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Who are we

Raisely
Raisely is a free fundraising platform that lets
nonprofits create donation pages, peer-to-peer
campaigns, events and more to drive higher support

Keela is a nonprofit CRM that automates donor engagement,
tracks giving history and provides AI-driven insights to
improve fundraising and donor retention

Keela



What we're
covering today

Lessons from Black Friday

What Makes a GivingTuesday Campaign Convert

A Donor Journey Built to Acquire

Strategic Phases That Drive Acquisition

What’s Next

Tools and Templates to Launch Fast



GivingTuesday is your
Black Friday



Anticipate, Convert, Follow Through

LESSONS FROM BLACK FRIDAY: 

$10.8 billion online in 2024 (US)

$11.5 billion on Shopify in 2024 (CA)

$3.6 billion in 2024 (US)

$50 million in 2024 (Canada)

Black Friday GivingTuesday

87.3 million shopped online (globally) 18.5 million donated $$$ (globally)



50–70% of traffic = mobile  

Mobile-optimized donation pages
raise up to 126% more



💡 Donors are more likely to give on 
GivingTuesday than on any other day of the year

*GivingTuesday Data Commons



What Makes a Campaign
Convert



Research shows people decide in under 7
seconds whether they’ll even stay on a
donation page.



The 5 Key Elements of
High-Converting
Campaigns

1. Lead with emotion

2. Design for mobile

3. Keep it short

4. Make it feel real

5. Reduce friction

GIVINGTUESDAY CAMPAIGNS: 



1. Lead with emotion
GIVINGTUESDAY CAMPAIGNS: 



2. Design for mobile
GIVINGTUESDAY CAMPAIGNS: 

Optimizing for mobile could increase
donations by up to 126%.



3. Keep it short
GIVINGTUESDAY CAMPAIGNS: 

2–4 simple screens instead of one
long form — have been shown to
improve completion by 75%



4. Make it feel real
GIVINGTUESDAY CAMPAIGNS: 



5. Reduce friction
GIVINGTUESDAY CAMPAIGNS: 



A successful campaign is one that earns
attention quickly, keeps things simple,
and makes donors feel good about their

gift.



Quick Poll 📊

 What’s your biggest barrier to running a
GivingTuesday campaign?

1.Competing priorities at year-end
2.Limited staff or budget to execute
3.Not knowing where to start or what works
4.Creating a donation page that actually converts



The Donor Journey



20–30% of first-time donors give again
without follow-up — 

those who receive multiple touches before
and after giving are 43% more likely to
give again.



a first-time
GivingTuesday donor

MEET ALEX...



TEASER EMAIL



CAMPAIGN



DONATION



THANK YOU



FOLLOW UP



DECEMBER INVITE



Why it works Starts emotionally 

Builds trust quickly

Reduces friction

Delivers value instantly

First gift to future engagement

DONOR JOURNEY:



Three Phases that Drive
Acquisition



Build Anticipation Impact stories + countdowns

Tease your match or goal

Send early access emails

Tailor your messaging 

PHASE ONE:

November 1- 30



New donors

Clarity, emotional
appeal, and a simple

path to give

Returning Donors

Loyalty messaging and
early access

Lapsed donors

Reminder of past
impact to re-engage

TAILORED MESSAGING:



Convert on the Day Mobile-first campaign page

Donation amounts to impact

Multiple touchpoints

Use urgency

Show what’s next

PHASE TWO:

December 2



Campaigns that use match incentives,
timely updates, and recurring
prompts raise up to 3.7x more.



Build Momentum
After the Gift

Send a thank-you message

Share an impact update

Invite to appeal or regular donor

Frame next steps

PHASE THREE:

December 3-31





Quick Poll 📊

 What have your past challenges been
with GivingTuesday donors?

1.Acquiring enough first-time donors
2.Converting interest into actual donations
3.Following up quickly and effectively
4.Turning one-time givers into repeat supporters



Tools and Templates









Book a demo

Book a demo



Next Steps



If you remember
anything from today

Three campaign phases

Optimize for mobile

Guide the donor journey

Use segmentation

Use the right tools 

TAKEAWAYS





PREVIEW


