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BEYOND THE WEBINAR

Engage With Us

* Q& A and Chat (defaults to host/panelists)

* Share with friends on social

Continuing Education Credit '

CFRE

Aporonved Prowder for m
z Coulnumq Education
Webinar Wrap-up

*  Webinar on-demand: onecause.com
*  Wrap-up email with Webinar recording
* Exclusive content
Survey
* Drive future Webinar content
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Learn more about the ALL NEW OneCause Fundraising Platform

onecause



HOSTS

Dawn Lynn Lego (she/her) Nicholas Kristock (he/him)
Director, Brand Engagement & Founder/CEO
Channel Marketing KindKatch and
OneCause Fleece & Thank You

onecause



Into the Mind of a
Recurring Donor

The proven ability to read recurring donors’ minds...or just
understand them better.

Session led by Nicholas Kristock



Why Netflix Is Stealing Your Donors



Into the Mind of a
Recurring Donor

How we use the psychological hacks of Netflix to win the battle
for audience attention



Q&A Session Involvement

Build My Recurring
Donor Program, Please.
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Build My Recurring Donor
Program, Please




You're in the wrong place if
you're here for...

1. The Power of Untold Stories- Lauren Ready (April 12)

2. 5 Steps to Converting Online Donors to Followers- Adora Drake

3. Ted Lasso Season 3 premiere-????

Build My Recurring Donor
Program, Please




The virtual room currently has two
kinds of individuals in it.



The virtual room currently has twe
three kinds of individuals in it.



POLL: What is the current state of
your recurring donor program?

A. Been running for a while but needs optimizing
B. Nonexistent and | am ready to learn
C. Crushing itand | am here to listen



“Where you taking me today, Nich?”

- Anonymous virtual crowd member



Build My Recurring Donor
Program, Please

Agenda Sl

1. Psychology of Acquiring Recurring Donors

2. Psychology of Retaining Recurring Donors
3. Why does it matter?

4. Resource: Recurring Giving Video Playbook

5. Let’s Stay Friends



“Why on earth would someone
give me a recurring gift?”



Because they like you.



“Thanks Captain Obvious. Does
this get more informative?”

- Cynical audience member



Psychology of
Acquiring
Recurring Donors

e Low Barrierto Wallet




Low Barrier To Wallet

Plans and Pricing

Metflix alers a variety of plans to meet your needs. The plan you choose will delermine the video quality and the
raUmber of SCHeENs you can watch Netlix on at the same time,

‘iith all of cur plans, you can watch wnlimited TV shows and movies, and play mobile games.

@ These prices apply bo new members and will gradually take effect for il current members. Current membaers will
recetve an emal notification 30 days before their price changes, unless they change their plan.

Bash Standard Pramium

Monthly cast* (United States Dollar) .99 $15.49 $19.99
Murriber of screens you £an watch on a1 the same time 1

humiber of phones or tablets you can have downioads on 1 3

Linlimited mentes, TV Shows and motie gamss v v

Wdateh o0 yous Laptop, TV, phone and tablet v v

r

HD available

&
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Uilira HD available:

Sige up for Natflix ioday snd choods from stvwensl payment optiond. As & Netflix membser, you ank subamatically
charged once a month on the date you sigred up. You have the freedom 1o change your plan or cancel ondine at any
timi.

The average monthlyrecurring giftis $30 vs average
one-time giftof $128.
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Caver Monthily Tuition foe Coves Monthly Tuition |

A Primary Student
Donate $25 Monthiy

Cover Monthly Tuition fo

C onthily Tuition foe
a University Student
Doaate $300 Moathly

A High Ser

ol Student
Donate $50 Monthy

Testimonials



Lesson: Offer a range of monthly
options, equated to an impact,
and emphasize that you can
cancel at any time.




Psychology of
Acquiring
Recurring Donors

e Low Barrierto Purchase

e SocialProof




Social Proof

describes our tendency to look at others’ behaviors for psychological
permission to try something new.



NETFLIN  Home TvShows Movies Latest MyList

TV Shows
Top 10 TV Shows in the U.S. Today




Top Ten

CURRENT PROJECTS =~ oo as s B s PR PR e "
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As our schools grow and our buwld ngs age, we are & “E"(:*\: n vv.skmt; sure they are kept n g:)-:d working condition. In order 1o best serve students and s1aff, we want to make sure there are no distrace g
1ssues that could create a poor lu.}“f:ﬂt‘_ L rent. Mantenance and IMProves Y The staff in Uryu\:}g nas ceve -',ipo:-,‘ abstto pr  the ects that need

attention. If you would bke to pledge your support toward malking these improvements to our schoos, please use the link below Thank you for helping us prowide a groat learning envronment for our

students!

Support Upcoming or Ongoing Projects

@ DONATE

ON-GOING NEEDS (PER MONTH COST HIGH SCHOOL PRIMARY SCHOOL
SHOWN)




Lesson: Communhnicate initiatives
with most current support




Psychology of
Acquiring
Recurring Donors

e Low Barrierto Wallet
e SocialProof

e Trending Now

Raise




Girls Night In
NETFLIX ORIGINALS
NETFLIX NETFLY —
THE TR
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Trending Now




Trending Now

About Us Our Work Get Involved DONATE NOW

Environment: The Problem

3 Billion People Cook

~®
OhsEH0 Over Open Fires.
; vj-
o .i i Cooking over open fires is one of the worki's biggest
- - but least known - killers
1 ot
D '“‘ 3 - " Four million people die each year from breathing in

toxic cooking smoke. The smoke is harmiul 1o their



Lesson: Create urgency by sharing

new problems




“I can get ‘em, | just can’t keep ‘em!”

- Someone ready for the next section on retention



Psychology of
Retaining
Recurring Donors

e Personalization




Personalization &
The Cocktail Party Effect

“People like to focus on information that’s
relevantto them.”






Know What | Want

e DataPointstoKnow
Engagementhistory.

Specific campaigns funded
Lifetime givihg amount
Lifetimeimpact summatry.
Impacttheycdre mostdabout

GICE OGN ©



Lesson: Data fuels personalization.



Psychology of
Retaining
Recurring Donors

e Personalization

e Reward Uncertainty




Because you watched Stranger Things
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Lesson: Change up your
acknowledgements



Psychology of
Retaining
Recurring Donors

e Personalization
e Reward Uncertainty

e Sense of Exclusivity




ANETFLIX ORIGINAL SERIES

ONLY ON




THE
VILECAGE

Join the Village, and become part of a community
bringing love and joy to children in Uganda.







“s Monthly Impact - April 2021

Wateh on (00 Youlube

1'm roady




Lesson: Create a unique
experience



“What does this mean for me,
mister?”

- anonymous crowd member



Real Applications
For You

e Media Superiority Effect




»BLACKCRAB

z war and save her daughter, a reluctant soldier
desperate mission to cross a frozen sea carrying a top-

P Tralecind
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Real Applications
For You

e Media Superiority Effect
e Tell the Right Stories




Data helps tell better stories.

e Descriptive:“What happened?”
e Diagnostic:“Why did this happen?”

e Predictive:“Whatmighthappenin thefuture?”

e Prescriptive:“Whatshould we do next?”



Real Applications
For You

e Media Superiority Effect
e Tell the Right Stories

e YourJourney Should Be On Purpose




Your journey should be on
purpose.

e Createyourdonorjourney map: Where do you askfor a
recurring gift? How?

e Nameyourprogram,choose levels,drive signups

e Mapoutyourrewardsystemand makeiteasytofollow
throughon

i Donor Journey
a8 Map Templates




POLL: What is the current state of
your donor journey map?

A. Exists but needs optimizing
B. Nonexistent and | am ready to learn
C. Crushing itand | am here to listen






[ Apply Smart Tag “lapsing ]

Timonths from last gift  next month™ (expires after 7
days)

I

.

Task: Send KK re-gift to "lapsing
next month® EOW

!

12 months from last gift [ Emall: Merge tags showing last gift ]

date, amount, upgrade, etc

llm»,smanugo!'lapmﬂkmm1
this week” (expires after 7 days

}
Task: Send winback KK
/’
A \\
~
24 months from last gift e \

Personalized 24 month email N\
winback N\

—




“How much can this grow my
revenue, Nich?”

- Forward thinking person
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MONTHLY DONOR LIFETIME VALUE CALCULATOR

Step 1: Enter number of monthly donors you think you can get Step 2: Enter the average monthly gift they'll give

Since monthly donors typically give for 5-7 years, this is how much you could expect to raise with a monthly giving program:

1st year 2nd year 3rd year 4th year 5th year 6th year

$18,000.00 $36,000.00 $54,000.00 $72,000.00 $90,000.00 $108,000.00

Ot Recurring Giving
A&l Calculator







MONTHLY DONOR LIFETIME VALUE CALCULATOR

Step 1: Enter number of monthly donors you think you can get Step 2: Enter the average monthly gift they'll give

Since monthly donors typically give for 5-7 years, this is how much you could expect to raise with a monthly giving program:

1st year 2nd year 3rd year 4th year 5th year 6th year

$180,000.00 $360,000.00 $540,000.00 $720,000.00 $900,000.00 $1,080,000.0(




“Oh shoot, | was catching up on
mYy growing pile of work email.
What did you talk about today?”

- Person | am no longer friends with



Why Netflix Is Stealing Your Donors



TLDL: Into the Mind of a Recurring Donor

1. Thereasons people give to recurring donor programs

2. Things the recurring giving experience should include

3. How you immediately impress your team and get a raise

Raise€



TLDL: Into the Mind of a Recurring Donor

1. Thereasons people give to recurring donor programs

e Low Barrier On Wallet
e Social Proof
e Trending

2. Things the recurring giving experience should include

e Personalization
e RewardUncertainty
e Sense of Exclusivity

3. Here’s how | can apply this right away

e Media Superiority Effect

e Tell The Right Stories

e Your Journey Should Be On Purpose - .
Railse



Resource: Recurring Giving
Video Playbook

i-ﬁ* o What's in it?

'~i.*-:.!
s

e Videoscripts
e Emailand texttemplates
e_Videobestpractices

i

Hit the QR code to view Raise



KindKatch (@) FLEECE

Let's stay friends.

Nicholas Kristock

nicholas@kindkatch.com| calendly.com/nicholaskristock
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Presentation Recurring Giving Video Recurring Giving #1 Most Viewed Youtube
Slidedeck Playbook Calculator Video of All Time


mailto:nicholas@kindkatch.com

onecause | WEBINAR

The Power of
Untold Stories

How Impactful Video Drives Fundraising

: L Read
[ WedneSday, Apr'l 12, 2023 Ofn‘:eruen:‘()nn::nl SYorytellcr. J

Forever Ready Productions

Raise *FEARLESSSERIES
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Raise
NATJON
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Raise Nation Radio

The Podcast for Fearless Fundraisers




oneco use”

POWERF UNDRAISING SOLUTIONS
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info@onecause.com www.onecause.com 888.729.0399
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mailto:info@onecause.com
http://www.onecause.com/
http://www.onecause.com/
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