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Homework Assignments

· Benchmarks

· Elevator Statements

· Membership Appeal Calendars


Agenda

· Benefits of a Monthly Giving Program

· Mechanics of implementing a program

· Best prospects and best options for appeals

· Discussion of obstacles you face developing a monthly giving program

· Wrap-up

Starting Point

How many monthly donors do you have currently?

Reasons to initiate or expand your Monthly Giving Program

· Build donor loyalty

· Create a pool of potential legacy donors

· Increase financial stability

· Recruit your donors to monthly before other organizations get them

· Raise More Money!

Raise More Money

· Important Stats:

· Monthly donors tend to give 2 to 3 times as much as regular annual donors

· Overall renewal rate of monthly donors tends to be 90% or greater 

Getting Started:  
Determine the giving mechanism 

· Which giving mechanism 
do you use?

· Credit Card

· EFT

· Pre-Stamped Envelopes

· Pledges with follow-up remit mailings

· Other

EFT versus Credit Card

· EFT = Bank accounts don’t expire or change very often

· EFT = Need vendor to set up and implement (which might require a larger program)

· Credit Card = People give larger gifts by credit

· Credit Card = Donors tend to be more comfortable giving credit card number than bank account number

· Credit Card = Group can put through themselves on monthly schedule 

Resources

CHI Cash Advance



888-CHI-0500; www.caringhabits.com
EFT Corporation

800-338-2435; www.etransfer.com
Groundspring.org

415-561-7833; www.groundspring.org


What else do you need 
to have in place?

Requirements for a 
Successful Program:

· Compelling mission

· Commitment and system for thanking donors 

· Commitment and system for keeping donors informed

· Program name

· Target amounts (tie in to program?)

Brainstorm:  monthly giving program names

Brainstorm:  tie-ins to specific dollar amounts

Monthly Donor Prospects

· Board members

· Volunteers

· New members

· Members who give regularly

· Members who send in unsolicited contributions

· Members who already give via credit card

Research shows that new members are nearly twice as responsive to monthly giving request as members who have already renewed

· Best time to recruit monthly donors is three to four months after they join

Components of the Pitch 


· It is important right now

· It is critical to further the mission

· It is convenient for the donor

· You have a plan for the funds

Which methods of recruiting monthly donors are you using?

· Mail

· Phone

· Events

· Internet

· Canvass

· Tabling

· Other?

· Stand-alone appeals, add-on appeals, or both?

Upgrading

· Timely thank yous have gone out

· Special newsletter and/or update letters

· Annual upgrade letter

· Emphasize accomplishments

· Canada: include receipt

· Letter probably better than a phone call

Questions and Comments?

· Are you ready to initiate/expand your monthly donor program?

· What might prevent you from getting started? 

· What improvements would you like to see in your current Monthly Giving Programs?

· What have you learned today that you will put to use?

For More Information:

Hidden Gold:  How Monthly Giving will build donor loyalty, boost your organization’s income, and increase financial stability;  Harvey McKinnon

Homework Assignment:  Add Monthly Donor Asks to your Appeal Schedule

Please take a few minutes now to fill out the evaluation

Thanks!  

Contact me if you have questions:

Megan Seibel

megan@trec.org
303-537-3260

