


• Engage With Us
• Q & A and Chat (defaults to host/panelists)
• Share with friends on social

• Continuing Education Credit

• Webinar Wrap-up
• Webinar on-demand: onecause.com
• Wrap-up email with Webinar recording
• Exclusive content

• Survey
• Drive future Webinar content

BEYOND THE 
WEBINAR

Learn more about the ALL NEW OneCause Fundraising Platform



HOSTS

Dawn Lynn Lego 
(she/her)

Director, Brand Engagement & 
Channel Marketing                                           

OneCause

Nicholas Kristock 
(he/him)

Founder/CEO                          
KindKatch and                              

Fleece & Thank You



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

Session led by Nicholas Kristock

Into the Mind of a 
Recurring Donor



Why Netflix Is Stealing Your Donors



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

Into the Mind of a 
Recurring Donor



Q&A Session Involvement

Build My Recurring 
Donor Program, Please.



Nicholas 
Kristock
Founder and CEO of 

Founder/Executive Director of 

Welcome!

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 two
three kinds of individuals in it. 



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

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



“Where you taking me today, Nich?”

- Anonymous virtual crowd member



Agenda

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

Build My Recurring Donor 
Program, Please



“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



● Low Barrier to Wallet

Psychology of 
Acquiring
Recurring Donors



Low Barrier To Wallet

The average monthly recurring gift is $30 vs average 
one-time gift of $128.



Low Barrier To Wallet



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



● Low Barrier to Purchase

● Social Proof

Psychology of 
Acquiring 
Recurring Donors



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



Top Ten

*Behavioral science principle states that people naturally arrange 
things into round-number groups, and lists grab attention, 
leveraging the persuasion effect.



Top Ten



Lesson: Communicate initiatives 
with most current support



● Low Barrier to Wallet

● Social Proof

● Trending Now

Psychology of 
Acquiring 
Recurring Donors



Trending Now

*Communicating your “trending campaigns” gives you an 
opportunity to showcase needs and de-risk giving for your donors.



Trending Now



Lesson: Create urgency by sharing 
new problems



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

- Someone ready for the next section on retention



● Personalization

Psychology of 
Retaining
Recurring Donors



Personalization & 
The Cocktail Party Effect
“People like to focus on information that’s 
relevant to them.”



Cocktail Party Effect

● Know My Name

● Know My Past

● Know What I Want



Know What I Want
● Data Points to Know

○ Engagement history
○ Specific campaigns funded
○ Lifetime giving amount
○ Lifetime impact summary
○ Impact they care most about



Lesson: Data fuels personalization.



● Personalization

● Reward Uncertainty

Psychology of 
Retaining
Recurring Donors



Reward Uncertainty

“If you give someone a predictable set of rewards, they lose interest quickly. If it’s 
unpredictable, they tend to establish behavior that is hard to extinguish.”



Lesson: Change up your 
acknowledgements



● Personalization

● Reward Uncertainty

● Sense of Exclusivity

Psychology of 
Retaining
Recurring Donors



Sense of Exclusivity

● Name your program

● Bonus perks/experiences/swag

● Deliver exclusive content



Sense of Exclusivity



Sense of Exclusivity



Sense of Exclusivity



Lesson: Create a unique 
experience



“What does this mean for me, 
mister?”

- anonymous crowd member



Real Applications 
For You

● Media Superiority Effect



Media Superiority Effect

“When possible, let media talk for you.”



Real Applications 
For You

● Media Superiority Effect

● Tell the Right Stories 



Data helps tell better stories.
● Descriptive: “What happened?”

● Diagnostic: “Why did this happen?”

● Predictive: “What might happen in the future?”

● Prescriptive: “What should we do next?”



Real Applications 
For You

● Media Superiority Effect

● Tell the Right Stories 

● Your Journey Should Be On Purpose



Your journey should be on 
purpose.
● Create your donor journey map: Where do you ask for a 

recurring gift? How?

● Map out your reward system and make it easy to follow 
through on 

● Name your program, choose levels, drive signups 

Donor Journey 
Map Templates



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

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







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

- Forward thinking person



A little bit. 



Recurring Giving 
Calculator



A lot bit. 



Recurring Giving 
Calculator



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

- Person I am no longer friends with



Why Netflix Is Stealing Your Donors



1. The reasons people give to recurring donor programs

TLDL: Into the Mind of a Recurring Donor

2.  Things the recurring giving experience should include

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



1. The reasons people give to recurring donor programs

TLDL: Into the Mind of a Recurring Donor

2.  Things the recurring giving experience should include

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

● Low Barrier On Wallet
● Social Proof
● Trending

● Personalization
● Reward Uncertainty
● Sense of Exclusivity

● Media Superiority Effect
● Tell The Right Stories
● Your Journey Should Be On Purpose



Resource: Recurring Giving 
Video Playbook

Hit the QR code to view

What’s in it?
● Video scripts
● Email and text templates
● Video best practices



Nicholas Kristock
nicholas@kindkatch.com | calendly.com/nicholaskristock

Let’s stay friends.

Presentation 
Slidedeck

Recurring Giving Video 
Playbook

#1 Most Viewed Youtube 
Video of All Time

Recurring Giving 
Calculator

mailto:nicholas@kindkatch.com






info@onecause.com 888.729.0399www.onecause.co
m

mailto:info@onecause.com
http://www.onecause.com/
http://www.onecause.com/
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