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Overview

• Why do your donors contribute to your organization?

• Why do they stop contributing?

• How can you win them back?
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Learning Objectives

• Attrition

• What activities can you do now, regardless of your size shop?

• Retention

• What are the 3 steps to getting a second gift?

• Recapture

• How can ROI help you determine your strategies?
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Takeaways

• Practical steps for getting a 2nd gift

• ROI – how to use it to define your strategy

• Interactive file audit – learn proven solutions
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Why Do People Give to Your Organization?
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Why Do Donors Stop Giving?

• Limited communication

• No clear message

• Not telling donors how you used their gifts

• Not thanking them

• You stopped asking

ATTRITION HAPPENS

©2011 Cape Cod Healthcare Inc. 

6



Moving from Attrition to Retention

• What activities will reduce attrition?

• Consistent communication plan

• Asking your donors - surveys

• Reporting on spending priorities & how you used their gifts

• What tools can help determine donor interests?

• Surveys

• Wealth screening

• Modeling & analysis
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Build Your Acquisition to Retention Model

The American Express Model
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Aligning Your Retention and Acquisition Strategies

• Ensure your acquisition strategy builds on your retention 

strategy

• List acquisition

• Premiums

• Online giving donations

• Social media acquisition – viral marketing

• Consider lifetime value vs. current cash

• 1st time donor calls

• Welcome packet
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What’s the Most Important Gift to the Annual Fund?

THE SECOND GIFT
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How Do You Get That Second Gift?

• Timely acknowledgement

• 24 - 48 hours

• Receipt vs. letter

• Thank you call

• Welcome packet
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Steps to Get That Second Gift

• When should you make that second gift ask?

• How?

• How much?
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Who’s Your Donor Base?

• Constituency

• Non-Constituency

• Membership

• Political

• Environmental
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Your Donor Base?

• Three major characteristics

1. Frequency

2. Gift size

3. Donor age

• Other

1. Male/female

2. Constituency

3. Gift type
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Donor Base – Frequency

• Current

• LYBUNT

• Lapsed

• Recapture
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Donor Base – Gift Size - ROI

• $1 to $99.99

• $100 to $249.99

• $250 and above
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Can you afford to treat donors 
at different levels the same?



Donor Base – Age and Other

• Age

• Demographics

• Where do they live?

• Seasonal residents?

• Socio-economic considerations

• Tax roles – increase giving for seasonal residents
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Now What?!

• Donor Analytics

• Donor Strategies
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Donor Analytics

• Knowledge is power

• If you know what your donor base is doing, you’ve won half 

the battle
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Donor Strategies

• Are your donors really your friends?

• Downturn in the economy?
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Donor Analytics

• Acquisitions

• Retention

• Upgrades

• Downgrades

• Recaptures
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Donor Analytics – File Audit - Highlights
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Donor Analytics – File Audit – Most Recent Gifts
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Donor Analytics – File Audit – Upgrade/Downgrade
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Donor Analytics – File Audit – Upgrade Analysis, Pt. 1
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Donor Analytics – File Audit – Upgrade Analysis, Pt. 2
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Donor Analytics – File Audit – ROI
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Donor Strategies - Acquisitions

• New donors

• Phone call

• Welcome packet

• Solicit again earlier and more often
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Donor Strategies - Upgrades

• Formula to increase giving

• Mini proposal

• Premiums

• Donor visits

• Giving societies

• Cape Cod Healthcare’s Lightkeeper’s Society
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Donor Strategies - Recaptures

• How do you win back donors?

Be innovative!

Think outside the box!
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Interactive Case Study
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Summary

• Attrition 

• Counteract with proactive research and analysis

• Retention

• Think lifetime value vs. current cash

• Consider your solicitation frequency

• Focus on stewardship

• Recapture

• Make ROI your best friend
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Questions?
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Contact Information

Edith Millard, Cape Cod Healthcare Foundation

508-862-5625

emillard@capecodhealth.org

John Betz, Vital Data Management, Inc.

339-203-4290, x 205

jbetz@vdmmail.com

©2011 Cape Cod Healthcare Inc. 

34

Thank you for participating in Philanthropy Day 2011


