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1. What is the Donor Life Cycle?

2. Defining Each Element

3. Opportunities to Bring Your Event Donors 
Through Each Phase

4. Incorporating This into Your Resource 
Development Plan

5. Closing

Agenda



“The secret to change is to focus all 
of your energy—

not on fighting the old, but on 
building the new.” 

Socrates



The donor lifecycle describes 

the way that you and your 

organization engages with and 

views your donors from the 

start of your relationship—from 

when they first learn about 

your organization—to when 

they give and beyond.

What is the 
Donor Life Cycle

IDENTIFICATION

CULTIVATION

SOLICITATION

STEWARDSHIP

DONOR
CYCLE

ID POTENTIAL 
DONORS/ LEADERS

MOVE THE 
PROSPECT 
TOWARDS 
SOLICITATION

ASK FOR A GIFT OF A 
SPECIFIC AMOUNT TO A 
SPECIFIC INITIATIVE

UPDATE, THANK 
RECOGNIZE THE 
DONOR ON THE 
USE AND IMPACT 
OF THEIR GIFT



The Act of Identifying

Identification



Cultivation
Foster Growth

Further

Encourage



Request

Petition

Urge

Solicitation



The Careful and Responsible 
Management of Something

Stewardship





TRY IT OUT!

Interactive Activity



The Careful and Responsible 
Management of Something

Stewardship



Welcome Letter
Thank you for your generous participation at our gala! Your thoughtful contribution will change the lives of Kentucky and Indiana's 

youngest children with blindness or low vision. Your support enables VIPS to continue our decades strong tradition of excellence—a 

tradition that provides two-generational early intervention services, teaching young children with vision loss to navigate their world and gain 

independence and empowering parents with knowledge so that they can feel confident in raising their child with very specialized needs

Your decision to give is significant. Your gift provides the necessary resources to put our mission into action. With Home and Community-

Based Visits, Orientation & Mobility, Preschool Transitions, Advocacy, and Parent Empowerment, your gift helps us serve more families 

and continually serve them better.

75% of children with visual impairments have more than one disability.

85% of the foundation of learning happens the first 5 years of their life.

90% of what a child learns is through their vision.

100% of our families benefit when you give!

Thank you for being a part of a unique story of generosity at VIPS where your giving enables families to find community, support, and 

navigate the unknown.

Welcome to our family of donors. We are happy you are here.

For all that you help our families achieve, I extend my deepest gratitude.



Postcard
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Foster Growth

Further
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Solicitation



Data Shows The Size of the Gift 
Does Matter

You’ll 
generally 

retain 50% of 
donors who 
give below 

$25

65% of those 
who give $100 

to $249 
($250 is a sweet 

spot - 75% 
retention!) 

80% of those 
who give 

above $1,000$25
$50

$100 
New/Nevers



What’s the difference? 

● How can you demonstrate both?

● How can you tie that to an average gift amount?

● How can you test consumer data?  

● Exact numbers, not rounded off, are more 

believable. 

Giving Levels
Demonstrate 
OutCOMES and 
OutPUTS



● $xxx Supports # of client interviews, qualifying 

them and connecting them to our services.  

(make your most common gift amount the 

bottom--in most orgs this is around $100--have 

you analyzed your data?)

● $258 Provides # hours of volunteer training.

● $500 Supports one ribbon cutting ceremony.

● $1,000 Can provide lumber for XXX feet of ramp, 

getting clients XXX closer to freedom. 

● $3,000 Delivers a complete ramp and a life 

changing experience for our clients and their 

families/caretakers.

● How can you show the full spectrum of your 
services/impact with your giving levels?

● A client or volunteer’s experience start to 
finish? 

● If you segment, how can you tell the right story? 

● How can you develop your giving levels to 
appeal to the head and the heart of the donor? 

● How can you use your giving levels to motivate 
donors to upgrade--especially to that $250+ 
retention sweet spot? 

● How can you use the high end of your giving 
levels to promote major gifts or a special 
campaign--anniversaries, milestones, etc. 

● Giving levels, when used correctly, are a 
method of cultivation. They are another way to 
tell your story! 



Putting the Plan into Action
TOOLS



Resource

Development

Calendar



Event ROI 
Analysis



Now’s my time to 
hear from you!

QUESTIONS?



“Believe you can and you are halfway there.”

Theodore Roosevelt



Fundraising Effectiveness Project

The Bloomies

The Osborne Group

Raise on Demand

Engagement During Covid Webinar

Blackbaud Charitable Giving Report

CASE

Resources & References

https://afpglobal.org/FundraisingEffectivenessProject
https://bloomerang.co/blog/and-the-bloomie-goes-to-the-oaks-academy/
https://www.theosbornegroup.com/tools-resources
https://www.onecause.com/raise/on-demand/directory/
https://www.onecause.com/webinar/recording-fearless-2021-strategies-to-cultivate-volunteers-as-donors-in-a-virtual-world/
https://institute.blackbaud.com/charitable-giving-report/
https://www.case.org/resources?keywords=annual+giving


Let’s Connect 

https://www.khsconsulting.org/

kristi@khsconsulting.org

Lilly Family School of Philanthropy

Kristi Howard-Shultz

https://www.khsconsulting.org/
mailto:kristi@khsconsulting.org
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https://www.linkedin.com/in/kristihowardshultz/


FOLLOW US ON SOCIAL

fb.com/onecause

@onecauseteam

@onecauseteam

#RAISE2021



#2020RAISE


