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However, the data tells a different story.

« Giving Tuesday brings in 4.3% of online year-end revenue.
« December 31st brings in 15.5% of online year-end revenue.

« Thelast week of the year as a whole brings in 37% of online
year-end revenue.
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What you'll get from this eBook

I'm not sure if you've even started your year-end fundraising campaign. Maybe you went all-in
on Giving Tuesday and are trying to figure out where to go from here. Or maybe you already

have the whole month of December planned and are looking for a few new ideas to maximize
your results.

No matter your starting place, the rest of this guide will be of great value to you to equip you
with strategies and tips to maximize donations during the biggest giving week of the year.

Here’'s what's in store:




Part 1:

Maximizing ‘Donations from
Your ‘Web Traffic
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1. Make Your Donation Page Easy to Find

There will never be another time of year where the people visiting your website are more
motivated to give. And it's our job as fundraisers to make it as easy as possible for donors to
find where to give.

In one experiment, an organization's homepage had a “Donate” link in the top navigation. But
they wondered if formatting the link as a button and calling it out in a different color would
lead to more donation page traffic.

The result?

Making it incredibly easy to see the donate button didn't just lead to more traffic: it led to a
74% increase in donations and a 133% increase in average gift size.

Original
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2. Use a Banner or Ad on Your Homepage

Another way to make it easy for your web traffic to see your donation page, the deadline, and
any of your specific incentives to give is to use a banner on your homepage.

While this is a helpful tool all year-end season, it’s particularly effective during the last week of
the year.

One organization used a homepage banner during the month of December and observed how
donations were affected over time.

From Dec. 6 - Dec. 13, they saw a 1.1% conversion rate on their banner.
From Dec. 21 - Dec. 27, they saw a 4.6% conversion rate.

So make sure you utilize banner ad placements like this as you get closer to the last week of
the year. It serves as an extra help to your website visitors to guide them towards a donation.

—
I
Donate

DOUBLE YOUR GIFT!

elp parents with their toughest challe
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3. Utilize Pop-Ups to Catch Your
Visitors' Attention

Pop-up ads are one of the most frustrating things on the internet. Particularly if they have an
auto-play video and try to guilt you into filling
out aform.

Donate | s s s

Sticky bar

However, when used well, pop-ups can be a _
very powerful tool to remind donors of the EE Homepage “Ad”
]
[
L
|

need and the deadline to give.

And they can be particularly effective to
showcase a specific incentive to give-like a
matching challenge.

In one experiment, an organization used a
pop-up to make sure donors knew of the
deadline to give. But they wondered if using
the pop-up to emphasize a matching challenge
would be more effective.

Slide out

The result?

Emphasizing the matching challenge in the pop-up led to a 56% increase in traffic to the
donation page.

FROM THIS TO THIS

Time is running out!

Time is running out!

sHofl7B36BO06

Days  Hours Minules  Seconds Days  Hours Minutes  Secuneds

Only a few days remain in 2017 to make your tax-
deductible gift to FamilyLife,

Your gift before midnight on December 31 will be
matched dollar for dollar.

56.7%

In Clicks
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4. Add Donation Asks Within Your Articles

and Blog Posts

Not all your website visitors in December are coming with the intention to give.

Many visitors during December (and even the last week of the year) may be coming to read an

article, blog, or story on your site.

One way to use this type of article content to lead towards a donation is using an in-line

donation ask called a “Dear Reader”

One organization that has a significant amount of traffic reading articles decided to test an
in-article dear reader donation ask. The original article had no direct donation call-to-action.

The treatment added a called-out block of text at the end of the article explaining why
a donation was important. It included a call-to-action button asking readers to support

the organization.

The result?

The dear reader ad led to a 568% increase in article visitors giving a donation.

Control
No Dear Reader at end of article

wur pepie,
The pope’s speech was less important to the archbishop than the fact that he

was there. He told CNA that Francis “said nothing in particular, he showed

solidarity.” He added that entering the museum building brought back

memories, “good and bad."

Man issued trespassing warning

Among the good things, he said, was his reccllection of “the prayers, never more
intense - the Resary, the reading of the Bible.” These devotions sustained him
during 2 period in which he was held and questioned by the Soviets.

Tamkevicius was eventually released as part of Mikhail Gorbachev's perestrojka
program. He returned home and was appointed spiritual director of the
seminary in Kaunas, Lithuania’s second largest city, in 1989, becoming the rector
of the seminary the following year.

BOREE0E

n 1991, he was consecrated an auxiliary bishop of the Archdiccese of aunas,

becoming the city's archbishop in 1996. Si¥R B Kk n ppac in sotthermy

Nigeria
Tags: Catholic News, Pope Francis, Christian persecution, Lithuania, Archbishop
Sigitas Tamkevicius

You may also like »

Jesuit superior says pope is not
the ‘chief of the Church- What did
he mean?

Fr. Arturo Sosa Abascal, superior general of
the Jesuiits, said in an interview Monday
that Pope...

% Priest condemns latest attack on
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Treatment
Dear Reader at end of article

“ becoming the city’s archbishop in 1996. Niger

Dear Catholic News Agency Reader,

We hope the content you've been reading has increased your knowledge on
the cultural, political, and spiritual matters that affect your life and the lives
of mi i

[+ |d[olo] 2 €]

ping the cantent you are reading free of charge, we rely
on the gifts from our generous readers, like you.

Would you help us continue this mission and help us remain as
effective as possible?

When you give 2 gift to support the Catholic News Agency, you will help:

568%

In Donations




5. Add a Donation Form Right on
Your Homepage

If you're looking to really go all-in on the last week of the year, you might test using a
homepage takeover.

In this experiment, the organization had already tested into using various donation banners
and call-to-actions on their homepage. And they wondered if converting the homepage into a
donation page for the last few days of the year could improve donations.
For their treatment, they took over their homepage with a donation form including:

- Copy explaining why someone should give

- A progress bar outlining their goal

- A donation form embedded right on the page

This homepage takeover led to a 24% increase in donations from visitors coming to their homepage.

Control Homepage Redirect

In Donations

Maximize Your Online Fundraising



Part 2:

Crafting Yowr Emails
‘During the 1aat 3 Days

During the last 3 days of the year, email is one of the biggest drivers
you can use to get your donors attention, invoke a sense of urgency,
and lead them towards a year-end donation.

And there are 3 emails that you’ll want to send during the last 3 days
of the year.
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1. The December 30th Email

On December 30th, you'll want to send an email to your donors and subscribers emphasizing

the year-end deadline.

Ideally, you've been explaining why someone should give to you all season long. If so, this
email can be fairly short and to the point. You'll want to remind donors of key reasons to give,
emphasize the deadline, and announce any new incentives you may have.

However, if you haven't emailed your donors in December yet, you might want to spend a little
more time answering the question, “Why should | give to you this year-end season, rather

than some other organization, or not at all?”

Here’s quick checklist of what to include in

your December 30th email:

O Call your donor by name.

O Acknowledge the deadline and the
urgency to give.

O Announce any new incentives to
give now.

O Askfor animmediate donation.

Maximize Your Online Fundraising

AFN
'§ ﬁ. ﬁa Special Olympics
Your gift is TRIPLED when you donate before midnight tomorrow >>

Evette — today, you can give TRIPLE the support, and TRIPLE the joy, to a
Special Olympics athlete. That's because your gift to Special Olympics will be
TRIPLED!

00 00 00 Q0

DAYS HOURS MINUTES SECONDS

TRIPLE YOUR GIFT

Give now and your gift will help 3X as many athletes get access to the health
care they need and deserve.

Give now and your gift will help 3X as many athletes step off the sidelines
and feel the rush of taking the field for a big game.

Give now and your gift will help 3X as many athletes live in a unified world

without discrimination.

Your donation will do all of this and more — but only if you give before
midnight TOMORROW:

specialolympics.org/tripleyourgift
Counting on you,

Joe Hergert
Manager, Strategic Gifts
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2. The Morning of December 3ist

On December 31st, the last day of the year, you'll want to send two emails: one in the morning
and one in the evening.

The morning email doesn’t have to be long. Again, you should be explaining why someone
should give to you in your communication all season long.

This email does not need to rehash every reason why someone should give. It should serve as
a reminder of the deadline to give and focus on creating urgency to achieve the goal.

Here’s your checklist for the morning of December 31st email:

Call your donor by name.

Acknowledge the deadline and the urgency to give.

Tell them that you haven’t received their donation yet.
Announce any new incentives to give before the deadline.

Add a countdown clock.

OO O0Oo0OaoOoao

Ask for an immediate donation.

From: Jim DeMint <info@heritage.org>
Reply-to: info@heritage.org

To:

Subiect: Quick reminder

DEADLINE:

December 31stat Midnight

oJof1]781]10]s

DAYS HOURS MINS SECS

Dear Fellow Conservative,
I'wanted to shoot you a quick note to remind you how important you are to the conservative cause.
You've stood your ground for your principles and won important victories, despite the enormous pressure from the media, Hollywood, and academia.

Will you stand up for your convictions once more? Will you continue to advance the principles that made America great? | know you will. | know | can
count on you in 2015.

And | hope you put your trust in us at The Heritage Foundation. For more than 40 years, Heritage has won important victories for your conservative
principles, the principles America was founded on: free enterprise, limited government, individual freedom, traditional American values, and a strong
national defense.

When you have a moment, please make your year-end gift to Heritage to advance your principles.

And when you donate by midnight tonight, not enly will your gift be tax-deductible, but thanks to a generous Heritage member's challenge it will also be
worth double for the conservative cause.

With your support, we can make 2015 the year of the conservative resurgence.
Thank you for standing with Heritage.
Sincerely,

7

Jim DeMint

Maximize Your Online Fundraising

11



3. The Evening of December 3ist

Finally, on the evening of December 31st, you'll want to send one final email to prompt donors
to give. With inboxes often being flooded at the end of the year, it's likely that many of your
donors didn't see your first two emails.

The purpose of this email is to send a personal note to check-in and make sure your donors
saw the opportunity to give before the deadline.

This email does not need to be overly complicated. We recommend writing a short, personal
note and simply copy/paste your earlier email below. It should look like an email forward.

Here’s your checklist for the evening of December 31st email:

Jacinta Tegman <jacintategman@waorldconcemn.org> Sun, Dec 31,2017, 10:06 PM V¢ 4=
to Pamelia ~

Pamelia,

Just wanted to send you a quick note to make sure you received this e-mail — | don’t want you to miss out on

the chance to double your gift! God bless!

Jacinta

From: Jacinta Tegman

Sent: Sunday, December 31, 2017 9:45 AM

To: Pamelia Overby <PameliaOverby@tridentpath.com>
Subject:
Just hours left to double your gift!
Dear Pamelia,
Today is your last chance to DOUBLE your gift!
You will help children and families in poverty see and experience the true light of Christ.
Please, while there's still time, click here and give: worldconcern.org/shine

Thank you for remembering those in greatest need as we ring in the New Year!

God bless you,

Jacinta Tegman
President, World Concern

P.S. g,i3gg_l;_gmm_r:niglr_\ig|:|1,gg‘g,_§_1g to take advantage of year-end tax benefits and watch your gift double!



Part 3:

‘Optimizing Your ‘Donation ‘Page to
Increase ‘Revenue




1. Headline

Orient your headline around the year-end season, rather than using something more general.

In one experiment, clearly saying “Make your year-end gift” instead of “You can help secure a
better future” led to a 10.9% increase in donations.

Original Headline

You can help secure a better future

Treatment Headline

Make your year-end gift to ORGANIZATION

' 10.9%

In Donations
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2. Body Copy

The words you use on your donation page are often the single biggest factor influencing
someone’s likelihood of completing a donation. And on your year-end donation page, you'll
want to make sure your copy accomplishes two things.

1. Make sure your copy is contextual and continuous.

You likely have traffic coming to your donation page from a variety of sources: emails, ads,
social media, your homepage, etc. You'll need to make sure your donation page copy makes
sense to visitors coming from each of these different sources.

If you mention a key reason to give in an email, but it's not represented on the donation page,
your donor may experience whiplash and not end up giving.

Ensure that your donation page is written to align with the motivations and reasons to give of
all your various page visitors.

| FROMTHIS |

DONATION

2. Emphasize the FIND A GIFT

° Search
ea r- e n d ca m a I n ! Because of you, Oblate priests and brothers in the United States and in
more than 60 countries are bringing God to the world, and the world to
MAKE A DONATION God. Your contribution will make a huge difference in the lives of God's

pecple.

and specific goals. N ACLUB
REQUEST A RELIGIOUS GIFT

. , HASS CARDS
Your donation page shouldn't be a LIGHT A CANDLE

carbon-copy of your normal, year-
round donation page. You'll want v I —

to adjust your copy to emphasize olTmm el o 5545583l i g
specific year-end goals, the year-end

deadline, and any specific incentives W"A““N*T“"

you may have (matching challenge,

Our founder, St. Eugene De Mazenod, O.M.I. said that an Oblate is "one
whose life is offered in service to the Lord.” In that spirit, we are
responding to the call of Jesus to give food and drink, clothing and shelter,
love and compassion 10 people in need, for as Jesus said, “Whatever you
did for one of these least ones, you did for Me.” (Matthew 25:40)

Your generous financial and spiritual support means that you share in the
Oblate charism — you oo are “one whose life is offered in service to the
Lord.” In & very real way, you are bringing healing and hope to shrine
pilgrims. Because of you, the Good News of Jesus Christ is being
preached 1o the people of Alaska. You are helping poor and needy people
in Tjuana. You are helping young visitors to Lourdes grow in the Catholic
faith. You are providing food to mainourished people in Zambia.

TOTHIS |

unigque goa s, etc.). HNME . Soars :IggDCAN SHOW GOD'S LOVE AND COMPASSION TO SOMEONE IN
MAKE A DONATION with a year-end gift o the Misslonary Oblates

In one experiment, the organization JOIN A CLUB L S IL ATy O cf ey i g e vk o

tested using more year-end focused | ygums B R S Y

language instead of their year-round LIGHT A CANDLE

donation page copy. The year-end O *
focused language led to a 12% ® O

increase in donations.

In Donations

Maximize Your Online Fundraising 15



3. Countdown Clocks

Add a countdown clock to your donation page to emphasize the rapidly approaching deadline.
In one experiment, adding a countdown clock led to a 61.8% increase in donations.

But be careful. Adding a countdown clock too early in your campaign could give donors an
excuse to put their gift off until later.

FROM THIS TO THIS

Your Gift Matters Your Gift Matters Serm. B 82 ea T cn
Az we count dowr 1o e and of 2074, belo us reacn cur $1.2 milion goal with a rbuie — -
domabor. A e ] S 1t asd of 23014, Feaks

Somalion in hana’ of Dabonah
Give to CaringBridge

Give to CaringBridge
Donation Amount

“ E | E:I im:. CIPJ:-

P00 wrrmrnhay

Donation Amount

ﬁG'I.B%

" FeyTeerd Man
9 CoEdnE pRATER] or Tl e T

Merby |12 g pawr] 2agorp eaaTEr ks

Your Tribute in Honor of Deborah

In Donations
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4. Progress Bars

Add a progress bar to your donation page to clearly show donors how they can contribute
to your year-end goal. In one experiment, adding a progress bar led to a 20.5% increase
in revenue.

A word of caution: Don't use a countdown clock and progress bar in the same place on your
page. This can actually create more confusion and has led to a 28% decrease in donations.

LSHED VDD

Goal: 222,222

$487,685

0.5%

In Revenue/Visitor
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FROM THIS

FAMILYLIFE

Help for taday. Hope for tomorrow.
| A Cru Ministry |

You Can Help Create Godly Homes Through
Biblical Guidance and Practical Resources

Your support today DOUBLES through

a $645,000 Matching Gift
Goal: $645,000
i now But they can't do this alone.
God ha: 10 empt

pass that legacy on to the families around them.

Te help with this, FamilyL ife has received an amazing Matching Gift that will help reach twice as
many , May31.

When you make a gift today, it for
ith biblical truth. go

TO THIS

Reminder: A generous donor will match YOUR donation today, up to $645,000.

FAMILYLIFE

Help for today. Hope far tomorrow:
| A Cru Ministry |

You Can Help Create Godly Homes Through
Biblical Guidance and Practical Resources

Your support today DOUBLES through

a $645,000 Matching Gift
Goal: $645,000
$589,746
Families need the help and hope found in Christ now more than aver. But they cant do this alone
God has called us to provi id P them to

pass that legacy on o the families around them.

To help with this, FamilyLife has received an amazing Matching Gift that will help reach twice as

many families! But this limited-time opportunity ends May 31.

When ift today, it wil dollar for dellar—up to reach
families with biblical truth, Your generous gift will go directly towards..

44

In Donations
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Other Year-&End Resources

Cut Through the Clutter with Your Year-End Fundraising

This free eBook will give you 5 year-end fundraising insights from an
in-depth analysis of 2400+ emails sent by real organizations during

year-end 2019. And then, you'll find 10 proven strategies that you (ut Through the Clter with Vour A
can implement in your campaign to bring in more donations. Year-tnd Fundraising
2020 Editien

You can download your free copy of Cut Through the Clutter here:
https://www.nextafter.com/cut-through-the-clutter/

The Year-End Fundraising Accelerator

In the free 3-session Year-End Fundraising Accelerator training, you'll find ideas to:

e Help potential donors understand the importance of your
organization and cause

e Prime and prepare your donors for a forthcoming year-end
donation appeal

o Make your year-end donation appeal in away that leads to
maximum results

You'll find new ideas to write more compelling copy, weave in

credibility-boosting testimonials, and optimize your calls-to-

action to see even greater donor response. —

You can get started on the free year-end fundraising class here:
https://www.nextafter.com/year-end-fundraising-accelerator/

Year-End Fundraising Certification Course

During this 4-session certification course, you'll learn all of the
essential ingredients needed for a successful campaign, as well B
as ideas on how to optimize each part based on data, research,

and learnings from thousands of online fundraising experiments.

Get access to the certification course here:
https://courses.nextafter.com/courses/year-end-fundraising-for-online-fundraisers

nextafter.com/yearend
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About Next{ifter

A Fundraising Research Lab

Conducting marketplace research, A/B testing, and digital
experimentation to discover what works to attract, acquire, and retain
more donors and raise more money online.

A Digital Fundraising Consultancy

Working side-by-side with nonprofit organizations to help them develop
and execute research-backed digital fundraising strategies designed to
generate sustainable online revenue growth.

An Institute for Online Fundraising

Equipping nonprofit fundraisers and digital marketers with data-driven
and evidence-based research, resources, and training.

These three things are unified in our mission to decode what works in
fundraising and make it as accessible to as many nonprofits as possible.
Itis our belief that if we can truly deliver on our mission we can, together,
unleash the most generous generation in the history of the world.

Learn more about the research lab at nextafter.com/research, our
consulting at nextafter.com, and the institute at nextafter.com/institute.

nextafter.com
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