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First Things First
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from the standing-desk of
David H. King | President & CEO

7 Sins That Kill Your Fundraising
Try as we might to always do the right thing, we are all sinners. In
our everyday life, it might be as simple as sneaking a grape in the
fruit department at the grocery, or exaggerating the size of a fish
you caught; not admitting to eating the last cookie or not coming
to a full stop at a stop sign. 

Those may be small infractions that won't amount to much in the long run; however,
the sins you commit in your fundraising endeavors could mean the difference
between fulfilling your mission or shutting off the lights.

Here are seven sins we don't want you to commit.

1. Asking for money before engaging the donor. 
Engage in a sincere and meaningful conversation with your top donors before asking
for anything. Remember that asking for a gift is only one step in the "development
process" and it usually is not the first step. You need to "develop" the relationship
first and find the shared goals of your institution and the prospective donor.

2. Treating all donors the same. 
You may not like it, but not all donors are the same. Small donors are perfectly
comfortable responding to a snail mail or email request. Major donors require major
investments of time and energy and a personal relationship and request.

3. Thinking that donors to other organizations will not give to you. 
People give wherever they feel they can have an impact and most donors contribute
to five or more organizations. Even a donor who is supporting many other
organizations may have a very real interest in the area that you are serving and
want to support you, especially if they are an alum or current parent.

4 more here...

What Do Donors Want?
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By Nancy E. Peterman, Partner

Penelope Burk's second edition of Donor-Centered Fundraising was released this fall,
coincidentally, the same year that Crazy Rich Asians, a movie based on the book by Kevin
Kwan, hit the big screen. 

Burk quotes from Plutocrats: The Rise of the New Global Super-Rich and the Fall of
Everyone Else by Chrystia Freeland that in 1975, the top 1% of Americans earned 8% of
all income. However, 35 years later, the top 1% takes more than 22% of the income pie.
 

It's no surprise that while total giving to most institutions continues to rise, the number of donors is shrinking. 
Many organizations work diligently to acquire new donors, only to see them lapse after the first year. 

Burk's latest edition updates the research that she and her research firm started more than 20 years ago. Then,
as now, donors continue to state that their needs (in my opinion) are fairly simple and must be met before they
are asked to make another gift. 

According to her research, donors still want to be thanked promptly. They don't want the thank-you letter to be
a listing of the latest accolades or accomplishments of the organization, and strictly forbidden is an overt or
veiled request for more funding. 

Read more....

Listen and Learn....

Insights from AGB President On 
Board & Institutional Governance

What defines a successful board? How do institutions determine what
matters most on their campus grounds? Rick Legon, President of the
Association of Governing Boards of Universities and Colleges joins
Alexander Haas President and CEO, David King to discuss higher ed and
current issues impacting students on this edition of Futures in
Fundraising!
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Our Podcast Library is here...

We'd Like You to Know...

Transforming Institutions

Sweet Briar College in Sweet Briar, VA is a continuing
Client Partner. Proud to continue our partnership with this
institution.

The University of New Mexico School of Engineering in
Albuquerque is a returning Client Partner. Proud to again
work with this institution.

For more than 30 years, Alexander Haas has been a fixture in the nonprofit community. We are honored to
have worked with some of the largest, and some of the smallest, institutions that help make our country a
better place to live.

Take a look at our past and present 
Higher Education Client Partners.

Our Transformational Fundraising Services
You're just a jump away from learning about all the fundraising aids Alexander Haas has in its vault of
Transformational Services.

Jump!

3520 Piedmont Road | Suite 300 | Atlanta, GA 30305
404.525.7575
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