Finding Individual.-Donors
Presenter: Kim Klein






Sources of Funds for NGO Sector
- Governments
- Earned Income
> Private Sector
> Foundations
- Corporations
Individuals (living and deceased)
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Why Explore Individual Giving?

» Survey of 163 nations, 45% of people reported
giving money to charity.

» In-depth studies of 72 countries show
individuals are largest source of funding in
the private sector (example: USA 80%, S.
Korea 75%, Thailand 73%)

» Gifts from individuals are unrestricted
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Why People Give:

» #1 reason people make a donation: someone
asked them

» #1 reason people keep giving: someone
thanked them

» #1 reason someone didn’t give: “l wasn’t
asked” or “l didn’t know they needed money”
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The Purpose of Fundraising is to
Build Relationships

Invite a legacy gift

& & ‘ (bequest):
Invite the donor to give
[ thoughtfully:

—— Invite the donor to give over
& I and over

gvite the first gift:

www.kleinandroth.com



The Purpose of Fundraising is to
Build Relationships
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Getting Started

www.kleinandroth.com
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A Few Reminders

» The people most likely to give you a donation
have given at least once

» People who give away money have many
places to give

» A systematic retention plan is essential for
growing your donor income

Stick with this—it doesn’t pay off right
away.

www.kleinandroth.com
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Minimum Requirements

. Send a thank you note within 72 hours
- Record the donation in a database
. Personalize whenever possible

. Send the donor information 3+ times a year:
newsletter, Annual Report, special appeals,
e-newsletter

- Maintain a social media presence
. Keep your website up to date




Z| 2ok 232 0{0F Sf= A

= 23 72A[ZF O|L{Of| ZAHA|X]S EEHTE

L= O|O| B H| O| A 0f| 7| FTkC}

7|$xr ZH7H elof| SEZ=Ch

O A 1H0f| 3H HEE HWMHCH: A2 H,

O 5Ue|ZE, EHOZQN, 0| Y A2 H

. SNS A HS x| 29 OK|oH:-
7| 2o HAO|EE Z[AIHE 2 FX[THC.




Get into an “EXCHANGE” Frame

Go from this:
“Please, please, To this:

please...” “/ think you would be

Interested....”
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Practice “Multi Channe
Fundraising

DEFINITION:

Integrating all your
donor ‘touch
points’—mail, e-
mail, phone, web—
so that you have
consistent and
coordinated
messaging and
solicitation
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Make sure donors can easily know
why and what happened (briefly)
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Donors are on a Trajectory

"This is one of the organizations | support”

“| like this organization a lot” g5 Like

“This is one of my top three giving
priorities” ,
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Have A Clear Message:

v What does your org most believe?

v What does your org do to actonits |
beliefs?

v What is your track record?

v How much money do you spend?
v Where do you get your money?

v Who is involved in your organization?
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Invite Donations

If | found out about your organization from
your website,

your e-newsletter

a friend

a special event
dropping by your office

Would | know that you raise money from people
like me?
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Personal Askingis the
most successful strategy
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Helpful Resources from Kim Klein

Magazine and e-newsletter
Grassroots Fundraising Journal

Books by Kim Klein

Reliable Fundraising in Unreliable Times
Fundraising for Social Change

Other recommended books:

Working Across Generations by Robby Rodriquez, Frances
Kunreuther and Helen Kim

Accidental Fundraiser by Stephanie Roth and Mimi Ho
Order from or your local bookstore

kleinandroth.com


http://www.grassrootsfundraising.org/
http://www.josseybass.com/

