annual appeal
marathon

A SIX-STAGE TRAINING

~ GUIDE TO ANNUAL APPEALS

Crafting a successful annual appeal is much like training
for a marathon—it requires preparation, endurance,
and a strategic approach. Our six-stage training guide
will walk you through the process, ensuring that you're
well-prepared to cross the finish line and achieve your

fundraising goals.

o Data: The Fuel for Your Campaign

Clean data is the foundation of your annual
appeal. Just as an athlete requires proper
nutrition te perform, your campaign needs
accurate and up-to-date donor information.
Regularly update your database to ensure that
your messages reach the right people at the
right time. Don't averlook list guality—uverify
addresses through the USPS National Change
of Address (NCOA) database and check for
deceased donors to avoid costly errors and
potential embarrassment.

Key Takeaway: Good data is the fuel that will
carry your campaign across the finish Line.

e Donor Acquisition: Building Your Team

While your best donors are often those who
have already given, sometimes you need

to expand your reach. Start by targeting
individuals who are familiar with your
arganization but haven't yet donated. Consider
developing a donor profile using predictive
modeling to identify new prospects with similar
characteristics to your existing donors.

Key Takeaway: Focus on cultivating
relationships with those who already kRnow
your organigation before reaching out to new
prospects.

fundraising is the gentle art of

teaching the joy of giving.
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By following this six-stage guide, you'll be well-prepared to tackle your annual appeal
with confidence, ensuring a successful campaign that reaches your fundraising goals.

9 Segmentation: Tailoring Your Approach

Not all donors are the same, and your commun-
ication shouldn't be either. By segmenting

your donor base into distinct groups, you can
personalize your messaging to better connect
with each group. Commen segmentation
strategies include current versus lapsed

donors, donation frequency, and gift amount.
Additionally, consider life stage and donor
connection to your organization to further refine
your approach.

Key Takeaway: Targeted, personalized
communication increases the effectiveness of
your campaign.

o Thanks for Giving: Setting the Pace

Kick off your annual appeal with a heartfelt
thank you to your past donars. This early
touchpoint, sent 4-8 weeks before your appeal,
reminds donors of the impact they've made
and primes them for future giving. Focus on
the donor’s contribution, not the organization’s
achievements.

Key Takeaway: A genuine thank you sets
a positive tone for your campaign and
strengthens donor relationships.

e The Appeal: The Mid-Race Push

Your annual appeal is the core of your
fundraising effarts, typically launched in mid-
Nevember. The most effective appeals are
donor-centric, focusing on how the donaor's
contribution makes a difference. Be clear,
direct, and emotionally engaging in your
messaging. Use personalized stories and vivid
imagery to make an emotional connection,
and provide multiple channels for donors to
respond, including online options.

Key Takeaway: Craft a compelling, donor-
focused appeal that inspires immediate action.

Acknowledgment: Crossing the
Finish Line

As daonations start coming in, it's crucial to
promptly acknowledge your donors. This final
step reinforces their decision to give and lays
the groundwork for future appeals. Personalize
your thank you notes, and make sure to
highlight the impact of their gift.

Key Takeaway: Timely acRnowledgment is Rey
to maintaining strong donor relationships and
encouraging repeat giving.

5 key elements

The best annual appeal letters are clear and
concise, yet skillfully crafted to emotionally
engage the reader. Ensure your donor grasps
the five key elements:

WHO NEEDS TO BE HELPED

WHAT THE SPECIFIC NEED IS

WHY THEIR GIFT MATTERS

WHEN THEY NEED TO HELP
(NOW)

HOW THEY SHOULD TAKE
ACTION
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