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The biggest challenge we see for our clients 
is building a larger, more sustainable donor 
base.

Nationally, the annual donor retention rate 
is under 30%. For many organizations, it’s an 
uphill battle to fully fund their budget each 
year, and financing serious growth seems 
daunting since development efforts are mostly 
plugging holes. Organizations articulate 
their value and their need on an increasing 
number of media platforms, but there seems 
to be a loss in translation from the improved 
communication to new donors.

The donor landscape is changing more than 
budgets have yet shown

We all hear this one a lot, whether it’s looking 
way ahead and talking Millennials, or working 
to meet the expectations of the results-driven 
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Boomers. But other things are changing too, 
creating a situation where there’s more and 
more competition for a person’s donations, and 
more and more uncertainty about how to win 
them--or even find the person in the first place.

• New kinds of short-term organizations 
appeal to the fix-a-problem-now mentality 
of a growing number of donors, shouldering 
aside long-term institutional loyalties 
previous generations could expect.

• The ethic of sacrificial giving is waning, 
decreasing the number of dollars an 
organization can expect from an individual.

• New technologies are on the rise, allowing 
more organizations to reach that individual 
with a cacophany of demands for his 
charitable giving.

• Reaching people en masse with an initial 
message is getting easier and easier, 
but getting them to give isn’t. Snail mail 
prospecting’s high cost yields increasingly 
weak results, but there’s confusion about 
how to use new media to take its place. 
Misguided investments in social or email 
don’t yield instant floods of new donors, 
as skeptical prospects aren’t ready to 
jump into bed on the first date with all the 
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organizations competing for their attention. 
Bottom line: the pool of possible donors is 
bigger than ever amid digital globalization, 
but making sense of that pool seems 
impossible.

What’s missing

Causes and supporters are on opposite sides 
of the same problem. The dating analogy 
is apt. Nonprofits and potential donors are 
blundering around a big communications 
world seeking the same thing: meaningful, 
mutually beneficial relationships that make 
a difference. But finding the right fit is harder 
than ever. What is needed is a way to connect 
charitable organizations with the right potential 
donors, and a way to help them both see if that 
relationship is a good fit.

This doesn’t mean what it used to

Gaining a donor isn’t about the best behavior 
of a first date, or the manicured tidiness of 
an eight-page appeal letter. On one level, 
good fundraising has always been about 
transparency and good long-term relationship 
building. But scalability has always been a 
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problem, limiting this kind of fundraising to a 
select group of major donors. Thus far, new 
technologies have mainly been used to digitize 
the impersonality of the appeal letter--rather 
than to support the scaling of relationships.

What it means instead

That’s about to change. Exactly what the result 
will look like, nobody knows. A lot of trial and 
error is going on...mostly error. Any nonprofit 
leader has heard the trendy talk, but if you’re 
wondering why you don’t see it connected with 
real-world results...well, you’re not the only one. 

It’s at the top of our priority list to work with 
you to develop new solutions. We bring to the 
problem our decades of experience, and our 
up-to-the-minute knowledge of nonprofits, 
social science research, and the donor 
landscape.

Among the questions we’re exploring:

• Where are your new donors? New “big 
data” technology allows us to analyze tens 
of thousands of possible donors based 
on giving capacity, interest areas, giving 
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history, relationships with existing donors, 
and dozens of other factors. We can even 
map out the social networks within your 
existing donor base, helping you leverage 
relationships for everybody’s benefit. 

• How can you incorporate knowledge 
of changing giving patterns as you 
court them? Rather than one-size-fits-all, 
organizations need to be able to understand 
specific segments of supporters--and 
where funding an organization fits into their 
lifestyles. You need to be able to stay on 
top of what it takes to sustain long-term 
partnerships with specific people, groups, 
and demographics. 

• How do prospects initially connect with 
your organization? Strategic points of entry 
are crucial, incorporating technology, smart 
event planning, new kinds of storytelling, and 
real and digital social networking. 

• What does a next-gen pipeline look like 
for taking someone from prospect to 
happy long-term donor? Too many “new” 
strategies start and end with the point of 
entry. You get a few hundred new Facebook 
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likes, or new faces at an event...and that’s 
all. The complexity of new and different 
entry points necessitates new follow-
up strategies, supported by the strategic 
automation of tasks and calendars so that 
juggling hundreds of relationships is actually 
possible.

Get started

Shoot us an email! We believe we can help you 
truly understand what you need to do to be 
successful in next-gen donor prospecting, and 
what tools you need to get there.

Here is why this is so important: you need more 
donors to do the work you have been moved 
to do, and we are living in an age where the 
number of donors and amounts given are 
decreasing. We can help you stem the tide and 
begin to grow and expand. Let’s get started!
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