
The Key to Financial Stability 



 What’s monthly giving? 
 Discussion – benefits, challenges 
 How to get set up 
 Integrating Monthly Giving into what you already do 

 
 Real examples: Kawartha Land Trust 
 Real examples: The Couchiching Conservancy 

 



Exactly as it says…it’s a gift a donor 
makes automatically every month 
• Through financial institutions (pre-authorized 

chequing)  
• Credit Card 
• Canada Helps and other online giving systems 

 



Easy to get set up 
Can plan your giving for the year 
One tax receipt at the end of the year 
Less solicitation 
Cost effective for the charity that they are 

supporting  



Lower administrative costs 
Raise more money 
Establish predictable income 
Handle changes in the economy 
Simple message 
No peaks and valleys in giving 
Higher donor retention 
 Increased donor lifetime value 
Create strong relationships with your 

donors 



No money to get it started 
No staff/volunteer dedicated to the task 
Don’t possess the right skills or knowledge 

yet 
No system in place to track donors 
No time to dedicate to this task or not a 

priority 
No donor stewardship 
Your community is accustomed to more 

traditional approaches (i.e. one-time annual 
or through a membership) 
 





Make sure that you have an inspiring case for 
support that tells the story of the work that you 
do and the potential impact of a monthly gift 



Create strong visuals 
Make it ridiculously easy to join 
Brand it! 
Figure out your goals 

• Number of donors 
• Monthly revenue 

Track your ‘givers’ 
Kick start with special tactics (if they are 

available ..i.e. donor challenge, donor wall 
or other) 



Set up through your bank 
Credit Card Processing 

• 2.3 – 3% fee (depends on the card) 
Canada Helps 

• 3.5% fee 
• Emailed tax receipt right away 

 
 
 



Benefits 
 Impact 
The story of the work that you do 

 
What will inspire people to give? 

 
What will inspire people to take action? 

 
What impact does a monthly gift have? 



Website 
Membership form 
E-newsletter or newsletter 
Annual Report 
Appeal letters 
Presentations, Meetings, etc 
Facebook, Twitter, etc 
Brochures 
 *Make monthly the only option or the 

prominent option in your communications 



While making a gift 
After joining as a monthly giver 
After the first gift 
On-going points of contact 
Make sure your donor recognition policy is 

up to date and tailored if necessary 



Collect short stories – their personal 
reasons for giving 

 It’s ok to help them with their story 







 
 

Overall Process & Results 
 

 
 

 Started with confusion, different approaches tried 
 Integration of all parts of the organization, and for sure the 

whole Fundraising and Development “package” 
 Time specific campaign to ramp up monthly giving. 
 Ended Keystone of our giving (“annual giving”) program 

 
 

 In order to understand our example, you need to understand 
the state of our organization 
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“Protecting the Land You Love” 
Since its formation in 2001,  
Kawartha Land Trust has 

secured 10 properties  
comprising 1955 acres 

of important, diverse types of land 
 
 



 
Community 

 
 

 
• 111 active volunteer “stewards;” 
• A newsletter distribution of 2,114 people; 
• 990 Twitter followers 
• 765 Facebook “likes” 
• Overall, 3,800 contacts with a variety of 

progressing relationships to the organization; 
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First, The Results 
  

 
 



 
Tools & Approach 

 
 

 
1. Campaign Press Release 
2. Design and Materials 

1. Design, produce, print, mail and distribute electronically 
3. Special “Matching” Opportunity 
4. Volunteer Phone Campaign 

1. Phone Campaign Orientation 
2. Phone Campaign Script *hardcopy available  

3. Phone Campaign Orientation *hardcopy available 
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Challenges we had 

 
 

 
 Some potential to create confusion among our supporters. 
 The majority of our current donors give much more than the 

$35 that has been set as the membership fee. 
 Costs to do the campaign – will we get more at the end of the 

day? 
 Volunteer involvement needed. 
 Conversion to a new approach of annual vs. monthly *see 

handout memo on Membership Vs. Monthly for the full story 

 Risk of ‘leaving money on the table’… 
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How we integrated it into what we already do 
– website, forms, speeches 
 



Annual Appeal 
Annual General Meeting 



 Give Green Canada 
• http://monthlygivinglearningtogether.blogspot.ca/ 

 
 Hilborn 

• http://www.charityinfo.ca/articles/Monthly-giving-why-every-nonprofit-
needs-it 

 
 Canada Helps: Growing Your Monthly Donors 

 
 



Tanya Clark Mike Hendren 

tanya@couchconservancy.ca 
705-326-1620 

 
www.couchichingconserv.ca 

mhendren@kawarthalandtrust.org 
705-743-5599  

 
https://kawarthalandtrust.org/ 



Creating & Implementing a Monthly Giving Program 
A simple guide to assist you to financial stability for your non-profit 

 
The basic steps 

1. Figure out your process for accepting monthly gifts 
2. Craft your message 
3. Developing your appeal/campaign 

 
Keep your supporters in the front of your mind – fundraising isn’t really about all of the 

great work that YOU are doing, it’s about your supporters make possible 
 
What will be your process for accepting and processing monthly gifts? 

• Online payments – through your website or Canada Helps 
• Banking 
• Credit Card 
• Set up your forms – contact information, financial info – keep it really simple! 

 
Start with your case for support 

• The reason for your existence 
• Reasons donors can share their individual passion for nature by supporting you 
• Story of the work you do 
• The impact of a monthly gift 

 
Developing your appeal 

• How will you share the message of monthly giving? What are the associated costs? 
o Website 
o Face to face 
o E-newsletter 
o Mail 
o Social media 

• Figure out your timeline 
o What are you going to send first 

• Write it! Pull from your case for support or focus on a theme 
 
Thank yous 

• Make your supporters feel like rockstars 
• Even if you can’t send their tax receipt right away, take a minute to call them right away 

o We typically send tax receipts at the end of the year – don’t let this be your only 
point of contact though 

• Know your donor – how do they want to be thanked? (every month, not a lot?) 
 



Of course, this isn’t everything that you need to know about monthly giving – this is just a 
starting point. So get a couple of people together, do some brainstorming and see what you 
come up with! There are a lot of resources available online as well to take a look at like Give 
Green Canada, Charity Village and SOFII. 
 
Developed by Tanya Clark of The Couchiching Conservancy 
 


