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About	Steven	»
 
Chief	Engagement	Officer,	Bloomerang
 

Author:	Robots	Make	Bad	Fundraisers	(forthcoming)

Contributor:	Fundraising	Principles	and	PracLce:	Second	EdiLon

Member:	Fundraising	EffecLveness	Project	(FEP)	Project	Work	Group,	AFP	
Center	for	Fundraising	InnovaLon	(CFI),	Study	Fundraising	Steering	Group	at	
the	Hartsook	Centre	for	Sustainable	Philanthropy	at	Plymouth	University

 
Fun	facts:

• 1st	job:	producing	fundraising	videos	
• prefers	tea	to	coffee	
• allergic	to	rhubarb	
• won	the	David	LeWerman	scholarship
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5	things	we	saw	that	worked	»	

1. Don’t	stop	fundraising	
2. Segment	your	communications	
3. Double	down	on	stewardship	
4. Employ	the	personal	touch	
5. Be	decisive	and	creative	with	events
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1.	Don’t	stop	fundraising
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One	pre-requisite	»	
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2.	Segment	your	communications
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Heather Carroll  
Executive Director at 
Skaneateles Education 
Foundation




@StevenShattuck
hWps://bloomerang.co/covid19/success/willameWe-humane-society

The	power	of	segmentation	»	
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Potential	YMCA	segments	»	
1. Members	who	don’t	donate		
2. Members	who	do	donate	
3. Members	who	donate	monthly	
4. Monthly	donors	who	aren’t	members	
5. Classes/Camps	attendees	who	are	members		
6. Classes/Camps	attendees	who	aren’t	members		
7. Members	who	also	volunteer	
8. Volunteers	who	aren’t	donors	
9. Staff	members	who	don’t	donate	
10.	Staff	members	who	do	donate	
11.	Donors	who	are	related	to	/	family	members	of	staff	
12.	Donors	who	aren’t	members		
13.	Donors	who	aren’t	volunteers	
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My	favorite	“COVID”	segments	»	

1. Top	80%	of	your	funding	(probably	<20%	of	your	donors)		
2. “Long-term-loyals”	(3-5+	years	of	giving)		
3. Monthly	donors		
4. Longtime	corporate	sponsors		
5. P2P	fundraisers		
6. Those	who	actively	engage	with	you	on	social	media		
7. Volunteers/members	who	have	not	donated		
8. Those	with	scheduled	pledges		
9. Board	members		
10.	New	donors	within	90	days
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Source:	Fundraising	Effectiveness	Project	http://afpfep.org

New	donor	retention	over	the	years	»	
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3.	Double	down	on	stewardship



• 2011	study	
• Survey	of	1,200	recent	(last	12	months),	frequent	(more	than	2	gifts	to	
cause	based	charities)	donors	from	over	250	nonprofit	organizations	

• Donors	were	given	a	list	of	32	reasons	why	they	might	continue	giving	
• Asked	to	rank	them	by	order	of	importance

http://www.thedonorvoice.com/national-donor-commitment-study-and-proof-of-link-between-donor-attitudes-and-behavior/
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Why	donors	stay	loyal	»	
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• 	Donor	perceives	that	the	charity	is	effective	

• 	Donor	knows	what	to	expect	with	each	interaction	

• 	Donor	receives	a	timely	thank	you	

• 	Donor	receives	opportunities	to	make	views	known	

• 	Donor	feels	like	they’re	part	of	an	important	cause	

• 	Donor	feels	their	involvement	is	appreciated		

• 	Donor	receives	info	showing	who	is	being	helped
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Drew Coursin, J.D., CFRE
Senior Donor Advisor at Greater 
Twin Cities United Way
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4.	Employ	the	personal	touch
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The	personal	touch	still	works	»	
• first-time	donors	who	get	a	personal	thank	you	within	48	hours	are	4x	more	
likely	to	give	a	second	gift.	
(McConkey-Johnston	International	UK)	

• a	thank-you	call	from	a	board	member	to	a	newly	acquired	donor	within	24	
hours	of	receiving	the	gifts	will	increase	their	next	gift	by	39%.		
(Penelope	Burk)	

• a	thank-you	letter	reaffirming	the	difference	that	their	donations	made	
increased	average	gifts	by	60%	without	reducing	response	rate	in	comparison	to	
a	control	group	of	donors	who	did	not	receive	this	thank-you	communication.	
(Jen	Shang)
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• “There	were	two	instances	this	
year	where	I	made	gifts	over	
and	above	what	I	had	intended	
and	they	both	involved	
personal	contact	from	
someone	in	the	development	
office	(director	or	gifts	officer).	
Being	thanked	for	my	previous	
gift	was	much	more	persuasive	
than	receiving	multiple	emails	
and	direct	mail	letters.”

The	personal	touch	still	works	»	
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5.	Events:	be	creative	and	decisive
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If	you	cancel	»	
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If	you	cancel	»	

• Automatically	convert	to	donation	
• Give	donor	opportunity	to	opt	out,	get	refund
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Final	thoughts	»	

• Don’t	decide	for	donors	
• Acknowledge	gifts	in	extraordinary	times	
• Embrace	peer-to-peer	
• Pick	up	the	phone	
• Events:	don’t	leave	people	hanging
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https://bloomerang.co/resources/covid19/

•Templates	

•Bloomerang	TV	

•Research

•Daily	blog	post	

•Weekly	webinars	

•eBooks/guides
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steven.shattuck@bloomerang.co	
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Questions?	»	
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