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Background 
To maintain an adequate blood supply, South African blood centers need to collect more blood from their majority 
Black African population. Success in recruiting first-time Black blood donors has been tempered by lower 
suboptimal return rates. 
 
Methods 
A prospective cohort study of first-time, Black blood donors donating during a four-month period in 2014 was 
performed and followed up for one year. Within 56 days post donation, a questionnaire including questions on 
blood donation motivators and deterrents was administered by telephone. Questions used 4-point Likert scales to 
assess agreement with statements relating to domains of altruism, collectivism, self-esteem and marketing derived 
from local focus groups (Muthivhi et al. 2015).  Linking questionnaires to a blood donation database allowed logistic 
regression analysis to predict return for a second donation within one year. 
 
Results 
For this study 2,902 first-time Black donors with median age 23 and female predominance (59%) were included. 
Within one year, 1,786 donors (62%) attempted at least one additional donation.  When Likert scales were analyzed 
as an ordinal variable (4= strongly agree to 1= strongly disagree), donor return was associated with the following 
motivators "Blood donation is an easy way to make a difference" (odds ratio for each Likert increment (OR) = 1.16, 
95% CI 1.06-1.28), "I donated in response to adverts/campaigns on the radio, TV or newspapers" (OR=1.11, 95% 
CI 1.00-1.23).  Responses to altruism-associated statements were not associated with return. Among deterrents, 
donors were less likely to donate if they agreed with the statement "I am afraid of the sight of blood" (OR=0.83, 
95% CI 0.72-0.96) and "I wasn't treated well by the <blood center> staff" (OR=0.85, 95% CI 0.74-0.97). Surprisingly, 
donors were more likely to return if they agreed with the statement "I was afraid of finding out about my HIV status" 
(OR=1.19, 95% CI 1.03-1.37). A secondary analysis treating the Likert scales as 4-level categorical variables 
revealed generally similar results, with the additional finding that donors who disagreed with the statements "If I 
give blood then blood will be available when I need it" and "I don't know where the nearest blood collection point 
is" were more likely to return. 
 
Conclusions 
This novel design made it possible to study the link between donation motivators and deterrents and actual rather 
than intended return for donation. It is interesting that self-esteem and marketing predicted return better than 
altruism. Fear and poor customer experience are recognized deterrents which could be addressed.  These data 
will be used to construct Black donor recruitment interventions which may be tested using randomized trial 
designs 


