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In today’s ever-changing 
landscape, securing major gifts 
requires a fundamental shift from 
transactional outreach to the 
establishment of personalized, 
value-driven relationships. 
With economic uncertainty and 
evolving donor demographics, 
it’s imperative that nonprofits 
adapt how they identify, cultivate, 
and steward high-net-worth 
individuals. Moreover, in a crowded 
marketplace, distinguishing our 

organization from others plays a 
pivotal role in attracting and retaining 
significant philanthropic support. 

1.	 Data-Driven Strategic 
Qualification 
Predictive AI Modeling: Simply 
utilizing wealth screening isn’t 
sufficient anymore. Implement 
predictive modeling to gain a 
comprehensive understanding 
of donor engagement history, 
event participation, and digital 

interactions, paired with traditional 
wealth indicators. 
 
Dynamic Capacity and Propensity: 
Evaluate donors based on their 
alignment with your mission 
(propensity) rather than only their 
financial capacity. Remember, a 
wealthy donor with limited affinity 
may demand significant cultivation, 
whereas a fervent advocate with 
moderate means could potentially 
deliver a major gift sooner.



The “Warm Intro” Asset Map: 
Leverage the professional and 
personal networks of your board 
members and current major 
donors. Map these connections 
to uncover direct pathways 
to new prospects who share 
your organization’s vision and 
values, further reinforcing what 
sets us apart in a competitive 
marketplace. 

2.	Tailored Relationship 
Cultivation 
Values-Based Messaging: 
Today’s major donors want 
to understand why your 
organization matters in the 
current environment. Anchor 
your case for support in shared 
values, urgent societal impacts, 
and innovative solutions that 
differentiate us from others, 
instead of merely emphasizing 
operational stability. 
 
Experiential Engagement: 
Shift away from traditional 
formal events. Invite 
prospects to behind-the-
scenes programmatic tours, 
intimate salons, or roundtable 
discussions with your 
programmatic experts—
offering a firsthand look at our 
distinctive impact and mission. 
 
Hyper-Personalized 
Communication Pathways: 
Treat each major prospect as 
an individual market of one. 
Customize your touchpoints—
be it through frequency, method 
(text, call, brief videos), or 
content—according to their 
preferences, ensuring a personal 
connection that highlights our 
unique narrative. 

3.	Non-Traditional Ask Tactics 
Asset-Based and Non-Cash 
Giving: Up to 90% of wealth 
is tied up in assets rather than 
cash. Initiate conversations about 
gifts of appreciated securities, 
real estate, donor-advised funds 
(DAFs), or qualified charitable 
distributions (QCDs) from IRAs, 
emphasizing the tax advantages 
while aligning with our mission’s 
long-term vision. 
 
Co-Created Multi-Year 
Proposals: Involve donors in 
crafting the impact metrics for 
multi-year pledges rather than 
presenting a generic proposal. 
This collaborative approach 
allows them to feel like strategic 
partners in the project’s success, 
further establishing our 
organization’s commitment to 
shared impact. 
 
Blended Gifts: Encourage a 
strategy that combines an 
immediate major cash gift with 
a deferred planned gift (such 
as a bequest or charitable gift 
annuity). This option helps 
donors maximize their lifetime 
impact without compromising 
current liquidity, showcasing our 
forward-thinking approach. 

4.	Radical Transparency and 
Stewardship 
Direct Impact Reporting: 
Major donors act like investors. 
Deliver transparent, measurable 
impact data that connects 
their contributions to tangible 
outcomes, sharing both our 
successes and valuable lessons 
learned. This builds trust and 
enhances our reputation in the 
philanthropic community. 
 

“Sticky” Stewardship: Ensure that 
your first communication following 
a major gift is a heartfelt thank-
you message—such as a brief 
personalized video from a program 
recipient. This personal connection 
reinforces the significance of their 
support, showcasing the unique 
impact they have on our mission. 

5.	Structure the Dual-Narrative Ask 
(The Blended Gift Model) 
When asking for $100,000+ over 
five years ($20,000/year), employ 
a blended proposal structure that 
appeals to both the donor’s desire 
for immediate impact and their 
legacy goals:  
 
The 80/20 or 70/30 Split: Present 
a unified pledge total but illustrate 
how the funds flow. For a $100,000 
pledge, propose $75,000 for the 
immediate capital project (e.g., 
building, equipment, expansion) 
and $25,000 to seed an endowed 
fund. 
 
The “Impact vs. Permanence” 
Pitch: Frame the capital portion as 
the accelerator—what we need to 
build right now to handle urgent 
demand—while the endowment 
portion acts as the stabilizer that 
ensures the building’s programs 
have multi-generational funding. 
 
Family Legacy Naming 
Opportunities: Create a tiered 
menu of naming rights that 
combine both funds. For example, 
a $100,000 donor might gain 
naming rights for a physical room 
within the new capital project, 
while their endowment portion 
could permanently name an annual 
program or scholarship hosted 
within that space. 



For over thirty years, MGI 
Fundraising Consulting, Inc. has 
partnered with diverse nonprofit 
organizations to empower them 
in achieving ambitious goals. By 
leveraging the collective strength 
of communities and supporters, 
we help transform aspirations  
into realities. 

Our services include campaign 
feasibility studies, capital 
campaign consultancy, and 
development audits. If you’re 
interested in exploring how  
we can support your fundraising 
efforts, please contact John at  
(612) 801-5149 or via email at 
martinmgi@cs.com. We encourage 
you to add MGI to your RFP list 
for more information.

For further details,  
visit our website at 
 www.mgifundraising.com or  
call us toll-free at 800.387.9840.
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6.	Maximize the Five-Year Pledge 
Mechanics 
A five-year payment window 
requires financial structuring that 
makes the commitment highly 
attractive to wealthy individuals 
and family offices: 
 
Promote Asset-Based Pledge 
Schedules: Avoid asking for 
$20,000 in cash annually. Clearly 
specify in the pledge agreement 
that the commitment can be 
fulfilled via appreciated securities 
(stocks, mutual funds) or 
Donor-Advised Funds (DAFs). 
This approach allows families 
to bypass capital gains taxes 
each year while fulfilling their 
obligation. 
 
Leverage Multi-Generational 
Giving: For family-wide gifts, 
involve adult children in the 
pledge signing. Frame the five-
year timeline as a way for the 
family to pass down philanthropic 
values to the next generation, 
giving the children a voice during 
annual impact reviews. 
 
Offer Flexible Payment 
Escalation: Allow donors to 
back-load their pledges if they 
encounter liquidity constraints 
in the initial years (for instance, 
$10,000 in Year 1, increasing to 
$30,000 in Year 5). This ensures 
that while the legal commitment 
remains at $100,000+, the cash 
flow aligns with their current 
financial planning. 

7.	Deploy Multi-Year Capital and 
Endowment Stewardship Tactics 
The primary risk of a five-year 

pledge is donor fatigue or 
attrition in years three and 
four. Your stewardship must 
be flawless to keep the family 
engaged: 
 
Milestone-Driven Pledge 
Reminders: Avoid sending 
generic invoices. Connect each 
annual pledge reminder to a 
specific project milestone. For 
instance, instead of saying, 
“Your next $20,000 is due,” 
frame it as “As we finish the 
foundation of the new wing, 
your second annual installment 
will help us begin interior 
construction.” 
 
Annual Endowment 
Performance Briefings: High-
net-worth donors want to know 
how their money is managed. 
Provide a dedicated, transparent 
financial report each year 
that shows the endowment’s 
investment performance, payout 
rate, and assurance that the 
principal is safeguarded. 
 
By embracing these strategies 
and tactics—alongside a 
clear emphasis on our unique 
narrative and relationship-
building—we can cultivate 
deeper connections with donors 
and inspire major gifts that not 
only sustain but also propel our 
mission forward. Together, let’s 
navigate this new environment 
and stand out as a beacon 
of hope and change in the 
charitable sector. 

Warm wishes,  
Marti Letter Team  


