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SHOW ME THE (MONTHLY) MONEY:  
HOW TO LAUNCH A MONTHLY GIVING 
PROGRAM

June 23, 2022 Qgiv



• Founder: Girlstart

• Featured on: Oprah, 

• CNN, the Today Show

• AFP Outstanding Fundraiser of 
the Year 

• What Rachel does: custom 
training, board retreats, online 
classes

• Weaknesses: chips, queso

Rachel Muir, CFRE

@rachelmuir
www.rachelmuir.com 



rachel@rachelmuir.com www.rachelmuir.com
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Why do it?  
Myths, truths 

& how to sell it 
to leadership Who are 

your BEST 
prospects? 

How to 

steward & 

upgrade

Tips for 

advanced 

programs 

Q & A

Examples of 
asking for 

monthly gifts 

Show Me the Money: How to Launch Monthly Giving



A regular, recurring monthly donation 
by a donor through credit card or EFT 
(electronic funds transfer) 

What is a monthly giving program? 

Often has name (e.g., “Friends 
of _____”) 

Marketed with tangible offer 
that explains long term 
difference (“$25 a month feeds 
one child for a year”) 

Donors thanked and 
stewarded as special segment  



WHICH ARE YOU?

1) Not doing it 

yet

2) Option on 

donation form 

3) We have a branded 

program & do 

campaigns 



If you DO have a monthly giving program… 

Type in the name of your program and how many 

donors belong to it.  e.g., “The Bear Hug Club, 50 

donors”



Give yourself 1 point for each item that describes you.   

o Our offer is tangible, e.g.,“$29 a month feeds and shelters one dog.”

o We have a name for our program.

o I’m a member of our monthly donor program myself.

o New monthly donors get a special welcome letter.

o New monthly donors get a welcome phone call.

o We have a separate stewardship plan for monthly donors with one touch a month 

and we follow it.

o We review credit card expirations weekly (or monthly).

o We contact monthly donors 2-3 months before their cards expire.

o We have a monthly giving option on our online and offline donation form.

o We do email, direct mail and social campaigns focused on acquiring new monthly 

donors.

o We do campaigns to upgrade monthly donors after they have been giving at least 

6-10 months.

Tell me more …  

.

Type in your 

score 0-11



WHY LAUNCH A MONTHLY GIVING PROGRAM? 





Reliable, predictable growing source of revenue 

Creates pool of planned gift & major gift prospects  

Sustainers will give 2-4x more than one-time donors

Boost retention as high as 90% 

Cheapest form of fundraising (2-5 cents per $1 raised) 

Easy for donors, saves you money & helps you plan your finances



MONEY DRAINING MYTHS



Truth 

• Regardless of your size, you 

should be able to convert 10% 

of your donor file.
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Myth

• Monthly giving is for big 

organizations, and it’ll never 

work for us.

Myths & Truths About Monthly Giving 

• That's for “young” donors (or 

“old” donors).

• 45% of worldwide donors give 

monthly. 

• 40% of millennials and 49% of 

gen xers are monthly donors. 



Fact: The avg age 
of your monthly 
donors will be 

determined by the 
recruitment 

channel you use to 
recruit them.



How much 
should I ask 
for?  

Test different   
giving amounts 

Option A:  Calculate your avg 
gift amount , divide by 3. 
e.g., Avg gift $35 -> $10

Option B: Try to 2x/3x    
donor’s annual giving.     
e.g., for $100/yr donor 
-> $20, 30 or $40/mo.



What are typical ask amounts?  

Typical ask amounts: $5-35 

“The response rate goes 

down as the gift amount 

goes up” 

Reality: you just have to TEST 



When should I try to upgrade?



“After 6-10 months of monthly giving and

learning how their gifts are making an impact.”
Source: Erica Waasdorp, Monthly Giving: The Sleeping Giant 



HOW TO SELL IT

TO LEADERSHIP 



ROI

Charts

Charts w/$



How even a small program can make 

a difference in your bottom line 

Mo. donors Avg gift Annual gifts Total giving 1st

year

100 $10 $120 $12,000

200 $10 $120 $24,000

300 $10 $120 $36,000



Show annual results 



ROI of fundraising strategies 

Strategy Cost per $1 raised

Direct Mail Acquisition $1.15 

Special Events 50 cents

Planned Giving 25 cents 

Direct Mail (to house file) 20 cents

Foundations/Corporations 20 cents 

Major Gifts 5 to 10 cents

Monthly Donors 2 to 5 cents

Source: Erica Waasdorp, Monthly Giving: The Sleeping Giant 



Would you consider this a success?Advocacy org sends test 
direct mail appeal to 1,100 
donors giving between $10 
and $100 in last 12 months.  
18 become monthly donors.  

Cost to raise a dollar $.07
Cost to generate a monthly   
donor:  $54
Average monthly donor gives 
$154 a year.    



WHO ARE YOUR BEST PROSPECTS? 



CURRENT DONORS

Multichannel

Making at least 2 gifts 
over 18 months 

New or recent 

Acquired by mail 





WHAT’S IN A NAME?

NAMING YOUR PROGRAM



Sample monthly giving programs 



Sample names of monthly giving programs 

Champions 
Advocates 
____  Ally
Friends of… 
Circle of …
Patron’s Circle  

Friends for Life
President’s Club
___ Partners 
Bear Hug Club
Circles of Friends
Carpenter’s Club 

Hospice Heroes 
Clean the Oceans Club
HopeBuilders
In This Together Crew
Heroes Giving Hope
Support Squad

@rachelmuir   www.rachelmuir.com



DON’T OVERTHINK IT LIKE A KID STUCK AT  

THE TOP OF A SLIDE



SMALL SHOP GUIDE TO 

GETTING STARTED



7 tips to improve your monthly giving program

@rachelmuir   Facebook.com/RachelMuirFundraising@rachelmuir   Facebook.com/RachelMuirFundraising



Step one: 
Donate yourself.

“You haven’t made 
your own gift but 
you’re asking 
me to give?”



Drive traffic to your donation page 

(not homepage)



Make new monthly donor welcome calls 

(easy win!)



Have different ask amounts for monthly gifts 





Why it works

42

Strategy 

Tips to improve a monthly giving program: pop-ups  

• Use a pop-up box on your 

donation form to invite donors 

to consider monthly giving 

• In one study, pop-ups 

increased recurring giving 

64% (and didn’t reduce 1-time 

gifts!) 

@rachelmuir   www.rachelmuir.com



Drove 64% 

increase in 

recurring gifts 

Sample pop-ups inviting you to convert to monthly gift



In one study, 75% of canceled payments 
got zero follow up

Have a system to prevent & recover lapsed cards 

Review monthly 

credit card 

expiration dates! 



STEWARDSHIP



1. Welcome call
2. Certificate
3. Welcome kit
4. Behind-the-scenes video
5. Client testimonial video
6. Handwritten note
7. Special update
8. Birthday card
9. Anniversary card
10.Photo with note on back
11.Video email
12.Inexpensive gift 

(bookmark, notecards, 
sticker, etc.)

Stewardship Ideas

Do NOT send the SAME 
thank you every month!!! @rachelmuir   



Why it works

• EFT relies on bank account 

information, which stays open 

16 years (credit cards = 9 mo)
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Strategy 

• Offer EFT as default  

• When upgrading/updating info, 

try to convert donors to EFT

Tips to improve your monthly giving program: EFT 

• Only 33% of orgs accept EFT 

payment  

• Adding EFT doesn't decrease 

conversion and can boost 

lifetime value of donor 55%



Offer giving through EFT Electronic Funds Transfer 

EFT retention 

is 98% 



How do you make it fun?    

HOW TO UPGRADE 



10-30% will 

upgrade

Source: Harvey McKinnon, How to Create Lifelong Donors Through Monthly Giving  



Donor Motivations for Upgrading 

You asked

They came in at lower level than their capacity

They’re happy with how you are using their donations

They appreciate your stewardship 

The need is growing (or there’s a benefit to increasing) 



EXAMPLES OF 
MONTHLY GIVING 

ASKS



Rachel’s edit p.1:  
Your gift says: I see you.  You’re cared for.  
You matter.
Or: Every gift you make says:  I see you.  You 
will be cared for because you matter.  



@rachelmuir   www.rachelmuir.com
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Want coaching with Rachel each month?

LeagueofExtraordinaryFundraisers.com



THANK YOU!  

www.rachelmuir.com Rachel@rachelmuir.com



Donation Forms | Event Registration 
Text Fundraising | Peer-to-Peer | Auctions

Please type your questions in the Questions Box!
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contactus@qgiv.com | 888-855-9595

www.qgiv.com

FOR MORE INFORMATION ON QGIV

FOR MORE INFORMATION ON RACHEL

Rachel@rachelmuir.com | www.rachelmuir.com

Twitter: @rachelmuir | Facebook: facebook.com/rachelmuirfundraising

Today’s goodies: rachelmuir.com/handouts

Want more help from Rachel? Check out…

LeagueofExtraordinaryFundraisers.com

mailto:contactus@qgiv.com
http://www.qgiv.com/
mailto:Rachel@rachelmuir.com

