 
diagnosed / joined this 

ŎŀǳǎŜϐΦέ

Vidmar, T. (May 1, 2020). Personal 
communication. Tony Vidmar, VP 
University Advancement and                    
Public Affairs, Midwestern State    
University.

άIƻǿ Ƙŀǎ ώǘƘƛǎ ŎŀǳǎŜ ƻǊ 
organization] been 
ƛƳǇƻǊǘŀƴǘ ƛƴ ȅƻǳǊ ƭƛŦŜΚέ  

See James, R. N., III. (2016). Phrasing the 
charitable bequest inquiry. VOLUNTAS: 
International Journal of Voluntary and 
Nonprofit Organizations, 27(2), 
998-1011. 

#2 Find their donor joy: 
Help them define a 

personally meaningful 
victory from their 

identity



Close People

ά²Ƙƻ ŀǊŜ ȅƻǳǊ 
philanthropic role 
ƳƻŘŜƭǎΚέ 

Eskin, J. (2019). 10 Simple Fundraising Lessons: A common 
sense guide to overcoming your fear of asking for gifts. Eskin 
Fundraising Training, LLC. p. 39

ά/ŀƴ ȅƻǳ ǘŜƭƭ ƳŜ ŀ ōƛǘ ƳƻǊŜ 
about who taught you to be 

generous or where your 
generous spirit comes 

ŦǊƻƳΚέ  

Green, F., Wagg, H. &  Field, C. (2019). You can't 
take it with you: The art and science of legacy 
fundraising. Independently pubished. p. 106

ά²ƘŜƴ ȅƻǳ ǿŜǊŜ 
young, was there anyone 
whom you considered a 
ǊƻƭŜ ƳƻŘŜƭ ŦƻǊ ƎƛǾƛƴƎΚέ  

Steenhuysen, J. (October 2012). Philanthropy 
planning: What to say and do in the room with 
your donors/clients to explore and document 
their philanthropy mission. [National Conference 
on Philanthropic Planning, New Orleans, LA. p. 7.

άLǎ ǘƘŜǊŜ ŀƴȅƻƴŜ ƛƴ 
your family who also 

cared about [this 
ŎŀǳǎŜϐΚέ 

#2 Find their donor joy: 
Help them define a 

personally meaningful 
victory from their 

identity



Personal Values

ά²Ƙŀǘ ƛƴǎǇƛǊŜǎ ȅƻǳ ǘƻ ƎƛǾŜΚέ   

Cadogan, E. & Skinner, K. (October 2016). 
Transformational blended gifts: Shifting 
the organizational culture. National 
Conference on Philanthropic 
Planning, Dallas, TX, p. 9 

άIƻǿ ŘƻŜǎ ȅƻǳǊ ƎƛǾƛƴƎ 
reflect your values, your 

feelings, and your 
ŀǎǇƛǊŀǘƛƻƴǎΚέ  

Ahern, T., & Joyaux, S. P. (2011). 
Keep your donors: The guide to 
better communications & 
stronger relationships. John 
Wiley & Sons. p. 147

ά²Ƙŀǘ Řƻ ȅƻǳ ǘƘƛƴƪ ŀǊŜ 
the most important 

factors to donors who 
make a major gift to 
ƻǳǊ ƛƴǎǘƛǘǳǘƛƻƴΚέ

Melvin, A. (2018, October). The ties that 
bind: Effective cultivation techniques. 
[Paper presentation]. Charitable Gift 
Planning Conference. Las Vegas, NV. p. 5

ά²ƻǳƭŘ ȅƻǳ ƳƛƴŘ 
telling me about the 
causes that are most 
ƛƳǇƻǊǘŀƴǘ ǘƻ ȅƻǳΚέ  

Muir, R. (November 17, 2015). 21 discovery 
questions to ask now. [blog]. 
https://trust.guidestar.org/blog/2015/11/17/21-
discovery-questions-to-ask-now/

#2 Find their donor joy: 
Help them define a 

personally meaningful 
victory from their 

identity



VICTORY:
Help the donor 

to define a 
personally 

meaningful 
victory

#2 Find their donor joy: Help them define a 
personally meaningful victory from their identity 

(personal values, life history, and social/family norms)



Defining a 
personally 
meaningful 

victory
ά!ǎ ȅƻǳ ƭƻƻƪ ƻǳǘ ǘƻ ǘƘŜ 

future, what is the legacy 
ȅƻǳ ǿƻǳƭŘ ƭƛƪŜ ǘƻ ƭŜŀǾŜΚέ

Levine, J. & Selik, L. A. (2016). 
Compelling conversations for 
fundraisers: Talk your way to success 
with donors and funders. Chimayo 
Press. p. 76

άLŦ ȅƻǳ ŎƻǳƭŘ Řƻ 
anything for [this 

organization or cause], if 
the sky was the limit, 
what would that look 
ƭƛƪŜ ǘƻ ȅƻǳΚέ

hΩbŜƛƭΣ YΦ όaŀȅ сΣ нлнлύΦ tŜǊǎƻƴŀƭ 
ŎƻƳƳǳƴƛŎŀǘƛƻƴΦ YƛƳ hΩbŜƛƭ !ǎǎƻŎƛŀǘŜ 
Vice President, Institutional 
Advancement, Texas Tech University.

ά²Ƙŀǘ ǿƻǳƭŘ ȅƻǳ ƭƛƪŜ ǘƻ 
accomplish with your money 
that would be meaningful to 

ȅƻǳΚέ 

Advancement Resources. 
(November 15, 2017). The power 
of the pause: Using silence in donor 
conversations, [Web page] 
https://advancementresources.org
/the-power-of-the-pause-using-
silence-in-donor-conversations/  

ά̧ƻǳΩǾŜ ōŜŜƴ ǎǳŎƘ ŀ ƭƻȅŀƭ ƳŜƳōŜǊ 
of the ABC Charity family, and have 
ǎǳǇǇƻǊǘŜŘ !./ /ƘŀǊƛǘȅΩǎ Ƴƛǎǎƛƻƴ 

for so many years, 
what are your dreams for 
ǿƘŜǊŜ ȅƻǳΩŘ ƭƛƪŜ ǘƻ ǎŜŜ !./ 
/ƘŀǊƛǘȅ Ǝƻ ƛƴ ǘƘŜ ŦǳǘǳǊŜΚέ  

Comfort, J. & Lumpkin, S. (October 2017). How 
to Have the MOST Productive Conversations: 
CǊƻƳ IŜǊŜ ǘƻ 9ǘŜǊƴƛǘȅΧ ώtŀǇŜǊ ǇǊŜǎŜƴǘŀǘƛƻƴϐΦ 
National Conference on Philanthropic Planning, 
Baltimore, MD. p. 6. 



Spot victory solutions
²ŜΩǾŜ ōŜŜƴ ƭƛǎǘŜƴƛƴƎΦ 
²ŜΩǾŜ ōŜŜƴ ƛŘŜƴǘƛŦȅƛƴƎ  
and confirming their 
story connections. Now 
we match these with 
donor experiences and 
gift options
ÅWhat experiences 

would strengthen these 
connections?  
ÅWhat employees, 

beneficiaries, or other 
donors should they 
meet?
ÅWhat giving 

opportunities or 
instruments match?  



Destination:
The story cycle ask

ώмϐ LŘŜƴǘƛǘȅ Ҧ /ƘŀƭƭŜƴƎŜ 
άYou have [describe 
identity connection]Φέ

ώнϐ ±ƛŎǘƻǊȅ Ҧ LŘŜƴǘƛǘȅ 
άYou understand 
[describe how the 
victory is personally 
meaningful]Φέ

ώоϐ /ƘŀƭƭŜƴƎŜ Ҧ ±ƛŎǘƻǊȅ 
ά²ƻǳƭŘ ȅƻǳ ŎƻƴǎƛŘŜǊ ŀ 
gift of $______ to 
[describe promised 
victory]Κέ 

Then, be silent.  
Lead in phrasing adapted from Marcy Heim.  See 
Collins, M. E. (Winter, 2017). The Ask. Advancing 
Philanthropy, 16-23, p. 21. Quoting Marcy Heim.;  
See also http://marcyheim.com/

#2 Find their donor joy: Help them 
define a personally meaningful 

victory from their identity



The story cycle 
ask

ώмϐ άYou have changed so many 
lives through your support of 
our job training programs, just 

as your mother liked to say, 
ΨDƛǾƛƴƎ ǇŜƻǇƭŜ ŀ ƘŀƴŘ ǳǇΣ 
ƴƻǘ ŀ ƘŀƴŘƻǳǘΦΩέ

ώнϐ άYou understand how this 
new training center would 

provide real opportunities for 
young people who start out 

with nothing but a willingness 
ǘƻ ǿƻǊƪ ƘŀǊŘΣ Ƨǳǎǘ ƭƛƪŜ ȅƻǳ ŘƛŘΦέ

ώоϐ άWould you consider 
a gift of $100,000 as one 
of our leadership-level 

donors to help transform 
our community in this 

ǿŀȅΚέ
[4] Be silent

Lead in phrasing adapted from Marcy Heim.  See 
Collins, M. E. (Winter, 2017). The Ask. Advancing 
Philanthropy, 16-23, p. 21. Quoting Marcy Heim.;  
See also http://marcyheim.com/



The story cycle 
ask

ώмϐ άYou have been a friend of 
this library for 

ƻǾŜǊ ǘǿŜƴǘȅ ȅŜŀǊǎΦέ  

ώнϐ άYou understand how a 
new regional history 

collection would preserve 
ƻǳǊ ǎƘŀǊŜŘ ƘŜǊƛǘŀƎŜΦέ 

ώоϐ άWould you 
consider a gift of 

$50,000 to lead the 
campaign to make this a 

ǊŜŀƭƛǘȅΚέ [4] Be silent

Lead in phrasing adapted from Marcy Heim.  See 
Collins, M. E. (Winter, 2017). The Ask. Advancing 
Philanthropy, 16-23, p. 21. Quoting Marcy Heim.;  
See also http://marcyheim.com/



The story cycle 
ask

ώмϐ άYou have done so much 
to improve care for others 
since your own diagnosis 
ǿƛǘƘ ōǊŜŀǎǘ ŎŀƴŎŜǊΦέ

ώнϐ άYou understand how 
lives could be changed by 

offering free early 
ǎŎǊŜŜƴƛƴƎΦέ  

ώоϐ άWould you 
consider a gift of 

$100,000 to help fund 
ƴŜȄǘ ȅŜŀǊΩǎ ǎŎǊŜŜƴƛƴƎ 

ŎƭƛƴƛŎǎΚέ [4] Be silent

Lead in phrasing adapted from Marcy Heim.  See 
Collins, M. E. (Winter, 2017). The Ask. Advancing 
Philanthropy, 16-23, p. 21. Quoting Marcy Heim.;  
See also http://marcyheim.com/



The story cycle 
ask

ώмϐ άYou have always had 
such a heart for supporting 

the arts in this 
community.  

ώнϐ άYou understand how 
this new exhibition could 
make a real impact for art 
ƭƻǾŜǊǎ ŀƴŘ ǘƘŜ ǿƘƻƭŜ ŎƛǘȅΦέ  

ώоϐ άWould you 
consider a gift of 

$50,000 as our lead 
campaign donor to 
ƳŀƪŜ ǘƘƛǎ ƘŀǇǇŜƴΚέ [4] Be silent

Lead in phrasing adapted from Marcy Heim.  See 
Collins, M. E. (Winter, 2017). The Ask. Advancing 
Philanthropy, 16-23, p. 21. Quoting Marcy Heim.;  
See also http://marcyheim.com/



Foolproof

¸ƻǳ ŎŀƴΩǘ ƳŀƪŜ ǘƘŜ ǎǘƻǊȅ ŎȅŎƭŜ ŀǎƪ 
without the full story
Å5ƻƴΩǘ ƪƴƻǿ Ƙƻǿ ǘƘŜ ŘƻƴƻǊΩǎ ǎǘƻǊȅ ƻǊ 

values connect to the challenge? 
     {ǘŜǇ м ŎŀƴΩǘ ƘŀǇǇŜƴ
Å!ǎƪ ŘƻŜǎƴΩǘ ǇǊƻƳƛǎŜ ŀ ǎǇŜŎƛŦƛŎ ƛƳǇŀŎǘΚ 
{ǘŜǇ о ŎŀƴΩǘ ƘŀǇǇŜƴ

Å5ƻƴΩǘ ƪƴƻǿ ǿƘȅ ǘƘŜ ƎƛŦǘΩǎ ƛƳǇŀŎǘ 
would be meaningful for the donor? 
Step 2 is impossible

#2 Find their donor joy: Help them 
define a personally meaningful 

victory from their identity



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1. Find your people group: The wealth holders 

2.Find their donor joy: Help them define a 
personally meaningful victory from their 
identity (personal values, life history, and 
social/family norms)

CHALLENGE: Deliver the heroic challenge
3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 
4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 
5. Make it feasible: Show their financial abundance to accept the heroic challenge
VICTORY: Help the donor experience a heroic victory and positive identity
6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 
7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity
8. Deliver donor joy: Build a mutually supportive community for donors
9. Deliver donor joy: Help them to accomplish an enduring impact
10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience

˃  ˕ʹ˂ˇ˒ˊˇ˄ʶ ˄ ˃ʹʵ  ˂ˉʽˁʷ˄ʰʽ ˉ  ˉ˂ˇˏˍˇˎ ʵʹ˂ˈˍʹˍʽ ˂˂Ω ˉ  ɸʶ  ˍ  ˉʰˊʷ˔ˇ˄ˍʽ ˃ ˄ ˉʱ˄ˍʰ ˉ˂ˇˎˋʾ˖ˌ ʶ ˌ ˉˈ˂ʰˎˋʽ˄



1. Find your people group: The 
wealth holders 

2. Find their donor 
joy: Help them 
define a 
personally 
meaningful 
victory from 
their identity 
(personal values, life history, and 
social/family norms)

3. Talk wealth not income: Discuss 
ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ 
future asset story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 
as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19
As for those in the church who are wealth holders right now at this 
opportune moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 
that they have already in the past (with continuing effects on the 
present) placed their hope not on hidden, uncertain, and 
disappearing riches but on God, 
the one who has and is and will continuously and personally 
supply every one of us richly with each and every thing 

for the purpose of ENJOYMENT: 
Åto do intrinsically good work
Åto be rich in many visible, inspiring, 

noble, beautiful, good works that 
reflect their inward character,
Åto be a person who lives the good life of a ready-

willing sharer, a joyful-abounding sharer, and an abundant-rich 
sharer,

Åto be a person who shares as a connected 
member of a reciprocal fellowship community (just as if they 
were closely bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 

(personal values, 
life history, and social/family 
norms)

3. Talk wealth not income: Discuss 
ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ 
future asset story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 
as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19
As for those in the church who are wealth holders right now at this 
opportune moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 

that they are to continue in the 
ongoing process of being not 
high-minded (not above the 
fellowship community), 
that they have already in the past (with continuing effects on the 
present) placed their hope not on hidden, uncertain, and 
disappearing riches but on God, 
the one who has and is and will continuously and personally 
supply every one of us richly with each and every thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good 

works that reflect the inward character,
Å to be a person who lives the good life of a ready-willing sharer, 

a joyful-abounding sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a 

reciprocal fellowship community (just as if they were closely 
bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 

(personal values, life 
history, and social/family 
norms)

3. Talk wealth not income: Discuss 
ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ 
future asset story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 
as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19
As for those in the church who are wealth holders right now at this 
opportune moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 

that they have already in the past 
(with continuing effects on the 
present) placed their hope not on 
hidden, uncertain, and 
disappearing riches but on God, 
the one who has and is and will continuously and personally 
supply every one of us richly with each and every thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good 

works that reflect the inward character,
Å to be a person who lives the good life of a ready-willing sharer, 

a joyful-abounding sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a 

reciprocal fellowship community (just as if they were closely 
bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 
(personal values, life history, and 

social/family 
norms)

3. Talk wealth not income: Discuss 
ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ 
future asset story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 
as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19
As for those in the church who are wealth holders right now at this 
opportune moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 
that they have already in the past (with continuing effects on the 
present) placed their hope not on hidden, uncertain, and 
disappearing riches but on God, 
the one who has and is and will continuously and personally 

supply every one of us richly with each and every 
thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good 

works that reflect the inward character,
Å to be a person who lives the good life of a ready-willing sharer, 

a joyful-abounding sharer, and an abundant-rich sharer,

Å to be a person who shares as a 
connected member of a 
reciprocal fellowship community 
(just as if they were closely bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1. Find your people group: The wealth holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge

3.Talk wealth not income: Discuss the 
ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ 
story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 

5. Make it feasible: Show their financial abundance to accept the heroic challenge

VICTORY: Help the donor experience a heroic victory and positive identity

6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience
ˇ ʵ  ˅ʶ˄ʶʴˁʶ ˄ ˍʽ ʵˎ˄ʱ˃ʶʻʰ ΦΦΦ ˉ˂ˇˎˋʾˇʽˌ ˄ ˍ  ˄ ˄ ʰ ˄ʽ ΦΦΦ ˉ˂ˇˏˍˇˎ ʵʹ˂ˈˍʹˍʽ Χɸʶ  ˍ  ˉʰˊʷ˔ˇ˄ˍʽ ˃ ˄ ˉʱ˄ˍʰ ˉ˂ˇˎˋʾ˖ˌ ΦΦΦ ˉˇʻʹˋʰˎˊʾʸˇ˄ˍʰˌ ʰˎˍˇ ˌ ʻʶ˃ʷ˂ʽˇ˄ ˁʰ˂ ˄ ʶ ˌ ˍ  ˃ʷ˂˂ˇ˄



Wealth is a different money category

ÅThe story of wealth 
is the story of 
appreciated assets

ÅLess than 3% of 
household wealth is 
held in cash or 
checking accounts



Gift size is 
relative to the 
money category

ÅAsking for cash is asking from the small bucket

ÅAsking for appreciated assets is asking from 
the big bucket

ÅLarge gifts are made possible by large 
reference points



άaŜƴǘŀƭ ŀŎŎƻǳƴǘƛƴƎέ 

ÅIn math, a dollar is a dollar

ÅIn story, people put labels 
on money/asset categories 
and treat them differently 
based on those labels

ÅWhen a new category 
becomes donation 
relevant, giving increases 

Thaler, R. (1985). Mental accounting and consumer choice. Marketing 
Science, 4(3), 199ς214; LaBarge, M. C., & Stinson, J. L. (2014). The role 
of mental budgeting in philanthropic decision-making. Nonprofit and 
Voluntary Sector Quarterly, 43(6), 993ς1013.



The single biggest 
transformation you can 
make with a donor is to 
get them to consider 
their WEALTH (not just 
their disposable income) 
as donation relevant.

#3.
Talk wealth 
not income: 
Discuss the 
ŘƻƴƻǊΩǎ ǇŀǎǘΣ 
present, and 
future asset 

story 



5-year growth in total fundraising

NONPROFITS 
receiving
ONLY 
CASH 
gifts

2,548 nonprofits raising $1MM+ 
in 2010 reported only cash gifts 
in 2010 & 2015 on e-file IRS-990

GROWTH

NONPROFITS 
receiving 

SECURITIES 
NONCASH 

gifts
2,143 nonprofits raising $1MM+ 

in 2010 reported securities gifts in 
2010 & 2015 on e-file IRS-990

GROWTH

Typical 
disposable 

income gifts

Gifts of 
wealth



NONPROFITS 
receiving
ONLY 
CASH 
gifts

2,548 nonprofits raising $1MM+ 
in 2010 reported only cash gifts 
in 2010 & 2015 on e-file IRS-990

11%
GROWTH

NONPROFITS 
receiving 

SECURITIES 
NONCASH 

gifts
2,143 nonprofits raising $1MM+ 

in 2010 reported securities gifts in 
2010 & 2015 on e-file IRS-990

66%
GROWTH

5-year growth in total fundraising

Typical 
disposable 

income gifts

Gifts of 
wealth



What big gifts look like: Most principal gifts 
were entirely non-cash asset gifts

Giacomini, C., Trumble, D., Koranteng, A., & King, J. (2022). CASE Study of Principal Gifts to U.S. Colleges & Universities (June 14, 2022). Council for 
Advancement and Support of Education. https://www.case.org/system/files/media/file/CASEStudyofPrincipalGifts_finalrevised6.21.22_2.pdf

A CASE study examining the 
largest gifts within every type of 
institution (from major research 
universities to community 
colleges) found that 60% of these 
ǇǊƛƴŎƛǇŀƭ ƎƛŦǘǎ ŘƛŘƴΩǘ ƛƴŎƭǳŘŜ ŜǾŜƴ 
one dollar of cash



The first time most 
people ever 

commit to a gift 
from their 

assets (wealth 
not income) is in 

their estate plan

James, R. N. III. (2020). The emerging potential of longitudinal empirical research in estate 
planning: Examples from charitable bequests. UC Davis Law Review, 53, 2397-2431 at p. 2422.

Once their wealth 
becomes donation 
relevant, giving changes



Most supporters (80%) say they 
ŀǊŜ άǳƴƭƛƪŜƭȅέ ǘƻ ƳŀƪŜ ŀ ƎƛŦǘ ƛƴ ŀ 

will to support the org.

Just under 2% of supporters 
have already included a gift in 

their will

IŀǾŜ ƳŀŘŜ ŀ άƎƛŦǘ ƻŦ ŀǎǎŜǘǎ όƛΦŜΦΣ 
stock, real estate, retirement/bank 
ŀŎŎƻǳƴǘ ƻǊ ƭƛŦŜ ƛƴǎǳǊŀƴŎŜύέ

Would consider doing so

Total openness to asset gifting

The will plan as a gateway to wealth sharing
Among 18,078 supporters (humanitarian charity) responding to the survey

0.4%
2.2%
2.6%  

21.2%
15.6%
36.8%  

IŀǾŜ ƳŀŘŜ ŀ άƎƛŦǘ ƻŦ ŀǎǎŜǘǎ όƛΦŜΦΣ 
stock, real estate, retirement/bank 
ŀŎŎƻǳƴǘ ƻǊ ƭƛŦŜ ƛƴǎǳǊŀƴŎŜύέ

Would consider doing so

Total openness to asset gifting50X greater 
likelihood of 
asset gifting



#3 Talk wealth not income: 
5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ 
present, and future asset story 

Assets have stories

ÅPast: Origins of the asset

ÅtǊŜǎŜƴǘΥ ²ƘŀǘΩǎ ƘŀǇǇŜƴƛƴƎ ƴƻǿ

ÅFuture: Future plans for the asset

Uncovering this story Ҧ Charitable 
planning opportunities in future plans



Questions from Sharkey, G. (2021, March 25). Personal communication. 
Greg Sharkey, Senior Philanthropy Advisor, The Nature Conservancy.

Past

Åά²ƘŀǘΩǎ ǘƘŜ ǎǘƻǊȅ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎΚ 
άIƻǿ ŘƛŘ ȅƻǳ ƎŜǘ ǎǘŀǊǘŜŘΚέ 

Present

Åά²Ƙŀǘ ŀǊŜ ȅƻǳ Ƴƻǎǘ ŜȄŎƛǘŜŘ ŀōƻǳǘ 
ŀǘ ǘƘŜ ŎǳǊǊŜƴǘ ǘƛƳŜΚέ

Åά!ƴȅ ŎƘŀƭƭŜƴƎŜǎ ǊƛƎƘǘ ƴƻǿΚέ

Future

Åά²Ƙŀǘ ŀǊŜ ȅƻǳǊ ŦǳǘǳǊŜ Ǉƭŀƴǎ ŦƻǊ 
ȅƻǳǊ ōǳǎƛƴŜǎǎΚέ

5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ 
and future asset story



There are only 
two future plans 
for an asset

Å¢ƘŜȅΩǊŜ ƎƻƛƴƎ ǘƻ ǎŜƭƭ 
it.
Å¢ƘŜȅΩǊŜ ƎƻƛƴƎ ǘƻ ŘƛŜ 
with it.

Both are great 
opportunities for 
charitable planning!



Future sale or transfer

ά²Ƙŀǘ ǿƛƭƭ ǘƘŀǘ ƳŜŀƴ ǘƻ ȅƻǳΚέ 
άIŀǾŜ ȅƻǳ ǘƘƻǳƎƘǘ ŀōƻǳǘ ǳǎƛƴƎ ǘƘŜ ǎŀƭŜ ƻǊ ǘǊŀƴǎƛǘƛƻƴ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ ŀǎ 
an opportunity to achieve some of your charitable goals in addition to 
ŦƛƴŀƴŎƛŀƭ ƎƻŀƭǎΚέ



Future estate 
transfer

Åά²ƛƭƭ ȅƻǳǊ ƘŜƛǊǎ 
continue running the 
ōǳǎƛƴŜǎǎΚέ 

ÅάL ƪƴƻǿ ǘƘŜǊŜ ŀǊŜ ǎƻƳŜ 
smart ways to avoid 
taxes for people like you 
who want to include a 
gift to charity in their 
plans. Have you ever 
ŎƻƴǎƛŘŜǊŜŘ ǘƘŀǘΚέ



Other assets?

Åά!ǊŜ ȅƻǳ ŀ ŎƻƭƭŜŎǘƻǊ όŀǊǘΣ ǎǘŀƳǇǎΣ 
ŎƻƛƴǎΣ ŜǘŎΦύΚέ ά²Ƙŀǘ ƛǎ ǘƘŜ ǎǘƻǊȅΚ 
Iƻǿ ŘƛŘ ȅƻǳ ƎŜǘ ǎǘŀǊǘŜŘΚέ

Åά5ƻ ȅƻǳ ƛƴǾŜǎǘ ƛƴ wŜŀƭ 9ǎǘŀǘŜΚέ 
άIƻǿ ŘƛŘ ȅƻǳ ƎŜǘ ǎǘŀǊǘŜŘΚέ

Åά²ƘŜǊŜ Řƻ ȅƻǳ ǾŀŎŀǘƛƻƴΚέ ά5ƻ 
ȅƻǳ ƻǿƴ ŀ ƘƻƳŜ ǘƘŜǊŜΚέ

ÅάIƻǿ Ƙŀǎ ǘƘŜ ƳŀǊƪŜǘ ōŜŜƴ 
ǘǊŜŀǘƛƴƎ ȅƻǳΚέ ά²Ƙŀǘ ƛǎ ȅƻǳǊ 
ƛƴǾŜǎǘƳŜƴǘ ǇƘƛƭƻǎƻǇƘȅΚέ 
ά²ƘŀǘΩǎ ǘƘŜ ōŜǎǘ ƛƴǾŜǎǘƳŜƴǘ ȅƻǳ 
ŜǾŜǊ ƳŀŘŜΚ ¢Ŝƭƭ ƳŜ ǘƘŀǘ ǎǘƻǊȅΦέ



Past to present to 
CHARITABLE future

άIŀǾŜ ȅƻǳ ŎƻƴǎƛŘŜǊŜŘ 
making gifts with assets 
ƛƴǎǘŜŀŘ ƻŦ ŎŀǎƘΚέ

άaŀƴȅ ŘƻƴƻǊǎ ƎƛǾƛƴƎ ŀǘ 
your level use appreciated 
assets instead of cash 
because they get a double 
tax benefit. Have you ever 
considered giving in that 
ǿŀȅΚέ



ά¢Ƙƛǎ ǊŜƳƛƴŘǎ ƳŜ ƻŦ ŀƴƻǘƘŜǊ 
ŘƻƴƻǊΩǎ ǎƛǘǳŀǘƛƻƴΦ L ǊŜƳŜƳōŜǊ 
he used some creative planning 
that [avoided taxes/created 
income/provided for family] and 
made a big impact at the 
charity. Would you mind if I talk 
to some of our experts and put 
together a few ideas for you to 
ƭƻƻƪ ŀǘΚέ

Many paths, one destination: 
The meeting to share options



The right destination: 
Share valuable options 
at the NEXT meeting

Fundraisers may fear 
financial conversations 
ÅThese worries can come 

from having the wrong 
destination in mind

The goal is NOT to quickly 
give the right answer 
ÅThe goal is to get 

permission to share 
valuable options at the 
next meeting



We love the hyper-technical 
question!

It justifies the 
need for the 
next meeting. 
It gives time to 
consult experts 
and build 
solutions.

ά¢ƘŀǘΩǎ ŀ ƎǊŜŀǘ ǉǳŜǎǘƛƻƴΦ 
Let me talk with some of 

our technical experts first, so  
you get all the best options. 

But I know that others in 
your situation have been 
able to use some smart 
ǎƻƭǳǘƛƻƴǎ ƘŜǊŜΦέ



People like 
the donor 
have done 
things like 
this before 

Leads 
with 
value 

Asks for 
permission 

to share 
more valueThe desired answer is 

άƴƻέ ǿƘƛŎƘ ŦŜŜƭǎ ǎŀŦŜǊ



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1. Find your people group: The wealth holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge

3.Talk wealth not income: Discuss the 
ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ 
story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 

5. Make it feasible: Show their financial abundance to accept the heroic challenge

VICTORY: Help the donor experience a heroic victory and positive identity

6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience
ˇ ʵ  ˅ʶ˄ʶʴˁʶ ˄ ˍʽ ʵˎ˄ʱ˃ʶʻʰ ΦΦΦ ˉ˂ˇˎˋʾˇʽˌ ˄ ˍ  ˄ ˄ ʰ ˄ʽ ΦΦΦ ˉ˂ˇˏˍˇˎ ʵʹ˂ˈˍʹˍʽ Χɸʶ  ˍ  ˉʰˊʷ˔ˇ˄ˍʽ ˃ ˄ ˉʱ˄ˍʰ ˉ˂ˇˎˋʾ˖ˌ ΦΦΦ ˉˇʻʹˋʰˎˊʾʸˇ˄ˍʰˌ ʰˎˍˇ ˌ ʻʶ˃ʷ˂ʽˇ˄ ˁʰ˂ ˄ ʶ ˌ ˍ  ˃ʷ˂˂ˇ˄



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 
(personal values, life history, and 
social/family norms)

3. Talk wealth not 
income: Discuss the 
ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ 
asset story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 
as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19

As for those in the church who are wealth holders right now at this 
opportune moment, 
continually come alongside them as an authorized messenger to instruct and advise 
them 
that they are to continue in the ongoing process of being not high-minded (not above 
the fellowship community), 
that they have already in the past (with continuing effects on the present) placed their 

hope not on hidden, uncertain, and disappearing riches but 
on God, 
the one who has and is and will continuously and personally supply every one of us 

richly with each and every thing 

for the purpose of ENJOYMENT: 
Å to do intrinsically good work

Å to be rich in many visible, inspiring, noble, beautiful, good 
works that reflect the inward character,

Å to be a person who lives the good life of a ready-willing sharer, a joyful-abounding 

sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a reciprocal fellowship 

community (just as if they were closely bonded family members),

Å thereby storing up for themselves the 
treasure of a visible, inspirational, beautiful, good foundation fund for 
their future, 

all so that they may aggressively grab hold of the experience of living a life that is really 
and truly life indeed (both now and later).



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 
(personal values, life history, and 
social/family norms)

3. Talk wealth not income: 
5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ 

past, present, and future 

asset story 
4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 

as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19
As for those in the church who are wealth holders right now at this 
opportune moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 
that they have already in the past (with continuing effects on the 
present) placed their hope not on hidden, uncertain, and 

disappearing riches but on God, 
the one who has and is and will 
continuously and personally 
supply every one of us richly with 
each and every thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good 

works that reflect the inward character,
Å to be a person who lives the good life of a ready-willing sharer, 

a joyful-abounding sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a 

reciprocal fellowship community (just as if they were closely 
bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 
(personal values, life history, and 
social/family norms)

3. Talk wealth not income: 
5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ past, 

present, and future 

asset story 
4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 

as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19

As for those in the church who are wealth holders 
right now at this opportune 
moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 
that they have already in the past (with continuing effects on the 

present) placed their hope not on hidden, 
uncertain, and disappearing 
riches but on God, 

the one who has and is and will continuously and personally 
supply every one of us richly with each and every thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good 

works that reflect the inward character,
Å to be a person who lives the good life of a ready-willing sharer, 

a joyful-abounding sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a 

reciprocal fellowship community (just as if they were closely 
bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 
(personal values, life history, and 
social/family norms)

3. Talk wealth not income: 
5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ past, 

present, and future 
asset story 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ 
as a persistently helpful 
philanthropic wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19
As for those in the church who are wealth holders right now at this 
opportune moment, 
continually come alongside them as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 
that they have already in the past (with continuing effects on the 
present) placed their hope not on hidden, uncertain, and 
disappearing riches but on God, 
the one who has and is and will continuously and personally supply 
every one of us richly with each and every thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good works 

that reflect the inward character,
Å to be a person who lives the good life of a ready-willing sharer, a 

joyful-abounding sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a reciprocal 

fellowship community (just as if they were closely bonded family 
members),

Åthereby storing up for themselves the 
treasure of a visible, inspirational, 
beautiful, good foundation fund for their 
future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).

ά!ŦǘŜǊ ŀƭƭΣ ǿŜ ōǊƻǳƎƘǘ 
nothing with us when 
we came into the world, 
ŀƴŘ ǿŜ ŎŀƴΩǘ ǘŀƪŜ 
anything with us when 
ǿŜ ƭŜŀǾŜ ƛǘΦέ 1 Timothy 
6:7 (NLT)



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1. Find your people group: The wealth holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge

3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 

4.5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ Walk alongside as a 
persistently helpful philanthropic wealth 
advisor 

5. Make it feasible: Show their financial abundance to accept the heroic challenge

VICTORY: Help the donor experience a heroic victory and positive identity

6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience
ˉʰˊʱʴʴʶ˂˂ʶ



The fundraiser is the 
guiding sage in the 
ŘƻƴƻǊ ƘŜǊƻΩǎ ƧƻǳǊƴŜȅ

Å¢ƘŜ ƴƻƴǇǊƻŦƛǘ ƛǎ ǘƘŜ ŘƻƴƻǊΩǎ 
magical instrument used to 
achieve a compelling victory

ÅThe guiding sage fundraiser 
challenges with a heroic 
choice, coming alongside the 
donor to provide guidance, 
advice, and planning



Change your story role: 
Advising against interest

ÅAdvising a donor to 
make a gift later, or 
smaller, or to a 
different organization, 
or from a complicated 
asset, or with more 
restrictions can 
establish a true advisor 
relationship

Å¢ƘŀǘΩǎ ƴƻǘ ǿƘŀǘ ŀ 
salesperson does; and 
ǘƘŀǘΩǎ ǘƘŜ ǇƻƛƴǘΦ

Morgan, R. M., & Hunt, S. D. (1994). The commitment-trust theory of relationship marketing. Journal of marketing, 58(3), 20-38.; Waters, R. D. (2009). The 
importance of understanding donor preference and relationship cultivation strategies. Journal of Nonprofit & Public Sector Marketing, 21(4), 327-346.



The guiding sage role continues after the hero 
accepts the challenge

Å Provides advice, guidance, and planning

Å Introduces the hero to friends and allies

Å Gives powerful instruments/weapons to the hero

CǳƭŦƛƭƭƛƴƎ ǘƘŜǎŜ ƘŜǊƻΩǎ ƧƻǳǊƴŜȅ 
functions attracts donors



Chief Advancement Officer;  Advancement 
Development; Business Development; Campaign; 
Charitable Estate Planning; Development; Donor 
Development; Donations Consultant; Donor; Donor 
Assistant; Donor Counselor; Donor Ombudsman; Donor 
Relations; Estates; Executive; External Relations; Finance; 
Financial; Financial Advisor for Donors; Fundraising; Gift 
Planner; Gift Planning; Individual Giving; Institutional 
Advancement; Leadership Gifts; Legacy Planning; Major 
Gifts; Philanthropic Strategist; Planned Gifts; Planned 
Giving; Real Estate Gifting; Resource Development; Special 
Gifts; Stewardship 

Director of Advancement; Advancement 
Development; Advancement/Planned Giving; Annual 
Giving; Charitable Estate Planning; Charitable Planning; 
Complex Gifts; Development; Development & Marketing; 
Donor Advising; Donor Assistance; Donor Development; 
Donor Relations; Donor Guidance; Estate & Gift Planning; 
Estates; Finance; Fundraising; Institutional Advancement & 
Gift Planning; Institutional Advancement; Legacy Planning; 
Major Gifts; Major Gifts & Legacy Planning; Personal 
Philanthropy; Philanthropic Opportunities; Philanthropy; 
Planned Gifts; Planned Gifts & Grants; Planned Giving; 
Planned Giving & Estate Administration; Planned Giving & 
Finance; Planned Giving Development; Resource 
Development; Stewardship; Stewardship & Development; 
Trusts & Estates; Trusts, Estates & Gift Planning

Tested 63 
Fundraiser 
Job Titles



Who at the charity are you 
more likely to contact?

ÅGift of stock
ÅReal estate gift
ÅCharitable gift annuity
ÅGift in a will

Would 
never 
contact

Very 
unlikely 

to contact

Somewhat
unlikely 

to contact

Somewhat
likely 

to contact

Very
likely 

to contact

Would 
definitely
contact

5,621 People Surveyed. 
Each person chose from only 13 titles for each scenario. Scenarios 

and titles were rotated among ten different respondent groups 
balancing alphabetical and reverse alphabetical title order.

Would 
never 
contact

Very 
unlikely 

to contact

Somewhat
unlikely 

to contact

Somewhat
likely 

to contact

Very
likely 

to contact

Would 
definitely
contact



Best 10 Titles (63 tested in all cases)

1. (do) Trusts, Estates & Gift 
Planning

2. (co) Financial Advisor for Donors
3. (do) Estate & Gift Planning
4. (do) Planned Giving & Finance
5. (do) Donor Advising 
6. (do) Planned Giving & Estate 

Administration
7. (do) Charitable Estate Planning
8. (co) Gift Planner
9. (do) Charitable Planning
10. (co) Donor Guidance

Worst 10 Titles (63 tested all cases)

1. (do) Advancement
2. (do) Institutional Advancement
3. (co) Advancement 
4. (do) Development & Marketing
5. (co) Business Development 
6. (co) Institutional Advancement 
7. (co) Advancement Development 
8. (do) Development
9. (do) Advancement Development
10.(co) External Relations 

Gifts of stocks, real estate, CGA, and will

LΩƳ ƘŜǊŜ ǘƻ ƘŜƭǇ ǘƘŜ ƛƴǎǘƛǘǳǘƛƻƴ 
vs.

LΩƳ ƘŜǊŜ ǘƻ ƘŜƭǇ ŘƻƴƻǊǎ



The sage challenges with a heroic choice
Actual DŀƴŘŀƭŦΥ ά.ƛƭōƻ 
Baggins, I am looking for 
someone to share in an 
ŀŘǾŜƴǘǳǊŜΗέ

Bad Gandalf: άLΩƳ ǎƻ ǎƻǊǊȅ 
to inconvenience you, but if 
you might consider a short 
walk outside the shire, I 
would really appreciate it.  
Any time you could spare 
ǿƻǳƭŘ ƘŜƭǇΦέ

A challenge to heroism = 
asking to capacity



A challenge to heroism = asking to capacity
WƻǎƘǳŀ .ƛǊƪƘƻƭȊΩǎ ǘŜŀƳ 
analyzed 1,000 gift 
officers. The top 20% 
raised about 75% of the 
dollars. What was the big 
difference? They usually 
asked for 100 percent of 
ǘƘŜ ŘƻƴƻǊΩǎ ŎŀǇŀŎƛǘȅ 
rating. In comparison, 

ά¢ƘŜ ōƻǘǘƻƳ ул ǇŜǊŎŜƴǘ ǘŜƴŘŜŘ ǘƻ ŀǎƪ ŦƻǊ ŀōƻǳǘ 
пл ǇŜǊŎŜƴǘ ƻŦ ǘƘŜ ŎŀǇŀŎƛǘȅ ǊŀǘƛƴƎǎΦέ 

ά²Ƙŀǘ ǿƻǳƭŘ ŎŀǳǎŜ ǘƘƛǎ ŘƻƴƻǊ ǘƻ ƳŀƪŜ ŀ ƎƛŦǘ ŀǘ 
ŎŀǇŀŎƛǘȅΚέ ǾǎΦ ά²Ƙŀǘ Ŏŀƴ ǿŜ ƎŜǘ ŀǿŀȅ ǿƛǘƘΚ 
²Ƙŀǘ ǿƻǳƭŘ ōŜ ŎƻƳŦƻǊǘŀōƭŜ ŦƻǊ ǘƘƛǎ ŘƻƴƻǊΚέ 

Birkholz, J. M. (January, 2018, p. 7). 
Planned giving fundraiser metrics. 
Planned Giving Today, p. 6-8.



Congratulations, 
ȅƻǳ Ǝƻǘ ŀ άbƻέΗ

ÅMaking a compelling, 
heroic challenge is an 
accomplishment

ÅLǘΩǎ ƴƻǘ ŜǾŜǊȅ Řŀȅ 
that people receive 
ŀƴ ŜǇƛŎ άŎŀƭƭ ǘƻ 
ŀŘǾŜƴǘǳǊŜέ 

ÅThe ask can make a 
lasting impact even 
when the answer     
ƛǎ άƴƻέ 



Å If any single behavior 
separates the successful 
fundraiser, it is this: 
Persistence

ÅThe right story 
emotionally supports the 
right behaviors

Å¢ƘŜ άƴƻέ ƛǎ ƴƻǘ ŀ ǎƻǳǊŎŜ ƻŦ 
ǇŀƛƴΤ ƛǘΩǎ ŀƴ ƛƳǇƻǊǘŀƴǘ 
step in the journey

tƭŀƴ ǘƻ άŦŀƛƭέ ŀƴŘ 
persist 

Іс 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ 
persistently helpful philanthropic wealth advisor 



Expert advice 
from ten 
books on 

fundraising

ÅάtŜǊǎƛǎǘŜƴŎŜ ƛǎ ǘƘŜ ƴŀƳŜ ƻŦ ǘƘŜ ƎŀƳŜΦέ1

ÅάLƴ ƻǘƘŜǊ ǿƻǊŘǎΣ ǇŜǊǎƛǎǘŜƴŎŜ Ŏŀƴ ǇŀȅΦέ 2

ÅάtƻƭƛǘŜ ǇŜǊǎƛǎǘŜƴŎŜ ǇŀȅǎΗέ 3

ÅάtŜǊǎƛǎǘ ŀƴŘ ȅƻǳΩƭƭ ǎŜŜ ǘƘŜ ǇŀȅƻŦŦΦέ 4

Åά¸ƻǳǊ ǇŜǊǎƛǎǘŜƴŎŜ ǿƛƭƭ ƳŀƪŜ ȅƻǳ ǎǳŎŎŜǎǎŦǳƭΦέ 5

ÅάtŜǊǎƛǎǘŜƴŎŜ ƛǎ ƪŜȅΦέ 6

Åά.Ŝ ǇŜǊǎƛǎǘŜƴǘΦέ 7

Entire sections titled:
ÅάBE persistentέ 8

ÅάPersistenceέ 9

Åά!ƴŘ ƴƻǿ ŀ Ŧƛƴŀƭ ǿƻǊŘ ς ǇŜǊǎƛǎǘŜƴŎŜέ 10

1 Baker, B., Bullock, K., Gifford, G. L., Grow, P., Jacobwith, L. L., Pitman, M. A., Truhlar, S., & Rees, S. (2013). The essential 
fundraising handbook for small nonprofits. The Nonprofit Academy. P. 172; 2 Eisenstein, A. (2014). Major gift fundraising for 
small shops: How to leverage your annual fund in only five hours per week. CharityChannel Press. p. 70; 3 Phillips, G. (2013). 
The art of fundraising. Phillips OnLine. p. 29; 4 Craver, R. M. (2017). Retention fundraising: The new art and science of keeping 
your donors for life. Emerson & Church, Publishers. p. 44; 5 Kihlstedt, A. (2013). Asking styles: Harness your personal 
fundraising power. CharityChannel Press. p. 31; 6 Klein, K. (2009). Reliable fundraising in unreliable times: What good causes 
need to know to survive and thrive. Jossey-Bass. p. 85; 7 Dillon, W. P. (2012). People raising: A practical guide to raising funds. 
Moody Publishers. p. 100; 8 Greenhoe, J. (2013). Opening the door to major gifts: Mastering the discovery call. 
CharityChannel Press. p. 37; 9 Ross, B., & Segal, C. (2008). The influential fundraiser: Using the psychology of persuasion to 
achieve outstanding results. John Wiley & Sons. Part V Persistence ς Chapters 10, 11, and 12; 10 Morton, S. (2014). Funding 
your ministry: An in-depth, Biblical guide for successfully raising personal support. Tyndale House Publishers, Inc. p. 202.

Іс 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ 
persistently helpful philanthropic wealth advisor 



¢ƘŜ άƴƻΣέ ƛǎ ƴƻ ǇǊƻōƭŜƳ 
for the persistently helpful 
guiding sage
ÅThe sage resumes the story role 

ÅThe sage resumes the story cycle

ÅThe sage persists

ά¸ƻǳ ǘƘƛƴƪ ¸ƻŘŀ ǎǘƻǇǎ ǘŜŀŎƘƛƴƎΣ 
just because his student does 
not want to hear? A teacher 
Yoda is. Yoda teaches like 
ŘǊǳƴƪŀǊŘǎ ŘǊƛƴƪΣ ƭƛƪŜ ƪƛƭƭŜǊǎ ƪƛƭƭΦέ 

-Yoda

Stewart, S. (2014). Yoda: Dark rendezvous (Star 
wars: Clone wars). Ballantine Books. p. 301.



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1. Find your people group: The wealth holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge

3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 

4.5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ Walk alongside as a 
persistently helpful philanthropic wealth 
advisor 

5. Make it feasible: Show their financial abundance to accept the heroic challenge

VICTORY: Help the donor experience a heroic victory and positive identity

6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience
ˉʰˊʱʴʴʶ˂˂ʶ



1. Find your people group: The 
wealth holders 

2. Find their donor joy: Help them 
define a personally meaningful 
victory from their identity 
(personal values, life history, and 
social/family norms)

3. Talk wealth not income: Discuss 
ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ 
future asset story 

4.5ƻƴΩǘ ōŜƎ ƻǊ 
bully: Walk 
alongside as a 
persistently 
helpful 
philanthropic 
wealth advisor 

5. Make it feasible: Show their 
financial abundance to accept the 
heroic challenge

6. Deliver donor joy: Focus on the 
ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build 
a portfolio of visible results 
reflecting their identity

8. Deliver donor joy: Build a mutually 
supportive community for donors

9. Deliver donor joy: Help them to 
accomplish an enduring impact

10. Deliver donor joy: The identity-
fulfillment donor journey brings 
the best life experience

An expanded translation of 1 Timothy 6:17-19
As for those in the church who are wealth holders right now at this 
opportune moment, 

continually come alongside them 
as an authorized messenger to 
instruct and advise them 
that they are to continue in the ongoing process of being not high-
minded (not above the fellowship community), 
that they have already in the past (with continuing effects on the 
present) placed their hope not on hidden, uncertain, and 
disappearing riches but on God, 
the one who has and is and will continuously and personally 
supply every one of us richly with each and every thing 
for the purpose of ENJOYMENT: 
Å to do intrinsically good work
Å to be rich in many visible, inspiring, noble, beautiful, good 

works that reflect the inward character,
Å to be a person who lives the good life of a ready-willing sharer, 

a joyful-abounding sharer, and an abundant-rich sharer,
Å to be a person who shares as a connected member of a 

reciprocal fellowship community (just as if they were closely 
bonded family members),

Å thereby storing up for themselves the treasure of a visible, 
inspirational, beautiful, good foundation fund for their future, 

all so that they may aggressively grab hold of the experience of 
living a life that is really and truly life indeed (both now and later).

ά{ƻ ǿŜ ƘŀǾŜ ǳǊƎŜŘ ¢ƛǘǳǎΣ ǿƘƻ ŜƴŎƻǳǊŀƎŜŘ 
your giving in the first place, to return to 
you and encourage you to finish this 
ƳƛƴƛǎǘǊȅ ƻŦ ƎƛǾƛƴƎΦέ (2 Cor 8:6 NLT)

άLŦ ŀƴȅƻƴŜ ŀǎƪǎ ŀōƻǳǘ ¢ƛǘǳǎΣ ǎŀȅ ǘƘŀǘ ƘŜ ƛǎ 
my partner [ƪƻƛƴǁƴƻǎ] who works with [syn-
ergos] me to help youΦέ (2 Cor 8:23a NLT)

άL ŀƳ ƴƻǘ ǎŀȅƛƴƎ ǘƘƛǎ ōȅ ǿŀȅ ƻŦ ŎƻƳƳŀƴŘ Χ 
But in this matter I give you an opinion; for 
my doing this helps forward your own 
ƛƴǘŜƴǘƛƻƴǎέ 
(2 Corinthians 8:8a, 10 Weymouth NT)



L59b¢L¢¸Υ {ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƻƴƻǊΩǎ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ƛŘŜƴǘƛǘȅ

1. Find your people group: The wealth holders 

2. Find their donor joy: Help them define a personally meaningful victory from their identity 
(personal values, life history, and social/family norms)

CHALLENGE: Deliver the heroic challenge

3. ¢ŀƭƪ ǿŜŀƭǘƘ ƴƻǘ ƛƴŎƻƳŜΥ 5ƛǎŎǳǎǎ ǘƘŜ ŘƻƴƻǊΩǎ ǇŀǎǘΣ ǇǊŜǎŜƴǘΣ ŀƴŘ ŦǳǘǳǊŜ ŀǎǎŜǘ ǎǘƻǊȅ 

4. 5ƻƴΩǘ ōŜƎ ƻǊ ōǳƭƭȅΥ ²ŀƭƪ ŀƭƻƴƎǎƛŘŜ ŀǎ ŀ ǇŜǊǎƛǎǘŜƴǘƭȅ ƘŜƭǇŦǳƭ ǇƘƛƭŀƴǘƘǊƻǇƛŎ ǿŜŀƭǘƘ ŀŘǾƛǎƻǊ 

5.Make it feasible: Show their financial 
abundance to accept the heroic 
challenge

VICTORY: Help the donor experience a heroic victory and positive identity

6. 5ŜƭƛǾŜǊ ŘƻƴƻǊ ƧƻȅΥ CƻŎǳǎ ƻƴ ǘƘŜ ŘƻƴƻǊΩǎ ƛƳǇŀŎǘΣ ƴƻǘ ǘƘŜ ŎƘŀǊƛǘȅΩǎ 

7. Deliver donor joy: Help them build a portfolio of visible results reflecting their identity

8. Deliver donor joy: Build a mutually supportive community for donors

9. Deliver donor joy: Help them to accomplish an enduring impact

10. Deliver donor joy: The identity-fulfillment donor journey brings the best life experience
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Change your language: 
Were they ready to 
give?

Did the donor give or not? 
Å! άƴƻέ ƛǎ ŀ ŘŜŀŘ ŜƴŘΦ

Was the donor ready to give? 
Å! άƴƻέ ƛǎ ŀ ǎǘŀǊǘƛƴƎ ǇƭŀŎŜΦ 

It leads to questions and 
next steps. 
ÅWhy not? What was 

missing? What still 
remains to be done?

Were they 
ready to 

give?



Plan to fail

Å In the monomyth, the hero 
first refuses the call to 
adventure. 

Å5ƻƴΩǘ ōŜ ŘƛǎŀǇǇƻƛƴǘŜŘΥ ! 
άƴƻέ ŀ ǎǘŀƴŘŀǊŘ ǇŀǊǘ ƻŦ ǘƘŜ 
journey.

Åtƭŀƴ ŦƻǊ ƛǘΦ 5ƻƴΩǘ ƭŜŀǾŜ ǘƘŜ 
ŀǎƪ ǳƴǘƛƭ ǘƘŜ ŜƴŘΦ ! άƴƻέ Ŏŀƴ 
be an excellent start, but the 
follow up takes time.



Begin with points of agreement

DƻŀƭΥ 9ƭƛŎƛǘ ǘƘŜ ŘƻƴƻǊΩǎ ŎƻƴŦƛǊƳŀǘƛƻƴ ƻŦ ƎƛǾƛƴƎ 
motivations (i.e., story connections)

Affirm the story connections 

!ŦǘŜǊ ǘƘŜ άbƻέ



Affirm the story connections 
ά¸ƻǳΩǾŜ ōŜŜƴ ŀ ǎǳǇǇƻǊǘŜǊ ŦƻǊ ǎƻ ƭƻƴƎ ŀƴŘ ƘŀǾŜ ŘƻƴŜ ǎƻ 
much, I was certain you felt positive about our work and our 
ǾƛǎƛƻƴΦ 5ƻ ȅƻǳ ǎǘƛƭƭ ŦŜŜƭ ǘƘŀǘ ǎŀƳŜ ŦǊƛŜƴŘǎƘƛǇ ŀƴŘ ǎǳǇǇƻǊǘΚέ 

Panas, J. (2007, March 1). CǳƴŘǊŀƛǎƛƴƎΩǎ ŦƻǳǊ ƳŀƎƛŎ ǉǳŜǎǘƛƻƴǎΥ !ƴǎǿŜǊ ǘƘŜǎŜ ŀƴŘ 
the gift is yours. Guidestar. [Blog]. https://trust.guidestar.org/fundraisings-four-
magic-questions-answer-these-and-the-gift-is-yours 

!ŦǘŜǊ ǘƘŜ άbƻέ



Affirm the story connections 

ά!ǊŜ ȅƻǳ ŎƻƴŎŜǊƴŜŘ ǘƘŀǘ ǘƘŜ ƻǊƎŀƴƛȊŀǘƛƻƴ ǿƻǳƭŘƴΩǘ ōŜ 
effective at using this gift to make a difference in the 
ƭƛǾŜǎ ƻŦ ǘƘŜǎŜ ǎǘǳŘŜƴǘǎΚέ

!ŦǘŜǊ ǘƘŜ άbƻέ



άL ǊŜƳŜƳōŜǊ ǘƘŜ ƭŀǎǘ ǘƛƳŜ ǿŜ ƳŜǘΣ ȅƻǳ ǎŀƛŘ ǘƘŀǘ ƛǘ ǿŀǎ 
ǾŜǊȅ ƛƳǇƻǊǘŀƴǘ ǘƻ ȅƻǳ ǘƘŀǘ Χ ώƛƴǎŜǊǘ ǘƘŜ άǾƛŎǘƻǊȅέ ǘƘŜ ƎƛŦǘ 
accomplishesϐΦ Iŀǎ ǘƘŀǘ ŎƘŀƴƎŜŘ ŦƻǊ ȅƻǳΚέ 

Wohlman, J. (2020). Practice the ask and negotiation (part 3). [Video transcript]. Major and 
principal gifts course. University of California, Davis. https://www.coursera.org/lecture/major-
principal-gifts/practice-the-ask-and-negotiation-part-3-bxhL5

Affirm the story connections 

!ŦǘŜǊ ǘƘŜ άbƻέ



CƛǊǎǘΣ άŎƭŀǊƛŦȅέ ǿƘŀǘ ǘƘŜ ƻōƧŜŎǘƛƻƴ ƛǎ NOT. This re-
ŜǎǘŀōƭƛǎƘŜǎ ǘƘŜ ŘƻƴƻǊΩǎ ƳƻǘƛǾŀǘƛƻƴ ŦƻǊ ǘƘŜ ƎƛŦǘΦ Lǘ ǊŜƳƛƴŘǎ 
him why this goal is part of his story and important to him.

Affirm the story connections 

!ŦǘŜǊ ǘƘŜ άbƻέ



Confirming 
the story 
connections 
reframes the 
objection

The objection becomes a barrier 
preventing the donor from 
accomplishing his goals such as, 

ÅάYour ƴŀƳŜŘ ǎŎƘƻƭŀǊǎƘƛǇ ŦǳƴŘέ 

Åά¢ƘŜ Ƨƻȅ your gift will bring 
ǘƘŜǎŜ ǇŀǘƛŜƴǘǎέ*

*Fredricks, L. (2001). Developing major 
gifts: Turning small donors into big 
contributors. Aspen Publishers, Inc. p. 121.



Diagnose the 
story barrier

Å²ƘŀǘΩǎ ǘƘŜ ƛǎǎǳŜΚ Lǎ ƛǘ 
the cause? The 
organization? The 
project? The amount? 
The timing? 
ÅThe donor attaches the 
άƴƻέ ǘƻ ŀƴ ŜȄǘŜǊƴŀƭ 
barrier. The guiding 
sage comes alongside 
to help work on the     
problem together.



Diagnose the story barrier

ά.ȅ ǘǳǊƴƛƴƎ ǘƘŜ ƻōƧŜŎǘƛƻƴ ƛƴǘƻ ŀƴ 
ƻōƧŜŎǘƛǾŜΣ ȅƻǳΩǾŜ Ǉǳǘ ȅƻǳǊǎŜƭŦ ƻƴ ǘƘŜ 
same side of the table as the other 
person. Now you both are working 
together to figure out how to help the 
ŘƻƴƻǊ ƳŀƪŜ ǘƘŜ ƎƛŦǘΦ ¸ƻǳΩǾŜ ǘŀƪŜƴ ŀ 
possibly challenging problem and 
ƳŀŘŜ ǎƻƭǾƛƴƎ ƛǘ ŀ ǘŜŀƳ ŜŦŦƻǊǘΦέ

-Mark PitmanPitman, M. A. (2008). Ask without fear! A simple 
guide to connecting donors with what matters to 
them most. Tremendous Life Books. p. 44.



Isolate the story 
barrier

άLǘ ǎƻǳƴŘǎ ƭƛƪŜ ȅƻǳ ǿƻǳƭŘ 
like to invest in our school, 
ōǳǘ ǊƛƎƘǘ ƴƻǿ ȅƻǳ ŎŀƴΩǘ 
see how you might do it. 
!Ƴ L ǊƛƎƘǘ ŀōƻǳǘ ǘƘŀǘΚέ 

Wohlman, J. (2020). Practice the ask 
and negotiation (part 3). [Video 
transcript]. Major and principal gifts 
course. University of California, Davis. 
https://www.coursera.org/lecture/ma
jor-principal-gifts/practice-the-ask-
and-negotiation-part-3-bxhL5



Isolate the story barrier: 
Elaboration questions

ά¸ƻǳ ǎŀƛŘ ȅƻǳ ΨŘƛŘƴΩǘ 
think you could swing 
ǘƘŀǘ ƳǳŎƘΦΩ ¢Ŝƭƭ ƳŜ 
more about that. Is this 
an issue of timing, other 
obligations, liquidity, or 
ǎƻƳŜǘƘƛƴƎ ŜƭǎŜΚέ 



Attack the story barrier
Obi-Wan gives Luke a 
light saber. Gandalf 
shows Bilbo where to 
find the ring. Morpheus 
ǘŜŀŎƘŜǎ bŜƻ άƪǳƴƎ ŦǳΦέ 
Dumbledore gives Harry 
Potter the invisibility 
cloak. 

The guiding-sage 
fundraiser comes 
alongside the donor to 
help attack the barrier, 
so the donor can 
complete the journey. 



Attack the story barrier: 
LǘΩǎ ǘƻƻ ƳǳŎƘ ƳƻƴŜȅΗ 

¢ƘŜȅ ǎŀȅΥ άϷнрY ƛǎ ǘƻƻ 
ƳǳŎƘΦ ¸ƻǳ ǎŀȅΥ άIƻǿ 
about that over five 
ȅŜŀǊǎΚ ϷрY ǇŜǊ ȅŜŀǊΚέ 

Or

ά²ŜΩǊŜ ƴƻǘ ŀǎƪƛƴƎ ǘƘŀǘ 
you write a check 
today. Our pledge 
period goes up to four 
years, so it would be 
ϷмнрΣллл ŜŀŎƘ ȅŜŀǊΦέ

Melvin, A. (2020, October 7-9). Solicitation preparation: The keys to a successful ask. [Paper presentation]. Charitable Gift Planning Conference, online, p. 11; Grover, S. R. (2006). Capital 
campaigns: A guide for board members and others who aren't professional fundraisers but who will be the heroes who create a better community. iUniverse. p. 105.



Attack the story 
barrier: Complex 
options

Å If the quick solution 
ŘƻŜǎƴΩǘ ǿƻǊƪΣ ƳƻǾŜ ǘƻ 
more complex options 

ÅNow, the goal might 
change to agreement 
to the next meeting 
which will present the 
complex solutions


