Donor Structure &
Relational Giving

Evidence from a small, zero-staff nonprofit whose donor architecture

resembles major gift institutions — and what it reveals about the future of
philanthropic sustainability.

2023-2025 Dataset 116 Donors Pareto 80/20 Analysis The GIVE Study

§ 1 INTRODUCTION

A Predictable Pattern,
An Exceptional Result

Traditional fundraising literature often references the Pareto
principle — roughly 80% of funding from 20% of donors. More 2 0, 8 6 3
recent research in major gift philanthropy suggests an even

Mean gift — far above most small nonprofits

stronger 90/10 dynamic, particularly in organizations driven by

relationship-based giving rather than campaigns. 116 $6 870
b

The GOSUMEC dataset provides a compelling case study of this

dynamic within a small, zero-staff nonprofit raising over $2.4

million across just 116 donors.

Five Giving Circles,
One Philanthropic Architecture

CIRCLE THRESHOLD DONORS CONTRIBUTIONS SHARE OF TOTAL

® Visionary $100,000+ 9 $1,091,219 45.1%

® Leadership $50,000-$99,999 5 $300,590 12.4% s
® Benefactor $20,000-$49,999 18 $541,894 22.4% o
® Patron $10,000-$19,999 21 $259,647 10.7% 0

® Friendship Under $10,000 63 $226,804 9.4% 0



g§ 3 DONOR CONCENTRATION

Pareto Dynamics &
Emerging 90/10 Patterns

When tiers are combined, the structure reveals concentration patterns that closely

mirror major gift philanthropy at universities and hospitals.

7.8% 57.5% 79.9% 20.1%

Top 9 donors (Visionary) Top 14 donors (Vis + Lead) Core base — top 32 donors Community donors (72.4%)
Generate 45.1% of total funding — nearly 12.1% of donors produce 57.5% of revenue 27.6% of donors generate nearly 80% of 63 Friendship Circle donors represent
half the entire endowment from just 9 — classic major-gift concentration. total funding. The Pareto 80/20 pattern community legitimacy, social proof, and
relationships. confirmed. future donor development.

Where GOSUMEC Falls on the Philanthropic Spectrum

Top donor share (%) compared across organizational types

Typical Small Nonprofit Transactional model
4 GOSUMEC Foundation 45.1% Zero staff - 116 donors
Major Gift Institutions 60-70% Hospitals, foundations

University Endowments 70-90% Alumni giving campaigns

Ranges shown are approximate patterns reported in philanthropic research and may vary by sector and campaign structure.

THE GIVE STUDY - KEY INSIGHT

The top 9 donors (7.8%) contribute 45.1% of total funding, and the top ~10% generate roughly 50-55% of all revenue — aligning with major-gift

fundraising research showing that roughly 10-15% of donors often generate about half or more of philanthropic revenue.



The Evolution of the

Philanthropic Pyramid

As fundraising models shift from transactional to relational, the geometry of the
donor pyramid transforms — fewer donors, deeper relationships, larger gifts.

Transactional Model Relational Model
Top 20% Top 45%
Mid 35% core 35%
Base 45% Base 20%

$50-5250
20-30%
Volume

~20-30%

45.1% 12.4% 22.4% 10.7%

BENEFACTOR - 18 PATRON - 21

§ 5 FUNDRAISING MODELS COMPARED

Transactional vs.
Relational Philanthropy

TRANSACTIONAL MODEL

Revenue Through Volume Revenue Through Trust

$50-$250

~20-30%

Broad donor base
Volume of donors
20-30%

Campaigns & events

Wide & short

§ 6 - THE ROLE OF THE COMMUNITY BASE

High
40-60%
Relationships

High

9.4%

Concentrated

Relationship depth

Identity & trust

The largest tier — the Friendship Circle (63 donors, 54% of donors, 9.4% of revenue) — mirrors a widely observed pattern in philanthropy.

Although these donors contribute a smaller share of revenue, they provide critical functions: community legitimacy, mission visibility, social

proof, and future donor development. Their value lies primarily in community expansion rather than immediate revenue — and in a relational

model, today's Friendship donor is tomorrow's Patron.

"Sustainable philanthropy in small nonprofits
emerges from relational networks rather than

transactional fundraising systems."




g§ 7 IMPLICATIONS & CONCLUSION

What This Means for
The GIVE Study

The donor structure observed supports a central hypothesis of The GIVE

Study: This dataset suggests that relational donor networks can

produce sustainable philanthropic structures, even in very small

nonprofits.

"Philanthropic sustainability does not require a large
number of donors. It requires a dense network of
trusted relationships capable of producing
transformational gifts."

In this case, major donors share identity ties with the mission, many

relationships predate the organization, and giving appears driven by alumni
identity, trust, and shared purpose. This relational structure allows a small

nonprofit to function like a major gift institution without large

fundraising infrastructure.

90/10 EMERGING

Despite operating with no staff and just 116 donors, GOSUMEC behaves

structurally like major-gift philanthropic systems typically associated with

universities and hospitals.

The Friendship Circle — while contributing only 9.4% of revenue — plays

an indispensable role in community legitimacy and mission amplification. In

a relational model, these donors are not footnotes; they are the social

Infrastructure that makes transformational gifts possible.

These findings reinforce the key insight explored throughout The GIVE

Study: In this case study, relational philanthropy appears to compress
the traditional fundraising pyramid, increasing both donor

commitment and impact per relationship.

27.6%

~50-55% $0

of revenue from the top 10% of donors —
approaching the 90/10 major gift dynamic

of donors generate 79.9% of total funding —
confirming the Pareto 80/20 pattern

staff cost while structurally resembling major gift
institutions at universities and hospitals

GOSUMEC Foundation USA

Non Sibi Sed Omnibus — Not for oneself, but for all




