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A Tip on
Thanking
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A Tip on
Thanking

Mega Tips 2: 

Twenty Tested 

Techniques to Increase 

Your Tips

Michael Lynn Ph.D

School of Hotel 

Administration 

at Cornell University
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Today’s Conversation

• What donors are looking for in a thank you

• Systems for thanking (who/what/when)

• Thanking ideas

• Bonus thoughts

• Discussion!
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Legacy Giving is a special scenario
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Why Give?
Why Give Thanks?
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People Give to 
Make an Impact
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It’s about the DONOR, not about US

People don't give to support our mission.
They give to support THEIR mission.

We are the change 
they want to see in their world.
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Share Pair Exercise

What does great thanks feel like?

How have you received thanks 

in ways that made you feel

GREAT? MEH? UNHAPPY?
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• National nonprofit donor retention* ~ 43%. 
• It costs less to increase a donation than to secure a new one.
• Existing donors are more likely than new ones to convert to bigger gifts. 

* 2017 Fundraising Effectiveness Project report by the Association of Fundraising Professionals (AFP) and the Center on Nonprofits and Philanthropy at Urban Institute. 
http://afpfep.org/wp-content/uploads/2017/04/FEP2017Report4212017.pdf

Practical Reasons to Prioritize Great Thanking

}

http://afpfep.org/wp-content/uploads/2017/04/FEP2017Report4212017.pdf


11© Nicole Lamberg & Associates  |  nlamberg.com

in Legacy Giving 

•Move from Commitment to Formalization

•Make sure Formalized supporters don’t change their minds

• Justify additional annual asks

•Model experience to attract prospective Legacy donors

Practical Reasons to Prioritize Great Thanking
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https://www.slideshare.net/MarketSmart/26-really-interesting-planned-giving-marketing-stats
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What’s Great
Thanking?
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Donor-Centric Legacy Thanking Helps People...

• Feel appreciated
• Feel pride
• Know they are making an impact
• Feel committed to something bigger
• Increase their investment in your success
• Inspire others to give



15© Nicole Lamberg & Associates  |  nlamberg.com

Donor-Centric Thanking Can Help Secure...

• Bigger gifts!
• Additional annual gifts!
• Word of Mouth to influence other donors!
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Systems for 
Great Thanking

• Who?
• When?
• What?

YOU can do this!
Ready?
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What is “Ready”?

• Schedule > Habits
• People > Culture
• Tools > Ways to Thank 

Timing is everything!



18© Nicole Lamberg & Associates  |  nlamberg.com

Inventory Exercise

Compare notes:

How do you say thanks to Legacy donors right now?

Which kinds of thanks do your Legacy donors love?
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Establish 
Habits
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PersonalizeFirst-Time

Grandparent
Business Leader

Community Leader

Parent

Volunteer

Known Donor

Do they care who I am?
Do they understand why I am giving?

Grateful Client
Former Staff

or Board
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Ask donors why!
Then use what you learn to 
communicate more personally
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Segmenting Thanks

Annual Giving

Small Repeat

Medium New

Large

Legacy Giving

Pre-
Commitment

Individual

Pre-
Formalization

Group

Post-
Formalization

Prospective
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Sample Legacy Stewardship Plan
PURPOSE of 

appreciation
Why? So that... What? Examples:

How often?

At least one of 

these tools...

PRE-

Commitment

PRE-

Formalization

POST-

Formalization

Personal 

Relationship

The donor feels personally known and 

appreciated

• Thank You note, preferably handwritten

• Phone call

• Holiday/birthday cards or emails

• Gifts (ie mishloach manot)

• Gifts in honor of milestones 

• Invitations to coffee 1x/year

• Invitations to community events all year

2x/quarter

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

Affirmation
The donor continues to feel good about 

the commitment 

• Impact Report

• Impact stories from beneficiaries

• Personal note from beneficiary

1x/quarter

✔ ✔

✔

✔

✔

✔

Membership
ALL donors take pride in joining an effort 

bigger than themselves

• Annual Legacy Reception 

• Group shabbat dinner

• Pre-party/VIP events before full-community gatherings

• Special sticker/ribbon on event nametags

1x/quarter
✔?

✔

✔

✔

✔

✔

✔

Community 

appreciation

ALL donors feel celebrated by the broader 

community

• Honors at community events, such as candle lighting

• Website listing

• Impact Report listing

• Donor wall/display

• Newsletter highlights

• Newspaper items

1x/quarter

✔ ✔

✔

✔

✔

✔

✔

Role modeling
Prospective donors feel inspired to 

consider joining, too

• Spotlights in newsletter or a website donor profile

• Solicitation of testimonial for future Legacy materials
1x/year

✔

✔

Who can help? Person who made the ask    Senior Leadership    Board members    Development Staff    Peer-to-Peer Legacy donors

Presented at HGF Life & Legacy 2018
© Nicole Lamberg & Associates  

nlamberg.com

INDIVIDUAL

INDIVIDUAL

GROUP

GROUP

PROSPECTIVE
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The Very Minimum Thank You Plan

Handwritten  Confirmation Phone call Story of Invitation
Thank You Letter Impact

 !!! ☺

MAX: 2 days 1 week 1 week 30 days 30 days

Personal/ Acknowledge & Appreciate & So many stories, Join the club! 
Visceral     start next steps strengthen next             so many ways to Pride + 

steps inspire & welcome              Peer inspiration
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Confirmation Letters with Verve

Adapted from “Steal This Thank You Letter! A Sample Donor Thank You Letter for Your Non-Profit”,”
http://www.thefundraisingauthority.com/individual-fundraising/sample-donor-thank-you-letter/

Dear Jim,

You made my day!

<Person who made the ask> just told me about your generous intent to join <organization>’s Legacy Society. I can’t tell you how 
much I appreciate your passion for our lifesaving work with Toledo’s most vulnerable children, especially <name the particular 
cause/interest of the donor, if any>.

Here at Better Tomorrow, our goal is to make sure that no child in our area ever goes to bed hungry. While we served over 
150,000 hot meals to children ages 2-18 in 2014 the sad fact is that over 5,000 kids in our area still went to bed hungry most 
nights last year.

Your Legacy gift will go a long way to helping us end child hunger in Toledo and beyond. In fact, with Legacy gifts like yours, we 
have been able to provide over XXXX hot meals to undernourished children in 2015.

Thank you! You are making a real difference in the lives of the kids we serve. Thanks to you, we can be far more confident that 
every child will go to bed full, well-nourished, and better off than the night before.

Enclosed please find a handy checklist for formalizing your commitment. I’ll check in with you in a few weeks to see if you have
any questions, and you can always reach me at email> and <phone>. 

Jim, thank you once again for your commitment. It means the world to us!

With gratitude,

Personal appreciation Gratitude & immediacy

The need

How the donor makes a difference

Connecting donor to impact

Friendly how-to

Personal appreciation
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Handwritten
thanks
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Make all your 
thanks about what 
matters to THEM
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The Phone Call:
The best, cheapest, fastest, 
most memorable donor experience of all

Research by Penelope Burk, advocated by Blackbaud: 

New donors who receive 
a call within 48 hours 
of making their first gift 
will give approximately 
40% more the next year.
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Hi, this is _____________. I'm a _________ (volunteer board member, 

staff member) of ________(organization). 

I'm NOT calling to ask you for money. I'm just calling to welcome you to 

the Legacy Society and thank you for your commitment to 

____(the work)_____. 

You will really make a difference to _________ and I wanted to tell you 

personally how much we appreciate it, and it means so much to have 

you as part of the (organization) family.

The Phone Call:
The perfect Board Member task
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Stories of impact
& role models
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Tomorrow, your endowed fund will be 
multiplied with the gifts from other caring 

individuals and families for the betterment 
of our community for generations to come.

Legacy giving is easy. It only takes a plan.

Invitations

Your planned 
gift puts you in 
good company 

today.
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Invitations

Your planned 
gift puts you in 
good company 

today.
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Strive for 6+ Thanking Touchpoints Each Year
Send: Invite to: Share a: Meet: Welcome:

Personal notes

Email

Prompt formal letters

Photos

Video

Small gifts

Milestone updates

Newsletters

Holiday greetings

Impact Report

Social event with the Director

Social event with Legacy Society

Tour of facility

Performance/event

Shabbat dinner

Client letter

Peer testimonial

Art/Music

Recipe

Yearbook

Highlight

New commitment

Leadership

Board

Peers

Experts

Clients?

Their stories

Their expertise

Their perspective

Pick ones that work best for you, or add your own!
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The Very Minimum Thank You Plan

Handwritten  Confirmation Phone call Story of Invitation
Thank You Letter Impact

 !!! ☺

MAX: 2 days 1 week 1 week 30 days 30 days

Personal/ Acknowledge & Appreciate & So many stories, Join the club! 
Visceral     start next steps strengthen next             so many ways to Pride + 

steps inspire & welcome              Peer inspiration
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Welcome well
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Show current & prospective 
donors that they are 

part of something 
wonderful
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Go public online
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Go public in print
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Gather stories
from beneficiaries
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Share beneficiary 
stories to donors



43© Nicole Lamberg & Associates  |  nlamberg.com

Celebrate stories
of donors’ intent
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Invite donors to tell 
their own stories
and partner in inspiring others
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Invite donors to tell 
their own stories
and partner in inspiring others



46© Nicole Lamberg & Associates  |  nlamberg.com

Share stories
in print
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Honor gifts
in ways that show prospective 
donors how you’ll honor them, too.
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Honor donors in front of 
the community
Double benefit: 
committed AND prospective donors
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Honor & appreciate 
on social media
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Spotlight new 
commitments



51© Nicole Lamberg & Associates  |  nlamberg.com

Showcase role 
models
& invite readers to join them
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Thank with 
photos
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Thank with 
photos
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Thank with  
photos
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Thank with  
videos
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Connect with 
holiday cards
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Send postcards
from special places
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Keep donors close 
at special moments
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Create memorable 
experiences
to grow joy and commitment



60© Nicole Lamberg & Associates  |  nlamberg.com

Create memorable 
experiences
to grow joy and commitment
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Memorable 
experiences

Create memorable 
experiences
to grow joy and commitment
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Consider a small gift
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Keep saying 
Thank You 
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Keep saying 
Thank You 
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Build a culture 
of philanthropy
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Get all the way around the Legacy Giving circle!

Ask

Gift

Thank 
You

Update/
Steward

Ask
Commi
tment

Thank 
You

Update/ 
Steward

Ask for 
Formal
ization

Formal
ization

Thank 
You

Update/ 
Steward

Honor

Gift

Honor



67© Nicole Lamberg & Associates  |  nlamberg.com

Bonus Thoughts
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Thank Your 
Solicitors!
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Thank Your 
Staff!

JewishBoston blog:
Around the Camp Directors 

Thanksgiving Table –A Thank You 
Note to Counselors
November 27, 2014
By Claire Winthrop

https://www.jewishboston.com/profile/claire-winthrop
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Pick a day next week to declare...

Be Your Own Donor Day
With thanks to Network for Good: https://www.networkforgood.com/nonprofitblog/be-your-donor-day/
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Today We Covered:

• What donors are looking for in a thank you

• Systems for thanking (who/what/when)

• Thanking ideas

• Bonus thoughts

• Discussion!
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Niki Lamberg
617.869.8695
nl@nlamberg.com
nlamberg.com


