
 
 

Priceless Advice 
 
Not that I spend loads of time pondering my own demise, but I have been asking myself, 
“What is the one piece of advice I could leave to my children?” You know the type that I 
mean – that pithy phrase or sentiment that wraps up an entire lifetime and changes theirs. But 
I’ve expanded that thinking lately to... 
 
What’s the ONE simple piece of advice I can leave to my clients that would change their 
fortunes and, quite possibly, their impact? 
  
Here are my finalists. Which do you like best? 

o Take Great Pictures. If a picture is worth a thousand words, it also might be worth 
millions of dollars! I was tempted to write Take Better Pictures. But, truthfully, the 
ones I see aren’t that good. Invest in courses and training for your staffers who have 
that responsibility. Or, better yet, hire a professional who understands lighting, 
composition, focus, contrast, etc. Your website, brochures, ads and donor 
communication will be so improved that it will lift your entire boat. 

o Invest In Your Data. The most overlooked and foundational of all organization work 
is acquiring and maintaining great records. The current email used, a detailed record 
of what was given when, the name they like to be called by their friends, their 
spouse’s last name (if different from theirs), a second address where they get their 
mail six months out the year, etc. These are a marketer’s dream. Sadly, it is not 
always reality.  

o Hand-Write More Thank Yous. Do you know how rare this has become? What was 
once standard practice is now a differentiating customer service win. 15 minutes a 
day, and you will stand out for your thoughtfulness! Write individualized notes to 
your staff, Board Members, store clerks, vendors, donors – everybody. If you take 
your time and are completely sincere, it may even affect your overall gratitude level.  

o Celebrate Your Volunteers. As a fundraising consultant, I know this adage to be true: 
“Your volunteers of today are your donors of tomorrow.” Plus, they are your best 
ambassadors and advocates right now. Yet, you know that already. People are saints 
who take time out of their lives to help your organization. Give them tangible 
applause regularly, and you’ll be rewarded continually.  

Sincerely, 

 
Blake Conover, President 
 
P.S. You probably thought I was going to include Hire an Agency, didn’t you? ;-) 


