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Fow Characteristics of Sensor Givers

Blarch 28, 2006

By Abny Santicola, editor, FundRaisng Suecess Adwsor

Bdost nonprofit development professionals know that older donors ke to give wia direct mall. But what are some other traits of this massme donor demographic?

In a recent conversation, Harvey MeEmnen, president of Harvey MeFinmen Associates, a donor-relshonship consultancy based out of Vancouver, Brtish Columbua, Canada, shared zome of the other
Eiving nuances cotmeon to senor donors.

1) Seniors arve prime candidates for monthly giving. Electrone pledge programs where people give, say, 525 a month to a chanty are an easy sell to older doners, McEmnen says. "Semors are quite
up for joining these programs because, as you can imagne, if they have an automate withdrawal comng fram their bank account or are aubomatcally malong a pledge on thewr credit card, that's convenient
for thern .. We've seen signficant growth of older pecple joming these programs.”

1) They vespond well to premimms that honor or pay tnbute to others, McEmnon says that he worked with one client on a Mother's Day mailing that included a stylized rose. Eecipients were asked
to write ther name on one side of the rose and the name of a woman they'd ke to honer on the other side, and mal the rose m with ther donation. "Tt's more than just a git, it's something where they can
pay tribute to somebody they love, " McEwrnen says. Semeors, he adds, recogrze the power of paymg tnbute to people n ways that younger people den't.

3) They give pranarily to health care, mtemmational development and envirommental camses. One chent MeEmnon worlcs with, the Vancouver Island MMarmot Eecovery Foundanon, which works
to save the Vancouver Island Marmot from esxtinchion, has a house file compnzed of about 80 percent serwors. Of that 80 percent, 80 percent are women

hcEinnon says that as far as environmental causes go, seniors are more apt to respond to causes that are animal refared or that focus on wildlife conservation, as opposed to action- oriented, activist
mizsions. And sendors’ support of health-care organizations 15 mbutive, he adds. "That makes sense becanse they are the most likely to be accessing cancer orgamzation services or hospitals, and their peers
are the ones that are most likely to have gone to the hosprtal and needed to have thewr lives saved

4) Older donors respond more to emotional pleas than action-oriented language. Fer the Vancouver Island Marmot Eecovery Foundation, MeFinnon says, an image that werkes on the outer of its
direct mail 13 & pichire of a Vancouver Island Marmot with a word bubble that says, "Will yeu please help me " "That's something that's more lely to appeal to the sendor, I think, than somebody who's a
40-year-old actrvist that wants pollution shut down in a factory nearby,” he adds,

Harvey MeEinnon can be reacked via hitp hwww. harvevmennoncomn
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