Donor Communication Strategies:

- board member phone call to say thanks
- signed cards from all board
- cards from kids in the program
- receive a newsletter or update about all that’s going on
- send photos from RYLA
- email thank you (mostly that we received the gift)
[bookmark: _GoBack]- thank you event
- personal invitation to come visit RYLA
- facebook profile/recognition
- RYLA Shirt
- waterbottle
- certificate of appreciation
- invite to awards ceremony on Friday, public recognition
- RYLA pins


	Level
	Action
	Level of Interaction

	1
	Computer-generated letter or receipt
	Very impersonal.  Minimal effort required.

	2
	Computer-generated letter or receipt along with more meaningful information
	Information sharing.

	3
	Computer-generated letter or receipt along with more meaningful information.
Personal thanks from Fundraising staff
	Personal interaction with staff.

	4
	Computer-generated letter or receipt along with more meaningful information.
Personal thanks from Fundraising staff
Personal thanks from ED or CEO
	High-level staff personal interaction.

	5
	Computer-generated letter or receipt along with more meaningful information.
Personal thanks from Fundraising staff
Personal thanks from ED or CEO
Personal thanks from Board member
	High-level volunteer personal interaction.

	6
	Computer-generated letter or receipt along with more meaningful information.
Personal thanks from Fundraising staff
Personal thanks from ED or CEO
Personal thanks from Board member
Thanks from non-Development staff
Personal attention from Development staff
	High-touch attention and cultivation

	7             Memorial/Honorarium Gifts
	Combination of thanking the donor and notifying the appropriate recipient

	8             Monthly Gifts
	Donor-focused Thank You based on repeat gifts

	9             Planned Gifts
	Donor-focused Thank You for future gift




Master the power of the Thank You Call.  One of the most powerful tools you have is on your desk.  Making a Thank You call to a donor can be another powerful way to say thanks.  It says to the donor that you took time to pick up the phone and call them.  Not many organizations do this these days, so your donors might be shocked!  Here’s an easy script for a Thank You call:

1. Say the donor’s name and then identify yourself and your organization.
“Mrs. Smith?  This is Sandy Rees from the Save the Universe Foundation.”
Your donor is likely to be suspicious.  They probably think you are about to ask them for something.

2. Tell them why you are calling.
“We got your check in the mail today and I’m calling to say Thank You.”
	You’ll probably hear relief and surprise in the donor’s voice.

3. pause.  
Don’t say anything.  The donor will likely gush about how great your organization is or why they made the gift.  You may want to make a note of their reasoning, especially if they indicate a favorite program or feature of your organization.

4. Invite the donor to share information with you.
“Is there anything you’d like me to relay to our Executive Director for you?”
Often, the donor will be floored that you want to know what they think and that their comments will go all the way to the top.  Of course, you are obligated to actually share their comments with your ED!  Assure the donor you will pass their comments on.

5. Thank the donor again.
“Thank you so much for taking a minute to talk with me.  And thanks again for supporting our work.”
That’s it!  Call is done.  These calls usually only take 3 or 4 minutes and will pay off big!

