
You can do it! 
Supercharge your year-end 

fundraising now



What we’ll talk about

• Data preparation

• Good communication

• Persistence



Why it 
matters…

Year-end giving has 
traditionally been the strongest 



Why it 
matters…

• BUT… 2023 saw a decline in 
year-end giving… a drop of 
2.8% in dollars raised



Why it matters…

• The number of donors also decreased 
– by 3.4% year-over-year



Why it 
matters…
• Donors giving less than $500 usually 

make up 80% of total giving… the 
drop in giving came mostly from 
them.



Why it 
matters…

• Retention decreased by 2.5%

Thanks to: https://afpglobal.org/news/year-end-

challenges-q4-2023-fundraising-metrics-decline



Don’t panic!



Your data matters… a lot



Look in the 
rear-view 
mirror

• Planning for this year’s 
campaign means looking at 
past performance.

• What worked? What didn’t? 
(Use data to decide)



Plan for a successful Year-End

✓See this as a campaign, not a one-off appeal

✓Review your assets, especially people: do you 
have the expertise in-house, or should you look 
for professional help?

✓Refine your offer: why do you need money?

✓Create content, then repurpose it for other 
channels

✓Direct mail is still strong. Combined with email, 
it’s at its best. (Email by itself is only “cheap” if 
you don’t need to raise money.)



Plan your 
expenses

• What will you need to spend?

• Printing, mailing, data systems, design, 
copywriting, website updates?

• Outside help? (For example, a mailing 
house that can keep postage costs low 
and mail on time.)



Prioritize 
relationships

• You should be thanking, 
informing, and appreciating your 
donors all through the year.

• If you’ve fallen off, begin right 
now! Let donors know why they 
matter – not just their money

• Gratitude counts. People want to 
know they’ve helped – and how 
they’ve helped.



Common mistakes – we’ve all been there!



Not about you

• This is not about your organization. 
It’s about your donors and the 
change they want to see in the 
world.

• You’re the vehicle – one they want to 
trust. But they’re the driver.



Internal goals are 
meant to be internal



Tax deductions are 
not why people 
give



Generic appeals 
appeal to no one – 
keep it personal



Where’s the urgency? 
Why should people 
give NOW?



You have nice, 
clean data: 
segment!



Communicating well

Keep it human –
one person talking 

to another

Keep it emotional – 

even if you feel 

awkward

Tell good stories: 

collect them now

Use all the 

channels at your 

disposal

One appeal won’t 
do it: plan to 

follow up

Show donors what 

they’ve done and 

what they can do

Let them know 

how appreciated 

they are

Let them know 

what their gifts 

have accomplished



An effective ask is 
from the heart

• What will a gift DO?

• Your annual fundraising goal is a 
donor snooze

• Your ask should be clear, urgent, 
tied to a specific need



Tell the story that 
moves hearts

• Remember giving isn’t a logical 
decision

• Find stories that show the need

• Good stories have a beginning, middle 
and end. (But you don’t have to begin 
at the beginning)

• Beware a happy ending

• If possible, interview the subject 
yourself

• Your opening is all important: its job? 
Get someone to read the next line.



Show the 
stories, too

• We absorb images – and the 
stories they tell – much faster than 
text

• Find the most emotional images

• If your subject can’t or shouldn’t 
be photographed, use stock

• You want a story – not a headshot

• Eyes on the camera – we can’t 
look away from eyes, even in a 
photo





Make it easy to give - mail

• Your reply form should be easy to fill out

• Large enough that an older person doesn’t have to squint
• Fill in information you already know for them

• A full page is more effective than a slip

• Keep it warm, not businesslike

• Use a big “yes!” statement that reflects the donor’s sense of 
self



Examples

Reply forms above thanks to The Casement Group



Make it easy to give - online

• Make the form easy to access! Don’t hide it.
• Make the form easy to fill out. You don’t need every piece of 

information you’d like
• Works well on mobile, high-contrast, label fields

• Use a great image that mirrors the appeal

• Use a specific form for the campaign

• Say thank you immediately

• Say thank you again, more personally (an automated tax 
receipt is not a thank you!)



In short…
• Prepare your data

• Decide on your offer

• Find your story

• Review your abilities and work with expert help when needed

• Create a mail appeal and upcycle for email and social

• Remember, your appeal is not about your organization!

• Speak directly to one person

• Make it easy to give

• Show genuine appreciation

• Remember that donors like to give

• Don’t give up!



Questions?



Mary Cahalane – 
Hands-On Fundraising

Where you can find me:

Website: mcahalane.com

LinkedIn: 
https://www.linkedin.com/in/maryc
ahalane/

Email: mary@mcahalane.com

mailto:mary@mcahalane.com
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