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We’re Better Together:
Attracting Large Numbers
of Donors, Volunteers,
and Subscribers



Donation forms  Event Registration  Text Fundraising  Peer-to-Peer  Auctions

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

recorded webinar AND a ton of other resources! 

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 will be live-tweeting!
Share your highlights and takeaways with the #qgivwebinar 

hashtag, and please make sure to follow @Qgiv!



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

Assess Your Fundraising Productivity 
Build Fundraising Strategy & Operations
Manage Change for Long-Term Impact

Powerful Fundraising Technology + Storytelling, Web Technology and Digital Marketing

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

Today’s Speaker

Ellen is renowned for her expertise in managing fundraising strategy and operations. She is considered a thought leader in the arena 
of fundraising performance management. She has consistently forged new ground in ways to manage revenue generation for 

nonprofits, B-corps, and other d mission-driven enterprises. Her clients value her visionary ability to grasp the underlying dynamics 
of the organization and harness them to produce predictable, consistent income growth. She is on the board of Association of 

Philanthropic Counsel, belongs to the Association of Fundraising Professionals, the Alliance for Nonprofit Management, NTEN, the
Nonprofit Technology Enterprise Network, and AASP, the Association for Advancement Services Professionals.

Ellen Bristol | President, Bristol Strategy Group



W e ’r e  Be t t e r  To g e th e r
Attracting Large Numbers of Donors, Volunteers, and Subscribers

BristolEllenWe’re Better Together | BRISTOL STRATEGY GROUP for Qgiv



Do n o r s ,  Ma r ch e r s
W h a t ’s  th e  Diffe r e n ce ?

BristolEllenWe’re Better Together



We’re Better Together

 Major Funders : BIG Investments

 Few of Them

 “Marchers” : 

 Lots of Them

 SMALLER Investments

 Passion, Time, Energy, Volunteer

 Gifts in Kind

 MARCH for your cause

BristolEllen



BristolEllen

So m e  Tr o u b lin g  Ne w s
GOOD NEWS : Giving USA 2020 reports $471 BB in Giving, Up 5% 
from 2019 

About Losing the “Marchers” 

BAD NEWS : 
 F e w e r  H o u s e h o ld s  G iv in g  – F r o m  6 6 % Do w n  To  4 9 %.
 U p t ic k  In  G iv in g  F r o m  A  F e w  S u p e r - w e a lt h y  P e o p le
 R is e  In  G iv in g  To  F o u n d a t io n s ; Do n o r - a d v is e d  F u n d s ; Le s s  G iv in g  

Dir e c t  To  N o n p r o f it s

W e ’r e  B e t t e r  T o g e t h e r



Hu g e  Gift s  fr o m  th e  FEW
Mo d e st  Gift s ,  Gift s  in  Kin d ,  Vo lu n te e r  Tim e ,  
Ad v o ca cy ,  “Ma r ch e r s” fr o m  th e  MANY

This is a Problem!

BristolEllenWe’re Better TogetherWe’re Better Together



Un d u e  In flu e n ce .

Few major funders exert undue 
influence on direction, culture.

Vu ln e r a b ility .

Few major funders make you 
financially vulnerable.

Re silie n ce .

The larger your following, the more 
resilient you will be.

It ’s  Th r e e  Pr o b le m s.

NAME OF PRESENTATION BristolEllenWe’re Better Together



1. Risksof Undue Influence
05
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Q : W h o  O w n s Yo u r  No n p r o fit ?
A: It ’s  No t  Th e  Fu n d e r s

W e ’r e  B e t t e r  T o g e t h e r

 It’s the Community Served

 Governing Board Represents Them

 Client Base Includes Them

 Funders Support Them – and the Mission, Cause and Programs You Offer



BristolEllen

Un d u e  In flu e n ce

 “Th e m  W h a t  H a s  t h e  G o ld  M a ke s  t h e  R u le s ”

 Th e  Da r k  S id e  o f  B e in g  Do n o r - C e n t r ic

 Dr iv e s  M is s io n  Dr if t

Th e  Cy n ic’s  ‘Go ld e n  Ru le ’

W e ’r e  B e t t e r  T o g e t h e r
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Un d u e  In flu e n ce

 M a jo r  F u n d e r s  Te n d  t o  G e t  M o r e  A t t e n t io n

 O f t e n  In v it e d  t o  S e r v e  o n  B o a r d s

 “F o llo w  t h e  Le a d e r ”

Co n scio u s  o r  Un co n scio u s  Im p a ct

W e ’r e  B e t t e r  T o g e t h e r



2. Risks of Financial Vulnerability

BristolEllenWe’re Better Together
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Fin a n cia l Vu ln e r a b ility

 M a jo r  F u n d e r  S t o p s  F u n d in g

 O t h e r  M a jo r  F u n d e r s  M a y  F o llo w  S u it

 R e c o v e r in g  f r o m  M a jo r  Lo s s e s  – To u g h , M a y b e  Im p o s s ib le

Ma n y  Risk s

W e ’r e  B e t t e r  T o g e t h e r
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Tip  fr o m  Sa le s  Te a m s

 N o  S in g le  C u s t o m e r  M a y  A c c o u n t  f o r  M o r e  t h a n  9 - 12 % To t a l R e v e n u e s

 N o  S in g le  G r o u p  o f  C u s t o m e r s  M a y  A c c o u n t  f o r  M o r e  t h a n  2 5 % To t a l 

R e v e n u e s

Se t  “Cu sto m e r  Co n ce n t r a t io n ” S ta n d a r d s

W e ’r e  B e t t e r  T o g e t h e r
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No n p r o fit  Ve r s io n

 N o  S in g le  F u n d e r , o r  G r o u p  o f  F u n d e r s , A c c o u n t s  f o r  M o r e  t h a n  N o n p r o f it  

C a n  A f f o r d  t o  Lo s e  – C h o o s e  Lim it s  Yo u  C a n  To le r a t e

 Bring On the Marchers!!!!

Set Funder Concentration Limits

We’re Better Together



3. Resilience.

BristolEllenWe’re Better Together
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To o  Fe w  Fu n d e r s

 S e e  “U n d u e  In f lu e n c e ”

 “F u n d e r  X M ig h t  N o t  A p p r o v e …”

 S e e  “F in a n c ia l V u ln e r a b ilit y ”

 “F u n d e r  Y S t o p s  F u n d in g …”

 To u g h , Im p o s s ib le  t o  R e c o v e r  

Le ss  Re silie n t ,  Le ss  Su sta in a b le

W e ’r e  B e t t e r  T o g e t h e r
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La ck  o f Div e r s ity

 U lt r a - W e a lt h y  – t h e  “!%”

 ‘T it a n s  o f  In d u s t r y ’

 M o s t ly  W h it e

 H ig h ly  Ed u c a t e d

Co n sid e r  Mo st  Me g a -Do n o r s

W e ’r e  B e t t e r  T o g e t h e r
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Br o a d  Fu n d in g  Ba se

 C o lle c t iv e  In f lu e n c e  F o c u s e s  o n  “O w n e r s ”

 N o  S in g le  F u n d e r  O u t w e ig h s  O t h e r s

 M o r e  P o t e n t ia l f o r  A c q u is it io n , R e t e n t io n , U p g r a d in g

 Lo s s  o f  1 o r  2  F u n d e r s  Ea s ie r  t o  R e c o v e r  F r o m

Mo r e  Re silie n t ,  Mo r e  Su sta in a b le

W e ’r e  B e t t e r  T o g e t h e r



How to Create ‘Marcher’-Driven Funding

BristolEllenWe’re Better Together
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Re v ie w  Fu n d in g  S t r a t e g y

 Exp lo r e  t h e  Da t a  

 O v e r c o n c e n t r a t e d  in  M a jo r  v s  O t h e r  Ty p e s  o f  In v e s t m e n t ?

 Are Outreach Strategies Supporting DEIA?

 Is Number of Funders Growing, Shrinking, Static?

 What About Age Ranges of Funders?

Analyze Donor Base

We’re Better Together
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Br o a d e n  Fu n d in g  Ba se

 Th e  “M a r c h e r s ”

 Lots of Small Gifts

 Improves Awareness of Mission, Cause, Programs

 Accessible to Those with Passion but Limited Means

Funders Represent “Ownership”

We’re Better Together
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St r a te g y  r e  th e  ‘Ma jo r s’

 N o  S in g le  F u n d e r , o r  G r o u p  o f  F u n d e r s , A c c o u n t s  f o r  M o r e  t h a n  Yo u  C a n  

A f f o r d  t o  Lo s e

 Do c u m e n t  To le r a b le  Lim it  

 Ke e p  ‘A g in g  O u t ’ In  M in d

Se t  Fu n d e r  Co n ce n t r a t io n  Lim it s

W e ’r e  B e t t e r  T o g e t h e r
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Re n e w a b le  Re so u r ce

 C o n t in u o u s  A c q u is it io n  o f  T r a n s a c t io n a l In v e s t o r s

 Continuous Retention, Upgrading 

 Invest in Effective Messaging

 Offer, Create Other Opportunities for Engagement

The ‘Marchers’

We’re Better Together
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O p e n  Do o r s  to  DEIA

 Da t a  S h o w s  Div e r s e  B o a r d s  P e r f o r m  B e t t e r

 B IP O C  F u n d e r s , F u n d r a is e r s  A v a ila b le  A lr e a d y

 M a ke  Yo u r  N o n p r o f it  a  T r u e  C o m m u n it y  A s s e t

Co n fr o n t  th e  Issu e  Dir e ct ly

W e ’r e  B e t t e r  T o g e t h e r
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Ge t  to  Kn o w  So m e  ‘Ma r ch e r s’

 R e f r e s h e s  U n d e r s t a n d in g  o f  Th e ir  G iv in g  M o t iv a t io n s

 W h a t  YO U  Th in k M ig h t  Dif f e r  f r o m  W h a t  TH EY Th in k

 En g a g e  Th e m  in  V o lu n t e e r in g , S p r e a d in g  t h e  W o r d

Ta lk  to  Yo u r  Fu n d e r s  – a t  All Giv in g  Le v e ls

W e ’r e  B e t t e r  T o g e t h e r
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Le v e r a g e  th e  Rig h t  So ftw a r e

 S t r o n g  S u p p o r t  f o r  Lo w - Do lla r  In v e s t m e n t  S t r a t e g ie s

 Annual Fund

 Peer - to - Peer

 Special Events, Online & Social Giving

 Powerful Reporting Tools

Think Qgiv!

We’re Better Together



Questions?

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

Executive Management (CFRE) credential.



For more information on Qgiv's fundraising platform, contact: 

contactus@qgiv.com | 888-855-9595

For more information on Bristol Strategy Group, contact:

ellen@bristolstrategygroup.com | 786-554-2666

Thank you for joining!

mailto:ellen@bristolstrategygroup.com
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