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“The critical question in non-profits
is not “how much money can we
make” but “how can we develop a
sustainable resource engine to
deliver superior performance
relative to our mission?”
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“Until you look at the data, you
THINK you know what you are
doing, but then (you) realize the
truth”
– Ryan M.T. Forry

“Hope is not a strategy”
-Greg Stahl
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 The average non-profit’s fundraising revenue grows 2.2% every year
 Fact: according to the Fundraising Effectiveness Project, the average growth-in-giving

rate was 2.2% 2017 vs. 2018. (2018 Inflation rate: 2.4%)
 The average non-profit retains 60% of it’s donors year over year
 Myth: 45.5%
 Special events is the best way to raise dollars
 Myth: The average cost per dollar raised for special events is 50 cents, major gift

fundraising is 10 cents, Direct Mail renewal is 25 cents, direct mail acquisition $1.50.
 The best way to retain donors is to say thank you
 Fact: Donor Stewardship is the most effective way to retain donors

Donor Retention
Total number of donors who gave
both this year and last year

Total number of donors who gave last
year
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Donor Retention

1000

2700

Why is donor retention important?
- It is the #1 best, most awesome, proudest, greatest indicator of your program’s

effectiveness.
- It is cheap (comparatively speaking)
- It allows you to project income

How do you affect donor retention?
- Donor Stewardship
- React to Donor Behavior (”I always give in June unless it’s an even numbered year”)
- Convert donors to monthly giving clubs

Average Gift
Total dollar amount of gifts

Total number of gifts
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Why is average gift important?
 Donor retention plus average gift equals revenue
 Also speaks to the health of your program – is your average gift increasing?

How do you affect average gift?
 Ask for more money
 Provide a compelling case
 Consistent marketing efforts

“What matters is not finding the perfect
indicator, but settling on a consistent
and intelligent method of assessing your
output results, and then tracking your
trajectory with rigor.”
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Donor Acquisition Costs
Total dollars spent on new donor
acquisition

Number of new donors acquired

New Donor Acquisition Costs

$150,000

12,000

New Donor Acquisition Cost
 New Donors are expensive!
 New Donors take a long time
 New Donors are risky

 But…new Donors have an average lifetime value!
 Average donation amount across all donors ($10.00) x average donor lifetime (10

years) equals $100.00
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Growth In Giving Rate
Net of Gains and Losses in Giving
from Last Year to this Year

Total Value of gifts received last year

Growth In Giving Rate

$100,000

$2,700,000

“Going from Good to Great is a quiet, deliberate process of
figuring out what needed to be done to create the best future
results and then simply taking those steps, one after the other,
turn by turn of the flywheel. After pushing on that flywheel in a

consistent direction over an extended period of time, they’d
inevitably hit a point of breakthrough”
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- Allows you to take your entire donor pool and make it more manageable
- Allows you to ”target market” your audience.
- Allows you to react to donor behavior
- Look for things like:

When do they give?
How do they give?
What’s their average gift?
- How often do they give?
- Where do they live?
- Do they have animals?
-

 Gives at least once a year for the past 8

years;
 Average 1.28 gifts per year;
 Most donors live on the “east side of

town”;

 Has a cat;
 Average gift of $102;
 Median gift date of November 12 th.

 Goal: Increase average gift to $121
 Goal: Increase number of gifts to

1.85 a year
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 Gives every 22 months;
 They’re volunteers;
 Has an average of 1.4 animals per

household
 Live in the “rich part of town”;
 Average gift of $82.

 Goal: Average gift every 13 months
 Goal: Increase average gift to $89

Establish a Data Driven Culture
 Buy in from everyone
 Tell the truth, tell it well, tell it often
 Must have:


Efficient gathering of accurate data
Appropriate storage of data
Ability to easily retrieve data
 Capacity to analyze data



www.thekilloegroup.com/stlouis
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