
A Very Incomplete Glossary of Fundraising Terms 

Acquisition Mailings: Renting or buying mailing lists in order to expand your donor 
base, a high-risk method that requires a significant amount of money to be spent with 
an extremely small immediate return 

Annual Fund, Campaign, Drive, Appeal: Coordinated fundraising efforts organized by 
the nonprofit, usually involving solicitors 

Bequests: Donations that are received as a result of the organization being named in a 
deceased donor’s will 

Cash gift: Not literally cash in many cases, it refers to gifts of money, as opposed to 
vehicle donations, stock gifts, and in-kind donations.  

Capital Campaign: A specific type of campaign, typically for a building, renovation, 
moving, or other infrastructure project underwritten by donations that are restricted to 
the campaign. 

Feasibility Study: A preliminary step in a capital campaign that’s done to assess 
whether there is sufficient existing donor support to undertake the capital 
campaign 

Silent Phase: Usually the first phase of an active capital campaign when lead 
donors commit the larger gifts and the campaign is then ready to go public 

Cash Reserves: Funding that the organization has on hand that does not have an 
expense attached to it 

Charitable Contribution: The term for a donation that is often required in requests to 
corporations 

Corporate Donation: A donation that is paid by a corporate entity not an individual 

Cultivation: What an organization does to get to know a prospective donor or to 
upgrade an existing donor 
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Culture of Fundraising: What a nonprofit has when fundraising work is disconnected 
from program work and the fundraising practices do not necessarily reflect the mission 
and values of the organization 

Culture of Philanthropy: What a nonprofit has when everyone in the organization 
takes part in fundraising and fundraising practices are mission-driven 

Donor: A person who gives a gift that is not considered a major gift 

Donor-Advised Funds: A means of giving a donation among major donors in which 
their money comes to the nonprofit via a fund the donor has set up with a foundation 

Donor Communication: A crucial part of fundraising, it involves the organization 
sharing news on regular basis, as well as annual reports and newsletters of any sort 

Donor Engagement: Providing the donor with options for working actively with the 
organization in a way that doesn’t involve giving money 

Donor Mailing/Solicitation: Typically any request sent to a donor or prospect by the 
organization and sometimes followed up on individually by staff or board. The request 
should not be the only communication sent by the organization. 

End of year giving: Also known as year-end giving, this is the fundraising done mostly 
between October and December when the majority of people are prepared to make 
donations. 

Endowment: A very large pot of money that the organization has raised that they 
typically don’t spend and instead invest in order to use the interest it earns for whatever 
they choose 

Events: The catch-all term for any gathering intended to raise the profile of the 
organization and raise money. Events can be hosted by the nonprofit or by others on its 
behalf. 

Fiscal Agent: The nonprofit that is a registered 501©(3) that a start-up nonprofit often 
needs to have a relationship with if they want to apply for foundation for other funding 

Gift: a donation 
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Gross versus Net Revenue: A crucial difference to remember in event-related 
fundraising never first to the total amount raised versus the amount after the bills are 
paid 

In memory of and In honor of gifts: Options donors are offered to dedicate their gift to 
a personal or family that is then notified by the organization. The amount of the gift is 
not typically included in the notification. 

In-kind Gifts: Non-cash gifts such as vehicles or auction items that the donor must 
provide written fair market value for 

Lapsed Donor/Major Donor: a person who is given to the organization before but not 
in the recent past 

Major Donor: A person who gives a gift above the amount that the organization has 
chosen to identify donors who will receive more tailored requests 

Matching Gift: Typically but not always an amount that an employer donates to the 
organization that is matched with the employee’s donation 

Peer-to-Peer Fundraising: In area fundraising that a board member is likely to be part 
of, it typically means asking friends, family, and your social circle for donations 

Examples are: 

House parties: outreach and fundraising gatherings you host and organize 
largely independently of the organization 

Facebook fundraisers: one example of the social media-driven request for 
donations from your network 

Event beneficiaries: can be any occasion including a wedding or birthday, for 
which you ask people to donate to the organization in lieu of the gift to you 

Planned Giving: The area of fundraising that involves helping major donors to decide if 
they want to include the organization in their will 

Pledges: A documented commitment by a donor to give a certain amount 
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Prospect: A person who’s been assessed as a realistic candidate for giving a donation; 
may also be a corporation or a foundation 

Recurring or Sustaining Donor: A donor who gives the same amount on a monthly or 
quarterly basis  

Solicitor: A volunteer, sometimes but not always a board member, who asks for 
donations and whose efforts are coordinated by the organization 

Sponsorships: Part of event fundraising, sponsorships are gifts at different financial 
levels with their own respective recognition benefits. 

Sponsor benefits and recognition: The ways in which an organization recognizes 
sponsors publicly for their event support. It can include anything the organization 
chooses but often involves putting the logo or name sponsor on event materials, giving 
a certain number of seats, and at the higher levels of sponsorship, recognition at the 
event itself 

Stewardship: Working with the donor to grow their relationship with your organization 

Tax Deduction and Goods and Services: If the nonprofit is a registered 501©(3), a 
donor’s thank you letter will state the amount of their gift and that it is tax deductible 
because they did not receive any goods or services. An exception for this is an event 
sponsorship or ticket purchase for which the nonprofit must deduct, for example, the 
cost of the meal provided from the total donation. 

The Ask: The actual request to a major donor, done by the solicitor 

Upgrade: When a donor increases the amount of their gift; sometimes via an explicit 
request in the solicitation and sometimes via subtle encouragement by the solicitor 

Workplace giving: A way of giving that allows employees to sign up for regular payroll 
deductions that are given to the nonprofit of their choice  
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