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When: June thru August 2023

Where: Online Via Zoom

Why: IGNITE THE LEADER IN YOU

What: 14 June 2023 - Nonprofit Fundamentals

28 June 2023 - Building Bridges through Effective
Communications
12 July 2023 - Nonprofit Marketing

9 August 2023 - Leading Nonprofit Volunteers
19 August 2023 - LDA Summit with

Discussions, Keynote Speaker,
Networking, Awards and Prizes
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MEET YOUR
PRESENTERS

Matt Hugg - President & Founder,
NONPROFIT.COURSES

R. Perry Bloomfield - IPP, Kingston College
Old Boys Association USA Inc.

Donovan Wilson - President, UJAA and IPP,
St. Elizabeth Technical High School Alumni
Association USA Inc.



Matt Hugg - President & Founder,
NONPROFIT.COURSES

Matt Hugg is founder of Nonprofit.Courses, an on-demand,
eLearning resource for nonprofit leaders, staff, board members
and volunteers, with hundreds of courses on nearly every
aspect of nonprofit work. He’s the author of The Guide to
Nonprofit Consulting; Fun Scenarios for Practical Fundraising
Education for Boards, Staff and Volunteers; and the marketing
chapters in The Healthcare Nonprofit: Keys to Effective
Management. Over his 30-year career, Hugg has held
management and fundraising positions at the Boy Scouts of
America, Lebanon Valley College, the University of Cincinnati,
Ursinus College, and the University of the Arts.

Matt teaches fundraising, management, and marketing at a
number of graduate programs and corporation, online, and in
person in the United States, Africa, Asia and Europe. He is also a
popular conference speaker. He has a BS from Juniata College
and an MA in Philanthropy and Development from St. Mary’s
University of Minnesota.



Perry Bloomfield - IPP, Kingston College
Old Boys’ Association NY

R. Perry Bloomfield is a servant leader and advocate for youth
education. Serving as the Immediate Past President of Kingston
College Old Boys’ Association USA Inc., he expanded the
scholarship program by 500%, established and supported clubs,
and championed the KC Library & Technology Capital
Campaign.

Perry is a member of The Marie K. Bogle Scholarship Committee
at The Netter Center of Community Partnerships, University of

Pennsylvania, providing scholarships to students from West
Philadelphia Public High Schools.

He holds a Master of Science in Nonprofit Leadership from the
University of Pennsylvania and a Bachelor of Science in

Information Systems Management from York College — Queens,
NY.



Donovan Wilson - President, UJAA and
IPP, St. Elizabeth Technical High School
(STETHS) Alumni Association USA Inc.

Donovan is the President of the Union of Jamaican Alumni
Associations (USA) Inc., and the Immediate Past President of St.
Elizabeth Technical High School (STETHS) Alumni Association
USA Inc. He has been a tax professional recognized by the
Internal Revenue Service and New York State for over 15 years.

Donovan graduated from Bernard M. Baruch College with a
Bachelor of Arts degree in Corporate Communications and a
minor concentration in Industrial Psychology. He has worked in
the Transportation industry for over 20 years and currently
operates his own travel consulting business, Travelnet
Consulting LLC.



Today's Discussion
Key Topics

» Most of today’s principles are
universal, regardless of the:

» Type of philanthropic engagement

» Number of people solicited
» The method applied
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This presentation is divided into four parts

>This Introduction
>What makes nonprofits distinctive
>Philanthropy
-(Why People Give)
>Fundraising

»(How to Encourage Charitable Giving)



mailto:MATT@MATTHUGG.COM

What makes nonprofits
distinctive?
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> the issue they address

> (and how they address it)
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> 1) Make money (profit)

> 1) Remain solvent financially
(profit in NP terms = surplus)

> 2) Deliver their Mission

; I h e refo re se e (C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.CO
www.NONPROFIT.courses
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Money and mission are
inexorably connected

>NO money.... No mission

>NO mission... nO money



mailto:MATT@MATTHUGG.COM

Philanthropy:

Why people give
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While Philanthropic Expression is Variable

> With... .
> Ethnicity A
> Religion

5 A
> Gender " ,
> Locality

> Age

((C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM ,
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At Its core,
Philanthropy is all about Mission

> You're a great person!
» But should the donor care about you?

» You have a great organization!
» But should the donor care about your org?

» Get out of the way:

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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Don’'t confuse them

Charity Philanthropy

5

Theyre cousins
Not twins
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Philanthropy vs. Charity

121 /41 = Philanthrop

>»121: One to One: Me to You

121/4me =

>»121: One to One: Me to You

For your mission recipient

Philanthropy: an organizational conte Charity: personal context

You never ask for you...

You ask for them You ask for your own benefit

= Fundraising

®




Giving USA: Who Gives the S ?

Of the nearly 5484.85 Billion
Americans Gave in 2021...

»67%: Individuals
> 19%: Foundations
»09%: Bequests
»04%: Corporations



mailto:MATT@MATTHUGG.COM

Giving USA: Who Gets the S ?

27%:

14%:

13%:

13%:

11%:

08%:

Religion

Education
Human Services

Foundations

Public-Society Benefit

Health

05%: Arts, Cult. & Humanities

05%: International affairs

03%: Environment/Animals

01%: Individuals

01%: Unallocated

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM ,
www.NONPROFIT.courses
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(© 1994 John Wiley and Sons)

Devout

Repayers
Socialites
Altruists
Dynasts

21%

10%
10%
09%
08%

Mission from God

Giving back
Giving is fun!
Because it’s right

Noblesse oblige, kind of

GDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses

&
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Philanthropy

(Science of Giving, Oppenheimer and Olivola, 2011)

The Science of Giving: THE SCIENCE
OF GIV l\(,

SPERIMENTA

Experimental Approaches to the ' y
Study of Charity

Oppenheimer and Olivola, 2011

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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Phllanthropy

of Giving, Oppenheimer and Olivola, 2011)

- Happy people give more
- Asking for sacrifice does not work
- Giving competes with entertainment

- Emotional appeals work



about:blank

Phllanthropy

of Giving, Oppenheimer and Olivola, 2011)

- Stories over stats
- Tangible results get results
- Religious people give more

- The ldentifiable Victim

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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Phllanthropy

of Giving, Oppenheimer and Olivola, 2011)

Volunteering increases
the propensity to give

Empathy Is related
to donation amount
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Ultimately, Philanthropy is...

The transfer of wealth

to accomplish a mission

(Money becomes Mission)
- Kind of like how mass becomes energy -
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Fundraising:

Encouraging
Charitable Giving
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Ten Methods of Fundraising

Countertop containers and clothing bins

Television (DRTV: direct response
television) and radio commercials

Billboards, newspapers, magazines

Social Media & Websites
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Ten Methods of Fundraising
GS Cookies & etc.
Black Tie Galas/Beef ‘n Beer

Out (phonathon) & In (telefund)
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Ten Methods of Fundraising

Postal, email, text
founda, corps & gov’t

Major & Planned Gifts

Auctions, Bell ringers, etc.
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Measures

Short term success measure
Long term success measure

Multiply yourself
More volunteers = More solicitations

More time

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM ,
www.NONPROFIT.courses
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The nature of the Commercial transaction

>You want something /I have something
»You give me money
>| give you product or service

>We're all happy. Transaction done.

: Business & Customer
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The Business/Customer Relationship
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The nature of the Nonprofit transaction

»The client wants something | have
>[t’s my mission to serve the client
>| provide a good or service to the client

>| ask you, not the client, to pay for the service

: NPO & Client & Funder

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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Bring donor closer to mission:
Emulate business/customer relationship

/N

Mission SRR EEEEE <

Recipients

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM
www.NONPROFIT.courses
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Top Down/Inside Out

> |n any successful fundraising

> Who are your top leaders & prospects?
> Move down from there

> Who is closest to the organization?

> If the top insiders won’t give,
> then why should anyone else?

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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The Fundraising Cycle

Stewardship Identlflcatlon
Solicitation Qualification

N /

Cultivation

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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of the donor to make the gift in the amount
that you're soliciting.

in the cause for which your soliciting

>Plus, you need to the person you're soliciting

Missing any one? No gift.

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM ,
www.NONPROFIT.courses
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The transaction — relationship

continuum
4= mmm) Relationship
Smaller gifts Bigger Gifts
Shorter Time Longer Time

Mass appeals Individual appeals
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Remember:

Not every relationship
eads to a gift...

but every gift
starts with a relationship.

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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Best prospects = Current donors

> Loss of current donors is

»AFP’s Fundraising Effectiveness Project shows that on
average, a of its donors

» BUILD RELATIONSHIPS!
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U -

. What do you know about

' anhd
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Lifecycle drives engagement and giving

>Less disposable income
>Develop a habit of giving smaller gifts

>More disposable income
>Ask for more significant gifts
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»What determines your asking amount?

» Past giving to your org?
»Giving to others?
»What others say?
»What they tell you?
»Time of donor’s life?

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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Discomfort?
Asking is when...

>Solicitor
mission

>The solicitor feels like asking is

>You the prospect that
your cause is right and just

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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The best Solicitations are...

»Not everyone should be asked or give the
same amount.

»Your Mission Is essential.
»Ask early and often.

In your Mission!
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Never say “no” for someone

> They're mature adults
> You don’'t know their motivations
> You don’t know their finances

> Glve them the opportunity to say YES
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Hear NO? |
Remember the 4 Questions

>|S It ?
>|S It ?
>|S It ?

>|S It ?
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Remember...

Giving helps
the Donor AND the Recipient

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM ,

49

www.NONPROFIT.courses
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Your Top Actions Today

Make

Recruit volunteers who know

Make fundraising a

V4

Develop a “

(C) 2023 HUGGDOTNET LLC / MATT@MATTHUGG.COM , www.NONPROFIT.courses
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Your Top Actions Today

Always, Always, Always

Connect giving with your mission!
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Want More?

Go to www.Nonprofit.courses

Thousands of Video of all lengths, free & paid
on Fundraising, Philanthropy and much more

NONPROFKT'L

WWW.NONPROFIT.COURSES
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MEET YOUR
FUNDRAISING FOR
NONPROFIT
ORGANIZATIONS TEAM

Igniting the Leaden in Yaou!
R. Perry Bloomfield Donovan Wilson
IPP, Kingston College President, UJAA and
Old Boys' Association IPP, STETHS Alumni
USA Inc. Association USA Inc.
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Leadership Development Academy

When: June thru August 2023

Where: Online Via Zoom

Why: IGNITE THE LEADER IN YOU

What: 14 June 2023 -  Nonprofit Fundamentals

28 June 2023 -  Building Bridges through Effective
Communications

12 July 2023 - Nonprofit Marketing

26 July 2023 - Fundraising for Nonprofit Organizations

19 August 2023 - LDA Summit with
Discussions, Keynote Speaker,
Networking, Awards and Prizes
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