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A few reminders:
Drop your questions in the Q&A as we 
go!

➔ Request a follow-up meeting
➔ Next webinar

A recording of this presentation will be emailed within the next few days.

Yes, this is being 
recorded!

Links provided at the end of the 
webinar:



How To Keep 
Your Peer to 
Peer Donors 
Engaged and 
Giving!
James Goalder
Partnerships Manager



James Goalder (@Goaldeje)
Partnerships Manager, Bloomerang

Your Presenter

Fun facts:

● 1st job: McDonald’s Drive-Thru
● LOVES to travel
● 4 kids, 4 cats, 1 dog
● Degrees in English and Art History from 

James Madison U
● Married 27 years this May



Exploring The Donation Experience

We Donated $25 To 500 nonprofits In Every 
State And Tracked The Giving Experience 
And The Thank You Results.



Check For:

● Broken Links

● Ease Of Use

● Engaging Content?

Takeaway
Tip

Before you Publically 
Launch your P2P 
Campaign, Review 
Your Donation Process 
- 

Ask Yourself, If I Was A Donor Would I 
Be Compelled To Give Here?



What We Studied

Donation Experience

Landing Page

Receipting Email

Thank You Process

Follow Up Activities



Donation Experience:

❏ Ask To Cover Fees

❏ Require Cover Fees

❏ Gifts In Tribute Or In Memorial

❏ Give Donor Option To Designate Fund

❏ Payment Options Other Than Ccd - Apple/Google/Venmo

❏ Ask To Add To Newsletter/Further Communications

Is it as easy as possible for a P2P Donor to make a gift?



Ask To Cover Fees Vs. Require To Cover Fees

Things To Consider: 

● Don’t Alienate Your Donors

● Transparency Is Critical

Great To Do



Payment Options (Apple/Google/Venmo)

Things To Consider: 

● Inclusive Giving

● Engage Younger Donor 

Population (Millennial/Genz)

● Ease Of Use

Very Important 



Designate Fund & Tribute/Memorial Gifts

Things To Consider: 

● Emotional Connection 

● Transparency 

Very Important 



Landing Page:

❏ Make It Easy To Donate

❏ Engage Your Donors 

❏ Continue The Relationship

What Will Make A Difference To Your Donors?



Real World 
Examples

Start By Saying 
Thank You!



Real World 
Examples

Start By Saying 
Thank You!



Receipting Email:

❏ Was A Receipt Emailed?

❏ Was The Emailed Receipt Personalized/Customized?

❏ Did The Receipt Have Additional Information And/Or 

Links To Engage With?

What Will Make A Difference To Your Donors?



Thank You Process:

❏ Receive Hard Copy Thank You Letter In 5 Days?

❏ 15 Days?

❏ 30 Days?

❏ 30+ Days

❏ Was There A Thank You Phone Call?

❏ 2nd Thank You Phone Call?

❏ Was There A Personalized/Customized Thank You Email?

What Will Make A Difference To Your Donors?



First-Time Donors Who 
Get A Personal Thank 
You Within 48 Hours Are 
4x More Likely To Give 
A Second Gift.

Source: Mcconkey-Johnston International Uk 



A Thank-You Call From A Board 
Member To A Newly Acquired 
Donor Within 24 Hours Of 
Receiving The Gifts Will 
Increase Their Next Gift By 39%.

Source: Penelope Burk



Say Thank You 
Did You Send A Personalized Thank You Email?

Things To Consider: 

● Do You Have The Tools To Easily (Or 
Automatically) Send Personalized Thank 
You Emails?

● How Are You Engaging The Donor In 
These Emails?

Very Important 



Real World Examples



What Kind Of Follow Up Actions Were Taken:

❏ Email Newsletter In First 30 Days?

❏ Email Invitation For Tour And/Or Volunteer Activity?

❏ Call Invitation For Tour And/Or Volunteer Activity?

❏ 2nd Donation Ask In First 30 Days?

❏ Recurring Donation Mention Or Ask In First 30 Days?

What Will Make A Difference To Your Donors?



it starts with retaining the donors you have
it’s easier and cheaper to retain a donor than it is to acquire one.

cost per acquisition = 5x cost per renewal 

cost per acquisition = 2-3x initial donation amount 

renewal response rates = 20x30 higher than acquisition response rates

source: adrian sargeant - iu lilly school of philanthropy



Source: Fundraising Effectiveness Project

19.1%
First Time 
Donors 

42.6%
Average 
Donors 

58.1%
Repeat 
Donors 

Average Donor Retention Rates
As of April 2023



Why Donors Stop Giving
2001 study by Adrian Sargeant

5% - Thought charity did not need them 

8% - No info on how monies were used 

9% - No memory of supporting 

13% - Never got thanked for donating 

16% - Death 

18% - Poor service or communication 

36% - Others more deserving 

54% - Could no longer afford

INSIGHT: We can make 
a meaningful impact 
on the above reasons! 



Why Donors 
Keep Giving
2011 study by DonorVoice

1. Donor Perceives Organization To Be Effective 

2. Donor Knows What To Expect With Each Interaction 

3. Donor Receives A Timely Thank You 

4. Donor Receives Opportunities To Make Views 
Known 

5. Donor Feels Like They’re Part Of An Important 
Cause 

6. Donor Feels His Or Her Involvement Is Appreciated 

7. Donor Receives Info Showing Who Is Being Helped

Action: What Is Your Thank You Turnaround Time?   



4 Key Ingredients To A Compelling 
Story

1. Character: Who Is The Story About?

2. Conflict: What Is Your Character Struggling With?

3. Goal: What Are They Working Toward And Why?

4. Change Over Time: What Is The Result?



Practical Tips To Increase Online Giving

1. Tell Stories That Matter

2. Give Donors Opportunities To Get Involved 

3. Ask For Recurring Gifts 

4. Use Segmentation To Give Meaningful Messages



Thank you

james.goalder@bloomerang.com
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Next webinar Thursday, March 20th
2pm ET / 11am PT
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Making greater impact, together.

FoodRescueHero.org


