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A little housekeeping…

Feel free to ask questions! 
Use the Questions chat box to ask your questions. 

We will have a Q&A session at the end of the presentation.

We’re recording this webinar! 
All registrants will receive an email containing a link to the 

recorded webinar AND a ton of other resources! 





We know the value of relationships and are proud to connect you with 
Bloomerang, a member of our partner network.

Donor Database | Fundraising 
Reporting | CRM

Powerful Fundraising Technology + Donor Management Software

Donation Forms | Event Registration
Text Fundraising | Peer-to-Peer | Auctions

Integrations & Data

Raise More, Manage Less



Donation Forms | Event Registration 
Text Fundraising | Peer-to-Peer | Auctions

Meet the Speaker

Jennifer Palan
Senior Director of Channel Management, 

Bloomerang



Agenda

1. A study of first -time donor retention

2. Why donors lapse

3. Why is year -end donor cultivation so 
important?

4. 6 strategies to retain first -time year -end 
donors



A study of first - time
donor retention



Source: Fundraising Effectiveness Project
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First -Time Donor Retention Rates
Over the past few years

25.3%
22.6%

24.4%

20.5% 20.3%
19.3% 18.6%

Source: Fundraising Effectiveness Project

INSIGHT:acq uis it io n co st  is  h ig he r than the  in it ia l g ift . 
FB, P2P make  it  e a s ie r than e ve r to  d o na te



Repeat Donor Retention Rates
Over the past few years

63.2% 61% 63.4% 61.6% 61.3% 59.6% 60.7%

Source: Fundraising Effectiveness Project

INSIGHT:Once  yo u g e t  a  2nd  g ift , yo u’re  in  much b e t te r 
shap e !



Why Donor Retention is Important
Higher lifetime value = higher revenue

Original Retention Rate: 41% Improved Retention Rate: 51%

Grand  To ta l: $820 ,859 Grand Total: $1,277,208

Total Savings: $456,349



Cost of Donor 
Retention

It’s easier and  cheaper to  
re ta in  a  d o no r than it  is  to  
acq uire  o ne   

Co s t Pe r 
Acq uis itio n

5X
Co st  p e r 
re ne wa l

Co st Pe r 
Acq uis itio n

2-3X
Init ia l d o na t io n 

a mo unt

Re ne wa l Re sp o nse  
Ra te s

20 -30X Hig he r 
tha n 

a cq uisit io n 
re sp o nse  ra te s



Why Donors Lapse



Why Donors Stop Giving
2001 study by Adrian Sargeant

5% - Tho ug ht  cha rity d id  no t  ne e d  
the m 

8% - No  info  o n  ho w mo nie s we re  use d  

9% - No  me mo ry o f sup p o rt ing  

13% - Ne ve r g o t  tha nke d  fo r d o na ting  

16% - De a th  

18% - Po o r se rvice  o r co mmunica t ion  

36% - Othe rs mo re  d e se rving  

54% - Co uld  no  lo ng e r a ffo rd

INSIGHT: We  can 
make  a  me aning ful 
imp act  o n the  ab o ve  
re a so ns! 



Why Donors 
Keep Giving
2011 study by DonorVoice

1.Do no r p e rce ive s  o rg aniza t io n to  b e  e ffe ct ive  

2. Do no r kno ws wha t  to  e xp e ct  with  e ach in te ract io n 

3. Do no r re ce ive s  a  t ime ly thank yo u 

4. Do no r re ce ive s  o p p o rtunit ie s  to  make  vie ws 
kno wn 

5. Do no r fe e ls  like  the y’re  p a rt  o f an  imp o rtant  cause  

6. Do no r fe e ls  h is  o r he r invo lve me nt  is  ap p re cia te d  

7. Do no r re ce ive s  info  sho wing  who  is  b e ing  he lp e d

ACTION: What is  yo ur thank-yo u turna ro und  t ime ?   



What 
Subscription -
based Donors 
Tell Us
Source: IU Lilly School of Philanthropy

52% - Sto rie s  and  e xp e rie nce s  sha re d  b y the  p e o p le  
my g ifts  have  he lp e d

32% - Fre q ue nt  up d a te s  ab o ut  o rg aniza t io n’s  
p ro g rams and  se rvice s

32% - Ema ils  with  my d o na t io n’s  imp act  and  he a rtfe lt  
thank-yo u(s)

25% - Ed uca t io na l and  in te ract ive  we b ina r se rie s  
re la te d  to  the  o rg aniza t io n’s  miss io n and  imp act  
a re a s

Pre fe rre d  co mmunica tio n and  
co nte nt fro m no np ro fit  o rg aniza tio ns  
the y sup p o rt

INSIGHT: Sto rie s , he a rtfe lt  
thank-yo us and  imp act-
b ase d  co mmunica t io ns  le ad  
the  way!



How to 
Improve 
Donor 
Retention 1. Thank quickly + personally 

2. Illustrate that you know who the donor is

3. Segment communications 

4. Tell them how gifts are used / will be used 

5. Tell them what comes next 

6. Be curious about donor motivation and 

solicit feedback 

7. Prioritize monthly giving

ACTION: Pick o ne  o r 
two  to  s ta rt .



Why is year -end donor cultivation so 
important?



Does your nonprofit have a year -end 
donor retention plan in place?

● Plan should be an ongoing, cyclical process that starts as soon as the donor 
makes their contribution

● The acquisition stage involves discovering prospective donors and 
communicating with them in a variety of ways

● Donor cultivation and retention involve engaging with supporters who are 
already familiar with your organization

Remember, donor cultivation and retention is easier and cheaper 
than acquiring new donors 



Spend your time and energy stewarding 
donors

● Highlight additional ways to get involved with your organization and 
explain the positive impact of repeat donations

● Improve your retention rate by stewarding donors and building stronger 
relationships with them

● When you successfully steward your donors, you’ll increase the odds that 
they’ll support your future fundraising campaigns. This will free you up to 
spend your resources on your donor acquisition efforts. 



6 strategies to retain first - time year -
end donors



1. Send 
personalized 
thank -you 
messages Make your appreciation messages more impactful by following 

these tips: 

● Pe rso na lize  thank-yo u me ssag e s with d o no rs’ name s and  

d o na t io n amo unts.

● Have  a  b o ard  me mb e r o r le ad e r a t  yo ur o rg aniza t io n ca ll 

first -t ime  d o no rs.

● Anno unce  yo ur ye a r-e nd  fund ra ising  to ta l.

● Sho w d o no rs ho w yo u’re  p ut t ing  the ir g ifts  to  g o o d  use .

A st ro ng  ap p re cia t io n 
st ra te g y b uild s the  
g ro und wo rk fo r st ro ng e r 
re la t io nship s with ye a r-e nd  
d o no rs, g iving  yo ur no np ro fit  
acce ss to  ye a r-ro und  sup p o rt .



2. Send donors 
more 
information 
about your 
organization

New donors might have known very little about your 

organization before they decided to give. That means it’s now 

your job to educate them. Here’s an example of what you can 

share in your messages: 

● Yo ur o rg aniza t io n’s histo ry, missio n, and  g o a ls 

● Yo ur curre nt  p rio rit ie s re g ard ing  yo ur p ro je cts and  whe re  

yo u’re  d ire ct ing  fund ing

● Yo ur vo lunte e r p ro g ram’s histo ry and  p urp o se

● Yo ur no np ro fit ’s  sta ff me mb e rs

No np ro fits  re ta in  31% o f first -
t ime  d o no rs who  mad e  the ir 
g ifts  o ffline , and  o nly re ta in 
ab o ut  25% o f o nline  d o no rs. 
Dive rsify yo ur o utre ach!



3. Highlight 
upcoming ways 
to get involved

Instead of soliciting another donation right away, you should 

focus on sending messages that cultivate your new donors. 

● Atte nd ing  we b inars, wo rksho p s, and  p ane ls

● Part icip a t ing  in  vo lunte e r o p p o rtunit ie s

● Po st ing  ab o ut  yo ur o rg aniza t io n o n so cia l me d ia

In future  co mmunica t io ns, yo u can sha re  ways to  g e t  invo lve d  

tha t  wo uld  includ e  d o na t ing .

● Part icip a t ing  in  p e e r-to -p e e r fund ra ise rs

● Sup p o rt ing  majo r up co ming  camp aig ns such as a  cap ita l 

camp a ig n

● Jo ining  yo ur mo nthly g iving  p ro g ram

● Making  in-kind  d o na t io ns

To  re ta in ye a r-e nd  d o no rs, yo u 
have  to  p ro vid e  the m with a  
va rie ty o f ad d it io na l ways to  
e ng ag e  with yo ur missio n.



4. Track donor 
interactions to 
appeal to their 
preferences

Make your new donor interactions even more engaging by 

personalizing every aspect of the donor experience. This 

includes monitoring things like: 

● Emails the y’ve  o p e ne d

● Pho ne  co nve rsa t io ns yo u’ve  had  with the m

● Eve nts the y’ve  a t te nd e d

● Vo lunte e r o p p o rtunit ie s the y’ve  p a rt icip a te d  in

● So cia l me d ia  inte ract io ns yo u’ve  had  with the m

Yo ur d o no r manag e me nt  
so ftware  sho uld  he lp  with this 
ste p ! 



5. Remind 
donors about 
matching gifts

Some new donors may be eligible for matching gifts through 

their employers. Remind new matching gift -eligible donors to 

apply for these matches.

● Co ntrib ut ing  a  matching  g ift  can make  ne w d o no rs fe e l 

e ve n mo re  fulfille d  kno wing  the ir co ntrib ut io ns will have  a  

mo re  sig nificant  imp act  than the y init ia lly tho ug ht . 

● Plus, kno wing  tha t  the ir e mp lo ye r o ffe rs ma tching  g ifts  can 

make  d o no rs fe e l e ve n mo re  incline d  to  g ive  ano the r 

d o na t io n in  the  future . 

Do no rs a re  84% mo re  like ly to  
g ive  if a  ma tch is  o ffe re d .



6. Send a survey 
to gather donor 
feedback

After your year -end giving campaign wraps up, send new 

donors a survey asking questions such as:

● What insp ire d  yo u to  g ive  to  o ur o rg aniza t io n?

● On a  sca le  o f 1-10 , ho w co nve nie nt  was the  d o na t io n 

p ro ce ss? 

● Do  yo u fe e l like  yo u und e rstand  ho w yo ur d o na t io n will b e  

use d ?

● Ho w like ly a re  yo u to  d o na te  ag a in?

● Do  yo u have  any o the r fe e d b ack ab o ut  the  d o na t io n 

p ro ce ss?

Asking  d o no rs fo r fe e d b ack 
sho ws the m tha t  yo u va lue  
the ir insig ht .



Wrap Up
1. Make retention a priority

2. Have a second gift strategy

3. Emphasis on thanking and sending personalized 

communications

4. Segment your year -end appeals & subsequent 

communications

5. Gather donor feedback and implement it



Free eBook

https://get.bloomeran
g.co/ebook -great -
donor -discovery

The Lucrative 
Art of Great 
Donor Discovery
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Questions?

This webinar program qualifies for 1 point of continuing 
education toward maintaining the Certified Fundraising 

Executive Management (CFRE) credential.
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For more information on Qgiv's fundraising platform, 
contact: 

contactus@qgiv.com | 888-855-9595

For more information on Bloomerang, contact:

hi@bloomerang.com | 866-332-2999

Thank you for joining!
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