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Supporting Marketing with Impact

	Ideas for Impact 
Revising Your Membership! 
Keep It Fresh! 
Network with Us!
 


  

   

  

 
The More the Merrier



Acknowledging Gifts and Contributions the IRS Way
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According to IRS Publication 1771, a donor can't claim a $250+ (single contribution) tax deduction unless he/she has written acknowledgement from the receiving organization.  It's the donor's responsibility to obtain the acknowledgement, but you can make their task easier-and increase the odds of future contributions-if you provide each donor with the following information:
1.  The name of your organization.
 

2.  The amount of the contribution, if cash, or a description of contribution, if the contribution was a non-cash item
 

3.  Whether or not goods or services were provided by your organization in return for the donation and a good faith estimate of the value of the goods or services provided, if applicable
 

4.  The date the donation was received
 

For more information about this and other tax-related responsibilities of charities, visit the IRS online at http://www.irs.gov/charities/charitable/. 
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"Feeling gratitude and not expressing it is like wrapping a present and not giving it." William Arthur Ward American dedicated scholar, author, editor, pastor and teacher.   

 

Communications with your donors/members have never been more essential.  In today's uncertain economic climate, donations and memberships are down.   With limited resources available, fundraisers and trade associations are competing more than ever for continued support.    

To survive and to cultivate a continued relationship, you must listen to your donors, members, and customers.  Talk to them and show your gratitude in many ways, and even communicate with them without soliciting a gift.  Provide many reasons why they should care about your mission and organization.  Personalize your communications through emotional messages, and let them know their involvement makes a difference!  Let them know it's not about you.  Thank them all no matter the size of the gift or the level of membership.  

 

Recognition and gratitude are sure-fire investments in the future.  You could lose contributors and members if you don't recognize their efforts continually. Speedy, frequent, and personalized acknowledgements combat the competition and fortify the relationship.  

If you have any questions under the marketing umbrella, let us know.  

Send your questions to us today.  We are here to help! 

 

 
For five free tips on achieving growth, check out this month's blog!
Use Numbers Instead of Letters to Say "Thank You"
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Revising your membership structure in the face of a tough economy could help you maintain memberships and encourage new ones. 
 

With businesses and organizations across the country and the world feeling financial strain, many find themselves rearranging their priorities and cutting back on expenses not deemed "essential."  To avoid finding your membership dues 

on the cutting room floor, consider revising your membership offerings.

 

Eighty-eight-year old Mailing and Fulfillment Service Association revamped its dues structure this year in an effort to provide members with greater return for their money and to demonstrate to members the association's commitment to their needs.  

 

"We now offer membership levels with different services associated with each," says Tyler Keeney, Director of Membership Development.  "It provides members, the majority of whom are small business owners, with more flexibility.  They can remain members but with fewer services."

Find Different Ways to Stay Connected
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Effectively telling your donors and members what you are doing and how their support enables your efforts is essential to ensuring their commitment and to keeping you on track.   

 

Sending your donors/members the same old communication reduces your impact.  Use the following six tools to remind them why your organization's mission matters and to keep them feeling connected throughout the year, not just at collection time:

 

1.  Newsletter.  Whether you choose to mail a printed newsletter, distribute an electronic one, or both, maintaining a newsletter provides you with a regular vehicle for communicating your news, needs, and accomplishments. 

 

2.  Personal Handwritten Note.  They don't all have to come from one person (enlist your board, your executive director, etc.), but they do have to be sincere and specific.  And they don't all have to be post-donation thank yous, either.  A simple, "just thought you'd like to see how we've put your money to work" is just as, if not more, effective for communicating your appreciation.

 

3.  Event Invitation.  Determine how far your supporters are likely to travel for an event, and then send an invitation to recipients within a designated radius from each event.  Send one cost-conscious e-mail invitation per event, or maximize your money by directing recipients to a personalized URL (see this month's blog to see how), where they can find a list 

of all upcoming events in their region.

 

4.  Event Reminder.  Even if a member or donor hasn't signed up for an event, e-mailing a reminder a week before an event not only lets attendees know you're thinking about them and looking forward to seeing them, but it also gives non-attendees a second chance to sign up.
 

5.  List Serve.  In addition to getting your members and donors connected to your organization as a whole, encourage them to connect to and learn from one another with this simple e-mail tool.

 

6. Satisfaction Survey.  Communication, as the saying goes, is a two-way street.  Give your members and donors an opportunity to comment on things you do well and to make suggestions for improvement with an annual or semi-annual survey.  Keeping it short and simple with not only increase response rate, but it will also make it easier for you to evaluate your results.

 

Above all, remember that people have different motivations for joining or supporting an organization.  The more you communicate-and the more variety you use in your communication-the more likely you are to maintain a relationship and a connection.
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AMi Direct provides marketing solutions that increase your response rates and ROI.    

 

With more than 30 years experience, AMi's deep understanding of direct marketing makes us your ideal partner for developing high-quality, solution-based marketing programs.  Team with us and experience nothing but top customer service, on-time, high-quality and the best results from your marketing initiatives.  Services include:  Fulfillment Services, Print and Logistics Management, Strategic Campaign Planning, Cross-Media Marketing, Mailing Services and Data Management.  For more information visit www.amidirect.com or call 800-663-2415.  

 

Solutions at AMi Direct
AMi Direct Marketing Solutions 


	
	Personalized Letter or Card Pricing?
We want your total marketing experience to be a positive one.  Send us your project specifications to solutions@amidirect.com or visit our website to request an estimate, and we will promptly respond with pricing and time frame for completion. 
We always work to provide fair pricing and top customer service.


	


	


