
Questions To Ask
Donors About Why
They Give
The 4 Pillars of Donor Relations
Keep Your Donors
Asking
Donor-centered Fundraising
Reinventing Philanthropy
HIV and the Blood Supply
Communication Tips for Successful Donor Visits
Winning Gifts
Be a Wise Donor
Keep Your Donors
The 11 Questions Every Donor Asks and the
Answers All Donors Crave
The Life You Can Save
Cause Selling the Sanford Way
The Art of Giving
Productive Conversations with Donors
Joan Garry's Guide to Nonprofit Leadership
The Storytelling Non-Profit
Fundraising the SMART Way, + Website
The Ethics of Medical Data Donation
Blood Donor Counselling
Give Smart
Seeing Through a Donor's Eyes
Fundraising in Times of Crisis



Blood Donors and the Supply of Blood and Blood
Products
Engagement Fundraising
Money Well Spent
Effective Fundraising
Politics and the English Language
Mommies, Daddies, Donors, Surrogates
Strategic Fund Development
Be a Wise Donor
Major Gift Fundraising for Small Shops
The Kidney Donor's Journey
Blood Donor Selection
Monthly Giving
Ask Without Fear!®
Asking Styles
Asking about Asking
Fired-Up Fundraising

Questions To
Ask Donors
About Why
They Give

Downloaded
from

dev.mabts.edu
by guest

CUNNINGHAM
JAYLIN

The 4 Pillars of Donor
Relations The 11
Questions Every Donor
Asks and the Answers
All Donors Crave
Written by fundraising
experts Tom Ahern and
Simone Joyaux, Keep

Your Donors is a new,
winning guide to
making disappointing
donor retention rates a
thing of the past. This
practical and
provocative book will
show you how to
master the strategies
and tactics that make
fundraising
communications
profitable. Filled with
case studies and based
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in part on the CFRE
and AFP job analyses,
Keep Your Donors is
your definitive guide to
getting new
donors—and keeping
them—for many years
to come.
Keep Your Donors
Emerson & Church,
Publishers
Nonprofit leadership is
messy Nonprofits
leaders are optimistic
by nature. They believe
with time, energy,
smarts, strategy and
sheer will, they can
change the world. But
as staff or board
leader, you know
nonprofits present
unique challenges. Too
many cooks, not
enough money, an
abundance of passion.
It’s enough to make
you feel overwhelmed
and alone. The people
you help need you to
be successful. But
there are so many

obstacles: a
micromanaging board
that doesn’t
understand its true
role; insufficient
fundraising and donors
who make
unreasonable
demands; unclear and
inconsistent messaging
and marketing; a
leader who’s a star in
her sector but a
difficult boss… And yet,
many nonprofits do
thrive. Joan Garry’s
Guide to Nonprofit
Leadership will show
you how to do just
that. Funny, honest,
intensely actionable,
and based on her
decades of experience,
this is the book Joan
Garry wishes she had
when she led GLAAD
out of a financial crisis
in 1997. Joan will teach
you how to: Build a
powerhouse board
Create an impressive
and sustainable
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fundraising program
Become seen as a
‘workplace of choice’
Be a compelling public
face of your nonprofit
This book will renew
your passion for your
mission and
organization, and help
you make a bigger
difference in the world.
Asking Standish &
Wade Publishing
Cause Selling is the
key to forming long-
term relationships that
ensure the future of
your nonprofit. The
Sanford Institute of
Philanthropy's Cause
Selling Cycle explores
the eight steps that
successful fundraisers
must take to achieve
and surpass their
goals. Based on proven
for-profit business
principles, these steps
have been uniquely
formulated to combine
the best of the
business world with the

heart of nonprofit
fundraising.
Donor-centered
Fundraising John Wiley
& Sons
The completely revised
and expanded edition
of a fundraising classic
Strategic Fund
Development became
an instant classic the
day the first edition
was released. Now in
this expanded third
edition, it has been
revised cover-to-cover
with relevant new
information and useful
new tools and
resources. The book
addresses the needs
for fundraisers of every
level of expertise.
Experienced
development officers
find this an invaluable
reference tool for
educating their
colleagues and boards.
New fundraisers get
firm grounding in best
practice and what it
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really takes to do this
work. Executive
directors learn how
fundraising fits into the
organization and what
it takes to make
fundraising productive.
Contains in-depth
analysis about what
makes organizations
effective, including
things like leadership,
organizational culture,
decision-making
processes, systems
thinking, and well-
managed change
Offers comprehensive
strategic planning
insights, with detailed
steps, sample research
tools, retreat agendas,
and complete plans
Includes the same
tools and resources for
fundraising planning
This updated classic
provides essential
insights, with an extra
bonus: purchasers get
exclusive access to a
website of tools and

resources.
Reinventing
Philanthropy Random
House
The secret to getting
gifts and making
donors feel like
winners. Know the best
approaches to people-
centered fundraising.
Understand the role of
executive director,
fundraisers, program
managers, and
volunteers in the win-
win framework, the
importance of
listening, the case for a
donor-centered
approach, and the
direct ways these
concepts can be
applied in a variety of
fundraising settings.
Includes numerous
real-world examples
taken from the author's
own experience as
chief philanthropy
officer in nonprofits
and as a leader in a
well-known national
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nonprofit consulting
company. Thomas D.
Wilson is the vice
president and western
regional manager for
Campbell & Company.
His career in
fundraising spans more
than 25 years and
includes building
successful campaigns
from inception,
reinvigorating stalled
initiatives, and
board/staff training.
HIV and the Blood
Supply John Wiley &
Sons
In the first half of the
twenty-first century,
giving to family and
community foundations
alone will be ten times
in today's dollars what
it was throughout the
entire twentieth
century. Yet despite
tremendous innovation
in the social sector,
philanthropy's natural
state is under-
performance. Not since

Andrew Carnegie wrote
The Gospel of Wealth
has a book been
written that provides
practical guidance for
donors to get the most
impact from their
giving. Almost a
decade ago, Thomas J.
Tierney left Bain &
Company to co-found
The Bridgespan Group,
a nonprofit focused on
helping donors and
nonprofit leaders to
develop and execute
strategies to
accelerate social
change. In Give Smart,
Tierney pools his
hands-on knowledge
with philanthropy
expert Joel L.
Fleishman to create a
much-needed primer
for philanthropists and
the nonprofit
organizations they
support. Drawing from
personal experiences,
testimonials, and
Bridgespan's case
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studies, including those
of the Bill and Melinda
Gates Foundation and
the John D. and
Catherine T. MacArthur
Foundation, Give Smart
picks up where Jim
Collins' Good to Great
and the Social Sectors
left off and presents
the first in-depth,
expert guide for
engaged donors and
nonprofit leaders.
Communication Tips
for Successful Donor
Visits National
Academies Press
This could very well
become one of the
most important books
in our field. It is a
breakthrough of a
methodology that
really works. It's the
best antidote I've read
on taking the fear out
of asking. It will make
you successful. If you
already are, it will
make you more so.
(From the foreword by

Jerold Panas.) The
breakthrough concept
of the Asking Styles
makes it possible for
anyone to become a
more effective
fundraiser. Your Asking
Style is based on your
personality and unique
set of strengths when
asking for gifts. If
you've ever said to
yourself "I'm not a
fundraiser" or "I don't
fit the stereotype,"
embracing your Asking
Style will change your
entire mindset. Once
you understand your
strengths-and
challenges-you'll be
comfortable, confident
and effective. You'll
have a roadmap for
dealing with donors.
You'll know what to
say, how to conduct
meetings, and how to
close gifts.
Winning Gifts
Springer
Create a sustainable
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revenue model that
can propel your
mission-driven
organization into the
future Effective Fund
Raising: The Trustee's
Role and Beyond is the
result of author F.
Warren McFarlan’s two
decades of research at
Harvard Business
School, along with over
forty years of active
social enterprise board
service. This book
offers a depth of
knowledge and insight
that will prove
invaluable for trustees,
donors, and others
related to and
responsible for the
success of social
enterprise. Social
enterprise
organizations have
played a vibrant and
important role in the
USA for the past
century. And yet, the
business of fundraising
has not become any

easier or more elegant.
In this book, you will
discover how to help
raise the financial
resources that your
organization needs to
perform its good
deeds. This book
focuses on the steps
and strategies you
need to know to secure
funding to fulfill your
mission. Development
is the lifeblood of most
social enterprises, be
they large or small.
You’ll also discover
how to harness the
energies of the right
people to ensure the
long-term success of
your development
efforts. Learn why an
effective, sustainable
revenue model is
critical to the success
of even the most
exciting mission-driven
organization
Understand the core
elements of the
revenue model,
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including governance,
fees, the annual fund,
capital fundraising
campaigns, planned
gifts, and more
Develop a strong plan
for sustaining your
organization’s revenue,
regardless of
organization size Build
the skill of asking for
money and lead your
organization to a
revenue and
philanthropy
orientation Many social
enterprise CEOs spend
over half of their time
on fundraising. Why?
Simply put: without a
sustainable revenue
model, even the most
exciting mission-driven
organization will
collapse. The dirty
truth is that, with no
fund raising, there is
no social enterprise or
enduring mission. This
book will help you
shoulder the burden of
fundraising and ensure

the long-term success
of your venture.
Be a Wise Donor
Emerson & Church,
Publishers
This volume discusses
the current state of the
nation's blood supply--
including studies of
blood availability, ways
of enhancing blood
collection and
distribution, frozen red
cell technology,
logistical concerns in
prepositioning frozen
blood, extended liquid
storage of red cells,
and blood substitutes.
Keep Your Donors
National Academies
Press
Are your board
members beating down
your door with new
donors that are ready
to make a gift? If that's
not your reality yet,
international
fundraising trainer
Marc A. Pitman's "Ask
Without Fear!" is for
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you! In this fun, easy-
to-read book, he:
Explains in a step-by-
step, easy to
remember process how
to build authentic
relationships with your
donors -- and help
them connect with
your cause in the way
that matters most to
them! Identifies time-
tested research tools
to help you plan your
fundraising campaign!
Exposes the 7 most
common fundraising
mistakes -- and how to
avoid them! Shows
how to become skilled
at identifying a
person's personality
traits and tailoring your
message to fit their
personality -- even on
the fly! Perfect for
nonprofit employees
and board members,
Ask Without Fear!
helps you move your
fundraising from a
static, one-way,

organization-centered
monologue to a
dynamic, donor-
centered, two-way
dialogue. This book
gives you the tools to
raise serious money for
your favorite cause!
The 11 Questions
Every Donor Asks and
the Answers All Donors
Crave PublicAffairs
THE TIME HAS COME
This book is for you if
you know your job is
getting harder because
donor expectations
have changed, the old
orthodoxies and
conventions don't work
anymore, and
competition for the
charitable dollar is
growing. Engagement
Fundraising was
developed from the
perspective of a donor
who discovered
firsthand that the
impersonal, spray-and-
pray approaches of his
beloved charity were
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not only offensive but
also wasteful and
ineffective. With
Engagement
Fundraising, you can
be the fundraiser you
want to be, helping
wealthy and legacy-
minded individuals find
meaning in their lives
through giving. The
key is in leveraging
smart strategies and
powerful technologies
to engage your
supporters with highly
relevant, captivating,
respectful
communications. Try
Engagement
Fundraising and the
results will speak for
themselves.
The Life You Can
Save Renard Press Ltd
Originally published by
Stevenson, Inc., this
practical resource
helps nonprofit
professionals improve
presentation skills;
prepare effective

solicitation teams; and
train staff, volunteers
and board members on
the ask. It also gives
expert advice on
approaching donors for
major gifts, tailoring
individual proposals,
and improving efforts
to solicit major gifts.
Important topics
covered include:
Closing techniques
Donor communication
Overcoming call
reluctance The science
of asking questions
Negotiation skills
Setting the ask amount
Dealing with objections
and refusals Prospect
conversation starters
Major gifts advisory
committees Listening
skills tips Decision
delays Upselling
Corporate solicitation
Gift proposals Sales
skills Evaluating
prospects Please note
that some content
featured in the original
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version of this title has
been removed in this
published version due
to permissions issues.
Cause Selling the
Sanford Way John
Wiley & Sons
The 11 Questions
Every Donor Asks and
the Answers All Donors
CraveEmerson &
Church, Publishers
The Art of Giving John
Wiley & Sons
Written by fundraising
experts Tom Ahern and
Simone Joyaux, Keep
Your Donors is a new,
winning guide to
making disappointing
donor retention rates a
thing of the past. This
practical and
provocative book will
show you how to
master the strategies
and tactics that make
fundraising
communications
profitable. Filled with
case studies and based
in part on the CFRE

and AFP job analyses,
Keep Your Donors is
your definitive guide to
getting new donorsand
keeping themfor many
years to come.
Productive
Conversations with
Donors John Wiley &
Sons
During the early years
of the AIDS epidemic,
thousands of
Americans became
infected with HIV
through the nation's
blood supply. Because
little reliable
information existed at
the time AIDS first
began showing up in
hemophiliacs and in
others who had
received transfusions,
experts disagreed
about whether blood
and blood products
could transmit the
disease. During this
period of great
uncertainty,
decisionmaking
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regarding the blood
supply became
increasingly difficult
and fraught with risk.
This volume provides a
balanced inquiry into
the blood safety
controversy, which
involves private sexual
practices, personal
tragedy for the victims
of HIV/AIDS, and public
confidence in
America's blood
services system. The
book focuses on critical
decisions as
information about the
danger to the blood
supply emerged. The
committee draws
conclusions about what
was done--and
recommends what
should be done to
produce better
outcomes in the face of
future threats to blood
safety. The committee
frames its analysis
around four critical
area Product

treatment--Could
effective methods for
inactivating HIV in
blood have been
introduced sooner?
Donor screening and
referral--including a
review of screening to
exlude high-risk
individuals.
Regulations and recall
of contaminated blood-
-analyzing decisions by
federal agencies and
the private sector. Risk
communication--
examining whether
infections could have
been averted by better
communication of the
risks.
Joan Garry's Guide to
Nonprofit Leadership
Charitychannel LLC
Why should I give you
my hard-earned
money? Effective
fundraisers answer this
essential question
every time they ask for
a gift. What's their
secret to success?
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They have a winning
case for support. As
Tom Ahern, America's
premier fundraising
writer, makes clear, a
case isn't some fancy
argument you only
develop for capital
campaigns, when
you're chasing millions.
Successful donor
newsletters, websites,
annual reports, donor
acquisition programs,
email, direct mail,
advertising, planned
giving programs, and,
yes, capital campaigns,
too all have one thing
in common: behind
each stands a well-
reasoned, emotionally
satisfying case for
support. Donors are
sure to have questions.
Your case gives you
great answers.
Complements Ahern's
acclaimed book, How
to Write Fundraising
Materials that Raise
More Money.--

Amazon.com.
The Storytelling
Non-Profit John Wiley
& Sons
An honest assessment
for how to determine
your individual
relationship with
charitable giving in
today's world From
world-renowned
philanthropists Charles
Bronfman and Jeffrey
Solomon of the Andrea
and Charles Bronfman
Philanthropies comes a
comprehensive guide
on how to be a canny,
street-smart, effective
philanthropist,
regardless of your
income level. It is also
a perfect companion
for nonprofit program
and development
executives who would
like to introduce
donors to their work
and their
organizations. Despite
their critical
importance to
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philanthropy, donors
have few resources for
solid information about
making their gifts-
deciding what type of
gift to give, how to
structure it, the tax
implications, what level
of follow-up and
transparency they
should ask for and
expect, and countless
other complexities.
This book fills that
vacuum and helps you
gain a special
understanding of
philanthropy as a
business undertaking
as well as a deeply
personal, reflective
process. Drawing on
decades of experience,
the authors offer a
fresh, enlivening
approach to the
nonprofit enterprise
that, too often, is
undervalued and
thought of as the
province of the burnt-
out and the

overwhelmed. Along
with its many candid
insights and
memorable anecdotes,
The Art of Giving also
offers instruction on
how to create a
business plan for
giving that works for
you.
Fundraising the SMART
Way, + Website John
Wiley & Sons
Amy Eisenstein guides
you, in only five hours
a week, to safely and
surely meet the
challenges of getting
your organization
ready for major gift
fundraising, all the way
up to that all-important
ask--and beyond. If
you've been in
fundraising for any
length of time, you've
no doubt heard of the
"90/10 Rule." In its
simplest terms, it
means that 90 percent
of the funding comes
from 10 percent of our



16

16 Questions To Ask Donors About Why
They Give

2024-02-03

donors. Yet far too
often, the majority of
our time is spent
focused on low-yield
fundraising activities,
such as events. Amy
argues that the key to
successful long-term,
sustainable fundraising
lies in dramatically
increasing your
fundraising income
from individual donors.
And savvy fundraisers
will do well to heed her
advice. But how can
you get started? With
Amy at the helm,
guiding you in
developing your
organization's major
gifts program, you'll
find it's absolutely
doable. Amy doesn't
pull any punches. She
makes it clear, if you're
going to succeed in
major gifts, that
everyone will need to
be on board and that
effective and
consistent fundraising

training is a must. It's a
commitment.
Throughout the book,
she explains key
fundraising concepts,
the difference between
major gifts and capital
campaigns, how to
determine exactly
what constitutes a
major gift for your
organization, the
importance of gift
acceptance policies,
job responsibilities for
your major gift team,
the role of online
fundraising in major
gifts fundraising, the
role of direct mail,
maintaining your
database, and more. In
short, she cuts to the
chase to show you that
major gift fundraising
is something that, yes,
you can do. It just
takes focus and Amy's
know-how, marvelously
outlined within these
pages. Part One-- You
Can Raise Major Gifts
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in Only Five Hours per
Week! Chapter One:
The Secret to
Successful Fundraising:
Creating a Culture of
Philanthropy and
Professionalism at Your
Organization Chapter
Two: Creating Your
Strategy Chapter
Three: The Secret
Weapon of Major Gifts:
Engaging Your Board
Chapter Four: Creating
an Army of Advocates
and the Role of Social
Media Chapter Five:
What Does Bulk Mail
Have to Do with Major
Gifts? Part Two-- Are
You Ready to Ask for a
Major Gift? Preparing
to Ask Chapter Six:
Who Will You Ask for
Major Gifts? Chapter
Seven: Researching
Your Prospects: The
Fine Line between
Professional and
Creepy Chapter Eight:
The Art and Science of
Getting a Meeting: How

to Meet With People
You Know--and with
People You Don't
Chapter Nine: How to
Build Deeper
Relationships with
Major Gift Prospects
Part Three-- The
Moment of Truth:
Asking and Beyond
Chapter Ten: Get
Ready to Ask Chapter
Eleven: The Moment of
Truth (Time to Ask)
Chapter Twelve: More
Than Simply Thank You
Part Four-- Taking Your
Organization to the
Next Level Chapter
Thirteen: Considering a
Capital Campaign?
Chapter Fourteen: Can
a Small Shop Really Do
Planned Giving?
Chapter Fifteen:
Moving on Up: Taking
Your Organization to
the Next Level
The Ethics of Medical
Data Donation
Createspace
Independent Publishing
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Platform
"Working from
research conducted
over six years with
hundreds of charities
and donors, 'Donor-
Centered Fundraising'
paints a candid picture
of why donors stop
giving to charities they
once supported, and
what it will take to
preserve their loyalty
in the future. In clear
language and backed
by statistical evidence,
Penelope Burk explores
the pitfalls of our
traditional approaches
to donor
communication and
recognition and
articulates what donors
want but seldom get
from the charities they
support. The book
features
straightforward and
accessible calculations
that show how much
money charities are
failing to raise, and

offers a step-by-step
procedure for testing a
donor-centered
alternative and gaining
its acceptance in any
organization."--From
publisher description.
Blood Donor
Counselling John
Wiley & Sons
The difference between
success and failure
when visiting with
donors is
understanding how to
effectively
communicate, how to
question with purpose,
how to listen
attentively, how to
analyze nonverbal
messages and how to
concisely present
ideas. The ability to
communicate skillfully
and confidently with
donors is the most
important personal skill
you can possess. These
communication tips are
practical, proven
techniques for
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communicating
effectively with all
types of donors. You
will be able to build
stronger and better
relationships with
donors. Learning and

using exceptionally
powerful interpersonal
communication tips
and skills will make a
positive difference in
your career and in your
life.
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