


The Strategy
Of Give for Good Louisville



Peer to Peer Fundraisers

Gift Matching

Social Media

Direct Asks

Before and After

Your Five 
Considerations





Friend 
Networks

Service 
Providers

The Anatomy of your 
Champions

Employers

Family 
Networks



Provide 
Training

Support Your 
Champions

Ask 
Directly

How do I recruit these people?
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Gift Matches

Bring your community in 
further to support your 

organization for years to come. 
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The Rule of (inexact) Thirds
If your goal is $15,000 raised 
day of, you should have 
matches for at least a third of 
that amount

FIRST THIRD
+ $5,000
Raised to reach your match amount

SECOND THIRD
+ $5,000
The match amount 

GOAL MET
+ $5,000
We are so close to the amount raised! 
Let’s RALLY!



How to Post

When to Post

What to Post

When in doubt
The Magic of 
Social Media
We all love a good doom scroll, 
but it’s not without it’s limit



IGNORE (some) of the Rules



NO FACEBOOK BUTTONS

Seriously.



We are not selling a car: an exercise

Act from ABUNDANCE, not scarcity.
We do not beg.

We are important and VALUED.



Without direction, 
you cannot move forward.



Achieved
12

GOAL
10

Fundraising 
Champions

Achieved
82

GOAL
30

Number of 
Donors

Achieved
$28,682

GOAL
$32,000

Totals 
Raised

Set Your Goals for Success for More than Just Today



Say thank you 
and mean it

Call people into 
tangible advocacy

Invite them into 
spaces of 
belonging

Stay in creative 
communication

Your next steps
Collaboratively administrate empowered 

markets via plug and play networks. Dynamic 
procrastinate B2C users after installed base 

benefits.

Dramatic visualize. Predominate extensible 
testing. Interactively coordinate proactive e-
commerce. Predominate extensible testing 

procedures for reliable good user.
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There is no 
Replicating
Human
Contact
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WHAT QUESTIONS DO 
YOU HAVE?



Break Time





SAVE THE DATE!
20/twenty’s Strategic 

Leadership Conference
October 4th, 2022

Pre-register at 2020strategic.com

W
W

W
.
2

0
2

0
S

T
R

A
T

E
G

I
C

.
C

O
M













































WHAT QUESTIONS DO 
YOU HAVE?
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Break Time
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Data





PLUG THEM IN



Phone Call

Handwritten 
Thank You Note

Donation 
Impact Report

How to
Connect



Newsletter

Volunteer 
Opportunity

Upcoming 
Event

How to
Connect



Donor Cultivation
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Where the ART of Relationship 
Building meets the SCIENCE of 
Data Management



CRM
Customer/Donor 

Relationship Management

Communication 
Channels

Donor 
Data

Utilize these tools to better understand your donors so you can 
intentionally and consistently nurture your relationships with them.

Donor Cultivation Tools
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Give for Good Analytics



Give for Good Analytics





Give for Good Donor Report

Donors:
• Contact information
• Donation details
• Referral sources
• Donor history

Organization:
• Fundraising Champion data
• Geographic distribution
• Donation timing and frequency
• Common donation levels
• Average donation amount





Breakout Prompts:
• 1. List your Observations
• What do you see?
• Are there any trends?
• What questions do you have?
• How did they do?

• 2. Take Action
• List 2-3 actions you want to 

take based on this data.
• Who should you talk to?
• Change plan for next year?



CRM
Customer/Donor 

Relationship Management



Donor Segmentation



Point of Entry

Giving Level

Ways to Segment Your Donors

Giving 
Frequency

Preferred
Communication



Preferred Communication
AKA Call me, maybe…

• Phone
• Email
• Text
• Physical mail
• Carrier Pigeon



Giving Level
Show Me the Money

• First-time donors never give at 
their capacity
• Continued positive cultivation 

results in larger donations
• Tracking giving levels can show 

you how a donor “grows” or 
“shrinks” over time
• Higher-capacity donors can be 

cultivated to become potential 
Gift Matchers



•Donor retention rate for all 
nonprofits in 2021: 41.9% 
(Fundraising Effectiveness 
Project)

• If a donor gives a second 
time, they are very likely to 
continue to give if they are 
cultivated properly

Giving Frequency
How often?



Point of Entry
How did they get here?



Engage and Empower
Enhance donor relationships
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WHAT QUESTIONS DO 
YOU HAVE?



Location : 825 Northgate Blvd, Suite 100, 
New Albany, IN 47150

E-Mail : info@2020strategic.com
Website : www.2020strategic.com
Instagram : @2020strategic

Phone : (812) 920-0081
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