
AN OVERVIEW OF 

FUNDRAISING



1.  

FUNDRAISER 

ATTITUDES:

• Approach fundraising as something to 

begin and continue.  Avoid starts and 

stops.  Look for ways to improve as 

efforts continue

• Avoid a zero-sum mentality.  It is not 

the case that giving in one area will 

ultimately take money away in 

another area.  More often giving in 

one area helps giving in a related area.



2.  WHO DONATES:

$471.44b



2.  WHO DONATES:



3.  WHY 

PEOPLE GIVE:

• Trust has between the parish 
administration/pastor and the 
parishioners.  Trust involves:

1. Benevolence – Parishioners know the 
administration/pastor wants what is best for 
them.  Look for ways to show this.

2. Integrity - A friendly directedness that 
doesn’t sugarcoat or gloss over issues.  
Meaning what is said.

3. Competence – A sense that what’s planned 
can be organized and achieved.



3.  WHY 

PEOPLE GIVE:

• Donor motivations:

1.  Communitarian Motive – Giving just 
makes sense.  There’s a need, I have the 
resources to help, why not?  Most common 
motive for larger donors.

2.  Motive of Devotion – Giving is God’s 
will.  This motive may need prompting.

3.  Investor’s Motive – Giving will pay off 
in the sense that giving is good business 
and/or there’s a tax break for donating.



3.  WHY 

PEOPLE GIVE:

4. Socialite’s Motive – Giving is fun, it’s a way 
to socialize.

5. Altruistic Motive – Giving is a moral 
imperative.

6. Motive of Return – I’ve been helped and now 
it’s my turn   to help.

7. Dynastic Motive – Donating is a family 
business or legacy.

 *Any one donor can have a 
combination of these motives*



There is joy in giving and volunteering:

Giving and 
volunteering

Giving and 
volunteering 
reduce the level 
of cortisol, a 
stress hormone.

Giving and 
volunteering

Giving and 
volunteering 
stimulate 
pleasure and 
reward centers 
of the brain.

Giving and 
volunteering

Giving and 
volunteering 
reduce 
depression.

Giving and 
volunteering

Giving and 
volunteering 
enhance 
happiness.



86% of the people who give are inspired by a parish’s mission 

and vision.  

Mission is what a parish does daily.

Vision is what the world looks like when the mission is done 
well.

Mission and vision influence donations more than pamphlets 
or other props.



People are 

likely to 

continue 

giving to a 

project 

when:

• THEY PERCEIVE THE PARISH SERIOUSLY 

PURSUES ITS MISSION.

• THEY KNOW WHAT TO EXPECT FROM THE 

PARISH AFTER EACH INTERACTION WITH IT 

(CONSISTENT GOODNESS).

• THEY RECEIVE TIMELY THANK-YOU LETTERS 

(IDEALLY SIGNED).

• THEY HAVE OPPORTUNITIES TO EXPRESS 

THEIR VIEWS TO THE PARISH.



People are 

likely to 

continue 

giving to a 

project 

when:

5. They feel that they are part of an important 

cause.

6. They feel their involvement is appreciated by the 

parish.

7.  They receive information from the parish 

explaining how their involvement makes a 

difference or who is helped by their involvement



4. 

DONATION 

TRENDS:

Some Trends 

to Expect

By the percentages:

There is a 54% donor retention (donors repeat 
donations) rate for religious charities while 77% 
of donors give only once to non-profits.  

53% of donors to all non-profits stop giving 
because of bad communication from the 
charity they helped.

29% of giving to non-profits happens in 
December.  38% of this 29% is donated 
December 29-31.



4.  DONATION 

TRENDS:

Some Trends to 

Expect

4. For years 80% of the funds donated came 

from 20% of the  people. Due to income 

inequalities this ratio is becoming 90% of the 

funds donated are from 10% of the people.

• Generally a parish is able to give 2.5 times 

the level of ordinary parish income for a 

capital campaign.  

• Generally the biggest donors can give 10 

times the level of their ordinary 

contributions to a capital campaign.  



5.  

STRATEGIES:
In three short phrases:

Ask 

Thanks and Recognize

Share How it Helped

Asking tends to be a difficult part.  
So…



The Formula for Asking

Opening 
pleasantries:

Ask about their 
family, work, 

vacation, etc. 
Bond.



The 

Formula for 

Asking

 Share an inspiring story: 

 About the impact of your project and how it 

will help people. Answer questions directly 

and simply. Be honest about failings.

 “We’re raising funds for ___, and as you 

know, this will really help people by doing 

_____. For example (insert story here).”



The 

Formula for 

Asking

 Present the donor with a compelling 

opportunity to help:

 “Chris, would you prayerfully consider a 

gift of $_____?”

 If using a Gift Range Menu/Chart, don’t say 

a number, but place it on the table and ask 

them to give at the highest level possible.



The 

Formula for 

Asking

 Then remain silent! Answer questions 

simply and directly. Then remain silent 

again! This will be awkward.

 If they say ‘yes’, thank them joyfully and ask 

how they’d like to give.

 If ‘no’, ask if it’s not the right time, project, or 

amount.  You can negotiate some of those. If it’s 

still ‘no’, thank them anyway and ask what they’re 

inspired to possibly support in the future. Make 

note of what they say!



AN EXAMPLE OF A GIFT RANGE 

MENU/CHART

 Gift Amount # of Gifts Cumulative % of Total 

 $50,000 1 $50,000 10% 

 $30,000 2 $110,000 22% 

 $25,000 4 $210,000 42% 

 $10,000 10 $310,000 62% 

 $5,000 15 $385,000 77% 

 $1,000 20 $405,000 81% 

 Under $1k Many $500,000 100%



WHY US?  WHY NOW?

Washington County has 200,000 people.

Assuming that the Catholic population of Washington County is 

10% as it is in Utah in general, that means there are 20,000 

Catholics in Washington County.

Our Church seats 600 people and that includes the vestibule.  

Past 

generations 

helped us.  

What will we 

do for the 

future?


