The RULE OF SEVEN for Gift Acknowledgements
When it comes to marketing or – most importantly – getting additional gifts from your donors, remember The Rule of Seven.  Simply put, the Rule of Seven recommends seven contacts with a donor within one year after that person makes a gift.  In other words, for every one request you make for a gift, you need seven other meaningful contacts.  An organized communication plan that combines personal visits, e-mailings, and regular mail is a great way to accomplish that.
Good fundraising is based on one fundamental principle: building good relationships with your donors.  At the heart of good relationships is good communication. Donors want you to care about them as people – not just as sources of income. 
Seven contacts may sound like a lot, but it’s easier to accomplish than it sounds. Here are a few suggestions to consider for some meaningful donor contacts:
1)
Official acknowledgement and thank you from the Scout Executive a few 
days after the gift.

2)
Personal thank you from the Finance Director or appropriate staff member as 
soon as possible after the gift.
3)
Place the donor’s name on the council newsletter mailing list right away.
4)
Six months after the gift: a letter from a council staff person describing how 
the money is being used and how much the council appreciates it (if the 
gift was for a specific project or need, the letter should come from someone actively 
involved with it).

5)
Ten months after the gift: a letter from a council staff person updating the 
donor 
on the use of the gift, and “what’s new” in the council.

6)
One year after the gift: a letter from the council explaining how their gift fits 
into the mission of the local council and Scouting, and a copy of the council’s 
annual report.
7)
Phone calls with no other purpose other than to say “thank you.”
8)
Ask for advice or input from your donors about an upcoming project or issue 
of concern for your council (especially in their areas of expertise).

9)
Greet the donor by name at other community events, and thank him/her 
again for their support of the council or a specific project/campaign – 
especially in front of others attending the event.

10)
Respond to any inquiries from the donor in a particularly timely manner.

11)
Invite the donor to the opening of a new camp or service center facility, or to 
another important event hosted by the council.
12)
Go out of your way to respect a donor’s wishes or support for a specific 
project or need – and let the donor know how you’ve done that.

13)
If it’s likely that the council will be in the news in the near future – whether 
positive or negative – let your donors know before they hear it from others. 
This will also prepare them to advocate the council to others.

14)
Run a “thank you” ad in the media – including your donor’s name – and 
make sure the donor gets a copy. 
15)
Personally deliver their popcorn order.

16)
Simply take time to talk with them whenever you run into them – when you 
do, ask them their opinion about how they think the council is doing.

17)
Send a birthday card – whether it’s the donor’s birthday, the BSA’s birthday, 
or our country’s birthday.
18)
Send your donors copies of any news stories or articles that are printed or 
broadcast about the council or any noteworthy troop activities.

19)
Share with them success stories about your other donors and volunteers. 
20)
Invite the donor to speak at a staff meeting, donor function, or other special 
event – have them share a brief overview about “what’s new” in their 
business, profession, or industry.

21)
Invite them to a picnic or day camp visit at one of your camps.

22)
Ask the donor to participate in a focus group to discuss some of the council’s 
future plans and initiatives.

23)
Send the donor a patch, program, or other give-away from a council event he 
or she was unable to attend.

24)
Send the donor copies of any new council brochure, publications, etc.

25)
Share statistics showing the success and impact of your council in the 
community – particularly in areas you know are of interest to the donor.
26)
Give your donors an unexpected certificate or “thank you” items just to 
recognize them for their ongoing contributions.

27)
Send photos of an Eagle Scout, troop activity, or Scouts at play at camp – to 
reinforce for the donor the impact their gift (and your program) can have on 
our youth.

28)
Tell them “we missed you” when the donor has not attended a council 
function for a long time.
29)
For an endowment gift, put together an individual “gift growth” chart for the 
donor’s gift: a chart that shows the return, income, and growth their gift 
currently generates – and may generate – over the next five years.
30)
Praise the donor’s contributions to his/her friends and acquaintances.
31)
Send the donor a postcard from your vacation or trips, or have Scouts send 
pre-addressed postcards from camp or their trip, thanking your donors for 
making possible their experience.
32)
Research and recognize some of the personal needs and challenges your 
donors may be experiencing – acknowledge, support, or console them as 
may be appropriate.
Of course, sometime during the last part of the year, the donor should hear from the Scout Executive about their next gift!  But if you’ve taken advantage of some of these other contacts before that, you are well on your way to great donor relationships. 
