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Do Your Donors ñFeel Connectedò?

ÁWhy do wealthy households stop giving to 

a charitable organization?

ÁNearly 60% say they ñno longer feel 

connected to the organization.ò 

Source: 2008 Bank of America Study of High Net-Worth Philanthropy.



Objectives 

ÁReview the meaning of ñdonor relations.ò

ÁExpand the meaning of ñdonor relations.ò

ÁIntroduce  ñDonor TouchPoint Management.ò

- Learn how to plan and implement.

- Learn how to involve others.

- Establish ways to measure impact.  



Outline

Donor Relations

Different Approach: ñTouchPointsò

ÁMarketing strategies

ÁBased on ñexperienceò

ñDonor TouchPoint Managementò

ÁPlan, implementation, and evaluation



Donor Relations: What?

ÁEverything that happens between ñasksò

ÁCultivation for the next gift



Donor Relations: What?



Donor Relations: What?

Acknowledgment
ÁThank you: organization and donor

ÁLetter, phone call, personal note

Recognition
ÁTelling others 

ÁDonor lists, annual report, wall displays

Stewardship
ÁReporting back

ÁAccountability 



Donor Relations: What?

ACKNOWLEDGMENT

STEWARDSHIPRECOGNITION

Attitude of Gratitude



Donor Relations: Why Now?

ÁCompetition

ÁCost to acquire a donor

ÁMajor and planned giving  



Donor Relations: Trends

ÁDonor focused

ÁDonor behavior

ÁRecognized discipline

ÁWebsites

ÁOutcomes and impact



#1 Donor Focused

ÁPut on your donorôs hat.

ÁWhat would the donor think?

ÁWhat does the donor want? 



#2 Donor Behavior

By generation

ÁBaby boomers

ÁGeneration X

By gift type

ÁAnnual

ÁMajor

By gender

By culture



#3 Recognized Discipline

ÁProfessional staff with ñdonor relationsò and/or 

ñstewardshipò in their titles and/or responsibilities

ÁInclusion of donor relations in strategic development 

planning.

- Coordinated

- Collaborative

- Consistent

Áñ . . . institutional priority rather than a unit-based 

assignment.ò 

(CASE Conference 2008)



#3 Recognized Discipline

Association of Donor 

Relations Professionals

ÁInternational Conference 

- December 8ï10, 2009, Baltimore

ÁPre-Conference Institutes 

- December 7, 2009, Baltimore

ÁRegional Workshops

CASE Annual Conference for Donor 

Relations Officers: 

ÁJune 7ï9, 2009, Denver



#4 Websites

ÁñGifts in actionò

ÁGiving clubs 

and societies

ÁDonor Bill of Rights

ÁProfiles
- Scholarship recipients

- Physicians at hospitals

ÁContacts: Names 

and photos of staff

ÁLinks to ñGiving 

Guideò

ÁRecognition events
- Video clips

- Photo albums



#4 Websites

Pew Charitable Trust

Áhttp://www.pewtrusts.org/donor_relations.aspx

Brandeis University

Áhttp://www.brandeis.edu/givingto/relations/relations.html

St Maryôs College of Maryland

Áhttp://www.smcm.edu/giveto/donorrelations.html 

Union Rescue Mission

Áhttp://www.urm.org/site/c.hdJFKNNoFiG/b.4465203/k.99DF/Donor_Relations.

htm



#5 Outcomes and Impact

Stewardship reports

ÁIndividual reports 

ÁñImpactò reports 

Quantitative reporting

ÁEndowment

ÁMeasured outcomes

Qualitative reporting

ÁPersonal notes 

ÁPhotos and tours

ÁMedia reports 



Role of Donor Relations

What is the role of ñdonor relationsò? 

ÁDeveloping strategy?

ÁImplementing strategy? 

ÁTracking strategy?



Where? 

Where does donor relations fit?

ÁDevelopment Services or Operations?

ÁMajor Giving?

ÁSpecial Events?

ÁOther?



Where? 

Donor 
Relations

Annual Giving 
and/or 

Membership  

Special Events

Gift 
Administration/
Development 
Operations

Major and 
Leadership

Giving

Prospect 
Management 
and Tracking 

Planned
Giving

Communications


