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Preface 

Fundraising, a necessity to generate funds. 
Fundraising is defined the process of seeking money and goods for charity cause or other enterprise. Fundraising is a process that is carried out manly to generate and raise funds that will enable us sustainability as well as independence in our actions. This is very easy to be understood if we just see a practical example from our life. When we are economically depended on someone else we have to ask for permission for everything we do. On the other hand, if we have our own incomes, we are more independent to come to a decision in accordance with our wishes and needs. When one don’t generate its own funds he/she is always a dependent, and this fact will always influence its work and its decision-making process. 
Moreover, when one shows ability and skills in raising funds, he/she can better meet the needs of the community where work and of vulnerable groups we represent. If there is an unpredicted emergency for example we may immediately carry out an intervention without asking for permission. 
Fundraising is an indispensable necessity in a world with increasing challenges. The economical crisis that affected Europe some years ago has shown the necessity to create and develop own funds. This could be achieved through the set up of partnership with businesses as well as through innovative ideas. The main advantages of fundraising are sustainability, incomes and the proclaiming of the cause. 
Fundraising basics

So, what is fundraising? Fundraising is a process of seeking money or goods for charity, for a cause or for any other enterprise.  In regard of the cause, it must be said that is the purpose for which we are raising funds, what we want to do, in which way and lastly which is the final goal. The potential donor should be absolutely convinced for the cause you are addressing. 

The main components of fundraising are: 

· Reliability 
· Cause 

· Transparency 

· Visibility 

Cause: we should have well defined the reason for which we are raising funds, what we want to do how and which the final goal is.     

Reliability: is the trust that the donor gives toward your organization. Is built up through continuous and serious work, being patient and trustworthy might be a key point regarding your success. 

Transparency: This component is closely connected with the first one so reliability. If you will be correct and fully transparent in regard of how you spend the money than you will increase your chances for further donations. 

Visibility: this is also n important component. You must never forget that your interest should be closely connected with the interest o the donor.  So is necessary to put the logo of the donor in visible places during the carrying out of the activities. Remember that human being are visual beings, so we like seeing things. The logo of the donor can be useful to you not only because of the duties you have toward the donor but also in regard of the general public. When in 2012 Caritas Albania implemented a project of integrative theatre, the idea was innovative and this made it susceptive. The fact that a well-known foundation as V.A.F. FINANCED it worked as a reliability factor.

When we try to carry out fundraising, we should well define the prior objectives, and ask funds lowly. Is also important to clearly define the reasons for which we are carrying out fundraising. If you as an association of Roma community seek funds for education advocacy employment than you have many chances to raise funds. If you seek funds for luxurious things, like offices, cars offices etc than your chances are notably remitted. 

Another important component is the set-up of personal relationship with the donors. Adriana Hako for example visits from time to time Help the life association. She donates meat and cold cuts, and she participates some days actively in the program of the daily care centre for people with intellectual disability. This is important; the donor should see and appreciate your work.  The same thing may happen with various donors, so the set-up of personal relationship is crucial. 

Advantages of Fundraising

1. What is? 
Fundraising is the demand for money or goods for charitable purposes for a cause or any other venture.

Revenue generation

Fundraising

Sustainability

Independence in action

2. Advantages 
In an increasingly competitive world where countries face challenges we will need to have partnerships with businesses. 

Innovative ways to raise funds

Income

Sustainable partnerships

Recognition of the cause
3. What is important? 

The cause: Why we raise funds, what do we want to do, how we want to do it, why and what is the ultimate goal. All of these should be reliable and measurable by the potential donor. The information and the purpose must be believed by you first. The potential donor will need to be convinced and trust the cause you are addressing through you. 
Transparency:. This component is closely related to the first component which is reliability, if you report to the donor the money you will spend correctly and with full transparency then you will have many chances to regain funds. 
Visibility: Remember to link your interests with those of the potential donor. No one gives funds without getting anything. It is necessary that the logo of each donor be placed in visible places during the performance of the envisaged activities. Humans are visual beings. We like to "see" what is done to visibility has to do not only with the donor, but also with the general public. Ultimately it is society that judges us and gives us what was defined above as "Trustworthiness".
Prioritization of objectives: Seek funding humbly and prioritizing goals and objectives. If you as an association want to raise funds for the education of Roma or Egyptian children then you have a good chance of raising funds, the same goes for priority areas like employment or human rights advocacy. You will not have but say no chance if your funds are raised for luxuries like e.g. Office etc.

Personal relationships: It is very important to establish a personal relationship with donors. It is a very important factor eg. Hako, Credins, Senka LLC for fundraising
How to establish a strategy?  

The cause, or purpose should be well defined. We should know what we are asking for why, how and the budged planned to be spent. Referring to the definition of the purpose we must say that fundraising has two main purposes. 
1) earnings 
2) the set-up of a net with potential donors. 
With the term earnings we mean the incomes generated that might ensure a better prospective. When we built up a fundraising campaign, we should pay a particular attention in identifying businesses that will play the role of opinion leaders. We also must have well defined the target group. If we for example want to set up funds for an agriculture enterprise we should have as priority the set-up of contacts with businesses engaged in the respective field. Lastly when we organize a fundraising event, we should treat it as marketing. In other words, we are trying to sell our idea or mission. We are selling a product and earning money. We may put tickets or find other ways to generate funds. We must put level of donations and not leave the donors to freely donate. The tasks should also be well defined. For example, a person is in charge of selling tickets, another one is in charge of communication and so on. We should never forget to express our gratitude toward the donor by emphasizing its social sensitiveness. We must invite the donor in promotional activities enabling to him the carrying out of P.R. Remember that every donor might also be an ambassador of your cause. 

Communication: is a process when a person or a group of persons give a message to another person or group of persons. We have two parties in this process the giver and the receiver. We should be confident stay strait and see the donor in the eyes. If we move inadequately we are showing lack of confidence. We should be concrete and clear when we speak. Nothing is accidental, everything is planned. In case we are sending a written request it should be short at the moment you are introducing the idea likely a memo or an executive summary of a project proposal. 

Slogan/remark: Is a small phrase to easily get memorized through which we try to attract the general public in regard of our cause. It must cause emotion and interest so the words chosen must be hit. 

Pay particular attention when you meet a potential donor, the first words you will use are very important. Try to be lowly and design well what you are going to say. You must be confident and trustworthy, is a key point in a fundraising process. You have to convince the donor that is also in his interest to put money for your cause, you must convince the donor that is also in his interest to put money in your idea. Is a kind of marketing and you should be well prepared.  

Internet fundraising: is also a way for fundraising and enables various NGOS to raise funds quickly without spending money. It includes donation pages and the advantage of it is that it might be global as almost everyone has access to internet. We have to share and well define tasks, to promote the page to choose the mechanism through which we will raise funds.   

There are some other ways of fundraising as pair to pair, based on personal relationships, peer to peer, fundraising among friends, fundraising through innovative ideas. For example you can raise funds by selling blouses or with a glass of coca cola. Or you can do so by cooperating with various businesses such as clubs, or restaurants. In the case you don’t have budgeted you can organize a simple meal in an external environment. 

Fundraising event: when we organize a fundraising event we should have everything designed before. If is possible we should carry out a general proof the previous day. Nothing is accidental.  

As a conclusion I want to emphasize the main features of a fundraiser, confidence, and oratorical capacities organization, search marketing team working with well-defined tasks. If we don’t believe that we can raise funds is better to avoid starting a campaign. Remember that fundraising campaigns should have a defined time frame and defined amounts of donations separated in levels.   

Indirect forms of assisting vulnerable groups’ trough cooperation with businesses 

It might happen that we don’t raise funds or material aid in kind but through a set up relationship with businesses we can assist vulnerable groups enabling them their economic empowerment and the get away from the need of getting assisted. This is a very important factor that we should take in consideration.  

Defining the aim  

2 main goals in fundraising activities

· Earnings 

· Creating a network of potential donors

The term profit means income that comes to us while also suggesting perspective.

Well defined goal

Opinion business leaders: Businesses with which you should contact and which should be the locomotive of the activity giving considerable amounts that will encourage others to donate

Target group: Here is a research we need to do, which businesses we will invite and what we want.

Marketing: Imagine a fundraising event as a product you need to sell (Amaro-Drom example)

We sell the product and get money

We place tickets or a way to deliver funds

We set donation levels

A man who sells tickets and manages revenue is placed

Tasks are well defined

We do not forget to thank the donor, it is very important to promote and emphasize social sensitivity.

We do not forget to invite him to the promotional activities that the project has. This is how we give him the PR he needs

We keep in mind that every donor is for us an AMBASSADOR who can help us with networking
Steps 

Situation assessment

Obtaining approval-segregation of duties

Site promotion

Choosing the right mechanism to raise funds

Raising funds
Communication and Slogans 
One of the most important points is communication.

Communication is any form of message that a person or group of people gives to a person or a group of other people. GIVER-RECEIVER.

SLOGANS: A phrase or short phrase that is easy to memorize and that is used to advertise something. 

1. Communication  

Be careful when going to a donor

Communication and especially the first words are what give the first impression.

The person who will go to the donor must be very well prepared.

The way we talk shows about a third of how much we believe in what we say.

A man who has emotions when he speaks transmits insecurity and reduces the chances of raising funds. 

2. Slogans
Short and hit keywords.

Trigger interest emotion

Convince yourself of the importance of the cause
3. Different Slogans Examples 
· Play your role in the constructive cause.

· Giving speaks louder than speaking.

· Give to those affected.

· Donation is an investment.

· Releasing money causes eternal peace.

· Nourish the needy by giving.

· Your addition is someone else's need.

· Financial support can save lives.

· Give the poor a chance.

· Nourish people and satisfy your spiritual appetite.

· Give today for a better tomorrow.

· Your help can make a difference.

· Quantity does not matter, giving does.

· A small donation can make a big difference.

· Become part of the problem solver.

· Help us in a better world.

· Your donation will last a lifetime.

· Remember that someone needs you

· I do not want alms I want to be active

· With two euros I score a goal against violence

· Diversity is a social value
Types of fundraising 
Internet Fundraising

Online fundraising is a way for nonprofits to raise money through the internet. It usually includes an online donation site and can include cell phone donations, fundraising from other colleagues and more.

Online fundraising allows donors to donate quickly, easily and securely. Non-profit organizations are able to collect donations from all over the country and all over the world.

Almost everyone has access to the internet one way or another. With online fundraising, nonprofits can meet donors where they already are.
Other forms of fundraising 
Pair to pair or donation to each other is directly related to personal relationships

Fundraising through collaboration

Fundraising with a party

Fundraising with cultural sports activities

Fundraising me innovative ideas: flower blouse

Fundraising at best

Fundraising with a glass of cola bouncing tea, etc.
Ways to empower marginalised groups
Collaborations for education

Employment collaborations

How to Prepare a Nonprofit Fundraising Plan

The first step to ensuring success is to prepare a fundraising plan. This will create a solid foundation on which to build your campaigns.

 

Or, perhaps the previous plan is being reworked to fit the new realities of social distancing. Despite the current crisis, the fundraising efforts must go on — they’ll just look a bit different. By planning ahead in the midst of the pandemic, the expert can prepare the organization for a successful “re-opening” and avoid any last minute scrambling.

 

What is a Fundraising Plan?

A nonprofit fundraising plan is a written document that demonstrates your preparation of your organization’s fundraising efforts throughout a set time period (often one fiscal year). 

 

This plan typically encompasses both financial goals and a nonprofit marketing plan that will be used to accomplish these goals.

Why is a Fundraising Plan Important?

By creating and implementing an effective fundraising plan, you’re creating a reminder that helps you work towards your goals. Plus, it helps you choose which aspects you need to work on while keeping you and your team accountable with benchmarks throughout the process.

 

Here are ten suggested steps to follow to bring your team to success: 

1. Reflect on Your Past Finances

Before moving forward to create a new fundraising plan, it’s essential to take a look at the past finances. This way, you can extract key insights from this data, such as how you’ve grown in the past year and where you see your organization going. 

 

Pay attention to where the fundraising revenue has come from in the past so that you can add them to your plan for the future — such as:

· Individual small- and mid-level donors: The majority of donors fall into this category, with gifts ranging from a few dollars to several thousand. If your organization has a wide array of small- and mid-level donors, you may choose to place an emphasis on boosting repeat or recurring donations. 

· Major donors: The definition of a major gift varies greatly from one nonprofit to another. For a smaller nonprofit, a few thousand dollars can constitute a major gift, while larger organizations consider major gifts to run in the six-figures range. Regardless of the definition, an average of 88% of individual donor dollars come from the top 12% of donors. 

· Nonprofit grants: If your organization has relied on grant funding in the past, you know that this can be a great source of revenue to kick-start a new project or initiative. It might be a good idea to explore opportunities presented by both private grant-giving institutions and government agencies, as new grant funding has been made available in response to COVID-19.
· Corporate giving: The final source of fundraising revenue for many nonprofit organizations comes from businesses and corporations. Much of this revenue comes from matching gift programs, where businesses financially match the generous gifts of their employees to eligible nonprofit organizations. 

As you complete these financial reflections, you’ll be able to better cater your fundraising strategy to your personal history, donor network, and current trends. 

Use this time to also note any room for improvement you see. 
Are there expenses you can cut? 
Do you need to allocate more funds to a particular fundraising activity that proved to be effective last year? 
Do you need to hire a new staff member or reorganize your current structure? 

Taking a holistic look at how your organization functions and where you’re spending and receiving money is the foundation of an effective fundraising plan. 

 

2. Define Your Vision

To boost your fundraising strategy, it’s essential that you first have a solid understanding of who you are as an organization. It would be nearly impossible to connect with donors and receive adequate funding without fully defining and communicating your nonprofit’s vision. 

 

Even if the organization has been around for a while and you have a clear vision of who you are and what you do, it can still be incredibly helpful to outline it once again at the start of your planning process. This will ensure that your mission, vision and values remain top of mind while you plan and accomplish your fundraising goals. 

 

Here are a few key elements to keep in mind. 

 

· What is your mission? What is the main issue you see in the world, and how do you visualize yourself mending it? You can use specific stories and goals to explain it and help others visualize themselves as a part of the mission as well.

· Why is it important? Why does this issue matter? This can be on a global scale or a more personal level within your community. Plainly express why each potential supporter should want to get involved.

· What sets you apart? There are millions of nonprofit organizations worldwide. How can you convince supporters to give their hard-earned dollars to your organization and not another? The key is to brand your nonprofit to position yourself as the best choice.

 

3. Consider New Trends
An important aspect of fundraising (and running a nonprofit in general!) is making sure you’re up-to-date with any emerging fundraising trends in the nonprofit world. Staying up-to-date will help you better connect with your target audience and encourage new donations.

 

A few recent trends to keep in mind as you work on your fundraising plan include:

 

· Donor-advised funds: One trend that has seen growth in recent years, likely due to associated tax benefits, is the use of donor-advised funds. Through these types of funds, donors set aside charitable contributions without allocating the funds to a particular organization. This way the funds continue to grow, tax-free, during this waiting period. Engaging with donors with these accounts is a good way to build important relationships.

· Corporate philanthropy: Matching gift programs, one aspect of corporate philanthropy, continue to grow in popularity as awareness surrounding them increases as well. Corporate matching gifts programs double an incoming donation when participating employers agree to match charitable donations from employees. This way, you get twice the donation while the donor is making twice the impact. A win-win!

· Targeting Gen Z: Generation Z, known for being more involved with activism than any generation prior, continues to become more engaged with philanthropy and improving society as a whole. Also known as the “Philanthro-teens,” this generation makes up over a quarter of the global population and is beginning to enter the workforce — and yet many nonprofits leave this group out of the potential donor pool! Specifically targeting Gen-Z with a tailored outreach approach is an important way to grow your nonprofit.

By taking note of these trends and staying on the lookout for any others when you create your fundraising plan, you will have a better understanding of the unique ways you can engage with your donors and foster positive relationships with each of your supporters.

If you can incorporate new trends into your strategy, you can hopefully reach out to a new audience and expand your fundraising. 

 

4. Set Goals

Setting fundraising goals throughout the year can help make sure you stay on track. Goals can help remind you and your team of your greatest focus, encourages efficient prioritization, and keeps up with your overall game plan. 

 

Start by coming up with one overarching goal that aligns with your organization’s mission. Then, break it down into a few smaller goals that will help you achieve the main one. 

 

These smaller goals don’t have to be directly related to fundraising but should be aligned with your mission and your overarching goal. They can be related to hiring new staff members to accommodate other goals, making changes in your fundraising activities, or the way your organization is structured. 

 

Plus, don’t forget that successful fundraising doesn’t just revolve around acquiring new donors. Create some goals around donor stewardship, things you can do to improve your retention rates or win back lapsed donors. 

 

For example, your big goal might be to increase your fundraising revenue by $20,000 by the end of the year because that’s how much it costs to deliver a new program for the people you serve. Your smaller goals might then be to increase the number of new donors through social media, execute a lapsed donors campaign and organize a stewardship event for your existing donors. 

 

Lastly, when coming up with your goals, be sure to follow the SMART framework. 

 

· Specific: Make sure your goal states exactly what you are looking to accomplish by identifying a tangible outcome. Be sure to use concrete metrics or percentages in order to ensure specificity of your goal.

· Measurable: Stating quantitative metrics takes the guessing out of measuring your progress. Try incorporating a fundraising thermometer to visually measure the progress your nonprofit is making over time and keep your team and donors motivated.

· Attainable: Set a goal that is realistic in relation to the size and scope of your organization. Creating a challenge can be great for motivation, but setting sky-high goals will only set your team up for disappointment. 

· Relatable: Choose a goal that is relevant to your organization and your mission — with an emphasis on fundraising. A relatable goal is important for engaging with your team and anyone else that gets involved in your fundraising efforts. One donor-facing way to do this is by showing how much their donations will give back to the community — for example, saying that a gift of $50 is equivalent to three meals at your food bank.

· Time-based: Establishing a deadline allows you to measure your progress toward a target date. A deadline makes it possible to track development through the stages of your fundraising plan.

 

For example: To increase the number of monthly recurring donors from 100 to 150 by the end of the second fiscal quarter. 
 

5. Expand Your Donor Network

Whatever the goals you set are, you likely have a few around expanding your network of supporters and attracting new donations. 

 

Go back to the first section where we discussed reflecting on your past finances — take a careful look at where most of your new revenue came from and use this to guide your future plans. 

 

For example, if you raised most of your funds from individual donors and it didn’t cost too much to execute, emphasize your efforts here once again. 

 

You can choose to focus on individuals who have expressed a prior interest in your organization but have yet to make their first donation, or you might want to start fresh and introduce yourself to brand new prospects.

 

Either way, a few best practices for gathering new donors include:

 

· Strategizing your social outreach: A great way to engage new donors is through mass communication tactics, including email marketing and social media promotion. Social media offers excellent networking perks in that you can ask your current donors to interact with and share your messages with their family and friends, which exposes new audiences to your mission. On the other hand, you can choose to take a more personal approach with email or direct messaging. 

· Sharing your vision: Once you have defined your established vision, use that as a way to attract new donors who share your drive toward that mission. To find donors who align with your vision, share it through your network with various marketing tactics. 

· Emphasizing donor involvement: Donors like to know where their money is going. Specific details can draw in new supporters looking to help your cause. For example, asking for donations to buy one child’s textbooks is usually more effective than asking donors to pitch in to build a school. This puts the focus on that particular donor and how they can make an immediate difference. 

· As you reach out to potential new donors and connect with those holding a shared interest in your mission, you’ll have to walk a fine line between building repeat donor relationships and seeking out new supporters.

 

6. Don’t Forget Donor Stewardship

While acquiring new donors is an important aspect of fundraising, appreciating your existing donors and nurturing those relationships is just as (if not more) important. 

Take a look at your current retention rates — are your donors sticking around for years or forgetting about you as soon as they get their first and only tax receipt? 

To improve your retention rates, your organization needs a robust donor stewardship program. If you don’t have one already, work it into your fundraising plan and set some goals around it. 

Proper donor stewardship goes well beyond just sending a thank-you letter and a tax receipt after a gift has been made. Think about what you can do to engage the donor, build a relationship with them, keep them informed about the impact of their donation and keep them coming back to make another gift year after year. 

Here are a few things you can incorporate into your stewardship plan:

· Make personal thank-you phone calls after each gift 

· Segment and personalize your communications as much as possible  

· Send regular email newsletters 

· Send an annual report to showcase your donors’ impact 

· Surprise and delight your donors with handwritten thank-you cards, holiday greetings, anniversary cards or just-because cards 

· Host a free donor appreciation event 

· Encourage your donors to follow you on social media so they can stay up-to-date on your latest activities 

 

7. Determine and Delegate Activities

So you’ve investigated what’s worked well in the past, defined your vision, researched new trends and set some goals — now it’s time to actually plan out what fundraising and stewardship activities you’ll be undertaking. 

For each of your revenue sources — individual donors, major donors, grants and corporate sponsors — brainstorm what specific activities or campaigns you’ll be organizing. Think about what will be most effective in helping you achieve your main goal. 

Then, for each activity, identify the person responsible for its execution and set a timeline, either a deadline by which it needs to be done or a period in which you’ll be engaging in this activity. 

Be sure to also think about why each activity is important and what outcome you’re hoping to achieve. Though this might be obvious, it will act as your north star when you get down to the nitty-gritty of it and will help keep the big picture in mind. 

 

8. Create a Budget

Next, you’ll want to take your planning even further by forecasting how much each of the activities you outlined in the above section will cost and how much revenue you anticipate they’ll bring in. Don’t forget to also estimate how time-consuming each activity will be for you, your staff members or volunteers — time is money too! 

Getting this down on paper, even if it’s just an estimate, will help you:

1. Have a realistic idea of which activities are actually feasible and which you should save until your next planning session

2. Stay on track to completing each activity by not spending too much money and time on each and by having a revenue goal to work towards 

It’s also a good idea to create an overall budget. Remember that each of your activities can be categorized by the revenue source they help support. While the people you have delegated each activity to should be responsible for their own budgets, you should be the one to maintain the master budget. 

This is where you forecast how much each of your revenue sources will bring in, keep track of your spending in each area and compare how you fare against last year’s numbers. 

9. Create a Calendar

The final step is take your goals and planned activities and schedule them. This is the best way to make sure that you actually accomplish what you set out to do. Not to mention, it’s just useful to work off a schedule for practical reasons, especially when you’re working with other people. 

 

Think about all the campaigns, events, grant deadlines and other activities you’re planning to do and map them out against each month of the upcoming year, while keeping seasonal shifts in mind. For example, you’ll likely want to do your holiday giving campaign around November or December, and you’ll probably want to avoid organizing a large event in August, since people are usually away on vacation. 

 

You (or the person responsible) will need to create a more detailed plan and schedule for each activity, but having everything in one place will let you see your year at a glance and make sure no two large undertakings are overlapping. 

 

10. Put It All Together 

You are now ready to compile your collected information into a singular document — your fundraising plan. 

 

Once again, if you haven’t already downloaded our template, it’s a great starting point. You can then, of course, edit and customize it however you need to. 

 

By crafting an effective fundraising plan and sticking closely to it throughout the year, you can set your organization up for a successful year of fundraising. 

 

Developing a Fundraising Plan & Strategy for Sustainable Future 
It is important to build a systematic fundraising strategy that will provide a sustainable future. Building a sustainable future requires a realistic and executable fundraising plan. Structuring a fundraising plan isn’t a complex process but it does require focus and input from yourself and others within your charity.

Ten steps to build your fundraising plan and strategy:

#1 — Name the individual who will be in charge of fundraising

This sounds easy. But if you are a small organization you likely wear many hats, and so do your colleagues. The fact remains, someone within your organization needs to “own” fundraising and be responsible for coordinating the fundraising efforts. Having clarity in this role will provide structure to the process and offer reassurance to leadership and board members. Fundraising “by committee” never works — but having one person herd the cats will be helpful in the long-run.

#2 — Outline your goals and objectives

You must develop clear and specific goals to achieve. Most importantly, define the budget and how much of it requires fundraising support. It may all, most, or some of it need outside funding support. Regardless, the bottom-line number needs to be identified. This one figure will help determine the methods you should deploy to optimize your fundraising potential. If you have many designated areas of support you will need to identify the figure for each of these. Not only does this bring clarity to the fundraising team but it will be important for framing the fundraising message and call to action.

#3 — Research and study past donor giving history and fundraising activities

There are valuable lessons to learn from past fundraising experiences and donor giving history. Take a deep dive into both these areas, especially donor giving trends at both the micro and macro levels. Avoid giving credence to the, “We’ve done this before and it didn’t work” syndrome. It may well be true, but what were the circumstances? I remember a time someone said the exact same thing and I asked when was this? And his reply was over ten years ago. That’s an eternity in my book and provides little relevance. Learn from the past but don’t be crippled by it either.

#4 — Identify the fundraising channels and methods you can realistically put in place

This is a difficult one for many people. You should identify methods that will raise you the most money with the least amount of effort. That may rub some people the wrong way. But the reality is you need to be good stewards of the charity’s resources. As an example, special events, with exceptions of course, are a significant drain on time and energy. On the other hand, major donor fundraising can be challenging, and intimidating, but will certainly provide a big bang for the buck. There are many methods besides these. The bottom-line, you need to choose well and make the best effort to raise as much as possible with the resources you have.

#5 — Develop a case for support that demonstrates the impact your charity makes in the world

Why does your charity exist? What do you do better than any other charity? What are examples of the impact your charity is making in the world? And why should someone give to you now? Your answers to each of these questions must be clear, specific, concise, and authenticate. In this age of short attention spans and myriads of charities to choose from, you need to build a case for support that does that. Not that easy to do. In fact down-right difficult. There will be entrenched perspectives coming from donors, board members, employees, and volunteers. You need to force your way through the clutter and answer these questions.

#6 — Develop a thematic calendar and message platform that supports the case for support

This step is rather complex. It requires a lot of time and thought to do it properly. I suggest you hire outside support for this task. You can do it internally but you will benefit from third-party insights. Either way, you need to develop a calendar of fundraising activities for the entire year right down to who is doing what and when. Also, the calendar must include themes that are in alignment with the messaging for the entire organization. But the most important task is to develop a message platform. The short description of this: a document that outlines in clear language the key talking points and calls to action for fundraising. This document becomes the roadmap for all efforts regardless of the communication channel.

#7 — Make sure you have the proper systems to deploy and maintain fundraising activities

Ensure that you have the mechanics in place to disseminate your fundraising message, to accept gifts, and to answer questions, and follow up as needed. You will also need to have the marketing structure in place to support the methods of fundraising you plan to use. Direct mail, email, social media, special events, planned giving, and so forth all require their own unique set of talents and support systems. It’s important to use methods that you can do well and are in alignment with your budget and skill sets.

#8 — Get to work and execute your fundraising plan and strategy

Execution is key! Get to work and make it happen. Planning is important, but execution is far more valuable. Your fundraising plan and strategy will only be successful if it is executed well.

#9 — Stewardship is the glue that binds the donor to the charity and its mission

Thanking donors, volunteers, and supporters is the key to long-term success and sustainability. People like to give. They do. And they often say there is no need to thank them but the reality is everyone appreciates a sense of gratitude. So, thank your constituents often and authentically. But thanking them is not enough. They deserve to hear from you about how their donation made a positive impact. This can be done with email, phone, direct mail, and personal visits. All can and should play a role. You need to establish the best mix for your organization. The most valuable communication makes the donor feel like they are part of something bigger than themselves.

#10 — Regularly monitor and review the execution of the fundraising plan and strategy

At the end of each year, week, month, quarter, and year you need to review the progress of your fundraising plan and strategy. And compare it to the original goals and objectives you set. Measurement against the goals is crucial to determine what is going well, what could go better, and what you should modify. I would do this in the fundraising department first, then provide analytical reports to leadership.

Celebrate what you and your team have achieved and prepare to do it all over again! 
Steps for the fundraising process 
Step 1 – Create a case for support

At the heart of all good fundraising is an effective case for support – a powerful and engaging argument as to why a donor should support your work. It may sounds easy but in practice many organisations, whether new to fundraising or not, fall at this first step. Charities need to explain:

Advertisement

• what the problem is

• what your organisation's solution is to the problem

• the difference you will make if you succeed

• what will happen if you fail

• why your organisation is uniquely qualified to tackle the problem

Most importantly you need to explain this in a simple, externally focused way that is memorable and emotionally engaging.

Step 2 – Analyse and Plan

This step is about deciding which sources of funds you will focus on. Ideally you want a mixed portfolio so you are not dependent on any single source.

Each source has distinct characteristics – they require different levels of resource to exploit them and have different timeframes to deliver a result. You need to decide which make most sense for you, matching your ambition to available resources. Some of the options are:

• Trusts and foundations – organisations new to fundraising often start here, seeking grants from organisations that exist specifically to give grants

• Companies – businesses contribute in a variety of ways from cash to goods and services, but you need resources to proactively manage relationships and create win-win situations

• Individuals – large and small, one-off and regular personal contributions

• Local – in every community there are a wide range of organisations – such as churches, schools and groups – which may raise money, sometimes for you, sometimes alongside you

Step 3 – Structure
When you know which sources to approach, you can then structure your fundraising. You might choose to create a volunteer fundraising committee, employ a fundraiser or outsource to a consultant. If you are planning to fundraise in the long term, you need to begin to build your fundraising capacity as early as possible.

Step 4 – Research
This step takes choices from step 2 a stage further and identifies the specific donors you plan to target. The key here is to find people and organisations that will have a reason to support you and the ability to give at the level you need. You also need to establish how to reach each supporter. It is easier to start with close contacts; identify if your board, senior staff and others can help you reach potential donors by mapping their connections.

Step 5 – Create a proposition
You need to shape your needs and match them to donor interests. For example, if you are planning to approach individuals in your local community you will need to explain what their £20 will do and what difference it will make.

Step 6 – Ask for money
Fundraising only works if you actually ask for support. Trusts and foundations typically require a written proposal. Corporates may require you to pitch. There are many ways to ask individuals from organising a special event, to writing to them, to asking in a face to face setting. All need careful preparation but the more tailored and personal, the greater the chance of success.

Step 7 – Build relationships for the long term
An ongoing relationship is possible to achieve, but requires you to effectively thank the donor, continue to involve them in your organisation – and most of all – report back on the difference their contribution has made.

What Fundraising Plan is Right For YOU?

No two nonprofits are exactly alike.

And no two fundraising plans should be exactly alike either.

That means you need a fundraising plan template that meets YOUR needs, plays to YOUR strengths, and helps you reach YOUR goals.

Ideally, your fundraising plan should include your overall fundraising goal and the strategies you plan to use to reach that goal.

Your fundraising plan should include a detailed activities calendar showing all the various ways you plan to generate funds during the year.

Your plan should also include what you’ll do when you’re NOT asking for money like donor communications, stewardship, and warm touches — all designed to give the donor a GREAT experience.


Step 1: Set a Fundraising Goal
This seems so obvious, but many times, we can’t see the forest for the trees!

Having an open call for donations just to help your organization may work a few years down the road once you’ve developed a strong support base, but as a new nonprofit it won’t garner much results.

It also doesn’t work to blindly ask people to give when you can’t tell them how the money will be used.

In other words, don’t try to raise as much as you can then figure out how to spend it.

Start by mapping out what programs and services you plan to offer during the year. You need to figure out:

· What are you trying to provide?

· How many will you serve?

· What will be the impact?

· How much will it cost?

 
 
Plan Your Programs FIRST: You need to plan your programs for the year before you set your fundraising goal.
 
What specifically are you doing to accomplish your mission? Think in terms of action.

It’s not enough to say you want to make sure children don’t go hungry. You have to be more specific. You want to provide X number of meals to X number of children for X amount of time.

· What will this cost? This number is your direct program cost. 

· How much do you need to run your nonprofit this year? This includes rent/ facility costs, payroll, admin, fundraising, phones, and any other expenses you need to keep the organization’s doors open. These are your operating costs. 

· Add those two together to get your fundraising goal.


Direct Program Cost
+          Operating Costs
            =          Fundraising Goal Amount – this is how much you need for the year!
 

When you figure out your fundraising goal down to the penny, you can build a fundraising plan to help you reach that goal without guessing.

 
Step 2: Choose the RIGHT Fundraising Strategies
When your nonprofit is new, it’s easy to grab at any opportunity for some quick cash.

You might get really excited about restaurant nights, candle parties, t-shirt sales, or voting contests.

And yes, sometimes there is a place for these types of fundraisers, especially when they’re planned and executed well..

But these should only be a small part of your overall fundraising strategy, and here’s why:

These “transactional” fundraisers do nothing to build a relationship with your donors. 
In fact, when people participate in these fundraisers, they’re not really donating at all.

They’re just eating at a restaurant or purchasing something for themselves, and it happens to benefit your nonprofit.

The difference between fundraisERS and fundraisING is just that: what does the person get in return?

True donor-based fundraising involves getting donations for your cause just because people believe in the work you’re doing and they trust you to be responsible stewards of their hard-earned money.

Their giving is “transformational” meaning they give to make a difference, not to receive something in return.
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Again, there are times when transactional fundraisers are fun and can fit into your overall fundraising plan.

Just remember that they’re quick cash with no future rewards.

If you’re not sure what fundraising strategies to include in your fundraising plan, start with these:
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· ONE fundraising event. You’ll never fully fund your budget with lots of little events, so don’t try. Hold ONE big fundraising event each year. Give it everything you’ve got and make it a Signature Event so everyone in town knows it’s your event. Make it a FUN event that people talk about for days afterward. And make sure it makes you plenty of money (at least 4 times what you spend) so it’s worth the effort. Lots of little events throughout the year are exhausting for you, your volunteers, and the community, so focus on just one. Then, move on to other things. 

· Smaller online campaigns. You can use really powerful messaging, photos, and videos to show the need and how your programs will meet that need, even if you haven’t gotten started yet. Small online campaigns are great for educating followers and bringing in new donors. Start small with a modest goal so you can have a win. Over time you’ll realize that you can grow these efforts and ask for more as the general public builds their trust in you. 

· Monthly giving. NEVER underestimate the power of small monthly donations. It may not seem like much at first to receive a €10 monthly gift, but over the year that’s €120. That’s way more than you would get if that same person bought a t-shirt or ate a spaghetti dinner. Also, studies show that monthly donors are far more likely to leave something to the charities they support in their wills or estates. Think long game and treasure the folks that give each month, no matter the amount! 

· Periodic appeals. If you want to raise money like the pros do, build a donor base and ASK people to give two or three times during the year using a powerful appeal (aka fundraising letter). The more people you have in your donor family and the better job you do of giving them a great experience when they give, the more money you can raise and the easier it will be. Yes, there’s both art and science to a good appeal, and you can learn how to do it in a way that motivates people to give. 

These Strategies Can Be Unproductive At First
In your first year or two, you’ll spend a lot of time testing fundraising strategies to see what works and what doesn’t.

You may have a few ideas of where to start raising money, and if they include any of these, you may want to think again.

· GoFundMe or other crowdfunding sites. No one wakes up in the morning and says “Gee, I feel like giving some money away. I think I’ll find a good one online!” You can set up a GoFundMe campaign, but you’ll still need to drive traffic to that site to get people to give. 

· Grants. Grants are not a good option for new nonprofits because 99% of funders want to see several years’ worth of data showing the impact your programs have. You simply don’t have the history as a brand-new nonprofit. So skip grants until you reach year 3 or 4 and are grant ready. 

· “Rich people.” People don’t give based on their wealth. They give based on their interest and your value. Targeting “rich people” is a waste of time. Just because they have money doesn’t mean they’ll give to charity, and if they’re philanthropic, they probably have a favorite cause (and that may or may not be YOUR cause). 

· Social media. Yes, you need to create social media accounts for your new nonprofit, but it takes time to build the audience. And you need a decent-sized audience before you’ll raise decent money from Facebook.

 
Step 3. Chunk It Up and Write It Down!
Once you’ve chosen the fundraising strategies you want to use, it’s time to get everything in writing.

Because if the plan isn’t in writing, it isn’t real.

You need two main pieces for your fundraising plan: a yearly calendar and a 90-day action plan.

Yearly calendar: This can be a simple calendar or spreadsheet listing every fundraising effort you want to make, including things like Giving Tuesday or another giving day in your state, Year-End fundraising, an annual event, or a specific effort at a certain time of year. Once you have your year of fundraising mapped out, each fundraising effort should have its own 90-day action plan.

A 90-day action plan allows you to break your year down into smaller segments of time that feel much more manageable. It also helps you to think through the tasks that need to be completed for each fundraising effort — further breaking things into smaller bites that are easier to plan for and that you can hopefully delegate or get help with. Plus, life changes FAST, and you’ll need to be able to adjust quickly.

To create a 90-day action plan, start at the date of the event and work backwards. What should be completed a week before that event? What about 2 weeks, or a month before? Is there printing to be ordered? Any other initiative that requires lead time? These are the things that are commonly overlooked, but really important for a professional event. So start mapping it out and you won’t let these things fall through the cracks!

In your 90-day action plan, identify each separate task to be completed, a due date or deadline, and who will get it done. That will help make sure you stay on schedule for getting things done on-time.

Sometimes, creating your 90-day action plan with good old-fashioned paper, markers, and stickies is really helpful. I like sticky notes because if you change your mind during the planning process about where something goes, it’s no big deal to move the sticky. Plus, it’s fun to color-code your plan using different colored stickies or markers.
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Patience, Grasshopper
Good fundraising is built on relationships. Relationships are built on trust. And that takes time to develop.

It’s not realistic to expect to raise €50,000 in 2 weeks as a new nonprofit.

You need to give people time to get to know you and understand that the work you are doing is important.

Give them time and reasons to fall in love with your mission, and the support will follow!

Fundraising Event Ideas for Nonprofits and Charities

Fundraising Event Ideas
The right fundraising event idea can generate major revenue for your cause. Whether you need to plan a quick event or brainstorm a creative way to virtually engage your supporters, here are 25 event fundraising ideas to help you get started.

1. Bake Sale Fundraising Event

This is a classic food fundraising idea for a reason! Get ready for some sweet smells with this idea. Participants compete to bake the most delectable treat out there, and guests can donate for the chance to taste test and vote for their favorites. You can narrow down eligible entries by pastry type, whether that’s pies, cakes, cookies, brownies, or some other sweet concoction. Whatever you serve, make sure you follow any local food serving laws.

2. Afternoon Tea Time 

Put on a fundraising event where people can relax, drink tea, and support your worthy cause. Attendees can dress up for your classy high-tea fundraiser and pay an entry fee. Prepare elegant cutlery, fine china, and snacks. You can partner with a local tea or coffee shop for tea leaves and pastries. 

3. Cooking Competition 

Channel your inner master chef in a nod to reality TV cooking shows. The best food fundraising ideas engage your fundraisers and attendees alike. Round up supporters and foodies around a friendly culinary competition. Contestants create their best dishes with a specific ingredient or other criteria, and people pay to taste each dish and cast their votes. By giving your supporters the option to sign up as a chef or judge you’re appealing to a large audience and providing a fun and unique experience that will help your donor associate your organization with a good time.

To take this event virtual, simply pivot the event from a cooking competition to a cooking class. Partner with a local chef and charge admission to attend the livestream. You can also include an incentive for larger donations by offering time with the chef after the class for anyone who reaches the tier two fundraising level.

4. Recipe Books

As a tribute to the days before recipe phone apps, you can crowdsource recipes from different supporters, and even across your organization, to compile a charity cookbook. Ask supporters to include a dedication, doodle, or note with each recipe submission so that the book feels unique and personal to your organization. Reach out to local graphic designers or students to help design your cookbook.

5. Board Game Night

Step away from the screens and kick it old school to raise money for your favorite charity of cause. Put together a board game fundraising event that’s friendly for all ages, complete with an assortment of options. Charge for entry and host mini-tournaments among different sets of players and advertise prizes for the winners.

6. Ice Cream Social

This fundraising event idea is perfect for families and children. Ask your community and local businesses to donate supplies, get the word out, and charge per scoop day-of. Consider adding an ice cream eating contest into the mix. This type of event would be ideal on a weekend or in the summer when families have more free time on their hands.

This can easily become a virtual event as well by sending a gift card to each donor who reaches the designated fundraising level. Encourage them to purchase their own treat and attend a livestream ice cream social to connect with fellow supporters.

7. Movie Night

Host a film screening or movie marathon at a local park or auditorium and sell tickets and snacks for suggested donations. Another twist to this familiar fundraising event is to ask friends and family to each host their own mini-film screenings on behalf of your cause and invite their networks. They can then speak about your mission afterward and take note of those who want to learn more.

8. Scavenger Hunt

Organize a scavenger hunt and send participants running all around town. You can stick to the classic scavenger hunt where people have to find and collect items or you could go digital and have individuals or teams simply take a picture of an item or location. Each person or team will need a camera, pen and paper (to write their names to prove they aren’t using a fake photo), and a garbage bag.

Charge a registration fee in advance and offer a head start or hints in exchange for donations on the day of the hunt. Assign bonus points for the individual or team who collects the most trash and recyclables as they explore your city.

9. Talent Show

Crowd source entertainment with this fun fundraising idea and put on a talent show. This event can be as high-end or as low-key as you’d like, so decide on your vibe right off the bat. Are you simply looking to provide supporters with a fun night while also expanding your reach? Get a permit and hold the talent show in a local park. If your organization wants to establish a cornerstone fundraising event then kick it up a notch. Hold auditions for the show, request that performers fundraise, and ask a local theater to host.

In addition to an entry fee, attendees can donate to cast votes. Ask local vendors to provide prizes and create different award categories for supporters to vote on.

To shift this to a virtual event, ask participants to pre-record and submit their acts online so your team can then assemble the performances for a live broadcast on a later date. Ask attendees to purchase a ticket or fundraise to gain access to the livestream showing, and consider incentivizing the ticket holders with the option to cast votes during the livestream to crown a winner.
10. Tie-Dye Party

Tie-dye has come back in style and is a great activity for the whole family. T-shirts that promote your cause are a classic fundraising incentive, but you can take this nonprofit fundraising idea a step further and host a “create your own T-shirt” get-together. Charge an entrance fee, offer to tie-dye personal items for a donation, or enlist local artists to create custom pieces to sell.

Keep costs low by offering white T-shirts and tie-dye materials so that participants can create their own masterpiece on a budget. Since making T-shirts isn’t a time-consuming activity prepare some other family-friendly games, crafts, or activities for the event.

11. Yard Sale Fundraiser

Collect gently worn clothes, home goods, or collectibles and host a yard sale. If you have valuable items like first-edition books or signed collector’s items, you can hold an auction for the top-tier items at the end of the day. In addition to opening up donations to your staff, supporters, and collective networks reach out to local celebrities or philanthropists for those high-ticket items.

To generate buzz around the event, take pictures of the items and post them on social media. You never know who could see a social post and you might just find your next corporate sponsor while drumming up excitement around the event.

12. Donate a Drink For A Cause

To demonstrate how the smallest donation can make a difference, ask fundraisers to give up a daily beverage and donate the money they would have spent to a worthwhile cause instead. Provide supporters with data showcasing the impact of €5, €10, €20 donations. Then encourage them to share their activity on social media and ask their networks to take action too.

Intensify the appeal by asking supporters to participate for a certain number of days or encouraging them to meet a personal fundraising goal.

13. Art Show

Local artists and supporters can pay a nominal registration fee to have their pieces showcased, and attendees can pay a registration fee to browse the collection. Afterward, artists can choose to auction off their pieces for charity.

14. Video Game Fundraising Event

Turn video-gaming into the most charitably productive activity in your community. Take a note from Desert Bus for Hope, who raised over half a million dollars during a previous gaming fundraiser. Host a gaming night where people can sign up and create a fundraising page, play games (or one selected game) for an extended amount of time, and ask their friends and family for donations. Different individual or team contests (and prizes) can drum up excitement and donations throughout the evening.

Gamers can raise money by participating in a video gaming marathon. Livestream the event to reach a larger audience, and viewers can donate in order to submit challenges or request other forms of entertainment. 
15. Fashion Show 

To launch this idea to raise money for your mission, partner with a local venue and sell event tickets. Ask participants to create their own sartorial masterpieces, or reach out to local clothing shops and boutiques for donated outfits. You can also ask makeup artists to donate their services and recruit community members to volunteer as models.

16. Film Fundraising

Since everyone has a camera in their pocket and a platform to reach the masses, any moment can be captured on film and shared with the world. Host an amateur film festival and have participants enter their own productions. You can even turn it into a contest, where attendees can give $5 in order to cast votes for their favorite films. Leading up to the contest, create an email series with tips to show supporters how to create an impactful video. 
17. Head-Shaving Fundraisers

Participants pledge to shave their heads (or long-lasting beards) to raise money. 

18. Creatively Constructed Art Auction

This quick fundraising idea isn’t just for eco-artists, but for all creative types. Enlist local artists to create some avant-garde masterpieces out of recyclables or other waste products, and auction off the pieces. You can also collect recyclable materials and hold a contest to see which attendee can make the most impressive creation.

19. 5K Run or Bike Race

A classic fundraising event idea, the 5K is a year-round favorite that can raise big bucks for your cause. Rather than rely solely on entry fees, implement peer-to-peer fundraising so participants can start raising money upon registration. Throw out a suggested fundraising goal, prepare incentives, and send participants tips on how to reach out to their networks.

20. Costumed Race Fundraiser

Host a costumed race where people dress up in alignment with a pop culture phenomenon. Whether it’s zombies, Star Wars, Harry Potter, Hunger Games, or another theme. With all the different options to choose from, this funny fundraising twist on the classic 5K never gets old.

21. Rollerblade or Rollerskate Race

Or, how about switching up the usual 5K run/walk with a roller-skating marathon? In addition to fundraising for entry, participants can raise money for branded protective gear like helmets and kneepads. 

22. Indoor Cycling

Popularly known as “spinning,” this indoor activity asks riders to sweat for a cause. Partner with a local gym or spin studio and ask your contacts to participate for a suggested donation. Ask a local instructor to donate their time and lead the class through an energetic and fulfillling workout. To jazz it up, throw in mood lighting, a killer playlist, and after-spin refreshments for an awesome workout and engaging fundraising event.

23. Treadmill Relay Race

Partner with a local gym to get this fundraising event idea up and running (pun intended). Ask supporters and community members to sign up for a time slot (minimum of 15 minutes) and donate at least €1 per minute. You can even make this into a team event by assigning a different treadmill to each team.

For anyone with access to a treadmill at home, this event can also be completed virtually. Ask fundraisers to rally support from their networks to pledge money for each mile they log or each time-based benchmark they hit (e.g., pledge €50 dollars for every five miles).

24. Exercise Lessons

Whether you focus on yoga, tennis, or self-defense, host an afternoon where participants can donate to receive a lesson from a local expert. To find a qualified instructor, reach out to local gyms or workout studios to see who might be interested in donating their skills for a good cause.

25. Dance Marathon Peer-to-Peer Fundraiser

Host a dance-a-thon and challenge participants to dance for as long as they can. This fun peer-to-peer event keeps participants and donors on their toes—literally. Have dancers create peer-to-peer campaigns and set a minimum goal for participation.

Fundraisers will tap into their networks to raise money before the event, but donations will flow until the last dancer standing receives a prize! 
26. Relay Race

Put a fresh spin the traditional 5K or 10K and turn it into a team relay race. Runners can solicit their networks for donations. Perhaps each leg of the race demands a particular costume theme or humorous obstacle like carrying an egg on a spoon or a three-legged race.

What do all sports events have in common? Competition, crowds, cheering, and a close-knit community of people who are all rallying around one goal: the home team bringing home a “W”. What could be a better inspiration for your next fundraising event? This easy fundraising idea unites locals around a sports tournament to raise money, whether it’s baseball, flag football, or bowling.

If you really want to level-up the fun factor you can even establish a theme or costume rule, requiring each team to come up with its own unique getup. “Punny” costumes or themes that involve a play on words are always a crowd favorite, so encourage your teams to dress up. 

27. Football Tournament

Tap into a global interest and host your own charitable flag football tournament. Charge an entry fee per team, or ask participants to fundraise for entry. For even more fundraiser event ideas inspired by football, check out the link below. 

28. Basketball Tournament

Teams pay an entry fee or fundraise to participate. You can also weave in other basketball games like dunk contests, free-throw contests, or dribble challenges. 

29. Surf Tournament

If you’re by the ocean, a surf competition can be the perfect fundraising event idea to draw beach-loving crowds. Ask participants to create peer-to-peer campaigns to raise a minimum to participate. Include impact blocks on your campaign page to help tie the fundraising goal to its impact; for example, have participants raise €1,500 to cover the cost of sending one cancer survivor to camp.

30. Bowling Tournament

Each team fundraises a minimum amount for entry. You could also recruit partners to sponsor lanes where they can put up their logos. 
31. Dodgeball Tournament

Ask each team to fundraise a certain amount to participate and to come geared up for some serious dodging. 

32. Local Olympics

Put together an Olympics-style sporting event for locals and ask each participant to fundraise a minimum amount to help you reach a collective goal.

33. Local Concert

This idea for a fundraiser is for all the live music junkies out there. Partner with a local venue and recruit local artists into your show. They can even start fundraising pages leading up to the event so that fans, friends, and family can donate even if they can’t attend.

You can also make this an online event by asking bands to perform for your virtual audience in a closed venue. Sell tickets for the event, collect donations throughout the evening, and livestream for all donors. 
34. Battle of the Bands

Gather local bands to put on a charity concert. Performers can fundraise for registration and attendees can purchase tickets. Invite influencers or local celebrities to judge to help spread the word and get people excited about your show.

To bring the battle online, simply ask each group to upload a pre-recorded video of their act to your event page. Participants can still fundraise to earn their registration, and then your supporters can vote on the best performance. Offer a prize for the winning band to incentivize participation, but also consider offering a prize to the band who raises the most money.

35. Silent Auction

Plan a silent auction as a solo event, or add it to an existing fundraising initiative as a supplementary revenue driver. While you should reach out to your own network to start assembling items, consider appointing a committee of volunteers that can also solicit their contacts for gifts to auction off. Get creative with the prizes you collect—note that certain prizes, such as travel-related items and outings, tend to be popular.

By shifting this event to virtual, it actually becomes more accessible to your audience. Promote the auction items in an email blast and on social media to engage attendees, and then take advantage of the opportunity to ask for donations throughout the event as well. Lakeview Pantry celebrated their 50th anniversary in 2020 by offering its supporters the chance to bid on a number of prizes at their online silent auction. All bidding was submitted online prior to the livestream, and remained open until one hour after the virtual program ended. This allowed all supporters to participate, even if they couldn’t attend the live virtual event. 
36. Craft Fair to Raise Funds 

If Pinterest has taught us anything, it’s that the do-it-yourself aesthetic isn’t going anywhere. Gather talented friends and family members to help create and sell your crafts, whether they are bracelets, buttons, keychains, or housewares.

37. Pub Crawl

Don’t discount the potential of a fundraising event that is centered around bar hopping. In fact, this is the fun fundraising idea that started Classy! A pub (or restaurant) crawl can be a great way to put a philanthropic twist on a Saturday night. 

Plan your route with local breweries who may offer potential discounts or donate a portion of their profits, charge for entry, and invite registrants to secure donations for each stop they make. You can also charge a fee for people to participate in the crawl, ask people to dress up to fit a theme, or have participants earn branded swag for each stop they make on the crawl.

38. Trivia Night

Trivia nights are a weekly occurrence at bars for a few simple reasons—they’re easy to organize, affordable to host, and can be customized to appeal to any audience. Ask a local restaurant or bar to host your fundraising event and ask that participants form teams in advance and raise a minimum amount as their registration fee. Then charge an entrance fee for anyone not participating in the competition. Group people into different teams to see who can gain bragging rights and raise the most money.

If you can guarantee a crowd then the venue may agree to share a portion of their food and drink proceeds with your nonprofit. Nothing encourages business like being a socially responsible company.

And if hosting your trivia night in person isn’t feasible, you could offer a livestream trivia night instead. Ask that each team raise a minimum amount to participate, then promote a prize for the winner or offer a chance for the winning team to host next time around.

39. Fundraiser Dinner Party

This fundraising event idea can turn into a themed party for any occasion. Whether you host a potluck harvest dinner or a cocktail hour, sell tickets and invite guests over to a rented venue, a volunteered home, or your office for a delicious meal. Prepare your elevator pitch so that guests will understand how meaningful this dinner, and their contributions, truly are.

40. House Party

Invite supporters and their friends and family to your charitable house party. You can schedule the event around a cause awareness day, holiday, or pop culture event. Incentivize donations by offering prizes for different levels of sponsorship, like discounted tickets to your next event or other unique party favors.

41. Eating Contests

Open up your fundraiser to all types of eating contests. Whether you serve pies, doughnuts, or hot dogs, contestants can pay an entry fee to compete. Solicit local shops or bakeries to donate the food that will be devoured at your tasty fundraiser.

42. BBQ Cook-Off 

Invite your local chefs to cook up their best plate of barbecue for bragging rights, and ask guests to donate, taste, and cast their votes for their top choice.

43. Breakfast in Bed

Ask local businesses to donate breakfast staples like muffins, fruit, bagels, and coffee. Next, have supporters and their networks place orders and then enlist volunteers to deliver the goods. Create a menu that demonstrates impact so your supporters know what their donation provides. For example, a €20 donation gets you a bagel and coffee delivered and pays for a student’s school lunch for a month.

Customize the event to your mission by including a thank you card with each order, bringing a rescue pet along for delivery, or even delivering meals to your beneficiaries instead of supporters.

Online Fundraising Ideas to Try

Fundraising is an old game, so it can often seem like there's nothing new to try. It's often too easy to slip into feeling uninspired.

In reality, this couldn't be further from the case! There are always new and interesting ways to spice up your fundraising, and luckily, the rise of online giving and communication channels only opens up more possibilities for nonprofits.
By using digital fundraising channels, your organization can make giving more convenient for donors and appeal to more of your supporters' preferences. Not to mention, you'll be able to open up many of your efforts to a larger segment of your donor base, since you won't be constrained by geography.

With the power of digital fundraising on your side, you can make a significant impact on your audience and your organization!

If your fundraising is feeling tired, you've come to the right place! In this article, we'll cover 9 outstanding online fundraising ideas that your organization should try in the New Year, including:
These unique and engaging fundraising ideas should help you give your fundraising a breath of fresh air while also appealing to modern donors who enjoy engaging with your organization online. Let's get started!

1. Matching gift drives

Matching gifts are an easy way to increase gifts to your organization without having to exert a lot of extra energy or expend too many extra resources.

To quickly refresh, gift matching is a popular form of corporate giving. Donors who work for companies with matching gift programs can submit their donations within the matching gift deadline, and their employers will then submit a donation of equal (or sometimes greater!) value to your organization.

It's essentially a way to receive double the funds for the same amount of work!
Matching gifts are nothing new in the fundraising world. However, you can give them a new spin and incorporate them into your online fundraising strategy by hosting a matching gift drive.

Matching gift drives are essentially online giving days with a huge twist: if your donors reach the goal within 24 hours, a generous donor (usually a company) will match the amount you raised. 
Because they're so urgent and donors have to drop what they're doing and give now, giving days in and of themselves are an excellent way to raise a lot of money quickly. Add a matching gift component to that, and your fundraising can really skyrocket in just the span of a day!

How do you get started?

Of course, for this strategy to work, you'll need a donor who's willing to make a matching gift. Current corporate partners are always a good place to start, but if you don't have one who's willing to participate, you can also leverage your donors' professional connections.
The easiest way to spot connections among your base and gain insights into which companies have matching gift programs is to use a matching gift tool. By integrating this tool with your online giving software, you can place a field directly on your donation form where donors can input their employers' name and see if they have a matching gift program.

That way, you'll have a whole list of potential matching gift donors to draw from once your next (or first!) matching gift drive rolls around.

To sum up: Matching gift drives are an excellent online fundraising idea that can help organizations raise a lot of money quickly by doubling (and even tripling) donations.

2. Crowdfunding

Nonprofit crowdfunding is an oft misunderstood strategy. Many nonprofits are under the assumption that crowdfunding is only for individuals, when in reality, it can help organizations give their online fundraising a boost and acquire a wealth of new donors in a short amount of time.

When running a crowdfunding campaign, nonprofits fund a specific cause or project by collecting a large number of small donations from an extensive base of donors.
How do you get started?

To run a campaign and accept donations, your organization will need to use a crowdfunding website to set up a campaign page that features your goal and reasons for raising money. These platforms also include social sharing tools so you and your supporters can easily spread the word to your networks over email and social media.

When choosing a platform, you should look for:
· Mobile-responsive fundraising pages: With more and more people using their phones to browse the internet, you want your donors to have a good experience on your page no matter what device they use.

· User-friendly interface: You should pick a platform that makes it easy for you to set up your page, and donors should find it easy to make a contribution.

· Space to add images and videos: To persuade donors to give, you'll need to tell your story and explain why you're raising funds. Images and videos can enhance your narrative and keep potential donors engaged.

· Compatible software integrations: If possible, your crowdfunding platform should integrate with your CRM and payment processor to help streamline the donation and data gathering process. Many crowdfunding platforms will also have social sharing integrations and give organizer's the option to import their contact lists from software like Gmail, Constant Contact, and more.

Use this list of features (and a list of your own must-haves!) to help you narrow down the many crowdfunding platforms available to you. There are over 190 crowdfunding platforms in the United States alone, so there is no shortage of options to choose from.

Between platforms designed for specific types of campaigns, like creative projects, to platforms that accommodate a variety of campaigns, it's important that you zero in on the crowdfunding website that makes the most sense for your organization. 

Since its fiscal and actual goals are so clearly defined and it relies on widespread sharing to be successful, crowdfunding is an excellent way to reach and appeal to new donors.

First-time donors often feel more comfortable giving when the purpose of their gifts is clear and tangible, and crowdfunding leaves no uncertainty.

For more about how to run a crowdfunding campaign and the many benefits that crowdfunding affords, check out our article on the subject.

To sum up: Crowdfunding is an excellent online fundraising idea that lets organizations reach a wide base of new donors.

3. Peer-to-peer fundraising or virtual events

While often used interchangeably, peer-to-peer fundraising and crowdfunding aren't one and the same.

To clarify, while crowdfunding is something the nonprofit does, peer-to-peer fundraising is something that an organization's supporters do on the nonprofit's behalf.
Using peer-to-peer fundraising software, donors-turned-fundraisers create their own personalized donation pages and share them with their friends and families to help the organization meet a greater fundraising goal.

Personal pages are tied back into the main campaign page so that the nonprofit can oversee individual fundraising and the progress toward the overall goal.

Like crowdfunding, peer-to-peer has many benefits. Here are just a couple of its main advantages:
· It's an active way to connect with current supporters. With peer-to-peer, supporters are literally stepping into the fundraiser's shoes and working on behalf of your organization. As such, there's really not a more active way to involve your supporters in furthering your mission, and you'll have plenty of opportunity to connect with current supporters throughout the campaign. 

· There's a natural element of trust. Leveraging your partners plays a huge role. Since prospective donors are receiving an appeal from someone they already know, peer-to-peer campaigns solve for the trust problem that nonprofits often face when convincing new donors to give. During P2P campaigns, donor acquisition usually receives a nice boost.

We could go on and on about the benefits of peer-to-peer fundraising, but we can sum it up and say that it's an excellent way to engage old donors and appeal to new ones. One might say it's a win-win!

Additionally, online peer-to-peer fundraising is going to be the perfect complement to many fundraising events, especially active ones like walkathons and road races. 

Another type of popular alternative to in-person events is virtual fundraising or virtual giving events. These are often used when in-person events need to be rescheduled or transitioned to a virtual setting. 

Virtual events differ in some ways from peer to peer fundraising so if you're interested in learning more, we suggest checking out OneCause's helpful guide on virtual fundraising. 

To learn more about peer-to-peer fundraising campaigns and software, check out our ultimate guide.

To sum up: Peer-to-peer fundraising is a stellar strategy because it helps nonprofits both connect with their existing donors and reach a lot of new ones.

4. Prospect research

Prospect research is nothing new to fundraising, but it's important to reconsider it in conjunction with your online fundraising strategies.

Nonprofits conduct prospect research to help them pinpoint prospective major gift donors among their constituent bases so they can better allocate their resources and focus their cultivation efforts.

Conducting prospect research is especially crucial when it comes to your online donors.

Since donors don't usually give major gifts online and many online giving strategies naturally result in smaller donation amounts, it can be easy to miss out on major gift donors if you don't know where to look.
To clarify, let's give an example. Say a donor with the capacity to give a large gift landed on your crowdfunding campaign page to make a contribution. Since crowdfunding is a collective effort, your organization has set your donation tiers at a lower range than you would on your standard donation form.

Seeing the options that are laid out for them and following the spirit of the campaign, the donor selects the highest gift amount (let's say, €100). They had the capacity to give a much higher gift (say, €10,000) but didn't feel comfortable making such a large contribution in an online setting.

Without conducting prospect research, your organization would never have known that that donor has the potential to give a much larger gift if the relationship is cultivated in the right way.
To sum up: Prospect research works well as an online fundraising idea because it is a great tool to help organizations pinpoint major donor prospects.

 5. Amazon Smiles

Chances are, there are many among your donor base who use Amazon to make purchases regularly.

Did you know there's a way that they can also support your nonprofit in the process?
It's not too good to be true! With Amazon Smile, your supporters can go about their regular online shopping and donate to your organization in one fell swoop.

How do you get started?

Your organization will first need to register here. Once you're registered, your supporters can select your organization as their charity of choice so that each time they make a purchase through the Amazon Smile URL (https://smile.amazon.com/), it's associated with your organization.

That's all there is to it! Each quarter, your organization will receive .5% of all total transactions made from Amazon accounts that are linked to your nonprofit. 
It may sound like chump change, but if a lot of supporters participate and they're making frequent purchases, it can really add up.

Getting set up is easy; it's raising awareness that's the hard part! To get as many supporters on board (and funds in your pocket) as possible, make sure to promote Amazon Smile and provide the link in your outreach.

To sum up: Amazon Smile made this list of online fundraising ideas because it creatively manages to meet donors exactly where they already shop all the time.

6. Online auctions

Charity auctions have been a popular event fundraising choice for years, but organizations have given them a modern twist by hosting them online.

And for good reason! Online auctions are a powerful event fundraiser and online fundraising strategy rolled into one.

Here are just a few of the many benefits of hosting one:
1. They're incentivizing. With auctions, donors are exchanging their donations for an amazing item or experience. Since there's the possibility of walking home with something, auctions can incentivize more giving than other types of fundraising events. 

2. They're cost-effective. Live and silent auctions can be more costly and involved to plan. Hosting an auction online cuts many of the costs associated with a live event, such as the venue, entertainment, catering, etc. 

3. Supporters everywhere can participate. Since you're not hosting an in-person event, supporters near and far can participate in an online auction. You'll be able to open up your event to a much wider portion of your donor base, and thus, increase your fundraising potential.

How do you get started?

If your organization is considering running an online auction, you'll need to enlist the help of auction software.

This type of platform will enable you to build an online event site where you can list photos and descriptions of all auction items.
Attendees register by inputting their names and credit card information and can then peruse items and place bids right from the site.

Don't forget to promote your online event and share the link so supporters will know you're hosting an auction and can start getting excited about all of the incredible items for sale!

To sum up: Online auctions can help you conquer online fundraising because they take the tested fundraising practice of auctions and modernize it.

7. Selling merchandise

Nonprofits were once only able to sell merchandise to their supporters at fundraising events or during other rare in-person occasions.

Now, with the rise of online fundraising technology, organizations can set up shop and sell products right from their website (or email or social media pages) at any time!

In fact, many schools sell products to raise money. Branded items — like water bottles and t-shirts — make great keepsakes for students and teachers. Plus, students can contribute to their school and be rewarded for their support. 
Not only can these school products be sold online, but schools can also sell merchandise during sporting events and other fundraisers.

Selling merchandise can also raise awareness for your cause. When students wear your t-shirt, other students will ask them where they got it. Thus, spreading the word about your fundraiser.

The best part is that these benefits apply to any organization (not just schools!).

If your organization needs an effective way to raise a little extra money (and who doesn't!), consider opening up an online storefront where you can sell branded merchandise to your supporters.

How do you get started?

You don't even need to do the work yourself. With unique product crowdfunding companies like Bonfire, you can design custom merchandise (think: t-shirts, sweatshirts, water bottles, etc.) and sell it through an online storefront.

Bonfire and similar companies will even stock and ship merchandise for you on an order by order basis, so you never waste money on overstock and you never have to worry about forgetting to fulfill an order.

Selling merchandise online is a relatively easy way to raise some extra money, and many donors feel more comfortable giving when they're receiving something in return. Not to mention, your brand will get a boost every time one of your supporters rocks your products!

Just don't forget, you have to promote the fundraiser and really sell, sell, sell!

As this fundraising ideas resource explains, with product fundraising you need to, "Make sure you have a sales plan in place from the get-go."

To double-down on your efforts, you can promote the merchandise in person (as well as online) and then direct donors to your online store. This is a great idea for day-of purchases at the event, as well. Instead of setting up a merch table, have kiosks that take direct to consumer orders at the event and accept cashless payments. Simply place staff in the area who can offer assistance if anyone needs it.

To sum up: By selling merchandise online, you raise money, your donors get cool gear, and you get free promotion when your supporters wear / use the items.

8. Facebook fundraising

Considering that social media has become one of the main ways that people connect, it's important for nonprofits to incorporate social channels into their online fundraising strategies.

However, social media is still an uncharted territory for many nonprofits, and organizations are often unsure about how to utilize it effectively.

One easy way to get started with social media is by looking into Facebook fundraising. The social media king has taken many steps as of late to help nonprofits raise more money over social media.

The main development is the introduction of the "Donate" button. If your organization's page is listed as a nonprofit, you have the option to add it right onto the cover image at the top of the page.
The button won't allow donors to contribute directly from Facebook, but it does take them to the online donation form on your website.

While this is technically an extra step in the donation process, it can work to your organization's advantage, since:
1. Donors land on a branded page. Instead of filling out a generic donation form, supporters will be taken to a form that's branded and customized to your organization. Being sure that they're interacting with your brand establishes more trust among your donors. 

2. Donors are taken to more information. By arriving at your website, supporters have plenty of opportunity to interact with you further. If they're not ready to make a donation, they can also click on your logo to learn more about your organization, furthering the engagement. 
3. All data is automatically collected. If your online donation form is integrated with your donor management software (which it should be!), then all of the data you collect on new supporters will automatically be recorded in your donor profiles. With a Facebook-generic donation page, you would have to manually compile that data and input it into your database, which aside from being a hassle, also opens up room for human error.

Adding a "Donate Now"  button to your Facebook page won't cause your online donations to skyrocket overnight, but it can help you raise more through social media.

Supporters will have a readily apparent place to go to make a donation, which is an important first step to increasing your online revenue. When getting from point A to point B is as clear as possible, donors will be far more likely to follow through on their 

To sum up: Facebook fundraising is a great online fundraising idea because it helps you appeal to donors who like to engage with your organization over social media. 

9. Online donation forms

One of the most popular ways to fundraise online is through online donation forms. When it comes to donation forms, there is plenty of room for customization, making them an online fundraising staple.

Essentially, your nonprofit can create a donation form (or many forms for different fundraising efforts) and customize them to match your nonprofit's brand.

Donors can access your donation page and contribute. If your donation form is integrated with your nonprofit CRM, your donors' information will be transferred to your donor management tool.

Since not every online donation tool offers the same features, it's important to choose the one that best fits your nonprofit's fundraising needs.

As you consider online donation tools, look for a platform that has:
· Mobile giving capabilities. Mobile giving methods are rapidly rising in popularity because donors can give whenever they have their phones available. Plus, mobile giving tends to have a simple, quick process that makes giving even more convenient. 

· Recurring giving. A must when searching for an online donation tool is recurring giving. With recurring gifts, donors can schedule an automatic donation on a monthly or annual basis. Having this feature is convenient because supporters don't have to remember to donate. 

· CRM integration. As we mentioned earlier, when an online donation form integrates with your CRM, all your donors' information will be transferred to your donor profiles. Having information in a central location makes it easy to track trends in giving habits, which can lead to improvements in your overall fundraising strategy.

Online donation forms are a vital tool for online fundraising. In fact, the majority of your online fundraising will come from some type of donation form. Therefore, it's important to choose a provider that has all the features you need.

To sum up: Online donation forms are the quintessential online fundraising tool, and they're a necessity in this modern era of philanthropy.

10. Checkout Charity

Checkout charity has become an increasingly easy way to accept additional donations. Checkout charity can encourage impulse donations from supporters or customers who wouldn’t otherwise interact with your nonprofit. Because of this incredible opportunity to engage with old and new donors alike, nonprofits have taken to developing their checkout charity techniques beyond a traditional ask from a cashier.

With the advent of donation kiosks, nonprofits can create a distinct donation experience for customers without the immense pressure (and discomfort) that comes with traditional checkout charity.

And think about it. If you have 50 transactions, and your checkout charity tactic is successful at receiving 2 € donations with every transaction, you’ve already raised €100. With checkout charity and a giving kiosk, it’s easy to rack up donations.

But how does all this in-person fundraising correlate to your online fundraising? 
1. Create brand awareness with checkout charity

If you place your kiosk, branded with your logo and name, next to the cash register at a store, every customer who makes a purchase at that store will see it. You’ll be sparking interest and gaining exposure, ultimately expanding your potential donor base.

Your brand is vital for connecting with old and new donors. Your brand isn’t just how your organization presents itself to the public, but how your organization is perceived.

The more awareness you can generate through your in-person fundraising efforts, the more likely your organization is to be recognized — and subsequently, trusted — by those who’ve encountered your brand in their day-to-day lives.

Think of it this way: customers tend to frequent their favorite grocery stores or retail locations. If they get into the habit of seeing your branded donation kiosk at the end of every purchase they make, they’re more likely to recognize your organization when they see it through other channels.

Here’s where your online fundraising comes into play.

With the help of checkout charity, donors are more likely to:

· Recognize your nonprofit when they see it on online channels. As such, they’re more likely to follow through with making an online donation than someone who’s unfamiliar with your nonprofit.

· Seek out your online donation page themselves. Many customers will see your nonprofit’s name and turn to the internet to find out what your organization supports. Because what do we do when we want to learn more about something? We Google it.

To capitalize on the brand awareness that checkout charity generates, ensure your website is up-to-date with information on your cause and projects. Make sure your donation form is easily accessible from your homepage as well.

Most importantly, your brand should be consistent between your website and your donation kiosk.

2. Give donors a call to action to follow up

Give your new donors something else to do, another way to get involved besides sliding their cards through your perfectly positioned donation kiosk.

After all, checkout charity donations tend to be small. It’s important that donors know exactly where to go if they want to find out more information or make a larger donation.

Giving begets giving; donors who are willing to make smaller checkout charity donations are the very same demographic who is likely to fill out donation forms online. That’s why clear call-to-actions are so important for maximizing your checkout charity’s potential.

At the very least, give donors something else to read. Above your kiosk, consider placing a small sign that advertises your website, so your potential donors don’t have to do as much work to follow up with and learn more about your organization.

Specifically, your call to action should include:

· Your website’s URL or a QR code that donors can easily scan on their phones.

· Clear, direct language that invites donors to “learn more” or “see your impact.”

· Information on your most relevant social media pages, so that donors can choose how to engage with your organization online.

The goal is to compel them to visit your website by making it as easy as possible.

As you plan your call to action, be conscious of where exactly you direct your donors. Is the homepage your best option? Or are they better served on a success stories page (remember, these visitors have already donated!)? Sending these donors immediately to another donation form can actually decrease your online fundraising. Give them time to breathe before the next ask.

3. Engage checkout charity donors through other means

This step is simple. You won’t want to leave your potential new donors with only the image of your giving kiosk and your website URL. You’ll really want to engage them with your organization so they feel included and interested!

You can place a sign-up sheet for your email newsletter next to your kiosk for interested individuals. This way, you’ll be able to engage them with your weekly, biweekly, or monthly letter that will provide updates on your nonprofit’s progress and any upcoming events.

Though it’s true that most donors won’t opt to sign up (it is, after all an extra step!), those who do will likely be valuable leads for your organization. And since emails are an effective way to keep donors engaged in your nonprofit, these interested parties can be converted into true supporters as long as they’re targeted with the right messages.

First, don’t just add your checkout charity donors to your existing email campaign! Make sure that your first email thanks them for their donation at your retail location and introduces them more intentionally to your nonprofit.

Showing your donors that you’re aware of their unique giving experience can make them feel like they’re part of your organization, even if they’ve only given €1.

Plus, from your emails, you can invite your new supporters to share your updates and projects on social media so your work will reach an even broader audience. In other words, you can use online advocacy to your advantage with the help of your new donors.

4. Take a cause marketing approach

One of the benefits of checkout charity is the relationship you establish between your nonprofit and your retail partner. Taking a cause marketing approach will service both the store you’re partnering with and your nonprofit.

As you’re probably aware, checkout charity benefits your retail partner because it boosts corporate social responsibility. Customers may be more inclined to support a business that operates charitable programs. Thus, nonprofits should develop a cause marketing strategy with their retail partners — one that promotes both the retail partner’s efforts to raise funds and your nonprofit’s mission.

A cause marketing approach will allow you to advertise your giving kiosk across multiple channels and to different audiences; as a result, you can reach and direct more potential donors to your online fundraising efforts.

Promote the donation kiosk on the store’s social media as well as your organization’s social media to double your exposure. The giving kiosk will intrigue both your supporters and the store’s customers. With proper advertising, you can encourage regular customers to donate and encourage your supporters to shop at the retail location.

But your cause marketing strategy shouldn’t only focus on your in-person fundraising efforts. Boost online fundraising by working with your retail partner to direct social media posts and advertising to your website as well.

Cause marketing can increase online fundraising when donors understand the relationship between the retail partner and the nonprofit. In other words, make the connection clear on your website and show how the partnership furthers your mission.

5. Build trust with new donors

Your giving kiosk is a good point-of-entry for donors of various giving levels.

Unless you have a dedicated online marketing strategy, such as peer-to-peer fundraising, relying solely on your online giving platform means you’ll be recycling through the same donors you’ve had for years. This also means you’ll have to be careful about not repeatedly asking the same supporters for donations, which can make them feel unappreciated and discourage them from future involvement.

There are many reasons that it’s difficult to reach new donors online. Primarily, new donors may be worried when it comes to typing their credit card information into a nonprofit's website if they've never encountered the organization in person.

But luckily, they’ll have seen your giving kiosks in their favorite local stores, so they’ll know all about you! Your donation kiosk will supply your supporters with the in-person interaction they need to give online.

Checkout charity introduces the donor to the nonprofit and invites them to make a low stakes donation of a few dollars. This can help nonprofits reach many new donors and build familiarity at the same time.

Therefore, it’s important to be conscious of your pricing points! Build trust by starting out small with your donation kiosks. Then, consider providing entry-level donation amounts on your online donation forms as well. Someone who gave €3 at a checkout charity may be shocked if your minimum suggested donation amount is €100 online.

6. Feature your donation kiosk on your website

Aside from promoting your giving kiosk on social media, feature the device on your website as well! Your supporters will be visiting your site for updates and news concerning your projects and cause, so this is the perfect place to inform them about a new way of accepting donations.

When your donors see that they can give at their favorite local store, they’ll be thrilled that you’ve made contributing to your organization even easier for them.

But even more so, showing pictures of your checkout charity in action can encourage donors to give immediately online.

Why?

Seeing people donating can encourage others to donate as well. If donors are already on your website, they probably care about your cause. When website visitors see everyday people contributing to a cause that matters, these visitors will be more inclined to do the same.

Often, nonprofits rely on footage from fundraising events to create this same effect. But most nonprofits don’t hold events very often, so footage can quickly become outdated. Checkout charity can be a year ‘round affair (or at least, it provides a unique motivator without the to-do of planning an event).

Seeing good often gives people an impulse to do good — immediately. You can capitalize on this feeling with clear calls to action on your checkout charity page that direct site visitors to your online donation form.
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