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GIVIN

Power
of the
Purse

Self-made women are making |
their mark on philanthropy

By Holly Hiall
HEN DARLA MOORE gave the University
3 of Bouth Carolina $25-miltion in 1968
and then pledged another $43-millien
last year, she became one of a small
group of donors who are smashing stereotypes about.
famale philenthropists. -

Fund raisers have long complained that most
woman take & long time to decide whether to give,
rafuse to giva significant portions of their waalth
whila they are alive, and rarely allow their nemez to
e amblazoned on fnstiintions they have finanesd.
But Ms. Moore, a Al-year-oid investment guru whoe
runs & $2-billion investment company with her hus-
band, has eteadily been making multimillion-dollar
charitable gifts, and decidad over the course of a sin-
gle lunch with fund raisers from the University of
South Carolina, her alma mater, that she would
make the $25-million gift and accept their offer to re-
name the business school after her

“The very idea that a bastion of capitalism would

be named for 2 woman appealed to me,” she recalls, -

“and the fact that this ia Strom Thurmond country,
well, it was just a home run.”

Charities Urged ¢o Do Morz

Faw charities are doing all they can to cultivate
donors like Ms, Moore, experts say, but as more
women are earning big sums and reaching the stage
In their careers when they have achiaved significant
succees, they have the poatential to make a far-reach-
ing impact on philanthropy. Already, sevaral femals
executives have made their mark. Among then:

@ Oprah Winfrey, 51, the entertainment magnats,
gave more than $50-mitlion in 2003 to create a pri-
vate foundation bearing her name and last year gave
another 350-millfon to the foundation and ancther
project to create a girls’ academy in South Africa,

Meg Whitman, 48, president of eBay, pledzed
$30-million to her slma mater, Princeton University.

Rogie O'Donnell, 42, the entertainer and ac-
tivist, has made multiple donations of §1-millien or
mare to her Rosie’s For All Kids Foundation, which
supperts charities that halp nesdy children. In addi-
tion, Ms. O'Donnell has asked companies that would
pay her promotional fees for her appearances ta in-
stead spport her foundation, which hes raised $58-
million since it was foundad in 1257,

They are among the first wave of women who are

Ooantinned on Page 8

THE CHRONICLE OF PHILANTHROPY * 7

' the Washin <o Women's Foundopim e ey e
Ann » t of tha W: gton Araa Women's Foun , 3ays chavitieg
of aneg:i:iim il: ’e‘:at mova savvy about approaching this generation of womepn.™



8 * THE CHRONICLE OF PHILANTHROPY

DX SHVENION. FOR THE CREONICLE

Buginesswoman Pamela York Elainer doss not allow female
danors to a group she founded to remain anonymous: “To
ba responsible, we have to ackrowladge we bave wealth.”
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Women Philanthropists Take Charge

Continued from Page 7

earning fortunes in professions
and businesses that have long
been dominated by men. While
many of them were pathbreskers
after graduating from college in
the 19605 and 1970s, today nearly
half the students in law and med-
ical schools are female. What's
mote, the number of privately
held U.8. businesses owned by
womsn has grown by 17 percent
gince 1997, nearly double the rate
of growth for all businesses, ac-
cording to the Canter for Women's
Business Research.

Women who inherited family
wealth—or marrled affluent
men—have increasingly shown
their clout in philanthropy in re-
cent decades. But fund raisers say
they notice a differsnca betwaen
thoze women and worzen who
make their own money.

“This is a generation of women
who don't have to ask anyone’s
permission to make philanthrapic
decisions,” says Kam Kelly, direc-
tor of planned giving at Smith Col-
lege, which has an all-female stu-
dent hody.

The changing demographics of
wealth in the United States mean

that fund raigers should think
more about how to reach out to
successful women, experts say
Anne Mosle, president of the
Washington Area Women’s Foun-
dation, says nonprofi$ causes of all
kinds need to “get more savvy
about approaching thig generation
of wormen.”

“This is a historic-shilt mo- |

ment,” she says. *Pressing needs
and thousands of powerful women
are converging,

“In the next 5 to 10 years, any-
thing is possible,” adds Mas. Mosle.
“For every Oprah Winfrey or Meg
Whitman, there are a hundred
other women we don’t yet know
about.”

In the new book Millionaire
Wamen Next Door, Themas J.
Stanley, a scholar who studies the
wealthy, says that in interviews
with 233 gelf-made female million-
aires, he found that very few of
them had been asked to serve on
the boards of prominent nonprofit
groups. Yet, he says, those women
are more Hkely than self-made
male millionaires to take a leading
role in community activities and to
giva a larger share of their income
to charitiea.

Some charities that have sought
out such women, however, are
mesting with success. Among the
efforts:

8 Since 1998, nearly 100 United
Ways have ¢reated giving clubs for
female donors, many of whom give:
$10,000 or more annuaily. The
first club was started in 1998 by
Bonnie McElveen-Hunter, foundey
of a magurine-publishing business,
who persuaded 42 other women if.
Greenshoro, N.C., to 2ach donate
at [east $10,000. In 2003, the mosk
recent year for which data are
available, such giving clubs raised.
more than $62-million, an increase:
of 5 percent over 2002. United
Way estimates that in 2004, giving
through such clubs grew at ahouf.
that same rate. .

Mary Ann Milner, who heads an,
advisory committes that worle
with the women's clubs, says that
the groups have thrived because
they hold régular meetings and
events such as volunteer projects
and lectures that give women op!
portunities to learn and interac}
with one another and the commu:

nity at large. “It is about more
than giving,” she says. ’
8 The Women’s Funding Net:

Fund Raisers Fa

'OMEN WHO HAVE a net
warth of $1-million or
mors, earned from ca-

reers in businesa or the profes-
sions, are often ignored by chari-
ties, according to Thomas J.
Stanley, whose book Millionaire
Women Nex! Door was published
last spring. Such women say they
frequently decide which charities
to support by choosing worthy
causas they read about in the

newspaper or otherwise hear -

about by happenstance, he says.
A best-gelling aunthor, re-
gezrcher, and consultant who ad-

vises companies on how to at~

tract affluent customers, Mr
Stanley bases his conclusions on
detailed questionnaires com-
pleted by 223 self-made wealthy
women, most of whom had a
net worth of $§1-million to $25-
million He says that cherities do
a poor job of identifying and so-

lickting seltmade millionaires of

both sexes—but they may ba
missing more by overlooking
women.

Mr, Stanley has found that, on
average, self-made female mil-
lionaires—those who didn't in-
herit or marry into money—give
away 7 percent of their income a
year. That is nearly two percant-
age points mors than galf-made
male millionaires and more than
three {imees what the average
Amerfean gives to charity, The
womsn in the survey said they
donated 328,000, on average, to
charities each year.”

Raising Money

Nearly 70 pereant of the
women studied by Mr. Stanley
say they hawe helped rzise
money for their church or an-

other cause, and 77 percent say
they have been a leader in com-

Thomas &, Stanley says fund raisérs often “losa sight of the real purpose: recruiting

.
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people wha have the wealth—and the business experience—to really contribute.”

munity activities. But despite
such lovolvemant, none of the
women had ever heen asked to
serve on the boerd of a well-
Imown charity like the Amefican
Cancer Bociaty or tha American
Ped Cross, even the locel chapter
aof guch organizations, Some of
the wemen told Mr. Stanlay that
thay falt such organizatiens were
glitiat and did not regard them as
board matertal, sven though the
charities wera happy to take the
women's donatlons. .
"But self-made female million-
gires, Mr, Stanley wrote in his
hLook, "are among tha very bast

candidates for such positions,
having .become millionaires
pucely by their own intellect and
hard work. They are by defini-
tion capable leaders, ptoven gen-
erators of revehue, great money
managers, and wise investora,”
‘Most important, he addeq,
such women have a demon-
strated dezire to contribute to
charity and the mezsns to do z0.

Hard to Find

One reason fund raisers at
aven tha largest charitiesz do not
pursug wealthy femala business-
women and entrepreneurs is

that such women—like their
male countarparts—do not show
up in the references that fund
raisars use to identify wealthy
people, says Mx. Stanley. Fund
ralzers often find wealthy poten-
tial donors based on publicly
available information, such as
stodk trades in public compantes,
raal-estata values, and member-
ship in exclusive organizations.
But women who hava mada their
awm wealth, by starting 2 busi-
Ress, for example, tend to live
frugally and have privately held
stock, Mr. Stanley says. What's
more, they seldora are members

il to Tap Self-Made Wealthy Women, Author Finds

of country clubs or ather elite in-
stitutlons,

“The problem is that we want
people who are wealthy to be
beautiful people who live in
beautiful honges,” says Mr. Stan-
ley, who hag found that half of all
millionaires live in blue-collar
neighborhoods. “Wealth in
America, about 80 percent of it,
has always been first-generation,
and it comes from people in less
prestigious jobs,” he says. Mil-
lionaire women who create their
wealth, he adda, are often found
in businesses such as veal-estate
management, sales, child or
homae health care, and consulting
companies.

That's why Mr. Stanley ad-
vises fund raisers to learn about
privately owned businesaes in
their geographic region, read
professional journals, and attend
professional meetings and trade
ghows. But, he says, few charities
have taken his advice.

“Fund raisers want to go to
mestings with other fund raigers
and hang around beautiful peo-,
ple who go to balls,” he says.
“They lose sight of the real pur--
poge: recruiting people who have
the wealth—and the business ex-
parience~—to really contribute.”

Women are increasingly in
that category, says Mr. Stanley.
Even though a gender gap in pay
persists and few women are the
heads of Fortune 500 companies,
he says, women are bypassing
those remsining economie barri-
ers, often by creating suecessful
companies. “What amazes me ia
that the econotny of America has
historically ignored women,” he
says, “But they are right up
thera with men in terms of accu-
mulating wealth.”

- —HOLLY HALL
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work, a San Francisco umbrella
organization for more than 106
foundatiens that raise money to
help women and girls, is collabo-
rating on a national fund-raising
campaign with the Association of
Women's Business Centers, a
Camden, Me., group of nearly 200
local centers that provide training
and other services to more than
100,000 female business cwners
and entrepreneurs each year. The
three-fo-five-year drive is expected
1o begin in the fall and raise $50-
milion to $100-million for projects
that help women achiave financial
stability and independencs.

The two arganizations have held
meetings with members of the
businegs centers and other poten-
tial donors and are now detarmin-
ing the size of gifts they will ssek.

“We've hed to duct these

from Charles Schwab, whera she
servad as chief administrative offi-
cer, 3ays she has become lgss re-
luetant to attach her name to gifts,
“Putting your name on something
is a way of influencing things,” she
says. “You can stand for soma-
thing and attract others. It hoth-
ers me when women give anony-
mously”™

It also bothered Pamela York
Klainer, a consultant who works
with corporate and nonprofit exec-
utives on leadership development
and personal financial matters,
Five years ago, she ereated Rain.
makers, a group of fomale donors
fo the Women’s Foundation of
Genezee Valley, in Rochester, NY.
Members of the group are each re-
quired to-give $25,000 or more,
publiely anftouncs their donations,
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and recruit at least one other
woman to give $25,000 or mare.
So far, 30 women have met the re-
quirement. “To he responsible, we
have to acknowledge we have
wealth,” Ma, Klainer says. “With
Rainmakers, I wanted to encour-
age the giver to understand her
power and be a first-line example
to others,”

Charities are focusing on several
characteristics successful women
have in common. Among them;

A desire to help others ad-
vanee, Successful businesswomen
understand the importance of eco-
nomie self-sufficiency and share an
interast in helping others achieve
financial independence, says Rose-
mary Mitchell, executive director
of the Women's Foundation of
Cenesee Valley.

Some charities have recruited
local businesswomen to teach fi-
naneial-literacy courses, spongor
related educational activities, or
serve as role medels for girls. For
example, Girls Incorporated holds
evanis to honor women who have
achieved distinction in politics, en-
tertainment, and business; at the
eventy, the women are paired with
female students who have received
scholarships from the group for
studies in those same Relds. At the
Washington Area Women's Foun.
dation, donors to its new Financial
Literacy and Wealth Creation
Fund can earmark their money for
projects that promote ficancial
skills among low-income women
and increase their economic re-

apurces.
Many of the donors to the foun-

dation, Ms. Mosle, its president,
8ays, to overcome discrimina-
tion, pay inequity, and the old-boy
network.” Sha adds; “When ther
think about using their wealth
and position, the strongest moti-
vator {3 helping the next genera-
tion. If you've been breaking the
glasa ceiling, you appreciate the
ability to make change.”

An appreciation of philan-
thropy’s buginess benefits. In
addition to helping others, sue-
cessful businesswomen Increas-
ingly offer the same reason men
do when they explain why they -
give: Philanthropy is good for the
bottom line. - )

“It has made my business much

‘more successful—this was a

byproduct I never expected,” says
Continued on Page 10

conversations to see if our market
i8 ready and interested,” gays Ann
Marie Almeida, the aszociation’s
chief exectitive offtcer. “All pralim-
inary signs ara yes, yes, yes, Our
women are teady to arite chealks
and make a multiyear. commit-
mant, They just haven't heen
acked before,”

8 The Dallas Women's Founda-
tion created the Women of Texas
Tnstruments Fund, with the help
of Melendy Lovett, the firet fomale
to become & president at Taxas In-
atruments, who contributed
#5,000 to the fund. More than two
dozen female executives have now
made donations of at least 5,000
to the fund, which supports praj-
ects that encourage givls to enter
scisnce and technology profes
sions. The Baltas Women's Foun-
dation gives the donors a chance
ts influsnce which charities gat
grants from the fund.

"We've had inquiries from ather
comeanies that want to start
something lhke tHis," says Afs,
Lovsit,

& Big Prothers Big Sisters of
America recsived $2.2-million
from a gala held by 100 Women in
Hedga Funds, 2 New York mem-
bership erganizatfon that distrib-
utes the proceeds of its annual
event each year to charities in.
velved in women's health, early-
childhoed education, or providing
mentors. The gift was the result of
an 18-month effort by the char-
ity's president, Judy Vredenburgh,
to meet lenders of the orzanization
and convincs them that the char.
itys emphagis on providing men-
tors and achieving measurable re-
2ulés would fit wall with the trads
assaclation’s philanthropic goals.

Buecersful Techniques

Fund raisers at charities that
have attracted larga gifts from
suzeaszful women in business and
the professions say they have
takan an array of approaches, For
instance, they are offering more
opportunities for women to gain
recognition for their donations
and to inspire others to follow
their example.

Christine Grumm, chief execu-
tive officer of the Women's Fund-
ing Network, says that in the past
decade she has seen mare willing-
ness among women to make
zecord-breaking gifts publicly,

“I havs seen fewer and fawaer
anenymous gifts,” she asaya,
“Thesa wotsen have found their
owm vaies.”

Beth Sawi, who retired in 2001

o G ATt

TATS helps non profit organ

Our simple, effcient eradit card processing services help stroambioe your fizndrals
rultiple urrenicies in real time disecty from your denor databage and Pay no ferup, raenthly or aanus] fods, With our transaction
services and dedicated custormer wrppars, LATS provides th

[ SY S 4. d
1zgtions save time and money.
ing Eliminate manual dat-entry, process
¢ Freedom to fodus on what matters rrost yous teission.

Cattus today st | BEE"300=4287 and start peocaseing donations
trom ati major credit cards by tomarrow.

A tckaimaster company

WAL dals Hekatmasiancom |

L




10 « THE CHRONICLE OF PHILANTHRORY

Women's Funds Step Up Efforts to Win: Support ; mefFemale Donors

8 WOMEN'S economie infiu.
ence and power grows, the
ozens of foundations that
raige money to help women and
girls are changing their approach.

Most of the funds were created
in the past 80 years, and have
spent much of their time focusing
on the share of foundation and
eorporate grants aimed specificaily
at women and girls-—and demand-
ing that grant makers give more
to such profects. But now many
women’s funds ars meodifying
their solicitations to foundations
and increasing efforts to raige
monay from wealthy women.

“Rather than saying ‘women
ara victims, they should ba sup-
ported,” we're now talking akout
what women bring to the table,”
says Christine Griwnm, chisf exec-
utive officer of the Women’s Fund-
ing Network, a San Francisco um-
brella organization for mere than
100 women's funds, “Women have
the answers, It’s not about hand-
outs, {t's about huilding asvots and
investing in your community.”

To that end, the network last
month announced an aggressive
goal to insrease the assets of the
nation’s women's funds to $450-
million by 2008, up from the 3280-
million they now hold. To reach its
gonl, the network is collaborating
with the Asgociation of Women’s
Business Centers, in Camnden, Ma.,
to raize $50-million to $120-mil-
lion. The association’s ne=rly 200
centers provide services annually
to more than 100,800 female busi-
ness owners and entrepreneurs
who will be ashed to zive meney,

Some women's funds have alzo
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Oprah Winfroy, who has donated more than
$100-million to charity, visits patients recovering
at the Addis Abaha Fistula Hospital, in Ethiople.

begun to hire fund raigers to ac-
tively solicit bequasts and other
planned gifts for the first Hime. Al-
though the funds have long ve-
ceived unsolicited bequests, most
of them had previously made no
nvestment in seeking them. “This
is an attituda shift,” says Nicky
MelIntyre, the Global Fund for
Women's vice pregident for davael-
opment and communications. “We
have shied away from asking for
big gifts from other women.”

Emphsasis on Results

One reason women’s funds are
changing their approach is that
their leaders realize women are in-.

creasingly capeble of making large .

gifts, o the funds don't have to
rely g0 heavily on foundations and
eorporations for support.

But some officials at women's
groups say the erganizations nesd
to do more than simply eay that
projects banefiting ‘women get
fewer dollars than those that ben-
efit men.

“While the fairness argument
was an appropriate way to make
the case for funding women and
girls in the early days of the mod-
ern women's movement, the ap-
peal for equity is no longer
encugh,” says & new report from
Women & Philanthropy, a Wash-
ington group of grant makers.

Foundations have become in-
creasingly interested in mezsuring
resulis and the effectiveness of
their grants, the report notes,
That is why cherities that seek
maney from grant malkers for praj-
ects to fight social ills such as
poverky, disease, or lack of educa-
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Few Charities Court Wealthy Women

Continued from Page 9

Naney Richards of her philan-
thropy. Ms. Richards, founder of
First Preston Management, a real-
estate management company in
Dallas, says she gives hundreds of
thousands of dollars each year
through her company, which has
400 employess. “Tve had charities
and community stakehaldors write
fabulous letters on our hehalf that
wete ungolicited,” Ms. Richarde
says. “They tell people what a
graat company we have.”

Some charities that help women
attract new business receive dona-
tions in returm. The Girl Scout
Council of Cumberland Valley, in
Nashville, started “An Income of
Her Own,” a daylong event during
which high-school girls learn fi-
nancial and entrepreneurial skills
from local businesswomen,

One recent participant whe
owns a pest-control business met a
new client through the event. 3he
was 50 pleased that she offersd to
donate 10 percent of money she
garned from that client's contract
to the Girl Scouts, says Shellsy
Liles McBurnay, the eouncil's viee
prezident of development.

The ability to demand im-
pact and control. Ms. Kelly, the
Smith College fund raiser, says
that she sees a difference not just
in professional women versus
those who inherited their money
but alse in younger women, who
are move likely than plder panera-
tiong to have work experienca.

“Older women trust us implie-
itly, but younger women want a
say in how their money is used,”
says Ma. Kally, “They really want
to make an impact.”

As a result, such women—Ilike
younger donors in general—often
want to be handson contributors
who expect to be actively invalved
in shaping the projects and organ-
izationa they support, fund raisars
say. They tend to put most of their
donations into a single cause or a
limited number of charities to
achieve the most signiflcant re-
sults possible, and to do more for
their causes than simply write
checks,

Dina Dublon, who made $10.3-
million a year as chief executive of-
ficer of J.P. Morgan Chase before
stepping down in September,
turned her corporate farewell
party into a fund-raising event for
a cauza she supports: the Global
Fund for Women, in San Fran-
cisco. The dinner at the American
Muzeum of Natural History, in
New York, drew move than 400 ex-
eciitives—mostly male bankers,
lawyars, and accountants, At the
event, Ms. Dublon urged her col-
feagues to contribute, and they
gave more than $1-million.

-Other women provide consider-
ehle professional expertise in addi-
tion to their multimillion-dollar
donations. For example, after Ma.
Moora made her gift to the Uni-
versity of South Caroling, she re-
estahlished legal residence in the

state where she was born, and is
taking an active role in reshaping
the operations and staff of the
business school. .

She also founded the Palmetic
Inetitute in 2001, an organizaticn
that commissions independent rs-
gearch on Scuth Carolina’s econ-
omy and recommends public paii-
cias to spur economic growth. In
addition to providing money to
start the institute, which hasea
annual budget of $750,000, IMa.
Moore handpicked its hoard. ~ °

Women like Ms. Maore can e
challenging for charities to work
with, “I'm a plain spealer, and:t
doesn't sit well with some peoplﬁ
Ms. Moore admits.

In addition, many women “ith
successful careers are unable fo
spend 2 lot of time with charity ¢f-
ficials. Novertheless, their hard-
chargmg work ethic keeps mary
fund raisers ling

“Most of our self-made wonien
board members and donors are in
corparate finance and banking,”
says Nicky McIntyre, vice presi-
dent for developmant and comnas-
nications at the Global Fund fur
Women. “They are impatient;, to
get things done, and there's nevér
any downtime,” says Ms. Mcfir-
tyre. "I have to check my a-meil
five times more often than I would
normally. If I don't respond imrma-

. diately, T am out of the deciston. :

“But I've learned a lot,” ske
says. “It’s a very different way - Jf

worldng‘
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Women’s Funding Network's Christine Grumm: “Rather than saying ‘women are victira',
they should ba supported,’ we're now talking 2hout what women bring to the table.”

tion should determine whether
wolien are more or less affected
by such problems and if they are
affected in different ways, the ra-
perd =says.

Grant propesals by organiza-
tions working to help poor paople
find jobs, for example, might ¢ite
statistics showing that single
mothers with children are the
most likely victims of poverty, and
their lack of access o low-cost

child cars hampers their ability to
find and hold a job, the report
gayz. That way, the organ{zations
can argue thet child care is essen-
tial to ensuring that a job-hunting
program will work, and that foun-
dations sheuld support those serv-
ices for women, the report says.
Armed with research that shows
what works and what does not,
woman's organizations can bring
new vitality to the women's move-

ment wbﬂe at the same time hal +
ing grant makers achisve the.r
goals, says Anne Mosle, a Wonu'n
& Philanthropy board memb-ir
and pregident of the Washingtsn
Area Women's Foundation. By ap-
proaching grant makers with a so-
tution rather than a problem, she
saya, “we are no longer comulig
from a pusitmn of weaknags;, e
are coming from a position of
strength.” —HOLLY HAJA:
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