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More than Just a 
Thank You Note 

 
Donor Stewardship 

Concepts 

¥  Principles of donor stewardship 
¥  Trends 

Ð Sector Growth 
Ð  Intergenerational Wealth Transfer 

Ð Technology 

¥  Motivations of giving 
Ð Group activity 

¥  Making this real 

Definitions 
¥  Donor 

¥  Investor 

¥  Community Investment 

¥  Corporate Citizenship 

¥  Stewardship 

Someone who willingly gives resources for nothing in exchange 
 - $$, time, in-kind, body parts 

Someone who directs resources to a specific cause or issue in order to 
derive benefit either personal or social. 

The activity of directing resources to a cause or project with the 
expectation that the community/society will have measurable benefits. 

A companyÕs community program that engages all stakeholders and 
includes social policy development 

ÒThe accounting owed by stewards to the grantors and beneficiaries 
of an office for the resources and offices under care and keepingÓ 
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TRENDS 
Sector Growth, Intergenerational Wealth Transfer, Technology 

WhereÕs the  
Money? 

¥  Intergenerational Wealth Transfer 
Ð Canada Ð $8-10T by 2050 
Ð US - $40T by 2050 

¥  Canada - $10B in donations; $4.4 private 
philanthropy; $1.6B online 

¥  US - $310B in donations; $24B in 
bequests; $213B private philanthropy 

¥  88% of total giving comes from individuals 
and families 

¥  70% of all estates will be managed by 
women in the next decade 

¥  The ÒMEÓ generation is not about ÒMEÓ but 
about feeling and seeing impact 

 

WhereÕs the  
Money? 
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The Sector 

¥  Religious organizations  
¥  Social services 
¥  Health & Wellness 
¥  Education 
¥  Arts & Culture 
¥  Sports & Rec 
¥  Environment 
¥  International Development 

Technology 

¥  As of Mar 2011 Ð over 50,000 NGOÕs and 
NPOÕs on Twitter 

¥  February 2011 Ð JUMO launches !  
Facebook for Charities 

¥  55-65 yrs old !  Fastest growing 
demographic on Facebook 

       Technology conÕt. 

¥  40% of all donations under $100 are made 
online (CanadaHelps 2009) 
Ð  Micro-Philanthropy  

Ð  Mobile Giving 

¥  60-80% of Americans check out a charity 
online before making a donation (American 
Institute of Philanthropy and GiveWell.org) 
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MOTIVATIONS FOR GIVING 
The Basis for Donor Stewardship 

Ladder of  
Engagement 

Cheque-book 

Philanthropy 

Donating 
Time 

Time + $$ 

Time + $$ + 
Network 

Time + $$ + 
Network + 
Brand and/
or 
Expertise 

Linkage + Ability + Interest 

High Impact Philanthropy 
Kay Sprinkel Grace, Alan Wendroff 

Wiley, 2001 
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Principles of  
Stewardship 

1. Fundraising is not about moneyÉ itÕs about 
relationships 

2. Goal is to create long-term investors 
3. Entire organization is involved 
4. Starts at the Òfront doorÓ, on the phone, or at an 

event/program/activity 
5. The board is involved from the beginning 
6. Feedback is about financial performance of donation 
7. Language: Financial Portfolio & Charitable Portfolio 
8. Appropriate, consistent, accurate, timely 
9. Values driven 
10.  Provides opportunities for further involvement 
11.  Negotiated 

Values 

Opportunities 

Impediments 

Commitments 

Engagement 

DonorÕs voice 

Motivations 

¥  Volunteerism 
¥  Giving 
¥  Receiving 

¥  Modeling 
 

¥  Issues 
¥  Impact 
¥  Investment 

¥  Involvement 
¥  Ideas 

*Tony Meyers & Scott Decksheimer *Grace & Wendroff 

What questions would you ask to figure out these 
motivators? 
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TABLE ACTIVITY 

3 Case Studies for Discussion (Moving a Donor up the Ladder of 
Engagement) 

       Topic:  Donor Stewardship        
 
       Organization:  
 
 

Key Learning(s):    Unit Essential Question(s):    
 
    
 
 
 
 
Concept: Values      Concept: Opportunities    Concept: Commitments     Concept: Engagement 

& Impediments      
 
 
 
 
Interview Questions               Interview Questions                   Interview Questions                    Interview Questions 
 
 
 
 
 
 
 
 
 
 
 
 
Vocabulary/Keywords:  Vocabulary/Keywords:  Vocabulary/Keywords:  Vocabulary/Keywords: 
 
 
 
 
 
Additional Information  (Statements): 
 

Donor Stewardship Ð 
Interview Questions 
    
    
   

- 11 Principles of Donor Stewardship 
- Building a relationship beyond the 

donation 

What is the donorÕs connection 
to my organization? 

Values Ð What are my 
organizationÕs values & 
mission?  How do they tie into 
the donorÕs values? 

Linkage: Volunteerism Ð What 
opportunities can my 
organization provide? Where 
else does my donor spend 
his/her time? 
 

Each of these questions 
speaks to the donorÕs 
knowledge and affinity 
towards my organizationÕs 
mission & values. 
Every conversation with a 
donor from this point 
forward must uncover the 
donors’ alignment to the 
organization’s values & 
mission. 

Organization - What are the 
events/activities within my 
organization that can support 
the donor in his/her 
philanthropic experience? 
 
What is at the root of the 
donorÕs sport affiliation? 
How long have you been 
volunteering with my 
organization?  

Questions to ask donor - 
What kind of commitment is 
s/he willing to make to the 
organization?   
 
Goal of this part of the 
conversation is to identify 
what other commitments are 
drawing on your donorsÕ 
time/talent/treasures. 

Questions to ask donor - 
What time/talent/treasures 
can s/he tap into to achieve 
this vision? 
 
Who else can the donor 
recruit?  Is there an 
opportunity that my 
organization can act as a 
networker for this donor in 
other areas? 

Ability:  How do I give?  Interest: How was philanthropy 
modeled for my donor? How 
does my donor model 
philanthropy for others? 
 

    

Values 

Opportunities 

Impediments 

Commitments 

Engagement 

Copyright Dexterity Ventures Incª  2008-
2011 

 

     Case Study #1 

Kristi 
 Bio: Mid-40Õs married, no kids but very 
engaged in her nieces/nephews lives, 
successful business owner (family 
company), planning a major liquidity event, 
considering a major, multi-year gift to a 
local charity with a provincial mandate, 
has been involved with organization for 
years. 

What else should we know? 
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     Case Study #2 
Marie 

 Single no children, mid-50Õs, well-travelled, 
strong family connections, highly 
educated, focused on international 
development and supporting local art 
community, has resources to establish an 
endowment within an organization or a 
foundation to support multiple agencies. 

 

What else should we know? 

    Case Study #3 

Al 
Late 70Õs, widower, successful businessman, 

set up a foundation as much about giving as 
about tax planning, has children and 
grandchildren and is engaged in his religious 
community. 

 
What else should we know? 

CREATING A DONOR 
STEWARDSHIP PLAN 

Sector Growth, Intergenerational Wealth Transfer, Technology 
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Philanthropy 

¥  Based on values 
¥  Donor centred 

Development 

¥  Identifies shared values* 
¥  Charity centred 

Fund Raising 

¥  Action oriented 
¥  Links donor to charity 

* Dr. M. Porter 

Integration 
Raising More Money 

 Stewardship Cycle 

Donation 

Strategy 

Honouring 
Ongoing 

Feedback 

Strengthening 

Relationship 
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BoardÕs Role 

1. Board buy-in 
2. Have a Stewardship Sub-Committee of your Fund 

Development Committee 
3. Donor analysis 
4. Create giving levels 
5. Donor Outreach through marketing and promotional 

materials:  mailings, phone calls, personal 
solicitations, interim reports, corporate and 
foundation proposals 

6. Reporting 
7. Monitoring and adjust 

QÕs to Ponder 
¥  How much does it cost my organization to 

acquire new donors? 
¥  What is the value of the donors who have 

given under $500/yr for more than 5 yrs? 

¥  How much does my organization lose 
each year to attrition? 

¥  How would you define donor stewardship, 
and more importantly, how does the rest of 
your fundraising team define the concept 
called stewardship? 

 Creating your Plan 

1. Start with the first gift (current donors) OR 
Before the first gift (prospects) 

2. Alternate messages to your donors 
- ItÕs a dialogue... And itÕs mission driven 

3. Have a budget 
4. Stewardship Program = budget + image of 

agency + amount 
5. Involvement of top donors as ambassadors 

for other donors 
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Creating Your  
Plan conÕt. 

6. Tapping into donorÕs network 
7. Stewardship program reflects mission 
8. Focus on intangible benefits 
9. Maintain relationship with long-term 

volunteers, donors & major donors 
10. Keep all donors part of your database 

unless they tell you otherwise 
11. Establish relationships between donors 

& program staff 
  - Each interaction is part of the development 

 process 

Why DonorÕs  
Stop Giving 

¥  Lost personal 
connection to 
organization 

¥  Too frequent 
solicitation 

¥  Lack of involvement 

¥  Mismanagement 

2008 Study of High Net Worth Individuals Ð 
Bank of America/US Trust 

ÒOver time the culture of stewardship can 
grow and thrive within the organization in 
such a way that donors can feel a genuine 
sense of belonging, an attachment to what 
you do and why you do it.Ó  

       ~ Terry Burton 
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     Last Thoughts 

¥  Reach out more to those who have 
stopped giving 

¥  Volunteers are just as important as your 
donors (itÕs about valuing time) 

¥  What is the POSTIVE return on their 
donation 

¥  Feeling like theyÕve made a difference is 
what keeps a donor engaged with your 
organization 

People give to charity because the 
organization is meeting a need, not 
because the charity has a need.  A 

donation to a charity is really a gift to the 
community through the organization. 

 
~ Paraphrased from Kay Sprinkle Grace 

Resources 
¥  Relationship Fundraising, Ken Burnett 
¥  Beyond Success, Randy Ottinger 
¥  Values Based Estate Planning, Scott 

Fithian 
¥  Raising more Money, Terry Axelrod 

¥  High Impact Philanthropy, Kay Sprinkle 
Grace & Alan Wendroff Wiley 

 

Dexterity Client Interviews & Conversations with  
Leading Practitioners 
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GENA@DEXTERITYCONSULTING.CA 
 

1-866-936-GIVE (4483) 

Contact Info 


