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DONORS 
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DONOR 

ENGAGEMENT 

APPROACH 
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LEARN 

ACT 

GIVE 

Transaction Habit 

TIMING 
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Spring 

Forward 

Awareness 

Appeal 

End of Year 

Campaign 

3 Multi-Channel Campaigns 

MESSAGING 
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Multichannel Campaign 

Emotion and Humanistic Approaches 

Donor Centric Language 

Solutions Context 

Needs Based Reality 

Help One vs. Population 

Opening Statement Providing Relevancy Drawing 

Donor In 

Building A Stronger Movement Concept 

Show Cause and Effect 

Demonstrate Need Through Illustrative Writing 

MESSAGING KEY POINTS 

direct  

mail 
DIRECT MAIL 
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EMAIL 
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Use Imagery 
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CONVERSATION  

TOOLS 
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Simple and visual representation of who you 

are and what you do.  

 

A way to provide a clear overview of an 

organization, specific areas of investment and 

how support can make an impact. 

 

 

 

 

 

 

 

Focus on What You Do, Why You Do It, How You Do it, How We Can Help  

Conversations Tools 

Organization Overview 
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Transportation Services

Getting to and from Cancer treatments can be hard, and 

many of Little Red Door’s clients have no reliable form 

of transporation. That’s why Little Red Door Little Red 

Door provides free transportation for cancer patients 

in Central Indiana receiving chemotherapy or radiation 

treatments and for those who have limited cancer-

related follow-up appointments. We ensure vehicles are 

accessible to both wheelchairs and walkers. 

We have all heard the expression ‘there is no such 

thing as a free ride,’ but for some local cancer pa-

tients, a free ride is not just a nice gesture, it is a 

lifeline to life-saving treatment. 

INVEST IN OUR

“T his is one wor r y 

t hat  I don’t  have t o 

t hink about  now. T hat  

t ook a lot  of  st r ess 

of f  me, knowing t hat  

I had  a r ide t o my 

doct or ’s appoint -

ment s.” – T er r y said .

$10,000 
to provide

X more

clients rides

in 2012.

$5,000
to make
upgrades
to the vans

$500
to fill X 
tanks of 
gas

WE  NE E D  YO U R HE L P

T r anspor t at ion

C lient s 

2 70
T r ips Per  C lient

2 2
Accessible Vans

3
T anks O f  G as

X
C ost  Per  Year

X

To View Video VIsit

 LittleRedDoor.org/ Transportation

QUESTIONS 
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Derrick Feldmann 
derrick@achieveguidance.com 

@derrickfeldmann 

 
 

 

 

 

 

 
achieveguidance.com 

@achieve_consult 

 

 
 


