
1
M A K E  A  CA L L

P ick  a  don or , an y  don or ! Ca l l  to th an k  th em  f or  th ei r  gi f t  an d
lear n  a  l i t t le abou t  w h y  th ey gav e to y ou . A n sw er  an y

qu est ion s  th ey  m ay  h av e an d th an k  th em  aga in . Y ou r  ca l l  w i l l
boos t  th ei r  odds  of  don at in g aga in  by  30 %!

2
W R IT E  A  N OT E

S en d a  h an dw r i t ten  n ote or  ca r d  in  th e m a i l . T h e per son a l
a t ten t ion  w i l l  m ak e a  gr ea t  im pr ess ion  an d s t r en gth en  th e

don or  r ela t ion sh ip!

3
E D IT  Y OU R  R E CE IP T S

E di t  y ou r  r eceipt s  r egu la r ly  to m ak e su r e th ey 'r e up - to- date
an d soun d f r ien d ly . W h en  y ou  pr oof r ead y our  r eceipt s , ask

y our sel f ,  " W ou ld  I  be del igh ted to get  th is  em ai l  in  m y
in box ?"

4
A S K  A  FAV O R

A sk in g people to do y ou  a  sm a l l  f av or  can  ac tua l ly  m ak e
th em  l ik e y ou  m or e. A sk in g don or s  to do som eth in g s im ple

(such  as  l ik in g y our  F acebook  page) w i l l  in cr ease th e
l ik el ih ood th a t  th ey 'l l  s t ick  a r oun d.

5
G IV E  A  S H OU T- OU T

A r e y ou r  don or s  k ick in g bu t t? P os t  abou t  i t ! H av e y our  s ta f f
h old  a  s ign  say in g th an k  y ou , pos t  abou t  a  pr oj ec t  th ey ’v e

h elped f un d, or  m ak e a  sh or t  v ideo say in g th an k s . 
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