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Desire  +  Knowledge  +  Courage  +  Discipline

The formula for transformative growth is straightforward



“If information were the answer, we’d all be 
billionaires with perfect abs”

- Derek Sivers



Ourselves

Biggest obstacle to growth is often…

Status quo mentality 

We think too short term

We think we are too unique

We ‘don’t have time’



Objectives for today

Desire  +  Knowledge  +  Courage  +  Discipline

Proven, Practical, Actionable 





Strategy & optimization

Sustainable growth is built from the ground up

The fundraising growth pyramid 

Low hanging fruit

Secure the foundation



Donor retention

Reduce hidden waste

● Utilize incentives & discounts
● Identify unused tools

Secure the foundation



Organizations that actively 
manage budgets save up to 

10% 

annually.

Reduce hidden waste
Secure the foundation

● Average non-profit wastes 
$30-$50K/yr

● Hidden fees are real and they 
add up

● Time spent -> Time is money



Donor retention
Secure the foundation

● Retaining donors is often cheaper than 
acquiring new

● Existing donors give more over time

● Strong retention creates predictable 
revenue

Growth becomes more stable, 
efficient, and sustainable



Prioritize the relationship

● Get to know your supporters

● Acknowledgement and gratitude

● Communicate progress

● Thoughtful giving



Practical actions

● Review/calculate current platform fees

● Identify underutilized tech 

● Review biggest categories of spend

● Perform a “time” evaluation

● Deep dive into donor retention data



● Donor history & patterns
● Ask the right questions: time 

and treasure, not just funds

Low hanging fruit

Right tools in your toolkit

Sponsorship & community 
partnerships

Make Conversion Easy



will abandon because 
of form length

27%

The right tools in your toolkit
Low hanging fruit



The right tools in your toolkit
Low hanging fruit

increase in giving rates if 
donors know a clear goal

15-30%



The right tools in your toolkit
Low hanging fruit

Z I P  7 9 9 0 1 Z I P  9 4 0 2 7



Make conversion easy
Low hanging fruit

● 61% will abandon a site that is 
not mobile optimized

● 40% will abandon if a site take 
3+ seconds to load

● Pledge fulfillment drops with time 
post event



Sponsorship & community partnerships
Low hanging fruit

Increased reach

Shared resources

Lead generation

RVA Animal 
Shelter

X La BottegaX
The

Quirk Hotel

In-kind giving



Practical actions ● Feature audit of your current donation form

● Review all failed transactions & any 
unfulfilled pledges

● Audit your digital contact information 

● Setup a A/B test on different donation 
forms

● Wealth screen your donors & audit current 
mailing list (e.g. Donor Search + Smarty)

● Review donor giving journey



Strategy & optimization

Optimizing events to increase revenue

Engagement increases generosity

Make the needs real

Recurring giving

Mobilize your network

Open up the curtain



Multi-year gifts

Only 14%
of nonprofits ask donors to set up 

recurring gifts during the 
donation process.

57%
of donors are enrolled in 

a  recurring giving program.

Monthly givers

lifetime value
9x

Recurring giving
Strategy & optimization

● Higher lifetime value

● More likely to give again

● Easier to upgrade over time

Monthly giving isn’t a campaign - 
it’s a mindset



Three approaches to recurring giving
Strategy & optimization

Monthly Giving 
Prompt and 
encourage monthly 
giving on every 
fundraising campaign  

Multi-Year Pledges Recurring 
CampaignsOffer multi year 

pledging for larger 
amount. 

$10K over 3 years 

Launch recurring 
initiative campaigns 
where donors can 
ensure success. 



Engagement is not a “nice to 
have” - it’s a revenue strategy

● Intentional engagement = 
increased giving

● Communication builds trust

● Trust leads to increased giving

Engagement increases generosity
Strategy & optimization



Embracing consumer giving
Strategy & optimization

Raffles, Auctions & Fund-A-Need

Doesn’t impact donor fatigue

Releases endorphins



Groups that use instant items 
bring in 

54%
more contributions

Optimizing events to increase revenue
Strategy & optimization

● Focus on events that generate
revenue

● Design events to deepen relationships

● Wine pulls, paddle raise, instant items

Stronger engagement, higher 
fundraising ROI



Mobilize your network
Strategy & optimization

Amplifies fundraising impact

Builds community engagement

Cost-effective growth

Elmwood Library 
Fundraiser



Emotion is the catalyst of
generosity

Make needs real
Strategy & optimization

● “Help us raise $500K” -> abstract

● “Fund 3 chairs for auditorium” -> real

● Right ask for the right donor 
(understand past giving history)



Invite the donor to be the hero
Strategy & optimization

306%
higher lifetime value when 

customers emotionally connect 
to your brand 



Open up the curtain
Strategy & optimization

Transparency of:

Donations to organizations with high 
transparency ratings increased 15% 

during the 2008 recession, 
compared to a 4.5% decline for less 

transparent organizations Operation Airdrop: $2.7M on 
BetterWorld 

Impact

Need

Challenges



Practical actions
● Revisit (or develop) your 2026 fundraising 

plan & calendar

● Review your current recurring giving 
strategy & recurring giving mix

● Develop a “menu” of specific needs/asks

● Make a list of your unfiltered/real needs 
and challenges

● Audit 2025 biggest campaigns and ideate 
around 20%+ growth

● Draft three ideas for how to mobilize your 
donor base



Let’s make this actionable - we’re here to help

Strategy & optimization
Strategic growth review

Low hanging fruit
Immediate impact review

Secure the foundation
Efficiency and stability review

Complimentary assessments this month



Founded in

2013
Net Promoter Score

87
Nonprofits served

120,000+

Organizations to likely use again

97%

Thank you
Reach out to us

https://try.betterworld.org/afp-assessment 

https://try.betterworld.org/afp-assessment


Q&A


