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It’s a measurement of the 

relationship between an organization and a 
financial supporter, volunteer and/or advocate. 

It’s determined by a combination of interest in 

the issue/cause, experience as a 
recipient of the programs/services, 

involvement in the operations, and 

ability to affect the direction of the 
organization. 

Donors that exhibit high levels of engagement get 
involved in all levels of an organization – as a 

volunteer and adviser, advocate for the cause in 
the community, and a financial supporter. 

Donors with limited levels of engagement exhibit an 
interest in the work of the organization, but the 

relationship is primarily a transaction lacking a 
clear understanding of the organization’s 

direction and operational needs. 
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Overall Engagement



The engagement gap 
is the space or void 
between a 
transactional 
donor/volunteer and 
someone who sits on 
its board. The 
engagement gap 
blocks people from 
opportunities to hear, 
participate in and 
contribute to the 
betterment of the 
organization.



The Holidays are a perfect 
time to give, and I will 
probably always send a check 
to this organization – they’re 
doing a great job.

I ran in the 5K once, it’s a 
good cause, and I had friends 
going as well. It was a great 
time for a great cause, I’d love 
to do more!
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Benchmarking Relationships

Create a Baseline for Engagement

•Analyze the current relationships with donors and 
determine baseline.

Measure Relationships By Involvement

•Design Donors:  Focus Groups to Outreach to Donors 
(Scale of 1 to 4)

•Transaction Donors:  Moves Management

Create a Goal with Financial and Involvement

•Dollar Raised and Action Performed/Engaged



Donor
Transaction 

Amount
Program 

Volunteer
Focus Group

Skilled 
Involvement

Outreach

John $50
2 Days in 

2009
3 Sessions Workplace Special Event



Key Points
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