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Introduction
Watch out, this week I'm going to say the M-word! That's right. Marketing.

Last week we talked about how to segment out your most loyal donors. 
This week we're going to talk about marketing your monthly giving 
program to the donors you identified last week. 

We're going to be looking at how to market your monthly giving on your 
website, via email, via direct mail, and more, with lots of examples and 
worksheets so you can implement this NOW.

If you need more backup to complete these tasks, or if there's anyone else 
in your office who wants to take this course, please send me their email so 
I can add them to this e-course. I will be happy to add them at no extra 
charge to you. Everyone in your office should be able to benefit from this 
course! Just email me at info wildwomanfundraising.com@  and I'll add 
them to the list.

Are you getting what you want out of this course so far? I am committed 
to your success and I want to make sure you get what you want and need. 
Please take this quick 3 question   s  urvey so I can tailor this course to your 
preferences. 

Thank you! 

Let's get going! 
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Helping tie monthly gifts 
to a specific purpose

Why would you want to do this?

Because we are literal creatures. We want to think that even $1 can “make 
a difference.” The point is not the size of the donation, so don't worry 
about getting $100 a month from every donor right away. The point is to 
get the donor in the habit of giving to your nonprofit in an automatic, 
monthly way. It probably cost you a lot more than $9 to get that $9 per 
month donor, but in the long term, studies show they will give more to 
you than someone who gave a one-off $100 amount.  Here's what the 
National Council on Aging does for their levels of giving.

It's not super imaginative, but it does share what the aging adults will get 
based on your relatively small monthly investment. 
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You want to share with them what their even low monthly donation can 
help accomplish. Recently I worked with HOPE Inc and we talked about 
what different levels of giving could help accomplish for their nonprofit. 

Here's what we came up with.

What does each level accomplish?

$9 a month goes for transportation for a single parent to go to college.

$27 a month goes for life skills & job training for a single parent.

$47 a month goes for childcare so a single parent can attend college 
without having to worry what the children are getting up to.

$100 a month can help provide counseling & emotional support for a 
single parent. 

Now it's your turn.  Here are some sample levels:

What can each level do for your nonprofit? 

$9 per month can help us: ______________________

$17 per month can do _______________________________

$27 per month can help us ______________________________

$38 per month can give _________________________________

$____ per month can ____________________________________

$____ per month can ____________________________________

$____ per month can ____________________________________

$____ per month can ____________________________________
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Costing out a monthly 
giving awareness 
campaign

Our website: Making sure we have a monthly giving option on our 
website. Who do you currently use? Whoever it is, are they willing to help 
you set up a good monthly giving form? 

Here are some sample places you can get your monthly donations 
processed, if you haven't already gotten this set up.

Here are the ones I've personally used at nonprofits:

Authorize.net
http://www.authorize.net/ 

Network For Good
http://www1.networkforgood.org/ 

PayPal
http://paypal.com 

Here are some other ones (This is not an exhaustive list)
Rapidata Services
http://rapidataservices.com 

Yapstone
http://yapstone.com 

IATS
http://iatspayments.com 

EFT Corporation
http://etransfer.com 

SalesForce
http://www.salesforcefoundation.org/nonprofitstarterpack 
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Google Checkout
https://checkout.google.com/seller/npo/index.html 

FrontStream
http://www.frontstreampayments.com/ 

Vanco Services
http://vancoservices.com 

Projected Expenses for Monthly Giving Program Marketing Campaign

Our direct mail package:  
# of donors we mail to_________

Cost Per 
piece

Total Cost

Monthly Giving Appeal Letter Pieces
Our remit envelopes: Reprinting remit 
envelopes to make sure there's a monthly giving 
option on there

1 letter x # of donors we will send this to 

1 remit envelope for each 

PLUS
 (Example) Address labels, a t-shirt, a bumper 
sticker, magnets

Total postage per package 

x # of packages in our postal code area

x # of packages outside of our postal code area = 

Strapping material 

Email software package (Cost per month) 

Our emails: Cost $50/month for email software package

Email 1: Introducing our letter

Email 2: FAQ about monthly giving

Email 3: Last chance to get your donation doubled by choosing monthly 
giving! 

Adding your own time to create this monthly giving appeal and process it 
is tricky, and might just be better left out for now. 
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Should you go with an agency? 

Here's a sample of what a monthly giving ask package cost Medcin Sans 
Frontieres in Australia, from Pareto Fundraising (from Sofii.org).

If you've got a big list and you've got this kind of budget, then this might 
be a good solution for you.
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Examples of acquisition 
strategies for monthly 
giving programs, 
including web, appeals, 
email, and more.

Web

This should be the easiest to implement, and one of the quickest to see 
results from. 

“Mr. Rojas of the nonprofit Lambda Legal saw a 27 percent increase in 
online recurring gifts between FY2011 and FY2012, highlighting the 
importance of promoting your monthly giving program online. 
When Lambda Legal redesigned its website, it implemented a two-ask 
donation form, with a monthly ask string on top and a single gift stream 
on the bottom. It caused a 100 percent increase in recurring gift 
enrollment. Above all, he said, make sure you plug your program on your 
Home Page. “The worst thing you can do online is a really big donate 
button with a small link to a monthly giving program on the home page,” 
he said. Feature the program prominently”.1

So what does this look like?

1From Nonprofit Times http://www.thenonprofittimes.com/news-
articles/keeping-monthly-donors-is-worth-the-effort/
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This example comes from the Humane Society of the United States. This 
is their “single donation” page. Note how their single donation page urges 
you to set up monthly giving twice, once at the top, and once on the side 
of the page. 
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What will each donation level do?  It doesn't say. But you do get certain 
premiums, outlined at the top of the page, including the magazine, and 
action alerts. 

Petsmart does this differently. Their donation form from their home page 
DEFAULTS to monthly giving, and if you want to give another way, you 
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have to hunt around to find a way to do this. Would you be brave enough 
to try this on your website? 

What if you're a human services nonprofit?  Look at what Amnesty does. 
Their monthly donation is right there at the top, and you have to choose 
whether you want to give monthly or on a one-time basis. 

What about a pop-up on your website reminding people to give monthly 
donations? 
How does 
this look? 

Check out 
what the 
Special 
Olympics is 
doing here on 
the right. 
They give an 
incentive to 
the donor 
that includes 
an extra 
donation 
amount if 
they give 
now. And 
they include a lot of white space, as well as a logo “VeriSign secured” to 
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make the donor feel safe. 

The ARC's monthly giving form allows donors to designate where they 
want their money to go. I would counsel against this for your nonprofit, 

because chances are that donors don't really care about 
this, and you might be tied to using money a certain way 
that will not go where it is needed most. 

On the other hand, this form could be meaningless, 
AKA the nonprofit may be using all of the money as 
they see fit, and just using this form as a survey to find 
out what their donors care most about. 

I DO like what the Red Cross does with the sidebar of 
their website. They don't just give ways to donate. They 
give ways to fundraise, ways to volunteer, get involved 
with a group, help internationally, be a digital advocate, 
and where your money goes, all in one place. If your 
nonprofit works internationally, you might want to 
consider this. If your nonprofit is looking to help 
mobilize people not just to donate, but also to volunteer, 
this could work for you as well. And one of the biggest 
donor questions is answered right there: Where your 
money goes. I love this. It encourages the reader to take 

action, no matter what level of involvement they're ready for right now. 
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What if you're a nonprofit that helps emergency medical technicians go 
wherever they're needed? That's a lot like the Red Cross on a small scale. 
So check out what the Red Cross does. Their language is good, they use 
the word YOU a lot and they do have a name for their monthly givers, the 
Champions. But the Red Cross makes potential donors create an account. 
Personally I wouldn't do this, because it adds a layer of complexity or a 
speed bump  that might turn a donor off and turn them away. 
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Direct Mail

How can you make your direct mail really sell your monthly giving 
program to your most loyal donors? 

1. Give people reasons WHY monthly giving is so urgent now. Share 
with the reader the challenges facing your mission, your clients, your 
environment, and then why not share the name of your monthly giving 
program? 
Greenpeace 
calls theirs 
the 

“Greenpeace Frontline Priority Fund.”
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Why should you become a monthly donor? Greenpeace inserts a brochure 
that explains why. The bottom line? So they can go wherever the need is 
greatest. Isn't that what your nonprofit would like to do as well?

Justifying monthly giving to donors can be as simple as:

2. Save us fundraising costs: How?

WNYC says, “You won't have to think about renewing your membership 
next year. It will be automatic, and you won't get annoying reminders 
from us.”

What about justifying monthly giving for programs?
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3. Allow us to respond to the areas of greatest need as quickly as 
possible.

What's your case for monthly giving?

4. Tie Monthly Giving to a Specific Purpose. 

Are you an animal nonprofit? Maybe the person can help a specific dog or 
cat at your shelter get care and get adopted. 

Are you an environmental education nonprofit that needs a stream table 
or other education tool? Great! Put that in your monthly giving ask.

Does your nonprofit need a building? A truck for food? A van to transport 
people? Put that in your monthly giving ask. 

5. Reassure donors that they can stop at any time.

This is really important for donors. They don't want to feel locked into 
something. If you write that they can cancel at any time, they'll feel more 
comfortable giving you their credit card information. 

6. Exclusivity: Membership your exclusive monthly giving group: 
Why is it so special?

What's the name of your monthly giving group? What makes it so special? 
Do people get a behind-the-scenes look at your nonprofit? Maybe 
backstage passes for your show or concert? 
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Here's an audacious example of direct mail monthly giving from Medcins 
Sans Frontieres in Australia.

Why is it audacious? 

They actually announced right up front the amount of monthly givers 
they needed to make the goals they set for themselves. This personalized 
approach really worked out for them. 

What were their results with this mailing? They got 915 new monthly 
givers. And now they've got a pack they can use every year to get more 
monthly givers. 
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See the full package

What if your cause is less urgent than first responders?
Look at what WNYC has done with their membership mailing below. 

They justify monthly giving with a bullet list of what it will help pay for. 
And look at the end of the letter. They say, “This is exactly how we want 
you to respond right now.” They are very specific. You wouldn't think that 
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this approach would work, but it does. People respond to directions. 

I love the PS too. We're counting on you to renew your membership today, 
and thank you for helping us do X! 

Your turn worksheet

FOCUS
What is the picture you want to convey with this letter?

Who is the focus? Is there one story that evokes your mission? Is there 
one story that shares the uncertainty of funding/the uncertainty of the 
future, why giving is urgent, now?

What story is that? Whose face can tell this story?
________________________________________________________

What is the urgency? 
________________________________________________________

Header for my monthly giving letter: 
_____________________________________

Ideas:

10 Reasons to Become a Champion (name of your monthly giving 
program) Today

I woke up to puppy breath. You? 

This letter is the most difficult letter I've ever written. 

Did you know? We had to turn away 9/10 people last year who needed our 
help. 

Thank the donor: 
Thank you so much again for your gift of  __$amt__ on  date___

How Monthly Giving Helps YOUR nonprofit 
1. Programs
_____________________________________

2. Less Fundraising Costs
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_____________________________________

What will you do this year with their help?
____________________________________________________

Exactly what the monthly gift will do

Specific purpose? ______________________________________

Levels of Giving:

$____ per month can ____________________________________

$____ per month can ____________________________________

$____ per month can ____________________________________

FAQ for monthly giving

Sample Questions:

• What is monthly giving?
• What's the benefit of monthly giving?
• What do I get for being a monthly donor?
• How can I keep track of my donations? (We'll send you an annual 

statement)
• Can I stop at anytime?
• How do I get started with monthly giving?
• If I need to, how can I cancel monthly giving?

(Try to anticipate a donor’s objections to a recurring giving program.)

PS. 

Don't forget the PS! Tell them exactly what you want them to do. 

Is there a deadline? My deadline: ________________________
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Reply Devices

Now check out Greenpeace's reply device.  It's a postcard that can be 
slipped in an envelope. 

It's a principle of advertising to keep your donor saying YES over and 
over again. Why not use your reply device to reinforce the word YES in 
your donor's mind? Look at Greenpeace's reply device. It says YES. I'll 
back “Name of your monthly giving program”

It is pre-printed with the donor's name and address, as well as giving a 
place to add the name and address of their bank, and their UK Supporter 
number. In the US you might want to add your 501 c 3 number.  Then it 
gives a place for the donor to write in the monthly amount they'd like to 
give, starting on the date they choose, allowing them to add their bank 
account number. 

Now here's an example from WNYC, a radio station in New York City. 
Check out the reply device. It allows people to think of just giving $10 
monthly. It ALSO says “YES” on the reply device. 
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If creating a tear off form like WNYC or inserting a postcard seems too 
costly, you can also modify your remit envelope to be your reply device, as 
shown below.

Here's an outstanding reply envelope from WNYC.

What does their gift make possible for YOUR nonprofit? Write it in the 
top left? 
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This example below is from Wilderness PAC.

If you have to use up your current remit envelopes before printing new 
ones, consider using the current ones for other mailings, and get new ones 
printed up sooner. 

You'll have better luck with your remit envelope if you can not just add 
monthly donations as an afterthought but make it the highlight of the 
entire envelope. 

What ideas do you have for your reply device now?
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Please write these here:

________________________________________________________

________________________________________________________
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Email solicitations

Ready Scheherazade? 

Do you have the guts to write your donors a new story every single day 
for a month? That is what this small nonprofit did.

If your nonprofit helps people or animals that the donors cannot meet, 
then why not make those people REAL through your emails around your 
monthly giving campaigns?
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This nonprofit told 31 stories in 31 days and raised over their goal for this 
appeal! 

If you need something specific for your cause, whether it's a motorcycle 
or a van, why not make that the focus of a monthly giving appeal?  

But what if you don't help people? What if you help animals? 

Look at this touching email from the American Humane Association. 
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What makes this an effective email?

1. Link to help has the word YOU in it.
2. Real signature.
3. Says the word YOU in each paragraph
4. Compelling pictures that name these animals and help the reader feel 
compassion for them.

Here's a sample series of emails that you can send around your monthly 
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giving campaign:

1. Send your appeal letter.

2. Send Email 1: “Did you get our letter?” 4 days after your appeal letter is 
sent.

3. Send email 2: “FAQ about monthly giving” 3 days after that.

4. Send email 3: “Compelling story about your cause”  3 days after that.

5. Send email 4: “Last chance to give and get premium X!” 3 days after that.

What are some ideas you have for your monthly giving emails right now?

Email 1:

Email 2:

Email 3:

Email 4:

Email 5:   
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How to test what works 
and what doesn't work 
with your monthly 
giving marketing

Segment your audience. Your best bet will be people who have given in the last 
6 months. 

So try segmenting based on when they gave:

6 months or less: Letter 1
6 -12 months: Letter 2
13-24 months: Letter 3

And what about the amount they gave? If they gave $20 or $10 for their first gift, 
that's a wonderful place to start.  You can parse out different letters for different 
levels of donations. How about:

$10 or less: Letter 1
$15-$50: Letter 2
$50 plus: Letter 3
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Creating an identity or 
affinity group

Why should you create a separate name for your monthly donors? 

A monthly giving program is a club that donors join, and as such should 
be a sub-brand of your organization.  Lambda Legal’s monthly giving 
program is called the Justice Fund. A sub-brand “can help build a sense of 
affiliation, a sense of feeling important to the organization.” Your 
marketing materials will say that these donors are special; “If you don’t 
treat them as special, you’ll have donors who are upset,” said Rojas.2

When you make your donors feel part of an exclusive club, you tap into 
another principle from Cialdini, called Exclusivity. This means that your 
donors feel special because you've created a place for them, with special 
perks, and not just anyone can join it. People like to feel not only like 
members of an exclusive club, but also like they are surrounded by like-
minded, well-established people. When you create this club, you can 
create events and communications that reinforce this concept, and allow 
your most loyal donors to network and gain benefits beyond just a 
premium that you offer in your first communications. 

If you want to see some Exclusivity in action, check out one of your fancy 
grocery stores in your area. How do they make people feel special? Is it 
that they get to have a snack or drink as soon as they walk in the door? Do 
they have a mister outside to refresh people waiting in line on a hot day? 
Are their signs pretty? Do they offer massages? Helpful salespeople? A 
seamless checkout experience? Make a note of the things that make you 
feel special the next time you're in one of these stores, and then think, 
“Could we recreate some of this at our next event for our most loyal 
donors?” 

Here are some name ideas for your monthly giving circle or club:

Partner in Hope 

Champions for Animals

2 Ibid. From Nonprofit Times http://www.thenonprofittimes.com/news-articles/keeping-
monthly-donors-is-worth-the-effort/
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Emergency Response Team

Circle of Faith (For faith based organizations)

(Your Nonprofit Name) Guardians

Innkeepers Club (Homelessness Nonprofit)

Compassionate Champions (Hospice)

Your Name ideas _____________________________________

_____________________________________________________

Things you'd like to offer monthly donors (check any that apply)

Petitions

Action Updates

Yearly or Bi-yearly friendraiser

Premium 1___________________

Premium 2___________________

Premium 3___________________

Coffee with Executive Director

Other ways you want to make them feel special?
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How to create mini-segments for 
monthly giving donors

After you tie monthly gifts to a specific purpose, do you also want to give 
a level of reward or recognition that comes with that level of giving?

According to Adrian Sargent and Elaine Jay's book Building Donor 
Loyalty, it depends. There's the intrinsic reward of giving, and then some 
donors also like extrinsic rewards.

It's hard to know what each donor wants unless you ask them.
If you've got 200-300 people who have given in the last 6 months, this can 
seem like a daunting task.  We'll cover surveys later in the course, but in 
the meantime, here are some ideas for names and ways to segment 
monthly donors. 

Here are some identity groups associated with KIPP's monthly giving 
program. This is the standard donation form from Network for Good. 
They do make different names for different levels of monthly givers, but 
they don't communicate the difference between these levels, if there are 
premiums, or things like that. If I were KIPP, I would make Monthly the 
FIRST thing in that list below, and I would make it automatically checked, 
like One Time is automatically checked here. 
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You can segment monthly donors by amount given, as shown above, by 
length of time they have been giving to your organization (rewarding and 
recognizing loyalty), or by the program they are interested in. If your 
nonprofit helps people with scholarships to finish schoo, but you also 
have a financial literacy component, and some loyal yearly donors, maybe 
you could have segments such as:

Financial Gurus (People who want to fund your financial literacy 
program)

Gold Stars (People who have given to you every year for the last 4 years)

Smart Cookies (For the people interested in funding your scholarships)

Your Turn! 

We'll segment donors based on 

Amounts                 
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Length of time given

Program interest

Other

What are some different names for mini-segments within your monthly 
givers?

What would you like to call these people?

Your ideas 
____________________________________________________

______________________________________________________
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Conclusion
Whew! This week you learned a LOT more about how to market your 
monthly giving program. 

We looked at lots of different examples of how to do monthly giving via 
the web, via direct mail, and more.

What did you learn about your current monthly giving based on what we 
talked about and the examples we looked at?

What would you like to change now? Write the actions you will take in 
this next week here. 

________________________________________________________

________________________________________________________

________________________________________________________

Do you feel ready to tackle this? Do you have any questions? I'm just an 
email away at info wildwomanfundraising.com@  and I'd love to hear from 
you.  Don't forget to take the quick 3 question survey so I can give you 
more of what you want with this course. 

You are marvelous, and you are helping your cause so much. 

Mazarine
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