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WELCOME



Your success is our 
mission. We work 
collaboratively to 
create proactive 
solutions that meet 
each organization’s 
unique needs.

Fundraising Solutions
We provide a deeper understanding of why 
donors give and strategies for helping your 
organization raise more money. 

Strategic Planning
We lead your nonprofit through a thoughtful 
assessment to align goals with organizational 
values and create a bold plan of action. 

Board CatalystSM

We help you assess, strengthen and energize 
your board members to meet the challenges 
of today… and tomorrow. 
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OUR CLIENTS

We’re proud to work with 
nonprofits of all sizes that 
serve a range of interests. 

“In Aly Sterling Philanthropy, we know we’ve chosen 
the best consultant to help us thoughtfully plan and 
successfully orchestrate our first capital campaign. 

The leadership skills, hands-on project management 
experience and fundraising expertise the firm brings 

to the table is providing exactly the direction and 
counsel we needed to move forward with our 

campaign vision. We couldn’t have a more capable 
and effective project partner.”

Silvia Argueta
Executive Director | Legal Aid Foundation of Los Angeles

Explore our 
client list online. alysterling.com/clients
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Ø Defining the Donor Next Door
Ø Why are they important to your mission?
Ø How to find them 
Ø How to engage & connect
Ø How to implement a strategy
Ø Q & A

Agenda
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Giving USA Annual Report on Giving

A L O O K  B A C K
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2017 contributions: $410.02 billion by source 
(in billions of dollars – all figures are rounded)
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2017 contributions: $410.02 billion by type of recipient organization
(in billions of dollars – all figures are rounded)



“ I t ’s  e a sy  t o  fe e l  o v e r l y  o p t i m i s t i c  a b o u t  t h e  
b i g  h e a d l i n e s  w e ’ v e  s e e n .  W h e n  y o u  l o o k  a t  
t h e  p i p e l i n e ,  I ’m  n o t  s u re  t h a t  s a m e  s u c c e s s  

w i l l  c a r r y  i n t o  t h e  f u t u re ,  a t  l e a s t  n o t  
w i t h o u t  a  p ro fo u n d  c h a n g e  i n  d i re c t i o n  a n d  

s t ra t e g y.”

- J e f f  M a r t i n ,  s e n i o r  c o n s u l t a n t  E A B



What’s behind the data…
• O n l y  5 6 %  o f  A m e r i c a n  h o u s e h o l d s  m a d e  a  

c h a r i t a b l e  d o n a t i o n  ( i n  2 0 0 0  t h a t  n u m b e r  w a s  
6 6 % )  

• G i v i n g  d e c l i n e d  a c r o s s  e v e r y  a g e  g r o u p  a n d  
e v e r y  i n c o m e  a n d  e d u c a t i o n  l e v e l

• T h e  s h a r e  o f  g i v i n g  d r o p p e d  m o s t  a m o n g  5 1 - 6 0  
y e a r - o l d s

• 2 0  p e r c e n t  o f  h o u s e h o l d s  g a v e  8 3 %  o f  
d o n a t i o n s ; 1  p e r c e n t  o f  h o u s e h o l d s  g a v e  4 9 %  o f  
d o n a t i o n s

• O u r  d o n o r s  a r e  b e i n g  f l e e c e d  b y  o n - l i n e  g i v i n g  
p l a t f o r m s



“ I t ’s  c l e a r  t h a t  t ra d i t i o n a l  f u n d ra i s i n g  t a c t i c s  
a re  fa l t e r i n g . M a ny  g ro u p s  re c o g n i ze  t h i s ,  

b u t  t h e y  o f t e n  d o n ’ t  k n o w  h o w  t o  c h a n g e  t h e  
c o u rs e  a n d  d o n ’ t  h av e  t h e  m o n e y  t o  

ex p e r i m e n t .  Fa c i n g  e n o r m o u s  p re s s u re  t o  
p ro d u c e  b i g - d o l l a r  re s u l t s  t o d ay,  t h e y  p u t  

a s i d e  c o n c e r n s  a b o u t  t o m o r ro w. T h e y  a re  l i ke  
t h e  p ro v e r b i a l  f ro g  i n  t h e  p o t  o f  w a t e r  s l o w l y  

h e a t i n g  u p  t o  a  b o i l .  T h e y  m ay  n o t  re a l i ze  
t h e  d a n g e r  u n t i l  i t  i s  t o o  l a t e .”

- D a v e  S t r a u s s ,  N a t u r e  C o n s e r v a n c y



ENTER…
THE DONOR NEXT DOOR
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Defining the Donor Next Door

•Donors who give between $1,000-$10,000
•Committed, long-term donors
•Not high-maintenance
•Under the radar 
•Believe in your cause

Legacy

Major & Capital Gifts

Annual Gifts

Event Participants

Prospects
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Why Are They Important?

•Backbone of your fundraising program and 
future pipeline

•Recurring donors give 440% more 
•They give more of their income to charity
•Retention rates are better for mid-sized givers
•Perfect stage for planned gift consideration
•Can become your next volunteer leaders



HOW TO FIND THE 
DONOR NEXT DOOR
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How to Find the Donor Next Door 

Look in your database:
• Regular, loyal donors
• Mid-level support 
• Passionate about your programs/services
• Volunteer often
• Ambassadors for your cause
• Attend events (or attend as guests) 
• NOT YOUR USUAL SUSPECTS



17

How to Find the Donor Next Door 

If not in your database, they are near you:
• Already supporting and engaged in other, like-

minded organizations
• Somehow engaged in the periphery 
• Non-donors provided 70% percent of mid-level 

gifts when secured through face-to-face 
solicitation

• Waiting for attention 



HOW TO ENGAGE & CONNECT
THE DONOR NEXT DOOR
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How to Engage & Connect 

• Informal networks

• More like a major donor strategy

• Focus on stewardship
☑Mission-immersion; leverage leadership

• Treat them as if they’re investors (ROI)
☑Micro-campaigns = immediate impact

• Use a consistent message with this group 

• Create a group/circle name and identity
☑Make communication personal and targeted

• Provide a personal point of contact
☑Concierge approach 

• Be patient – marathon not sprint!



HOW TO IMPLEMENT A 
STRATEGY
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Implementing a Strategy

• Gain buy-in
• Create an ad hoc group 

☑Representative of demographic 
• Deploy focus groups or on-line surveys
• Update your Case for Support

☑Micro-campaigns/needs
• Create a strategy with timeline and KPI’s
• Update a stewardship plan
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Implementing a Strategy

What else? 

What’s holding you back? 

What mission-immersion experiences can you create?

What examples of micro-campaigns can you think of? 



Thank You

Q & A


