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Prospections usually lose money… 

But then after a couple of mailings, you recover your inverstment and then turn onto profit. 

How  to build a list: it depends on the country.  

In the US, you just rent the list.  

In other countries, you can contact other organizations and try to rent their lists, or exchange 

lists… Otherwise, you cand do newspaper ads (with coupons) or inserts. 

Testimonies and endorsements:

Cardinal Burke (or others)

Ask the endorser to sign a text that is already written by us.

Thank your donors immediatley. 

Make your thank you letters personal.

How often we should be asking for donations

Ask for a second gift after 30 days. Your  best donors are your most recent donors.

Then, every 60 days. 

If they respond, then, 45 days. 

If they respond, then 30 days. 

Long or short letters?

Direct Mail: take as long as you need to tell your story. Tipically  6 or 8 letters.

Take special care of special contributors:

Base on the amount and the frequency. 

One way: Phone to say thanks, and the thank you letter. 

Very Spacial letter: private meeting.



Christmas time: small book on Christmas reflection, nothing expensive. 

Send newsletters: to  reinforce the idea that donationg to your organization is a good 

investments.

Send a donation to other organizations: relief organizations, Amnesty International… And other

organizations that hire profesional fundraisers.

Buy the book:  Scientific Advertising. Written in 1923.

When someone takes action, ask him/her to do more things, quickly.


