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30+ years’ experience

• Board Training
• Speaking
• Coaching

FIRED-UP FUNDRAISING: TURN BOARD PASSION INTO ACTION

The “gold standard guide to building 
successful fundraising boards”



Poll

Approximately what percentage of your 
annual revenue is generated from year-end

fundraising?

 < 10%
 11 - 25%

 26 - 50%
 > 50%

Let’s take a poll!



Agenda
---------
Importance of Year-End Giving

Renewals & Retention Rates

Donor Loyalty & Engagement

Year-End Giving Checklist

Q & A



Philanthropy surges 5.4% to record 
$384 BILLION.

50% of nonprofits receive a majority of 
their annual donations from October 
through December.

Consumers donate an estimated $48 
BILLION on average during November 
and December every year.

Sources: Giving USA, Bloomerang & Pursuant



Renewals &
Retention Rates



MEDIAN GIFT

*Tom Ahern on Dr. Adrian Sargeant’s research

10% improvement in donor 
retention yields a 50% boost in 
donor revenue immediately*

2014 GAINS VS. LOSS THROUGH ATTRITION:
For every 100 donors gained, 103 were lost
For every $100 gained, $95 was lost



Less than 45% of fundraisers do!

19% first-time donor retention
63% repeat donor retention



How did you use their gift?

Who/what has their gift helped?



Donor Loyalty
& Engagement



Donors that received a call from a 

Board Member within 24 hours of 

making their gift gave 39% more the 

next time they were solicited.

Source: Donor Centered Fundraising, Penelope Burk



• Prime the pump for donations

• Engage beyond the ask

• Give the donor credit for your work

• Remove your organization as the 

intermediary between your donor and the 

impact made with his/her gift



Tangible Benefits

Examples: Free Tickets, Naming Rights

Intangible Benefits

Examples: Discounted Tickets, Priority Seating

Event Benefits

Examples: VIP Parking, Listing in Program



Year-End Giving Checklist



1. Thank-a-thon to all current donors

2. List segmentation: top 10, leadership & donors

3. Personal visits to top 10 donors

4. Phone calls to leadership donors

5. Very personalized renewal letters

6. Board phone-a-thon to renew gifts

7. Gentle reminder in December



Which of the following fundraising tools would 
help you raise more year-end revenue?

 Fundraising Coaching Services
 Board Training Services
 Mobile Fundraising Software

Let’s take a poll!



Keeping your donors is where 
the easy money is today.



QUESTIONS?



GailPerry.com/contact-gail/
gail.p@gailperry.com

919.821.3050



FOR MORE INFORMATION OR TO REQUEST A DEMO:

bidpal.com/request-demo
info@bidpalnetwork.com

888.729.0399


