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Your Guide

Britni Brady

Fundraising Strategist

Hi, I'm Britni Brady.

I'm a fundraising strategist, nonprofit hype woman, and someone 

who has spent the last decade knee-deep in grant deadlines, 

board reports, and “can we do this with zero budget?” 
conversations.

I work with Bid Beacon — a leading online silent auction 
provider.

Over the past 8 years, here's what we've seen together:

$34M+

Total auction

revenue raised

167K+

Auction items

processed

2,846

Auctions run

on platform

4.9/5 Google rating (800+)



Today's Roadmap

1
Creating a Compelling Auction Event

Generating FOMO to drive competitive bidding

2
Mastering Item Selection

Right items, right mix, right quantity

3
Strategic Pricing for Success

Starting bids and increments that maximize revenue

4
The Event, Close-Out & Bidding Extensions

Timing strategies to squeeze every last dollar

5
Delivering More Value

Raffles, campaigns, and beyond



T I P  # 1

Creating a
Compelling
Auction Event
Generating FOMO to Drive Competitive Bidding



Tip #1 — Creating a Compelling Auction Event

People have a natural desire to compete — and to win.

Open 1 Week Early

Host your silent and live auction within the 

same 1-week window. Early access builds 
anticipation.

Offer Exclusive Incentives

Limited perks (early bird access, exclusive 

items) get people registered and bidding 
before the event.

Release New Items Mid-Week

Drop new auction items throughout the week 

to keep people returning and generate 
excitement.

Stagger Opening Times

Open popular categories early to build bidding 
momentum in the first wave.

AUCTION FOMO KILLER: Hosting your silent auction for too loooooong. Keep it tight — 5–7 days max!



T I P  # 2

Mastering
Item Selection
Right Items · Right Mix · Right Quantity



Tip #2 — Mastering Item Selection: Understand the Donor Mindset

Items that attract multiple bids speak to at least one of three donor motivations:

1
Something they would have likely bought anyway

Practical items (restaurant gift cards, grocery vouchers, household services) with a clear perceived value.

2
A once-in-a-lifetime experience

VIP event access, luxury travel, exclusive experiences, signed sports memorabilia — things money can't 
easily buy.

3
A great deal with an accessible starting bid

Items priced to invite participation. Lower entry points generate more bidders, which drives higher final 
prices.

A mix of items that speak to all three criteria generates more bids, more revenue, and more happy donors.



Tip #2 — Source Items That Match Bidding & Buying Criteria

Donated Items

• Restaurant gift cards & certificates

• Professional services (legal, dental, 
home)

• Handmade or artisan goods

• Local business packages

• Event tickets (concerts, sports)

• Sports Memorabilia

✓ Zero upfront cost

✓ Community goodwill

Risk-Free Consignment Items

You list the item at no cost — you only pay if 
it sells.

• Luxury travel packages

• Adventure experiences

• Spa & wellness retreats

• Professionally curated

✓ No financial risk

✓ High-value anchor items



Tip #2 — Source Items That Match Bidding & Buying Criteria



Tip #2 — How Many Items Do You Need?

The right quantity prevents donor fatigue and drives competitive bidding.

The Simple Formula

100
Attendees

÷ 2 ÷ 2
= 25

Items

(# of people bidding ÷ 2) (items per bidder ratio)

Sweet Spot (150 – 200 attendees)

40 – 55 quality items
for most events

Feature 8–12 premium items for your live auction

Why Not More Items?

• More items = attention divided across more 
lots

• Fewer competitive bids per item = lower final 
prices

• Our data: 45-55 items outperforms 70+ every 
time



Tip #2 — Additional Item Selection Strategies

Bundle Low Performers and Have 
Several Varieties of Popular Categories

Combine low-interest items with popular ones. Items like 

crocheted doilies can become charming 'cozy home' 

bundles. 

For popular categories, have variety e.g. If you have a 

signed McDavid jersey, also have a Draisaitl jersey and a 
signed hockey stick. 

Write Benefit-First Titles

Lead with the experience, not the price. 'Good Times & 

Great Food — $100 at Boston Pizza' beats '$100 Gift 
Certificate at Boston Pizza' every time.

Use 'Buy Now' Strategically

For multiple identical items (e.g., 5 travel packages), set 

a Buy Now price to lock in guaranteed revenue and avoid 
a winner-takes-all bidding situation.

Add a Direct Donation Item

Include an item that lets guests donate directly to your 

cause — some donors prefer giving to the mission over 
winning something. This serves your non-bidders.



Tip #2 — Write Benefit-First Item Titles

Make the value obvious at a glance. Lead with the experience, not the price tag.

✗ BAD

$100 Gift Certificate at Boston Pizza

✓ GOOD

Good Times, Great Food — $100 to Spend at 
Boston Pizza

✗ BAD

Gutter Cleaning

✓ GOOD

Clean Gutters, No Hassle — Professional 
Service ($200 value)

✗ BAD

Gift Basket

✓ GOOD

Where's the Beef? Right Here! — Premium Meat 
& BBQ Essentials



T I P  # 3

Strategic Pricing
for Success
Starting Bids & Increments That Maximize Revenue



Tip #3 — Strategic Pricing for Success

Starting Bids

Set at 25–40% of Fair Market Value (FMV).

High-demand items: closer to 40%.

Practical everyday items: closer to 25%.

Lower entry points attract more bidders — more 
bidders means higher final prices.

25–40%
of FMV

Bid Increment Goal

Set increments so it takes ~10–20 bids to reach Fair 
Market Value from the starting bid.

This keeps bidding active without stalling

or jumping too aggressively.

Bid Increment Scale by Item Value

Under $100 ~$25 $5

$100 – $300 ~$40–$75 $10

$300 – $1,000 ~$100–$250 $25

$1,000 – $3,000 ~$350–$750 $50 – $100

$3,000+ ~$1,000+ $100 – $250+

Item Value Typical Starting Bid Typical Increment



Tip #3 — Bid Increment Psychology

Keep Early Bids Easy

If increments feel too large at the start, people hesitate 

to jump in. A slightly smaller early step increases 

participation — and more bidders usually leads to higher 
final prices.

Avoid Overly Tiny Increments

If bids move too slowly (e.g., $5 steps on a $2,000 

item), you risk dragging out bidding and leaving money 
on the table when time runs out.

Match Increments to Your Audience

Community events → smaller increments (more 

participation).

High-end / corporate events → larger increments 
(audience is less price-sensitive).

Consider Hybrid Rules

Some auctions use smaller increments up to a threshold, 

then larger increments once bidding exceeds certain 

levels. This rewards early bidders and maximizes late 
competition.



T I P  # 4

The Event,
Close-Out &
Bidding Extensions
Timing Strategies That Squeeze Every Last Dollar



Tip #4 — The Event, Close-Out & Bidding Extensions

Enable Bidding Extensions

Extending by even 5–10 minutes when a bid comes in near 

closing can generate significant additional revenue. This is one 

of the highest-ROI settings in your platform.

Send Closing Reminders

Email or text registrants at regular intervals before close (60 

min, 30 min, 10 min). If in-person, announce to guests. 

Communication drives last-minute bids.

Stagger Your Close Times

Set items to close 1–2 minutes apart. This keeps bidders 

engaged across the close window instead of everything ending 

at once and people walking away.

Highlight High-Interest Items Near Close

Promote your most bid-on items in the final hour to sustain 

engagement and draw attention back to your top performers. 

Also highlight good deals/low bids to attract more bids –

communication with your audience is key.

Integrate Live & Silent Auctions

Advertise live auction items in your online auction (viewing 

only). Record live auction winners in the platform for seamless, 

paperless close-out.

Require Credit Card Registration

Mandatory pre-authorization at sign-up eliminates collection 

headaches at close. Winners are charged automatically — no 

awkward money conversations.



T I P  # 5

Delivering
More Value
Raffles, Campaigns & Multiple Revenue Streams



Tip #5 — Run a Raffle Alongside Your Auction

Capture different donors: some people prefer raffles over competitive bidding.

Why Raffles Work

• Low barrier to entry ($5–$20 per 
ticket)

• Easy to set up – no need for items 

with a 50/50

• Everyone has an equal chance to win

• Appeals to non-bidders in your 
audience

• Unlimited ticket sales potential

• Easy to promote before the event

• Generates excitement at the draw 
moment

Best Raffle Prizes

High-value items (vacation, TV, iPad)

50/50 cash raffle — always popular

Themed baskets (wine, spa, sports)

Local business sponsorship prizes

Season tickets to events



Tip #5 — Combine Multiple Events into a Campaign

Think beyond a single event — create an ongoing fundraising campaign.

Silent Auction Opens 1 week early, closes at event Primary fundraiser

Live Auction At event (high-value items only) Peak excitement moment

Raffle Sell tickets 2–4 weeks, draw at event Broad participation

Direct Donations Open throughout campaign Capture non-bidders

Sponsorships Secure before event Guaranteed income

Result: Multiple revenue streams → extended donor engagement → significantly higher total fundraising



Tip #5 — Conduct a Post-Auction Review

Every auction is a data goldmine. A structured review turns this year's results into next year's strategy.

Analyze the Numbers

Revenue vs. goal — did you hit your 

target? Revenue vs. FMV? (75% - 80%?)

Avg. bids per item & avg. revenue 

per item

Which items fetched highest bids vs. 

lowest

Bidder participation rate (registered 

vs. active)

Revenue by category (travel, dining, 

experiences)

What Worked Well

Top-performing items — replicate or 

refresh them

Bidding patterns: when did activity 

spike?

Items that triggered bidding 

extensions

Donor segments that bid most 

actively

Communication touchpoints that 

drove logins

What Needs Improving

Items that received zero or only one 

bid

Categories that underperformed 

expectations

Timing issues — too early a close, 

dead windows

Technical friction (registration, 

checkout)

Items where starting bid may have 

been too high

Best practice: Schedule your review within 2 weeks of the auction — while the data and donor feedback are still fresh.



Your Complete Revenue Diversification Partner

Digital Revenue Streams Made Easy

Online Auctions (Bid Beacon)

Online Raffles (Raffle Rocket)

Donations & Sponsors

Reporting & Analytics

Building Community & Recurring Revenue

Fundraising Campaigns

Events & Programs

Membership Management

eCommerce Marketplace

bidbeacon.com  |  raffle-rocket.com  |  communibee.ca



Real Results — Unlocking Risk-Free Items

"Our online auction was a huge success this year! This was our second year using Bid 
Beacon, and this time we opted to include an online 50/50 raffle using Raffle Rocket. 

The best part was the Consignment vacation packages: it was so easy, we added them as 
'Buy Now' items, increased the price by $1,000, sold two and made a huge profit! This 
app just keeps getting better!"

— Adelle Challis · Breast Friends Society, Edmonton AB



Bringing It All Together

1
Curate the “right amount” of quality items matched to your audience size, your donors' buying 
criteria & demographic

2 Add 3–5 consignment items + use Buy Now pricing for multiples

3 Open your auction 1 week early + drop-in new items mid-week

4 Stagger close times (1–2 min apart) + enable automatic bidding extensions

5 Run a raffle alongside your auction + combine into a full fundraising campaign

These strategies can increase your revenue by 25–40%



Real Results from These Strategies

Here's what actually happens when organizations implement these five tips (aggregated data):

Before Implementation

✗ 69–70 items

(too many — diluted bidding)

✗ 58% value realization

(leaving 42% on the table)

✗ 3–4 avg bids/item

(low competition)

✗ $130–$147 revenue/item

(well below potential)

✗ All items close at once

(bidder attention split)

✗ No bidding extensions

(money walks out the door)

After Implementation

✓ 45-55 items

(right-sized, focused bidding)

✓ 75–85% value realization

(capturing real market value)

✓ 7–18 avg bids/item

(genuine competition)

✓ $273–$351 revenue/item

(up to 2.4x improvement)

✓ Staggered close times

(sustained engagement)

✓ Extensions enabled

(maximized final bids)

Result: 2–3X revenue per item · Higher total fundraising · Happier donors



Questions &
Discussion
Let's talk about how to apply these strategies to your specific 
situation.

Britni Brady  |  Bid Beacon

bidbeacon.com



Thank You!
Ready to make your next auction a smashing success?

Faith, Fundraising & Communication Symposium

May 2026  •  ffcsymposium.net  •  bidbeacon.com
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