
THE 6 BUILDING BLOCKS
OF A SUCCESSFUL 
ANNUAL FUNDRAISING PLAN

How your organization can create a successful annual plan that
motivates engagement, long-term loyalty and increases giving! 
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It’s almost impossible to achieve your annual fundraising goals 

without a well-thought-out and comprehensive plan. Although 

that may seem obvious, plotting your annual fundraising course 

can too easily fall to the wayside amidst the busy schedule of 

running a nonprofit. Neglecting this important task can leave your 

organization struggling to meet its goals. It’s like driving cross-

country without a map: there’s little chance you’ll end up where 

you want to be.       

Reap the fundraising rewards year-round by taking the time 

now to plan ahead. If you predetermine everything your 

nonprofit will do in the coming months–your overall goals for 

the year, fundraising events you’ll hold, and the strategies you’ll 

implement–you’ll be setting yourself up for maximum success.

Locking in campaign and execution details early allows you to 

anticipate future needs, set budgets for campaigns and events 

and even create a plan B in case something doesn’t turn out as 

expected. Yes, it can feel daunting when the success of your 

mission relies on the effectiveness of your fundraising plan. But 

have no fear: our guide is here to ensure a smooth ride on the 

path to your fundraising success!

Read on to discover the 6 building blocks that will become the 

cornerstone of your annual plan, save you time and help you 

bring in more donations than ever before. 

LET’S GET STARTED! 

What's Ahead

EVALUATE PREVIOUS 
STRATEGIES AND RESULTS

SET YOUR FINANCIAL GOALS

CREATE AN ANNUAL 
CAMPAIGN CALENDAR

KEEP YOUR PLAN 
DONOR-CENTRIC

IDENTIFY RECURRING 
TOUCHPOINTS

CONDUCT ANNUAL, BI-ANNUAL 
OR QUARTERLY REVIEWS
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“A goal without a plan
is just a wish.” Antoine de Saint-Exupéry
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EVALUATE PREVIOUS STRATEGIES 
AND RESULTS

• Strengths:  Things your nonprofit does well, internal resources, qualities that set your organization apart

• Weaknesses:  Things your organization lacks, resource limitations, things other nonprofits do better

• Opportunities:  Underserved areas of the nonprofit sector pertaining to your mission, emerging/increasing needs 

for your services, communication channels to raise awareness

• Threats:  Changing regulatory or tax environment, evolving donor attitudes, negative perceptions of your nonprofit

The beginning of the year is the perfect time to take a look at what you’ve done in the past and 

what has brought your organization good (and even not-so-good) results. This way you can avoid 

repeating any missteps while capitalizing on your successes. Think of it as your New Year’s tune-up.

Start your evaluation with the following:

1

• Review each major fundraising initiative

• Where are you getting the most bang for your buck?

• What is something new you could try?

• What could you do to improve current activities?

• What could you eliminate in order to free up 
resources?

Then use a SWOT analysis to determine your organization’s strengths, weaknesses, opportunities 

and threats in order to better overcome challenges.1
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Review the annual fundraising totals from prior years and target an aspirational-yet-attainable 

percentage of growth for this year. Establishing your annual financial goal first will lay the groundwork 

for individual components of your fundraising plan, from amount raised at events to board member 

contributions, grants and crowdfunding campaigns.

Once you have determined your organization’s overarching annual fundraising goal, break the total into 

the following categories:

SET YOUR FINANCIAL GOALS2

• Individual giving:  Donations from individual donors supporting your cause. For most organizations, this makes up 
the largest percentage of their fundraising goal.

• Major gifts:  Donations that make a significant impact on your organization; 26% of nonprofits report an amount of 
$1,000-$2,499 qualifies as a major gift.2 

• Peer-to-peer fundraising:  Donations from volunteer fundraisers who raise money from friends and family on behalf 
of your organization.

• Board fundraising:  Money raised or donated by your board members.

• Corporate giving:  Contributions from small local businesses and/or larger corporate partners who align with 
your mission. This can come in the form of event sponsorships, donation matches during a day-of-giving campaign, 
employee giving campaigns, or larger, one-time corporate gifts.

• Grants:  Money given by foundations, corporations or government agencies for which nonprofits often must apply 
and follow certain stipulations. 

• Other:  These include foundations, in-kind donations, volunteer grants, and planned giving depending on your 
organization’s unique needs and donor mix. 
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When building your annual campaign calendar, start with known key dates, events, galas and fundraising 

milestones for the year. Map out internal and external projects, then organize your communication 

strategy by date, audience and communication channel. Take those financial goals from step two and 

make them actionable.

Some ideas to help you get started:

Focus on Setting-Up:

• RSVP, sponsorship and 
ticketing forms

• Donation page for day-of and 
out-of-town gifts  

• Text-to keywords and shortcodes 
for social sharing

• Live event fundraising 
thermometer

• Peer-to-peer and ambassador 
signup forms 

Focus on Promotion:

• Invitations via direct mail, email, 
text message and social media

• Videos, photos and testimonials 
showcasing your upcoming event 
to help promote the campaign 
across channels

• Volunteer sign-up forms

• Featured fundraising teams and 
participants

 

Focus on Thanking Donors:

• Send thank you videos via text, 
email and social media

• Communicate total raised, 
achievement of goals and 
highlight key donors and/or 
sponsors

• Post personal thank yous on 
the social media walls of donors

• Share photos and videos of 
the event

CREATE AN ANNUAL CAMPAIGN 
CALENDAR3

2-3 MONTHS
BEFORE AN EVENT

5-6 WEEKS
BEFORE AN EVENT

1-3 DAYS
POST EVENT

Focus on Individual Giving:

• Reconnect with lapsed donors

• Inspire a culture of giving 
among volunteers via 
targeted campaigns

• Set up encouragement pop-ups 
to boost recurring donations 
and monthly memberships at 
time of donation

• Launch online campaigns 
centered on mission-related 
activities

Focus on Corporate Giving:

• Leverage personal connections 
and outreach to forge new 
partnerships

• Take a look at what’s coming up 
at your organization that 
may be of interest to new or 
existing partners

• Corporate giving can be about 
event sponsorships but also 
involves long-term partnerships

Focus on Board Member 
Fundraising:

• Educate and empower 
your board to fundraise 
on your behalf

• Create tools to help board 
members share your org’s 
mission and stories 

• Help the board set meaningful, 
measurable, realistic goals to 
set them up for success

MONTHLY QUARTERLY BI-ANNUALLY

90% of businesses indicate that partnering with 
reputable nonprofits enhances their brandPRO TIP
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Most nonprofits, when thinking about donor-centricity, tend to focus mainly on their communications. 

While it’s important that messaging puts donors first, there are additional steps you can take to keep 

them top-of-mind throughout your annual planning. Taking some time to get to know your donors. 

Creating events and campaigns that appeal to their interests helps to build deeper connections, fosters 

donor loyalty and inspires supporters to passionately share your mission.

Start your donor-centric plan by focusing on these four steps:

KEEP YOUR PLAN DONOR-CENTRIC4

Segment your key donors:  You can segment donors by giving history, age, location, income, interests, duration of 
support, preferred methods of engagement, etc. There are likely many ways your nonprofit can segment your donors 
to create better targeted campaigns and more meaningful communications.

Map the donor journey:  What is a donor’s first interaction with your organization?  What communication 
channel(s) will you use? What inspires them to give the first time? What about after that? What is the donor 
onboarding process?

Target your communication channels:  Determine who you’ll reach and where to ensure your campaigns are 
seen and heard. In general, Gen Z and millennials prefer social media and text messages, Gen X-ers prefer email and 
social media, Baby Boomers prefer phone calls, and the Greatest Generation prefers written communications such as 
direct mail. However, all generations are increasingly receptive to text messaging.

Optimize your online donor experience:  Make giving easy and enjoyable for your donors with a mobile 
responsive web design, simplified and streamlined donation page, and a clear call-to-action. Be sure your storytelling 
reflects your brand, showcases your mission and, most importantly, involves your donor becoming the hero of the 
story through their support.  
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Determining recurring touchpoints is a huge help when planning your annual fundraising strategy. By 

outlining ongoing tasks, administrative tasks, or appeals that happen monthly, quarterly, or seasonally, 

your organization can cut down on its workload and last minute hassle by pre-scheduling them and 

repeating processes as needed.

Sample recurring donor touchpoints:

IDENTIFY RECURRING TOUCHPOINTS5

Monthly
• Donation thank you letters 

and tax receipts

• Mission-relevant stories for 
new contacts 

• Campaign launches

• Updates for past donors 

Quarterly
• Monthly donor newsletter

• Updates for board of directors

• Internal progress reports 

 

Seasonally
• Special event invitations

• Seasonal campaigns (spring 
fundraiser, summer event, 
#GivingTuesday, year-end 
giving)

Multichannel Campaigns are 88% More Effective3

Email alone 
receives an 8% response rate

Email plus Text Message
receives a 15% response rate

A good multichannel approach will include
email, social media, text messaging,

online and direct mail, so plan accordingly!
Using multiple touchpoints on each

communication channel will help
increase engagement and boost giving. 

PRO TIP
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Once you set your plan and are deep in the throes of execution, it can be easy to get distracted and 

forget to check in on your progress. In order to maximize your plan’s effectiveness (and hit those 

fundraising goals!) your nonprofit needs to establish continual awareness of what is and isn’t working. 

Set aside time throughout the year to look at key performance metrics (KPIs). Review what you’ve 

been doing, analyze your results, and see how you can improve. Making a change in the middle of a 

campaign is better than wasting time and money on something that isn’t working!

     

Keep these KPIs in mind:

CONDUCT ANNUAL, BI-ANNUAL 
OR QUARTERLY REVIEWS6

Fundraising metrics:  number of donations, number of donors, average donation size, donation totals by channel, 
pledge fulfillment rate, fundraising ROI, cost per dollar raised and total raised

Donor retention metrics:  Donor retention and churn rate, year-over-year growth, conversion rate, recurring 
gift percentage, giving capacity, database total

Fundraiser metrics:  Participation rate, amount raised per individual, individual and team totals per campaign, 
average donation size

Email and text messaging metrics:  Open rate, click-through rate, conversion rate, opt-out rate, total raised by 
channel by campaign

Social media metrics:  Engagement rate (likes, comments, shares), follower growth, landing page conversions 
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About MobileCause
MobileCause is more than simply comprehensive fundraising software. We offer nonprofits  

one-on-one strategy, outstanding customer service, and 24/7 event support so you have 

help when you need it most. MobileCause believes 100% of the donation should go directly 

to your cause, so we never charge a transaction fee and our donor data and payment 

information has the industry’s highest security every step of the donation. Together, we can 

maximize your resources and grow your mission like never before.  

If you’re struggling to both plan and execute your campaigns, our expert Digital Fundraising 

Specialists are here to help you reach your goals year-round: from set-up to creation, event 

strategy to communications and everything in-between.        

   

To speak directly to a fundraising consultant about implementing MobileCause online and 

event fundraising software and strategy for your nonprofit, please call (818) 962-5463 or 

visit mobilecause.com to request a demo.

Now that you’ve been introduced to the building blocks of a successful annual 
fundraising plan, it’s time to get going! Armed with these strategies, you’ll be 
rocking this year’s campaigns and on the path to surpassing your goals!
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