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There is a belief that nonprofits cannot have a surplus at the end of the year, which is not the case since most nonprofits end their fiscal year with a surplus. The profits are earned when the revenues exceed the organization's expenses in that particular year, which is very beneficial. The surplus profits made help the nonprofit case of any drop of donations, unforeseen property damage or any other expense that may arise. Since the nonprofit's surplus cannot go back to the board, they are obligated to reinvest back to the organization by using some of the money to incentivize its people to produce more social services (Brickley et al, 2002).
Effective donor incentives inspire people to give more than usual and be engaged for long-term relationships with the organization. The nonprofits must not use money directly to incentivize people. Still, they can adapt activities like charity auctions where donors can bid for various items and gifts. Their availability will influence more donations and good relations, which will be of much significance to the nonprofits. However, it is prudent to keep the cost as low as possible where the value of the donor incentive cannot be more than 2% of the donation itself.
Different nonprofits organization acquires donations from different ways. Therefore, there is a need to know your audience and understand them. Some donors do not accept gifts or rewards in exchange for their donations. But you can find a way to inspire them to give more. However, some nonprofits example, Bill & Melinda Gates Foundation, make tremendous money in every fiscal year with over $50 billion set to charitable causes by his co. Founder Bill Gates (Ortmann et al, 2003). The amount is much more than other fast-growing businesses like Niantic, with a net worth of $4 billion. This shows that nonprofits stand a significant chance of making more money to produce more social services if a sufficient donor incentive is initiated.
The donor's time and finances are precious. To capture their attention and their willingness to fund the organization, they put some factors into consideration, like; how the organization values its supporters, staff and how they use its donations to implement its goal. That is why the nonprofits will find ways to incentivize donors to reward them or gift them, but as a gesture to motivate and entice more funds from the donors.
On the contrary, the use of money to incentivize people may lead to the nonprofits organization diverting from their mission since people will be giving in exchange for a reward, which is against the nonprofits organization's ethical standards. But not all recognition gifts are cost-effective; nonprofits may find a way to incentive their donors in a way that they connect with the mission and their goals like recognition, unusual access, among others. 
To conclude, the presence of incentives does not need to negate the idea of giving; instead, it should raise awareness that their people who need help and many people are moved by doing charitable works or being part of it.
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