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2 points: people make decisions with their hearts, not their heads, most of the time (fundraising letters need to reach people’s hearts)
AND: don’t trust your gut there’s research available to guide you (don’t write your fundraising letter based on your gut feeling – there are experts and research that will guide you)



Why do people donate money?
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Presentation Notes
The science of fundraising is research based
Network for Good survey of donors
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Heart leads the brain – we need to reach someone’s heart to get them to donate.
Giving is personal act
Giving is immediate – heart moves fast, brain just writes the check
Rest of this workshop is about the mechanics of the fundraising letter



Fundraising vs Membership

MEMBERS

VOLUNTEERSDONORS
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Membership Drives vs Fundraising Campaigns:
If your League hasn’t converted to a c3, this is a way to get money for your Education Fund (unlike Membership dues)
Don’t have to pay PMP on fundraising donations!
Your volunteers can put a lot of time in, but you still need $$ to get projects done!
Most importantly, fundraising campaigns don’t only have to go to members, but can also go to non-member supporters. Fundraising can be a good first-step to engage a potential new member or someone who just isn’t ready to become a member.



Who are you connecting with?
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Who’s on your mailing list?

Collect contact info at all your events and put those people on your mailing list

It’s important to know your audience because this affects your message and presentation (eg, long-time donors vs someone who hasn’t given yet)



The most important word is… 

YOU
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The fundraising letter isn’t about the League – it’s about the donor and how they fit in, how you can make them feel special.
 
In the fundraising field, this is called “donor-centric” communication
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“You” letter example – How does this make you feel?
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Easy to read, repeated “you” 



What’s your story?
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Because you’re focusing on the DONOR, your letter should focus on emotionally connecting with them. NOT laundry listing all updates about your League.
You can use your League UPDATE, email newsletters, donor thank you letters, social media, etc. to provide updates about League activities that aren’t outlined in your newsletter.

Decide what your message is and STICK WITH IT.

Use emotions to connect with the donor. Think about what your donors might be feeling right now in relation to League work, political climate.





The Power of Personal Quotes
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Personal quotes and anecdotes are a GREAT way for your donor to feel connected on a personal level to the League!
These images show how we turned personal stories into social media graphics – could also be incorporated into other aspects of campaign packet




Numbers numb,
jargon jars…

and nobody marched 
on Washington 

because of a pie chart!
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Cut down on League jargon and insider terminology 

A non-member or even a new member might not know what something like “Program” means in League

We don’t want to alienate potential donors just because they’re not steeped in League. We also want to make the letter easy to read – some people will read every word, but many people will skim.

Best practices: 7th grade reading level. You can check grade level in MS Word. We’re not “dumbing down” – we’re making it as easy as possible for readers to get our message. 



Credit: Tom Ahern
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Even if you can’t read the words, how would you feel if you got this in the mail?






Credit: Tom Ahern
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Lessons from the letter on the right:
14 pt font (minimum!) is recommended, with white space and short sentences/paragraphs 

Keep browsers in mind and really focus on:
Opening sentence/paragraph (short!)
Short sentences/paragraphs
Keep your first ask toward the beginning of the letter
Bullet points
Bold/underline key items 
P.S. – must have and needs to contain an ask
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Letter length – Industry recommendation is 4 pages
Longer letters don’t necessarily have THAT MUCH content if you’re sticking to large font size and short paragraphs with white space!

Note the P.S., bold/color, (at least some) short paragraphs

Graphics (are you going to use a standard League letterhead? Do you have great pictures of your League in action that you can add? People connect with faces! And they might love seeing themselves or someone they know.)




Presenter
Presentation Notes
Putting together a total package:

Here’s another example of a CA League letter – an End of Year appeal from a few years back. We have images at the top and a tagline – Be a powerful force for change in California – and you can see we have an indented quote (the quote from earlier in the presentation!)
-Note that this is a generic example. The ones we sent out had names and ask amounts!



Presenter
Presentation Notes
This insert (Double sided) accompanied the letter – checklist showing what we accomplished in 2014 and what donors could help us fund for the next year. This was a great way to show what we’ve done without laundry listing in the letter itself! We also invited people to add to the 2015 check list and send it back with their donation.

Think about your budget and printing/graphic capabilities – what can you add to inspire and/or inform your donors? Or could you use an insert to encourage giving online, giving monthly, an upcoming special event, etc?
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Reply card
Card vs full page
Be sure to include the fields you need to confirm the gift and capture the donor’s info! Indicate whether their gift is c3/c4 (tax deductible or not)
Reply card legal requirements – be sure to state your League’s c3 or c4 status, how they can give to your Ed Fund if you have one, tax deductible or not
Don’t forget a return envelope with your mailing address!
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Envelope: What will encourage your donors to open the envelope instead of tossing it in the recycling? 

These should all be part of a cohesive package based around your theme . 







Pair and Share

What suggestions would you make for a second 
draft? Keep in mind:

– Story that reaches/inspires emotion
– “YOU”
– Short sentences/paragraphs, lots of white space
– Simple, plain language
– The whole package (reply card, envelope, insert)
– Graphics and visuals



Questions?
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Resources: Plain Language: How to Simplify Content for a Better Reader Experience https://zapier.com/blog/plain-language/
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