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LAUREN GROSZ

FOUNDER & CEO
LG. Philanthropy

| believe that there is nothing in this
world that | could do as well as or
love as much as | do fundraising.
The way | approach the work is the
way | approach most things | love
doing - with integrity, grit and
genuine joy.

| founded LG. Philanthropy with
the mission to uplift and empower
non-profit organizations and their
communities, facilitate their ~
remarkable endeavors in making
a positive impact on the world.




CREATING YOUR ROADMAP

Successful fundraisers rely heavily on establishing
mutual trust, connection, and understanding with
donors and the communities they serve.

Envision the endless possibilities that lie ahead for
your organization when you can inspire, educate,
and connect with individuals from diverse
backgrounds. You have the power to make a
meaningful impact, whether by offering valuable
Insights, evoking emotions, or initiating
conversations that lead to successful
relationships.
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STRENGTHENING YOUR RELATIONSHIP: GET TO KNOW YOUR DONORS &
POTENTIAL DONORS. WHO ARE

MAKE SURE TO STAY IN TOUCH WITH
YOUR DONORS. REVIST THE 6 STAGES THEY? HOW DO THEY ALIGN WITH
OF THE FUNDRAISING CYCLE & KEEP YOUR MISSION? WHY ARE THEY A
LONG-TERM GOALS IN MIND POTENTIAL DONOR?
TO ACHIEVE SUCCESS.
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§’ = IDENTIFY DONORS & POTENTIAL
SUPPORTERS BY ANALYZING
u REEOGNIT ON D THEIR GIVING HISTORY,
FINANCIAL CAPABILITIES,
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INTERESTS, & ENGAGEMENT AREAS

P H I I. A N T H R 0 P Y NEVER UNDERESTIMATE THE ' TO CREATE A PRIORITY LIST &
IMPORTANCE OF APPRECIATING MAXIMIZE DONATIONS.
YOUR DONOR. L Q
i
SOLICITATIONT  CULTIVATION
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ASK FOR DONATIONS BASED ENGAGE DONORS & PROSPECTS.
ON WHAT YOU KNOW. CUSTOM SPEAK TO THEM, ASK QUESTIONS
THE ASK BASED ON THE DONOR ’

& BUILD TRUST. THIS IS NOT A
OR PROSPECT & WHAT YOU
STAGE TO ASK FOR MONEY
LEARNED DURING THE oR SUPPoRy
CULTIVATION STAGE. ‘
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TAKE AMOMENT
TOREFLECT

What motivates you as a fundraiser?

What are the aspects of the work you
and your organization do that will inspire
people to become a part of your
organization in a meaningful and
impactful way?

Now take a moment to contemplate
what motivates the donor you are
working to engage.

What will inspire them?
How can they have impact, how can we

give them a platform to change the
world with us?



NOW WRITE DOWN YOUR THOUGHTS




|.  Give THOUGHT
Understanding Donor Motivation

7. Build TRUST
Consistency and credibility in
engagement

J. Be TRANSPARENT
Open communication for lasting
parthership

/. Work TOGETHER
Creating meaningful donor
collaboration




A SELECTION OF QUESTIONS TO CONSIDER r—
ASKING DONORS.... A

What inspires you to give back to our community? L \
What are your top goals when considering making a difference in our community?
How do you and your family plan for charitable giving?

What are your top goals when you consider giving to a non-profit/your community
outreach efforts?

How do you measure success when giving to a non-profit?

What key factors do you consider before choosing a non-profit to give to?

What are your expectations when you give to a non-profit?

How do you like to be recognized for your philanthropic giving?

Have you ever served on a non-profit board or committee before? What experience did
you find valuable? Challenging?

Do you enjoy visiting program locations or participating in planning activities or
philanthropic events?

CHOOSE 2 OR THREE QUESTION



TURNING RELATIONSHIPS INTO LONGTERM PARTNERSHIPS

THINKING THROUGH THE 4 T°S




This section is all about you. In order to truly build successful donor relations, you need to
understand what drives youl. In this section, please take the time to reflect on your personal and
professional goals as it relates to the mission you serve.

Think about your life, growing up, the changes you want to see and make in the world. Think about the mission of your
organization or of an organization you want to work for, what inspires you? What do you love about the work you are
doing? Why are you doing it?

WRITE YOUR ANSWER HERE...

Now think about the organization, what are the mission, values and goals? Why is the work important? What are you doing to
have transformational impact? How can someone help support your efforts?

WRITE YOUR ANSWER HERE...




Now combine your personal passion for your work with the mission and values of the organization.

WRITE YOUR ANSWER HERE...

Use the space below to write your 30 second elevator pitch. This is an integral part of the roadmap on your journey
to engage donors and build successful relationships.

WRITE YOUR ANSWER HERE...




In this section, let’s get to know your donor or prospect the right way. This section is all
about the donor. In order to truly build successful donor relations, you need to understand
what drives them.
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Needs

Desired Impact




INSPIRATION LG.

PHILANTHROPY

“Be like a duck. Calm on the surface but always paddling like the dickens underneath."
Michael Caine

“I alone can’t change the world, but | can cast a stone across the water
to create many ripples.” Mother Theresa

“A relationship is not based on the time you e "TQ D
spend together, it’s based on the foundation

you build together.” Unknown
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LAUREN GRADUATED FROM

MIAMI UNIVERSITY!
JOB DESCRIPTION FOR

L'Q/—N & IT WAS A REVELATION! »\/

EVENTUALLY, SHE BECAME THE AHA'S LAUREN SET MORE & MORE
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MY PASSIONS FOR
HELPING PEOFPLE,
ORGANIZING,

& FUNDRAISING!

THEN, COVID STRUCK.
LIKE MANY OTHERS,
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LAUREN JOINED THE %‘

& IT FELT LIKE EVERYTHING ah

SHE WENT TO WORK FOR

WHERE SHE WAS GIVEN THE

TRAINING & RESOURGES THAT_
TURNED HER INTO THE 7t

EXPERT FUNDRAISER SHE IS TODAY!
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THE ADA TO WORK AT
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CONTACT Lauren@LG-Philanthropy.com Q14-643-0248 Let’s Connect



https://calendly.com/lauren-grosz/lets-connect

