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NINE STEPS TO A SUCCESSFUL FUNDRAISING CAMPAIGN

STEP#

Successful individual donor campaigns keep 
donors and interested parties informed and 
engaged. 

In other words: Communicate!

As soon as a donor or volunteer shares their gifts of time or money 
with you — it’s now your responsibility to maintain a meaningful 
connection. 

How do you keep them engaged and wanting to know more? 

As staff, think about how often you come into contact with your mis-
sion in action. 

While you may not talk with any concert attendees (though I believe 
you should ), you see enjoyment or relaxation on their face during a 
performance. 

While you may not be a case manager or deliver programming, you 
have the opportunity to walk into an area of your building and see the 
face of a client. 

Maybe you aren’t the person at the legislature advocating for the bill 
to be passed, but you may help find people to give their testimony at 
a hearing. 

The reality is, the outside community and even some of your key vol-
unteer leadership don’t come into regular contact with your mission 
in action on a regular basis. 

Keeping  
Your Donors 
Engaged6
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Our job is to keep the impact of contributions visible to donors and 
volunteers in between asking them for support. 

There is always  something to share. 

Even the smallest example of change can inspire when shared in an 
emotionally-connecting way. 

The key to success for life and for nonprofit organizations is to main-
tain regular communication. 

Keep information flowing through in-person meetings, direct mail, 
email, phone, websites, and social media. Staying in touch has never 
been easier. 

The truth to why your donors stop giving is they lose interest. They 
don’t feel their gift matters enough to keep giving it.

I recently spoke with staff at a large, seemingly successful nonprofit. 
I was shocked to discover that other than a thank you letter or email 
after a contribution, there is no other communication with donors 
until it’s time to ask for another gift . Yikes!

I spoke at a panel about this topic in front of nearly 600 people.  I 
was disappointed to learn more than two thirds of the organizations 
represented in the room — some having 2000, 5000, and even 8000 
active donors — were very concerned about meeting their annual 
fundraising goals but they could not tell me their donor retention 
rate or the names of their top 20 donors.

My belief: If you have a donor retention issue, you have a communi-
cation issue.

Building your donor list is important, agreed. If your donor retention 
rate is below 60% or you’re worried about meeting year-end goals — 
you are not paying enough attention to your current donors.

Meanwhile, people who invested their money or time in you are leav-
ing. It’s no surprise donor retention in the U.S. has been less than 50% 
for the past 15 years. 

Five tips for keeping your donors happy, connected to your mission, 
and giving more.

1. Share how contributions make an impact for one person.
 How many of your current donors & volunteers understand clearly 
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what it is you raise money for? Do you share the cost of your pro-
grams for one week for one child or one adult?

 A friend who is a major donor recently told me, “If the organiza-
tions I support were not just saying they need money but telling 
me why and what impact that money will have, I’d give even more.”

2. Throughout the year: Personally contact as many donors as you 
can who give multiple times a year or for multiple years.

 You can use board members, community volunteers, and even 
donors to help you. 

 Contacts can be thank you calls, invitation calls, or simply a “get-
ting to know more about you” call or meeting. 

 NOTE: The person doesn’t have to say “yes” to the meeting or 
answer the call for it to be meaningful. Leaving a warm thank you 
message is more powerful than you realize.

3. Meaningful acknowledgement can have a huge impact on your 
pipeline.

 This means timely, meaningful thank you letters AND more. Get 
creative with how you stay connected to your supporters: Shout 
outs on social media, sending an ecard for their birthday or on the 
anniversary of their first gift.

4. Invitations to events should say more than “Join us or Attend!” 
 Share a compelling reason for guests to attend and remind them 

of the need in your community.

_____

 
Excellent “mission-focused” example of copy on a fundraising event 
invitation: One in four homeless men in our community is a veteran. 
We think ONE is too many.

_____

 
At any event, share an update on the current gap in where your fund-
ing is vs. where your funding must be to say yes more often to the 
communities you serve.
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Couple this with a compelling story about how amazing your pro-
grams are. If you only show all the “good work” and positive outcomes 
donors don’t see a reason to do more.

5. Regular communication ALL YEAR LONG that is compelling and 
shows your impact has huge value in both retaining and generat-
ing new donors.

 Even a small increase in donor retention will generate greater 
dollars raised over time. Adrian Sargeant, Ph.D., from Indiana Uni-
versity’s Center on Philanthropy says:

 “A 10% increase in donor retention can increase the lifetime value 
of the donor database up to 200%. When people stay around they 
do things like upgrade their gifts, [give more often], contribute to 
galas and even volunteer.”

Remember: Regular communication does not have to be lengthy. 

Short, interesting emails, with subject lines that beg to be opened are 
a good start. 

Make certain those short messages teach something new, inspire, 
and invite action. 

Monthly giving is one of the very best ways to increasing donor reten-
tion. Monthly gifts give you an important reason to stay in touch and 
remind donors of the impact of their regular support. 

If you don’t believe me, maybe this will inspire you: Annual donor 
retention of monthly donors averages 90% in the U.S. Wow!
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ARE YOU READY 
TO DIVE IN?

Get the rest of Lori’s insightful lessons, 
soap box messages, and examples now! The rest 
of the steps everthing from Goals, Timelines, 
and Urgency to Keeping Donors Engaged to 
Data Management and so much more.

With this book you can use each step as a 
topic of conversation with your staff, board, 
volunteers, and even some of your most 
passionate donors. Add these important topics to 
meeting agendas and devote time to discussion and implementation.

Get Nine Steps to a Successful Fundraising Campaign today!

Click here to get one copy

Click here for 12-book bundle  

Purchase $10

Bundle $100
12 books for the price 10!

https://mh138.infusionsoft.app/app/orderForms/Nine-Steps-to-a-Successful-Fundraising-Campaign?cookieUUID=7e7856ff-62fe-4c26-a804-30d2bc955d57
https://mh138.infusionsoft.app/app/orderForms/Nine-Steps-to-a-Successful-Fundraising-Campaign?cookieUUID=7e7856ff-62fe-4c26-a804-30d2bc955d57
https://mh138.infusionsoft.app/app/orderForms/Nine-Steps-to-a-Successful-Fundraising-Campaign-BUNDLE?cookieUUID=5f808307-0ac0-4441-8592-59311edd2834
https://mh138.infusionsoft.app/app/orderForms/Nine-Steps-to-a-Successful-Fundraising-Campaign-BUNDLE?cookieUUID=5f808307-0ac0-4441-8592-59311edd2834



