Who is FlaxCo’s Donor?
Sample Personas for Individual Giving 
1. The Loyal Monthly Giver 
Age: 30–55 
Motivated by: Steady, long-term impact; simplicity; trust in the organization Preferred Channel: Email updates, auto-pay platforms, occasional texts 
Giving Range: $10–$50/month 
Messaging Cue: “You’re building change month by month.” 
Engagement Strategy: Personal stories of consistency; quarterly impact  reports 
2. The Passionate Advocate 
Age: 25–40 
Motivated by: Social justice, peer activism, urgency of cause 
Preferred Channel: Social media, peer-to-peer fundraising, petitions 
Giving Range: $25–$250 per campaign 
Messaging Cue: “Together, we’re creating a more just world.” 
Engagement Strategy: Shareable stories, ambassador programs, action +  donation combo 
3. The Values-Aligned Professional 
Age: 35–60 
Motivated by: Alignment with personal or professional identity (e.g. DEI,  education, environment) 
Preferred Channel: LinkedIn, email, thought leadership content 
Giving Range: $500–$2,500/year 
Messaging Cue: “Partner with us to move the needle in your field.” 
Engagement Strategy: White papers, behind-the-scenes updates, speaker  invites 
4. The Community Connector 
Age: 40–65 
Motivated by: Local pride, impact close to home, social recognition Preferred Channel: In-person events, community newsletters 
Giving Range: $250–$1,000/year 
Messaging Cue: “Your gift keeps our community strong.” 
Engagement Strategy: Local partnerships, neighborhood impact stats, town  halls 
5. The Emerging Philanthropist 
Age: 28–45 
Motivated by: Visibility, legacy building, career-aligned giving 
Preferred Channel: Email, Instagram, impact reports 
Giving Range: $1,000–$5,000/year 
            Messaging Cue: “Be the change you want to see—and be seen doing it.”
            Engagement Strategy: Giving circles, curated donor experiences, name  recognition 
6. The Impact Investor 
Age: 40–70 
Motivated by: ROI, data, scalable solutions 
Preferred Channel: Reports, Zoom briefings, LinkedIn 
Giving Range: $5,000–$25,000+ 
Messaging Cue: “Your investment fuels measurable, lasting change.” Engagement Strategy: Dashboards, KPIs, matched giving opportunities 
7. The Faith-Driven Supporter 
Age: 50–75 
Motivated by: Moral imperative, service, spiritual values 
Preferred Channel: Direct mail, faith-based community events 
Giving Range: $100–$2,000/year 
Messaging Cue: “Answer the call to serve others with compassion.” 
Engagement Strategy: Partner with faith institutions, integrate values-based  language 
8. The Lapsed Legacy Donor 
Age: 60+ 
Motivated by: Nostalgia, values alignment, desire to be remembered Preferred Channel: Print materials, phone calls 
Giving Range: Variable + planned giving potential 
Messaging Cue: “Leave a legacy that lives beyond you.” 
Engagement Strategy: Reconnect through personal outreach; planned giving  conversations 

9. The Family-Focused Donor 
Age: 35–55 
Motivated by: Teaching generosity, child impact, multigenerational change Preferred Channel: Kid-friendly campaigns, schools, mail 
Giving Range: $100–$500/year 
Messaging Cue: “Inspire the next generation of changemakers.” 
Engagement Strategy: Family events, impact stories that feature children or  education 
10. The Grateful Recipient 
Age: Any age 
Motivated by: Giving back, gratitude, pay-it-forward ethos 
Preferred Channel: One-on-one contact, testimonial-focused asks Giving Range: Variable, often modest but highly loyal 
Messaging Cue: “Your gift helps someone just like you.” 
Engagement Strategy: Volunteer opportunities, alumni groups, recognition  for contributions of all sizes
