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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

Giving Tuesday ⟶ Donor Growth

Retention Strategies

Mapping Giving Tuesday Into Year-Round Strategy

Q&A

Interview with Jonathan Lerner from RAPS



What happens after
Giving Tuesday matters



Giving Tuesday is the single biggest donor
acquisition event in the world. 

Last year, $3.6 billion was given in the U.S.,
and in Canada, more than $50 million was
raised in just 24 hours. 



20–30% of first-time donors will give again. 

With a retention plan, that jumps to 43%.



Without Follow-up:
20–30 Repeat
Donations

With Follow-up:
40–45 Repeat
Donations



Giving Tuesday is a
Launchpad for Donor

Growth



Segmentation 
STEP 1 AFTER GIVING TUESDAY 



The Four Giving
Tuesday Personas

1. First time

2. Returning

3. Increased Gift

4. Engaged non-giver

STEP 1 AFTER GIVING TUESDAY 



Personalization
STEP 2 AFTER GIVING TUESDAY



Donor retention rates jump 10–15% when
follow-up is personalized instead of generic.



Personalization
STEP 2 AFTER GIVING TUESDAY

First time = Welcome

Returning = Reward

Lapsed = Reassurance

Engaged non-donors = Invitation





Define the next action
- an invitation

STEP 3 AFTER GIVING TUESDAY
Content download

Social media follow

Attend an event

Next gift (December appeal)





Quick Poll 📊

After Giving Tuesday, which 'next action'
do you prioritize for your first-time donors? 

A follow-up ask for a second, small gift within 30 days
An invitation to convert their gift into a sustained monthly donation
A survey/invitation to a non-monetary touchpoint (e.g., volunteer sign-up,
virtual tour)
A detailed, multi-channel Impact Report showing where the money went.



Retention Strategies



The average first-time donor retention
rate is under 25%. That means three out
of four people who gave on Giving Tuesday
may never give again.



Phase 1: The Golden
Window (Days 0–30)

Go beyond the receipt

Celebrate the gift

Speak to the impact

The Second Ask

RETENTION STRATEGIES



Focus What to send Action items

Gratitude and Proof
(Days 0-7)

The immediate thank you
Send a personalized email (not
just a receipt!) within 24 hours.

Visual Impact
Send a image or testimonial

(within 72 hours) showing
impact of their donation.

The Next Chapter 
(Days 8-30)

The Story of Progress
Share how the collective
Giving Tuesday funds are

moving the needle.

The Second Ask
Segment and make a second,
soft ask before the end of the

month.





Research shows that donors who make a
second gift within 30 days are twice as
likely to become long-term supporters.



Phase 2: Building the
Habit (Days 31–60) 

RETENTION STRATEGIES
Identity-based framing

Show Social Proof

Bridge to Year-End

Community member



Focus What to send Action items

Community & Identity Monthly Giving Invitation
Position the donor as someone

who already gives and ask
them to formalize it.

Social Proof Donor Validation
Show them they aren't alone.
People like to act in line with

their peers.

Year-End Bridge Continuation Ask
Frame the final year-end

appeal as the continuation of
their Giving Tuesday support.





Phase 3: Long-Term
Close (Days 61–90)

RETENTION STRATEGIES
Close the loop

Collective results

Impact Summary

Future connection



Focus What to send Action items

Collective Results Impact Report/Roundup
Share the final, big-picture

results from the entire Nov/Dec
giving season.

Tax & Admin Giving Summary
Send any necessary tax or

giving summaries. This adds
tangible value.

Future Connection Next Invitation
Invite them to their next non-

monetary touchpoint.





Interview with RAPS









Quick Poll 📊

What is the single biggest barrier to
turning your Giving Tuesday donors into

year-round supporters?
Lack of a clear plan or strategy for the next 90 days
Limited time/tools to personalize follow-up messages
Difficulty converting the one-time gift into a monthly recurring gift
Donors "go silent" after year-end and stop responding to communications



Mapping Giving Tuesday
Into Year-Round Strategy



Why GT Donors are
different

Acqusition leader

They are stickier

They Seek Consistency

The Compounding Value

A YEAR ROUND STRATEGY



Phase Time Period Strategic Goal

The Pivot to Monthly January - February
Goal: Stability. 

The final phase of your 90-day plan converts their initial
commitment into a multi-year recurring gift.

The Cross-Channel
Integration

Spring (Mar - May)
Goal: Deepen Investment. 

Invite them into non-monetary activities. This proves you
value their partnership, not just their wallet.

The Annual Impact
Check

Summer (June - Aug)

Goal: Prove Trust. 
Send your Mid-Year Impact Report. This is the long-term
loop closure, demonstrating how their GT gift and other

funds fueled your mission.

The Anniversary Return October- November

Goal: Re-Acquisition. 
A month before the next GT, send a highly personalized
Anniversary Message. Remind them of their 2025 gift's

impact, making the return feel like a celebration.



Next Steps



Book a demo

Book a demo



If you remember
anything from today

Segment & Personalize

Plan the First 90 Days

Prioritize Monthly Conversion

Map the Full Year

Automate for Consistency

TAKEAWAYS




