
Major Donor 
Insights 

Nearly 90% of giving comes from 14% of donors.1 However, the number of nonprofits has grown 20% in the last 

10 years, which means increased competition for donors’ attention. The impacts of the COVID-19 pandemic and 

economic uncertainty have triggered a sense of urgency in the nonprofit sector. It is predicted that up to 30% of 

nonprofits will either merge, be acquired, or be forced to shut their doors due to insufficient funds.2 These factors are 

all happening against the backdrop of the largest wealth transfer in history: $68 trillion in the next 25 years.3  

Now more than ever, an effective major donor program is essential to attract, retain, and grow donors with capacity.

Find out more at www.thesignatry.com/nonprofits

Insights for a Successful Major Donor Program
Key Insight: Understand your donors.  

Why do donors give to organizations? 

• They believe in the mission of the nonprofit.

• They trust their gift will have impact.

• They have personal satisfaction, connection, or fulfillment.

Why do they stop giving? 

• They are asked too often or for too much.

• They are not thanked.

• The impact of the gift was not reported.

Use giving motivators to evaluate your development program. 

• Do you know why a donor gives? What part of the

mission resonates with them?

• How often do you ask donors for gifts?

• Do you have a thank-you process for major donors?

• What key metrics do you use to report impact?



Find out more at www.thesignatry.com/nonprofits
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Key Insight: Build a multi-dimensional view 
in order to serve your donors well. 

Donors need your nonprofit to accomplish the work they 

care about and your nonprofit needs donors to invest in 

the work. This is a partnership. Both parties have 

something to give and receive. True connection and 

service to donors is mutually beneficial.

Serving donors well starts with understanding them as multi-

dimensional people and ministering in those different areas. 

Asking focused questions to get to know donors, will enable 

you to consider all of their needs and concerns. This is an 

ongoing effort, built over time with trust, patience, and care.

• Personal needs: Are there family concerns where you

can offer kindness and check in to show you care?

• Business concern: Can you help them steward their

business by providing wise charitable strategies?

• Spiritual needs: Where can you encourage the areas

of passion God has laid on their heart?

As you understand their story and how it connects with 

your cause, you will be able to deepen the relationship and 

serve them personally. 

Key Insight: Communicate intentionally. 

Many major donors are visionaries. They are busy people 

who want to understand where your ministry is going. Cast 

a vision and be straightforward. Share about places where 

you are winning and places where there is need.

• Listen: Pay attention to themes donors share

that indicate areas of passion or concern you may

need to address. Listen to gain insight and hone

your communication.

• Share your why: Focus on the driving purpose of

what you do, rather than just describing programs.

How do you want the world to look different? Give

them a tangible vision.

• Tell an impact story: Be prepared with examples

that illustrate what is possible with your ministry.

You are looking not only to convey emotion, but

details of how impact was made possible.

• Ask them to invest: Be bold and clear in your

language. Asking for partnership conveys larger

purpose than just “Will you consider a gift?” You

need to help a donor understand their role, not just

a dollar amount.



Key Insight: Be a resource for the donor.

Major donors appreciate expertise. Becoming a subject 

matter expert will earn trust and add value to your 

relationship.

Cause
• What trends are occurring in your

area of focus?

• Are there key statistics you can share with

a donor to educate them further?

Organization 
• What is the differentiator of your

organization’s approach?

• What is an example of how you have navigated

a major challenge in the organization?

Charitable Giving
• Are there calculations or formulas that illustrate

the potential impact of giving to this cause?

• Ask about the giving tools they currently utilize.

Offer additional insights of donor advised

funds, asset-based gifts, and gifts outside

the checkbook.

• Do you have stories to illustrate potential

giving strategies?

Find out more at www.thesignatry.com/nonprofits

Take Your Next Step
Running a major donor program takes ongoing refinement and individual focus. However, the reward of Kingdom 

impact made possible through these partnerships is worth the effort. At The Signatry, our heart is to help partner 

with you in these major donor efforts in order to further your ministry to these donors. Learn more about our 

tools at www.thesignatry.com/nonprofits
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1 https://www.amperagefundraising.com/new-80-20-rule-fundraising/
2 https://www.washingtonpost.com/local/non-profits-coronavirus-fail/2020/08/02/ef486414-d371-11ea-9038-af089b63ac21_story.html
3 https://www.foxbusiness.com/markets/the-great-wealth-transfer-is-coming-what-you-need-to-know


