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Faculty vs. Fundraising

The Script... The Benefactor Factor

Sheldon: Tell him Dr. Cooper feels that the best use of his time is to employ his rare
and precious mental faculties to tear the mask off nature and stare at the face of God.

Amy: And consider this, without you to make the case for the physics department,
the task will fall to people like Leonard and Rajesh.

Sheldon: Are you trying to scare me? ‘Cause you’re succeeding.

Amy: Well, then prepare to be terrified. If your friends are unconvincing, this year’s
donations might go to, say, the geology department.

Sheldon: Oh dear no, not the dirt people!

Amy: Or worse, it could go to the liberal arts. The 15t episode of the fourth season of The
Big Bang Theory, aired February 10, 2011

Why is this sitcom material?




Fundraising in Academic Training

Teaching Research

Service

Faculty are not trained in professional fundraising or
private philanthropy

Many doctoral programs do not offer any fundraising
preparation

The closest we may get is learning to write grants
during doctoral study, and that focus tends to be
government funding, which is decreasing

If faculty are measured on three things... where does
fundraising come into play?




Changing Environment

“Voluntary support is becoming the only source of
real discretionary money and in many cases is
assuming a critical role in balancing institutional
budgets” (Leslie & Ramey, 1998, pp. 115-116)

“Private philanthropy is an important, probably in the academy :

essential, ingredient in making the American
research university the extraordinarily successful
institution it is” (Rothchild, 1999, p. 423) ==
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“Philanthropy was once used exclusively as a
margin of excellence for American high education.
Today, it is central to the mere existence and
daily function of academe” (Drezner, 2010, p. 195.)




Revenue Streams for Faculty

Sponsored Research —

Philanthropy — Institutional
Government Grants

University — and Individual Donors

State Funding

* Extremely competitive

» Large grants

* Labor intensive in application
& reporting

» Collaboration across
institution, less control

» Varying size gifts

* Motivated by passion & values
+ Built on relationships

+ Streamlined award process

« Restricted
« Limited

Which of these do you rely on to fund your work?




Perceptions of Fundraising

If fundraising and the nonprofit sector are

misunderstood...

* What is the general population’s perception of
fundraising?

 How do we fundraise in our faculty roles?

* Write down your greatest fear about fundraising.



Fundraising vs. Development

Fundraising Development
e Act of asking for e Cultivates and sustains
money ongoing relationships
e Episodic ; e Extends over decades

e Everything that improves
success when asking



Language that Oversimplifies Fundraising

*  Hit up — “We should hit up every former scholarship recipient for
a gift to our new scholarship endowment campaign.”

* Aggressive — “The Development staff is not being aggressive
enough in closing major gifts.”

* Low Hanging Fruit — “The Gates Foundation has a history of
supporting projects in this area. Clearly they are low hanging
fruit.”

* Money Left on the Table - “We got a gift of only $100,000 from
someone who could easily give $1 million? We certainly left
money on the table.”

* Untapped - “Our international alumni are a great, untapped
resource for major gifts.”

Source: Conley, Aaron and Genevieve G. Shaker. 2021. Fundraising Principles for Faculty and Academic Leaders. palgrave mcmillan, pg. 34.



Philanthropy for Academics

Philanthropy is...
* Defined as “voluntary action for the public good”

* best understood by incorporating critical thinking and looking at it from a multi-disciplinary
perspective,

* one way we have to respond when things go wrong in the world,

* an effort of blending the ideal and the practical,

* voluntary action, but also voluntary service and voluntary association, and
* an exchange of values.

Philanthropy is not transactional, and it requires relationship building.



Researching Philanthropy

Quantitative Qualitative Experimental

Applied Exploratory

5 journals devoted to nonprofit and scholarly research
3 scholarly associations




In 2024, Americans gave $592.50 billion to charity, growing 6.3% over 2023.
When adjusted for inflation, total giving grew by 3.3%.

Where did the generosity come from?

By percentage of the total

66% $392.45 billion

Giving by Individuals

increased 8.2% from 2023

19% $109.81 billion

Giving by Foundations
increased 2.4% from 2023

8% $45.84 billion

Giving by Bequest

declined 1.6% from 2023

Ovwer the last five years,
giving by individuals
grew at an annualized

average rate of 5.4%.

By comparison,

at an annu
average rate

$44.40 billion

increased 9.1% from 2023

*All figures on this infographic are reported in current dollars unless otherwise noted. The inflation
rate in 2024 stood at 2.9%, and results may differ when adjusted for inflation. Learn more in the
chapters.

Giving USA Foundation™ | Giving USA 2025

Donor-advised funds are

@ pesy
amonyg the fastest growing N

forms of giving. Learn more Four of nine subsectors reached their all time high in 2024,
about where grants from DAFs even when adjusted for inflation: education; health; arts,
go in the chapter on donor- culture, and humanities; and environment/animals.
advised funds.

Where did the charitable dollars go?

percentage of the total contributions* +——
¢ 1.9% U $146.54 billion to Religion

4+ 5.0% @ $01.15 billion to Human Services - 14%
+13.2% $88.32 billion to 14%
4 3.5% ﬁf $71.92 billion to Foundations . 11%
4+ 19.5% $66.84 billion to 11%
+ 50% (O $6051 billion to Health [
+17.7% é:% $35.54 billion to International Affairs I 6%

+ 95% "= $25.13 billion to Arts, Culture, and Humanities I 4%

+ 77% $21.57 billion to 3%
+119% (i1 $23.59 billion to Individuals I 4%

change in comparison to total raised in 2023

*Percentages for recipient categories are calculated using the sum of recipients, which can differ
from total giving for any given year. This difference is called unallocated giving, and totaled
-$38.60 billion in 2024.

Glving USA Foundation™, The Giving Institute, and the
Giving  Indiana University Lilly Family School of Philanthropy
USA™ e pleased to continue their partnership in providing the most
comprehensive, longest-running, and most rigorously researched
resource on LS. charitable giving, Giving USA: The Annual
LILLY PRMILY Report on Philanthropy. It is a privilege to report on Americans”
SCHOL D) THILANTHROPY  qeniercsity and related historical trends on L.S. charitable giving. Visit givingusa.org
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Giving USA Foundation™ | Giving USA 2025

Most recent data from
Giving USA, longest running
study of philanthropy trends
in the United States.

Does anything surprise you?



Faculty Engages with Philanthropy

It is vital to facilitate collaboration and a respectful partnership
between faculty, development, and institutional funders.

* Institutional funders = private foundations

* Depending on the type of foundation, the decisions may
be made by family or board, and often facilitated by a
program officer

* We treat these like individual donors

* Foundations have to give away 5% a year; however, many
are also following strategy set by their board

* Some foundations issue RFPs, but some are invitation only

* Remember that your partners at the TAMU Foundation
have some long-standing relationships foundations




Getting Ideas to Donors

Our future success depends on our ability
to connect the big ideas faculty are

FACULTY developing across the university to donors
who find them inspirational
Trust We want to:
| FOUNDATION * Deepen relationships between the
Connection TEAM foundation and our academic partners
/\ * Ensure that everyone on campus has a
,q\f" better understanding of the philanthropic

process and their role in it

* Meet demands in an increasingly
complex fundraising environment




How to Partner with TAMU Foundation

- ~ e - OUNDATION
* |deas

+ Introductions )
« Research « Explain funding * Relationships
« Knowledge in opportunities * Feasibility
their field . Shape case

« Connections
g CACULTY N\ / = NHONORS



Faculty Influence Prospects & Donors

* Mutual influence positively affects giving behavior

* Existing skills in teaching, critical thinking, and research design are
directly transferable to the process of donor cultivation Academic

* Faculty members can be the most effective fundraisers on campus

* Donors enjoy the cognitive component of interacting with faculty;
the feeling that the nonprofit organization has influenced his or her
thinking.

* Donors also feel that he or she might have some influence on the
goals and policies of the nonprofit organization, and that is where
the Foundation team can help support faculty.

* Foundations and private donors having multiple connections on
campus strengthens the donor relationship

Conversations
Lead to
Connection
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ldentifying Funding Opportunities

* Of all the work you are doing, which do you feel might be most intriguing to individual donors?
* Do you have your projects scoped in a way that is easily understood by anyone but you?

* What is the rationale for this research?

* What makes the research unique? Why should you and TAMU engage in the work?

* Who will your work benefit?

* How will this work benefit the audience you described?

* How much will this work cost, if you do it well, with no budget restrictions?

* How can you demonstrate impact of the work?

* How long will it take for you to complete the work?

* Do you have a center/institute that supports the work that can benefit from funding?



How to Work with Institutional Funders

* Examine their website closely to understand giving strategy and process

* If the foundation operates as invitation only, then respect that and try to build relationships
with the foundation team at conferences or through general inquiries into your work

* Begin the conversation before you need the gift
* Engage them in your thought process, as a partner in achieving a mission
* Review Requests for Proposals (RFPs) or Letters of Inquiry (LOIs) carefully

* Follow instructions — ex) if they say they review environmental proposals in Q3, do not submit
outside of the cycle

e Communicate frequently and honestly — they want to know if something changes
* Provide thorough reporting that demonstrates impact

* Ask them if how they want recognized and if they can share your work



Cultivation Steps

After we have identified the donor has: for your

an affinity propensity &
capacity

organization to give

Develop a personal cultivation strategy for each donors to understand them and for them to get
to know your organization better

First meeting — Get to know about them and their interests

Follow-up with next steps

Send handwritten note — even when newsletters or electronic announcements go out. Take
time to personalize for donors.

Invite for site visit

Event or to campus — invite the donor to sit with you, faculty, a Dean, ask them to sponsor a
table, ask them to host an aspect of the event

Enable them to feel special and appreciated




Explaining Research to Donors

Now, this can be the most difficult part of your
contribution to the development process.

Intriguing the Prospects Exercise

* \WWe must be able to describe our research in an

* The details of our work as faculty is foreign to many know

of our donors and friends of the institution . You will have 5 minutes to

explain the project and case
* Foundation program officers are often quite skilled as statement in a way that would
: pique the interest of a donor
subject matter experts and they may ask more

directly about your research . Switch roles, take 5 minutes to

share your research or project

* They do not connect with traditional academic talk.
We unintentionally come across as arrogant or as if
we are trying too hard.



Common Donor Questions

How will my gift be used?

Who else are you asking to give?

How is the project currently being funded?

N
Listening is a critical skill in
working with foundation

What are the plans for this project?

How will my gift impact the project?

Why do you need funding now? officers and major donors.
. _ They will share their
Who is on your board and how much have they given? interests and strategies.

What are your opportunities for partnership with other nonprofits?

How much do you spend on overhead and fundraising costs?




Build your Case for Support

Rationale for the Project — Why are we doing  Project Impact — Convincingly, explain how this project will
this work? What makes it important and affect Texas and beyond.

unique? Why should faculty and Texas A&M 1) Who will benefit from the project?

be doing this work?

2) How will you measure the success of the project?
3) How will you demonstrate the impact of the project?

*  Examining your case is the first step in the 4) How much will the project cost, if you will do it well and

PRl . without budget restrictions?
* Demonstrate you know why you are fundraising

- S
e  Must articulate a need 5) How long will it take to complete the work:

*  Must persuasively tell your organization’s story 6) How will you be able to share this work in Texas and

*  Must look like your organization — consistent beyond?
SIS R Sl R L 1 Ee 7) Do you have a Center, Institute, or partner on campus

donors connect . . . .
: - that will benefit from this funding?
* Must call people to action to join you



QUESTIONS?
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