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Fundraising
can sometimes

be like...



proposing on a
first date...



Never
Leads

Ready
Now!

Now / Later / Never Lead Distribution



Never
Leads

Ready
Now!

Now / Later / Never Lead Distribution

Later
Leads

Almost
there zone



...the people ready to give changes every day

Inspiration
Saliency
Lifestyle
Something they’ve heard or seen
Good or bad news
An anniversary or important personal moment
Etc, etc

Need to ask when time is
right for the supporter, but...



...then this is where the popcorn comes in!

If we treat everyone as ‘ready
now’...







...and some might burn if you heat them
too quickly!

Some pop straight away...
Some need time to warm up...
Some never pop...



Generating a consistent flow of new
supporters is NOT just about
converting a higher percentage of
new leads, it’s also about identifying
the supporters who are already in
your audience who want to help
NOW.



Ready now questions
Has some

you love been
affected by X

cause
recently?

Did you see
something
in the news
that made

you want to
take action?

Have you
donated to

another
charity like
ours in the

past?

Would you
like to
make a

difference
in under a
minute?

Want to see
your

impact
instantly?

+ Custom
solutions

Would you
like to mark

an
anniversary

/special
date?

Can we
text you

updates as
things

happen?



The Mrs Doyle error: You will, you will, you will.....

Mistake 1: too much, too soon

Applying the right amount of heat...



Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 10 Week 11 Week 12 Week 13 Week 14

Ask Ask Ask Content Ask Ask Ask Ask Content Ask Ask Ask Content Ask

Applying the right amount of heat...

Turn up heat too quickly and for too long and you’ll “burn out” your best leads



The tumble weed approach.....

Mistake 2: turn down the “heat” and your best leads never pop.

Applying the right amount of heat...



Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 10 Week 11 Week 12 Week 13 Week 14

Content Content Ask Content Content Content

Applying the right amount of heat...

Turn up heat too slowly and your leads will forget about you.



Want donations every day / week / month? 



Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 10 Week 11 Week 12 Week 13 Week 14

Content
Segmented
Opt-in

camapign
Content

Segmented
Opt-in

campaign
Content

Segmented
Opt-in

campaign
Content

Segmented
Opt-in

campaign

Ask Ask Ask Ask Ask Ask Ask Ask Ask Ask Ask Ask Ask

Use segmentation and re-optin



Adding some flavour to your
popcorn...



Passive
segmentation

and asking



The perfect PS

Content Perfect P.S. Passive
segmentation

A pre-written P.S. that subtly lays out in detail other ways supporters
can take the next step to engage or give when they are ready to ‘pop’



The perfect PS

Content Perfect P.S.
The Guardian use this to brilliant
effect- consume content then get
asked to support their work. 



The perfect PS

Content



The perfect PS

Content Perfect P.S.

P.S. Last spring, the bluebells were breathtaking. Next spring,
they could be gone. Here’s how you can help stop that.
 1️⃣ Spread the word: Print our poster and share the forest’s
story in your window.
 2️⃣ Speak up: Send a short note to your MP asking them to
protect what’s left.
 3️⃣ Keep it growing: Become a monthly Friend of the Trust
and give the forest a future, not a deadline.



Delivers tasty content flavoured to the interest of certain supporters. 

Ask your leads and supporters to temporarily opt-in to additional content and deep
dives. Move from one flavour to multi-flavour and only serve to those who are
interested. 

Re-registration Campaigns



Re-reg content ideas
Inside stories
or behind the
scenes with
front-line
colleagues

Webinar and
additional

content on a
specific area

of your
work

Additional
stories and

content

Breaking
news alerts
via SMS or
WhatsApp

Gratitude
series - feel

good
stories of

impact

+ Custom
solutions

Deep dive
into your

impact and
the difference
the supporter

makes

E-course
on an

aspect of
your work



Putting it all together



Migrant Help - lead gen



Migrant Help - lead gen



Migrant Help - lead gen

Everyone gets emails tailored
to their quiz answers.



Migrant Help - lead gen



Migrant Help - lead gen



Migrant Help - lead gen



Migrant Help - ready now and re-reg



Migrant Help - perfect PS



Re-reg content

Refugee
film watch

along

Deep dive
into

trafficking

Anti-
racism e-

guide

Meet the
team -
Q&A

webinar

Additional
stories on

topics

Personalised
comms

based on
survey/quiz



Results

Leads from
39p to
£1.01

74% email
optin

0.8% initial
donation

24% asking
for

additional
stories

Conversion
rate in first
6 weeks of
1.8%-4.1%

Cost per
new donor

<£30!



Want to apply the popcorn
principle in your fundraising? 
Check out our work:
threadfundraising.com

Get in touch if you have follow-up questions or
would like to explore working together:
hello@threadfundraising.com

Special offer to try our Thread Supporter
Journey, Lead Gen and Experience Platform in the
delegate pack. 

THREAD
Fundraising



What do we do?
THREAD
Consultancy

THREAD
Insight

THREAD
Digital

THREAD
Experience

THREAD
Learning

+ Custom
solutions


