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Purpose of this Presentation 

 
If the future of Rotary is in our hands, then we 
need the tools in our hands to build for the future.  
The purpose of this presentation is to provide the 
tools for achieving a successful annual giving 
campaign in your club, regardless of its size. 
 

What Tools Do You Need? 
 
Planning a successful annual giving campaign 
involves much more than setting goals and 
planning, although they are important.  Achieving 
success requires many different elements: 
 

Resources: Once you develop your plan, ensure 
you have the financial and other resources to 
achieve your goals.  

 
Commitment: Working your plan will take the 
entire year.  Have the dedication to achieve the 
goals your club sets. 
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Organization: Keep track of each contribution, 
donor histories, recognitions to donors, and 
status of recruitment, development, and 
solicitation of each donor. 

 
Knowledge: You’ll need to know: Who has given 
in the past and in what amounts? What has the 
club given? What recognitions are provided to 
donors?  Why motivates a particular donor to 
give to the Foundation? 

 
Motivation: You have to be motivated, and you 
will need to motivate the club and its leadership. 

 
Timing:  When do you approach donors for 
Sustaining Member contributions?  When do 
you launch a 100% Paul Harris Fellows 
campaign?  What is the best time to approach a 
donor to become a Paul Harris Society 
Member? 

 
Lead by example: A donor is much more willing 
to give if you have given.  The solicitor of the 
donation needs to have some “skin in the 
game.” 
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Team Work:  Most people cannot accomplish 
this job alone.  Select a committee that is 
admired by your fellow Rotarians, 
knowledgeable about the club’s giving history, 
and not afraid to ask someone for money—and 
who knows how to do it properly.   

 
Educated and Motivated Donors: Most people 
will be unwilling to part with their money unless 
they know that it will be used for a cause in 
which they agree, they know where it is going 
and how it will be spent, and the donation will 
benefit something in which they believe.  Your 
job is to find out what is important to your donor 
and to tell the story about the Foundation in a 
way that addresses the donor’s needs. 

 
Establish Your Club’s Goals 

 
Set a goal that is challenging but achievable, and 
motivating but definable.  Goals must be easy to 
understand and few in number. 
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For example: 
 
Goal 1: Increase the club’s annual giving to 
$17,875 and its per capita (per person average) to 
$325.00, which represents a ten percent increase 
above last year’s per capita giving. 
 
Goal 2:  Recruit four new Paul Harris Society 
Members who pledge to give $1,000 or more 
annually to The Rotary Foundation’s annual fund. 
 
Goal 3:  Become a 100% Paul Harris Fellows 
Club. 
 
Goal 4:  Become a 100% Sustaining Member 
Club by each member giving $100 or more to the 
Annual Programs Fund. 
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Obtain your club members’ buy-in to these 
challenge goals.  How do you do that? 
 

Circulate the goals to all members. 
 

Obtain board support for the goals. 
 

Create excitement about the goals and the plan.   
 

Build momentum and recruit members of the 
board and admired members of your club as the 
first Sustaining Members, Paul Harris Society 
Members, etc., in advance of a club assembly. 
 

Hold a club assembly and ask for a show of 
hands of all Rotarians who support the programs 
of The Rotary Foundation and want to ensure 
those programs have the resources to support 
your club’s service projects.  Recognize the PHS, 
PHF, Major Donors, Benefactors, Bequest Society 
Members, and Sustaining Members and thank 
them for their past support.  Present any 
outstanding recognitions (e.g., multiple PHFs). 
Describe how your club has benefited from the 
programs of TRF.  Outline the goals and the plan, 
and explain why they are achievable.  Ask your 
club to support each of the goals. 
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Sample Annual Giving Post Card 
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Make it Easy for Rotarians to Give 
 

1. Offer to complete all donor contribution forms (123-
EN).  This will have the added benefit of: 

Ensuring that the donor’s check is made payable 
to “The Rotary Foundation” 
Knowing the amount of the donation and tracking 
the donation in your records 
Getting the donation to TRF on time  
Ordering the appropriate recognition for the 
donor 

2. Encourage the use of TRF-Direct, which allows 
donors to give via EFT or credit card. 
 

3.  Allow members to donate with the payment of their 
club dues.  This will require you to educate the club 
Help the Treasurer to transmit the donations to TRF 
via a Multiple Donor Form. Also: 

Circulate an election form to all members.  (See 
sample on next page.) 
Include a line on the invoice of each member 
who does not return the election form that states: 
“Voluntary Rotary Foundation Sustaining 
Member Contribution:  $25” and explain in a note 
that the member can remove the amount from 
the invoice and elect not to support the programs 
of the Foundation or the club’s goal of achieving 
100% Sustaining Member Club recognition.  
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Sample Language for a Dues Election Form 
 

___  Yes, I want to support the programs of The 
Rotary Foundation and its support of the service 
projects of my Rotary club.  Please include on my 
quarterly club dues invoice a Rotary Foundation 
donation in the amount of: 
 

____  $25 (to be a Sustaining Member).  
Please add an additional $25 to my 
second quarter dues to ensure that I’m 
a Sustaining Member this year. 

 

     ____  $125 (matched with club Foundation 
Recognition Points to become a new 
or multiple Paul Harris Fellow) 

 

     ____     $250 (to become a Paul Harris Society 
Member.  Please forward to me a PHS 
pledge form.)  

 

____  I will make my contribution through TRF-
Direct on my credit card or by electronic transfer 
from my bank account.  Please forward to me a 
TRF-Direct enrollment form. 
 

Please return this form to Bob King, Rotary 
Foundation club chair. 



Achieving Your Club’s Annual Giving Goals for 2009-2010                                                                   
Scott Mills, District 7610 Annual Giving Chair 

Rotary District 7610 Foundation Seminar                                                                                                     August 22, 2009 10 

Educate Your Donor Base 
 
Building a highly successful annual giving 
campaign may take two or three years.   
 

This may depend on a club’s participation in, and 
lack of knowledge of, Rotary Foundation 
programs such as GSE, Matching Grants, 
Simplified Grants, Ambassadorial Scholarships, 
World Peace Fellowships, PolioPlus, and 3-H 
Grants.   
 

Educating your members about these programs 
and how they can advance (or have advanced) 
your club’s community, international, and 
vocational service objectives will speak to your 
donors’ desire to support both (a) the 
Foundation’s mission to do good in the world and, 
(b) your club’s mission to deliver quality service 
projects. 
 

Ideas for educating your club members: 
Present a Rotary Foundation Weekly Thought 
Invite speakers throughout the year to present 
programs that showcase TRF programs and 
projects (e.g., GSE teams, Ambassadorial and 
World Peace scholars, Matching Grant projects 

http://www.rotary.org/RIdocuments/en_pdf/trf_weekly_thoughts_en.pdf


Achieving Your Club’s Annual Giving Goals for 2009-2010                                                                   
Scott Mills, District 7610 Annual Giving Chair 

Rotary District 7610 Foundation Seminar                                                                                                     August 22, 2009 11 

Hold a Rotary Foundation training seminar in 
your own club, focusing on TRF programs as 
well as individual and club recognition and 
appreciation opportunities  
Include The Rotary Foundation on your club’s 
calendar: 

List important deadlines such as Simplified 
Grants, GSE, Ambassadorial Scholar 
interviews, World Peace Fellows, Matching 
Grant applications 
Plan a World Polio Awareness Day project 
for October 24, such as participation in: 

Purple Pinkie Project 
“The Final Inch” for Polio Reception 
Rotary Walk to End Polio 

Observe Rotary Foundation Month each 
November 
Hold a Paul Harris Fellows event annually 

Encourage all members to attend the Club 
Leadership Training Seminar/District Assembly 
and District Foundation Seminar and Banquet 
Hold a screening of the documentary “The Final 
Inch” and invite the public 
Actively pursue press coverage of your club’s 
TRF-supported service projects 

http://www.rotary.org/RIdocuments/en_pdf/trf_recognition_opportunities.pdf
http://www.rotary.org/RIdocuments/en_pdf/trf_recognition_opportunities.pdf
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Feature your club’s TRF-supported projects on 
your club’s website, in your club’s newsletter/
Facebook page, or in the District newsletter. 
Meet one-on-one or in small groups for happy 
hour, breakfast or lunch to discuss TRF with the 
members of your club.  Ask them what is 
important to them about their membership in 
Rotary and the opportunity to serve—what are 
their service goals.  Address with the members 
how TRF can address for each of them how to 
improve their ability to do good in the world—
give specific examples of programs that can 
help each member achieve their personal goals 
for service. 
Subscribe to TRF’s Foundation newsletters and 
share stories with the club. 
Circulate the District Foundation Newsletter 
within your club each month. 
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Timing Recruitment and Transmitting Donations 
 

If you cherry pick the Sustaining Member 
contributions first ($100 per member), you likely will 
get push back from donors who already gave and 
who could have afforded to give more than $100, 
when you later approach them to help the club 
achieve 100% PHF or when you begin recruiting 
Paul Harris Society Members, Major Gifts, etc. 
 

Suggested order in which to recruit donors: 
 

1. Major Gifts ($10,000 or more single gift; or, if an 
irrevocable pledge form is signed, the donation 
can be made in equal installments over three 
years. Donor immediately receives Major Donor 
recognition.) (See appendix for pledge form and 
guidelines, pp. 31-32.) 

 

2. Major Donor ($10,000 total in contributions; can 
donated be over several years.) 

 

3. IRA withdrawals by Rotarians 70.5 years and 
older.  Unless extended by Congress, December 
31, 2009 is the deadline for charitable 
contributions of up to $100,000 that are 
withdrawn from an Individual Retirement Account 
or other qualifying fund, without impacting the 
donor’s adjusted gross income.  (IRA Transmittal 
Letter and Form available online) 

http://www.rotary.org/RIdocuments/en_pdf/ira_transmission_letter_2008.pdf
http://www.rotary.org/RIdocuments/en_pdf/ira_transmission_letter_2008.pdf
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4. Paul Harris Society (District administered 
recognition program that recognizes donors who 
contribute $1,000 annually to APF.  Club receives 
banner with gold plate identifying each PHS.  
Member receives PHS “wings” and framed 
certificate.  Immediately qualifies for PHF or 
multiple PHF recognition.) (See pp. 29-30) 

 

5. Paul Harris Fellow (combined donation of $1,000 
in cash or Foundation Recognition Points).  You 
can approach members throughout the year with 
the opportunity to become a PHF.  Consider 
using Foundation Recognition Points.  
Recognition Points are granted to a club for their 
contributions to the annual programs fund or to a 
matching grant, when contributed via a Global 
Donor Contribution Form that identifies the 
matching grant number.  A member receives a 
Recognition Point for each dollar donated to APF 
after the member is recognized as a PHF.  Clubs 
can use the Recognition Points, 1 point=$1, to 
make a person a PHF or to “match” a donor’s 
contribution to assist them in becoming a new or 
multiple PHF.  Some clubs ask members who 
receive a “match” to pledge to contribute the 
same amount to TRF over the next three years.   
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Some clubs who receive commitments from 
members to donate via TRF-Direct or club dues 
will “advance” and transfer all or a portion of the 
points to become a PHF in exchange for the 
member’s commitment to donate an agreed upon 
amount over a period of time (e.g., 1,000 points 
in exchange for the donation of $125 per quarter 
over the next eight quarters). 
 

With proper planning and some luck, you can 
complete most of your 100% PHF Club campaign 
by December 31.  Remember:  You can be 
certified as a 100% Paul Harris Fellows Club by 
RI at any time during the year.  Timing is critical, 
because of the induction of new members, which 
are not excluded from the total. TRF presents this 
recognition only once to a club; District 7610 will 
certify a club as many years as the distinction is 
achieved. By the TRF and the District recognition 
is observed with the presentation of a club 
banner. 

 

6. Sustaining Member contributions ($100 per 
member).  This club recognition is certified as of 
June 30 of each year. 

 

7. EREY: every member gives “something” and the 
club per capita is at least $100 as of June 30. 
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Approximately 25 percent of annual donations 
arrive at The Rotary Foundation during the month 
of December, in time for donors to beat the IRS 
calendar deadline for tax deductions.  Another 40 
percent are sent between May 15 and June 30, 
before the end of the Rotary Year.   
 

In principle, donations are supposed to be 
credited if they are postmarked by December 31/
June 30 and arrive within 7 days of that date.  In 
reality, it does not work that way due to the huge 
volume of donations that are sent near these 
deadlines. 
 

In practice, it is advisable that you bundle all 
donations that are sent after May 1 and send 
them via FedEx or Express Mail delivery 
confirmation.  Keep the receipt with a copy of 
every donation form and check in the package 
that is sent.  Do not email credit card contributions 
during these times.  Try to complete your 100% 
Sustaining Member and EREY efforts well before 
June 1! 
 

Alternatively, members can more reliably make 
online contributions using a credit card.  This 
method is problematic, as it requires the member 
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Organization and Record Keeping 
 

Call the TRF Contact Center and request last 
year’s and the current year’s Donor/Contribution 
History Report [Have your club number when you 
call.  You will need to be a club officer or TRF 
chair to request the reports.]  The Contribution 
History Report itemizes each contribution by each 
member, along with the date of the contribution, 
method of payment, check number, and the TRF 
fund to which they contributed (e.g., Matching 
Grant, APF, Permanent Fund, etc.).  Ask that they 
send it in Excel format. [Suggestion:  Request this 
report from Contact Center monthly through May, 
and weekly or more frequently in June.   While 
you can email the Contact Center, phone calls get 
the most reliable responses.]  
 

Ensure that your Club President/Secretary has 
registered you as the TRF Chair, Treasurer or 
Executive Secretary for your club on the RI 
member database.  This will ensure that you have 
the authority to log onto the rotary.org Member 
Access business portal to access TRF reports.   
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Print the current EREY (Every Rotarian, Every 
Year) and the CRS (Club Recognition Summary).  
Transfer. 
 

Use these three reports to prepare an Excel 
spreadsheet to track the following information: 

Name (Spouse)   
   (e.g., Sandra “Sandy” Duckworth (Donald)) 

RI # (which also is the TRF donor number) 
APF Contribution Total Year-to-Date (sum this 
column for the club’s total annual giving and 
immediately below the total prepare a 
automated function/calculation of the total/base 
number of your membership as of July 1.  This 
will give you the per capita for your club. [Unlike 
your actual club membership, which may 
increase or decrease during the year, your base 
membership number for calculating per capita is 
the number of members reported to RI on your 
club’s July Semi-Annual Report.  If no SAR is 
filed, RI/TRF will assign a number, which may 
be higher, thus resulting in a lower per capita for 
your club and the district.] 
PHF (including +), PHS, Major Donor, 
Benefactor, Bequest Society (use a number 
code for this column 
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Sustaining Member prior year (indicate Y or N) 
Amount of last contribution 
PHS eligible 
Date of last contribution 
Recognition amount on CRS may not reflect 
donor’s actual giving, and may include 
recognition points from other donors. It should 
alert you to (a) when the donor is eligible for a 
PHF or multiple PHF, and (b) when to inquire 
with Contact Center about donor’s proximity to 
reaching Major Donor status. 
How donor gives (dues check off, TRF-Direct, 
check, credit card, etc.  Use number code.) 
Whether Donor is 70.5 or older (and eligible to 
make an IRA contribution before 12/31/09) 
Comments—keep track of who on your 
committee has volunteered to mentor/nurture 
that donor; what were the donor’s goals/
priorities; what information the donor has 
requested/been sent; when did your FedEx the 
donor’s contribution (along with FedEx tracking 
number); etc. 

 

Keep a copy of EVERYTHING that you send to 
TRF. Save the tracking information and fax 
confirmation sheets. 
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Review and save the following documents on your 
computer for use during your annual giving 
campaign: 

Global Contribution Form (123-EN) (writable 
pdf) 
Multiple Donor Form (094-EN) (writable pdf) 
IRA withdrawal and transmittal letters 
TRF-DIRECT enrollment form (998-EN) 
Paul Harris Society form  (see appendix) 
Paul Harris Society Q&As (see appendix) 
Major Gift pledge form (see appendix) 
Recognition and Transfer Request form (102 
EN) (writable pdf) 
Club Rotary Foundation Committee Manual 
(226-EN)  (read this for other ideas about 
executing a successful annual giving campaign) 

http://www.rotary.org/RIdocuments/en_pdf/123en_write.pdf
http://www.rotary.org/RIdocuments/en_pdf/094en.pdf
http://www.rotary.org/RIdocuments/en_pdf/ira_transmission_letter_2008.pdf
http://www.rotary.org/RIdocuments/en_pdf/998en_usa.pdf
http://www.rotary.org/RIdocuments/en_pdf/102en.pdf
http://www.rotary.org/RIdocuments/en_pdf/102en.pdf
http://www.rotary.org/RIdocuments/en_pdf/226e_en.pdf
http://www.rotary.org/RIdocuments/en_pdf/226e_en.pdf
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Cultivating Large Donations 
 

1.Identify the donor—this step requires you and 
your committee to know something about your 
potential donors, their lifestyles, incomes, 
business relations, charitable goals, etc. Is s/he 
the millionaire who lives next door?  Does s/he 
have children at home or still in college?  Is s/he 
still working after age 65 because s/he wants to 
or has to? Obviously, these are questions that 
your committee would need to know based on 
their existing personal knowledge of the donor, 
and would not likely raise with the donor, 
personally.  Identify people who can and want to 
make a difference: Rotary leaders, long-time 
donors, donors to community projects, people 
without children or with very successful children 
(i.e., not still in college). 

 

2.Engage—Few people are going to give you 
money if you ask them for it the first time you 
meet them, or they feel that you are only getting 
to know them so you can ask for money.  Put 
your best donors on your committee.  
Engagement is not manipulation. Make the 
experience personal.  Get to know the person, 
before you ask that person for a donation.   
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3.Cultivate the relationship—take the donor to 
lunch, happy hour.  Find out what is important to 
her/him—why they are a Rotarian and what they 
want Rotary to achieve.  There’s an old saying 
that if you want advice, ask for money; but if you 
want money, ask for advice.  You will not get 
many donors with a “hard sell.”  Large donations 
may need to be cultivated over several contacts.  
A successful contact does not always result in a 
donation; success can be judged in many ways:  
Information obtained about that donor or 
another; another meeting scheduled; etc.  

 

4.Solicit the donation.  Many TRF Chairs consider 
this to be the toughest part of their job, usually 
because they do not realize that people like to 
give, and they are not insulted when asked to 
support a cause that is important to them.  Of 
course, you cannot ask them to support a 
particular project that is important to them if you 
do not know what it is.  Most people also want to 
be part of something successful.  Momentum 
and enthusiasm builds its own success.  People 
that you may not have initially identified to 
recruit as donors should not be eliminated from 
consideration after you have solicited and 
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obtained the commitment of your list of “most 
likely” contributors.  Make sure you have a 
second and third tier strategy, also. 

 

Make an appointment to speak with the donor 
personally.  Do not ask for a donation over the 
phone, or by mail or email.  If you are turned 
down, ask what are the barriers to pledging.  
There may be alternatives that you can explore 
to allow the donor to still participate.  If 
deflected, secure a commitment to consider a 
pledge.  Make sure you establish a date and 
time for the next meeting. 
 

Know what you are asking them to do.  For 
example, there are several ways to give, and 
many allow for donations to TRF’s permanent 
fund, also: 

$25K—minimum for a named fund that is 
endowed and always in their name; but is not 
an annual programs fund donation.  It is a 
permanent fund/restricted donation. 
$50K—named fund directed to a specific 
program. 
$150K—restricted endowment of a project 
within a program of the donor’s choice. 
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Other options: 
Donor advised fund—$20K+ (not APF 
qualified) 
IRA withdrawal of up to $100,000 by 
December 31, 2009 
Life insurance giving the cash value now or 
through estate planning. 
Testamentary options  

  —a bequest from an IRA allows donor to 
avoid the double tax “hit” to his/her heirs 
  —Benefactor—$1,000 now or via bequest 
or other estate planning 
  —Bequest Society—$10,000>/= via 
bequest or estate planning 

 

   Make sure you follow up.  If the solicitation is 
deflected, ask how much time they will need to 
consider the opportunity.  Many donors will need 
to speak to their spouse or financial or legal 
adviser before making a substantial donation.  
Be understanding and ask them  how much time 
they will need for that.  It may be shorter than 
you expect.  Call them back on that date, and 
remind them that they had asked you to call 
after they had the opportunity to speak to their  
spouse/advisor.  “Is now a good time to talk 
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about your giving plans to The Rotary 
Foundation?”  How you approach a donor for a 
contribution will be unique to each donor.   

 

5. Stewardship.  The first step in good 
stewardship is to thank and recognize the donor 
(see next section in this presentation).  Now that 
you have invested the time and energy to recruit 
a donor, don’t abandon him or her.  That really 
would be manipulative.  This is an opportunity to 
give this person real value for their donation by 
keeping them informed about developments in 
the Foundation.  Send them personal notes or 
emails about developments.  Ask the staff at 
TRF to send the donor Visions, which is a TRF 
stewardship publication.  Continue to engage 
the donor.  You may find future opportunities for 
the donor to support Permanent Fund and 
planned giving initiatives, such as giving through 
estate planning, donation of securities, etc.  

 

REMEMBER:  There are other people in the 
District who can help you with information or who 
can assist in the recruitment of donors.  Do not 
hesitate to ask for our help.   
 

Jackie McGuire (Major Gifts and Planned Giving) 
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and Joanne Bertsche (Annual Giving Advisor) are 
also available at TRF to assist you, as are James 
Pearce and Joe Mulkerrin, who are Rotarians at 
the Zone level.   
 

District 7610 also has a team of 12 Area 
Foundation Advisors whose job it is to help you 
with all aspects of the Foundation.  Call on us to 
help, please. 
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Recognition, Satisfaction, and Thanks 
 
Every donation deserves a thank you to the 
donor.  Good stewardship of donors requires a 
thank you, and it is the first step towards 
solicitation of the next gift from that donor.  Take 
the time to write a personal note of thanks to each 
member as you see their name appear on the 
EREY report.  Call the Contact Center (866-
9ROTARY) and learn the amount of the 
contribution.  If the donation qualifies for a TRF 
recognition such as PHF, Major Donor, or the 
District PHS, ask the donor when it would be 
convenient to make the presentation.  Know the 
terms for qualification of individual recognition. 
 
For PHS, Major Donor, Bequest Society, or Major 
Gifts, call the DRFC Travis or DG Horace or DGE 
Ron and find out if one of them can visit the club 
to personally make the presentation. 
 
Send a notice of PHF, PHS, MD, BS, or MG to 
District Governor, District Rotary Foundation 
Chair, and Annual Giving/Permanent Fund/
Planned Giving and ask that they send a thank 

http://www.rotary.org/RIdocuments/en_pdf/trf_recognition_opportunities.pdf
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How you recognize a member for a donation is as 
important as the thank you, itself.   Make the 
presentation special.  Each PHF is accompanied 
by a presentation script that can be customized to 
other TRF recognitions.  Keep a copy in your files 
for future use. Consider asking the DG prior to 
her/his annual visit whether s/he can make the 
presentation.  Invite the District Rotary Foundation 
Chair to make the presentation.  Send an email to 
all of your club’s members with similar 
recognitions and inform them of the date of the 
presentation, ask them to be present and to wear 
their pin or medallion to the meeting.  Consider 
asking the previous recipients to join you at the 
podium for the presentation.  Ask the club to stand 
and welcome the newest PHF, Major Donor, etc. 
 

Each month, thank the previous month’s donors 
by asking them to come up and receive their 
annual EREY sticker for their membership badge 
(included in EREY packets obtainable from TRF).   
 

Each month, thank the Sustaining Members who 
donated in the previous month with the 
presentation of red “wings” or an annual theme 
pin in recognition of their donation. 
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PAUL HARRIS SOCIETY OF DISTRICT 7610 

Membership Declaration and Pledge Form 
 

Yes.  Count me in!  In demonstration of my commitment to the ideals and programs of The Rotary 
Foundation of Rotary International, it is my intention to become a member of The Paul Harris 
Society of District 7610.  As a member of this Society, I hereby pledge to donate an initial gift of 
$1,000 or more during the current year and to commit to an annual gift of $1,000 or more each 
year to The Annual Programs Fund.  I understand that the pledge to make future gifts is 
revocable. 
 

o Enclosed is my initial gift of $1,000.00* (Make check payable to The Rotary Foundation.)  
 
Signature: _____________________________________________   
 
Date: ______________________ 

 
Please complete the following: (please print) 
 
Name_____________________________________________________________   
 
RI Membership No.___________________ 
 
Street____________________________________________________________________ 
 
City__________________________________________ State ______ Zip ___________ 
 
Daytime Telephone (_____) ___________  Fax (_____) __________  
 
Email Address ____________________________________ 
 
Rotary Club of ________________________ Club Number _________ District 7610 
 
Please send this completed form and your check to DGE George “Ron” Marion, Rotary District 7610 Paul 
Harris Society Chair, 9594 Larkview Court, Fairfax Station, VA 22039-3370 – 703-967-8721; Email 
ronandros@earthlink.net  
 
Please provide a copy of this form to your club’s Foundation Chairman for your club’s records. 
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Paul Harris Society 

Questions and Answers 
 

Q:  What is the commitment level to become a member of the Paul Harris Society?  
 

A:  The Paul Harris Society pledge is for a gift of $1000 a year. Rotary Foundation Recognition Points 

may not be used to fund any portion of the PHS pledge. The full $1000 must be paid during the Rotary 
year (by June 30) though it need not be done in one check. You may pay in installments (e.g., TRF -
DIRECT). Please indicate on your commitment pledge form how you will be paying if your contribution 
will be in installments.  
 
Q:  Do I have to be a Paul Harris Fellow before I become a member of the Paul Harris Society? 
 

A:  You donôt have to be a Paul Harris Fellow to become a Paul Harris Society member. If you are not al-
ready a Paul Harris Fellow, you will become one as soon as you fully fund your first yearôs PHS pledge.  
 
Q:  Where do I send my pledge form and check? 
 

A: Make your check payable to ñThe Rotary Foundationò and send to DGE Ron Marion, at the address, 
above, along with the completed PHS pledge form. When your pledge is fully funded, your PHF will be 
ordered from the Rotary Foundation and your Paul Harris Society recognition will be prepared by the Dis-

trict.  
 
Q:  Will my annual PHS donation qualify for multiple Paul Harris Fellows and Major Donor rec-
ognition? 
 

A:  With each $1000 gift you will receive multiple PHF recognition with appropriate PHF pin and stones 
after your first PHF. You may also name a new Paul Harris Fellow using the recognition points from your 

account. Each donation counts towards recognition as a Major Donor, also, which is recognized when 
$10,000 has been donated by an individual.  All previous personal gifts to the Foundation also are 
counted toward Major Donor recognition. Your pledge of $1000 annually will enable you to become a Ma-
jor Donor very quickly.  
 
Q:  Which contributions will best benefit my club and District 7610? 
 

A: Contributions to the Annual Programs Fund will go to fund Foundation programs. In three years the 

Rotary Foundation will return 50% of the contributions to Annual Programs Fund -SHARE to the District as 
District Designated Funds to be used for the Foundationôs humanitarian and educational programs by the 
Rotary Clubs in our District.  
 
Q: What if I already made a contribution to the Annual Programs Fund this year?  Will it count 
towards my Paul Harris Society contribution?  
 

A: A personal gift already made to the Annual Programs Fund this year will count toward your Paul Harris 
Society pledge. For example, if you have already made a $200 gift this year, you can become a Paul Har-
ris Society member with an additional gift of $800.  
 
Q: Is the Paul Harris Society recognized by The Rotary Foundation? 
 

A: The Paul Harris Society is an official Rotary Foundation program, but, all administration and recogni-

tion is at the District level. A special PHS banner will be presented to each Club when they achieve their 
first PHS member.  
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The Rotary Foundation 
US Major Gift Pledge Guidelines 

 
Guidelines to Establish a Pledge 
Major Gift Pledges must be at least $10,000. 
 
Pledges should at a minimum be paid over a three-year period. Check with your Major Gifts Officer on large pledges.  
Pledge payments should be in equal installments.  For example, a pledge of US$60,000 will be initially funded with a 
payment of US$20,000 and fulfilled with two consecutive payments of US$20,000 each. 
 
All pledges must be documented.  The donor should complete an official pledge agreement indicating the name of the 
donor, Rotary club, District #, amount of the pledge, gift designation (i.e., Permanent Fund-SHARE, Permanent Fund – 
World Fund, Permanent Fund-Rotary Centers, Permanent Fund-Children’s Fund, Annual Programs Fund-SHARE, or 
PolioPlus). 
 
A pledge of US$10,000 qualifies donors for major donor recognition. 
 
Recognition on a pledge is sent once the signed pledge agreement and the initial pledge payment have been received. 
 
Please note that contributions to the Permanent Fund qualify for Benefactor recognition; they do not qualify for Paul Harris 
Fellow or Bequest Society recognition credit. 
 
Guidelines to Maintain a Pledge 
 
All pledge payments must be allocated to the original pledge designation (i.e. Annual Programs Fund, Permanent Fund, 
etc.). 
 
Upon receipt of each pledge payment, a statement will be forwarded to the donor advising them of their pledge status.  
 
If a donor’s spouse makes a contribution towards the donor’s pledge, please indicate that the gift should be credited 
toward the primary donor’s pledge. 
 
An annual mailing will be sent to donors for pledges that are in arrears. 
 
For more information on Major Gift pledges please contact Jackie McGuire, Major Gifts Officer: 
 

The Rotary Foundation 
1560 Sherman Ave. 
Evanston, IL 60201 

847-866-4450 (direct) 
jackie.mcguire@rotary.org 
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MAJOR GIFT PLEDGE FORM 


