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3 Core Areas

1. Research and Scholarship

2. Education and Training

3. Thought Leadership and Public Understanding 



§Executive Certificate in Religious Fundraising (ECRF) 
is a four day intensive course with a practical application 
project that provides the research, tools and customized 
training to meet the growing needs of leaders in religious 
communities and fundraisers of faith-based organizations. 

§Cultivating Generous Congregations (CGC) is a 
seminar designed for congregational teams that examine 
key concepts to shape a comprehensive development 
strategy by exploring significant and necessary steps to 
creating lasting cultural change within a congregation. 

4EDUCATION AND TRAINING 



§ Provide an overview for trends in 
religious philanthropy 

§ Placing these trends in the context of 
donors. 

§ Reflecting on what that might mean for 
us as leaders.
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KEY TAKEAWAYS
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What We 
Know About 

Faith & 
Philanthropy
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TRENDS IN RELIGIOUS GIVING

Overall Giving 
up 0.7%

1.7% decline 
adjusted for 

inflation
$427.71 billion

Religion giving 
down 1.5%

3.9% decline 
adjusted for 

inflation 
$124.52 billion

Data from Giving USA 2019
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TRENDS IN RELIGIOUS GIVING

Individual giving 
down 1.1%

3.4% decline 
adjusted for 

inflation 
$292.09 billion

Data from Giving USA 2019

Giving by 
Foundations

Giving by 
Corporations

Giving by 
Bequest=
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Data from Giving USA 2019

2018 
Contributions: 
$427.71 billion 

by type of 
recipient 

organization

TRENDS IN RELIGIOUS GIVING
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Giving by 
type of 
recipient as 
a % of the 
total in five-
year spans, 
1979-2018*

TRENDS IN RELIGIOUS GIVING

Data from 
Giving USA 
2019



Trends in 
American 
Religious 

Life
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Pew Research Center. 
“America’s Changing 
Religious Landscape.” 
May 2015

RELIGIOUS TRENDS IN THE U.S.
“Rise of the Nones” 



RELIGIOUS TRENDS IN THE U.S.
“Decline in Church Membership” 



CHARITABLE GIVING TRENDS
“Decline in Number of Giving Households”  

While U.S. charitable giving 
remains at near record highs, the 

share of Americans who make 
donations is falling.
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STUDYING CONGREGATIONAL FINANCES

350,000 congregations in the U.S.

29% of all charitable giving goes to congregations

$125 billion is donated to congregations each year
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STUDYING CONGREGATIONAL FINANCES

• Don’t have to register with the IRS
• Don’t have to file annual tax returns
• Don’t have to disclose sources of 

contributions
• Don’t have to disclose expenditures

Little is known about the finances and 
economic practices of congregations



The Need 
for a New 
National 

Study  
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STUDYING CONGREGATIONAL FINANCES

• No in-depth representative survey in the 
last 30 years

• Existing studies may not either 
encompass broad cross-section of 
congregations or do not ask in-depth 
financial questions 
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SURVEYING CONGREGATIONS IN THE U.S.

Description of Sample: 
• 1,233 congregations 
• Response Rate: 40%
• All 50 States 
• Membership: 10 to 12,000
• Staff 0 to 65 full-time ministry staff
• Founding dates 1681 to 2017
• 108 Denominational groups
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ANALYTICAL FOCUS

RECEIVE: Who gives to congregations, when, and 
how?
MANAGE: How do congregations teach about 
money and finances, and how do they stewards the 
gifts they receive?
SPEND: How do congregations spend their 
financial resources to serve their members, community 
and beyond?



Current 
Steps Interviews Site Visits

• Clean, analyze, 
and present the 
survey data

• Executive Report 
Sept. 2019

• 100+ 
interviews with 
key informants

• 10-15 
Congregations

• Ethnographic 
observations, 
interviews, 
focus groups

NSCEP
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CHANGING TRENDS

Overall Attendees
39% Increase

Overall Budgets
48% Increase

23% remained 
the same

38% 
decreased

17% remained 
the same

35% 
decreased



FOCUSING ON THE MAKEUP
OF RELIGIOUS GIVING
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PEOPLE OF FAITH ARE GENEROUS GIVERS

@LakeInstitute

“Those who self-identify as religious give the 
majority of charitable donations in America.” 

(Schnable, 2015)

People of faith: 
§ Give more often

§ Give larger amounts 

§ Volunteer more 

§ Give more to religious and secular causes 
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PEOPLE OF FAITH ARE GENEROUS GIVERS
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Socio-Demographic Factors

• Older Age      Giving
Correlation Weakens at or after Age 65

• Gender ??
Debated by Scholars

• Income & Wealth     Giving
Yet, as a share of income/wealth those with less give more

• Education    Giving
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PEOPLE OF FAITH ARE GENEROUS GIVERS
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How do we measure religiosity? 

Religious Affiliation

Particular 
religious tradition 

identification

Religious Intensity

Typologies of 
beliefs and 
practices

Levels of 
engagement (e.g. 

attendance at 
religious services)
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LITERATURE REVIEW
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Affiliation

§ Jewish Giving > Other Affiliations
o But not as a share of income
o Donations directed toward “non-religious” institutions

§ Protestants Giving > Catholics

§ Evangelical Giving > Mainline Protestants
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PHILANTHROPY PANEL STUDY
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Total Average Annual Giving

No Affiliation Affiliation
$695 $1,590 
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PHILANTHROPY PANEL STUDY
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Total Giving* Giving to Religion*

Mean: All Recession years -3.0% -0.7%

Median: All Recession years -1.7% -0.9%

Total Giving* Giving to Religion*

Mean Great Recession years -7.6% -0.8%
Median: Great Recession years -7.6% -0.8%



NEW ERA OF RELIGIOUS GIVING Redefining Religious Giving
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NRIOs

RIOs

Congregations 

DISTRIBUTION OF GIVING TO 
CONGREGATIONS, RIOS, AND NRIOS

32%

The majority (73%) of Americans’ charitable giving goes to 
organizations with religious ties: congregations as well as religiously 
identified organizations pursuing a variety of charitable purposes.

41%

27%
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What is RELIGIOUS Giving?

Is it GIVING to 
specific religious 
organizations? 

GIVING 
motivated by 

religious values? 
OR

38@LakeInstitute



ERA OF RELIGIOUS GIVING What Motivates People to Give?

55% of Americans say their  
Giving is Motivated by 
RELIGIOUS COMMITMENT!

33@LakeInstitute
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WHAT DO WE KNOW?

1) Do you see these trends in your 
organization or your community?

2) How might the shifts in the 
religious landscape affect your work? 



ENGAGING THE WORLD OF
THE PROSPECTIVE DONOR
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2007: 
1. Give back to the community
2. Continue to support the same causes
3. Feel financially secure enough to give

2014/2016: 
1. To make a difference with my gift
2. Personal satisfaction 
3. Believe in the organization’s mission 
4. Continue to support the same causes
5. To give back to the community

NURTURING GIVERS Why People Give (U.S. Trust High Net Worth) 
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§They simply muddle through! 

§They follow their own rules of thumb!

§Their cultural values pre-designate 
their giving.

REVERSING THE PARADIGM Donor’s Strategies
Most Donors Have No Giving Strategy
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2016 High Net Worth Motivations: 
§ (75.8%) personal values 
§ (64.2%) Interest area 
§ (55.1%) Firsthand Experience with the 

organization

2016 High Net Worth Challenges:
§ 67.3% - Identifying what I care about and 

deciding what to donate to
§ 71.5% - Do not involve family in giving 

NURTURING GIVERS Motivations 
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§ Nonprofit Personnel 49.2%

§ Financial or Wealth Advisor 45.5%

§ Accountant 44.5%

§ Attorney 28.8%

REVERSING THE PARADIGM Engaging Donors 

Who are High Net Worth Donors Conversation Partners?
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1. Demand for transparency & accountability

2. Demand for data: “Is the cause legitimate?”

3. Desire to make a difference: “The joy of giving?”

NURTURING GIVERS Three Big Donor Trends

40@LakeInstitute | #LakeECRF
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WHAT DO WE KNOW?

1) What are the longings and desires 
in the hearts of your donors? 

2) What is the passion and/or pain 
that defines their philanthropy? 



Supply Side: 
The Inclination Model

§ Focus is on the individual 
and his/her passions

§ Potential donor is guided 
through a process of 
discernment

§ Goal:  to inspire the donor’s 
imagination

§ Result:  establishment of a 
relationship

Demand Side: 
The Scolding Model

§ Focus is on the case or need

§ Presentation is intended to 
awaken a sense of obligation 
or duty

§ Goal: guilt, via psychological 
or spiritual inducements, 
awakens donor

§ Result: contribution is 
secured

REVERSING THE PARADIGM Fundraising as Supply vs. Demand
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THE TABOO OF MONEY TALK 

“Taboo… is associated with something so sacred 
that to touch it or even talk about it is to expose 
oneself to considerable danger…”
Robert Wuthnow
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§ Engage donors in moral inquiry. 

§ Ask Questions: What do you want to pass on to or 
preserve for the next generation? How do you want to be 
remembered? 

§ Inquire as to the donor’s aspirations, their 
hopes for the future.

§ Invite them to imagine: to imagine the difference 
they might make were they to fund their dreams.

NURTURING DISCERNMENT
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“The wealthy are, in many cases, searching 
for a dimension beyond wealth. They are 
asking themselves penetrating questions 

about the purpose of 
wealth. How much is 
enough? Can I use my 
wealth to make a 
difference in society?” 

Charles W. Collier

NURTURING GENEROSITY

45



FUNDRAISING AS MINISTRY  Questions

1. What’s important to you?

2. What do you and your 
family value?

3. How do you want to be 
remembered? 

Charles W. Collier
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Your philanthropic story



TOOL KIT The Philanthropic Autobiography

1. What is your earliest family memory of giving and 
volunteering?

2. What are some of the practices of giving that you 
remember from your childhood? Did religion or a church or 
synagogue play a part in your family life?

3. Who have been some of your philanthropic heroes and 
role models in life?  

4. To what people and places do you feel a sense of 
gratitude?

5. What are the one or two life experiences that have shaped 
who you are today?
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Fundraising is . . .

FUNDRAISING AS MINISTRY
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…the gentle art of teaching 
people the joy of giving.

- Hank Rosso 



PROSPECTIVE DONOR Generational Differences in Charitable Giving
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“To the transformational 
fundraiser, it is the donor’s story 
that guides the fundraiser’s 
understanding of – and 
relationship with – that person.”

Henry Freeman

@LakeInstitute
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A way of seeing the world



CONNECT!

LAKE INSTITUTE ON FAITH & GIVING

@LAKEINSTITUTE

DAVID P. KING

KINGDP@IUPUI.EDU

CONTACT US: LFI@IUPUI.EDU ~ 317-278-8998


