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CharityEngine: A Unified Fundraising Platform
and Nonprofit CRM

Privately owned and self-funded

Complete donor view in real time

One system your team loves to use

Board reports are ready in minutes

Decisions powered by reliable data



A GENERAT IONAL SH IFT

The way we use fundraising software is changing.

YESTERDAY

Learn menus, reports, dashboards and filters.

"What should I know before meeting Mary?"

"Which recurring donors are at risk?"

TODAY

Just ask.

"Build my board report."



One record. Every interaction. Smarter AI.
Every module is built in —and feeds one unified donor record.

Donations

Auctions

Email

Peer-to-Peer

Cases

Surveys

Events

Forms

Volunteers

Advocacy

Reporting

Shopping Cart

Unified 
Donor Record

 

CharityEngine
Copilot

One complete picture of
every supporter



Prepare for a conversation with a monthly donor prospect
"Summarize this donor's giving history. What's the best way to ask him to become a monthly donor?"

1

2

1 Corrects the premise
He's a lapsed sustainer, not a
new prospect.

2 Recommends an approach
Lead with thanks; frame the fix
as simple.



Identify upgrade opportunities among sustainers
"Where do I have upgrade opportunities among current monthly donors?"

1

2

3

1 Starts with
sustainers
Active monthly
donors only.

2 Sets a
probability floor
60%+ predicted
gift probability.

3 Ready for an
upgrade ask
Send an ask, tag,
or assign a
solicitor.



Automate failed payment recovery
"Create a journey for monthly donors whose payments failed."

1
2

3

1 Builds the whole
journey
Email, SMS, and
waits on the
canvas.

2 Spaces the
touches
Day 0, 3, 10, and 24,
then deactivation.

3 Leaves staff in
control
Assign creatives,
adjust, then save.



T H E  H O N E S T  Q U E S T I O N

What would it mean to start January with
recurring revenue already committed?
CHAT Tell me what that would mean for your organization.



D O  Y O U  K N O W  Y O U R  L T V ?

Start with your
number
Fill out the Monthly Donor Lifetime
Value Calculator in the chat right
now. Average monthly gift, number
of monthly donors, retention rate.

→ keep that number in your head all session



AG ENDA

How today works

1 I'll show you the 5-step framework + examples from peers

2 You'll get working time, start building today

3 At the end, I’ll show you how to finish prep for EOY

Ready to get started?



W H Y  T H I S  M A T T E R S

Heroes for Children
May 2025:

15 monthly donors | Less than $1k MRR



W H Y  T H I S  M A T T E R S

Heroes for Children
May 2025:

15 monthly donors | Less than $1k MRR
May 2026:

$7,000 MRR
Avg gift $74/m
Retention rate 94%
Recurring giving 25.4% 

Complete website rebrand
Believer-driven copy 
Focus on the recurring ask 



HE L LO !

Dana Snyder
Founder, Positive Equation

Author, The Monthly Giving Mastermind

Host, Missions to Movements Podcast

Monthly donor to multiple organizations

I know what it feels like to want to give this way. That's why I

help nonprofits build the system to earn it.



“While the nonprofit sector often celebrates the big wins with major
gifts, it's time to shine a spotlight on the humble, consistent
contributions that, over time, can build a robust and resilient
organization.

Dana Snyder  ·  The Monthly Giving Mastermind



T H E  R E F R A M E

Monthly donors give at EOY too — and often more.

Your monthly giving program
doesn't compete with EOY. 
It powers it.
A committed partner you're inviting to do more is a different conversation than a prospect you're
trying to convert. The organizations walking into Q4 with a strong program aren't splitting their
focus — they're amplifying it.



S I T  W I T H  T H I S

Is monthly giving at the forefront of
how your organization asks?
Not an option buried on your donation page. Not something you
mention once a year. The primary invitation.

CHAT Yes, no, or working on it? is monthly giving currently the primary way you invite people to give?



L E T ' S  N A M E  T H E M  O U T  L O U D

The fears worth naming

“ What if monthly giving cannibalizes my EOY
one-time gifts?

“ What if monthly donors don't give
additionally at EOY?

“ “



L E T ' S  N A M E  T H E M  O U T  L O U D

The fears worth naming

“ What if monthly giving cannibalizes my EOY
one-time gifts?

“ What if monthly donors don't give
additionally at EOY?

“ Is this really the right time to build something
new?

“ I already have so much going on. Can I
actually do this right now?



Where this room is starting from

A
Haven’t started yet

B
Have a program needs work

C
Started, but
it stalled

D
Thought about it
haven’t built it

If you're at zero right now, what you're about to see isn't something you'll need later. 
It's your starting line.



T H E  A R C H I T E C T U R E  B E H I N D  T H E  B U I L D E R

The 5-step framework
Today we go deep on Steps 1–3 — the foundation.

Steps 4 & 5 live inside the full builder.

STEP 1

Create the
Product
Name your program.
Build its identity.

STEP 2

Make It Easy
Optimize donor
experience and
giving tiers.

STEP 3

Call in the
Believers
Define your audience.
Write your landing
page.

Get the foundation right and everything downstream finally converts.

STEP 4

Make the Ask
Growth plan,
evergreen audit,
email series.

STEP 5

Share Joy &
Gratitude
Build your retention
system.



"That gap is why I built this."



NOW....
FIND YOUR GAPS



T H E  N E X T  2 0  M I N U T E S

Let me show you the builder. Then
we work on yours.



STEP 1

Create the product
Answer questions about your
mission, community, and brand —
the builder generates your program
name, mission statement,
community vision, and why
statement.

The output is a board-ready strategy
PDF — something that already exists,
not a concept.



Y O U R  T U R N STEP 1  ·  90 SECONDS

What does your organization do — and what do
you want a monthly donor to feel when they join?
Not the polished version. The real one — the answer you'd say to a friend. This is what the
builder uses to generate your program name.

CHAT What do you want a monthly donor to feel when they join?



Y O U R  T U R N STEP 1  ·  NAME YOUR PROGRAM

What would you name your program if it had to
sound like an invitation, not a product?
Think community, belonging, identity — not “monthly giving fund.”

The Grove Community Table The Cocoon The Good Mews Crew — real programs, real members



STEP 2

Make it easy
The donor-experience audit most
organizations skip. Surface the
friction, the gaps, the moments
people drop off.

“$22 provides one week of family
groceries” — impact amounts, not
dollar amounts.



Y O U R  T U R N STEP 2 ·  OPEN YOUR OWN SITE

When your monthly giving program is running
well, what does a first-time monthly donor's
experience look like
From the moment they click 'give' to the moment they get their first welcome message?

CHAT What's the ONE thing you want a first-time monthly donor to feel the moment they complete their gift?



Y O U R  T U R N STEP 2 ·  WRITE YOUR TIERS

What does each amount actually do for someone you serve?

$10
/mo

“$10/month provides…”

$25
/mo

“$25/month provides three hot meals
a week…”

$50
/mo

“$50/month trains one community
health worker…”

Write them down now. You'll paste them straight into the builder.



F R O M  T H E  B L O O M E R A N G  G I V I N G  S I G N A L S  R E P O R T

Are we talking about what they did — or
who they are?

WHAT THEY DID

“You gave $50 last year. Give again this year.”

Transactional. It matters — but it asks for a transaction.

WHO THEY ARE

“Become a member of The Grove.”

An identity. They don't give — they belong.



The same is true for you.



STEP 3

Call in the believers
Describe your super fans — the
people who already believe and just
need a clear invitation to make it
recurring. Then generate your
landing page in your own voice.

Headline · subheadline · above-form copy
· body · benefits · social proof · call to
action.



Y O U R  T U R N STEP 3 ·  YOUR SUPER FAN

Who is your monthly giving super fan?
Describe them by what they BELIEVE -- not their demographics. What do they already show up
for? What do they want to feel when they give?

CHAT In one sentence: who is your super fan and what do they believe?



Y O U R  T U R N STEP 3 ·  THE IDENTITY INVITATION

Finish the sentence —

“When you become a monthly donor, you become
___________.”
Not “someone who helps us.” Who do they become? This belongs in the first line of your landing
page.



W H E R E  Y O U R  F O U N D A T I O N  G O E S  N E X T

Steps 4 & 5 build on what you just wrote

STEP 4

Make the Ask
Your growth calendar

An evergreen audit of existing touchpoints

A four-part donor email acquisition series

STEP 5

Share Joy & Gratitude
Your welcome series

Your monthly touchpoints

A 12-month retention calendar

You have the foundation. This is where it becomes a program that runs.



T W E N T Y  M I N U T E S  A G O  Y O U  D I D N ' T  H A V E  T H I S

Look what you just built

STEP 1

A program direction

STEP 2

Impact-language tiers

STEP 3

A super fan you can
name

STEP 3

A first landing-page line

CHAT What was the most useful thing you built in the last 20 minutes?



R A C H E L ' S  J A N U A R Y

Back to
zero.
A strong EOY campaign — and
then January 1st starts from
scratch. Every dollar has to be re-
earned. Again.

M O R G A N ' S  J A N U A R Y

Already
building.
Same EOY campaign — but a
baseline of recurring revenue
already committed. She built the
foundation before she needed it.

You just started building yours.



Recurring-First

YOU PICK 
D E F A U L T  Y O U R  D O N A T I O N  P A G E  T O
M O N T H L Y .  O N E - T I M E  B E C O M E S  T H E  S E C O N D
O P T I O N ,  N O T  T H E  F I R S T .

C H A N G E  T H E  A S K  C O P Y  I T S E L F .  N O T  " G I V E
B E F O R E  Y E A R - E N D . "  B U T  " J O I N  B E F O R E
Y E A R - E N D . "

B U I L D  T H E  I D E N T I T Y  L A N G U A G E  I N T O  T H E
A P P E A L ,  E . G .  " T H E  K I N D  O F  P E R S O N  W H O . . . "
S O  T H E  A S K  I S  A L R E A D Y  D O I N G  T H E  W O R K .

L E A D  W I T H  M O N T H L Y  O P T I O N  I N  A S K S
( O N E - T I M E  C A N  S T I L L  B E  T H E R E ! )

S E N D  A  T E X T  M E S S A G E  O R  C A L L  T O
W E L C O M E  T H E M  I N !



Convert one-time to monthly

YOU PICK A D D  A  P E R S O N A L I Z E D  T H A N K  Y O U  E M A I L
( S E T  T H I S  A U T O M A T I O N  U P  W I T H  Z A P I E R  /
M A K E )  T O  C R E A T E  A N  E M A I L  I N  Y O U R  D R A F T
F O L D E R

I N C L U D E  T H E  O P T I O N  T O  J O I N  T H E
M O N T H L Y  C O M M U N I T Y  W I T H I N  Y O U R  T H A N K
Y O U  E M A I L  S E R I E S  

I F  Y O U  C A N ,  G A T H E R  A N O T H E R
C O M M U N I C A T I O N  T O U C H P O I N T  ( P H O N E
A N D / O R  A D D R E S S  T O  S E N D  A  D M  P I E C E  O R
T E X T  I N T R O D U C I N G  T H E  M O N T H L Y  G I V I N G
P R O G R A M  A N D  T H A T  T H E Y ’ R E  I N V I T E D !

P R E P  &  E N T E R  T H E M  I N T O  A  M O N T H L Y
G I V I N G  C A M P A I G N  S E R I E S  I N  J A N U A R Y
( E X C L U D E  C E R T A I N  S E G M E N T S )



This doesn't have to stay on your list
anymore.



Special 
Offer 

Free Monthly Giving 
Assessment

In a 20-minute consultation, you’ll uncover: 

1.What failed payments and churn cost you

2.Which donors are ready to give monthly

3.Your top fixes, prioritized by ROI
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