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GoToWebinar

Fie View Heb /0)8)x]

=] Audo
s AT Your Participation
S MUTED " Open and hide your control panel
Join audio:
* Choose "‘Mic & Speakers™ to use
VolP

+ Choose “Telephone” and dial
using the information provided

[Enter a question for staff]

Submit questions and comments via
the Questions panel

Webinar Housekeeping
Webnar D: 275-918-366

GoTo\Webinar

GoToWebinar support phone number is [-800-263-6317
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Does this sound like you?

O You were busier than ever last year, but
you're not sure what you really
accomplished.

O You didn’t achieve your biggest goals.
You're disappointed and you know there
must be a better way.

O You had a fantastic year...but you're not
sure you can do it again - you're exhausted!




Thank You For
Being Here

Today!




YOU'RE BUSY!

| am working on my BUDGET! The dreaded budget!

Hi Pam!
I'm working on our capital campaign for a new facility. We've just begun the "silent phase"
During our last meeting, they had mentioned the possibility of hiring someone to assess a

Thank you!!!!
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HERE'S WHAT YOU'LL LEARN TODAY

O Where philanthropic dollars really come
from

O The most important fundraising lesson

O The difference between being ‘busy’ and
being effective

O Why you must be the change

O The habits of successful fundraisers




™
e
e sics & Mor
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HOW DID YOU BECOME A FUNDRAISER?
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WHAT WOULD
YOU HAVE
DONE?




Here’'s what | did...

I ean mever thank you enough for your support of XYZ organization...
. butlean try'.

As I 'was going through our recoeds recently, I couldn't belp but notce that
you've been one of our moat valued supporters over the years.

That's why, 23 the new dizector of developasent for XYZ, | wanted to reach
out to you persceally with my deepest thanks.
Bu-.d'yu.h'nhln.... [Follow wath a paragraph about what thewr

R “

As you know, the suppeet of faends hike you is entical to our week. And, 22
2 new memsber of XYZ, I'm comnutted to donor service, and gaming 2 tue
understnding ouwr supporters. [Name], I'm eager to know a bet about why you caze
30 mrach. If you can, pleace take 3 momest to respond to Sus letter by completing
..'nﬂ:-‘ 1t i the self-addressed stazped exvelope
you'

1"m honored o be working alongside XY Z and 5o gratefial to know that we
have the appeet of weaderful donors kike you Thaek you for your tne.

Warmly,

* Mercy Conps.
¥ Lt your survey 10 Bvee Questions and include encugh space kr witing.
Pamela Grow Copyright 2010
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RESULTS?

20 letters

18 responses

Several sent in money
Three became major donors

Donor responses formed the basis for my
first - and wildly -successtful direct mail
appeal
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“Any strong fundraising
program has a strong

individual giving
program at its
core.”
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WHERE DO CHARITABLE DOLLARS COME FROM?

9% 71%

B
equests Individuals
O
16%
Foundations
5%

Corporations
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Insanity: doing the same
thing over and over again
and expecting different results.

Aot gl

'.i. '
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b R R 5T J\
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THE ‘SECRET SAUCE’ TO YOUR FUNDRAISING SUCCESS

Aside from your
fundraising
plan, you neead
to have a plan in
place to love
your donors!
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YOUR SUCCESS FORMULA

Thank

AV Report




7. KNOW YOUR RETENTION RATE AT ALL

Nonprofit Donor
Retention Primer

Nonprofit Don

eeeeee ionis 41%

Ea

T

TIMES.

Take the total number of donors
who gave in Year 1 and divide it
by the total number of those
donors who gave in Year 2.
Multiply that number by 100 to
get your retention rate as a
percentage. (You can do a rolling
year, e.g. June to June, but it's
got to be the same for both
calculations.)
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Commercial

businesses retain
Q4% of their

customers while the

nonprofit sector \

i)
retains only 41 % or |

its donors.
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2. MASTER THE TENETS OF DONOR-
CENTRICITY.

“Master, truly master, the tenets of
what it means to be donor-centered.
Donor centricity goes beyond throwing
a few ‘yous’ in your web copy. It

goes to a deep love of humanity
and the partners who

make your work
possible.”
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YOUR DONORS ARE HEROES

“Fundraising is about waking
up an army of heroes to join

you in your mission.

It's about inviting people in by
letting them sense their own

power.”

ey Cahalane




3. MAKE A PLAN FOR EVERY DONOR

finEN

Home About Us Who We Are What We Do Who We Serve White Paper Resources UK Office Contact Blog

Winner of the 2014 Fundraising
Professionals of the Year Awards:

Best Industry Blog How to Create a Dynamic Strategy for Every Single
: Donor: A Step-by-Step Process

SEPTEMBER 6, 2013 BY RICHARD PERRY AND JEFF SCHREIFELS 7 COMMENTS

Subscribe to Our Blog Posts
* inccaes required
gmam
*
First Name The look on her face said it all. “You want me to create
donors on my caseload? Are you kidding me?”
Last Name , This is usually the reaction our team at Veritus Group
one of the first things they need to do if they want to
Emall Format
 htmi After the initial shock wears off and denial turns to accd
(text the enormity of the task. It is HARD work. We realize &
Cmobile would be doing it. But they are not. And this is one of the reasons that MGOs, and ultimately

http://veritusgroup.com/how-to-create-a-dynamic-strateqy-for-every-single-donor-a-step-by-step-process/
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“You'll achieve your full fundraising
potential once you recognize that your
donors absolutely share your goal of

wanting to create a positive difference

in the world — and understand
that your job is not to
educate, but to delight
and inspire.”
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4. MAKE GRATITUDE A DAILY
HABIT
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“l have an abundance mentality:
When people are genuinely happy
at the successes of others, the

pie gets larger.”
Stephen Covey



5. INTEGRATE PRINT AND EMAIL

92% are driven to online or digital activity;
87% are influenced to make online purchases;
54% engage further via social media; and,

Help us raise $30,000 by June
3010 ensure passage of the
Open Space Bond! Your
donatien will be matched
dollar-for-dollar by a generous
matching gift

2015
Pamela Grow R oty Thadf ‘fu "Qm‘fa,
AWl ped oo ©@al
J.f; | b o2
[ e ‘(\—-4 \ — maug ‘ﬂi L
& SV Wen o [Gs
Dear Pamela, \\\ u_u’d (cu_f tg Show ¢ =

aanl!  gthie
mhmmmhmmmmoom have a favorite trail to hike on the

weekend, ride your mountain bike, or go birding? Somewhere you always take visitors to show off the
striking saguaros and desert wildflowers?

We are blessed with some magnificent protected open spaces. Our federal, state, and local parks are
diverse and cherished: Tucson and Tortolita Mountain Parks, Las Clenegas Natural Preserve, Saguaro
National Park, the wilderness of the Santa Rita and Baboquivari mountains.

Yet these treasured places can't survive on their own if they're not connected to each other. if they
become too isolated, wildlife diversity and numbers will decline. Eventually certain species-could
become extinct altogether. Development and roads continue to fragment the desert.

43% download something.

[ m/ Double the impact of

yuu-’ donation until
une 30 ar d p U
all

Dear Pam,

Have yOu S.000700 T COEN SDACHS Of the
Soncran Desert this monm? Now is the time! We
need your help 1oday 10 pass e $85 milion Open
Space Bond n Novermber. This lunding wil ensute
OONET CPOM SDACE 870 MDA Mround Pma
County are protected and conneced 1or Dot
peopio and widide

Wik you help ws raise $30,000 by June 307 We
are so close and only need 10 ralse §2.313 more
50 reach our goal! And due 10 3 QeNerous
malching giM, your GONATION and N IMmpact wil
e douded!

W Wil ISVerags your GONascn I I Dest waty
POSSDIO 10 QAN V0K SLPPOT ANG ENSLID PASSAPE
of the Open Space Bond.
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5. WORK YOUR MONTHLY GIVING

"...online monthly
giving grew by 32%
in 2014, compared [m=—

Happy to report this: Before launching our monthly donor campaign in early
October, we had 7 monthly donors. As of today, we have 30! Wahoo! And

to just 9% for one- |z

time giving.”

2015 M+R Benchmarks study

"Based on the excellent advice presented in your Monthly Giving course, we've increased our monthly donors by 242%

in just 7 monthsl We're excited to keep building on this success in the coming school year.”

Rachel N. Rodriguez, MPA, MSW

Development Director, Mountain Mahogany Community School

Wednesday, January 25, 17


http://www.mrbenchmarks.com/
http://www.mrbenchmarks.com/

Wednesday, January 25, 17

ad

/3% of charitable
bequests now come from
monthly donors. A
bequest is 7 times more

likely from a monthly
donor.

trica Waasdorp, The Sleeping Giant




Audubon

Join Audubon's Cardinal Club

Help provide urgent support for birds and

their habitats by becoming a member of
Audubon's Cardinal Club. i

Your reliable monthly support will ensure
we have the resources to protect Important

’ » S 3
Bird Areas, advocate on behalf of birds and 2 >
other wildlife, and continue to be the ARRD
nation's premier force for bird 3 g
conservation. . NS Y

o »
Please select a monthly pledge amount: \
9 -\ oy ) = 3
y
: ~ f
- s
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/. FIGURE OUT HOW TO COMMUNICATE THAT

YOUR BEQUEST PROGRAM EXISTS

"Planned Giving Saved Our Ass!”

‘Planned Giving Saved Our Ass’

*Planned Giving saved our ass.”

That's what a client reminded me recently. I've been helping the college capture planned gifts since
2004, and Planned Giving literally saved them four times in the last six years,
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REMEMBER...

“....dead people, through their estates, give
away more money year after year than all
US corporations combined.”

Andy Robinson




Renew Member >ervices mordie

Planned Giving

| Your Legacy for Birds

ferk vt

_P,ma“ii;eojfm_:%
Planned Giving &k Print E-mal  AAADecrease  AAA Increase
» How to Give

» What to Give

Compare Gift Types
Sapsucker Woods Society
Success Stories

Life-Stage Gift Planner™

: : Sandy and Jeff Bricker:
r
FAQs = dGCizlir:‘sxﬁplre Passionate Birders

Put Lab in Their Plan

Newsletter Sign-Up
Request a Calculation
Disclaimer

Contact Us

¥ Rrachures
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8. ZERO IN ON ACQUISITION

“What if | told you Starbucks spends $1,400 to acquire a customer who
starts off by spending $4.25 for a Caramel Frappacino®.

You'd say Starbucks is foolish — until you learned that the 20 year Life
Time Value of a Starbucks customer is $14,099. That's why, for the
same reason, Amazon spends $240 to acquire a customer for its $69
Kindle ... why insurance companies pay more than 100% of the first
year’s premium to acquire a policy holder ... and on and on. If
consumer companies didn’t invest this way — plus make the additional
investment required to hold on to these new customers and convert
them to long-term, committed customers — they’d be out of
business.”

Roger Craver
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INEXPENSIVE ACQUISITION

- - 4 - —— |
ITNFEATECES | mauer =
sFE-Eme=Sire. == £

o —

Thark you 5o much for signing up for emall updates from he Coalition for
Seroran Desen Protoczon We are exalied ™t you wast 10 loarr more about

peotecting the Sonoran Dosert and wanted 0 say WELCOME 0 o Coaltony!

ST—— Event followup (turning \ sl
receving wo more emals bom us
i rforaton about Our projects

e asseasatagnat o park ticket buyers into donors)

Fvohed as 3 volLMMeor and Criton

supporter 'Wo Sepond 3roaty on e - %
L)
o voluTteers amC SLpponers 19 _ e — = =
Implerment Our DAOEcts 36O have a
I Of excitng proedTs curtendy

i e~ - Create a system for
welcoming new donors.

We'd also love 10 hear from you!

Are tere any special paces In he

Sonoran Desert that are close 13 your heart? Do you have any news o events
YoU want 10 share? Are Thore Cortain proects hat we work 0N Bat you wart
kaow more aboas of Qot Imvoived in? Moase Do i uch,

Agan, thank you for signing up! We 0ok ‘orward 10 geting %0 wow you more
and are gratetul for your support of our beautiiul Sorcran Desent rome

Nonprofit Crowdfunding
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CREATE YOUR SYSTEMS AND INVEST IN TRAININC

v - fe | =B2%
4] A B c E
1 Product Cost “ “
| 2 |Paper $ $259. ) .
3 Staplers 4 5.95 +
ﬂ 4 Pens 19
6 Pens 95 $2. 19
7 |File Foldd” 8 $4 99
| 8 Stapi 25  $1595 \
o # \
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YES, IT'S TRUE!

"Fundraisers getting training
raised $37,000 more in major
gifts for each training they
got.”




MY NAME'S NOT SUSAN

Dear Susan,

**ttttttttt*tt*AU'l‘o*.M
5 222

Susan Bryant

PO Box 274
Haverford PA 19041
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10. TAKE GOOD CARE OF YOURSELF!
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B January 25, 2016
10 classic movies that could have been about

nonprofit work
i Like REZCJIN ¥ Tweet MR Share

Despite the awesomeness and complexity of our
work, and the fact that we employ 10% of the
work force, and the fact that independent
studies that | have commissioned found that we
have the most attractive professionals among all
the sectors, nonprofit is still neglected by the

al2 al -y P | 1L b | P

NONPRFIT wie BAL-5

00

Follow NWB by
email. Make
Mondays suck less.

Enter your email address below
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“Faith is taking the first step even
when you don't see the whole
staircase.”

Martin Luther King, Jr.
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EMPOWER  INSPIRE

*PEOPLE % @PEOPLE

AIDIEIR|SIH| I P,

LEAD ﬁ %SHARE

CHANGE VISION




dont make

resolutions, +
create
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“Overall, donors who
have been phoned for one reason
or another (it doesn’t seem to
matter) show retention rates 15
percent higher than those

who haven’t been
contacted.” Roger
Craver



BRITTANY'S HOPE

? Adoption Grants Child Sponsorship Orphan Care Fundraising Events
; ]
®PE s

Alding Abandoned Children Worldwide Donsle | ColaciUs | AestUs | Inls | SoMep | WhEngli

Adoption is just one
way to love a child
- .

Brittany's Hope is a 501(c)3 non-profit organization dedicated to aiding :
abandoned children around the world. Make a Donation

Receive exciting updates and stoeies of
how kids' lives are being changed!
Email Address

My
See Hope In Action .\\".'
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MAKE KNOWING YOUR NUMBERS A HABIT

The‘Beyond Cash’ Fundraising Management Dashboard

Date Completed
This dashboard Is designed to help nonprofit boards of directors achieve fundraising excellence year over year.
Each indicator is critical. However, if an organzation peefers 1o implement this resource gradually, priority should be assigned
from left to right, beginning with Retention Rate and ending with Future Commitment. See reverse for additional information.
Non-Ask New Donor Brand Strength Future
! !
L |
Indicotes revio of  Comtsomberofnew  Reflecrs, inoggregare,  Quantifies gift
non-osk contocts feg,  donorsitreducedper  the confidence of board  commitevents for
grotitude, evidence yox ond staff in the strength  fusuwe years
of impoct, or general of the oxgamization’s excluding current pear.
warmh and bndsess/ brand — boch nternally
20 sabolsDon contocs. and externall).
INSTRACTIONS INSTRUCTIONS INSTRUCTIONS INSTRUCTIONS
Poampetiatoges  (oustnumber of eew Towicr 3 yoat, Bowe of board Lt dollar omount of
e by meo b et dorun) added pee yoor. and 12 neraben amiwer carrent pledges o bevome
= e % 0 ¢ et the Solowing: “Th 0 scoe of poyabie over e veat three
Al of messareg ewery 11 10, dow conidest are for fve) pears.
simgle cantact. o that we coamsdently &
aompelingly crpiom what
e do and why we do 1
FORLGRLATERDEFIN  FORGAEATERDEPTM | FOR GREATER DEPTH FOR GREATER DEPTH
B ovetar eroritve a8 Segment new day Oece & pear, condort an Set goak sgending the
Dstrgx wd morTan; b for relernar - iwengry (o see bow/i sanber of additions!
Quolty comdors wth dosors  memher By it st D! A Mk 100G leges 1e be mote
T A el e iy geogeapty. Surh o logo nd messopng ol - Dhen messare
or meney o program aves. av oed m matrat, bath and manage perfmance.
on & of-bne Make them
anuTore

© 2011 Peter Drury | www seattledrury com

Pamela@PamelaGrow.com

Wednesday, January 25, 17



mailto:Pamela@PamelaGrow.com
mailto:Pamela@PamelaGrow.com




TIP

Focus on building relationships with
individual donors. Here’s a rule you
can use each and every week: don't
write a grant, plan an event or send
out an appeal until you've set up at
least one lunch or coffee meeting with
a donor.
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QUARTERLY

Basic Thank You Letter Template
Date 2 'l:)hll-.lzcl) B tMY"‘
L’ your PO ok you
anble-
Foame Lzame feer
w- uﬁ.
City, State Zip
Dear Foame: No exceptions.

Opening sentence’beadline’paragraph Make your donor: foel the love!
Sampie: You're making resl change possible!
Amazed Inspired. Grateful That's bow your generosity makes me feel !
Thank Do you need to thazk them for something speciic? Have they made an “in
memoriam” gift, or responded to an emergency appeal”? Reference the amount,
Sampie: May it give you comfort to know that your recent donation of §___to
bonor the memory of [NAME] will make a difference in the Eves of thousands of

sexiors and ther famaly caregivers across York Region and Bradford West
Gwilimbury.?

Show mpact.
Sampie: Thanks to you, Destiny will be the Srst in ber family to graduate from
college

How will you be in touch in the future”? Include a contact.

Sampie: If you'd like to stop in for a tour of cur new Hicilities, give Mary
Development a call at 555.555.5555.

Thank again
Closing
Sincerely, t-ﬁ-—-m .
mg’ﬂn&, Toask Y,
e bost Thank You leter examples, viss
Sargent’s clinic oz SOFI
U“(M a===

PS: Thank again__or use the PS for further engagement - Sample: Fname if you
have a few minures we'd love 10 get your thoughes. What would you like to bear more
abour? How ofien would you like to hear from us? Letus know by compieng the

enclosed survey.
Tax deducthils lamgage

* Stmaron DooltSe. bt socl (200 Comd201 207722 delot il waes- o say-Ataok youl
7L Sargent. M wwe sofll o rede'S00

Copyright 2012 PameolaGrow coms Diroct Madl Fundraining | The Basics & Mol
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REGULARLY




WHY DID YOU SHOW UP TODAY?

O You know you need to do fundraising better, but
you don’t know what you need to do to get things
started.

O Maybe you're frustrated with all the different
‘gurus’ out there and the glut of fundraising
information.

O You just want to learn exactly WHAT to do and
HOW to do it to see real fundraising results now...
and long-term.
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THE OBVIOUS QUESTION...

How do | make all of
this work, so | can get
things up and running

quickly?




OPTION ONE




OPTION TWO




. Basics & More™
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SIMPLE DEVELOPMENT SYSTEMS

4
3
red Ing made easy
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BASICS & MORE™

The All Access Ticket is the single
most comprehensive nonprofit
training program for focusing
YOU on the important fundraising
strategies for long-term success.




A YEAR OF FOCUSED TRAINING

?ow' Donor &Wy;mt .
= SYSTEM i &

Basics & More™

Empowering |

Wit
, our © L) (;t“"’N‘tI‘a'or Gift
YOUR FUNDRAISING PLAN M" Fundraising. 50al | r . draisi .
- & &“{M Support ;’.E g&ﬁ_-.ﬁ'}' W, a1 8 u L un raising

. Basics & More™ ¢ . Basics & More™ Basics & More™

©___® OO,

- -\ A S
NOV\FI‘%fLE 1.6{' Nat o2 Q¢>\l~""f 35y, .."3:'13

Loy, 11 [ i a P ANNI AR
telling D casivd PLANNED % nok SEEEEF
| Fuv ' GIVING 0 g :
‘V;‘ ‘( e s ‘( You » Thask you
AR Basics & More™

-,
. Basics & More™ . Basics & More™ Basics & More™

Online Fundroising\
Masterclass
Basics & More™

-
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WHAT YOU GET

Twenty (plus) courses on topics ranging from our current creating Your Donor Communications Calendar,
to board fundraising, to monthly giving, to planned giving, to direct mail, to online fundraising, to
storytelling, to stewardship, to major gift fundraising - and more.

Recorded webinars featuring respected experts like Tom Ahern, Erica Waasdorp, Rory Green, Lori
Jacobwith, John Lepp, Lynne Wester, John Haydon, and more.

“THANK YOU... for being the wind beneath my wings. These words seem so inadequate to express my gratitude for
all that you have taught me this past year.

Your emails are a blessing. I receive many from well-known CFRE gurus but NONE are as useful as yours. Most are
content marketing pieces aimed at selling ebooks, Webinars, or expertise. Yours, on the other hand, have one simple
goal - empowering people to raise money for causes they are passionate about”"Rachel Ramjattan

Special Projects Coordinator

Catholic Charities of the Archdiocese of Miami, Inc.

Go to: http://basicsandmorefundraising.com/join
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http://basicsandmorefundraising.com/basics-more-2016-all-access-ticket/
http://basicsandmorefundraising.com/basics-more-2016-all-access-ticket/
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YOUR INVESTMENT

$549.99
(or 3 Installments of
$183.33)




FAST ACTION BONUS

Between now and Friday
January 2/, you can get into

the Basics & More™ All Access
Ticket at $100 off the full price

100TICKET2017




How do you navigate the waters of fundraising
without feeling overwhelmed and overloaded?

Today's Llechnmology has generaled an abundance of information on every Logee owl thero. and that nchudes fundraising With all of the
nformation in axistence. from the do's 1o the don'ts, to the hundreds of fundrasing ‘gurua’ 1o the publshed books, articlos, and othaer modia,
how do you lake controd of yowr ship and steer it i the rig drection?

-,
. Basics & More™

Introducing The Dasics & More eCourse AR Access Ticket

With Basics & Move ™ 2006 AN Access Ticket, youl Pave an ontire arsenal of tools at Yo ceposal,
Quaranteed Lo seversly Gut down 0 the Gverahelm of L a8 and ot YOur O O LALON Gn the NEM
rock lowerd long Lorm. sustainable fundranmg. You il got overyone in gour e ralion on he same
POQE, working and loa reng Legether, and leam Now 1o colledtvely Place your contral focus 0n Duikdeng
moaninghul doror refalionstuns.

Go to http://basicsandmorefundraising.com/join
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B&M Ticket SDS Membership

Here’s How You’ll Explode Your Fundraising... ) $699.99

(or 3 installments of $183.33) (or 3 installments of $233.33)

THE ENTIRE ROSTER OF 20+ BASICS & MORE CLASSES (Including Monthly Giving, Board
Fundraising, Online Giving, Smarter Event Planning, The Power Of Thank You and more)

O\

EMAIL SUPPORT FOR EVERY CLASS

7
N,

ENROLMENT FOR UP TO EIGHT TEAM MEMBERS

e
N

PRIVATE FACEBOOK GROUP FOR EVERY CLASS

7
N

SIMPLE DEVELOPMENT SYSTEMS: Fundraising for Small Shops Book
FIVE DAYS TO FOUNDATION GRANTS BOOK

MONTHLY WEBINARS PRESENTED BY LEADING EXPERTS

ACCESS TO OUR ARCHIVES OF DOZENS OF WEBINAR TRAININGS FROM NON-PROFIT PROS
(including Kivi Leroux Miller, Amy Eisentein, Jeff Schreifels, Tom Ahern, Gail Perry &
maore)

MEMBERS ONLY DISCOUNTS ON PRODUCTS

(including non-profit best practices, Bloomerang Solutions & more)

e
'
<
<
>
>
>
>
>
>

MONTHLY LIVE ONE ON ONE COACHING CALLS

N

RS
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QUESTION TIME







