


The Museum Services Program provides
support, resources, and training to museums in
Texas.

e Consultations
 Webinars and workshops
e Resources



www.thc.texas.gov/museum-services

On our webpage:
 Webinars
 Workshops

 Grants and Fundraising
 Helpful Resources

« Connectand Learn


http://www.thc.texas.gov/museum-services

Laura Casey
Museum Services Program Coordinator
laura.casey@thc.texas.gov

Emily Hermans
Museum Services Program Specialist
emily.hermans@thc.texas.gov



www.thc.texas.gov/museumwebinars

e Collaboration Between Museums and Indigenous Partners
e Thursday, June 22, 10:00 a.m. CT

* Tribal Collaboration, Sovereignty, and Methodology: An Ndee
(Apache) Perspective
* Thursday, June 29, 2:00 p.m. CT

» Active Shooter Preparedness
 Wednesday, July 12, 10:00 a.m. CT


http://www.thc.texas.gov/museum

www.thc.texas.gov/museumconnections

Transformative Listening in Museums, May 23, 3:00 p.m. CT, MAP

Inclusive Leadership: An Alternative to Traditional DEI, May 24, 3:00 p.m. CT, MAP
How to Launch a Virtual Museum, May 25, 11:00 a.m. CT, AIM

What Can Dew Point Do for You?, May 31, 11:00 a.m. CT, CCAHA

Rebuilding the Workforce in the Museum: The Leaders' Perspective, May 31, 12:00 p.m. CT,
MuseumExpert.org

How to Get Your Board to Fundraise, May 31, 12:00 p.m. CT, Productive Fundraising

Lessons Learned from the Route 91 Harvest Music Festival Shooting, June 1, 1:00 p.m. CT, Lyrasis
Collections Management Policy Toolkit, June 7, 12:00 p.m. Ct, CCC

NAGPRA Needs Assessment and Strategic Planning, Part 1, June 21, 2:00 p.m. CT, NEMA

What's Eating You? Integrated Pest Management in Natural History and Science Museums, June 22, 11:00
a.m. CT, NEMA

Optimizing Your Nonprofit's Events to Fuel Fundraising Growth, June 28, 12:00 p.m. CT, Productive
Fundraising

NAGPRA Needs Assessment and Strategic Planning, Part 2, June 28, 2:00 p.m. CT, NEMA


http://www.thc.texas.gov/museumconnections




How to Keep All Those Donors Your

Museum Worked So Hard to Get

PRESENTED BY CHAD BARGER, CFRE, CNP


















Why'd it happen? Because
we showed we cared.

Of course we care, but too
often we get so caught up in
doing ALL THE THINGS that

we forget to show we care.



TODAY'S GAME PLAN

WHY DONOR RETENTION MATTERS
8 PROVEN STRATEGIES TO BOOST DONOR RETENTION

(with LOTS of samples that you can adapt for your nonprofit)

THE BEST WAY TO GET STARTED
&3 ADDITIONAL RESOURCES
QUESTIONS & COMMENTS



But first ... who is this guy?

And why does he think he knows what he's talking about?









SLIDES + FREE RESOURCES + RECORDING

DOWNLOAD AT PRODUCTIVEFUNDRAISING.COM/RESOURCES


https://productivefundraising.com/RESOURCES
https://productivefundraising.com/RESOURCES
https://productivefundraising.com/RESOURCES

Why Donor Retention Matters



3%

Average Donor Retention Rate (Fundraising Effectiveness Project, 2021)




9%

Average FIRST TIME Donor Retention Rate (Fundraising Effectiveness Project, 2021)













¢ Trust that money follows the love. &

JOHN LEPP, AGENTS OF GOOD

¢ What's more expensive than

thanking donors? Acquiring them. 99

JEN LOVE, AGENTS OF GOOD

On average, acquisition is 7 times
more expensive than retention. 99

LYNNE WESTER, DRG GROUP




THE KEY TO FUNDRAISING SUCCESS

Spend at least as much
time on retention as
you do on acquisition.



e

e

8 Proven Strategies to
Boost Donor Retention

(with LOTS of samples that you can adapt for your nonprofit)



IDENTIFY YOUR RETAINABLE DONORS



TRANSACTIONAL
\S.
RELATIONAL DONORS


















ENSURE YOUR COMMUNICATIONS TO DONORS
ARE DONOR-CENTRIC



LET'S LOOK AT
2 EXAMPLES ...









$3,000 DONATION

oooooooooooooooooooo



YOU /YOUR






“How often do we need to send
donor-centric communications
to our donors?”









“Every
communication
you send to a donor
IS interrupting
something they're
already doing.

Make it count.

PENELOPE BURK



THANK PROMPTLY & PERSONALLY



THE CRAZY SPEEDY
PERSONAL THANK YOU




SUBJECT: Thanks...

Thank you so much for your recent donation to
(organization)!

You will receive a formal gift acknowledgment (for tax
purposes) in the mail, but | wanted to personally reach out
and thank you as soon as possible.

Thank you again for your generous support of (mission)!

(your first name)

(email signature)



THE (FORMAL) GIFT
ACKNOWLEDGMENT










Thank you again for your
ongoing support!
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https://www.youtube.com/watch?v=1d_xZYb253U

“Is personalization really worth our time?”

59% of donors said personalization would
increase their donation by
up to 10%, while 25% said personalized
experiences would raise their donation
amount by up to 25% more.

enture Consulting, 2017



4

THANK WHEN IT'S UNEXPECTED,
USING MULTIPLE CHANNELS









@fundraiserchad's

3 Minute / 3 Sentence
Thank You Note Formula

THANK THEM FOR STATE THE IMPACT OF SAY WHAT YOU
WHAT THEY DID THAT ON THE APPRECIATE ABOUT
ORGANIZATION / THEM

COMMUNITY



SOURCE: PA FRIENDS OF AGRICULTURE FOUNDATION







INSTANT DONOR RETENTION BUDGET

Once per year, ask each of your board
members to donate a roll of stamps.
Now you have (# of board members *
100) opportunities to send donor love.



Magee Rehab Hospital Foundation - Jefferson Health - Philadelphia, PA



























MAKE STRATEGIC THANKYOU CALLS



CALLING TO THANK DONORS
GENERATED A 56% INCREASE IN
FIRST-YEAR RETENTION AND A 72%
INCREASE IN REVENUES.

I SOURCE: ROGER GRAVER |



Who you gonna call?






Start with these groups ...

FIRST TIME DONORS OF REPEAT DONORS OF MONTHLY DONORS
$100+ $500+

BEHAVIOR (NOT JUST DOLLAR) TRIGGERED



WHO IS BEST SUITED TO MAKE THESE
CALLS?



“Donors who receive a prompt,
personal thank you from a board
member will usually give up to
39% more than the other group.”

Penelope Burk (2020)






®

REPORT ON IMPACT



“85% of donors say they don't
receive information on gift
outcomes and 84% say they
would give more if charities
showed them results.”

Penelope Burk (2020)



THE IMPACT
LETTER




Sample Impact Letter

Dear Veronica -
Thank you for your continued generosity. Because of you [insertimpact].

It has been six months since you made a generous commitment to [organization]. Today, | am simply writing to let you know that
your dollars have been put to use as you intended.

With your help, [organization] has reached the following milestones over the last six months:

- [milestone 1]
- [milestone 2] [photo of their support in action]

- [milestone 3]

On behalf of the [organization]’s Board of Directors, | would like to once again express our sincere appreciation for your
generosity and commitment to [mission]. Please feel free to contact me directly with any questions or concerns.

Sincerely,



“93% of donors say they would
definitely or probably give again
to a charity that provided a
prompt and personal thank
you followed by meaningful
report on thelr glft at work.”

nprofitN 22)



Key Supporter Mailing List

e PULL ALIST OF AROUND 20 IMPORTANT
DONORS AND SUPPORTERS

© YOUR EXECUTIVE DIRECTOR SENDS A
SIMPLE, TEXT ONLY EMAIL NOW AND
THEN TO THIS GROUP, SHARING A
PERSONAL UPDATE

”Just the other day | walking down the hall and stumbled
upon something amazing ...”

® THE GOAL IS TO KEEP THESE KEY
SUPPORTERS CLOSE AND MAKE THEM
FEEL SPECIAL, LIKE INSIDERS

NO ASKS, BUT MANY ADOPTERS REPORT
FREQUENT UNSOLICITED MAJOR GIFTS &
A SIGNIFICANT BOOST T0 MAJOR DONOR
RETENTION

They treated this way at most of the other organizations
they support at a leadership level.

MAKE IT A HABIT AND THEN EXPAND IT
TO OTHER DONOR GROUPS

Donors that give less than $500 never get treated like this
... imagine what that would do!

CREDIT: GAIL PERRY GROUP



€¢1t's our job, and
our joy, to give
our donors the
Impact
reporting that

they deserve.”

LYNNE WESTER






HARNESS THE POWER OF RAW, PERSONAL VIDEO








https://www.youtube.com/watch?v=oq-e7hyBaEw

GET TO KNOW YOUR DONORS (IN PERSON)



¢CWhat gets
measured
gets

managed.”

PETER DRUCKER



SET A VISIT GOAL BLOCK TIME ON YOUR CALENDAR FOR BLOCK TIME ON YOUR CALENDAR FOR
DONOR VISITS SCHEDULING DONOR VISITS




GGGGGGGGGGGGGGG

“MEANINGFUL ENGAGEMENT”
VS. DONORVISITS



The Best Way to Get Started



Buddy up ... make small online
donations to each others' nonprofits
& report back on your experience.






Don’t worry about
being SMALL, worry
about being SILENT.



Additional Fundraising Resources









b/31@ 1PM EASTERN







BOARD & STAFF FUNDRAISING TRAINING COACHING FOR FUNDRAISERS & ONBOARDING COACHING FOR STAFF NEW
NONPROFIT EXECUTIVE DIRECTORS T0 FUNDRAISING



10 WEEK ONLINE
FUNDRAISING
CERTIFICATE
PROGRAM




Donor Retention Toolkit

Sample donor touch point listing

Donor touch point calendar (excel file)

Crazy speedy personal email template & call script

Gift acknowledgement email sample & letter template
Thank you call script template

Donor update call script template

Impact letter template

Impact postcard sample

4 question post event survey template
Donor visit request email template
Donor visit checklist

Donor visit sample questions

Donor visit log sample



Questions & Comments
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