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Do Your Donors nFeel

Why do wealthy households stop giving to
a charitable organization?

Nearly 60% say t hey
I

1
connected to the orga

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

Review the meaning of
Expand the meaning of

| nt r oduce nNDonor T o u

Learn how to plan and implement.
Learn how to involve others.
Establish ways to measure impact.
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Outline

Donor Relations

Di fferent Approach: n
Marketing strategies
Based on fnexperienceo

nNDonor TouchPol nt Ma n

Plan, implementation, and evaluation
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Donor Relations: What?

AEverything that happe
ACultivation for the next gift




Donor Relations: What?

Identification ’

Y/ Prospecting

l

Qualification
Research and rate

Not a Prospect W

At any point in the cycle, one Discovery/
might be classified "not a MGO qualification

prospect” .
v Major Giving
Cultivation
Stewardship
Donor ‘ Solicitation
. r
Relations 1




Donor Relations: What?

Acknowledgment

Thank you: organization and donor
Letter, phone call, personal note

Recognition
Telling others
Donor lists, annual report, wall displays

Stewardship

Reporting back
Accountability
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Donor Relations: What?

Attitude of Gratitude

A

RECOGNITION STEWARDSHIP
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Donor Relations: Why Now?

Competition
Cost to acquire a donor
Major and planned giving
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Donor Relations: Trends

Donor focused

Donor behavior
Recognized discipline
Websites

Association of
Fundraising Professionals



#1 Donor Focused

Put on your dopgEWNs
What would the donor think?

What does the donor want?
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#2 Donor Behavior

By generation
Baby boomers
Generation X

By gift type
Annual
Major

By gender
By culture
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#3 Recognized Discipline

Professional staff with nd
Nnstewardshipo Iin their tit

Inclusion of donor relations in strategic development
planning.

Coordinated

Collaborative

Consistent

n . . . l nsti tuti onkmsed pri o

assignment. o
(CASE Conference 2008)
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#3 Recognized Discipline

Association of Donor SOon
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December 8i 10, 2009, Baltimore " Y &
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Pre-Conference Institutes

December 7, 2009, Baltimore

Regional Workshops

CASE Annual Conference for Donor
Relations Officers:

June 719, 2009, Denver




#4 \Websites

NGl fts 1 n
Giving clubs
and societies
Donor Bill of Rights

Profiles

Scholarship recipients
Physicians at hospitals
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a0oritalcts; Naines
and photos of staff

Li nks to
Gul deo

Recognition events

Video clips
Photo albums

n (



#4 \Websites

Pew Charitable Trust

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

Brandeis University

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

St Maryos Coll ege of Maryl and

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

Union Rescue Mission

http://www.urm.org/site/c.ndJFKNNoFiG/b.4465203/k.99DF/Donor_Relations.
htm



#5 Outcomes and Impact

Stewardship reports Qualitative reporting
Individual reports Personal notes

Al mpact o r ep oAkPhdos and tours

Quantitative reporting /Mediareports

Endowment

Measured outcomes
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Role of Donor Relations

Wh at 1 s t he r ol

Developing strategy?
Implementing strategy?
Tracking strategy?
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Where?

Where does donor relations fit?
Development Services or Operations?
Major Giving?
Special Events?
Other?
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Annual Giving

and/or
Membership

Special Events

” \ Donor ~”
Relations o

Planned Administration/
Giving . -~ Development
Operations

f;

Prospect Major and
Management ; Leadership
and Tracking / Giving

AFP
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