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Giving Tuesday 
is Over, Now 
What?
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This presentation, together with all documentation, text, ideas, images, video, 
content, methodologies, tools, creative, and other materials prepared by 
Classy, Inc. (“Classy”) are confidential and proprietary information of Classy 
and/or its affiliated entities and licensors (together, the “Materials”). The 
Materials are being shared for presentation purposes only. Classy does not 
make any representations or warranties about the Materials, and they are 
provided on an “as is” basis. You may not publish, reproduce, distribute, copy, 
display, share, use, or rely upon the Materials. Classy disclaims all liability to 
you or any other party should the Materials be published, reproduced, 
distributed, copied, displayed, shared, used, or relied upon. The Materials may 
describe strategy and possible future developments that may or may not be 
undertaken by Classy and may be changed by Classy at any time, for any or 
no reason without notice. This document is for informational purposes and 
does not create any commitment on behalf of Classy.
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Meet Your Presenters

Erin Hall
Product Marketing & 

Partnerships
Classy

Founder, CEO
Positive Equation

Dana Snyder
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Zoom Reminders

Join in the 
conversation 
with the Q&A
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Agenda

01  |  Classy’s Giving Tuesday Recap

02  |  How to Upgrade Giving Tuesday Donors to 
Recurring Donors

03  |  How to Welcome New Supporters to Your 
Community

04 | Q&A
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Classy’s Giving Tuesday Recap
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Giving Tuesday 2023: One-Time Donations 

340k+
Donations

$175
Average Gift Size

$49M+
Total Raised
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Giving Tuesday Gifts by Payment Type

PayPal

Credit Card

ACH

Venmo 1%

4%

83%

11%
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Giving Tuesday 2023: Recurring  

4,750
New Recurring Donations

$60
Average Recurring Gift Size

$286k
Total raised from NEW 

recurring donations
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Giving Tuesday 2023: Recurring  

69%
of all individual transactions 

events on Classy in 2023 

1.2M
Recurring Plans Managed 

on Classy

122%
YoY increase in recurring 

gifts made on New Year Eve 
(2021/2022)
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Supporter Center 

Empowers
your Supporters
Build loyal supporters with a 
branded, personalized and self-service 
experience. Provide transparency, and enable 
supporters to manage their own gifts. 

Available



How Karam Foundation Uses Community-Building 
to Acquire and Retain Recurring Donors

Our recurring giving 
program was made 
possible by Classy, and 
it has revolutionized our 
fundraising. Classy’s 
platform makes it simple and 
straightforward. Donors can 
choose the frequency of  their 
gifts, creating more points of  
entry for donors new to the 
concept of  recurring giving.164

supporters in The 
Journey recurring 
giving community

Challenge:  Meet donors in their preferred communication 
channels and deepen connections to the mission to create 
lifelong supporters

Solution:  Partner with Classy to create a community for recurring 
donors built on storytelling, connection, and experience 

Annie Lazarski, 
Annual Fund Lead

Recurring Donor Results:

140%  
higher average 
recurring gift compared 
to industry standard

44 months  
average duration of a 
monthly donor
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Giving Tuesday 
& Year End 
Opportunity

25% of donation volume on Classy
takes place between Giving Tuesday and Dec. 31

12x the donors acquired
on Giving Tuesday compared to an average day of the 
year

2x conversion rates
on average on Giving Tuesday and New Year’s Eve 
compared to any other day 

Source: State of Modern Philanthropy 2022

https://donationtrends.classy.org/
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Converting Giving Tuesday 
Donors to Recurring Donors
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Converting Giving Tuesday Donors to Recurring Donors

● 8 in 10 adults use 
subscription 
services 
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Converting Giving Tuesday Donors to Recurring Donors

● Think about 
YOUR day…
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Converting Giving Tuesday Donors to Recurring Donors

The average MONTHLY spend on subscriptions is….
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Converting Giving Tuesday Donors to Recurring Donors

The average MONTHLY spend on subscriptions is $273
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Converting Giving Tuesday Donors to Recurring Donors

Millennial lead the way with ____ entertainment subscriptions
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Converting Giving Tuesday Donors to Recurring Donors

Millennial lead the way with 17 entertainment subscriptions
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Converting Giving Tuesday Donors to Recurring Donors

A growing recurring donor program would allow us to 
___________________
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Converting Giving Tuesday Donors to Recurring Donors

● Foundation & Value Proposition
● Ease of Giving 
● Organic Social
● Paid Ads
● Emails & SMS
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Foundation & Value Proposition

● Dedicated website 
landing page
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Foundation & Value Proposition

● Dedicated website 
landing page

● Immediately 
highlight value 
prop
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Foundation & Value Proposition

● Dedicated website 
landing page

● Immediately 
highlight value 
prop

● Program name = 
community 
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Ease of Giving

● If the ask is for a 
monthly gift, have 
everything 
pre-filled for a 
simple 
click-through 
process
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Ease of Giving

● Simple to use 
embed form 
directly for monthly 
asks
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Ease of Giving

● Enabling multiple 
payment options
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Organic Social 

● Send a DM to followers 
asking them to give 
monthly 

(cross check with your recent 
donors list)
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Organic Social 

● Post a reel asking 
people to comment X 
word to receive more 
details in their DMs

(Use a tool like ManyChat)



Proprietary & Confidential

Organic Social 

● Launch a 1-week 
challenge asking for X 
people to become 
monthly donors for x 
impact and say “I’m In” in 
the comments to 
generate engagement & 
momentum
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Paid Ads

● Re-target your “warm 
audience” with a monthly 
giving campaign
○ Engaged on social 

channels
○ CSV email lists of 

one-time donors
○ Anyone who visited 

your “donate” page 
on your website
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Emails

● Send more!
● Segment with specific asks
● Stand out with unique 

subject lines
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Emails
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Emails
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Welcoming New People 
to Your Community
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Emails Welcome Series

● WOO HOO!! They said 
yes….now what? 

● 1 month welcome sequence
○ 4 emails

■ Thank you
■ About the mission
■ Story
■ Happy 1 month 

anniversary
● Continued communication

Optional: 
Handwritten note, personalized email, 
sticker/pin/item in the mail
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Get 10 Monthly Donors 
*right now*

05
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Q&A - Get In Touch!
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Resources

● Guide to Passthrough Parameters to help personalize your ask amounts
● Classy Academy Video Hub
● 5 Post Giving Tuesday Strategies to Boost Year-End
● Decoding Donation Fluctuations
● 2024 Monthly Giving Mastermind 

https://support.classy.org/s/article/a-guide-to-pass-through-parameters
https://academy.classy.org/page/videos
https://www.classy.org/blog/post-giving-tuesday-strategies-success/
https://www.classy.org/blog/decoding-donation-fluctuations/
https://positiveequation.com/mastermind
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