
Steps to building and implementing a donor & community-centric fund raising campaign 
  
1. Foundation starts at the organization 
 - All board and staff makes a gift,  
 - Ask board to engage with donors. 
 - Make a realistic commitment to yourself about your organization's fund raising effort 
and stick to that: set goals 
 - Look at donor data: How many donors are engaged? What’s an average donation? 
 - Without new efforts, donations will generally be only 70% of previous year. 
 
2. Refine and build out message 
 - Your message needs to cause an interruption in someone's day 
 - An effective message is a case for support: write a couple creative ones you can draw 
from, so you don't have to be creative every time you need to write this message. 
 - You are asking for donations for the cause you work for, not for the organization. This 
is more compelling to donors. Giving "through" an organization. 
 - Don't project needs or milestones to the donor, instead demonstrate to them how many 
people are going without help that could use your help: Tell a story donors tell their friends. 
 - Tax deduction is not a significant motivator for donations of less than $1000. 
 
3. Build and plan a timeline for the campaign: send emails every few days at different times of 
the day for the campaign period.  
 
4. Determine ‘segmented’ lists for distribution, The way you approach each segment is different. 
 - For example: new donors, renewing donors, lapsed donors, prospective donors etc. 
Resonates with donors, based on size of gift or type of program they are interested in funding.
 - Asking donors for an appropriate amount of money. New donors often start small. 
Usually, consistent donors will give a bit more each year. 
 - Asking for a specific amount is helpful 
 - A letter followed up with an email gets 44% more response than just one or the other. 
 
5. Ideally, send a thank you within 24 hours of donation and make sure not to continue to solicit 
their donation, make sure they come off your list to request for a donation.  
 
8. Measure results against your goal. If you did not reach your goal, understand why. 
  
Other helpful ideas 
 - Ask existing donors to be an ambassador for the organization. Ask them to share the 
story with others. 
 - It is important to segment donors so you can communicate in a way that  
 - If you only have so much time, prioritize who you are maintaining a relationship with, 
those who you expect to donate more money. 
 - If you are sending letters by mail, figure out when the letter will arrive and send an 
email later that day. 
 - It is not too much to send multiple asks (emails, letters, etc..) throughout the campaign 
as long as you stop sending immediately once someone has donated. 


