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We work 
with:



1.Why monthly giving is so important

2. How to acquire new monthlies

3. Retaining monthly donors



4. The benefits of different channels

5. Getting more value from monthlies

6. Making the ask

7. Improving copywriting & design



The trend that ôs not going away
Fewer donors and higher attrition



Donor Attrition Over Five Years

# of 
Donors 

Attrition
Rate

Donors 
remaining
after 1 year 

Donors 
remaining
after 2 years 

Donors 
remaining
after 3 years 

Donors 
remaining
after 4 years

Donors 
remaining
after 5 years

1,000 20% 800 640 512 410 328

1,000 35% 650 422 274 179 116

1,000 65% 350 122 43 15 5

Attrition Chart
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How you  
Recruit 
Monthly 
Donors



Spontaneous



Prompted
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One small example: Marmot Recovery Foundation



7 Great Reasons to Act Today



Annual Income Increases



Better
Relationships



Donors stay longer



Predictability



Savings



Upgrading:

Your income 
grows over 

time



Convenience



Monthly Gift Options 

Electronic Funds Transfer



Recruiting
Current donors 

(mail/email)

Prospect

Often a 2-Step process 



Mail 





Other donor recruitment

3. Thank you letters

4. Welcome kit

5. Newsletters



Your Appeal Reply Form 



Storytelling



Do you have a program name?

ÅDefenders Club ïEcojustice

ÅBear Hug Club ïChildrenôs Hospital

ÅCircle of Friends  - Inclusion BC

ÅChange Makers ïIndspire

ÅGood Samaritan Club - Covenant House 



Exercise 1
Create a monthly donor club

1. Choose one of the organizations in your group 
or make-up a new nonprofit 

2. Choose a name for your club

3. Decide on an offer ï(e.g. $25 a month will é)



Digital



Use creative across channels



Email





















Email best practices

ÅAsk during the last week of the year. 

ÅUse a personôs name, not the 

non-profit ôs name 

ÅMatching can improves results up to 50%

ÅCommunicate without asking

ÅSend articles/info before a solicitation



Recruitment:
Phone



Considerations

People are nervous about giving credit 

card/banking details over the phone

1. Suggest they call office directly or 

lead them through the website

2. Send letter in advance, or 

afterwards



How Much To Ask For?

$35 a month will ____________

$25 a month will ____________

$10 a month will ____________

Can you tie a monthly amount to 
something specific?





Websites: Take over your home page







Premiums





Stories = social proof



Pop -up ñlightboxò

Itôs a window overlay that when 
it appears, blocks some page 
content

Timing is key ïexit popups work

Strong copy & design are vital

















Clicking here leads toé


























