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As a donor relations 
professional, one of your 
primary responsibilities is to 
KNOW your organization’s 
donors.

WHY DOES THIS MATTER?

Your “Why” 



*Mark Lanum, Brown University
** https://info.rkdgroup.com/listen-up-ebook?submissionGuid=e6751e69-fade-454f-9d2c-27cf612d5380

Show ‘em You Know ‘em*
• When a donor feels known and heard, 

they are more likely to continue to invest

• Connection and alignment of the donor’s 
values with the institution’s values to 
better serve both parties

2021 RKD Group Study

https://info.rkdgroup.com/listen-up-ebook?submissionGuid=e6751e69-fade-454f-9d2c-27cf612d5380


OUTGOING
• Institutional news
• Proposals / Solicitations
• Acknowledgements
• Pledge reminders
• Financial Reports
• Narrative Reports
• Invitations
• Event messaging

Communications

INCOMING
• Responses to outreach
• Commitments / Payments
• Survey responses



Listen Up!
How can we know our donors better? 
By creating forums to listen to them.

SURVEYS
“WHY I GIVE” SITE

EVENTS

VOLUNTEER GROUPS
FOCUS GROUPS

1:1 CONVERSATIONS
PROSPECT RESEARCH
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https://calltolead.dartmouth.edu
/your-impact/donors

Why I Give
Sample Page

https://calltolead.dartmouth.edu/your-impact/donors
https://calltolead.dartmouth.edu/your-impact/donors


The “Why I Give” Process
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1) Upload in system as 
contact report

2) Spread joy (alert fundraiser 
or others who might find 
quote meaningful) 





What Makes This Tool So 
Effective?
1) Once it’s set up, it requires very little maintenance

2) Gives the donor a voice

3) The institution learns what matters to the donor (important for future 
communications and solicitations to that donor)

4) The institution can find patterns (“Wow, a lot of donors really care about XYZ. 
How can we leverage this data to boost social media traffic, expand funding 
priorities, etc.?”)

5) Timing of input is critical. When asked to think about the “why,” donors are 
attaching meaning to their gift. It becomes more than just a transaction but an 
expression of their values and helps them feel more connected.

6) Inspires others to give

7) Multiple applications:
• Web
• Social Media
• Narrative/impact reports
• Video
• Boosting internal morale



The Gift That Keeps 
On Giving …



Questions?



Contact me!
Kathryn Munro
kathryn.e.munro@dartmouth.edu
www.linkedin.com/in/kathryn-e-munro

mailto:kathryn.e.munro@dartmouth.edu
http://www.linkedin.com/in/kathryn-e-munro


Join Us at the 2023 Annual International Conference 
October 5 – 7 in Minneapolis!
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