
November 7, 2024

How to 
Encourage 
Recurring Giving
Tiara Stephan, Product Marketing 
Coordinator, Qgiv by Bloomerang



 

+ Share your highlights and takeaways with the 
#qgivwebinar hashtag, and make sure you follow 
@Qgiv!

+ Feel free to ask questions! Use the Q&A option to 
ask questions and the chat option for general 
discussion: we’ll answer all questions in a Q&A 
portion at the end of the presentation.

+ We’re recording this webinar! We’ll send you a 
copy after the webinar is complete.



 

Meet the Speaker

Tiara Stephan, 
Product Marketing Coordinator

+ With Qgiv by Bloomerang for 3 years!

+ I love researching fundraising best practices and 
helping nonprofits level up their fundraising game.

+ You can often find me at a concert, watching 
movies, playing trivia, or hanging out with my dog!



What Are We 
Covering 
Today?
Thursday, November 7

We’ll take a look at how to: 

+ Increase recurring gifts

+ Encourage donors to upgrade their 
one-time gifts

+ Build awareness of recurring giving 
options 

+ Optimize donation pages and 
donation forms 

+ Build loyalty and inspire advocacy 



Why Focus on 
Recurring Giving?



+ Recurring donors give more

#1: Recurring Donors 
Give More

$31
Average monthly recurring 

donation (that’s $372 per year!)

Recurring donors give

5.4x
more than one-time donors over 

their lifetime

Recurring donors give 

42%
more money than one-time donors 

in a year

+ Recurring donors have a higher 
lifetime value

+ Recurring donors have a higher 
ROI

+ The acquisition cost of 
recurring donors is lower than 
one-time donors, and they give 
more during a year.

+ Acquiring one recurring donor 
is more cost-effective than 
acquiring a one-time donor.



Recurring donors give to your 
organization often, so it’s 
important for them to stay 
up-to-date. 

Encourage donors to stay involved 
with updates on the great work 
your organization is doing.

#2: Recurring 
Donors Stay Longer

10-14%
Of recurring donors register for 

events and participate in 
peer-to-peer fundraisers

90%
Average retention rate for monthly 

donors after one year

2x
Recurring donors are two times 

more likely to support a nonprofit 
beyond one year



Donors prefer recurring giving 
because it’s more convenient for 
donors than a one-time gift. 

A large, one-time donation places 
more burden on donors. Break up 
that large donation into smaller 
gifts to make it easier for donors 
to initiate a gift.

#3: Donors Prefer 
Recurring Giving

Small Gifts
Multiple small gifts give donors 
more satisfaction than a large, 

one-time donation

$25
is more attainable to donors than 

giving $300 one time

The number of recurring donors 
increased by

127%
from 2018 to 2022



 

The Donor Journey

Awareness Consideration Decision Loyalty/Advocacy

Ads, emails, blog 
posts, press 
releases, social 
media, etc.

3rd party sites like 
Charity Navigator, 
website pages like 
the About Us page 
or pages dedicated 
to describing your 
cause, etc.

Website pages, 
donation pages

Receipts, thank-you 
pages, thank-you 
emails, additional 
ask emails, donation 
page, etc.



Add Recurring Giving to 
Donation Pages and Forms



Add recurring gifts to your donation forms so 

donors have an easy way to make a recurring 

gift. 

Eliminate donor friction by:

+ Adding multiple recurring giving options 

including custom and pre-set giving plans

+ Providing multiple giving frequencies

+ Allowing donors to set start and end dates

Add Recurring Gifts to 
Donation Forms



Use Subtle Reminders 
on Your Donation 
Forms

Encourage donors to upgrade their 
one-time gift to a recurring gift on 
your donation forms with subtle 
reminders.

Recurring upgrade features:

+ Highlight recurring options on 
your donation form

+ Use callouts to encourage 
upgrades

+ Use prompts as a final ask



There are a multitude of design elements 

you can use on your donation page to 

encourage donors to make a recurring gift.

+ Create a banner image

+ Add an impact statement for recurring 

gifts

+ Eliminate distractions and choices

Show Recurring Gift 
Options on Donation 
Pages



Donation Page 
Example + Recurring gifts added

+ Subtle callouts and reminders 

added to their donation form

+ Matching gifts included at the 

top of the page.

+ Thermometer to show off 

fundraising progress

+ Social widgets used so donors 

can see social posts and visit 

the org’s social pages



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

Add Recurring Giving with 
Qgiv’s Donation Forms

+ Recurring tab

+ Subtle reminder to upgrade

+ Recurring prompt

+ Images and text on donation amounts

+ Giving plans

+ Start and end dates

+ Custom donation pages

+ Multistep forms

+ Multiple giving frequencies



How to Build Awareness of 
Recurring Giving Options



Craft specific messaging in email, social 

media, direct mail, and other appeals to 

encourage donors to make a recurring gift.

1. Mention recurring as an option in 

year-end giving and GivingTuesday 

appeals

2. Send dedicated appeals asking for 

recurring gifts

3. Create “giving plans” with impact 

statements

Send Dedicated Appeals



Explaining the impact of a recurring gift 

increases the likelihood that donors will 

choose to give a recurring gift to your 

organization.

+ Use text to describe how donors will make 

a greater impact

+ Use images and videos to show the impact

+ Explain to donors what can be 

accomplished with a recurring gift

Show Donors the Impact 
of a Recurring Gift



Encourage donors to make a recurring gift by 

making them feel special! Since these donors 

will be giving on a frequent basis, it’s best to:

+ Segment your communications to recurring 

donors

+ Use special language in appeals

+ Create an exclusive group

+ Offer extra incentives

Offer Incentives for 
Recurring Donors



Helping Up Heroes by Helping Up Mission

+ Impactful statement and image

+ Breakdown of the impact for each 

monthly donation amount

+ Created an exclusive group, “Helping 

Up Heroes”

+ Special language in appeal CTA: “I want 

to be a hero”

Recurring Donation 
Appeal Example



Create specialized content that goes 
exclusively to different donors.

+ Pull lists of new and recurring donors. 

+ Use a CRM integration or email integration 
to target donors.

+ Mention their support and how it has 
impacted your organization in future 
appeals.

+ Thank them and send them regular 
updates.

Build Awareness for 
Recurring Giving with 
Qgiv



Build Loyalty and Inspire 
Advocacy



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

The Donor Journey

Awareness Consideration Decision Loyalty/Advocacy



During Your Year-End 
Campaign



Customize a confirmation page that continues your 

story and thanks your donor!

+ Set up a specific thank-you page for your year-end 

campaign with your impact statement.

+ Add a personalized video.

+ Let them know to expect a thank-you email.

+ Add social sharing so donors can easily share their 

donation (and your mission!).

+ Include a donation verification and your nonprofit’s 

tax information.

Donation Confirmation 
Page



Create specific year-end receipts with 

special language for donors!

+ Make it personal with a personalized 

salutation.

+ Include a sincere thank-you message.

+ Be sure to personalize messages for 

one-time and recurring donors.

+ Include an impact statement and video 

(if you have one).

+ Tell donors how to stay involved.

Donation Receipts



Use the receipting tool to create 
receipts that will knock their socks off.

+ Create special receipts for recurring 
donors.

+ Add conditional content that makes 
donors feel special.

+ Add photos and links that show 
donors their impact.

+ Update periodically so they don’t get 
stale.

Custom Receipts



Follow up with additional thank-you 
messages.

+ Post a quick update on your year-end 
campaign through social media. Include 
a picture or video, and link back to 
your form.

+ Give donors a quick call to show your 
appreciation.

+ Send a text message.

+ Mail donors a handwritten note or a 
thank-you gift.

Other Ways to Thank 
Donors



After Your Year-End Campaign



Provide an update to donors after your 
year-end campaign ends. Let donors know 
how much you raised, if you met your 
goal, and how the funds will be used.

+ Utilize emails, letters, phone calls, text 
message, and social media.

+ Provide ways for donors to stay 
involved.

+ Segment communications to different 
types of donors when possible.

Update Donors on Your 
Post-Campaign Progress



Keep recurring donors updated on how 
their donation is making an impact by 
segmenting your communication.

+ Send sustaining donors periodic emails 
telling them what they’re achieving.

+ Post updates on your organization 
through social media.

+ Periodically ask sustaining donors to 
upgrade their gift amount.

+ Build an outreach plan for lapsed 
donors or canceled credit cards.

Send Recurring Donors 
Updates Year-Round

47%
Of nonprofits never attempt to 
retain a recurring donor after a 

credit card was canceled!



How to Raise Even More



Use Text Fundraising
It’s easy for donors to set up a 
recurring gift via text!

+ Set your keyword for your 
donation form.

+ Donors text the shortcode and 
indicate how much they want 
to give.

+ They land on a shortened 
version of your donation form 
that includes your recurring 
options!



Use Peer-to-Peer 
Fundraising Donors can make recurring 

gifts during a peer-to-peer 
campaign, too! This is a great 
option for:

+ Giving Tuesday campaigns
+ Racing events
+ Board campaigns
+ DIY Fundraising events
+ Anything really ☺ 





 

Have Questions?

Qgiv customers email:
support@qgiv.com

Interested in using Qgiv?
Request a demo through 
qgiv.com/demo-request

Have questions about best practices?
Visit qgiv.com/blog

mailto:support@qgiv.com
http://qgiv.com/demo-request
http://qgiv.com/blog


Questions?



 

Thank You


