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We connect individuals in need of resources with those who can provide them. 
Together, we strengthen philanthropy and civil society.



since 2012

1 124 verified NGOs

1 803 694 donations

47 485 718 € (09/2026)

413 117 donors

Donation – based crowdfunding system for NGOs

General support
and ad-hoc projects

We see what organisations try.
We see what donors respond to.
And we see what happens over time.
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What makes an organisation financially stronger?

More money?

More donors?

More predictable income?



A successful campaign can bring a lot of money.

It does not automatically make you financially stable.

What happens in 3, 6 or 12 months after the campaign?

Can you repeat the success?

Do you have a relationship with those donors?

Do donors understand why your work matters?



One-off giving matters

Emergency response

New donor acquisition

Specific needs

Campaign moments

But it is hard to live in permanent campaign mode.



Recurring giving in DARUJME.sk 
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Why recurring giving changes the game

Recurring donors give you
more than money

Predictability
You know what is likely to 
come next month.

Continuity
Your work does not stop when
a campaign ends.

Independence
Your income is spread across
many people.

Community
People choose to stay with you.



So how did Slovak organisations make recurring giving grow?

There is no magic trick



One-off and recurring giving are different

ONE-OFF RECURRING

Immediate Long-term

Urgency Trust

Problem Vision

Transaction Relationship

Help now Stay with us

Solve this problem now. Stay with us while we keep solving it.



Same cause. Different promise. 

ONE - OFF

• Your €30 gift pays for one therapy session.

RECURRING

• Your €30 monthly gift helps Lucia stay in therapy — so there can be more dinners
with her family.

What do you say when you ask for a donation? 



Why monthly? Because the front line does not wait for a campaign to end.

When a medic on the front line calls us at night to say he has run out of supplies, or a 
firefighter from Kupiansk whose generator was destroyed by a drone, we cannot tell 
them: “Wait a few weeks until we close the fundraiser.”

Ivana,

in this situation you are the main defender of democracy. Freedom 
and democracy begin with every citizen taking an active stand.

With your regular support you back an active civic voice long term. 
Join the active defence of democracy today.

Let us not accept this as normal.

Support the defence of democracy with a regular gift.



A one-off donor helps something happen.

A recurring donor helps make sure it keeps happening.



An uncomfortable truth

Your donors don´t care that much about your organisation.

They care much more about your mission and clients.



What do you say when you ask for a donation?



• WE launched...

• WE organised...

• OUR project...

• OUR programme...

• OUR organisation...

• OUR impact...

Who is the protagonist?

If you write your donors: 



Now put the donor inside the story.

Because of you...

You made this possible.

Together, we can...

Your monthly gift means...

Stay with us.

Same work. Different perspective.



Don't send newsletters

At least, don't think about them as newsletters.

Organisation update Donor communication

What we did Look what you helped happen

Our project Come with us

Our event Meet someone

Our news What do you think?

Our plans Here's what we need next to help our cause together



Fundraising without communication is hard work.
Communication without fundraising is a missed opportunity.

one message – one clear CTA.

School has started. What now?

Children do not need help only in September.

They need to know they can go to lunch with their classmates, join a club they 
enjoy and not miss a school trip because their family cannot afford it.

They want what every child wants: to learn, to discover and to belong. That is 
why regular help matters.

Be there for the children all year.

Your regular monthly support helps families cover everyday costs that many 
take for granted, but which for others are a heavy burden.

Even a few euros a month can mean one child does not have to stand aside 
when the others go to lunch, on a trip or to a club.

I WANT TO GIVE REGULARLY



The donation is not the end of the donor journey.

Contact First gift

Recurring gift

Repeat gift Mid-level gift Major gift

Upgrade



Your next recurring donor may already be in your database.

They already:

• know you

• trusted you once

• understood the cause

• took action

Repeat one-off donors

Former recurring donors

Donors from previous campaigns



We sometimes see organisations move from donation straight to the next donation
request. 

THANK — acknowledge what they did.

SHOW — tell them what happened thanks to their help.

INVOLVE — ask, invite, bring them closer.

ASK ANOTHER DONATION — then give them another opportunity to act.

And after the second gift: start again.



Make recurring giving the easy choice

• Is recurring giving visible?

• Are the amounts realistic?

• Do you explain why monthly support
matters?

• Is the choice simple?



Five things you can do today

1. Check your donation page.
Is recurring giving easy to find and easy to choose?

2. Read your last fundraising message.
Is it about your organisation — or about the donor’s role?

3. Look at your donor database.
Who has already shown that they care about your cause?

4. Check what happens after a gift.
What does the donor hear from you next?

5. Make one recurring giving ask.
Choose one group of donors and give them a clear reason to support you monthly.



Financial stability does not start with more campaigns.

It starts with more relationships that last.

Put your donors in the centre.



And now it is your turn.

Any questions? 



Thank you for your attention

Ivana Hollá

ivana@darujme.sk
0918 326 566
https://www.linkedin.com/in
/ivana-holl%C3%A1-
999b9324b/

Zuzana Behríková

zuzana@darujme.sk
0918 433 758
linkedin.com/in/zuzana-behrikova

Get in touch, we are happy to help.
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