
TIPS AND TRICKS FOR 
EFFECTIVE DONOR 
STEWARDSHIP AND 
PROSPECTING



There are 1.8 million organizations that 
make up America’s nonprofit sector, and 
10 million nonprofits around the globe. 
Millions of Americans devote their time 
and money to a favorite organization or 
cause. Through effective donor 
stewardship and prospecting, it is 
possible to bring personal and social 
benefits to everyone you engage with 
professionally, and many personally. 

-GENEROSITY NETWORK, JENNIFER 
MCCREA AND JEFFREY C. WALKER



Why are we here?

 What is the goal of this session?

 What do you hope to leave with?

 What do we hope you leave with?

 What will we be doing for the next hour 
or so?



10,000 Foot View

 What does Donor Stewardship 
and Prospecting mean?

 Traditional approach (the F 
word)

 Why is it important?

 How do you measure success?



Engagement

Stewardship

CultivationIdentification 

Donor Lifecycle – I.C.E.S.



DONOR COMMITMENT CONTINUUM

IGNORANCE FAMILIARITY INTEREST EXPERIENCE ADVOCATE OWNERSHIP



IDENTIFICATION

 Process

 Tips and Tricks

 Role of the Board



Strategies for Identification of New 
Donors & Cultivation Opportunities

Existing Donor Base
Community 
Outreach 

Events

Board Input

Donor Engagement 
Committee



CULTIVATION = 
Planting the Seed
 Process

 Tips and Tricks

 Role of the Board



Sample Plan for 
Donor Cultivation

5 x 5



ENGAGEMENT = The Ask 

 Process

 Tips and Tricks

 Role of the Board



Psychological 
Barriers to Giving
 Too Many Choices

 Burdensome & Tedious Tasks

 Lack of Urgency

 Fear of Attention and Public 
Scrutiny

 Perceived Need to Learn 
More

 Lack of Trust in Nonprofits 
and Others

 Possibility of Uncomfortable 
Family Dynamics

 Feeling Too Uncomfortable 
with Risk

 Operating in a Scarcity 
Mindset

 Lack of Time

Solutions for 
Overcoming Barriers

Act Reframe

Simplify Strategize



STEWARDSHIP = Don’t Let 
them Fall Between the 
Cracks

 Process

 Tips and Tricks

 Role of the Board



Basics of Gift Acknowledgement

 Tax Acknowledgement Information (IRS Webpage)
 Donor’s name

 Organization’s name & tax-exempt status

 Date of the donation

 Description & amount of the gift

 Statement: “No goods or services were provided by the organization” OR a 
description of the goods and services provided

 DAF Grants

https://www.irs.gov/charities-non-profits/charitable-organizations/charitable-contributions-written-acknowledgments


Donor 
Acknowledgment 
Matrix

Simple



Donor 
Acknowledgment 
Matrix

Detailed





Be the person your dog thinks you are

• Be real!

• Authenticity and passion 
are what go the farthest

• You don’t have to be 
perfect



Traci Hiatt, Yampa Valley Community Foundation
 970-879-8632    traci@yvcf.org

Kelly Landers, Boys & Girls Clubs of Northwest Colorado
 970-871-3162   klanders@bgcnwc.org

THANK YOU!

mailto:traci@yvcf.org
mailto:klanders@bgcnwc.org

	TIPS AND TRICKS FOR EFFECTIVE DONOR STEWARDSHIP AND PROSPECTING
	There are 1.8 million organizations that make up America’s nonprofit sector, and 10 million nonprofits around the globe. Millions of Americans devote their time and money to a favorite organization or cause. Through effective donor stewardship and prospecting, it is possible to bring personal and social benefits to everyone you engage with professionally, and many personally. 
	Why are we here?
	10,000 Foot View
	Donor Lifecycle – I.C.E.S.
	DONOR COMMITMENT CONTINUUM
	IDENTIFICATION
	�Strategies for Identification of New Donors & Cultivation Opportunities
	CULTIVATION = Planting the Seed
	Sample Plan for Donor Cultivation��5 x 5
	ENGAGEMENT = The Ask 
	Psychological Barriers to Giving
	STEWARDSHIP = Don’t Let them Fall Between the Cracks
	Basics of Gift Acknowledgement
	Donor Acknowledgment Matrix��Simple
	Donor Acknowledgment Matrix��Detailed
	Slide Number 17
	Be the person your dog thinks you are
	Traci Hiatt, Yampa Valley Community Foundation�	970-879-8632    traci@yvcf.org��Kelly Landers, Boys & Girls Clubs of Northwest Colorado�	970-871-3162   klanders@bgcnwc.org��

