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About the Presenter

A Member University of lowa Chapter of

Sigma Al pha Epsilon (1o 93)

A Served as Associate Executive Director of
the Sigma Alpha Epsilon Foundation
2001-2005

A Has 25 years of development experience
including roles at Indiana University,

Butler University, University of Chicago,
RIC and Ter Molen Watkins & Brandt Don Souhrada

President

A Specialist in evaluating institutional
donor bases in anticipation of a major
capital campaign

A Provides expertise in prospect analytics
to maximize philanthropic support
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FiveYear Annual Giving Analysis
by Total Giving and Number of Gifts

Gift Level FY FY FY FY

$100,000 +
$50,000- $99,999
$25,000- $49,999
$10,000- $24,999

$5,000- $9,999

$2,500- $4,999

$1,000- $2,499
$500- $999
$250- $499
$100- $249

<$100
TOTAL
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Client Case Study

Social Service Agency

A The organization was attempting to undertake
a multi -million capital campaign, but had a
weak board that was not stepping up with
large gifts

A The number of gifts to the organization had
declined dramatically

A Organization had recently purchased a
mailing list of 150,000 names for solicitation
to try to increase donor base. The mailing
generated a disappointing 150 returns or a
response rate of .001%

A The cost to mail to 150,000 people was
approximately $82,000 and the mailing
generated $2,250.
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Giving By Number of Gifts

Gift Level FYO7/ FYO8 FY09 FY10 FY11
TOTAL 18,064 16,672 | 13,619 10,979 9,314
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Giving By Number of Gifts
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Gift Level FYO7 FYO08 FYO09 FY10 FY11
$10K+ 6 7 12 12 9
$5K—9.9K 9 10 12 20 29
$2.5K-4.9K 27 34 24 38 41
$1K—2.49K 93 115 136 116 128
$500- 1K 173 188 188 196 207
$250-499 360 358 337 332 351
$100- 249 1,891 1,803 1,586 1,538 1,445
$50- 99 2,513 2,229 1,896 1,717 1,605
$15- 49 7,343 6,538 5,470 4,413 3,631
$0-14.99 5,649 5,390 3,956 2,867 2,267
TOTAL 18,064 16,672 13,619 10,979 9,314
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Giving Amounts

Gift Level FYO7 FY08 FY09 FY10 FY11
TOTAL $1.34MM  $1.44MM $1.43MM  $1.42MM  $1.34MM
Average Gifts

Gift Level FYO/ FYOS8 FY09 FY10 FY11
TOTAL $77 $87 $105 $129 $145
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Total Giving: Gifts Of $15 Or Les

Gift Level FYO/ FYOS8 FYQ09 FY10 FY11
TOTAL $45,490 $33,314 $25,548 $20,160 $15,954
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Total Giving: Gifts Of $15 Or Les

Hypothetical 70% Year Over Year Retention
Of Individual Donors Giving $25 Or More

Starting Donor Count 8948 8266 7553* 7135*

Retention Rate 70% 70% 70% 70%

FYAverage Gift $87 $105 $129

POTENTIAL LOST REVEN $30,885 $79,485 $122,421 $232,791
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Client Case Study G e
Private University

Gift Level FY09 FY10
$100,000 + 4 1 0 1
$50,000- $99,999 2 1 1 1
$25,000- $49,999 4 6 4 5
$10,000- $24,999 21 13 13 11
$5,000- $9,999 44 28 26 18
$2,500- $4,999 36 44 27 32
$1,000- $2,499 253 234 243 240
<$1,000 2,602 2,053 1,977 1,858
TOTAL 2,966 2,380 | 2,291 | 2,166
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Client Case Study
Private University

Donor Representation by Decade

25
20
15
m FY08/09
10 FY09/10
mFY10/11
5

#THEFoundationsSeminar




Client Case Study G e
Private University

Attrition Percentage by Decade
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Five Common Fails

Determine the real problem
Based on data, push for a realistic goal
Take advantage of the full fiscal year

Segment & test

o o Do Do Po

Incorporate phone solicitation in program
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Key Metrics

Dollar Goal:

Average Gift:

# Gifts Needed:

Closure Rate:

# Asks:

# Visits to Close:

Total Visits Needed:
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Key Metrics

Dollar Goal: $500,000
Average Gift: $25,000
# Gifts Needed: 20
Closure Rate: 33%

# Asks: 60

# Visits to Close: 3

Total Visits Needed: 180

Visits Needed/Month: 15
5

Asks/Month:
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Thank You!

Don Souhrada Find Us On

Email:Don@GreekGiving.com m n

Phone:224-999-8012
Mobile: 847-708-6927
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