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by leveraging powerful fundraising technology, battle-tested 
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Introduction

The Unique Power of Parents and Alumni in Jewish Day School 
Fundraising

Fundraising for Jewish day schools is both a privilege and a challenge. You’re 
not just raising money; you’re providing the resources for students to receive a 
Torah education. It is awesome, holy work. 

But that doesn’t mean it’s easy. 

Schools succeed in fundraising when they activate 
their most passionate supporters to help write the 
next chapter of their story. Most of these supporters 
can be found among parents of current and former 
students, as well as in alumni networks.

Parents are invested in their children's education and future, while alumni carry 
a lifelong connection to the school that helped shape who they are. Together, 
these groups hold untapped potential to not only support your fundraising goals 
but to amplify them in ways you might not have imagined.

Why Peer-to-Peer Campaigns Are a Game Changer

Traditional fundraising methods, while effective, can only go so far. Peer-to-
peer (P2P) fundraising changes the game by leveraging the networks of your 
most dedicated supporters. Instead of asking a small group of donors to give 
more, peer-to-peer campaigns expand your reach by empowering parents, 
alumni, and other community members to fundraise on your behalf. It's not just 
about collecting donations—it's about inspiring a movement.
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You’re not just asking these folks to contribute from their financial capital. You’re 
asking them to give from their social capital. By doing so, you’re going to invite 
like-minded people into your mission. You’re going to raise more money from 
more people and build yourself a base of future donors. 

Imagine turning every parent into an advocate for 
your school, sharing their personal stories and rallying 
their friends, family, and colleagues to support a cause 
that’s near and dear to their hearts. Picture alumni 
reminiscing about their formative years, sparking 
nostalgia and generosity among their peers.
 
This is the magic of peer-to-peer fundraising: it turns 
your biggest supporters into your most powerful 
fundraisers.

Overview: 

What You’ll Learn in This Guide

This guide is designed to help you unlock the full potential of your parent and 
alumni networks through peer-to-peer crowdfunding. Whether you’re new to 
this fundraising approach or looking to refine your strategy, you’ll find practical 
advice, actionable steps, and real-world examples tailored specifically to Jewish 
day schools.

By the end of this guide, you’ll understand what you need to run a peer-to-peer 
campaign that not only meets your financial goals but also strengthens the bonds 
within your school community.

So, let’s get started. It’s time to turn your parents and alumni into champions and 
your campaign into a success story worth sharing.
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Chapter 2: 
The Case for Peer-to-Peer Fundraising in Jewish Day Schools

Understanding the Peer-to-Peer Model

At its core, P2P fundraising is a powerful tool that turns your most enthusiastic 
supporters into fundraisers for your cause. Instead of relying solely on direct 
donations from parents, alumni, or other community members, P2P campaigns 
empower these individuals to reach out to their personal networks—friends, family, 
colleagues—to bring in contributions on your school’s behalf.

Think of it as a multiplier effect. Each parent or alum who joins your campaign 
brings their circle of connections into the fold. 

Let’s say, for instance, you found 30 people from 
within your board, parent body, and alumni network, 
who could each give an average of $1,800. If you ran a 
traditional (non-P2P) campaign, you’d raise $54,000 
from 30 people. But, what if, in addition to their gifts, 
you equipped them to raise $3,600 from 10 people 
each? Then, you’d have $162,000 from 198 donors. 

Naturally, that’s a huge boost to your bottom line, but there’s more. The donors who 
gave through Ambassadors are new donors, unknown to you before the campaign. 
Because they gave through one of your core supporters, they are likely to be similar 
to your core supporters in terms of their socio-economic strata and in terms of 
their values. 

In other words, they are new donors who are similar to your current donors. 
What greater gift could you ask for as a development professional?
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The Benefits for Jewish Day Schools: 
Why Peer-to-Peer Fundraising Works

Peer-to-peer fundraising is a natural fit for Jewish day schools. The Jewish 
community has a strong tradition of philanthropy, and no other type of 
organization is as uniquely suited for this model as a school. With built-in 
ambassadors—parents and alumni—schools can tap into a network of deeply 
invested supporters who are eager to help. Here’s why P2P fundraising is a 
game-changer for Jewish day schools:

A Community Built for Giving

Jewish day schools have a ready-made network of passionate supporters. 
Parents and alumni are already deeply connected to your school, making 
them natural ambassadors. They’re not just donating; they’re sharing the 
cause with their own networks, expanding your reach and impact.

Expanded Reach, Amplified Impact

P2P fundraising allows you to tap into a global network. By empowering 
parents and alumni to share your campaign, you’ll reach potential donors 
who may not have otherwise known about your school’s mission. It’s a cost-
effective way to connect with new supporters.

Increased Engagement and Long-Term Loyalty

When your community actively participates in fundraising, they feel a 
greater sense of ownership and pride. This deeper engagement means 
stronger, long-term relationships with your school—supporters today become 
ambassadors for tomorrow.
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Cost-Effective Fundraising

Traditional fundraising can be resource-heavy, but P2P fundraising leverages 
the time and energy of your supporters. They do the work of spreading the 
word and driving donations, allowing your team to focus on other priorities.

Building a Culture of Giving

P2P fundraising helps create a lasting culture of philanthropy. By involving 
your community in the process, you’re not just raising money for today, you’re 
instilling the joy of giving back for future generations. This strengthens both 
your fundraising and your school’s long-term legacy.

Real-World Success Stories from Jewish Day Schools

To see the impact of peer-to-peer fundraising, you don’t have to look far. 
Jewish day schools across the country have successfully used this model to 
meet—and even exceed—their fundraising goals.

To demonstrate what schools can accomplish, you can look at SAR. In order 
to energize their annual school dinner, they incorporated a virtual fundraising 
challenge and engaged parents and alumni, even if they couldn’t attend the 
event in person. This approach not only boosted donations but also created a 
sense of unity and excitement among the school community. The end result? 
A whopping $4,770,963 from 1,003 gifts/dinner ads.
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Another example: YBH of Passaic rallied 84 different Ambassadors for 
their P2P campaign. These dedicated supporters opened up their hearts and 
contact lists to raise $553,315 from 945 donors. It was an amazing effort that 
allowed them to provide scholarships to families who can’t shoulder the cost 
of full tuition. 

Phoenix Hebrew Academy raised $433,443 from 666 donors through 35 
Ambassadors. They showed the power of a smaller community uniting around 
a singular cause. It was a powerful display of peer-to-peer fundraising at its 
best. 

These success stories are proof that with the right strategy, peer-to-peer 
fundraising can unlock new opportunities for Jewish day schools.
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The Long-Term Benefits: Building a Culture of Giving

The impact of peer-to-peer fundraising goes beyond immediate donations. 
By turning supporters into advocates, you’re laying the groundwork for long-
term engagement. Parents who participate in your campaign are more likely 
to stay involved in the school community, and alumni who reconnect with their 
alma mater can become lifelong donors.

Lots of schools have trouble with alumni engagement. They have trouble 
prioritizing it. And they have trouble executing it. 

But peer-to-peer fundraising is a built-in way to stay in contact with alumni. 
Each campaign is an opportunity to deepen relationships, create new 
connections, and cultivate a culture where giving is a shared value. The 
stronger your network, the easier it will be to rally support for future initiatives.
In the next chapter, we’ll dive into the practical steps of getting your peer-
to-peer campaign off the ground. From setting clear goals to identifying key 
stakeholders, we’ll walk you through everything you need to set the stage for 
success.
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Chapter 3:
Building a Strong Foundation: Getting Ready for Your Campaign

Rethinking Goal Setting: A Two-Way Approach

Setting a goal for your peer-to-peer fundraising campaign is both an art and a 
science. It’s about balancing the financial needs of your school with the realistic 
potential of your parent and alumni networks. That’s why we recommend a dual 
approach to goal setting: top-down (based on the school’s needs) and bottom-up 
(based on what your ambassadors can realistically raise).

This method helps ensure that your goals are not only ambitious but also 
attainable, creating the perfect balance between aspiration and practicality.

Top-Down Goal Setting: Understanding Your School’s Financial 
Needs

Start by looking at the big picture: What are the financial needs of your school this 
year? Are you raising money for a specific cause, like new classroom technology, 
a playground renovation, or tuition assistance for families in need? Define your 
target number based on the priorities of your school.

Questions to consider

How much money is required to meet your school’s critical needs?
Are there existing budget shortfalls you need to address?
Are there specific programs or projects that need funding this year?

Once you have your school’s financial target, let’s call it your top-down goal. This 
will be your north star, guiding the direction of your campaign.
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Bottom-Up Goal Setting: Reverse Engineering Your Fundraising 
Target

Now that you have a top-down goal, it’s time to reality-check it against what 
your community can actually achieve. Here’s where the bottom-up approach 
comes in.

This method focuses on reverse engineering your financial target by looking 
at your existing network of parents, alumni, and supporters. The key is to 
estimate how many Ambassadors you can recruit and how much you can 
reasonably expect each one to raise.

Here’s how to break it down:

Estimate the Number of Ambassadors

Think about the potential pool of fundraisers within your school community. 
How many parents, alumni, or staff members are likely to be enthusiastic 
ambassadors? Consider those who are already engaged in your school’s 
activities, such as PTA members, class parents, and alumni who regularly 
attend events.

Pro tip: If you’re unsure where to start, aim for about 20-50 ambassadors 
for a smaller campaign or 50+ for a larger effort.

Determine a Realistic Fundraising Goal Per Ambassador

Set an individual fundraising goal for each ambassador. A good rule of thumb 
is to aim for $1,800 per person, but this can vary based on your community’s 
capacity. For example, if you have particularly engaged or influential 
ambassadors, you might set a higher target.

If each ambassador is tasked with raising $1,800, and you recruit 30 
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ambassadors, you’re looking at a $54,000 campaign.

If that seems low, consider adding a tiered structure where some 
ambassadors aim for higher goals.

Calculate Your Bottom-Up Goal

Multiply the number of ambassadors by the average amount you expect each 
one to raise. This gives you your bottom-up goal.

Example:

Target Ambassadors: 40
Average Fundraising Goal per Ambassador: $2,500
Bottom-Up Goal: 40 ambassadors x $2,500 = $100,000
Bridging the Gap: Aligning Your Top-Down and Bottom-Up Goals

Now comes the critical step: Aligning your top-down and 
bottom-up goals. 

The two numbers should ideally be in the same ballpark. If your bottom-up 
goal is significantly lower than your school’s financial needs, you have a few 
options:

Adjust Your Ambassadors’ Goals: Can you realistically push for a 
higher target per ambassador?

Expand Your Team: Can you recruit more ambassadors? Consider reaching 
out to students, teachers, or even local community members.
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Supplement with Matching Gifts or Major Donors 

If your peer-to-peer campaign alone won’t hit the mark, think about 
incorporating a matching gift challenge or engaging major donors to bridge 
the gap.

This dual approach ensures that you’re setting goals 
that are both grounded in your school’s needs and 
achievable based on your community’s capacity. It 
also creates a clear roadmap for your campaign, 
with specific targets for both overall fundraising 
and individual ambassadors.

Crafting a Compelling Campaign Message that Resonates

Once you’ve set your financial targets, it’s time to build a campaign message 
that gets your community excited. Your goal here is to turn your fundraisers 
into passionate ambassadors who are not just asking for money but sharing a 
story they believe in.

Focus on Impact: Clearly articulate the difference their contributions will make, 
whether it’s funding scholarships, supporting teachers, or enhancing the school 
experience for students.

Create Urgency: Use deadlines, match challenges, or limited-time offers to 
motivate immediate action.

Personalize the Ask: Encourage your ambassadors to share their personal 
connection to the school. The more authentic and heartfelt their stories, the 
more compelling their ask will be.
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Creating Resources to Support Your Ambassadors

To empower your ambassadors, provide them with resources that make 
fundraising easy and fun. Equip them with toolkits that include:

•	 Sample social media posts and email templates
•	 How-to guides for using your fundraising platform
•	 Visual assets like campaign graphics and videos
•	 Incentives and recognition programs to keep them motivated
•	 When your ambassadors feel supported, they’re more likely to reach—and 

even exceed—their fundraising goals.

Conclusion: Setting the Stage for Success

By using both top-down and bottom-up approaches to set your fundraising 
targets, you’re building a strong foundation for your peer-to-peer campaign. 
This strategy ensures that your goals are both ambitious and achievable, 
setting your school up for a successful and impactful fundraising effort.

In the next chapter, we’ll explore strategies for recruiting and activating your 
parent and alumni ambassadors. We’ll dive into practical tips for motivating 
them to join your campaign and how to keep them engaged from start to 
finish.
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Chapter 4: 
Engaging Parents: Turning Supporters into Fundraising Ambassadors

Parents are one of the most powerful groups you can engage in a peer-to-peer 
fundraising campaign. Not only are they personally invested in your school, but 
they also have strong networks of family, friends, and colleagues who trust their 
recommendations. The challenge, however, is turning these well-meaning supporters 
into active, motivated ambassadors.

In this chapter, we’ll break down strategies to engage parents and equip them to 
succeed in their fundraising roles, making them excited about supporting the school’s 
mission while actively reaching out to their networks.

Step 1: Understanding the Parent Perspective

Before you start recruiting parents as ambassadors, it’s essential to understand what 
drives them and what they need to succeed. Parents are likely already busy juggling 
work, family, and school responsibilities, so any fundraising activities must be easy to 
engage with and impactful.

Key Motivations for Parents

A Personal Connection: Parents often have a deep emotional connection to the 
school and its impact on their children’s education. Tap into this by reminding them of 
the ways the school has made a difference in their lives.

Community Spirit: Many parents are motivated by a desire to be part of something 
bigger than themselves. Frame the campaign as an opportunity to make a tangible 
difference for the entire school community.

Peer Influence: Parents are influenced by their peers—especially when it comes to 
school-related activities. Encourage friendly competition and group goals, which can 
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foster a sense of camaraderie.

Step 2: Making It Easy for Parents to Get Involved

The easier you make it for parents to become 
ambassadors, the more likely they are to take action. 
Simplify the process by providing clear instructions, 
easy-to-use tools, and ample support throughout the 
campaign.

How to Make It Easy

Clear, Step-by-Step Instructions

Provide easy-to-follow guides on how parents can sign up, create fundraising 
pages, and reach out to their networks. Visual aids, like video tutorials or 
infographics, can be very helpful.

Fundraising Page Customization: Allow parents to personalize their fundraising 
pages with their own stories, photos, and reasons for supporting the school. 
Personalization boosts engagement and encourages more donations.

Pre-Written Content: Save parents time by providing them with email templates, 
social media posts, and text messages that they can easily customize and send to 
their networks.

Incentives for Participation: Offering incentives or recognition can motivate 
parents to take part. Whether it’s a thank-you note, a shout-out in your school 
newsletter, or a prize for the top fundraiser, acknowledging their effort will keep 
them engaged.



17

C
h

a
p

te
r 

4

Step 3: Communicating the Campaign’s Impact

Parents want to know that their time and energy are being put toward 
something meaningful. Clearly communicate how their fundraising efforts will 
directly benefit the school and their children’s experience.

Key Messaging Points

Specific Needs: Be clear about what the funds will support—whether it’s new 
educational programs, updated facilities, or scholarships. When parents 
understand the impact of their fundraising efforts, they are more likely to 
participate.

Share the Story: Use emotional storytelling to illustrate the difference the 
school makes in students' lives. Share success stories from teachers, students, 
and alumni that highlight the school’s unique value.

Visible Goals: Help parents understand how their individual efforts contribute 
to a larger goal. Display the overall campaign progress and how their 
fundraising helps reach that target.

Step 4: Training Parents to Be Effective Ambassadors

Just like any other group of fundraisers, parents need some training to ensure 
they are successful in their roles as ambassadors. The goal is to equip them 
with the tools, strategies, and motivation they need to engage their networks 
and raise money.

Training Topics

Fundraising Strategies: Teach parents how to effectively ask for donations. 
This could include tips on how to approach friends and family, how to create 
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compelling fundraising messages, and when to ask for support.

Social Media Tips: Many parents may be hesitant to use social media for 
fundraising. Provide them with guidance on how to share their fundraising 
pages and campaign updates on platforms like Facebook, Instagram, and 
LinkedIn.

Motivation and Goal Setting: Encourage parents to set fundraising goals that 
are both ambitious and realistic. Offer tips for staying motivated throughout 
the campaign, such as setting smaller milestones along the way.

Step 5: Ongoing Support and Recognition

Keep parents engaged by providing continuous support and recognizing their 
efforts. Fundraising can be challenging, but with the right encouragement and 
resources, parents will feel empowered to succeed.

How to Provide Ongoing Support

Regular Updates: Send out regular communications to keep parents informed 
about the progress of the campaign. Celebrate milestones and provide 
encouragement to keep the momentum going.

One-on-One Support: Offer personalized support to parents who may be 
struggling or need additional help. A quick check-in call or email can make a 
world of difference.

Public Recognition: Acknowledge top fundraisers in newsletters, social media 
posts, or at school events. Recognizing their contributions not only makes 
them feel valued but also encourages others to get involved.
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Conclusion: Building a Strong Parent Ambassador Network

By engaging parents as fundraising ambassadors, you create a powerful 
network of advocates who are passionate about your school and its mission. 
By making it easy for them to get involved, providing the right tools and 
training, and keeping them motivated throughout the campaign, you set the 
stage for a successful peer-to-peer fundraising initiative.



20

C
h

a
p

te
r 

5

Chapter 5: 
Reconnecting with Alumni: Tapping into Your School’s Legacy

Alumni are among the most loyal and invested supporters of your school. They 
carry with them fond memories, deep connections to the school's mission, and 
an interest in seeing it continue to thrive. Tapping into this sense of legacy can 
be a game-changer when it comes to fundraising.

However, reconnecting with alumni and inspiring them to give can be a 
challenge. Many alumni may feel disconnected or unsure of how their 
contributions will make a difference. In this chapter, we’ll explore how to re-
engage your alumni network and leverage their passion for the school to fuel 
your peer-to-peer fundraising campaign.

Step 1: Understanding the Alumni Perspective

To successfully reconnect with alumni, you first need to understand what 
motivates them. Alumni are often busy with their own lives, but they still care 
deeply about the school. It’s crucial to approach them in a way that taps into 
their emotions and helps them see the value of giving back.

Key Motivations for Alumni

Nostalgia and Tradition: Alumni often feel a strong emotional connection to 
their alma mater. The memories they have from their time at the school—
whether it’s friendships, academics, or extracurricular activities—play a key 
role in their willingness to give back.

Desire to Contribute to Future Generations: Many alumni want to ensure 
that future students have the same experiences and opportunities they had. 
They’re likely to be moved by the idea of supporting the next generation of 
learners.
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Personal Impact: If an alumni donor can directly see how their gift has made 
a difference in the lives of current students, it enhances their connection to the 
cause and motivates further support.

Step 2: Re-Establishing Communication with Alumni

Before you can ask alumni to participate in your fundraising efforts, you need 
to re-establish communication. Many alumni may not have heard from the 
school in years, so reconnecting in a meaningful way is key to sparking their 
interest in getting involved again.

How to Reconnect

Personalized Outreach: Craft messages that speak directly to alumni, making 
them feel special and valued. Use personalized email campaigns or direct mail 
that acknowledge their individual contributions to the school’s history.
Celebrate Milestones and Achievements: Share exciting updates about 
the school, such as major achievements, new programs, or recent alumni 
successes. This will help alumni feel more connected to the school’s current 
state and direction.

Engage Through Events: Reconnect with alumni by hosting special events, 
whether virtual or in-person. Alumni reunions, webinars with key figures from 
the school, or community-building events can reignite their interest in the 
school.

Step 3: Framing the Fundraising Campaign as a Legacy 
Opportunity

Once you've re-established communication with alumni, the next step is to 
present the fundraising campaign as an opportunity for them to contribute to 
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the school’s legacy. Highlight the tangible impact their donation can have on 
future generations, and position it as an investment in the school’s long-term 
success.

Framing the Ask

Legacy of Giving: Position the fundraising campaign as part of a broader 
tradition of alumni giving. Remind alumni that by contributing, they are 
continuing a legacy of generosity that ensures the school’s continued success.

Naming Opportunities: Consider offering naming opportunities for alumni 
who contribute significantly, such as naming a classroom, scholarship fund, 
or school building after a prominent alum. These can act as both a symbol of 
their commitment and a lasting tribute to their support.

Matching Gifts: Highlight any matching gift opportunities, whether through 
a corporate sponsor or alumni group. Knowing that their donation can be 
doubled is an added incentive for many alumni to give.

Step 4: Mobilizing Alumni as Fundraising Ambassadors

Alumni are not just potential donors—they can also be powerful ambassadors 
for your fundraising efforts. By encouraging alumni to become peer-to-peer 
fundraisers, you tap into their networks of friends, family, and colleagues, 
increasing your reach exponentially.

How to Activate Alumni as Ambassadors

Create Ambassador Roles: Invite alumni to become official ambassadors for 
the fundraising campaign. Provide them with clear roles and responsibilities, 
such as sharing the campaign on social media, reaching out to other alumni, 



23

C
h

a
p

te
r 

5

and raising funds on behalf of the school.

Provide Easy Tools: Just as with parents, the easier you make it for alumni to 
get involved, the more likely they are to participate. Provide them with easy-
to-use fundraising pages, templates for emails and social media posts, and 
instructions on how to reach out to their networks.

Set Fundraising Goals: Encourage alumni to set individual fundraising 
goals. This helps them feel more committed and creates a sense of friendly 
competition that can drive greater engagement.

Gamify the Experience: One of the most powerful 
ways to engage alumni is through friendly 
competition. Consider breaking alumni into teams 
based on their class year or other factors, and 
encourage them to compete with one another 
to raise the most funds. The winning team could 
receive a special recognition or prize. This not only 
increases engagement but also builds a sense of 
camaraderie and excitement around the campaign.

Incentivize Participation: Recognize top alumni fundraisers with special 
perks, such as exclusive access to school events or recognition on the 
school’s website. Alumni are motivated by both personal recognition and the 
satisfaction of supporting the school.

Step 5: Maintaining Engagement After the Campaign

Alumni engagement should not end once the campaign concludes. To create 
long-lasting relationships with alumni and ensure future support, it’s essential 
to maintain communication and show appreciation for their involvement.
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How to Keep Alumni Engaged

Share the Impact: After the campaign, make sure to update alumni on how 
their contributions were used. Share success stories, tangible results, and any 
improvements to the school that were made possible by their donations.

Offer Ongoing Opportunities: Encourage alumni to stay engaged with the 
school in other ways, such as volunteering, mentoring students, or attending 
alumni events.

Regular Communication: Continue to communicate with alumni regularly, 
whether through newsletters, social media, or personal updates. Keeping 
them informed and connected strengthens their sense of loyalty and 
increases the likelihood of their future support.

Step 6: Using the Campaign to Energize and Stay Top of Mind

Your alumni network is an ongoing resource, not just for fundraising but 
also for engaging and energizing your school community. The fundraising 
campaign is a unique opportunity to keep alumni top of mind and reinforce 
the sense of belonging they have to the school. By involving them in an 
interactive, dynamic way, you can ensure that the school stays connected to 
them, creating a lasting sense of engagement that extends well beyond the 
campaign itself.

Keeping Alumni Connected

Regular Touchpoints: Use the fundraising effort as a platform to communicate 
with alumni on a regular basis. From updates on their fundraising efforts to 
sharing the results, this helps maintain momentum and reminds alumni that 
their involvement is crucial to the school’s success.
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Celebrate Successes Together: Even after the campaign is over, it’s important 
to recognize the collective success of your alumni community. Hosting a thank-
you event or sharing a campaign wrap-up video with alumni can provide a 
sense of closure while highlighting the power of their contributions as a unified 
group.

Conclusion: Strengthening the Alumni Connection

Reconnecting with alumni is not just about asking for donations—it’s about 
fostering a deep, ongoing relationship that strengthens their emotional 
investment in the school. By presenting alumni as key players in the school’s 
long-term success, engaging them as ambassadors, and keeping them 
involved after the campaign, you build a network of loyal supporters who will 
continue to contribute to the school’s mission for years to come.
In the next chapter, we’ll explore how to keep your peer-to-peer fundraising 
campaign sustainable and ensure that your efforts can continue to grow over 
time.
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Key Takeaways

Start with Clear Goals: Understand both the financial needs of the school 
and the fundraising potential of your ambassador team. Set realistic targets 
by reverse-engineering how many ambassadors you can recruit and how 
much each can raise.

Engage Parents as Active Ambassadors: Parents are not just donors—they 
can be powerful fundraisers. Empower them with the tools and motivation 
they need to become champions of your campaign.

Reconnect with Alumni Through Legacy: Position your alumni as key players 
in the school’s ongoing success. Use the campaign as a way to honor their 
legacy and engage them in contributing to the future of the school.

Gamify the Campaign: Introducing friendly competition—such as class-
based teams—can increase excitement, build camaraderie, and motivate 
participants to give and raise more.

Leverage Campaigns for Ongoing Engagement: A fundraising campaign is 
an excellent opportunity to keep parents and alumni engaged long after the 
campaign ends. Regular communication, celebrating success, and offering 
other ways to stay involved will build lasting relationships.

Keep It Simple and Reward Participation: Make it easy for your ambassadors 
to share and raise money, and reward their efforts with recognition and 
incentives to keep them motivated.
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By putting these strategies into 
action, your school will not only 

raise the funds it needs but 
also build a strong, engaged 

community of supporters who 
are ready to advocate for your 

mission in the future.
 Peer-to-peer fundraising is a 

dynamic and sustainable 
model—when executed well, it can 
transform the way you approach 

school fundraising for years to 
come.
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Take your peer-to-peer fundraising efforts to the next 
level with CauseMatch. 

CauseMatch is the most powerful fundraising 
platform on the market. Nonprofits all over the world 
utilize CauseMatch technology to give donors the 
most seamless donation experience possible. They 
learn from CauseMatch coaches to mobilize their 
supporters and create. And they receive the best 
customer support in the industry. 

Want to hear more? 
Book a demo today.



www.causematch.com 1.917.341.4586


