
Kicking It Up A Notch......... 
or Two…….or Three 

 

 

Maureen D. Donnelly 

Director, Stewardship & Donor Relations, Boston University 

mdonnell@bu.edu  

 



Which are you? 

 

A mediocre person tells. 
 

A good person explains. 
 

A superior person demonstrates. 
 

A great person inspires others to see for 
themselves. 

 

Harvey Mackay 



 

Premise:  
 

 
All Stewardship/Donor Relations is Cultivation 
 

• How are your SDR fundamentals working to that 
end? 

 

• What value / credibility does SDR have in your 
department?     Across the organization? 

 

• What / where are your challenges?     
Motivations? 
 

• How do you know if / when you’re successful? 
 

 



Session Goals / Takeaways 

1. Build a more sophisticated SDR program 
 

2. Enhance relationships with internal partners  

     and stakeholders that enlist broad support,     

     collaboration and communication 
 

3. Enhance the philanthropic / stewardship  

      experience for donors  

 

 

 



Building Value and Credibility 

Who are your partners? 
 

• Think in layers using a cross trained team 
 

• Divide and conquer 
 

• Look for opportunities to increase visibility   
 

• Quickly identify advocates and allies 

 



Building Value and Credibility 

What are your “tools”? 
 

• Documented, processes and procedures 

 

• Audits and other opportunities to increase 
visibility and/or act as facilitators, liaisons 

 

• Consistent, high quality, creative deliverables  

 

 

 



Challenges and Opportunities 

• Timing 
 

• Shifting of department priorities; staffing changes, 
turnovers, re-orgs; system changes or upgrades 
 

• Interdepartmental communication and/or 
collaboration 

 

• Unanticipated impact – and domino effect - of unit 
based business decisions 

 



Measuring Success 

 

• By the numbers, including four new SDR positions  
 

• SDR procedures reinforced by other than us! 
 

• Positive feedback on the calibur, dependability, 
flexibility and quality of SDR team and products 
 

• Recognized and sought out for help as the experts 

 



 

You can have everything in life you want,  

if  

you will just help other people get what they 
want. 

Zig Zagler 



Gift Acceptance and Agreements 

Basics: 

• Gift/pledge amount, designation, pay schedule 

• Appropriate level acknowledgement & recognition 
 

Enhancements: 

• Improve the product   

• Improve the processes   

• Opportunity to create strategic approaches/shared 
accountability with fundraisers   

 



Acknowledgements 

Basics: 

• Timely, accurate, personal, meaningful, doesn’t 
include a new solicitation 

 

Enhancements: 

• Managing variations and volume 

• Less is More (content) 

• Explore new modes of delivery and frequency of 
contact 

 





Reporting 

Basics: 

• Measureable updates on the performance of the 
gift – financials, recipients, etc 

 

Enhancements: 

• Tells a “story” that conveys the impact/ ROI /why 
it’s making a difference   

• Puts a “face on the money” 

• Engaging  

 



http://www.youtube.com/watch?v=gc15AoCkuBY 

 

 

http://www.youtube.com/watch?v=gc15AoCkuBY
http://www.youtube.com/watch?v=gc15AoCkuBY


Donor Recognition and Engagement 

Basics: 

• Action(s) taken to honor donor’s individual gift or 
continued philanthropy 

• Action(s) taken to promote or maintain a donor’s 
connection to and involvement with the institution 

 

Enhancements: 

• Re-evaluate gift clubs, rosters  

• Use web, media, new technology options 

• Highly individualized and customized deliverables  

• Strategic and integrated “touches” 

 



Re-evaluate Gift/Recognition Societies 



www.bu.edu/recognizes 

 

 

 

 

 

 

 
 

 

 

 

www.bu.edu/campaign 

http://www.bu.edu/recognizes






Donor Stewardship Plans 


