MIXTE TIPS

Year-end fundraising guide
Believe it or not, another year has passed and the end-of-year giving season is
here! Mixte is here to help. We’ve put together our top tips to consider for yearend giving and have compiled a list of resources and tools to help you along the
way. Check out these tips for year-end giving:
Tip #1 – Capitalize on the last 3 days of the year
Nonprofit organizations receive a whopping 50% of their annual donations during
the last three months of the year (October, November, and December). December
alone accounts for ⅓ of all nonprofit spending. 12% of all annual donations occur
during the final three days of the year (December 29, 30, and 31). Emails on these
days should be a must for all doing appeals, so plan a few emails to go out at the
end of this week.
As a starting point, aim for three emails around the last three days of December.
On December 29, send an email counting down the days left to make a taxdeductible gift (e.g. “3 days left to make your 2021 tax-deductible donation!”).
On December 30 & 31, send out an additional email each day. These are your
urgent last-minute reminders for supporters to make their donations. To ramp up
the sense of urgency, you can even include a graphic or GIF that counts down the
remaining time to make a contribution.
Source: 5 Quick Strategies That Will Power Your Year-End Campaign Through the
Finish Line
Tip #2 – Emphasize any matching campaigns
If there’s one thing donors like more than making an impact, it’s the ability to
double it. Now’s the time to promote your donation matching campaigns at full
throttle. Announce them in your email campaigns and on social media.
If you don’t have any matching campaigns in the works, consider bringing your
team together to brainstorm any last-minute sponsorship options. Think about
whether you have any corporate partners or large donors who might be willing to
sponsor a donation match during the final days of December.
Source: 5 Quick Strategies That Will Power Your Year-End Campaign Through the
Finish Line

Tip #3 – Pump up the personalization
Personalization matters for donor retention. You know your donors, whether
you’ve gone through the process of creating donor personas or are leaning on
your personal experiences. You know what they care about and the different
camps that separate them. Use that knowledge to create
personalized fundraising messages that will resonate with these specific groups,
rather than leaning on tired messaging from past years.
Incorporate elements like using the donor’s name within email messages if you
have the capability to or experimenting with a more personal approach to emails
altogether, like plain text emails. If you can segment emails to donors, separating
folks by things like their interests and the impact statistics and stories they’re
most likely to care about or their giving history and whether they’ve given before
or not, do that as well.
Source: Year-End Giving in 2021: 3 Ways to Adjust Your Strategy
Tip #4 – Keep the focus on impact
This is no new phenomenon, but donors will always care about what their gift can
accomplish. Why should they care about your mission? What are you doing to
solve the problem that your organization is centered around? How are you going
about making change despite this year’s challenges?
Clear and concise answers to these ever-present questions can help to tip the
scales in your favor. Working in new stories to demonstrate your impact and put a
face on your work goes a long way within fundraising content. Tell them why they
should get emotionally invested and show them who their gift is supporting.
Source: Year-End Giving in 2021: 3 Ways to Adjust Your Strategy
Additional tools & resources:
Year-End Giving: The Step-by-Step Guide for Nonprofits
The Ultimate Year-End Giving Timeline
The 3-Month Giving Tuesday Checklist for Nonprofits
12 Giving Tuesday Templates: Email, Social Media, and Text
What 2020 year-end fundraising can tell us about 2021
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