Donor Recognition Tips


Different things motivate different donors. While some crave recognition, others are serious when they tell you not to give them anything.

At their core, benefit programs are about fulfilling donors’ giving aspirations and providing tangible, and often public, appreciation for their commitment to our cause.  

Always remember that we are competing with other organizations for the same donors.  
 
A successful donor benefit and recognition program should:
 
· Make donors feel sincerely thanked for their generosity and support for our mission.  It’s amazing -- and quite distressing -- how frequently non-profits simply forget to say thank you. Never mind that your donor cannot take a tax-deduction for any gift over $250 if they don’t receive a written acknowledgement of the gift from your organization.  And even if the donation is $5, every donor deserves to be thanked.

· Provide your donors with the public recognition that they desire and value. For some donors, that might be a press conference announcing their gift. For others, it might mean respecting their wish to remain anonymous.  At the least, ALL donors, including all members, should be thanked in your newsletter.

· Inspire these same donors to give again - at higher and higher levels of support. If the donor feels appreciated and connected in some way, a request to increase the next donation, or to give more for a specific cause, will naturally be met with a yes.

· Deepen donor commitment to, and understanding of, your mission and organization. An invitation to attend a televised candidate debate, or a copy of your Guide to City Council show the donor where the money is going, connects her/him more deeply with our mission, and has the potential for building strong, long-term donor support. 

· Encourage or challenge other donors or potential donors to match the giving of their peers.  A little competition might just be healthy.  Achieving recognition within their own peer group helps to motivate a number of major givers. 

· Set benchmarks for giving to the League. Too often, donors don’t give at higher amounts because we simply failed to set their sights high enough.  We didn’t ask.

· Keep within your budget limits -- while not compromising the tax deductibility of your donor’s gift. If you give away a lot of stuff, you could reduce the tax deductibility of your donor’s gift. In the USA, if a donor expects and receives a tangible benefit in exchange for his gift, the tax deductibility of his contribution is reduced by the "fair market value" of the gift received.  

Adapted from an article from www.CharityChannel.com: Essential Elements Of A Donor Recognition Program, by Gayle L. Gifford, ACFRE, President, Cause & Effect Inc., Providence, RI.   
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