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• Who has an Annual Giving Program 
now? 

• What does it consist of, look like?  

• How often do you send an annual 
appeal? 

• Do you use direct mail or other tools? 

•

Let’s start with some questions…
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Why do people give?

1. Someone I know asked me to give

2. I felt emotionally moved by someone’s story

3. I want to feel I’m not powerless in the face of 

need and can help (this is especially true 

during disasters)

4. I want to feel I’m changing someone’s life
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What is the Annual Fund?

• A campaign conducted each and every year for 
the purpose of raising money to assist in paying 
a non-profit organization's regular, ongoing, 
unrestricted expenses. 

• Every non-profit organization with a need to 
raise contributed income should have an annual 
campaign which it conducts every year.
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Why the Annual Fund is Crucial

� An annual campaign allows an organization to build a 

predictable base of support and provides a pool of proven 

donors for other fund-raising efforts. 

� The vast majority of individual donors give their first 

contribution to an organization through its annual 

campaign. 

� Repeat contributors to annual campaigns become an 

identified group of loyal and established givers --- a 

constituency. 
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Feeding the Donor Pyramid

High Donors, 
Planned Gifts

Mid-Level Donors

Annual Fund Donors, feeding the base
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3 Simple Strategies

� Add new donors

� Get more money from existing donors
� Upgrade gifts
� Get money more often (sustainers or more 

asks)

� Cultivate donors to get the ultimate gift
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Direct Mail still Typical for Annual Fund  

• Most donors are still older
• Most donors love getting letters
• Most donors still like writing checks 
• We’d all love to get more funds via 

email/online, but…
• We found it works great for support but not 

to raise money (yet)
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Key Information to Build a Plan 

• How much do you need to raise? 
• How many donors do you already have? 
• What is their source? 
• How much do they give? 
• How are you maintaining your data? 
• Do you have email addresses? 
• Do you have other sources of names? 
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Does Annual Fund Mean Mail Once?

32%Increase

$67,590$16,144$83,7431,05023,2302008

$51,227$6,717$57,94371310,4382005

Net 
raised
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# 
donations
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mailed

Year
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4 Crucial Decisions 

1. Target group (lists, donors, members)

2. Offer and Ask Amounts

3. Creative (especially the letter) 

4. Other
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Different Types, Sources of Lists

• Donors, Members 
• Former donors, Lapsed members
• Ticket buyers
• Rental or exchange lists, subscribers, 

donors to similar organizations, etc.
• Event attendees
• Board members
• Residents and other compiled lists 
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Simple and Cheap Still Works!



Boston Fundraising Summit September 
2009 

Simple look works
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Involvement works really well!
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Appeal can be Wicked Cool
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Unpersonalized reply forms still work!
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Return piece of fabric…
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General Benchmarks

• 1% is still a typical response rate for 
acquisition but it depends on gift level

• 5 to 10% are still typical response rates for 
donor appeals with exceptions higher/lower

• Response rate and average gift are directly 
related 

• Getting that second gift is crucial 
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Do Snail Mail and E-mail relate?

� Online giving now makes up 2-4% of all giving 

� 80% of donors make donations online and offline 

� 48% say web sites are well designed

� 74% say that an email about how donation was spent would improve

likelihood they donate again 

� 100% of 65 year olds say that direct mail drove them to the web 

� 65% of prospects checks out the web site first 

� Direct mail feeds the web 

� DM asks for permission for future use of email address/build relationship

� (sources: Winterberry Group, Harris Interactive) 
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And, always say Thank You!
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“Many a small thing 
has been made large 

by the right kind of advertising”

- Mark Twain
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Fundraising DM Resources

• Add yourself as donor to other organizations

• Direct Marketing Fundraisers Association

• DMA Nonprofit Federation 

• Nonprofit Times 

• Fundraising Success Magazine 

• Target Analytics 

• Conferences, peers and consultants …
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Questions and Answers

Erica Waasdorp, President 
A Direct Solution
info@adirectsolution.com
tel.: (508) 428-4753
Fax: (270) 633-1744
PO Box 757 
Marstons Mills, MA 02648


