
 

 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

HERE FOR ALL 
HERE FOR GOOD 
2022 YMCA Annual Campaign  

 

Campaigner 

Workbook  



 

YMCA ANNUAL CAMPAIGN OVERVIEW 
 

 

WHAT IT IS 
Each year, the YMCA of Greater Louisville 

conducts its Annual Campaign to help make 

our mission a reality by allowing all that 

wish, to have access to Y programs and 

services. 

For decades, our Y has pledged to turn no 

one away from its programs and services 

due to their inability to pay the regular fees 

for those activities. One way our YMCA 

honors that pledge is with the charitable 

support raised from our members and our 

community. 

 

WHO IT HELPS 
When you give to the Y, you are providing 

children, teens, adults and families in our 

community the opportunity to learn, grow 

and thrive. Without the financial support 

of our donors through the Annual 

Campaign, we could not fulfill our mission 

that the Y is available …FOR ALL. 

 

In the past year, our YMCA has provided 

more than $5 million in scholarships and 

fee subsidies for its programs/services to 

over 18,000 individuals in YMCA 

community. 

 

WHY IT MATTERS 

The mission of the YMCA is to put 

Christian principles into practice through 

programs that build healthy spirit, mind 

and body for all. 

The most important words in that mission 

are the last two, for all. The YMCA is for 

everyone regardless of age, race, religion 

or financial situation. 

HOW IT WORKS 
The YMCA Annual Campaign is a 

coordinated, community-wide effort 

across all our YMCA branches and service 

sites. There are over 400 YMCA 

Campaign Volunteers, just like you, 

engaged in this campaign across the 

community. 

 

WHEN IT HAPPENS 
Cultivation and stewardship occur year-

round. Staff and Board Members are asked 

for donations in November. Volunteers, like 

yourself, are typically recruited from 

November through January. Our community 

campaign starts the second week of 

February 2022 and continues through April 

1, 2022. 

 

YOUR ROLE 

Throughout the year and especially 

during the Annual Campaign we rely on 

our volunteers to be ambassadors and 

champions of our mission. This is 

achieved through sharing our stories, 

communicating our impact, connecting 

people to our cause and providing them 

the opportunity to give back to their 

community by volunteering and 

donating. 



 

 

2022 ANNUAL CAMPAIGN SCHEDULE 
September 2021 – Staff Campaigns 

October 2021 – Board Campaigns   

December 2021 & January 2022– Major Gift Renewals 

January 2022- Campaigner Trainings 

February 2022 – Community Campaign begins 

• Campaign Kick-Off event: February 17, 2022 

• Branches send out Progress Reports to campaigners every Friday 

• Magnificent Mondays: Message from Steve Tarver, CEO each Monday 

February 17th – April 1st: 

Make calls, complete pledge cards, turn them in as you go. 

April 1st: 

Turn in remaining pledge forms. Last day of official campaign. 

 

 

CAMPAIGNER CHECKLIST 
✓ Make your own pledge before asking others: After making a personal gift, it is much easier 

to ask someone else to do the same. A Campaigner’s pledge demonstrates commitment and 

belief in the YMCA  

✓ Attend Campaigner training: This session is designed to help Volunteer Campaigners feel 

comfortable asking people to support children, adults, and families in need through YMCA 

programs and services. 

✓ Complete your Campaign Workbook: Fill in the details of your campaign planning and 

worksheets to help plan your activities and increase the impact of your campaign effort. 

✓ Attend the Virtual Campaign Kickoff on February 17th: Meet other volunteers, learn more 

about YMCA programs, be inspired to do your campaign work and have fun. 

✓ Campaign: Make personal calls on cleared/assigned prospects telling the YMCA story and asking 

for a contribution to the campaign. 

✓ Fill out donor forms accurately and completely: The information you secure on the donor 

forms allows us to properly acknowledge the gift and thank the donor.  

✓ Turn in donor forms each week: Bring donor forms for those who have donated and those who 

have declined to give back to your YMCA. 

✓ Attend victory celebration: The victory celebration is a time to thank volunteers for their 

commitment and hard work, as well as a way to celebrate the lives that will benefit from a 

successful campaign. 

 

 



 

 

 

IMPORTANT CAMPAIGN INFORMATION 
 
 

Association Goal Branch Goal Team Goal My Personal Goal 

$ $ $ $ 

 
MY BRANCH CAMPAIGN CONTACTS 
 
 

Branch Leaders Name Email/Phone Contact 

Campaign Chair   

Branch Executive   

District Development 
Director 

  

 
Volunteer Leader, Teammates,  

and Staff 
Email and/or Phone Contact 

  

  

  

  

  

  

  

 
District Development Director:  

 



 

 

TIPS FOR SUCCESSFUL FUNDRAISING 
MAKE YOUR OWN PLEDGE FIRST 
We can’t ask others to give if we aren’t willing to. It is easier to 

ask someone to give once you have made a commitment. 

 

KNOW WHAT YOU 
ARE DOING AND WHY 
A positive, confident attitude is the first and most important 

step. Be clear about your own commitment, be yourself, talk 

from the heart. 

 

ONLY CONTACT PEOPLE IF YOU 
HAVE THEIR PLEDGE CARD 
Assigning campaigners to donors ensures that an individual is 

only contacted by one volunteer. Contact your ED if you would 

like to add someone to your list. 

 

ASK YOUR BEST PROSPECTS AND 
LAST YEARS DONORS FIRST 
You’ll gain confidence and momentum with an early yes. 
 

KNOW THE DONORS GIVING HISTORY 
Familiarize yourself with the donor’s giving history with 
information from the pledge card. 
 

MAKE IT PERSONAL 
Examples of how the Y has impacted you or someone else 

make giving more meaningful to a donor. 
As a Board Member - “You may not know this but I’m on the 
board at the YMCA. The reason is because _______________________. 
One of the ways we support the mission is to raise money so 
everyone can participate!” 
As a Young Person - “When I was young, the Y made a 
difference in my life and now I want to do that for someone 
else.” 
Programs you know about/are passionate about - “At our 
branch there are so many awesome stories about lives that 
have been changed at the Y. Do you have a minute so I can 
share one?” 

• Ask open ended questions. 
• Find a connection between the Y and their passions. 
• Speak in terms of impact not dollars, for example 

Giving the gift of 11 swim lesson to a child, not 
donating $60. 

• You are not asking for funds to pay staff salaries or 
facility fees. 

• If you are asked a question you don’t have an answer for, let 
them know you’ll find out and get back to them. 

 

AIM HIGH AND ASK FOR A 

SPECIFIC AMOUNT 
“If you are interested, here is how you 

can participate.” 

“I had a good year so I increased my gift. If 

you had a good year would you consider 

increasing yours to $???” 

“Would you consider a gift of $ ________ that will do 

____?” 

“Would you join me in supporting _________________ ?” 
 

ENCOURAGE PLEDGING 
Many individuals can give a larger amount if 

they can pay over the course of 12 months. 

ONCE A PLEDGE IS MADE 
Confirm the pledge, verify contact information 

and thank the donor. Turn in pledge cards 

promptly and communicate any roadblocks. 

Campaign progress is reported on a weekly 

basis. 
 

MAKE FRIENDS FOR THE 

YMCA 
Not everyone will choose to give but you 

shared the great work that the Y does in our 

community! 

 

MEET YOUR 

PROSPECTS IN PERSON 

(OR VIA ZOOM) WHEN 

POSSIBLE 
While COVID has made in-person events 

harder, there are still ways to “visit” in 

person. Personal appointments send a 

strong message that you believe supporting 

the Y is important.  

 

Campaigners who make it a point to use 

personal visits consistently secure larger gifts 

and produce more dollars relative to their 

investment of time. (See next page) 
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TIPS FOR SUCCESSFUL FUNDRAISING (cont.) 
 

LADDER OF EFFECTIVE ASKING 

(Adapted from Indiana University the Fundraising School) 
 

 

MOST EFFECTIVE 

 

 

 

 

 

 

 

 

 

 

 
LEAST EFFECTIVE 

 

DONATION METHODS 
Cash or Check 

Attach to pledge card and turn in to the branch within 48 hours. 

Credit Card/ EFT 

Encourage donor to visit our website to set up their payment method, as we are unable 

to write banking information down on their pledge form 

Pledging 

Donors can set up their payments in a variety of ways, including a one-time, monthly, or 

quarterly payment. 

Matching Gifts 

The Y is eligible to receive matching gifts which double or even triple contributions made by 

their employees or retirees. Visit https://www.ymcalouisville.org/annual-campaign.html to 

look up company matching gift programs. 

Please instruct the donor to obtain the appropriate forms from his/her human resources 

department.  

Donations of Stock 

We accept gifts of stock which often provide tax benefits 

to the donor. To make a gift of stock, please refer donors to Audrey Roling, CFO, at 

aroling@ymcalouisville.org or call 502-587-9622. 
 

Personal: Face to Face  

Personal Letter WITH Phone Follow Up 

Personal Letter NO Phone Follow Up 

Personal Phone Call WITH Letter Follow Up 

Personal Phone Call NO Letter Follow Up 

Personalized Letter 

Phone Solicitation/Phonathon Impersonal 

Letter/Direct Mail Impersonal 

Phone/Telemarketing Fundraising  

Benefit/Special Event Door to Door 

Media/Advertising 

https://www.ymcalouisville.org/annual-campaign.html


 

COMMUNICATE THE IMPACT AND INVESTMENT 
 

 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

 

Share the unique and personal ways in 

which the Y has touched and enhanced your 

life. Why do you 

have a passion for this work? What’s your Y 

story? Your story must be compelling and 

memorable. 

• Did you or a family member 

learn important life skills at 

the Y? 

• Did your child have his or her first 

overnight camping experience at the Y? 

• Did you or your family benefit 

from financial assistance provided 

by the Y? 

 
 
 
 
 

 

 

Our Mission 

To put Christian principles into practice 

through programs that build healthy 

spirit, mind and body for all. 

Our Cause 

Strengthening community is our cause. 

Our Position 

The Y is the nation’s leading nonprofit 

committed to strengthening 

communities through youth 

development, healthy living and social 

responsibility

 

 

COMMUNICATE THE Y’S STORY COMMUNICATE YOUR STORY 



 

EXAMPLES OF HOW YOUR CONTRIBUTIONS HELP 

PEOPLE IN OUR COMMUNITY 

 

 

 

 

 

 

 



 

GUIDELINES FOR A BEST PRACTICE “ASK” 

 

 

 

 

 
 

BUILDING YOUR CAMPAIGNER SCRIPT 

1. INTRODUCE YOURSELF 

“Hi, (prospective donor name), I’m (your name). As you may know, I’m a donor and 

volunteer with the YMCA Annual Campaign. Thanks for taking the time to talk with me 

about the great impact of the YMCA in our community.” 

“I’m a volunteer in the Y Campaign because” (tell about your Y involvement, as 
appropriate) 

 

“Do you have any experiences with the YMCA?” 

• If “Yes”…”Tell me about your experience with the Y.” (Respond 

appropriately to the experiences related with positive statements 

about the Y’s values.) 
 

• If “No”…”Are you familiar with all the work that the Y 
does in our community?” (Wait for response and respond 
appropriately.) 

 

2. SELECT A CASE BASED ON THE DONOR’S EXPERIENCE OR 
YOUR PASSIONS. Refer to “Get to know your Cases for Support” 
worksheet. 

3. MAKE THE ASK-Examples & Script 
A)    “You mentioned that your kids learned to swim at the Y. Mine did too. 
Learning safety around water is so important for kids. Did you know that 
drowning is the second- leading cause of death for children under 14 y.o.? I 
made my gift to help make swim lessons available to all kids. Would you be 

1. Use a specific case for support with every contribution request. 

2. Ask for the benefit a specific gift amount provides. 

a. Ask new donors for a gift amount based on the case for support presented. 

b. Ask renewing donors for an increased gift amount. 

3. Complete the Donor Form.  



 

willing to join me and help another child learn to swim? A $50 gift could do 
that.” 
 

B)  “You were generous last year with a gift of $650 to send a kid to camp. 
Over 200 kids went to YMCA Camp Piomingo last summer with help from 
people like 

you. This year, would you consider sending two kids for a week-long 
opportunity to gain self-confidence and make new friends? Your gift of 
$1,300 could make that happen. You could even spread it out over multiple 
payments until year- 
end.” 

 

C) I’m helping my YMCA raise money for ________________________________________that 

will/can_______________________________________. I believe this program makes 
(Supporting data) 

a significant impact in our community. In fact, we know that this 

 

program can/will ____________________________________________ _. Would you consider 
(Evidence of progress) 

joining me in support of the Y by helping _______________________________________with 
(# of kids/adults/participants) 

a gift of ___________________________________________ ?” 
(ask for a specific $ amount) 

(Wait for the donor to respond...then proceed appropriately.) 

 

4. THANK DONOR AND CONFIRM CONTACT INFO, THE 

GIFT/PLEDGE AMOUNT, PAYMENT METHOD AND SCHEDULE. 

• “Thank you so much. You’ll receive an acknowledgement for your 
gift/ pledge of $ ____ from the Y in the very near future.” 

• “Let me make sure I have your correct contact information.” 
 

• “Would you prefer to pay your gift in full or on some other basis?” “When 

would you like to be reminded to pay your pledge?” 
 

• “Thanks again. The YMCA really appreciates your generous support, as do I.” 

 
(Be sure to check the Frequently Asked Questions at the back of your 

workbook to help you respond to questions from prospective donors.) 
 

 



 

 

SAMPLE LETTER/EMAIL 
Dear [Name], 

I am thrilled to share that, as a supporter of the YMCA of Greater Louisville, I am participating in this 

year’s Annual Campaign to continue making the YMCA accessible to everyone in our community. [I 

became involved with the Y because (insert your personal connection, or why you personally support the 

Y)]. The Y’s mission is important to me because I care about creating a place for everyone in our 

community to belong - to improve themselves, learn healthy habits and build new friendships. The Y 

makes that possible. The Y’s reach is tremendous - and your support of the Annual Campaign will 

help ensure that everyone has access, regardless of financial ability. 

 

[ Insert case statement about a program from the “Our Y’s Community Response Sheet”] 

 

My personal goal is to raise $[insert goal] by March 26th. Every donation makes a difference - no 

matter the amount. With these donations, we are able to make sure that everyone has access to programs 

and services regardless of financial ability. To contribute, please visit my personal fundraising page: [insert 

direct URL]. 

Sincerely, 

P.S. If you’d like to learn more about the Y, let me know - I’d be glad to set you up with a 20-minute tour 

and show you how the Y is so much more than a gym. Thanks again for helping ensure that everyone in 

our community can access the Y. 

 

Follow-up Email 

Subject: [X] more weeks to 

reach my goal Dear Friend, 

As you may know, in [insert countdown, i.e. 14 days] the YMCA of Greater Louisville’s Annual Campaign 

will reach its last day of the official campaign! While you can still give year-round, giving before March 26 

is especially important to help us reach our goal by the campaign deadline. The YMCA is an important 

resource to so many individuals and families who benefit from access to afterschool care, early learning, 

senior health and fitness activities, and more. 

Financial assistance is important because it makes the Y accessible to everyone. When you give to the 

Y’s Annual Campaign, you’re helping your neighbors and community thrive. I choose to support the Y 

because it makes such a big difference in our area, and I hope you will too. 

Please consider contributing to my campaign, which you can find via this link: [insert URL]. An incredible 

100% of your contribution will be used towards financial assistance. And, no donation is too small – every 

dollar truly makes a difference. 

Thank you in advance! 
 

 

 



 

 

BEST PRACTICES FOR ONLINE FUNDRAISING 
Peer to Peer online fundraising is a great option for family members or out-of-state 

friends who have a relationship with you but may not be connected with our YMCA. 

A) Use the YMCA website to direct people who want to make their donation 

online: https://www.ymcalouisville.org/annual-campaign.html 

B) Set up a personal fundraising page through JustGiving  

Make calls to your assigned donors and prospects first – get commitment. Incorporate 

Just Giving after calls have been completed. 

Sending a link to your personal fundraising page is a good way to follow-up once 

you have made a personal ask for a specific dollar amount or if someone was hesitant 

about giving during your initial ask. 

Email your donors and prospects pictures, videos, stories...which help educate and 

inspire them to give.  

After the campaign ends, circle back around and let your donors know how much you 

raised online. 

Best practice is to develop a long-term relationship that will encourage increased 

giving over time. 

 

HOW TO SET UP YOUR 2022 JustGiving PAGE 
 

1. Visit your branch specific JustGiving Link (pdf linked here) and 

2. Click the orange, “Start Fundraising” button 

3. You will be prompted to sign up for an account  

4. Once finished entering your information, click “start fundraising” 

5.  Job done! Your Fundraising Page is now set up and ready to accept donations. Now you can start 

on the fun stuff – personalizing your page and sharing it friends and family. 

 

  

You can also add offline donations on your home page to keep a tally of your 

total raised compared to your goal. 
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https://ymcalouisville-my.sharepoint.com/personal/mdelgado_ymcalouisville_org/Documents/Development/Annual%20Campaign%2022/AC22%20VR%20website%20update/JustGiving%20Campaign%20Links%202022.pdf
https://help.justgiving.com/hc/en-us/articles/200669521
https://help.justgiving.com/hc/en-us/sections/200212421


 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

CIRCLE OF INFLUENCE 

YOU

YMCA MEMBERS

_____________________
_____________________
_____________________

CO-WORKERS

_____________________
_____________________
_____________________

BUSINESS 
OWNERS

_____________________
_____________________
_____________________

YOUR CLOSEST 
FRIENDS

_____________________
_____________________
_____________________

YOUR 
RELATIVES

_____________________
_____________________
_____________________

YOUR 
NEIGHBORS

_____________________
_____________________
_____________________

MEMBERS OF 
ORGANIZATIONS

_____________________
_____________________
_____________________



 

THE DONOR FORM 

The donor form is critical to the campaign. Every effort is made to ensure there is only one form per 
prospect to protect him or her from being called more than once. Volunteer campaigners may 
request a certain person’s form but should not call anyone without obtaining a donor form first. 

 
STEP 1. Donor Information 
Verify the donor’s name, address, 
phone numbers and email 
address. 
 

Renewal forms will include giving 
history and Soft Credits that 
recognize a donor for a gift they 
did not make 
personally, but to which they were 
connected, i.e. company gift. 
 

STEP 2. My Gift 
Verify and record the donor’s gift/ 
pledge amount. 
 

Please confirm and record donor’s 
preferred payment schedule and 
date they wish to be invoiced. 

 

STEP 3. Payment Options 
Invoice based on preferences on 
preferred schedule in step 2. Pay 
now with cash or check. 
 

For credit card charges, donors will 
need to make their gift online or 
be contacted by staff to obtain 
payment information.  

 

STEP 4. Authorization 

Get the donor’s signature to 
emphasize their commitment. 
 

 
STEP 5. Donor Preferences 
Donors may designate their gift to 
specific programs or greatest 
need. 
 

If the donor’s preferred 
recognition name is different from 
the donor information, please 
indicate here. 

 
 
 
 
 



 

FREQUENTLY ASKED QUESTIONS 
 

Is the YMCA a charitable organization? 

Yes. The YMCA of Greater Louisville is a not-for-profit organization classified by the Internal Revenue Services as 

a 501(c)(3) corporation. Based on that designation, all contributions to the YMCA are considered tax- deductible. 

The YMCA of Greater Louisville is reviewed annually and maintains an Accredited Charity designation by the Better 

Business Bureau. 

 

What is the difference between a health club and the YMCA? 

The YMCA has a purpose and philosophy built into its programs, recognizing that there is more to achieving good 

health than just strengthening muscles. Our mission is an essential component of every YMCA program. We focus 

on character development, demonstrating Christian principles through the core values of caring, honesty, respect 

and responsibility. Moreover, the YMCA is an inclusive organization and turns no one away because of race, 

religion, gender, physical ability or inability to pay. 
 

Why should I contribute when I already pay dues as a member? 
Your membership dues cover the cost of your facility or program membership but do not support the additional 

cost of our scholarships to reach out into the community and help those in need. Access for all is possible only 

through the additional funds we raise from Y friends and members like you who want to help others. 

 

Do contributors receive special membership privileges? 

Donors receive recognition as YMCA supporters, and their gifts will quality as charitable deductions under the 

guidelines of the Internal Revenue Service, However, contributors do not receive any special membership or 

program privileges because of their charitable contribution. 

 

How much of what is contributed stays in the community? 

All contributed dollars are used for programs and services in the communities served by the YMCA of Greater 

Louisville. Our Y prides itself in keeping our administrative and fundraising expense at about 12%, well below the 

standards for accredited charitable organizations. 

 

Doesn’t the YMCA already receive additional funding from the Metro United Way? 

The Metro United Way is a valued supporter of the YMCA; however, it currently contributes less than 1% of our 

budget. Metro United Way encourages the Y to solicit money from its friends and members to increase its services 

to the community.  

 

Who decides how contributions are used? 

The YMCA is a volunteer-driven, volunteer-led community service organization. It is governed by a board of 

directors from the community who serve out of dedication to the mission and purpose of the YMCA. 

 

Volunteer board members approve the YMCA’s annual operating budget and regularly monitor revenues and 

expenses over the course of each fiscal year. 

 

Will the Y accept an in-kind gift? 

Yes. The needs of the YMCA are not just monetary. YMCA programs also benefit from contributions of equipment 

such as computers, video equipment and tools. The fair market value of donated items is tax-deductible. However, 

the value of in-kind contributions does not count in the Annual Campaign total.



 

Major Donor Program and Recognition 

 

 
Major Donors 
Giving to the Y not only enables positive change in our community, it also allows our community 

to see firsthand who makes it all possible. As a thank you and a way to raise awareness for your 

organizations’ support of the Y, Major Donors (those donating $1000+) will receive: 

 

• The rewards of making a difference in our community. Because of YOU, youth can achieve 

their potential, and people of all ages will be empowered to lead healthier lives and foster a 

sense of social responsibility 

• A recognition banner in the YMCA of your choice 

• Wall Display Recognition plaque in the branch 

• Donor booth space in the branch 

• Special Event invites to the YMCA of Greater Louisville Mayor’s Community Breakfast, 

YMCA of Greater Louisville Youth Character Awards, and more! 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 
 

 

1.  

2. Scroll down to find your location and click “Enroll Now” 

3. Sign in to your online account, or create an account 

4. Find and select the YMCA branch you would like to support and click “Save”. 

5. You’ll start earning rewards for our organization right away on qualifying purchases made using your 

 

 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

1. Before shopping, go to Smile.Amazon.com. Then, sign in using your regular Amazon account. 

(For future shopping trips go to Smile.Amazon.com, not Amazon.com so your purchases count toward 

Amazon’s donation to the YMCA) 
 

2. Choose: YMCA of Greater Louisville as your charitable organization. 

3. SHOP! (Supporting: YMCA of Greater Louisville will appear at the top of your page.) 

2 
ADDITIONAL 
WAYS TO 
SUPPORT 
THE YMCA 

http://www.kroger.com/CommunityRewards


 

 

APPENDIX: A--My Campaign Planning/Tracking 

 
 

Prospective Donors 
Last Year’s 

Gift 

This Year’s 

Target 

Method of 

Ask/Solicit 

Case for 

Support 

This Year’s 

Gift/Pledge 

      

      

      

      

      

      

      

      

      

      

My Campaign Goal: ___________________________________________________ 
 

Weekly 

Progress 
Week 1 Week 2 Week 3 Week 3 Week 4 Week 5 Week 6 Total 

 

# of Asks 
        

# of Gifts/ 

Pledges 

        

$ Sum of Gifts/ 

Pledges 

        

% of my 

Campaign Goal 

        

 
Be sure to turn in your gifts/pledges each week. 

 



 

 

APPENDIX: B—Program Descriptions 



 

APPENDIX: C—Cases with Impact 


