


SAM LAPRADE, CFRE 

✓ 30+ years of fundraising experience, $25M+ Raised 

✓ Specialize in donor database analytics and stewardship 

✓ Radio Host, ‘An Hour to Give’ 1310 NEWS & News 95.7

✓ International speaker on philanthropy 

✓ Columnist, ’Philanthropy in Ottawa’, OBJ





#1 

Write a “power of one” story.

Share it.  









#2 

Write a ”numbers” story. 







#3 

Ask someone who is 

impacted to write their story.

Share it . 



#4 

Encourage donors to 

share their stories 

about the work you do. 



#5 

Avoid jargon, acronym and 

insider language.

Be open.  



OPERATIONS



#6 

Enhance your Canada Helps page. 





#7 

Add a monthly giving option to 

your Canada Helps form. 





#8 

Review your tax receipt process.

Quicker receipt equals more gifts.  



#9 

Ensure your Audited 

Financial Statements are 

available easily online. 



#10 

Review your key documents 

to ensure donors are 

receiving clear messages. 



Communications Plan

Stewardship Plan 

Fundraising Plan 

Case for Support

Strategic Plan



METRICS 



#11 

Review your donor list for 

lapsing donors. 



#12 
What is your average gift? 

How much are you asking 

for in your appeals? 



#13 

Who are your most loyal, 

consecutive donors? 

Thank them. 



#14 

How many donors give you a 

second gift? 

Check this metric quarterly. 



#15

How many donors 

are you losing? 

Reactivate program. 





#16 

Include a handwritten 

note on 25, 50 or 100 

annual appeal letters. 



#17

Develop a Giving Tuesday 

Campaign. 





#18 

Inspire donors with a 

matching gift! 



#19

Match your donor thank you 

letter to your appeal. 



#20

Surprise your donors. 

Include a photo. 









#21 

Develop a monthly 

giving program. Start small. 



#22 

Review credit card expiry 

dates and contact 

donors in advance. 



#23 
Appeal to donors who have give 

2+ times a year.  

Engage them in monthly 

donations! 



#24 

If you have a monthly giving 

program, ask for a gift 

upgrade of 10%. 



#25 

Tell them how their gift has 

impacted your mission.

Phone. Email.  





#26 

Create a content calendar of 

impact until December 31. 



#27 

Prepare a digital campaign.

Start small. 



#28 

Integrate your social media 

into the digital campaign. 



#29 

Segment your donors. 

Test A and B. 



#30  

Engage key influencers.



FUNDRAISING IS A TEAM SPORT 



#31 

Ask your Board Members to 

introduce your organization 

to their network.  



STEWARD DONORS TRAIN IN 
FUNDRAISING 

AMBASSADOR ROLE 

NETWORK IN THE 
COMMUNITY 

CONNECT TO THE 
CAUSE 

ENGAGE WITH BOARD 
PEERS AND STAFF

Take a 

STANCE! 



#32 

Ask volunteers to call 5 

donors to thank them for 

their gift. 



#33
Feature your Board of Directors 

on your website.

Include a quote about 

why they are passionate 

about your mission.  



#34 

Ask frontline staff / program 

team members to write 

thank you notes. 



#35 
Organize a ‘thank–a–thon’ 

calling day for your 

volunteers and Board. 

Two weeks before your 

appeal. 





#36 

Ask donors to participate in a 

donor survey. 





#37 

Develop a gratitude report. 



#38 

Craft a welcome letter / 

email for new donors. 



#39 

Create a thank you video!

PS The more grassroots the better.  



#40 

Celebrate with your donors. 

Share good news with them.





#41 

Use ‘YOU’ more than “WE”! 





#42 

Do not be shy to ask!

Many times. 

Many, many times.  



#43 

Use a postscript. 

PS This is the most read part of the letter. 



#44

Use underline and BOLD in 

your letters.  



#45 

Ask for a specific 

amount of money. 





#46

Inspire your donors with  

Legacy Giving message on 

your website / newsletter. 



WAYS TO 
GIVE 



#47 

Explore a grants / 

foundations database. 



#48 

Be creative about your 

virtual events. 



#49 

Develop a peer to peer 

campaign. 

100 people. 



#50 

Develop a vendor 

philanthropic statement. 





#51 

Share your story with 

mainstream media.

Be creative!  



#52 

Ask a media personality / 

celebrity to be an 

ambassador to your 

organization. 



#53

Write a powerful, emotional 

op-ed piece.



#54 

Showcase your expertise in 

your field with media.  





#55

Share your media 

opportunity with your 

stakeholders! 





INSPIRING RESOURCES 



#56 

Read Jeff Brooks’ blog on 

donor communications. 





#57

Follow Julia Campbell on 

social media. 





#58 

Read Penelope Burk’s book 

Donor-Centered Fundraising.  





#59

Visit the Case Writers. 





#60

Read “11 Questions Donors Ask” 

by Harvey McKinnon. 





PERFECT IS THE ENEMY OF THE GOOD. 



DO YOU HAVE ANY QUESTIONS? 



SAM LAPRADE, CFRE 

GRYPHONFUNDRAISING.COM

613-875-1971

SAMLAPRADE@GMAIL.COM Hi I’m 
Beesly! 

mailto:samlaprade@GMAIL.com

