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Our donor base is declining?

• Less than half of households now give to 
charity, down from two thirds 20 years ago.

• Individual giving declined by over 6% 
according to Giving USA 2023.

• Numerous reports show giving declining by 
younger people and among lower-income 
households.



The financial and charitable power 
of Millennials and Gen Z

Sources: Bank of America Study on Philanthropy

Millennial average net worth 
doubled during the pandemic.
Most is in real estate: 
1/3 of wealth.

$33 Trillion
Purchasing power of Gen Z

81%

55%
Gave to a charity in 2021

Say issues matter more than the organization.



Rising Generations Have 
Different Giving 
Preferences

From Giving USA Special Report: 
Giving By Generation

Source: RNL, as published in 2024 National Alumni Survey



Our donor base is declining?

Source: RNL National Alumni Survey, 2024
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The Underlying Challenge in the Data is: 

Engagement



The case for engagement:
The worst fundraising day of the year was the best day ever…

• Gen Z and millennial donors
• Those who are not married 
• Those who are less religious

….are more likely to give through 
crowdfunding than to traditional 
nonprofits.

- IU Lily School of Philanthropy, 2021

“The most generous day 
ever on GoFundMe.”

   - January 2, 2023

$30B in GoFundMe giving since 2010



A Once-In-Generation 

Shift in Strategy Is Upon Us



The Great Wealth Transfer

$84 Trillion
From Boomers to Gen X, Millennials and Z

  $12 Trillion
  Anticipated to go to charity
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THE CHALLENGE OF THE SCROLL



Alumni and fundraising staff are 
drowning in data and starving for: 

Actionable Data



How predictive are the following 
factors in decision-making?

Social Science Trivia

Trivia

% predictive



Social Science Trivia

How predictive is Gender in decision-making?

Gender



How predictive is Gender in decision-making?

Social Science Trivia

Gender
8%



Social Science Trivia

How predictive is Race in decision-making?

Race



How predictive is Race in decision-making?

Social Science Trivia

Race
4%



Social Science Trivia

How predictive is Income in decision-making?

Income



How predictive is Income in decision-making?

Social Science Trivia

Income
6%



Social Science Trivia

How predictive is Personality in decision-making?

Personality



Social Science Trivia

How predictive is Personality in decision-making?

Personality
15%



Social Science Trivia

15%
PersonalityGender

Race 
Geography 

Income

18%



Social Science Trivia

Personality 
Gender 

Race 
Income 
Religion

Geography

38%
The Combination Effect



PRESSURE 
FORCES 
CHANGE
THE KEY STRATEGIES TO APPROACH 
THE NEXT GENERATION OF ALUMNI 
AND DONOR PROSPECTS



1. Clarify the brand and campaign story
2. Locate the most engaged prospects
3. Deliver the right messages

Fundamentals



who to
engage
ACUITY IDENTIFIES CAPACITY TO GIVE 
AS WELL AS WHICH DONORS
OR ENGAGERS ARE MOST PROMISING FOR 
DIRECT DEVELOPMENT EFFORTS

how to
engage

DARTS USE PSYCHOLOGICAL FACTORS LIKE 
PERSONALITY, MOTIVATION,
AND DESIRES TO ALLOW FOR DYNAMIC 
COMMUNICATION SEGMENTATION



750+ Variables

38.4% of alumni population

Current Alumni Current Alumni



OK, we know where they 
are but do we know if 

they are engaged?



ACUITY 
ENGAGEMENT ANALYSIS



But, do we know 
who they really are?



psycho graphics





UNIVERSITY PERSONALITY ALUM PERSONALITY

Connect 
the dots. 

Know what 
to say to 
your alumni.





Demo + Psycho

2.4x Match

3.1x Match

2.6x Match
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So, how do you
 know what is right?



Thank you !
Reach out to us with questions or to request a free 
lunch and learn session for your team!

Brian Gawor:  brian@jgacounsel.com
Scott Ochander: sochander@Carnegiehighered.com 

mailto:brian@jgacounsel.com
mailto:sochander@Carnegiehighered.com

