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Our agenda today

(1) What does direct mail mean to you?

(2) Five things direct mail can do for you

(3) Raising $1,000 gifts by mail

(4) Putting high-dollar mail in its place

(5) Making this all work
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(1) What does “direct 
mail” mean to you?
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This?



2

AFP Greater Cincinnati 09-05

This?
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This?
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This?

2 - 4 yearsDonor lifetime

25% - 35%First-year renewal

$20 - $75Average gift

0.5% - 5%Response rate
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What do you call this?
• “Junk mail?”
• “Annoying?”
• “Obnoxious?”
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Must direct mail  
be like this?
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(2) Five things direct 
mail can do for you
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Direct mail can serve any 
strategy you choose

Diversify your funding baseStability

Increase incomeEfficiency

Raise your public profileVisibility

Deepen relationshipsInvolvement

Recruit new donorsGrowth
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Put another way . . .
• Look at direct mail as a box full of 

tools
• Tools that can be used to pursue 

any strategy
• Tools that will work at any stage of 

the fundraising process
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The 4 Phases of Fundraising

Investment = Legacy

Involvement = Upgrade

Interest = Renewal

Identification = Acquisition
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Picking the right tools

• Enhance quality . . . or cut costs?
• Expand a mailing . . . or target tightly?
• Offer choices . . . or ask for one big gift?
• Use premiums and visual emphasis . . . 

or mimic business and personal letters?
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Chairman Mal’s First & 
Last Law of Fundraising



5

AFP Greater Cincinnati 09-05

With so much flexibility, 
why not raise $1,000 
gifts by mail?
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How much is $1,000?

$25$25$25$25$25$25$25$25

$25$25$25$25$25$25$25$25

$25$25$25$25$25$25$25$25

$25$25$25$25$25$25$25$25

$25$25$25$25$25$25$25$25
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What’s a major gift 
for your organization?

• $1,000,000?
• $250,000?
• $25,000?
• $5,000?
• $1,000?
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(3) Raising $1,000 (or 
even bigger) gifts by mail
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An enhanced form of 
membership

• High-value giving societies
• To upgrade annual donors
• Nurture strong relationships
• Create benefits and cachet
• Distinctive, prestigious names
• Tier of societies, $1,000 to $10,000+
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High-value mail is different

• List is small and very selective
• Offer is tailored to generous donors
• Package is unique and compelling
• Follow-up is quick and intensive . . .
• . . . and follow-through is essential!
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Another view of the 
fundraising process

1) First gift – impulse
2) Habitual giving – involvement
3) Thoughtful giving – high-value
4) Endowment gifts – high-touch
5) Legacy giving – the ultimate gift
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Build high-dollar 
relationships
• Bridge between low-value donors 

and major gifts
• Warm, speedy thank-yous critical
• Cultivation mailings
• Special access or other benefits
• Annual renewal series
• Reduced frequency of appeals
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Typical High-$ results

5+ yearsDonor lifetime

40% - 60%First-year renewal

$150 - $750Average gift

2.0% - 15%Response rate
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Not this . . .
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Or this . . .
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But this . . .
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Union of Concerned 
Scientists

Henry Kendall Society
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Features of UCS package
• High production values
• 3-way personalization
• Upscale appeal copy
• Brochure focused on the offer
• Single-level Ask
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(4) Putting high-dollar 
mail in its place
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High-dollar mail in context

• Use with thoughtful donors
• Bridge between annual fundraising 

and major gifts
• To build and cultivate a pool of major 

gift prospects
• To enable major gift fundraisers to 

concentrate on top prospects
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(5) Making all this work
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Making all this work
• A donor-centered approach
• Focus on benefits, not needs
• Listen to and heed donor preferences
• Deliver results information
• Review the communications stream
• Show appreciation, not “recognition”
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Straw poll

How long does it take 
you to mail thank-yous?
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Ask not what your donors 
can do for you. Ask what 
you can do for your donors.
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Enough, already!
• For more information, contact:
• Mal Warwick & Associates, Inc.
• 2550 Ninth Street, Suite 103
• Berkeley, CA 94710-2551
• Phone +1 (510) 843-8888
• Email info@malwarwick.com
• Web www.malwarwick.com


