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This session featured some of Kansas City’s leading 
philanthropic couples who shared their insights and 
perspectives on how they make giving decisions. Key 
takeaways include:

SESSION 1: 
Philanthropists’ Panel: Giving Decisions
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Hartsook and the Henry W. Bloch School of Management hosted 
The Power of Philanthropy Virtual Summit 2021. 

Key Takeaways Shared in Breakout Groups

Donor relationships are key to making inroads with 
major-gift donors.

Direct mail without a personal connection gets 
tossed. Misspelled names or “Dear Friend” are clear 
indications that there’s no relationship.

In 2020, with the introduction of virtual events, 
some major-gift donors are now willing to pay 
“not to go to another event.” So, hybrid events  
(in person with a virtual option) may become a 
permanent feature post-Covid.

“The person who does the asking matters in a 
huge way.” This was a great reminder.

Before asking for a gift, be clear on what to share 
regarding how the gift will benefit people and/or 
the betterment of the community.

Don’t forget to cultivate relationships with 
potential donors who are first-generational 
wealth versus only going to families known for 
generational wealth.

The idea that charity must always begin locally 
may be antiquated. Instead, rather than always 
focusing on local nonprofits, some donors want to 
give to the nonprofit that is having the greatest 
impact and best outcomes. Be world class in your 
best practices.

Appreciate and attract expertise and ongoing 
education. Continue to keep learning and growing.
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IUPUI-Lilly Family School of Philanthropy Women’s 
Philanthropy Institute members shared insights on 
research conducted by The Lilly Family School of 
Philanthropy, Women Give 2021: How Households 
Make Giving Decisions. Key takeaways include:

SESSION 2: 
Research Presenters: Motivations in Giving
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WOMEN GIVE 2021:
How Households  Make 
Giving Decis ions

The last time they studied how giving decisions 
were made, 73.4% of couples made giving decisions 
together (2005). In the recently conducted research, 
the percentage is down to 61.5%.

In 2005, approximately 10% of couples had one 
person making the giving decisions for the family. 
In 2020, that was closer to 30%.

When one partner makes the sole decision in giving, 
it is more likely to be a woman (15.3%) versus a 
man (12.1%).

Don’t assume you know who, in the family, is 
the decision-maker on giving. Seek to have both 
individuals at the table for discussions as you listen 
and determine who the donor/s would like to have 
continue the discussions.

Elevate your donor cultivation from transactional to 
transformational by learning what they care about 
most and discussing estate giving opportunities.

Women are more likely to inherit twice: Once from 
their own family and, then, from their husband.

Couples’ time is limited, so philanthropy is a way 
for couples to talk about important things together. 
These conversations can bring people together.

V I R T U A L S U M M I T

T

A K E A W A Y S


