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Laura Tepper

• Director of Development

• U. of Penn Law School

• 15+ year career includes 
annual giving and major 
gifts

• B.A. in American Studies 
from Mount Holyoke College 
and J.D. from Brooklyn Law 
School

Skylar Beaver
Annual Giving Network
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University of Pennsylvania Law School

• Penn Law was founded in 1790 

• Located in Philadelphia, PA

• ~12,000 alumni

• 1 of 12 schools and colleges

• $3M each year

• 30% alumni participation

• 3 full-time staff members 

• Unofficial mascot: “The Goat”

• “Advocates for a New Era” 
Campaign launching in April 2018
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Agenda

• Understanding mechanics of annual and major 
giving 

• Coordinating plans for cultivation and solicitation

• Soliciting donors for both annual and major gifts

• Stewarding donors for both annual and major 
gifts
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UNDERSTANDING MECHANICS 
OF ANNUAL & MAJOR GIVING
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Think about the differences

Purpose:

• Major gifts typically support endowed funds, such as 
scholarships or capital projects (e.g., buildings)

• Annual gifts provide more immediate budget-relieving 
discretionary funds

Incubation/Cultivation Period:

• Major gifts can take anywhere from a year to a lifetime to 
complete

• Annual gifts are usually true to their name and close 
within a fiscal year
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Look at the impact of cash vs. pledges

Even if pledged 
over 5 years, 

annual gifts are 
for immediate 

use.

Major gift 
payments usually 

go into an 
endowed fund that 

cannot be used 
until all payments 

are complete. 
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Consider the purpose of gifts

• Term dollars
• Filling financial aid gaps
• “Keeping the lights on”
• General budgetary needs
• Not usually directed to a very 

specific project or use
• Can provide steady year-to-

year funds

“Money to Grow on”
Major Gifts

• Usually endowed funds
• Can provide funding for new 

initiatives or emerging needs
• Cover expanding needs such 

as scholarships & faculty 
salaries

• Usually directed to very 
specific projects with 
specifications from donor

• When covering brand new 
programming, they usually do 
so on a very large scale

“Money to Live on”
Annual Gifts



Page 8Copyright Annual Giving Network 2018

Remember the 80/20 Rule
“80% of the money comes 
from 20% of the donors.”
• Applies to both overall 

giving and specifically 
to annual fund

• Cultivation of that 20% 
is very tailored and 
takes a “long game” 
approach

• The annual fund is the 
key “leadership funnel,” 
feeding all types of 
larger gifts
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Acknowledge the shared mission

To serve as stewards for the Penn Law community’s 
values through lifelong alumni engagement, 

continuing education and philanthropic opportunities 
in support and celebration of the School.
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Put the donor pipeline into action
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Find your leadership donors

Major Donors

Leadership Donors

Upgraded Donors

Regular Donors

Acquiring Donors
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COORDINATING PLANS FOR 
CULTIVATION & SOLICITATION
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POLL: Approximately how often do your annual giving 
and major gifts staff meet?

• Quarterly

• Monthly

• Weekly

• Never

• Not Applicable/Not Sure
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Bridge the gap

Joint Meetings
Shared Research
Circulated
Call Reports
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Make prospect management meetings inclusive

• Regular communication is key, but a good place 
to start is by having prospect management 
meetings for both annual and major gift officers

• Add highest level annual giving donors to the 
major gift pipeline, with separate expectations for 
annual and major gifts

• Identify 3-4 specific prospects, research them, 
and create a joint cultivation plan
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Create a joint pipeline

• Any gifts over a certain level, whether to annual 
fund or to a specific project 

• Makes for easier collaboration

• Ensures “high level” stewardship and the 
potential for additional asks

• Constantly builds the “next generation of donors,” 
especially during campaigns
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Make use of a shared database

• Create detailed call reports

– Include as many personal details 
as possible

– Give a good picture of capacity

– Provide info on potential areas of 
interest

• Share results

– Email all call reports to fundraising 
team

– Send specific reports to teammates 
with whom partnership is possible
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Use teamwork to brainstorm solutions

Reasons why donors 
don’t make major gifts

“You didn’t ask”

Unclear case for 
support

Bad stewardship 
after last gift

Teamwork solutions

Identify the best 
officer to make the 
ask

Work together to 
develop your story

Develop stewardship 
plan before the ask
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SOLICITING DONORS FOR 
BOTH ANNUAL & MAJOR GIFTS
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Consider differences in cultivation

• Mass mail appeals
• Broad message (with 

some variable language, 
maybe)

• Gifts made in current 
fiscal year

• Upgrades timed around 
reunions or pledge 
periods

Major Gifts
• Individual meetings and 

long-term relationship 
building

• Pitch tailored to each 
donor

• “Long game” for gifts
• Timed around campaigns 

or as needs arise

Annual Gifts
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Develop your pitch
• Think about the long term 

legacy vs. immediate 
needs

• Show unique impact of 
each gift, major and annual

• BUT… you can show how 
both gifts further the 
mission of your institution

• Know your data – major gift 
prospects want to know 
facts about impact
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Perfect the proposal
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Consider joint visits – but carefully!

• This approach is only appropriate for select 
donors

• Make sure donor will be receptive to a visit from 
two gift officers

• Strategize together beforehand

• Major gift officer usually takes the lead

• Make the case for separate gifts very clear

• Not usually used for the ask, may be helpful for 
cultivation or transition to new gift officer
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Create or revamp a leadership giving society

• Identify giving levels that would be extraordinary for your 
donors but also “doable”

– Create higher levels for the smallest group of donors

• Find existing donors who can be volunteer leaders

• What is in a name?

The	Red	and	Black	Leadership	Society
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Utilize leadership giving

• Identify donors at the highest level of your annual 
giving recognition society

• Invite them to small, exclusive events with school 
leadership

• Follow up a soft pitch at the event with 
individualized thank you letters or calls afterwards

• Another idea: invite top annual giving society 
donors to review a “draft” of the Dean’s campaign 
vision statement or strategic plan
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Add a Dean’s Appeal

• Small group of highest level annual giving donors 
who are also major gift donors

• Highly personalized and hand-signed by the Dean

• Thank for each gift, acknowledge for specific 
major gift

• Make ask for current or increased annual gift
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Think about the AG Scholarship

• Multi-year pledge of 
$10K/year or more

• Gift agreement for term 
scholarship

• Stewardship includes 
Scholarship Reports & 
invitation to meet-and-
greets with student 
recipient

“Annual Fund scholarships 
also have an immediate 
and powerful impact, as a 
current-use scholarship gift 
of $10,000 to the Rice 
Annual Fund is equivalent to 
the annual distribution of a 
$222,000 endowment.”
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POLL: How often do your major gift officers include the 
annual fund as part of gift proposals for major donors?

• Always

• Occasionally

• Rarely

• Never

• Not Sure
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Institute a Dual Pledge form 

Pledge                  

In support of and commitment to XYZ University, I, ______________, hereby pledge to pay XYZ University 
the sum of $__________________.  This gift will be used to establish _____________________________ 
and continue my support of the University Annual Fund. 

This gift will ensure the success of the University by helping to raise its profile among peer schools and 
compete as a university of choice for exceptional young minds and leading educators. 

This commitment will be paid to XYZ University in the following manner:

Endowment Unrestricted

Pledge Year 1 $ $
Pledge Year 2 $ $
Pledge Year 3 $ $
Pledge Year 4 $ $
Pledge Year 5 $ $
Total $ $

I prefer to make equal payments annually, with the initial pledge reminder in the month of ______________.

Agreement
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Make use of Giving Days

• Use the immediacy of Giving Day as leverage: A major donor’s 
annual gift could make or break Giving Day

• For challenge gifts: Sponsoring challenges can be a great way to 
engage major gift prospects and increase their support

• To secure large gifts before the big day so that it opens on a high 
note: Arrange for pledges from large donors in the weeks leading up to 
Giving Day

• As promoters: Florida State University 
found that most of their Giving Day donors 
learned about the opportunity through 
word of mouth – in 2012, a dozen major gift 
prospects made their first gifts ever to FSU 
through the school’s first “Great Give”
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Use reunions to identify and cultivate

Committees

• Major gift and annual fund officers should be consulted for 
volunteer suggestions

• Good way to jointly engage prospects who have been 
disconnected

Visits/
Cultivation

• Allow for joint visits for big prospects who are also reunion 
volunteers

• Class dollar goals make room for dual asks

Stewardship

• At reunion – opportunities to highlight dual gifts and 
potentially inspire classmates

• After reunion – joint follow-up notes, framed photos
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Use affinity to grow gifts

• 200+ alumnae

• Quarterly meetings/ 
conferences

• Gifts of $2500+ 
to any area of Penn

• Raising an additional 
$350,000 for an endowed 
scholarship

• 149 alumnae

• 2014: Goal of 100 
alumnae donors of 
$100,000+

• 114 donors within 3 
months

• Circle set a goal of 250 
scholarships by 2019
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Leverage your board members

The Small 
Cultivation Event

• Typically hosted by a 
board member

• Consider theming the 
event by affinity

• Invite a professor to speak

• No ask, but center topics 
around institutional 
priorities
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Don’t forget Planned Giving!

• Continued annual gifts can be punctuated with a 
future estate gift

• Consider other planned giving vehicles (IRA 
charitable rollovers, annuities, etc.) where income 
can be directed to annual giving and the 
remainder can be designated for a major gift

• Make sure to steward as a major gift – estate 
plans can be changed if a donor feels 
under-appreciated!
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Barnard Bold Impact Challenge

1. Name Barnard in will or through another planned giving 
mechanism

2. Tell Barnard about the planned gift

3. A gift of 50% of the value of planned gift will be made to 
a current-use scholarship fund

Ø Added bonus: stewardship of the major donors who are 
giving the matching funds!
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Suggest “early activation” of endowed gifts

• Typically, endowments don't start "paying out" until they are 
fully-funded

• Beneficiaries (usually a student or faculty member) would not 
receive any funds until the pledge has been paid in full

• Donor agrees to make an additional multi-year pledge to 
support current use/annual fund on top of their pledge to create 
an endowment

• The amount of the additional commitment would be equal to 
the estimated payout of the endowment (usually around 5%)

• Advancement department makes arrangements with finance to 
ensure that beneficiaries start receiving the funds right away
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Example: Early activation

Scenario: A donor is considering an endowed scholarship but wants 
to still have an impact while completing the payments.

• A regular $5k annual fund donor decides to make a major gift

• Pledges $100k to endow a new scholarship in their name

• Agrees to pay $20k per year for 5 years

• Finance stipulates that the fund would not be "active" until the 
end of the 5 year period

• Donor agrees to make an additional 5 year pledge of $5k per 
year to the annual fund in the form of a “term scholarship”

• Total pledge = $125k
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Benefits of early activation

• Donor intentions and impact are realized right away rather 
than having to wait until the pledge is paid off

• A larger overall commitment for the institution

• Uninterrupted support for the annual fund

• Raises donor’s sites
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STEWARDING DONORS FOR 
BOTH ANNUAL & MAJOR GIFTS
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Make stewardship a priority

• Appreciated donors come back!

• You have the opportunity to show the distinct 
impact of both annual and major gifts

• Even if the donor is a one-time major donor, they 
could be an annual donor for life

• The ask is customized to the dual donor, the 
stewardship should be too
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Send thank you notes

• Make them personal
– Handwritten

– Mention specific gifts/areas of impact

• Make them fast
– Within 24 hours of gift

– Prompt follow-up to visits

• Make them meaningful
– Include notes from beneficiaries of gifts

– Maintain the relationship
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Tailor dual thanks for dual donors

• Send hand-written thank you notes signed by 
both gift officers

• Call the donor together within 48 hours of the 
finalization of the gift

• Use skype!

• Create a simple smartphone video 

• Take a selfie with scholarship recipient(s) on first 
day of semester
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Make sure you are consistent

• All-girls boarding school

• Elderly alum had a personal relationship with a gift officer

• Never received an annual fund appeal – everything 
happened with phone calls

• After years of consistent stewardship, donor returned a 
planned giving appeal with the box checked affirming that 
she had named Foxcroft in her will

• The result was a transformational $40M gift that doubled 
the school’s endowment
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Use website profiles…
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…to highlight donors
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Spotlight donors at events

THE ANNUAL 
BANQUET DINNER

• Does not have to just 
be for directed gifts –
invite high level 
annual fund donors

• Create an opportunity 
to honor the largest 
annual donors

• Seat large annual 
fund donors with 
invited students who 
benefit from general 
financial aid or other 
areas supported by 
annual giving

MAKE USE OF 
DUAL DONORS!

• Have a videographer 
at banquet to capture 
“Why I Give” 
statements to use 
later

• Work with major gift 
officer to identify dual 
donors who might be 
willing to talk to 
prospects about 
larger gifts

• Highlight annual fund 
impact at high end 
donor events
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Give special donors special access

• Exclusive link to live feed of a high profile lecture 
event

• Small group dinner with a professor or dean

• Presidential Consultation Program
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Acknowledge during reunion weekend
Put donors on 
display (HBS)

• Create large scale 
profiles that can be 
hung prominently 
during reunion or 
other big events

• Utilize technology –
create profiles that 
can play on a loop 
on announcement 
monitors 

• Design stickers or 
pins especially for 
dual donors that can 
be proudly displayed 
on nametags

High Level Donor 
Reception (Wellesley)

• Deans Circle 
Luncheon at 
Wellesley president’s 
house

• Keep it exclusive –
top level annual fund 
donors and major 
donors

• President can 
highlight largest 
major and dual gifts

• Chance to inspire 
high level annual 
donors
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Key Takeaways

• Communicate, communicate, communicate!

• Annual and major gifts have different cultivation schedules 
and purposes, but they both support the same mission at 
your institution

• Identify the reasons why a major gift is the right next step 
for your donor, but also why sustained annual giving is 
essential to the success of your institution

• The best way to stress the importance of dual gifts is to 
celebrate them – publicly!

• Modern donors don’t want swag, they want access – you 
can steward dual gifts with opportunities that feel exclusive
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Become an AGN Plus Member Today!

AGN Plus Members can get unlimited access to all 
AGN webinars and additional benefits.

Use your registration for this webinar as a credit 
towards the membership fee for the next 30 days! 

To learn more, visit AnnualGiving.com or email 
info@annualgiving.com.
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