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INTRODUCTION

Imost every American does it.

In 2007, the population of the United States gave $306 billion to
charity. That sum represents 2.3 percent of the average American’s
disposable income. Two-thirds of all households contributed funds to
nonprofit institutions. For each of the last five years, Americans donated
more to their favorite organizations and causes than they saved for
themselves. And of that total, corporations gave $15.7 billion, or about
1 percent of their pretax income.

Giving is not a spontaneous act. People, corporations, and foundations
donate funds largely because they are asked to do so.

It is a puzzle that while giving funds to nonprofit institutions is hardly
unusual, the act of asking seems so universally disliked, misunderstood,
and disdained. It is even more perplexing to discover that there is no must-
read, must-own guide to raising funds, given the hundreds of thousands
of Americans who struggle to solicit donations every day.

Yours for the Asking has been written for anyone who wishes to
overcome the fear or simply the hesitation of asking friends and strangers
for money. It is designed for those who wish to improve the effectiveness
of their fundraising. It is motivated by the conviction that more charitable
funds are available by orders of magnitude to prevent and cure disease,
eliminate poverty, expand education, and relieve the misery of the

xx1i1



XX1V INTRODUCTION

bottom billion human beings who find themselves seemingly fated to
occupy the lowest rung of the economic ladder.

The capacity and willingness of Americans to support nonprofit
institutions has withstood the test of time.

Of course, when employment, gross domestic product, corporate
earnings, and the stock market are rising at a vigorous pace, so, too, do
the prospects for robust giving. But even when the U.S. economy falters,
donations to charitable causes can remain vibrant.

After all, the case for many nonprofits strengthens as the economy
weakens and as all levels of government experience expense budget
cutbacks. For the poor among us, for the victims of recession, the Salvation
Army, Catholic Charities, the Federation of Jewish Philanthropies, and
Protestant Welfare Agencies and the local church and synagogue are an
indispensable safety net. In rough economic patches, more Americans turn
urgently for help to the vital services they provide. When jobs are cut, homes
are foreclosed, and government assistance decreases, the need for com-
pensatory charitable support is clear, present, and compelling.

For many Americans, the charitable act is habitual. It is performed
through thick and thin. Built into our values, giving to organizations and
causes we care about becomes an integral part of our lives. Central to our
identity, philanthropy comes naturally.

For the affluent, paying for charitable gifts tends to emanate from
accumulated assets, not annual income. The rich don’t donate funds from
paychecks. Their ability to be generous is much more a matter of stock
and real property holdings, alternative investments, and old-fashioned
dividends and interest. Blips on their economic radar screens should not
be an impediment to the generosity of those most fortunate Americans.

In any event, the advice offered here will work in good or bad economic
periods. A source of guidance for all seasons, you are invited to place the
precepts of Yours for the Asking into practice. Ride the wave of American
prosperity, or cushion the blow of occasional austerity, with this guide-
book at your side.

It is estimated that there are at least 125,000 full-time professional
fundraisers in America. Every one of them needs to read this book. And

fully 26,000 of them are members of the Association of Fundraising



