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NAWE arts 60-(Feb)62, eng(Feb)62(June)b6s BES
BLOOMBERG - Mr. Michael R.
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» | have always been grateful for the opportunity Johns Hopkins University gave
me. | made my first donation to JHU the year after | graduated: $5. It was
all I could afford. Since then, I’ve continued to build on that support to fund
research, teaching—and financial aid, which helps high-achieving applicants
from lower- and middle-income families to have that same chance at the
American Dream that | had.

» That’s what led to my gift today of $1.8 billion to @johnshopkinsu which will
make admissions there forever need-blind, provide more generous levels
of financial aid, ease the burden of debt, and make the campus more
socioeconomically diverse—something | hope will one day extend to all
students across our country.
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High net-worth donor
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Source: SSIR 2011 Spring

Donor Engagement Models

Py ramid Higr'?%i?ﬁ?iﬁii'i?d’ Vortex

Peer Influence

'Individual |

Communications

Individual

Automated, Low Touch Measure of Engagement & Ability to Influence Others
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our world is __and we're

changing... feeling it.
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INDIVIDUAL Number of Donors Il“llll

EXPECTATIONS

Importa nce Of United Ways farthest along in

delivering community impact
ImpaCt are outperforming their peers.
EMPLOYEE/

EMPLOYER
RELATIONSHIPS

Participation Rates ¢ e,

@b

Relationships ~ Lossof campaigns, decreases

in corporate giving and lack

tO Com pa n |es of access to employees drive

donor loss.

Awareness (adults 18-34) \
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Gap of Learning & Field
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IDENTIFY

CHALLENGE

EXPLORE
INTENTIONALLY OBSERVE AND RETHINK
STOP / LOOK / LISTEN / LEARN

YOU NEED TO KNOW YOUR SURROUNDINGS

HOW CAN WE GENERATE

SOCIALD

INNOVATION =

e

MULTIDISCIPLINARY
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RAISE MORE MONEY
BY SELLING YOUR IMPACT
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Only 3% of donors cares about the impact

n ETRERESNIE

B Deeper understanding of impact made.

B SHRER, ABIRKIBEAA

B Look for investors, not begging for donors

B iEERANAEREKSIAY BE "HE
B Understand impact from buyers’ perspective

B REREEER

B Clear definition of value proposition.
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people and organizations from
all across the community who
bring passion, expertise and
resources needed to get things
done. We invite everyone to

be part of the change.
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Bold Play
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Bold Play Commit To and
1 Implement a Single
Business Model that
Drives Impact AND
Increases Revenue

3.
\ Aad

TENIREE

Create New
Network Advisory
Group on

IMPACT
GROWTH
IMPERATIVE

Bold Play

3

Formalize
Community-Partner-
of-Choice Agreements
with Top 100

Corporate Partners 1
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