
With Rebecca Alfred, Fundraising Specialist

How To: Turn Event 
Attendees into 
Long Term Donors



Have you spent way too long 
planning a fundraising event for 
your organization? 



Have you ever wondered if your 
fundraiser helped your 
organization in the long run? 
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Imagine this experience for your 
organization. 



Imagine this experience for your 
organization. 



Imagine this experience for your 
organization. 



War Child surpassed their fundraising 
goals despite the past few years. 



They identified the marketing channels 
that brought supporters to their events.



They added strategic upsells to raise 
20% more.



They found the hidden high potential 
donors sitting right in Raiser’s Edge.





Here’s where we’re going.

Know where your supporters are coming from.

Give them opportunities to give.

Focus on the highest value first.
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Get your copy!

Get ready for...

● An introduction to strategic 
donation upselling

● A deep dive into each fundraising 
driver with actionable steps to raise 
more at your next event

● A one-pager for your board that 
summarizes the report 

bit.ly/46Y3aes





Hi, we’re Trellis.
Your all-in-one event fundraising platform.

Rebecca Alfred (she / her)

Fundraising Specialist 
rebecca@trellis.org

Syilx Nation

Justin Goodhew (he / him)

justin@trellis.org 
Paul Pettipiece (he / him)

paul.pettipiece@trellis.org 

mailto:rebecca@trellis.org
mailto:justin@trellis.org
mailto:paul.pettipiece@trellis.org


First up. 

Know where your supporters are coming from.

Give them opportunities to give.

Focus on the highest value first.
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Use marketing insights to identify which 
channels are driving the most supporters. 



Are you familiar with affiliate 
marketing links?
 



Once you’ve identified where your 
supporters are coming from, focus on 
your best channels first.



Next up. 

Know where your supporters are coming from.

Give them opportunities to give.

Focus on the highest value first.
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Would you like to raise more for 
your organization? 





































How many of you know the value 
of a long-term donor to your 
organization? 



Nurturing your Donors Effectively 

- Focus on Personalization
- Create Consistent and Relevant Communication
- Utilize Multiple Channels
- Share Exciting Updates and Progress Reports
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Get your copy!

Get ready for...
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Which one are you?

Already running an event?
Download our guide so you can raise more

You’ve got an event coming up soon?
Connect with Trellis

Curious how to implement these tactics?
Connect with Trellis 



Questions? 

Rebecca Alfred
rebecca@trellis.org

Sign up for a demo at

trellis.org   

bit.ly/46Y3aes

mailto:rebecca@trellis.org

