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"Why does it feel like we are running around like demented
chickens? Are we missing the obvious?"

Few people in the charitable sector do
not end up asking themselves such
questions. Striving to add as much
value as you can to your cause can
make your life increasingly frenetic.

THE IMPORTANCE OF MAJOR
DONORS

At Tarnside one of our main roles is
to work with clients on how to engage
and involve major donors. The
process is explained by a model - the
Tarnside Curve of Involvement (see
the ‘Best Practice’ page of the
Tarnside website,
www.tarnside.co.uk). But despite its
simplicity and clarity, some find the
model hard to accept, saying “it would
not wotk for us”. So we have started
to gather empirical data that will test
the model and convince doubters of

income comes from a very small
number of top-end donors. In fact
the top 1% of donations provided
50% of the charities’ income.

The exact percentage of income
within the different bands of
donations varies of course, but this
principle applies consistently to each
of the six charities from which we
have obtained figures. So, how can
you use this information to improve
your fundraising effectiveness?

THE TARNSIDE TOP 40
Further analysis of the largest
donations in these charities has led us

to a working hypothesis that provides
a clear basis for effective action:

Over 50% of income is controlled

If this hypothesis holds, then there is
a clear way forward. How fundraisers
manage these relationships is
absolutely critical to financial health.

RESEARCH

We want to test this hypothesis by
reviewing giving patterns in other
charities. We are looking for data
from as many sources as possible and
will of course share the findings with
all those who take part. Would your
organisation be interested in joining
our research?

All we ask is a simple analysis of your
figures and an hour of your time to
discuss them. Why not join in - you
may learn something surprising.

Contact Patrick Boggon on

the importance of major donors. by just 40 key relationships. 015395 68953
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