
30 IDEAS IN 30 MINUTES 

December 13, 2011 

How to Raise More Money Before Year 
End – and Jumpstart Your Fundraising 
Program in 2012 



Year-End Strategy –  
What to do right now! 
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LYBUNT 

3,095 Donors 
 

$400,442 
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The Match 

Identify a Matching Gift NOW  
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Timeliness of Thank You’s 

• 24 Hours  20% Response 

• 72 Hours  15% Response 

• 5 Days  7% Response   

• 7 Days  4% Response 

• 14 Days  1% Response  

 

5 



Digital 

• Focus your home page on giving 

• Create extra large Donate Now button 

• Streamline donation process 

• Set an email schedule 

• 12/15  Christmas e-card  

• 12/23  Christmas support 

• 12/29  Tax deduction opportunities 

• 12/31  “Last Chance”  
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Stewardship Opportunity 
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Ideas to Jumpstart 2012 
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Commit to List Building 

• Direct mail 

• Phone 

• Email 

• Mobile 

• Social (fans, followers)  
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Cumulative Online Revenue 

# Email Records 

12 

The Value of a Growing Email House File 



Acquisition  

• What is your donor’s lifetime value? 

• What is your Annual Attrition/Reactivation 
rates? 

• How many new donors do you need to grow 
5% or 10%? 
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Retention Strategies 



Make Donors Feel They are Part of an 
Important Cause 

• Storytelling 

• Use language that gives ownership 

• “Thanks to you …” 

• “Your help did xxxx” 

• “You accomplished xxxx” 
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Show Donors Their Involvement is  
Appreciated 

 

• Overhaul acknowledgement system 

• “The frustration over receipts almost makes giving 
money away a bad thing ... rather than a good 
thing.” 

• Photos from the field 
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Hold a Donor Conference Call 

• 5,097 calls made 

• 823 accepted 

• 102 listened for entire 25 minutes 
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Get the Basics Right First 
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donations
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Giving
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Power of the Phone 

• Disaster donor conversion  

• Lapsed reactivation 

• Conversion to monthly donors 

• Conversion of advocacy to cash donors 

• Conversion of catalog donors to monthly 

• Call and thank all new donors (regardless of 
channel) 
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Thank You Calls 

• $100+ donors called 

• Result: 

• 17% lift in number of donations 

• 200% lift in revenue  
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Digital 
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Email 

• Black Friday/Cyber Monday email  

• Include “share to social” links 

• 85% of people delete an email solely based on 
the subject line 

• Give new donors a special welcome 

• Is your auto responder boring? 

• Send a second thank you message 

• Ask for a monthly gift 
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Websites 

• Easy navigation 

• Photos are powerful 

• Physical address and phone number 

• Clear call to action 

• Use an eye-catching donate button 

• Is donation process simple 

• Minimize steps and information 

• Optimize donation form 
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Social Media 

• Start with Facebook 

• Post at least once a day (video, photos, events, 
links, comments) 

• Staff:  ¼ FTE 

• Have a clear strategy (i.e. building community) 
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Thank You!  
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Website:      Grizzard.com 
Twitter:     @GrizzardComm 
Facebook:  Facebook.com\GrizzardComm 
 
Contact:    
Chip Grizzard 
CEO 
(404) 935-7132 
chip@grizzard.com 


