
Let’s Set
the Table

Prepare a multi-channel donor campaign around
Give Where You Live



The Giving Day Myth
Many nonprofits think giving days are all about:

Social media posts and Instagram followers
Posting content and hoping people see it

But so much more
is possible!

Prepare a multi-channel donor campaign around Give Where You Live



The Secret Ingredients
for your Give Where You Live success

Prep your

multi-channel

coordination

Mix in

matching

funds

Start with a

super simple

fundraising

offer



Secret Ingredient #1
A clear, simple “fundraising offer” is what separates your giving

day from every other organization



The people, place, or cause your

organization helps

BENEFICIARY

The service your organization

provides that solves the problem

SOLUTION

The negative situation your

beneficiary is facing

PROBLEM

The change made possible by

the donor’s gift

VALUE

The date the donor’s gift is

needed by and why

DEADLINE

Five Main
Ingredients

of a
Fundraising

Offer



There is a horse (beneficiary) who is sick (problem), will

you provide medicine (solution) so that the horse is cured

(value) by Monday, when Equestrian camp starts

(deadline)?

The Sentence at the Center

This sentence can be

clunky – it's for YOUR

planning and doesn’t

need to actually appear

in your fundraising (as

long as the intent is clear

in your fundraising)



$75 provides two nights of safety for a

homeless family

Secret Ingredient #1 - A
Super Simple Offer

Giving Day Examples

$35 provides one hour of tutoring for a

struggling student

$200 provides emergency vet service for

our animals

$500 provides a scholarship for one week

of camp



•In all of your emails

•On your website + donation pages

•In your social media posts

•In your direct mail (if you use direct mail)

•When you’re talking to donors on the phone

Remember: Repetition is your friend – when people see the same

message multiple times, they believe it's important

Use the Same Offer Everywhere



Secret Ingredient #2
Matching Funds Are Giving Day Magic

The Psychology: Donors love to see their impact doubled – who
doesn’t like a discount on their giving?

The Challenge: Where do you get matching funds?



At least 25% of expected

giving day total (Aim for 50%

if possible)

S T E P  1 :  S E T  A
G O A L

Talk to major donors about

contributing to your Give

Where You Live Matching

Fund

S T E P  2 :  M A K E  T H E
A S K

Solution:
Create a

Give Where
You Live
Matching

Fund



“We're asking a small group of donors to help us create a

Matching Fund for Give Where You Live. Your gift to this

fund will be used to match other donors' gifts dollar-for-

dollar. When other donors see that their gift will be doubled,

they're much more likely to give, which means we'll raise

twice as much money for our programs and services.”

Give Where You Live Matching
Fund Language:



Could Board members pool personal

funds for a match challenge?

Board Engagement



Secret Ingredient #3
Multi-Channel Magic



Use multiple channels working together!

•Email

•Website

•Direct Mail

•Phone Calls

•Social Media

Remember: Talk about the matching funds EVERYWHERE!

The Strategy



Email drives Results
11/6 @ 9:00 a.m. - Early Giving Begins!

12/3 @ 4:00 p.m. - Tomorrow is Give Where You Live

12/4 @ 8:00 a.m. - Give Where You Live has Begun!

12/4 @ 12:00 p.m. - Take a Break and Donate!

12/4 @ 5:00 p.m. - Evening push

12/4 @ 9:00 p.m. - Final 3 hours!

12/5 @ 9:00 a.m. - If you missed Give Where You

Live, you can still make a gift...”

Example Email Schedule





Subject Lines that
Work

don’t put this off until tomorrow... (intentionally

lower case)

Open this today!

Final Hours!!! Double your gift by midnight

? Did you hear about Give Where You Live?

(extra ? mark intentional)



Website Strategy
BEST: Full homepage takeover dedicated to giving

day + match

GOOD: Pop-up window with:

Giving day message

Match information

“Give Now” button

Visitors must immediately know it’s a special day



Direct Mail
Strategy

Option 1: “Alert: Give Where You Live is coming”

postcard (include a QR code to your GWYL

Profile Page

Option 2: “Early bird: Give now and get

matched!” letter (arrives before GWYL with call

to action and ways to give)





Phone Outreach Strategy
Targeted Calls to top donors:

Volunteers or board members can make calls

Not asking for money - just giving a heads up

Script: “Today’s Give Where You Live, your

gift will double, and I thought you’d want to

know.”

When donors feel special, they give

generously!



Building Momentum
Share stories throughout the day

Post countdown updates

Celebrate real-time progress

Social Media
Strategy



•Schedule posts regularly - not every post should be an ask

•Share visuals for enhanced engagement - photos, videos, live

streams, etc...

•Consider paid promotional “Boosts” - expand your reach

through targeted posts

•Create a Facebook Event - save the date, Giving Destination

•Start a live stream and broadcast your giving day activities in

real time

Facebook Strategies



•Share personal stories - your beneficiaries, your donors, your

volunteers & staff

•Highlight events as they happen - use your Stories

•Posts could feature a countdown to the end of Give Where

You Live

•Create a challenge or contest

•Be sure to update the link in your bio to your GWYL Profile

Page

Instagram Strategies



Before Give Where
You Live

Swap out your cover photos and profile photos

with the Recipe for Success Graphics

Ramp up posts as you get closer to

GWYL/during early giving (prizes!)

Share your GWYL goals with your followers

Include clear calls to action for your supports

(and include the link to your Profile Page!)



Rally Your Ambassadors
Reach out to existing supporters to see who is willing to:

Share your social media posts

Write a testimonial or review

Volunteer their skills

Share their own images



Stagger communications for

maximum impact

T I M I N G
C O O R D I N A T I O N

Same offer across every channel

C O N S I S T E N T
M E S S A G I N G

Bold headlines, short

paragraphs, clear calls to action

D E S I G N
E V E R Y T H I N G  F O R
S C A N N I N G

Making it all Work Together



After Give Where You Live
Thank promptly - within 48 hours

Report impact - share impact stories with

your donors

Engage your newest donors - do you have a

welcome series?

Keep momentum - these are your most

primed donors for monthly giving, or any

upcoming campaigns!



Maximizing your Data
Who increased their giving from year to year?
Who was new to your organization?
Did any donors help you win a prize?
Before GWYL - go through that past data to help inform
your overall strategy!



Six Week
Implementation
Checklist
October 20-31: Secure matching funds, craft a simple offer,

prepare direct mail (if using)

October 31-November 9: Create email sequences, plan

website takeover

November 10-23: Send direct mail (if using), recruit phone

volunteers, post about Early Giving

November 24-December 3: Social media plan, final

preparations

December 4: Run your Give Where You Live campaign

December 5-6: Thank and prepare your impact report



Thank you!


