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Advanced E-Strategy
December 11, 2012
3:30-4:30 PM

Who participated in the E-
Strategy session at the annual 
conference?

Raise your hand if you did 
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E-strategy successes 
“We have used Facebook to get messages out 
about our needs…
…we made a request for heaters and received 
$600 and 16 heaters…
...We have sent out requests for drivers, sent 
weather alerts, and posted information about 
upcoming events. All have been successful.”
– MOWAA program survey participant
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Focus for today

Explore ways to enhance your fundraising 
and outreach efforts through effective use 
of social media and online tools.

Is designed for folks who are already 
familiar with the use of common online 
tools (such as Facebook and Twitter).
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Poll #1: Your greatest strengths

1. Identifying clear objectives 
2. Your application of baseline metrics 
3. Your understanding of your audience’s 

demographics, attitudes, and behaviors
4. How well you have identified your messaging
5. Your skills with online tools and social media

Click on the items you are strongest in (“All that apply”)
5

Poll #2: Your strongest needs
1. Matching your distribution channel(s) to your 

audience’s communication practices
2. Identifying ongoing content for social media
3. Populating your social media with followers
4. How well you have tracked your success
5. How well you have celebrated success

Click on the items you are strongest in (“All that apply”)
6
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How to achieve your goals
1. Define your objective up front
2. Apply baseline metrics and tracking mechanisms
3. Focus your message on key service or main point
4. Identify why your audience would care and their 

behaviors
5. Make your message personal and SIMPLE
6. Offer an incentive
7. Match your message, channel and distribution to 

your audience
8. Measure and celebrate success!
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Your audience for fundraising 

1. Clients
2. Individual donors (not clients)
3. Private grantors
4. Local businesses
5. United Way
6. Q. Anyone else?  A. Use chat to list
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Who is your audience for 
outreach?

Use the chat feature to answer
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Traditional channels

1. Special events
2. Direct mail
3. TV and radio
4. Print ads
5. Outdoor advertising
6. Spokespersons
7. Cause-related marketing sponsorships
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Common web channels
1. Social media, Facebook and twitter
2. Blogs
3. Electronic newsletters
4. Email
5. Websites
6. Search Engine Optimization (SEO)
7. Viral videos

11

New practices and tools

 Crowdsourcing/crowdfunding
 Increasing your online user base 
 Developing and accessing fresh 

content for social media
 Using service providers
 Accepting text donations
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Online donation service 
providers
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www.idealware.org/articles/few-good-online-donations-tools

Text donations
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Power of the “multiplier effect”
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“the combined impact of using 
two or more channels is stronger 
than using either medium alone”
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1. Estimated media reach 80 million
2. Estimated earnings $100,000 in one day
3. 4 million children were provided clean water 



12/10/2012

9

17

18



12/10/2012

10

19

20



12/10/2012

11

21

22



12/10/2012

12

23

24



12/10/2012

13

25

26



12/10/2012

14

27

28



12/10/2012

15

29

30



12/10/2012

16

31

The RESULT:
1. Estimated media reach 80 million
2. Estimated earnings $100,000 in one day
3. 4 million children were provided clean water 
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Strategic partners
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How did they use the 
“multiplier affect”?

Write in chat section 
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What multiple channels can 
you use for fundraising?

Write in chat section 
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How can you use the 
multiplier effect for outreach?

Write in chat section 
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Future trends: http://trends.e-strategyblog.com
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Key take-away’s

List some in chat section
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Q & A

Any questions? 
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Stay connected

1. MOWAA LinkedIn community group:
linkedin.com/groups?gid=4304589

2. Membership: membership@mowaa.org
or call Emily Persson and Logan Goulett 
at 703-548-5558

3. Heather Gwaltney: 
BullsEyeCommunications.TV
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