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Our Universal Truths
• Aging Donor Base

• Next Generation that isn’t stepping up at the same levels

• Pressure of raising annual gifts year and after

AND……
• We have extremely loyal donors

• Incredibly strong case for giving

• Long-term success and impact on our communities

• Recognizable brand

WE ARE PRIMED FOR ENDOWMENT



Building an Endowment Culture

1.Leverage National Resources 

2.Share examples/testimonials

3.Rally your leadership – get buy-in

4. Incorporate legacy language in your messaging

5.Provide high visibility to endowment wins
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Make a list of 5 
prospects



Cultivation





Cultivation- The Professional Advisors!!



Solicitation

Three strategies:

• Impact Area Endowment

• LOJE/PACE

• Mini-Campaign



Impact Area Endowment- Example #1

Jewish Education Endowment
Married couple age 70. No children:

When funds are received from the estates of DONORS, the following policies will be adopted:
• Funds will be invested in accordance with other endowment funds and at the discretion of 

the Jewish Community Partners investment committee.
• A one-time grant of $120,000 will be awarded to Memphis Jewish Federation to 

establish a Forever Lion of Judah for DONOR.
• A one-time grant of $250,000 will be awarded to NAME Congregation for its 

endowment.
The remaining balance will become the corpus of the DONORS Family Fund with an annual 
distribution amount calculated in accordance with the Designated Fund Agreement executed 
on September 12, 2024 (5% of the 3-year average balance fund on June 30 of each 
year) to inspire greater participation in formal and informal Jewish education among Memphis 
children in grades K-12



Impact Area Endowment- Example #2
Individuals with Special Needs & Annual Campaign Endowment

Male age 68.  No spouse or children:

An amount equal to 5% of a 3-year average fund balance on June 30 of each year shall be 
available for distribution to organizations and causes listed below which are qualified under 
section 501(c)(3) of the code and are not private foundations.

50% to organizations within or associated with the Memphis Jewish community that serve 
individuals with special needs (e.g. Dream Street).
50% to Memphis Jewish Federation’s annual campaign.

Although unlikely, should the Memphis Jewish Federation’s annual campaign no longer serve as 
a viable grantee, either because the organization no longer exists or the annual campaign is no 
longer the best vehicle to support the needs of the Memphis Jewish community, the Foundation 
Board of Directors will direct the grant to an alternate organization that most closely aligns with 
the mission and goals of Memphis Jewish Federation which is to “build and sustain a vibrant 
Jewish community in Memphis, Israel and around the world.”



LOJE/PACE

Behind every Lion pin is a woman. A story. A legacy. A future.
 

Lions of Judah wear their pin proudly – knowing that it’s an 

internationally recognized symbol of her philanthropy, 

commitment, Jewish values, and sisterhood. But the pin, as 

valuable as it is, doesn't have the power to share what being a 

Lion really means.
 

What happens when the pin gets passed down?

Lions now can pass on their legacy to the women of their family - 

the women they know and those who will come after.

Helping Lions ensure their Jewish legacy for 
generations to come.



Mini-Campaigns
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Create Mini-Campaigns

Name of 
Program

Annual 
Allocation

Annual Cost 

X20
Three 
Prospects

Are you 
assigned to 
these people 
for their 
annual gifts?



Big Ideas for Big Donors
A Leadership Approach to 
Major Gift Fundraising
1.  Philanthropic Inevitability

2.  Timing of the Ask

3.  Moving Towards “Prime”

Bill Stanczykiewicz
Senior Assistant Dean, External Relations, Indiana University Lilly Family School of
Philanthropy and Director, The Fund Raising School, USA



Philanthropic Inevitability

“… relationship-based, benefactor-centric, 
inquiry-driven fundraising.  To go from a needs-
based to a vision-based approach, fundraisers 
must be able to identify, develop, and 
articulate the organization’s investment-worthy 
ideas.” 

Nonprofit 
Mission & Vision

Donor’s 
philanthropic 

passion & 
values

Fundraiser 
Cultivation

Philanthropic 
Inevitability

Bout & Hodge, 2022

 



Timing of the Ask

Adizes’s organizational life cycle model



Moving Towards “Prime”

How do you know when your donor is 
“Prime”?



A philanthropic advisor who is 
involved with your Planned Giving 
Roundtable calls you about a person 
who you do not know and has 
significant wealth and no children.  
He is interested in your meeting with 
this prospect. 

Case Study
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