Report for Food Rations for low income families (68800)
Social Media post
Hey All Donors, Tuesday giving in USD is coming on 16 July. http://goto.gg/70200 We’re hoping to helps as many beneficiaries as we could. Currently, we’ve about 110 beneficiaries. We’re hoping to helps existing beneficiaries and new beneficiaries. There’re 30% increased in new beneficiaries. Averagely about 2 to 3 children in a families. Age between 1 to 8 years old. Monthly income SGD300 to SGD1500 per month averagely . Some bread winner can’t work as their critically ill. Wife have to manage husband’s medical conditions and children. This time round we’re hoping to raise about SGD20,000 to SGD50,000 Mainly for food rations diaper & milk powders. https://socialhealthgrowth.org/donation #shg     ---- Post it on 15 July giving.sg 

Email and letter

Thank you so much for supporting our donation drive previously. And through that donation drive it really helps us create a strong impacts for our beneficiaries. We’re hoping that you are well and looking forward to see your continuous contributions. 
We’re hoping to work together with you (name)  to co-create this special impact. You can play an integral part in moving the project forward. SHG dive deepen into providing a ECOsystem for our beneficiaries to bring them back to the communities again. 
We’re reaching out to you as one of our top supporters to let you in on a special opportunity from our partner, GlobalGiving, to receive up to $2,000 in proportional matching funds. Donations of $100 or more will be matched starting at 12am on Tuesday, July 16, 2025, to July 17 2025 during the 48-hour campaign.
In the spirit of this matching campaign, we’re making big, bold asks of our long-time supporters – and that’s you! [NAME OF DONOR], can we count on you to support our work with a one-time gift of $1000 on July 16 and 17?” In addition to matching funds, your donation gets us closer to unlocking an additional bonus prize of up to $1200, which could help us deepen our impact by helping 20 new beneficiaries. 
Lastly, [NAME OF DONOR]’s support, your past support has helped the organization accomplish, and your personal hope for the future as long as individuals like [NAME OF DONOR] support our work.] If you would like to hear from us after you have made your gift, please be sure to uncheck the anonymous button during your checkout. Please leave us a feedback statement for supporting our beneficiaries to continue to move forward. 
 With gratitude,
Ms Joan 



Map Your Network of Top Donors
Asking for big gifts is about quality over quantity, so this outreach will look different from a more general campaign– more one-to-one personalized connection than relying on mass emails and social media blasts. Start with folks in your network who have the potential to give big and make a plan for what you’ll ask for and how you’ll reach out. Make sure that you have their prior giving on hand and their most recent gift along with any other important information about their relationship to your organization. 
	Top Donor
Who are you going to reach out to who can give at least $100 USD (start with top donors who could give large amounts $1000+).
	Ask
How much are you going to ask for? When was their last gift? Can you ask for more?
	Outreach
How will you reach potential donors (Zoom, coffee chat, phone call, email)? Who on your team/ board has a relationship who could make the ask? 

	
Giving.sg donors and social media donors and members
	$100 USD
	Using videos, social media post, emails, and leaflets

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


 
 
 


Create Marketing Materials
Fundraising isn’t just about the ask– it’s also about stewarding relationships with donors (of all sizes), building trust and excitement in how their gifts are helping you make an impact. In addition to the one-to-one outreach, use the lead-up to July Bonus Day to share stories of impact with your entire network (and ask your network to share as well). Below are prompts for three different types of stories you can tell via social media, newsletters, your website, or face to face. Power up your storytelling with high quality photographs and videos.
 
	Story #1: What We’ve Accomplished Together
How has the generosity of your donor network enabled you to make an impact in your community? Mix personal storytelling with data to show not just what you did but how it has changed lives in your community. Help your donors feel like they are part of something really special and meaningful.
	Format
How will you spread this message? 

	Thank you all donors. You’ve create so much impacts for SHG’s beneficiaries. In this critical moment have have given them your best support with the greatest impact. 
	Social Media and video clips

	Story #2: Meet Our Community
Introduce your donors to your community to build empathy and connection. Tell the story of a participating family or show a day in the life of a volunteer or staff member.  How would they describe the impact of the work that’s possible because of your donor network?
	Format
How will you spread this message? 

	Our volunteer created this impacts. They saw their current conditions that their facing now and continue to provides support for their families. 
	Social Media and video clips

	Story #3: Help Us Do More
Let your supporters know how you want to build on the great work you’re already doing and build excitement and investment in what’s possible. Share your ambitious goal with them and make them feel like part of the team that can make it possible.
	Format
How will you spread this message? 

	Please kindly support our food donations effort. Every single cents count. Your effort will never go into waste. Thank you. 
	Social Media and video clips




Nurture Your Relationships
	Make A Plan To Secure The Gift
After you make the ask and (hopefully!) get a yes, decide on a plan for how the donor will give at the start of the July Bonus Day. Ask how the donor would prefer to be reminded of the start time (calendar invite, email, text, call). This way you have permission to reach back out and can ensure it’s a smooth experience for all. 

	
We’re appealing for 3 months regular donation from July to Sep. So that we could purchase the food ration directly from our supplier. This donation will help existing and new beneficiaries. Never to late to start giving. See them through and walk the journey together with them. Never leave them behind. Never leave them alone. Thank you. #shg https://socialhealthgrowth.org/donation 

	Thank You Messages
How will you thank donors during/after the campaign and let them know the impact of their gift? How will your outreach cater to both current and prospective major donors who give during this campaign? The more personalized and sincere, the better! 

	

We will make a video from some of our beneficiaries and thanks you for your kind donation and support. Without your kind donation this fundraising will not be a success. You bring them back to live again. #shg Thank you. 







 


Goal Setting Worksheet (basic)
	Purpose: What are you raising money for? Why is that important? For single mothers and children and elderly. Currently, their not getting much support to meet their needs and wants. 


Need: What resources will you need to make an impact? Regular donation. Example 6 to 9 months regular donations. 

	Past Performance: 
How much have you been able to raise in past campaigns?

$___USD50,000______ from #__30_____ donors
	Goal: 
How much are you trying to raise this time? 


$___usd100K______ from #___50____ donors 
Aim for 10% more than past performance. If this is your first campaign, start with a goal of $1000 from 10 donors.

	Capacity: What assets can you leverage to meet your goal?

Team: Who can help you meet your goal? (staff, volunteers, board, community members, etc) Board member, staffs, volunteers, and partners



Network: Which supporters could you engage to donate or amplify your message to their network?  Linkedin, facebook, instagram, twitter, telegram, tik tok, whatsapps, wechat chatgroup. ESG and CSR partners. 



Budget: What resources could you use to raise awareness or incentivize giving? Social Media posting with their names and company logo.



Visibility Opportunities: What existing events or moments could you connect with to drive visibility toward your campaign?  Expend into all 8 donations platforms. With 3 times a days fundraisings social media post. 


	Strategy: What are you going to do in order to meet your goal? Partners and co-create with volunteer, partners and SMEs. Giving them tax receipts. 


Goal Setting Worksheet (detailed)
1. Reflect on purpose, past campaign performance, current contacts, and capacity (team and resources). 
1. Set campaign goals and contact goals.
1. Chart progress with progress points 1 and 2.
1. Reflect on strategy.
	Purpose: What are you raising funds for? For single mothers, children and elderly

                                                                                                                                                           1

	Past Campaign

Total Raised: $__100k USD______
# of Donors: _30______
# of New Donors: ___5_____          2
	Progress Point 1: Date

Mailing List: ____9000______
Social Media: __3 per day______
Direct Call: __0______
Events: __8_______

Send _9000__ emails
Share _3__ posts
Call _0__ persons
Attend _1__ event
Recruit _0__ fundraiser
                                                                          9
	Progress Point 2: Date

Mailing List: __________
Social Media: ________
Direct Call: ________
Events: _________

Send ___ emails
Share ___ posts
Call ___ persons
Attend ___ event
Recruit ___ fundraiser
                                                                        10
	Campaign Goals

Total Raised: $________
# of Donors: ________
# of New Donors: ________         7

	Current Contacts

Mailing List: __9000 GIVING.SG________
Social Media: _facebook, linkedin, IG, Twitter, Telegram, wechat, whatsapp, telegram, _______
Direct Call: ___0_____
Events: ___8______     
Fundraiser __8______                     3
	
	
	Contact Goals

Mailing List: __________
Social Media: ________
Direct Call: ________
Events: _________      
Fundraiser ________                     8

	Capacity: Team
(Volunteers, staff, board members, etc)



15 
                                                                                                    
                                                                                                     4
	Capacity: Resources 
(Time, budget, materials, etc)



Now 17 June 2025

                                                                                                    5
	Strategy 
1. What has worked in the past? Emails, social media

1. What hasn’t worked? nil

1. What new ideas do you want to try? Findng new partners example MSF. To explore social media posting done by beneficiaries. 
                                                                                                     6


 
 




