

DAY 6 – Engage with a (potential) donor

REPEAT DAY 4:
Before you finalize your message – read this!
1. Think about the impact your organization aims to make. This is not about an activity in itself; it is about the effect of that activity on the futures of the people involved. How will their lives be transformed by what you are offering?
2. Think about the dream of your donor. What is it they find important? What would they like to see happen in this world? How are you helping them have that dream come true with your work?
3. Feel that you are giving the donor an opportunity to achieve something they value. This is not begging on your part. You are proving an opportunity. They can take it – or not. Maybe a request is not coming at the right time for them. In order to know when the right moment is, you are now not doing an ask but sending another message without any ask in it. 
4. This message is just one step in building a relation with this donor for the long term. You want to learn more about your donor so that you will know when it is the right time to ask them for something – and what would be a good thing to ask. 

Finalize your message
5. Look at what your learned from giving feedback on someone else’s message in the Facebook group.
6. Look at the feedback you received on your own draft messages.
7. Now finalize your messages. Finalize the text. If you have a visual to add, finalize that, too.

Sending your message into the world
8. Pick the message you like best. And SEND it! 

Get systematic and start tracking!
9. Grab your donor data sheet that you worked on on DAY 1 and add information about this message: when was it sent, what channel did you use, what was the topic (add a link to the file with the text and visuals). 
10. Be sure to note any response in your donor data sheet, too!

And … go!
11. If your other message can be posted on social media, post it there. 
12. Check at the end of the day for any responses, like comments and reply. 
13. If possible, share the post on your personal profile, too.
14. If the other message is not suitable for posting on social media, then plan when you will send this to the donor. Suggestion: do this 10 to 14 days from now. 
15. Find a recurring moment in your calendar to send pre-written/prepared messages. Plan this every day for 10 minutes or twice per week for 30 minutes for example. It is important to do this consistently, so look for a good moment in your day/week for this. 

If you do not have any donors yet, finalize your post applying feedback received and learnings from feedback you gave others. Post it on one of your social media platforms. Share it on your personal profile, too. Check for any responses later today. Like comments and reply before you close for the day! 

Engage with a (potential) donor
1. Pick one of the donors you identified on DAY 5. 
2. Find them online and follow them. 
3. Choose one of their social media profiles and read all posts they made there during the last 7 days. (If they don’t post much maybe go back further).
Aim is to learn everything you can about them:
What are their dreams and interests?
Do they have strategies, policies, priorities? Which are they?
What is their style, tone of voice, of posting and communicating?
What activities are they supporting or organizing? 
Do they have opinions on certain issues? Which?
What updates do they share? 
Do they post deadlines for calls for proposals or other grant or sponsor information?

Please note: if you are looking for private individual donors and joined a group where you think there might be a lot of possible supporters, read the group feed for a week (or if too much: 2-3 days) and find out all you can about the ideas in the group, the kind of people there are in it, their interests, etc. Similar to above. Get to know the vibe, the words.
4. Engage with your (potential) donor by responding to a post of theirs, sharing it, liking it, commenting…
5. Identify one piece of information in one of the posts that you can use in future messages to this donor. Think about how you can use this in a message. Plan when you will send that message. 
6. Share your actions, findings and any questions you may have in the Facebook group.
7. Respond to a post by someone else in the Facebook group.

Get systematic!
8. Find a recurring moment in your calendar go through a social media feed of a donor, to respond and to collect information for later use. Plan this every day for 10 minutes or twice per week for 30 minutes for example. It is important to do this consistently, so look for a good moment in your day/week for this. 
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