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CharityEngine: An All-in-One Nonprofit 
CRM

• All data and tools in 

one place

• One scalable platform 

to learn

• 100% privately owned 

and self-funded



The Monthly Giving CRM

o Recurring giving is a growth engine.

o Retention beats acquisition.

o Payment failures are silent revenue killers.

o Built to protect your revenue: CharityEngine combines 

smart retries, automated card updating, real-time 

monitoring, and proactive alerts to deliver 90%+ collection 

rates for recurring gifts.



“Technology alone won’t grow a sustainable giving program, but 

it can be either your biggest barrier or your best ally — and 

CharityEngine has clearly become an ally for organizations 

scaling sustainable giving.”

— Dave Raley, Author of The Rise of Sustainable Giving, 

Founder of the Center for Sustainable Giving, and more…



CharityEngine Clients' Recurring Giving Stats

Average 

recurring 

gift size:

$26

Average 

credit 

card 

donation: 

$43

Average 

ACH 

donation:

$115

90%+ 

have a 

monthly 

giving 

program

Average 

program 

size:

350+ 

sustainers



Hello, my name is Erica Waasdorp!

• 43+ Years experience in direct response

• 33+ Years experience in fundraising and 

monthly giving 

• Author, Blogger, Presenter, AFP Master 

Trainer

• Recurring donor growth and retention 

consultant

• Married, one cat, two boys, three grandkids 



Today’s agenda

How to evaluate 
monthly donor 
results and turn 
board and staff 
into monthly donor 
‘believers’

01
Craft a compelling 
“tiny story” that 
makes monthly 
giving irresistible 
for donors

02
Make the ask with 
language and 
tactics that 
actually work

03
Build momentum 
with the right mix 
of focus, systems, 
and stewardship

04



The numbers …

Source: Neon One 2026 Recurring donor report



Annual Value of recurring donors 

9

Source: Giving Tuesday and RKD Group, US https://www.givingtuesday.org/blog/recurring-giving/



Retention rates more than double! 
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Source: Neon One 2026 Recurring donor report



Life-time of recurring donors: 8 years 
11

Source: Neon One 2026 Recurring donor report



YES! Sustainers make extra gifts!  
12

Source: https://www.givingtuesday.org/blog/recurring-giving/



Monthly donors help you PLAN 
on unrestricted funds 

to be there 
no matter what! 

7/15/2026



Monthly donors provide…

Reliable unrestricted revenue 

Way to give that’s comfortable for donors

Access to younger donors

Efficient use of resources

Legacy gifts and increased lifetime value

Improved retention rates 

A great way to build community, and more…



Let’s look at 
some definitions 

Recurring donors

Sustainers

Committed givers

Regular givers

Specific names…



How many monthly 
donors do you 

have? 



# of 
Monthly 
Donors

Average 
gift

Average 
Yearly 
Gift Cumulative 

1 year value 100 $25 $300 $30,000

8 year value 100 $25 $300 $180,000 

Create your own benchmarks 



Why donors give 
monthly… 

• Donors want to help!

• Monthly is easy 

• Monthly fits their budget



Key elements for growth

COMMITMENT SYSTEMS TANGIBLE AMOUNTS STORYTELLING



What motivates recurring donors to give 
and keep giving? 

20

Source: Neon One 2026 Recurring donor report

Belonging! 



Commit and have a driver

● Make someone accountable

● Keeps program on track



Create mini story/nudge/value proposition

Source: Volunteers of America



Start with a one-liner

You can help create lasting change by giving 
monthly to the World Vision Fund, empowering 
people to lift themselves out of poverty



Review your donation form options

Use your nudge and 
create a very clear toggle

Monthly nudge



Review your donation form options

Use your nudge 
and a clear toggle

Monthly Nudge



Make it monthly, and only monthly!



Use upsell lightbox at check out 

Game changer! 

Source: 4aGoodCause



Direct donors to your form

Use your ‘nudge/value proposition’

Add a button

Make it easy to find



Add a button 
to your emails 

Source: Orbis  



Use targeted 
emails (and 
consider a series)



Use reminders!



Use your social 
media

Source: NPF Meta ad 



Use your email 
signature



Use your welcome emails  

Source: Maine Conservation Voters 

Include Monthly 

ask



Use monthly for memberships



Add option to your appeal reply form 



Add option to your appeal 



Include request for ACH/EFT



Add nudges to your letter and emails 

Sources: Hope Walks appeal and Action Against Hunger 



Add buck slip to appeal or thank you letter 

Source: Catholic Charities Archdiocese of Galveston-Houston



Use a postcard 

Source: Water For People



Add emails to other channels

Source: Water For People



Add monthly to your newsletter/magazine

Nudge/tiny story



Use the phone



Use texts for asking, giving, thanking, 
reminding and special occasions



Create ‘surround sound’ effect
• Mail

• Phone

• Email 

• Digital 

• Text

• Social media



Make your recurring donors 
feel special, but keep your 
promises doable

1. Donor can expect updates on how their 

gifts are helping

2. Donor can expect overview of all giving 

every January 



Mail your 
thank you 
and make 
it personal

Source: Hildegard House



Segment your 
data so you can 
always 
recognize your 
recurring donors 



Share impact stories



Make it as personal as possible



Include monthly 
donors in your 
Giving (Tues)day 
campaigns

Always recognize their monthly gift. 

Ask for an extra or special gift. 

Source: Houston Food Bank 



Include monthly 
donors in targeted 
extra gift 
campaigns

Always recognize their 

monthly gift. 

Ask for an extra or 

special gift. 

Source: Best Friends  



Remember the 3 R’s 

Recycle
Reuse
Repurpose



Key Takeaways

Generating monthly donors is important 
and deserves focus 

There are MANY tactics to grow your 
monthly donor program

Pick what you’re comfortable with

Start with a mini story and a button!



What will you do next 
to grow your monthly 

donors?   



Write down your goals



The people who will support 
your work with a sustaining gift are 

some of the most passionate, 
committed, resilient people you will 

encounter in your time as a fundraiser. 

They’re ready to support you. 
Now you just have to let them do it. 

- Neon One 2026 Recurring Donor report





Contact Erica Waasdorp

o erica@adirectsolution.com

o https://www.linkedin.com/in/erica-waasdorp-544b74

o Monthly Donor Statistics. Blog, and free downloads…

o Go to  www.adirectsolution.com

All pictures are from Pixabay unless otherwise indicated 
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Free Resources!

o Sign up for the CharityEngine blog: 
pages.charityengine.net/newsletter-signup

o Visit the Center for Sustainable Giving: 
www.sustainablegiving.org

https://pages.charityengine.net/newsletter-signup
https://pages.charityengine.net/newsletter-signup
https://pages.charityengine.net/newsletter-signup
http://www.sustainablegiving.org/


Questions? 
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