
End-of-year  appeals  are  often one of  the  most  important  annual  fundra is ing  act iv i t ies

for  nonprof i ts  but  i t ’ s  a  crowded t ime of  year  with  many worthy char i t ies  compet ing

for  g i fts  f rom the same donor .  Dataro ' s  own fundra is ing  expert  Lauren Deeney shares

her  top t ips  for  p lanning your  most  successful  end-of-year  appeal  yet .  

Lauren  Deeney  i s  an  exper ienced  fundra i ser ,  hav ing  de l i vered  many success fu l  d i rect  mai l  appea l s  dur ing  her

seven  years  w i th  the  Shepherd  Centre  –  an  Austra l ian  char i ty  that  he lps  g i ve  deaf  ch i ldren  a  vo ice .  
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Lauren ’s  #1  t ip  for  de l iver ing  a  successfu l  end-of-year  appea l  –  start  ear ly!  Whi le  you won’t  send your

f i r st  wave  of  d i rect  mai l  unt i l  November ,  your  p lanning  rea l ly  should  start  in  September  (or  ear l ier) .

With  a  longer  lead  t ime you g ive  your  team the best  chance of  success ,  w i th  p lenty  of  t ime for

bra instorming,  prob lem so lv ing  and i terat ing  on your  strategy and appea l  act iv i t ies .  

Your  f i r st  s tep  when p lanning  your  end-of-year  strategy should  be  to  def ine  your  ob ject ives  and goa ls .

Don’t  forget  to  rev iew your  prev ious  campaigns  for  key  ins ights  and learn ings  that  can he lp  you improve

your  resu l ts  th i s  year .

With  your  goa ls  c lear ,  i t ’ s  t ime to  deve lop  a  strateg ic  roadmap that  t imel ines  your  key  steps ,  act iv i t ies

and communicat ions .  Th is  w i l l  ensure  everyone has  a  c lear  understanding  of  what  needs  to  happen and by

when.

TIP 1 - NOW 'TIS THE SEASON TO START PLANNING

Being c lear  on  what  you are  ra i s ing  funds  for  w i l l  he lp  you to  create  a  compel l ing  narrat ive  that  your

donors  can be l ieve  in  and support  your  cause  with  a  donat ion.  

By c lear ly  art icu lat ing  your  goa l  and fundra i s ing  target  you can g ive  supporters  c lar i ty  on  why the i r  g i f t

matters  and br ing  them c loser  to  your  cause  by  g iv ing  them ownersh ip  of  your  miss ion .  Knowing your

why and c lear ly  exp la in ing  the  need (or  what  you are  t ry ing  to  ach ieve)  i s  key  and should  be  ref lected in

a l l  communicat ions .  

Lauren says  every  communicat ion  touchpoint  should  emphas ise  the  need and show how the  donor  can be

the hero  by  making  a  donat ion!  Case  stud ies  can he lp  br ing  your  appea l  s tat i s t ics  to  l i fe  and create  a

human connect ion  that  evokes  emot ion in  the  donor  which  wi l l  encourage them to  a l so  be  a  part  of  the

so lut ion

TIP 2 - DEVELOP A COMPELLING STORY WITH A SINGLE CALL TO ACTION

https://shepherdcentre.org.au/
http://dataro.io/
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Being c lear  on  when your  appea l  communicat ions  wi l l  be  sent  for  each channel  and how they wi l l  a l ign  i s

another  cr i t ica l  p lanning  step .  And be ing  ahead of  the  game on th is  w i l l  he lp  you to  be  more  prepared

with  your  exc lus ions  l i s ts .  Th is  w i l l  a l so  he lp  you improve  eff ic iency and reduce wastage  in  your

campaign.

An example  Lauren g ives  i s  sending  a  mai l  pack  to  a  donor  who may donate  ear l ier  to  an  emai l  ask  –  you

could  save  t ime and cost  i f  you knew the i r  preferred  g iv ing  channel .  So  i f  a  supporter  has  g iven v ia  emai l

in  the  past ,  you may want  to  target  them v ia  emai l  before  the  f i r st  wave  of  d i rect  mai l  i s  sent  and

suppress  them from mai l  i f  they respond onl ine .

Dataro ’s  new channel  recommendat ion  feature  can he lp  fundra i sers  ident i fy  or  pred ict  a  donor ’ s

preferred  communicat ion  channel  to  he lp  improve  target ing  and reduce campaign wastage.

TIP 3 - MAP OUT A DETAILED COMMUNICATIONS PLAN EARLY

Many char i t ies  end up hav ing  large  appea l  wastage  costs  us ing  segmentat ions  that  are  too  broad and

lumping d iverse  groups  of  donors  together .  Th is  often leads  to  a  nonprof i t  mai l ing  many donors  who are

very  un l ike ly  to  g ive .  With  inf lat ion  and fundra i s ing  costs  on  the  r i se ,  one of  Lauren ’s  most  important

t ips  i s  to  ident i fy  those  donors  who are  the  most  l ike ly  to  g ive  and target  your  appea l  to  them only .  Th is

wi l l  improve  the  effect iveness  and eff ic iency of  your  campaign target ing ,  resu l t ing  in  a  h igher  ROI.

Us ing  donor  propens i ty  models  l ike  Dataro ’s  Appea ls  module ,  fundra i sers  can  improve  the i r  campaign

target ing  and reduce d i rect  mai l  costs .  Us ing  Dataro ’s  suggested mai l ing  amounts  fundra i sers  can

further  f ine-tune the i r  l i s ts  to  se lect  supporters  most  l ike ly  to  g ive  to  the  current  appea l .  Doing  th is  w i l l

save  t ime,  costs  and reduce wastage  by  exc lud ing  those  donors  who are  un l ike ly  to  g ive .

Vis i t  Dataro ' s  webs i te  (case  stud ies)  to  see  how Save  the  Chi ldren (AU),  Canteen (AU) and St  Helena

Hospice  (UK) used Dataro ’s  pred ict ive  scores  and ranks  to  ra i se  more  whi le  target ing  less  donors  and

reduc ing  mai l  costs  in  the i r  2021  Chr istmas  appea ls .

TIP 4 - IMPROVE YOUR CAMPAIGN TARGETING TO REDUCE DM COSTS

Your  most  eff ic ient  appea l  channel  i s  undoubtedly  emai l .  Emai l  i s  a  fantast ic  way to  de l iver  f resh  and

var ied  content  that  w i l l  keep the  donor  engaged – th is  inc ludes  short  v ideos  f rom your  appea l  case  study

or  other  in-market  updates .  Remember  that  your  donors  l ike ly  rece ive  mult ip le  emai l s  a  day,  and you

probably  won’t  be  the  on ly  char i ty  land ing  in  the i r  inbox  come December .  Lauren says  the  key  to  a

successfu l  emai l  i s  an  ent ic ing  sub ject  l ine  with  severa l  ca l l  to  act ion  buttons  strateg ica l ly  based in  the

body of  the  emai l .  Research has  a l so  shown that  l ink ing  emot iona l  words  with in  the  body copy to  your

donat ion  pages  can he lp  to  dr ive  c l ick  through rates .

When p lanning  your  emai l  journeys  be  sure  to  cons ider  how they a l ign  with  your  appea l  mai l ing  dates .  To

reduce mai l ing  vo lume,  can you use  emai l  more  effect ive ly  to  capture  donat ions  ear ly  in  the  campaign?

Lauren a l so  recommends  look ing  back  on prev ious  campaigns  and ana lys ing  your  emai l  open rates  and

c l icks  and rev iewing  your  most  successfu l  emai l s  to  understand what  worked (and what  d idn ’ t)  and then

apply ing  learn ings  to  your  end-of-year  emai l  s t rategy.

TIP 5 - TAILOR YOUR DONORS' EMAIL JOURNEY

http://dataro.io/
https://dataro.io/dataro-predict/
https://dataro.io/dataro-predict/
https://dataro.io/casestudy/how-save-the-children-is-using-ai-donor-predictions-to-help-build-a-better-world-for-every-child/
https://dataro.io/casestudy/how-save-the-children-is-using-ai-donor-predictions-to-help-build-a-better-world-for-every-child/
https://dataro.io/casestudy/how-canteens-appeals-are-raising-more-to-support-young-people-impacted-by-cancer/
https://dataro.io/casestudy/st-helena-hospice-lifts-appeal-returns/
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Lauren says  persona l i sat ion  in  your  appea ls  i s  key!  Us ing  var iab le  copy to  ident i fy  the  type of  donor  and

speak ing  to  them in  the  most  re levant  way shows  that  you know your  donors  on  a  persona l  leve l  and can

meet  them where  they are  at  in  the i r  donor  journey.  For  example  i f  a  donor  i s  new,  we lcome them to

your  community  or  for  long-t ime donors  they should  be  acknowledged for  the i r  ongoing  support .

Most  donors  w i l l  understand they aren ’t  the  on ly  ones  rece iv ing  your  appea l  communicat ions ,  but

persona l i s ing  your  emai l s  and letters  shows  that  you va lue  your  donors  and wi l l  make i t  eas ier  for  them

to connect  with  your  miss ion  and what  your  appea l  i s  t ry ing  to  ach ieve .  Lauren has  a l so  had success  w ith

inc lud ing  persona l i sed  QR codes  in  d i rect  mai l ing  packs  –  she  suggests  work ing  with  your  mai lhouse  to

create  PURLS (persona l i sed  URLS)  and knows  many char i t ies  hav ing  increased g iv ing  through QR codes .

TIP 6 - PERSONALISE AS MUCH AS POSSIBLE

Another  easy  and effect ive  way to  improve  the  l ike l ihood of  a  g i f t  i s  to  use  pre-f i l l  l inks  in  emai l s  so

when a  donor  lands  on your  donat ion  page a l l  that  i s  left  to  do  i s  conf i rm and make the  donat ion.  Lauren

suggests  us ing  f lex ib le  on l ine  payments  opt ions  such as  paypa l  or  Apple  wa l let .

TIP 7 - MAKE DIGITAL GIVING EASY WITH PRE-FILL DONATION FORMS

Asking  a  smal l  favour  can go  a  long way to  increas ing  awareness  of  your  appea l  and poss ib ly  introduc ing

new donors  to  your  cause .  I f  a  donor  has  committed to  make a  donat ion  they are  connected to  your

cause  and care  that  your  appea l  ra i ses  the  funds  you need to  he lp  your  benef ic iar ies .  Lauren says  g iv ing

donors  an  opt ion  to  share  the  appea l  or  the  fact  that  they have  just  donated to  your  appea l  on  soc ia l s

can he lp  you ra i se  more  funds .  You can implement  shar ing  buttons  on your  thank you page or  inc lude a

“p .s . ”  in  an  emai l  ask ing  for  support  in  lett ing  more  people  know about  the  important  work  your

organisat ion  does .

TIP 8 - ASK YOUR DONORS TO SHARE ONLINE

Thanking  your  donors  for  the i r  support  goes  a  long way and wi l l  he lp  with  donor  retent ion.  Because

fundra isers  are  t ime poor ,  th i s  s tep  can somet imes  get  missed as  they move on to  p lanning  the i r  next

fundra is ing  act iv i ty .  So  Lauren ’s  t ip  i s  to  p lan  your  post-campaign communicat ions  act iv i ty  and donor

thank ing  before  your  launch your  appea l .

Lauren suggests  a  post-appea l  thank you emai l  to  donors  i s  a  s imple  way to  communicate  the  impact  of

the i r  donat ion  and show your  apprec iat ion  for  the i r  g i f t .  Incorporat ing  a  short  thank you v ideo on your

donat ion  thank you page and in  your  fo l low up emai l s  w i l l  go  a  long way and wi l l  he lp  keep donors  c lose

to  your  cause .  Thank you ca l l s  are  another  effect ive  tact ic ,  espec ia l ly  for  f i r st  t ime donors  and wi l l  g ive

you a  chance to  update  any donors  whi le  on  the  phone.

TIP 9 - PLAN YOUR DONOR THANKING NOW

ABOUT DATARO

Dataro  i s  the  AI-powered donor  scor ing  software  bu i l t  exc lus ive ly  for  nonprof i ts .  Dataro ' s  software  a l lows  for-

purpose  organisat ions  to  take  advantage of  game-changing  machine  learn ing  technology across  the i r  fundra i s ing

campaigns ,  he lp ing  them to  ra i se  more  funds  and have  a  greater  impact .

dataro . io

http://dataro.io/

