The Donor Trust Checklist
A quick audit to help your nonprofit build trust, show impact, and keep donors giving

Success for Nonprofits
◆  ◆  ◆
Donors are becoming more selective. They still care. They still want to give. But they are paying closer attention to where their money goes, how organizations communicate, and whether their gift actually makes a difference.
That means trust is not a nice little bonus anymore. Trust is the whole game.
Use this checklist to review the most important parts of your donor experience: your donation page, your thank-you process, your impact communication, your follow-up, and your donor relationships.
You do not need to fix everything today. But you do need to know where the gaps are.
HOW TO USE THIS CHECKLIST
For each item, check one box:
□  Yes, we do this well
□  Sort of, but it needs work
□  No, we need to fix this

At the end, review your results and choose your top three priorities.
Do not make a 47-item action plan. Start with three.
 















◆  ◆  ◆
Section 1: Donation Page Trust Check.
Your donation page should make giving feel simple, clear, and safe. If donors have to hunt, guess, or squint, you are probably losing gifts.
Our donation page:
1. Has a clear and visible donate button
1. Works well on mobile devices
1. Loads quickly
1. Uses simple, donor-friendly language
1. Clearly explains what donations support
1. Includes suggested gift amounts
1. Connects gift amounts to impact when possible
1. Offers a monthly giving option
1. Makes the monthly giving option easy to find
1. Uses a secure payment processor
1. Does not ask for unnecessary information
1. Includes a clear confirmation message after the gift is made
1. Looks current, professional, and connected to our brand
1. Makes donors feel confident their gift is going to the right place
 
Quick Reflection
	What is the strongest part of our donation page?
	 


 
	What is the most confusing or outdated part?
	 


 
	What is one improvement we can make this month?
	 













◆  ◆  ◆
Section 2: Donor Thank-You Check
A receipt is not a thank-you. A good thank-you makes the donor feel seen, appreciated, and connected to the mission.
Our thank-you process:
1. Sends an immediate donation receipt
1. Sends a warm thank-you message within 48 hours
1. Uses language that sounds personal and human
1. Tells the donor what their gift helps make possible
1. Avoids sounding like a tax form with feelings
1. Includes the donor's name when possible
1. Makes first-time donors feel welcomed
1. Makes monthly donors feel especially valued
1. Includes a process for thanking larger gifts personally
1. Includes a process for board members or staff to thank donors
1. Does not immediately ask for another gift in the first thank-you
1. Tracks thank-you communication in our donor system
1. Has different thank-you language for different types of gifts when possible
 
Quick Reflection
	Does our current thank-you message sound warm or robotic?
	 


 
	What does our thank-you help donors understand about their impact?
	 


 
	What is one sentence we could add to make it more donor-centered?
	 










◆  ◆  ◆
Section 3: Impact Communication Check
Donors want to know what changed because they gave. If you only tell them what your organization did, you are missing the point. The donor needs to see the difference their gift helped make.
Our impact communication:
1. Shares stories of impact throughout the year
1. Includes both numbers and human stories
1. Explains what donor support made possible
1. Uses clear language, not internal jargon
1. Shows progress, not just need
1. Communicates with donors between fundraising asks
1. Includes donor-centered phrases like "because you gave" or "your support helped"
1. Avoids making the organization the hero of every story
1. Shows gratitude before asking again
1. Shares updates after campaigns or events
1. Gives donors a reason to feel proud of their support
1. Makes impact easy to understand quickly
1. Includes photos, quotes, or examples when appropriate
 
Quick Reflection
	What is one recent story we could share with donors?
	 


 
	What number or result could help show credibility?
	 


 
	How can we connect that story directly to donor support?
	 












◆  ◆  ◆
Section 4: First-Time Donor Follow-Up Check
The first gift is not the finish line. It is the beginning of the relationship. If someone gives once and then hears nothing meaningful from you, do not be shocked when they disappear. Donors are generous, not psychic.
Our first-time donor follow-up:
1. Identifies first-time donors in our system
1. Sends a special welcome message to first-time donors
1. Thanks first-time donors quickly
1. Sends an impact update within 30 days
1. Invites first-time donors to learn more about our work
1. Gives donors a simple next step that is not always another donation
1. Tracks whether first-time donors give again
1. Has a plan to encourage a second gift
1. Does not treat first-time donors exactly the same as long-time donors
1. Helps donors feel like part of the mission
1. Includes a human touch when possible: a call, note, or personal email
 
Quick Reflection
	What currently happens after someone gives for the first time?
	 


 
	Where are we losing first-time donors?
	 


 
	What is one simple follow-up we can add in the next 30 days?
	 












◆  ◆  ◆
Section 5: Monthly Giving Trust Check
Monthly donors can become some of your most loyal supporters, but only if you treat them like they matter. A monthly donor is not just someone whose credit card works every month. They are choosing to stay with you.
Our monthly giving program:
1. Is easy to find on our website
1. Is clearly explained on our donation page
1. Includes suggested monthly giving amounts
1. Explains what monthly gifts make possible
1. Has a simple and compelling name, if appropriate
1. Sends a special welcome message to monthly donors
1. Thanks monthly donors beyond the automated receipt
1. Shares regular impact updates with monthly donors
1. Makes monthly donors feel like insiders or partners
1. Has a process for declined or expired cards
1. Includes a plan to retain monthly donors over time
1. Does not ignore monthly donors because their gifts are automatic
 
Quick Reflection
	How easy is it for someone to become a monthly donor right now?
	 


 
	What could make monthly giving more appealing?
	 


 
	How can we make monthly donors feel more valued?
	 












◆  ◆  ◆
Section 6: Event Follow-Up Trust Check
Events should not end when the room is cleaned up. Events should lead somewhere.
After our events, we:
1. Thank attendees promptly
1. Thank sponsors and donors personally
1. Share what the event made possible
1. Send photos or highlights when appropriate
1. Invite attendees to take a clear next step
1. Follow up with new people who attended
1. Track event attendees in our donor system
1. Identify strong prospects for deeper engagement
1. Invite attendees to become donors, monthly donors, volunteers, or ambassadors
1. Share event results with board members and key supporters
1. Avoid treating the event as the finish line
 
Quick Reflection
	What is our current follow-up process after events?
	 


 
	What next step do we want attendees to take?
	 


 
	What follow-up should we send within one week after the event?
	 














◆  ◆  ◆
Section 7: General Donor Relationship Check
Donor trust is built through consistency. If donors only hear from you when you need money, the relationship is out of balance. And yes, they notice.
Our donor relationships:
1. Include communication throughout the year
1. Include more than just fundraising appeals
1. Make donors feel appreciated
1. Make donors feel informed
1. Make donors feel connected to the mission
1. Include personal outreach when appropriate
1. Segment donors when possible
1. Recognize loyal donors
1. Re-engage lapsed donors thoughtfully
1. Give board members a role in donor appreciation
1. Use clear and honest communication
1. Avoid exaggerating impact or urgency
1. Treat donors like partners, not transactions
 
Quick Reflection
	How often do donors hear from us when we are not asking for money?
	 


 
	What is one non-ask communication we could send this month?
	 


 
	Which donors need more personal attention?
	 











◆  ◆  ◆
Donor Trust Score
Count how many items you checked as "Yes, we do this well."
 
	55 or more
	Strong Donor Trust Foundation
You have many of the right pieces in place. Strengthen consistency, personalization, and follow-through.

	35 to 54
	Solid Start, But Some Gaps
You are doing several things well, but parts of the donor experience need attention. Focus first on thank-yous, impact updates, and your donation page.

	Fewer than 35
	Time for a Donor Trust Tune-Up
Do not panic. Most nonprofits have gaps. The important thing is to stop guessing and start improving. Begin with the parts of the donor experience that happen immediately after someone gives.


◆  ◆  ◆
Your Top Three Priorities
Choose three improvements to work on first. Do not make a 47-item action plan. That is how good intentions go to die in a Google Drive folder. Start with three.
 
	Priority 1:
	 

	Why this matters:
	 

	First step:
	 

	Who is responsible:
	 

	Target date:
	 


 
	Priority 2:
	 

	Why this matters:
	 

	First step:
	 

	Who is responsible:
	 

	Target date:
	 


 
	Priority 3:
	 

	Why this matters:
	 

	First step:
	 

	Who is responsible:
	 

	Target date:
	 


◆  ◆  ◆
Quick Wins You Can Do This Week
If you are not sure where to start, choose one of these:
1. Rewrite your donor thank-you email
1. Add impact language to your donation page
1. Make your monthly giving option easier to find
1. Call five first-time donors
1. Send one donor update that is not an ask
1. Review your last event follow-up
1. Add a "because you gave" story to your next newsletter
1. Ask one board member to thank three donors
1. Test your donation page on a phone
1. Create a simple 30-day first-time donor follow-up email
 
Pick one. Do it. Then pick another.
That is how trust gets built. Not through a giant plan that never happens. Through small, consistent actions donors can actually feel.
◆  ◆  ◆
Final Reminder
Donors do not owe your nonprofit their loyalty.

You earn it through clarity, gratitude, follow-through, and honest communication. You earn it by showing people that their gifts matter. You earn it by treating donors like partners in the mission, not names in a spreadsheet.

You do not have to be perfect. You just have to be intentional. And you have to start.
