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A new concept 
We want to use our tax-exempt funds wisely and creatively to 
grow the organization so we can help our members more, and our 
members can help others more. The Purpose-Driven Guidelines 
provide boundaries for using tax-exempt funds to help us do that. 

The guidelines will:

•	Offer new clarity on what’s appropriate.

•	Simplify decisions.

•	Give your leadership board more freedom to appeal to  
members and help congregations and communities.

What’s changing?
•	Less rule-based; more principle-based.

•	More flexibility and choice.

•	Sharing responsibility and accountability between volunteer 
leaders and Thrivent Financial. This approach empowers you 
to make decisions within boundaries.

A quick way to know if the  

activity your volunteer leadership 

board is considering fits with  

the Purpose-Driven Guidelines:

EDUCATE, TRUST 
and VERIFY

Flexibility + Choice  =  Responsibility + Accountability
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Educational

Social (Member 
Fellowship)

Religious

Patriotic

    YES

Promote Sales

Promote Products
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Entertain Prospects

Product-Specific 
Education

    NO
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Activity is not an 
appropriate use of  
tax-exempt funds.�

But that doesn’t mean you 
can’t hold the event. Simply 
have the RFO or the FR pay 
for an event (like a product 

workshop). You can hold the 
tax-exempt event before or 

afterwards. Think of an event 
as something that can include 

multiple activities.

Activity is an appropriate use of tax-exempt funds.

Is branding/sponsorship of the activity: (1)The chapter 
(2)Thrivent Community or (3)Thrivent Financial for Lutherans?� 

(i.e., not RFO, FR, FR team/practice) 

Is decision to conduct activity freely made by volunteer 
leadership board and recorded in meeting minutes?�

 (i.e., not made by Thrivent Financial RFO, FRs, or staff)

Are participants invited based on general  
demographics or interest in topic?�

(i.e., not on past or desired future product ownership)

If purpose is educational, does content improve  
capabilities or provide useful knowledge without  

promoting sales of products or services?

If purpose is social, are only benefit and associate  
members and their personal guests invited?�

 (i.e., not the public, prospects or product holders who have not  
applied for membership)

Would you be comfortable standing before a panel  
of legislators/regulators and explaining why this  

activity deserves a tax subsidy?�
(i.e., Mom Test)

Are you certain that internal/external communications 
do not include a “substantial purpose” of promoting  

sales/services?

Are you certain that a “substantial purpose” of  
promoting sales/services is not the point of the activity?

Is activity for a tax-exempt purpose?�
 (i.e., charitable, social, educational, religious, patriotic)
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NoIf purpose is religious, such as Christian interaction, 
are Lutheran congregation or Lutheran institution 
representatives involved in planning the activity?

Thrivent Members

4. Prospects

3. Customers
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Charitable, Religious, Patriotic, Educational* = 1, 2, 3, 4

Social = 1 and 2

Sales or Product Focus = 1, 2, 3, 4

Tax-Exempt Purpose

        YES            NO

*�If education is not a product or service promotion.

1. �Benefit members have applied for and 
been accepted into membership; they own 
fraternal benefit society products (insurance 
and annuities).

2. �Associate members either own no 
products and pay a low annual fee, or own 
non-fraternal benefit society products. They 
have applied for and been accepted into 
membership.

3. �Customers own nonproprietary products; 
they have not applied for membership.

4. �Prospects qualify for membership but 
haven’t yet applied.


