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[bookmark: _heading=h.r5k11skyld2y]Engaging Major Donors in Your Parish 
Dear Father, 
The best way to begin an endowment initiative in your parish is by personally reaching out to those who have already demonstrated deep commitment to your parish community. These conversations are not simply about financial support, but about inviting trusted parishioners to help strengthen the future of the parish they love. When leadership donors understand the vision and feel personally connected to it, they often become champions who inspire others to participate.
Experience and research both show how important these early conversations can be. A relatively small group of donors often provides the majority of charitable support. In fact, fundraising data shows that: 
· 14% of donors provide 89% of gifts (typically $1,000 or more), and 
· 4% of donors provide 76% of gifts (typically of $5,000 or more) (AFP Fundraising Effectiveness Survey). 
By engaging potential major donors first, you can gather feedback, build momentum, and create a strong base of support before launching a broader invitation to the entire parish.
We also know that these conversations may feel uncomfortable. Many pastors share that asking for financial support can seem at odds with their pastoral role, or that they worry about alienating parishioners. These concerns are common, and you are not alone if you share those feelings. Yet parishioners consistently tell us that they most want to hear this invitation from their pastor—someone they trust, who understands the mission of the parish, and who can speak authentically about its future.
At its heart, this invitation is not about fundraising, but about stewardship. It is about sharing the vision for your parish and inviting others to help sustain it for future generations. As Scripture reminds us, “For where your treasure is, there also will your heart will be” (Matthew 6:21). When parishioners invest in the mission of the Church, they deepen their connection to it. St. Paul also encourages us that “each must give as he has decided in his heart… for God loves a cheerful giver” (2 Corinthians 9:7), and our role is simply to provide the opportunity for that generosity to flourish. And as we reflect on the gifts entrusted to each of us, we remember the call that “to whom much is given, much will be required” (Luke 12:48). These conversations are an invitation for parishioners to respond to that call in a meaningful and lasting way.
You do not need to have the perfect words or a polished presentation. What matters most is your sincerity. Be yourself. Speak from your heart about the needs of the parish, the hopes you have for its future, and the importance of sustaining this community for generations to come. Your authenticity and pastoral leadership will mean far more than any formal script.
The following worksheet is designed to support you in preparing for these conversations. It offers practical guidance, conversation ideas, and simple tools to help you confidently engage your major donors and build a strong foundation for your parish stewardship and endowment effort.
We’re here to support you in whatever way you need,
Elizabeth Williams, MS
Executive Director
Catholic Foundation of Southern Minnesota

[bookmark: _heading=h.xu7g3w4w4vek]Major Donor Guidance Worksheet
[bookmark: _heading=h.jqhmw3i05pbx]Step 1: Identify Your Major Donors
Review your parish giving history for the past 2–3 years.
Create a list of:
· Highest annual donors
· Consistent leadership donors
· Families with strong parish involvement
· Individuals with known capacity or leadership roles
Find a helpful outreach tracking template on our website here.


[bookmark: _heading=h.t9z49ujrfk0s]Step 2: Set a Leadership Gift Goal
Before launching publicly, consider:
Your Parish Campaign Goal: ___________________________
Leadership Gifts Target (50–60% of total): ___________________________
Potential Matching Gift Goal: ___________________________
As you secure funds from initial donors, you can launch your endowment campaign with messaging around “Matching Gifts”: Example: If you secured $100,000 from major donor conversations, you can launch your endowment initiative with the following language: 

“We are grateful to share that several parish families have already stepped forward to help launch our parish endowment. Together, they have committed $100,000 as a matching gift. This means every dollar given by parishioners will be matched — doubling the impact — as we work together to build a lasting foundation for our parish’s future.”
Matching gifts inspire participation and build momentum to increase overall giving. You can include these invitations in your donor conversations, so they can see that their impact will go much further if they choose to give. 




[bookmark: _heading=h.bd93wwquexnp]Step 3: Scheduling the Meeting
Whenever possible, prioritize in-person conversations to meet at the Parish office, the donor’s home, a coffee meeting, after Mass (follow-up scheduled), or a lunch or dinner meeting.
[bookmark: _heading=h.tfcntovi3amr]Step 4: What to Bring to the Meeting
Bring simple, helpful materials with you:
· Parish endowment case statement (use our worksheet in our toolkit to create yours)
· How you think they might be able to support (e.g. $10,000 gift; estimate this based on 2-4x their annual giving level)
Remember, you can be conversational and you don’t have to make a formal presentation.
[bookmark: _heading=h.qc3grh5vwf8x]Step 5: Conversation Guide
[bookmark: _heading=h.ba2k1gilex2m]Opening
· Thank them for their support of the parish
· Share appreciation for their leadership
· Explain why you wanted to meet personally
· Welcome feedback about the parish - what do you love? How might we improve?
[bookmark: _heading=h.yc5y8jhzo2pp]Share the Vision
· Where the parish is today
· Needs or opportunities for the future
· Importance of long-term sustainability
· Role of the parish endowment
[bookmark: _heading=h.lhsneicirj7v]Invite Their Partnership
· “We are inviting a small group of parish leaders to help us launch this effort.”
· “Would you consider helping us establish a leadership gift?”
· “We are hoping to begin with a matching gift to inspire others.”
[bookmark: _heading=h.uwlysdop857w]Listen
Take your time throughout and allow time for:
· Questions
· Ideas
· Concerns
· Personal motivations
Remember, you do not need to have every answer. You can always say, “That’s a great question. Let me find out and get back to you.”

[bookmark: _heading=h.ov8hbs7ath3]Step 7: Follow-Up
After the meeting:
· Send a thank-you note
· Provide any requested information
· Confirm next steps
· Track commitments

[bookmark: _heading=h.ffzu2pktauf1]Major Donor Outreach Checklist
☐ Reviewed giving history
☐ Identified top donors
☐ Set leadership goal
☐ Scheduled meetings
☐ Prepared materials
☐ Held conversations
☐ Documented responses
☐ Followed up
☐ Confirmed leadership gifts
☐ Established matching gift (if applicable)

[bookmark: _heading=h.v6g5p9jc533h]You are not doing this alone!
The Catholic Foundation can assist with:
· Donor meeting preparation
· Case statement development
· Giving options and gift planning
· Matching gift strategy
· Campaign planning
· Donor follow-up support

Contact Us for Help: 
Elizabeth Williams, Executive Director
507-218-4098
ewilliams@catholicfsmn.org
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