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When you sign up to be a team member 
of BuckeyeThon, we think it is important 
to try and set a goal for yourself so you 
have something to strive for during your 
fundraising time!

 

When you raise money for BuckeyeThon, 
you make an impact on “kids’ lives” 
like Corbin and other pediatric cancer 
patients at Nationwide Children’s 
Hospital. Here is what your donations  
will be going towards:

   The BuckeyeThon Fellowship 
program at Nationwide Children’s 
Hospital

   Psychosocial Services for the  
patients of Hematology/Oncology/
BMT floor at Nationwide

   Clinical trials for the advancement of 
Pediatric Cancer research 

Goals | Setting Your Goal

Although you commit 
to fundraise $250 
to attend the Dance 
Marathon, we 
encourage you to go 
above and beyond 
to become a Miracle 
Maker, setting your 
goal at $1000.
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Outreach | Emails

One of the easiest ways to fundraise is 
to simply ask for donations! Here are 
three solicitation methods we focus on:

1. Emails
These emails should be as personal  
as possible, so start by sending them 
to the family and friends that you are 
closest with. 

If you have fundraised for For The Kids 
before, it is always nice to thank your 
donors for their previous donation and 
fill them in that you are participating 
again. Make sure to mention how they 
were able to help contribute to the total 
that was raised! This reinstates that their 
contribution was able to make a world of 
difference for the people that it helped. 

If this is your first time participating in 
BuckeyeThon, then take the time to 
explain what it is and where the money 
is going; the more information people 
know, the more willing they are to donate! 

On your personal fundraising page, there 
are email templates that are already 
made! Feel free to use these if you want 
a quick, easy way to get started. 

After you give a bit of background, it is 
always good to give them a little insight 
into why you are participating in this cause. 

Explain the difference that 
even $5 would make.  

No amount of money is ever  
too small, so if you stress  

this, people may not be  
worried that their contribution  

won’t be enough.

Before you close the email, always make 
sure to include a forwarding line at the 
bottom of the page, usually along the 
lines of, “If you could, please make sure 
to forward this email to anyone that you 
think would be interested in donating.” 
That way, even if the person isn’t willing 
to make a donation, at least they can 
help the cause by getting the information 
to as many people as possible. 

Finally, always finish by thanking them 
for taking the time to read the email. 
People have busy lives, and if they take 
time to sit and read through your email, 
that can make all the difference.
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2. Social Media
Participants who use social media raise 
more money, and reach more donors. 
Participants who achieve the greatest 
success combine multiple social media 
tools to increase fundraising by as  
much as 40 percent. 

   Include pictures, stories, and 
updates about your fundraising

   Recognize donors by tagging them  
in a status update

   Always include a link to your 
personal page 

SAMPLE MESSAGING 
“Thank you ______ for donating to my 
fundraising page! Because of you we 
are one step closer to ending pediatric 
cancer!”

“______ Days until BuckeyeThon  
and I’m $______ away from my goal.  
Help me out and donate today because 
Every Kid Deserves to be a Buckeye! 
Your link here”

“Please take a moment to remember 
your favorite childhood memory—that 
one Christmas morning you will never 
forget, that one birthday when all of 

your friends surprised you, that amazing 
family vacation to the beach, that one 
day you were just inexplicably happy 
to be alive. These are the memories 
that I and every single member of 
BuckeyeThon work year round to give 
kids fighting cancer. Our ultimate goal is 
to make sure every child diagnosed with 
cancer never misses out on an amazing 
and memorable childhood. Please 
consider supporting my fundraising 
efforts with a donation, no matter how 
big or small. Thanks so much for your 
help. Your link here”

3. Letter Writing Campaign 

While email is convenient, it can 
occasionally be difficult to reach some 
family and friends online. Others may 
just prefer to receive traditional mail. 
Through the Letter Writing Campaign, 
you can provide us with an unlimited 
number of names and street addresses. 
BuckeyeThon will mail each address a 
letter that explains our cause and gives 
the recipient an opportunity to easily 
make an online or mail donation to your 
personal fundraising page.

The Letter Writing Campaign requires 
very little effort on your part; just give 
us your intended recipient’s contact 
information and let us handle the rest! 

It is one of the simplest and most 
effective methods of reaching out to 
your personal network. To learn more 
and participate in the Letter Writing 
Campaign, please visit the  
fundraising resources section of  
the BuckeyeThon website. 

FOLLOW UP 
For each solicitation you ask, it is 
important that you follow up with those 
people! Make sure you create a list of 
everyone you directly reach out to and 
follow up with them if they have not 
made donations. For example, if you 
reach out in the Fall Semester with an 
email asking for donations, call them In 
January if they have still not donated to 
you. As for social media, posting at least 
once a month leading up to the Dance 
Marathon is a good way to follow up with 
your possible donors.

Outreach | Social Media, Letter Writing 
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Networking Plan
While you commit to raising $250, we encourage all team members to go above and 
beyond to hit their fundraising goal. It is important to remember that when making asks 
to people, only 25% of them will donate at first.  
Here is how simple it is to become a Miracle Maker!

Outreach | Networking Plan

HOW TO ASK
FOR DONATIONS

Email 24 people that are either 
close family members, family 
friends’ parents, bosses, mentors, 
etc., under the age of 67

Email 24 college or high  
school friends

Write 10 letters with the Letter 
Writing Campaign to people you 
know over the age of 67

Post on Facebook 
(older generation)

Make a tweet on Twitter 
(younger generation)

# OF DONATIONS 
(x amount of gift)

6 x $60

6 x $30

4 x $25

5 x $48

4 x $20

TOTAL

$360

$180

$100

$240

$120

$1000


