
After the Yes 
12 Questions You Can Ask 
Donors After They Say Yes 



Renewal rates are declining   
• Poor donor appreciation and engagement

• Virtual communication; less personal contact

• Economic inequality

How can you best respond?
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Time allocation



Question: What do donors want?
Answer: Which one are we talking about?



After the Yes:
Customizing donor engagement
Each of your donors is different. Design 

your engagement strategy with their input.



After you hear “Yes,” what’s next?
Sample questions (Create your own sequence)

• How would you like to pay?
• How do you want us to use this gift?
• How would you like to be recognized?
• Do you want this gift to honor someone you 

care about?



• Why do you support our work?
• Would you be willing to give a testimonial?
• Would you come to a board meeting and 

talk with our board about why you give?



• How do you like to be kept 
informed – and how often?

• Will you share your 
commitment to our work with 
your family members? 



• Can you recommend other potential donors?
• Would you consider volunteering to help with 

fundraising?
• What’s your giving calendar?









Available from 
www.emersonandchurch.com

Andy’s book –
with Andrea Kihlstedt 

http://www.emersonandchurch.com/


Good luck and stay in touch!
www.andyrobinsononline.com

www.trainyourboard.com

http://www.andyrobinsononline.com/
http://www.trainyourboard.com/

