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How to write a great appeal letter!
1. Open with an emotional or compelling story. Make it personal. A story about one item or child is more interesting than a story about an entire school or 1,000 kids.

2. Address only one subject.  Generally what the generosity of donors has allowed you to accomplish and why you need them to give again.

3. Keep it simple and direct.  You need to move your audience for it to write the check.

4. Don't give too much information. When the letter is "newsy," it distracts from the purpose of the letter. Give news in a newsletter. Ask for money in a solicitation letter. In fact, consider sending a newsletter about four weeks prior to a solicitation.

5. Repeat. Repeat. Repeat. Choose a theme and repeat it several times. It might seem that repetition would make the letter boring, but people don't read an appeal letter from first word to last.

6. Create a sense of urgency, but not a crisis. Donors want to feel needed, but no one likes to try to save a sinking ship. .

7. Ask recipients to give a specific amount, even if it's a range. Don't be afraid to ask for more than they've given before. You can't get $100 from a $25 donor unless you ask. 
8. Check your ask for signs of "begging," guilt for bothering the donor, or an uncomfortable tone. Think of the ask as an opportunity for the donor to be part of your exciting program. Don't "urge" - suggest and involve!

9. Highlight your most important points. The reader will be skimming this. What do you want them to know? (Answer: That you are successful now and their gifts will make your organization even better.)

10. If the letter is longer than a page, use both sides of the paper.  Keep it to a page.  If need more room to tell your story, print on both sides of one sheet.

11. Add a P.S. The P.S. is the most often read part of a solicitation letter. "The ask" (how much you want them to give) and a restatement of your appeal should be in the P.S. A well written postscript can substantially boost the response to your letter.

12. Read your letter as your donor will. Skim. Let your eyes fall on the highlighted portions and the P.S. Those are the parts of the letter the average reader will see. Is your case compelling in those sections? If not, time for a rewrite.

13. Create a response device that matches the look, tone and ask of the letter. A response device is a remittance envelope or card that the donor returns with their check. Since the response device is often filed away with bills for payment later, it often gets separated from the letter. Make sure your message is duplicated on the response, which will remind the donor why they filed it away with the bills in the first place!

14. Use visual supplements to emphasize the information contained in the ask.  Pictures; quotes from the appropriate constituency (kids, parents, donors, etc.); from well-know, respected representatives of the camp/Jewish community; have them co-sign the letter.  Choose one strong all-inclusive quote and one picture – don’t overdo it.
