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Giving Tuesday readiness guide

10 donation form fixes to make before
Giving Tuesday

GIVING TUESDAY 2026 - DECEMBER 1

In 2025, Giving Tuesday drove $4.0 billion in giving across the US in a single day, up 13% from
2024, with 38.1 million people participating. That kind of concentrated traffic, much of it from first-
time givers on their phones, puts real pressure on your donation form. Here's how to make sure
it's ready to convert that moment, not quietly lose it.

Source: GivingTuesday.org, 2025 Results

Every nonprofit invests heavily in driving traffic to their donation page on Giving Tuesday: social campaigns,
matching-gift pushes, email blasts, texts. But the form itself, the final step between donor intent and completed
gift, is often the weakest link, and on the single biggest giving day of the year, there's no "we'll fix it next week."
A confusing layout, a missing payment method, or no recovery mechanism costs you most at the moment your
traffic, urgency, and donor goodwill are all at their peak.

Through years of testing across thousands of campaigns, iDonate has identified the practices that consistently
move the needle under Giving-Tuesday-level pressure. This guide distills those findings into 10 fixes you can
check off before the day arrives, organized by stage of the donor journey.
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1 Mobile-First Design Gift Selection
2 Branded Value Proposition Gift Selection
3 Intelligent Ask Ladder Gift Selection
4 Monthly Giving by Default Gift Selection
5 Recurring Gift Prompt Post-Selection
6 Streamlined Donor Info Checkout

7 Multiple Payment Options Payment

8 Cover-the-Fee Option Payment

9 Exit-Intent Email Capture Recovery

10 Persistent Gift Reminder Recovery
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Why this matters more on Giving Tuesday

Your donation form only gets one shot this big

For most donors, Giving Tuesday is the moment a whole year of quiet consideration turns into action. They've
seen the matching-gift countdown, the email from your executive director, the social post from a friend who
gives every year. They've made the decision to give. What happens next, the form experience itself, determines
whether that intent becomes a completed gift, or a tab they meant to come back to.

Industry research consistently shows that donation form abandonment rates hover around 70% on an average
day. On Giving Tuesday, the stakes on that number are higher in both directions: more total donors are arriving
with intent, but more of them are also arriving distracted, on unfamiliar devices, comparing your ask against a
dozen others landing in their inbox that same morning. Much of that drop-off is preventable. It stems not from
donor disinterest but from friction: too many steps, unfamiliar payment methods, slow load times on mobile, or a
form that simply doesn't instill confidence in the moment it matters most.

A donor who abandons your form on Giving Tuesday doesn't wait around. They give
somewhere else, or they don't give at all. There is no quiet Wednesday recovery for a gift that
was only ever going to happen that day.

The best-performing nonprofit forms share a common set of design and UX principles, and they matter most
exactly when traffic spikes hardest. They reduce cognitive load at every step. They meet donors on the device
they're actually using, increasingly a phone, increasingly mid-scroll. They default to outcomes that benefit the
organization without pressuring the donor. And they recover gracefully when a donor starts to drift, because on
the busiest day of the year, drift is guaranteed to happen at scale.

The 10 fixes in this guide are organized by stage of the donor journey: gift selection, post-selection, checkout,
payment, and recovery. Together, they form a pre-Giving-Tuesday checklist: a complete framework for making
sure your highest-traffic day becomes your highest-converting one.

A well-optimized donation form doesn't just convert more Giving Tuesday donors. It converts them into
better donors: higher average gifts, more recurring commitments, and fewer lost to abandonment on the
one day you can least afford it.
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STAGE 1: GIFT SELECTION

The gift selection stage is where donors make their two most important decisions: how much to give, and
whether to give once or repeatedly. On Giving Tuesday, these decisions happen faster and under more
distraction than any other day, so how they're framed has an outsized effect on both completed giving and long-
term donor engagement.

o Mobile-First Design

More than 50% of nonprofit traffic comes from mobile on a typical day, meaning most donors already encounter
your form on a phone, not a desktop. A mobile-first form ensures fast load times, thumb-friendly actions, and a
frictionless checkout on any device.

Mobile-first is not the same as mobile-compatible. A truly mobile-first form is designed from the small screen
outward: large tap targets, vertically stacked layouts, no precision input required. Every extra second of load time
and every pinch-to-zoom moment is a measurable abandonment risk.

Giving Tuesday stakes: Mobile share climbs even higher on Giving Tuesday as donors give from social links, text
reminders, and email between meetings. If your form isn't mobile-first, this is the single highest-leverage fix on the
list.

e Branded Value Proposition

A title, supporting copy, and hero image in your organization's brand colors, pulled from what your organization
actually does. This gives donors the "why give to you, why now" answer before they ever engage with the form
itself.

The value proposition should remain visible throughout the entire checkout process, not just the first screen.
Keeping the cause in view as donors complete subsequent steps continuously reinforces their decision and
reduces second-guessing at the moment they're most likely to hesitate.

Giving Tuesday stakes: Work in your Giving Tuesday hook directly: a matching-gift multiplier, a goal
thermometer, a deadline. Donors arriving from a campaign email expect to see that same message reflected the
instant the form loads.

o Intelligent Ask Ladder

Donation amounts should be arranged low-to-high, left-to-right, with a pre-highlighted "most popular" amount
calibrated to your audience and cause area. This anchoring effect gently guides donors toward a stronger default
without added friction.

The suggested amount should be determined by data (your audience, cause area, and campaign context), not
chosen arbitrarily. An "Other" field should always be available. The ask ladder is a guide, not a gate.

Giving Tuesday stakes: If you're running a match, calibrate the ladder to it (e.g., amounts that map cleanly to
"doubled" totals). A ladder tied to your specific campaign outperforms a generic, year-round default.
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STAGE 1: GIFT SELECTION (CONTINUED)

o Monthly Giving by Default

When donors arrive at a giving form, the frequency toggle should default to Monthly. Donors who don't actively
change the default are already on the path to becoming sustaining supporters, without any additional nudging
required.

The math is compelling: a donor who gives $25 once is worth $25. A donor giving $25/month is worth $300 in
year one, and most monthly donors sustain their commitment for two or more years.

Giving Tuesday stakes: Giving Tuesday is the single highest-intent day of the year to convert a first-time or
lapsed donor into a sustainer: a decision they're primed to make while their generosity is already activated. Don't
let a default setting waste that moment.

STAGE 2: POST-SELECTION - STAGE 3: CHECKOUT

Once a donor has selected a gift amount, two opportunities arise before they reach payment: a chance to
convert a one-time gift into a recurring commitment, and a checkout experience that either closes the deal or
introduces friction, and that friction is costliest when a donor is one of thousands moving through your form at
once.

e Recurring Gift Prompt

If a donor chooses "Give Once," show them an invitation to make their gift monthly, framed as impact, not
obligation. Two pre-set monthly amounts make the choice easy, and a graceful decline option ensures no one
feels pressured.

Framing is everything: "One monthly gift = 12x the impact" puts the donor in the driver's seat. Pre-set amounts,
set lower than the one-time gift, make the monthly option feel accessible. A clearly labeled exit ("No thanks, just
give $50 this time") ensures no donor feels trapped. A pressured donor is a lost donor.

Giving Tuesday stakes: Best-in-class nonprofits report that a well-designed recurring gift prompt converts 15-
25% of one-time donors into monthly givers, and Giving Tuesday's volume means this single prompt can generate
more new sustainers in one day than a typical month of asks.

e Streamlined Donor Info

Only the fields that matter (first name, last name, and email) are required by default. Donors move through
quickly without feeling like they're filling out a form. Less friction means more completed donations.

Every required field is a potential exit point. Additional fields like phone number, mailing address, and
organizational affiliation should be optional and clearly marked as such. Options like "Donate anonymously" or
"Donate as organization" work well as simple checkboxes that don't interrupt the primary flow.

Giving Tuesday stakes: A first-time Giving Tuesday donor is the least tolerant of a long form. They have no prior
relationship pulling them through friction. Strip the form down before the day, not during it.
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STAGE 4: PAYMENT

The payment step is the final gate between donor intent and a completed transaction. Donors are motivated at
this stage; the primary risk is introducing doubt through an unfamiliar process or unexpected friction, and that
doubt is expensive when tens of thousands of dollars are moving through your form in a single day.

o Multiple Payment Options

Donors can give using their preferred payment method, including credit card, ACH, PayPal, Apple Pay, or Google
Pay. Familiar options reduce friction and help more gifts reach completion.

A form that accepts only credit cards will lose donors who prefer digital wallets or bank transfers. Every missing
payment method is a potential abandonment. For mobile donors especially, Apple Pay and Google Pay eliminate
typing card details entirely, enabling one-tap checkout that dramatically improves mobile conversion.

Giving Tuesday stakes: With mobile traffic at its yearly peak, one-tap wallets aren't a nice-to-have on Giving
Tuesday. They're often the difference between a completed gift and a donor who gives up mid-checkout on a
crowded train or between meetings.

0 Cover-the-Fee Option

The option to cover processing fees is shown as a simple, pre-selected choice with clear, friendly language.
Donors can opt in easily, with no pressure if they choose not to.

Processing fees, typically 2-3%, reduce how much of each gift actually reaches your mission. A cover-the-fee
checkbox, presented transparently and pre-selected by default, gives donors the opportunity to absorb that cost.
Simple, honest language like "Add $1.60 to help cover fees" outperforms vague or guilt-driven framing.

Giving Tuesday stakes: When cover-the-fee is presented transparently and pre-selected by default, opt-in rates
of 60-80% are common, meaning more of every Giving Tuesday dollar reaches your mission instead of your
processor, at zero cost to donor experience.
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STAGE 5: RECOVERY

Even a beautifully optimized form will experience abandonment, and on Giving Tuesday, more donors than any
other day means more abandonment in absolute terms too. Recovery best practices ensure an abandoned
session is never a permanent loss, and that the recovery experience is as respectful as the giving experience
itself.

e Exit-Intent Email Capture

Instead of losing a donor when they click "X," a friendly exit prompt invites them to stay connected by sharing
their email, which helps you grow your prospect donor database and follow up later with a timely, thoughtful
reminder.

The message should be warm, never desperate: "Your Generosity Matters. Drop your email below, and we'll
send a polite reminder when you're ready." Two clear options, "Remind Me Later" and "No, Thank You," keep the
experience respectful.

Giving Tuesday stakes: On Giving Tuesday, a fast follow-up matters more than usual: a reminder sent that same
evening, while the day's urgency is still fresh, converts at a far higher rate than one sent a week later.

@ Persistent Gift Reminder

When a donor leaves the form, a subtle reminder stays anchored at the bottom of the screen, even as they
browse other pages, saving their gift details and offering a one-click return to checkout or an easy, respectful exit.

The reminder is informative, not intrusive. It keeps the donor's selected gift amount and cause visible, with one
click to return to where they left off. A graceful "Not Today" option lets them exit without frustration.

Giving Tuesday stakes: A donor who's distracted mid-scroll on Giving Tuesday is not a lost donor. They're one
tap away from finishing, if the form remembers what they already decided.
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Putting it all together

Your pre-Giving-Tuesday checklist

No single fix on this list is transformative in isolation. What makes them powerful is their compounding effect
across the donor journey, and on Giving Tuesday, that compounding happens at a scale no other day of the
year offers. A form that defaults to monthly giving, presents a compelling value proposition, minimizes checkout
friction, and recovers abandoned sessions is performing at every stage simultaneously, for every donor arriving
that day.

Benchmarking your current form against these 10 practices before Giving Tuesday is the highest-leverage hour
you can spend this fall. Most organizations find two or three quick wins: a default setting that needs changing, a
payment method that's missing, an exit-intent mechanism that doesn't exist yet. Start there today, not
December 1st.

STAGE FIXES PRIMARY GOAL

Gift Selection 1-4 Right amount, right frequency, right device

Post-Selection 5 Convert one-time donors to monthly

Checkout 6 Remove friction before payment

Payment 7-8 Meet donors where they are; more of each gift reaches the mission
Recovery 9-10 Recapture intent before it disappears

Want a Giving Tuesday readiness check on your actual form?

iDonate's team will walk through your live donation form against all 10 fixes and flag exactly what to change before
December 1. Free, no obligation.

v A stage-by-stage review of your current form

v Specific, prioritized recommendations you can implement this fall

v Alook at how iDonate's mobile-first giving experience compares

Request Your Free Readiness Check -

1Donate.

About iDonate: iDonate is the intelligent online giving solution purpose-built for modern nonprofits. We help organizations
raise more for their mission by delivering mobile-first donation experiences that are easy to set up, highly customizable, and
seamlessly integrated. iDonate creates a frictionless donor experience at the moment generosity strikes, including the
biggest moment of the year. Learn more at www.idonate.com
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