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LAUNCH 
 
 
Outreach for your crowdfunding campaign requires strategic timing and planning 
of what your fundraisers and donors should be doing at any given point of your 
campaign. In order to plan for your campaign effectively, I highly recommend 
creating a calendar dedicated to just your crowdfunding campaign. Under the 
deadline that you’ve set out for your campaign, let’s say it’s 2 weeks, you will (on 
average) add 3 weeks prior to the campaign start date. This will allow for 5 weeks 
for you to gather your fundraising team (accounting for their schedules as well) 
and to prepare them for their outreach, and for your startup to convert its 
potential contributors as well.  
 
Within this time span, I will walk through the deadlines you will have to set for 
your fundraising team.  
 
Before performing outreach, please make sure that your campaign page is up and 
running! The look and content on your campaign page will be an important 
touchpoint for your fundraisers when they’re deciding on whether to join the 
campaign or not.  
 

FUNDRAISERS 
 

 
The sample below is based on a 2 week campaign length, with an added 3 week 
pre-campaign planning period. 
 
 

PRE-CAMPAIGN PLANNING PERIOD 
 

Week 1-2.5 : 
- Outreach to fundraisers to join your crowdfunding campaign. 

- Welcome emails are sent to fundraisers who join your campaign. 
 

Week 3: 
- Encourage initial donations from inner networks. 

 
CAMPAIGN LAUNCH 

 
Week 4: 

- Campaign launch to the public. 
- Fundraisers send email outreach to networks. 

 
Week 4.5: 
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- Email blast to startup’s mailing list and customers. 
- Touch base with fundraisers, send email update on progress of campaign. 

 
Week 5: 

- Check in on individual fundraisers, and offer any support to help them 
reach their campaign goals. 

- Touch base with fundraisers, send email update on progress of campaign. 
- Follow up email with startup’s mailing list and customers. 

- Final marketing push. 
 

 
PRE-CAMPAIGN PLANNING PERIOD 
 
WEEK 1-2.5:  
Outreach to fundraisers to join your crowdfunding campaign. During 
this 1st week, the first thing that should happen as soon as possible is an email (or 
in-person meeting, if possible) to your identified fundraisers (refer to results 
from “Cultivate” module) to fundraise for your campaign. I give 2.5 weeks for this 
phase to roll out since everyone has their own schedule, which may delay them 
from joining your campaign right away.  
 
In your outreach, in addition to asking them to fundraise, you should also be 
pointing out why you think that they’d be a great fundraiser for your campaign. 
At the end of the day, people want to be helpful, and if you communicate 
specifically how helpful they’d be for your campaign, it is likely that they would 
be honored to join you.  
 
If you are asking someone to fundraise for your campaign via email, a few quick 
tips:  

- Keep your email short! Again, these are engaged individuals who already 
know a lot about your organization, so they don’t need more background 
information or any convincing on how great your startup is. This is more 
of an email where you’re asking them this one specific question of joining 
your fundraising team. 

- Be upfront, tell them what you want right away. In the first paragraph of 
the email, let them know that you’d like to invite them to join the 
fundraising team for your campaign. Dive into why in the second 
paragraph.   

- Send them your campaign link so that they can get familiar with the 
campaign. You can briefly mention in the email the goal of the campaign, 
and the who, what, and why of the campaign. Keep this under 4 sentences.  

- Give them bullet pointed details on what they’d be doing (ex: make a 
personal fundraising page, send emails out to their networks) 

- Sign off the email by asking them a specific question such as: “I’d love for 
you to join our campaign as a fundraiser, are you in?” 

 
A sample of a fundraiser ask email is located in the Appendix – Figure 1.  
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Welcome emails are sent to fundraisers who join your campaign. If a 
fundraiser says yes to joining your campaign, please have a Welcome email ready 
thanking them, and giving them an idea of what they should be doing to prep, 
and what’s ahead for them in the next few weeks. The Welcome email should 
include details such as:  
 

- Details on how they can set up their personal fundraising page on your 
crowdfunding platform ( if applicable; if you are running a campaign on 
Kickstarter, you can skip this step). 

- Ask them what fundraising goal they think is feasible for them to reach? 
Give them a suggested goal so that they have a frame of reference. Follow 
up with them until they’ve given you their fundraising goal.  

- Give them tips on fundraising, templates for emails to send to potential 
contributors, social media post templates, and more. Help them feel 
supported.  

- Encourage them to customize the email templates you share with them 
before they send them out to their donors. They should be sharing why 
they’re personally drawn to your startup’s crowdfunding campaign and 
why they wanted to help. When it comes to online fundraising, personal 
appeals are the most effective. 

- Ask them if they have any questions, and what other materials you can 
provide them to support their campaign.  

 
 
A sample of a Welcome email is located in the Appendix – Figure 2.  
 
 
WEEK 3:  
Encourage initial donations from inner networks. When your 
fundraisers begin to perform their outreach, it would be best for their donors to 
not reach your campaign page and see $0 raised out of $10,000 (for example).  
 
Have your startup’s Board members, inner networks, and contributors who have 
already pledged to contribute to the campaign submit their contributions now so 
that potential new donors can land on a page that’s already being supported.  
 
Once you have your numbers growing, encourage your fundraisers to start 
fundraising and performing outreach early if they’d like.   
 
 
CAMPAIGN LAUNCH 
 
WEEK 4:  
Campaign launch to the public. Post the announcement of your campaign on 
your social media platforms, blog, and on your website.  
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Fundraisers send email outreach to networks. Send your fundraisers a 
celebratory email about the launch of the campaign. Provide them with the email 
templates again to send to potential donors, and encourage them to begin their 
mass outreach.  
 
WEEK 4.5:  
Email blast to startup’s mailing list and customers. Once the campaign 
has been running and raising some money, send an email blast to your mailing 
list announcing the campaign and encouraging them to donate.  
 
For the donors who are targeted on your list for personal outreach – send an 
email personally asking them to contribute to the campaign.  
 
If you are familiar with importing your mailing list into Facebook Ads, advertise 
your campaign to those on your mailing list and run this campaign. Or, put a 
Facebook pixel into your campaign landing page and advertise to campaign 
visitors. Repetition and consistent marketing of your campaign will do wonders 
for your conversion rates.  
 
 
Touch base with fundraisers, send email update on progress of 
campaign. Send an email to your fundraisers cheering them on, and giving 
them an update on the progress of the campaign (how much has been raised so 
far, number of donors thus far, etc.). Highlight a few people who are doing a 
superb job and share what has worked for their fundraising efforts.   
 
You are your fundraising team’s cheerleaders, so be thoughtful about how you 
can support them and encourage them throughout. A motivation tool I’ve used 
that has worked well is throwing contests for the fundraisers throughout the 
campaign.  
 
We might be give away a gift basket to the fundraiser who raises the most in the 
first week of the campaign, or give away a gift card to the person who raises the 
most in the next 24 hours. (You can ask sponsors to donate these items.) If your 
startup is product based, you can also contest-off your products.  
 
WEEK 5:  
Check in on individual fundraisers, and offer any support to help 
them reach their campaign goals. Keep track of your fundraisers and the 
fundraising goals that they’ve set for themselves. How far are they from it, or are 
they getting close? Encourage them on either front.  
 
If the individual is far from reaching their goal, offer your help. Listen to what 
they’ve done so far, suggest some new approaches, and check in with them 
periodically to see how their progress is going.  
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Touch base with fundraisers, send email update on progress of 
campaign. Check in with your fundraisers and support them during the final 
push of your campaign. Remind them to follow up with anyone who said they’d 
contribute, but haven’t yet. Provide them with updates on progress towards the 
final goal, announce any contests, and send templates and tips on how they can 
reach their personal goals.  
 
A good way to encourage this final leg is to show how easy it is to reach the final 
goal. If you have $1000 left to raise and you have 5 fundraisers, you can share 
that if each person raises $200, that the campaign would reach its goal! The most 
effective strategy on this last leg is to show how close you are to hitting your goal, 
and communicating this in every which way to drive your point home.  
 
I’ve seen crowdfunding campaigns post different countdowns on their social 
media platforms to rally donors, which is pretty effective. If a Facebook friend 
posts that they only need one more $50 donor to reach their campaign’s $5,000 
goal, it’s very likely that someone will help them push them to their goal. Why? 
Look at those numbers -- $50 to hit this massive landmark of $5,000? When 
you’re that close, it will spark a motivation for people to act.  
 
 
Follow up email with startup’s mailing list and customers. In the last 
week of your campaign, send atleast two emails to your mailing list to remind 
potential donors of their last opportunity to contribute to the campaign. Send the 
last reminder email on the day of the campaign. Use the same approach in the 
section above, show how close your campaign is towards its goal and 
communicate that with x number of $50 donations, we would be able to hit our 
goal. Or if we hit our goal, we would be able to install one more water filter in a 
home for a family of 10.   
 
Send personal followups to any donors who were personal reached out to.   
 
 
Final marketing push. Make sure that your reminders are in place on your 
social media platforms of the campaign’s deadline. People need reminders, and 
you want as many eyes as possible on your campaign’s approaching deadline.    
 
Make sure to create a sequence of emails for the last week of the campaign, 
buttering your list subscribers up on different facets of your campaign – the 
impact, the benefactors, and the story behind the campaign. Close every single 
email with a request to contribute to the campaign.  
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DONORS 
 

 
Based on the donor targets you set from the “Cultivate” module, you or your staff 
should be reaching out to these targets personally. Whoever is the closest contact 
to the donor should be sending a personal appeal.  
 
Your outreach to your targeted donors should be personal, customized, and 
specific. When contributing to a cause, donors respond best when they can see 
that you’ve taken the time to personally appeal to them. There is also a sense of 
personal accountability when they feel that they need to respond to a request 
that’s specifically addressed to them.  
 
Your ask for a donation should be quite simple, and to the point. The truth of any 
outreach for a donation is this: a donor was already 80% ready to give to your 
cause, and your appeal takes them to the extra 20% to contribute to your 
campaign. If someone wasn’t 80% convinced or ready to give to your startup, it’s 
more than likely that no amount of convincing on your end would have converted 
them.  
 
So this means that there is nothing you can possibly do wrong, and a possible 
contribution is never “lost” unless you royally offend someone or convince them 
that their contribution would have no impact. 
 
A sample of an email to a donor asking for a donation is located in the Appendix 
– Figure 3.  
 
 
BONUS TIPS TO SUPPORT YOUR CAMPAIGN 
 

- Initial reaches are always best through personal contact or a personalized 
email. General outreach through social media posts rarely convert due to a 
lack of accountability.  

- People support people. Remind your fundraisers that their donors will give 
to their campaign page in support of them, and less so because of the cause 
or product they’re representing. Because of this, providing a background 
on why the fundraiser is taking part in the campaign is an important 
appeal.  

- Social media posts are only good for reminding those who have already 
been reached out to via email or an in-person appeal. They are not 
effective for a first point of contact when soliciting support.  

- Pitch to corporations, local businesses, and foundations to match the 
funds raised from the campaign. This is an incredible motivator for 
fundraisers and donors because any donation they provide will be 
doubled. (A $50 donation will actually be a $100 donation because of the 
corporate match).  
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- In-person events are an incredible motivator for donors, and a great way 
to celebrate your fundraisers with a party. Events are a great gathering 
place to either onboard fundraisers onto their fundraising page, or to 
secure donations from potential donors. However, events are only 
recommended if you can secure an event space for little to no money. 
Otherwise, events are a big money and energy drain for all those who are 
involved.  

- Is your startup’s customers heavily represented in one city or town? Reach 
out to local businesses and ask if they’d be willing to donate a percentage 
of their sales, or $1 of every purchase during a set number of days that’s 
aligned with your campaign. In exchange, the business will be exposed to a 
load of new customers who are encouraged to visit them in support of your 
campaign! I’ve found a lot of success pitching this offer to bakeries and 
food trucks.  

 
 
A FINAL WORD 
 
That’s everything, these 4 modules are everything you need to create a successful 
$10K crowdfunding campaign! You can utilize the campaign outreach timeline 
above as a reference, and extend it or shorten it as needed.  
 
Remember these key takeaways when navigating your crowdfunding campaign:  

- Get specific, avoid broadness. 
- People buy from people. Always customize asks for donations and 

fundraisers specific to the individual.  
- Understand your tribe, and what each individual’s strengths are. 

Categorize these strengths appropriately and allow people to thrive at what 
they’re best at.  

- Give people the information that answers the like, know, and trust 
questions related to your startup. Sharing too much other information can 
navigate potential customers away from accessing information that 
prompts them to convert. 

 
I hope you enjoyed this course, and that you’ve gained the tools you need to scale 
your startup to new heights. Thank you for showing up, and for investing your 
time and energy into completing each module. Cheers to you!    
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APPENDIX 
 
Figure 1. Fundraiser Ask Email.  
 
Dear [FIRST NAME], 
 
5 years ago, Josh and I started building this idea behind Water Collective in a 
small coffee shop in the East Village. It gives us pause to find ourselves talking 
about scale and expanding to a new country today - a reality that we would not 
have reached without your support. 
 
Today’s our 5th birthday, and in celebration of 5 years, our birthday wish is 
to help 188 households in India get water filters installed in their homes. 
 
In India, the Dabal community is home to 57 broken handpumps.  The water 
crisis there is one of the worst we have ever seen and it needs immediate 
attention. 
 
Thanks to your incredible work in our past campaigns, we’ve secured clean water 
for over 76,000 people in West Africa and over 500 hours have been spent 
helping communities achieve Water Independence. This was all possible 
because of your incredible passion and drive to help our partnered communities 
thrive. 
 
I am asking you to join us once again, so that we can take our work from the past 
5 years in Cameroon, and replicate this impact for 1,400 people in India. 
 
Are you with us? 
 
You can join us today by creating your fundraising page here: [Campaign Link] 
 
If you need more convincing, I invite you to view our impact last year: [Annual 
Report Link] 
 
If you’d like to make a one-time donation instead, you can do so here: [Donation 
Link] 
 
I want to sincerely thank you for your dedication to our mission; without you, our 
work would not have reached its 5th year. Thank you, and I hope to see you 
celebrating our 5th birthday with us! 
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Figure 2. Welcome Email for Fundraisers.  
 
Hi [FIRST NAME],  
 
Thank you for helping Water Collective celebrate its 5th Birthday!  Together, we 
are going to #FILTERITOUT for over 1,400 people in Dabal, India. 
 
Here are the next steps to ensure a successful campaign: 
 
1. Get Personal. The best way to reach your fundraising goal is to get personal! 
You can easily import your Gmail contacts and shoot out a personalized 
email about your campaign (Below is an email template you can use).   
 
2. Thank your supporters. Give a shout out on Facebook by tagging the person 
who donated to you and thanking them. Let your supporters know how much you 
appreciate them! 
 
3. Challenge Someone. Have a friend or family member who loves a little 
friendly competition? Ask them to join our campaign! Does your employer have a 
corporate matching program? Challenge them to double all the donations to your 
page. Having people you know involved makes the journey easier, and fun.  
 
4. Add Personality.  Add a photo or blog post to your page. Making your page 
represent you is a good way for people to recognize what the campaign means 
to you. Share your story in your emails and social media accounts. 
 
5. Let's Be Friends. Add us on Facebook, Instagram, or Twitter to receive 
updates about the campaign.  
 
I want to sincerely thank you for your dedication to our mission. We are thrilled to 
have you celebrating 5 years with us! If you ever have any questions or need a 
motivation boost, please feel free to reach out. We're here to help! 
 
 
 
Figure 3. Donation Ask Email that Fundraisers Send To Their 
Networks.  
 
Hi [FIRST NAME], 
 
I’ve been volunteering with Water Collective for 3 years now, and it’s an 
organization that I’m very passionate about. Living in New York, I have never 
lived a day without water, and I’ve been fortunate enough to always have clean 
water at my disposal. In honor of this great fortune, I am so proud to use the 
networks and resources I have access to, to take part in securing clean water for 
the millions of people around the world who don’t have it.  A few minutes of my 
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day, and small contributions from my friends and family has allowed me to 
personally secure clean water for 100 people in Cameroon over the years.  
 
Today, I want to pass the torch to you, and give you this incredible opportunity to 
make a lasting impact on thousands of people, by just sparing a few minutes of 
your day.  
 
1,400 people in Dabal, India are living in a water crisis where they have no 
alternatives but to drink water contaminated by cyanide, lead and arsenic. This is 
a huge injustice that needs immediate attention! That's why I've teamed up 
with Water Collective this year to #FILTERITOUT for Dabal, and I'd love your 
support.  
 
I started this campaign to raise [$ your fundraising goal] to help Water Collective 
install water filters in 188 homes in Dabal. These filters will not only provide safe 
drinking water, but also save lives. Would you consider donating the cost of 1 
filter ($160) to my campaign to help me reach my goal? 
 
You can donate by visiting my campaign page here: [CAMPAIGN LINK] 
 
Anything helps! Thank you so much for reading my email. 
 
Sincerely, 
[Your name] 


