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Mobilizing Your Peer-to-Peer 
Fundraising Supporters for 
GivingTuesday:
A Checklist for Nonprofits
BY MARK BECKER, Founding Partner, Cathexis Partners

Forgive me. I’m going to start by stating the obvious: 2020 has not been the year for physical 
peer-to-peer fundraising events. The year has been especially hard on organizations that have 
had to convert their physical events to virtual events for the first time ever. 

But there is a silver lining, and it comes with another opportunity to empower your supporters 
to raise funds and advance your mission: GivingTuesday. 

GivingTuesday is made for 2020 peer-to-peer fundraising. It’s an online fundraising movement 
in which, at a minimum, all you have to do is send out an email or tweets with links to your 
donation form leading up to and on December 1. So, with a little effort, you can turn it into 
your first or next successful peer-to-peer fundraising campaign by asking your top peer-to-peer 
supporters to start their own GivingTuesday fundraisers for your organization.

If you’ve skipped GivingTuesday activities in years past, this is the year to launch your first 
campaign. If you have participated in the past, this is the year to launch your best campaign. 
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Here is a checklist to help get you going:

		
Think differently.
This year, GivingTuesday is on December 1, 2020. Consider using it as a beginning (not just a one-day 
event), turning the entire month of December into an all-in-one GivingTuesday and end-of-year fundraising 
campaign. This will allow you to send a compelling message to your peer-to-peer participants and donors 
throughout the month, with bookmarks on each end (GivingTuesday and New Year’s Eve).  

		
Plan.
If you’re like me, this has been the Slowest. Moving. Year. Ever. But, despite that, December 1 will be here 
before we know it. Now is the time to start planning and building out your campaign to ensure you are all 
set well by mid-November. Things to consider:

•	 Read the GivingTuesday toolkit. If you haven’t already read it, or if it’s been a while since you last read 
it, take a look at this helpful toolkit. It’s full of great tips. Plan to share key points from the toolkit with 
your peer-to-peer participants.

•	 Take a look back. Review what worked and what didn’t for past GivingTuesday and peer-to-peer 
fundraising campaigns to help inform your plan. Run reports to analyze actions taken, donations made, 
and unsubscribes to help identify strengths and weaknesses from past campaigns.

•	 Speak to your sponsors and potential sponsors. Reach out to past sponsors and local business by 
phone. Be sure to share a compelling narrative of who your constituents are and why sponsors would 
be interested in connecting with them through your campaign. 

		  Identify fundraisers.
Review past peer-to-peer fundraising campaigns and mine them for key cheerleaders: team captains of 
large teams, top fundraisers, etc. Also, consider overall fundraisers, top donors from past GivingTuesday and 
end of year campaigns, advocates, and social influencers that are involved in your organization. 

		  Recruit fundraisers.
Create a communications calendar to target potential peer-to-peer fundraisers that includes 
emails and social media with clear calls to action. Check out these articles for some suggestions:

•	 How to Create a Communications Plan for Your Next Fundraising Campaign

•	 Target Your Peer-to-Peer Fundraising Email Communications for Better Results 
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Stand out.
2020 has been hard on everybody. Your messaging should 
reflect that. Be sure to acknowledge that times are tough. 
Thank past fundraisers for their support. Let potential 
fundraisers know why your mission is still important despite 
(and maybe especially because of) all that’s going on. Make 
it clear why now is the time to support your mission.

		  Put peer-to-peer and other online 			 
		  fundraising tools to work.

Use the peer-to-peer tools available to you to get fundraisers 
on board and engaged, and to help them raise funds: 

•	 Website — Ensure your calls to action are clear; 
fundraise and donate are the two clear paths you want 
to make as simple as possible. Feature #GivingTuesday 
on your website with a link to the campaign homepage.

•	 Progress meter — Set a realistic goal and show 
progress toward that goal so everyone can see the 
impact they are making.

•	 Micro-campaigns — Break the month and overall 
fundraising goals into smaller goals, such as 
GivingTuesday, each week in December, etc.

•	 Countdown — Count down to the start of the 
campaign, the end of any micro-campaign, and through 
until December 31. Display only one countdown at a 
time to signal the immediacy of the call for funds. 

•	 Leaderboards — Highlight your top fundraisers to 
give them praise for the work they’ve done and to 
encourage friendly competition with other fundraisers.

Also, pull in some general online fundraising tools that can 
expand your peer-to-peer fundraising campaign:

•	 Matching up to $X — Reach out to past sponsors and 
large donors to see if they will participate in a matching 
campaign. Ask them to match peer-to-peer donations 
on GivingTuesday (and beyond if you have enough 
interest).  

tel:+8004439441
mailto:solutions%40blackbaud.com?subject=
http://www.blackbaud.com
http://www.blackbaud.com
https://cathexispartners.com/fine-tune-your-p2p/


800.443.9441   |   solutions@blackbaud.com   |   www.blackbaud.com August 2020      5

About Blackbaud
Leading uniquely at the intersection point of technology and social good, Blackbaud connects and empowers organizations to increase their impact 
through cloud software, services, expertise, and data intelligence. We serve the entire social good community, which includes nonprofits, foundations, 
companies, education institutions, healthcare organizations, and the individual change agents who support them.

•	 Company match — Include corporate matching gift functionality via platforms like 
360MatchPro by Double the Donation or HEPdata’s eMatch Portal program. 

•	 Mission-focused giving levels — Tie suggested giving levels back to your mission in some 
way. For example, explain that $50 can feed a family of four, which makes the ask much more 
compelling than simply asking for $50.

•	 Donor-covered transaction fee option — Include functionality to allow donors to cover the 
transaction fee.

		  Use Facebook.
Integrate your campaign with Facebook Fundraising to expand your campaign’s reach with 
minimal effort by participants. Some of our clients are seeing fundraising increase as much as 25% 
by integrating Facebook Fundraising with their TeamRaiser peer-to-peer fundraising campaigns. 

		  Follow up.
As with any peer-to-peer fundraising campaign, be sure to follow up with your participants and 
their donors. Here are some tips:

•	 Thank them. Craft email messages to thank your participants and donors in a way that makes 
them feel truly appreciated, but don’t stop there…

•	 Share results. Follow up in early January to share the results of the campaign and your 
organization’s plans for 2021. Continue the follow-up no later than February to share how the 
mission is advancing based on the funds raised in 2020.

•	 Keep up the communications. Invite new participants and donors to sign up to receive your 
monthly or quarterly newsletter for continued updates. Consider placing all participants and 
donors in a “GivingTuesday2020” group and conditionalizing content for them throughout 
the year. This can be a simple personalized line, such as “Last quarter, we were able to [your 
organization’s activities] because of your [fundraising work or generous donation of $X to last 
year’s GivingTuesday and end of year fundraising campaign]”. 

GivingTuesday has become an incredible movement to support the work of nonprofit organizations. Asking your 
top supporters to help by launching their own GivingTuesday fundraising on behalf of your organization can go 
a long way toward taking your end of year fundraising to the next level.
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