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[bookmark: _GoBack]Too many charities treat their donors like an ATM machine.  They focus on their own needs and why the good work they do requires donations.  They pursue donations, not donors.  They ignore the needs and motives of their donors.  

To be successful we must be donor centric.  We must build and nurture relationships with donors based on the donor’s goals.  If we want Rotarians to make a donation, and increase gifts over time, it is critical to build a continuing relationship with them.  First we must identify and get to know them.  Then we must understand their needs and what motivates them to give.  Then we must show them how they can fill their needs by donating to our Rotary Foundation.   

Asking donors why they believe in the work of Rotary and Rotarians, why they first gave to our Rotary Foundation is critical.  They are among the most important questions we can ask a donor during cultivation.

Research shows donors make donations either because they feel compassion for those in need (90%), want to help a cause in which the donor personally believes (86%), and/or want to make a contribution to the community (80%).  Donors also give when they have been personally affected by the cause of the charity (62%).  In addition, research shows donors are motivated when made to feel special or when they are treated as part of an exclusive group of donors.

How you relate with a donor is likely to differ based on your culture’s standards.  However, available research indicates critical to building a successful fundraising relationship with donors is:
· Thanking donors for their gifts
· Informing donors how their money was spent
· Responding quickly and politely with quality service whenever donors contact us
· and helping the donor get quality service from the Rotary Foundation should they have a problem
If the donor has a complaint it is particularly important to understand that complaint and resolve it if you can, regardless of who the complaint is with.  They must know we care about them, their goals and their concerns.


The goal of this process of relationship building is not just to collect donations, it is to find donors who believe in the goals of Rotary and are willing to make our Rotary Foundation their charity of choice.  Our role is to help these donors understand our Rotary Foundation’s potential to save and change lives, and to help each donor achieve their goals as a result of their charitable gifts.  

Such a donor is likely to become a repetitive donor, not just a one-time donor.  A repetitive donor is likely to be more committed than a one-time donor.  They are likely to become centers of influence that convince others to follow their lead.  They are likely to take Rotary Foundation leadership roles if given the chance. 
This process is best done as a team effort!  Each of us has our own set of resources, our own skills, our own contacts, our knowledge, and our own reach into the Zone.  The team should include the RRFC and their entire team, the EMGAs, the EMGOs, District leadership, Club leadership; and may include any member of the staff of the Rotary Foundation.  If our effort is a total team effort, collectively we will accomplish far more than any of us can accomplish alone.
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