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WEBINAR: 
You Worked Hard for End-of-Year Donors – Here’s How to 

Keep Them in 2020!
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About Steven

@StevenShattuck

Chief Engagement Officer, Bloomerang 
Co-founder/ED, Launch Cause 
Contributor: Fundraising Principles and Practice: Second 
Edition 
Member: Fundraising Effectiveness Project (FEP) Project 
Work Group, AFP Center for Fundraising Innovation (CFI)  
Fun facts: 
• 1st job: producing fundraising videos 
• Prefers tea to coffee 
• Allergic to rhubarb 
• Won the David Letterman scholarship
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https://www.nextafter.com/blog/givingtuesday-stats-2019/
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The Year-End Crunch Curve

https://www.nextafter.com/blog/givingtuesday-stats-2019/


http://afpfep.org

What’s the current state of donor retention?
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Donor Retention

Source: Fundraising Effectiveness Project http://afpfep.org

43.4% 20.2% 61% 90+%
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Donor Retention Over the Decades
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New Donor Retention Over the Years

Source: Fundraising Effectiveness Project http://afpfep.org
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Repeat Donor Retention Over the Years

@StevenShattuck

Source: Fundraising Effectiveness Project http://afpfep.org
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Recapturing lapsed donors is even harder.
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Source: Fundraising Effectiveness Project http://afpfep.org
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Donor Attrition Over Five Years

# of 
Donors

Attrition 
Rate

Donors 
Remaining 
After 1 Year

Donors 
Remaining 

After 2 
Years

Donors 
Remaining 

After 3 
Years

Donors 
Remaining 

After 4 
Years

Donors 
Remaining 

After 5 
Years

1,000 20% 800 640 512 410 328

1,000 40% 600 360 216 130 78

1,000 60% 400 160 64 26 10

So what?

https://bloomerang.co/resources/downloadables/donor-retention-math-made-simple
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Donor Retention Math
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Who are the best prospects?
• Length of giving to your organization  

(5+ years of regular giving) 

• Giving to you over a long period of time (Giving 
may not be year after year - but gifts have been 
made over a long, extended period of time) 

• Frequency of Giving (monthly credit card donors, 
multiple gifts within a year) 

• Is an active volunteer (at one time or now a 
board member, or a volunteer in some manner) 

• The family has been involved in some way in the 
organization (best if there is a long-time 
association)
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Why do donors leave?
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• 2001 study by Adrian Sargeant 
• Survey to lapsed donors of 10 major 

U.S.-based nonprofits 
• Respondents were asked to check each 

reason for stopping their contributions

Why Nonprofit Donors Leave

http://www.campbellrinker.com/Managing_donor_defection.pdf
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• 5% - thought charity did not need them 
• 8% - no info on how monies were used 
• 9% - no memory of supporting 
• 13% - never got thanked for donating 
• 16% - death 
• 18% - poor service or communication 
• 36% - others more deserving 
• 54% - could no longer afford

Why Nonprofit Donors Leave

http://www.campbellrinker.com/Managing_donor_defection.pdf
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Why do donors stay?
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• 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

Key Drivers of Donor Commitment

http://www.thedonorvoice.com/national-donor-commitment-study-and-proof-of-link-between-donor-attitudes-and-behavior/
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Key Drivers of Donor Commitment

1. Donor perceives organization to be effective 
2. Donor knows what to expect with each interaction 
3. Donor receives a timely thank you 
4. Donor receives opportunities to make views known 
5. Donor feels like they’re part of an important cause 
6. Donor feels his or her involvement is appreciated 
7. Donor receives info showing who is being helped

http://www.thedonorvoice.com/national-donor-commitment-study-and-proof-of-link-between-donor-attitudes-and-behavior/
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How to Increase Retention
• Focus on first-time and above-average donors 
• Thank quickly + personally 
• Go overboard with appreciation 
• Donor-centric tone (more “you” than “we”) 
• Illustrate that you know who the donor is 
• Tell them how gifts are used / will be used 
• Tell them what comes next 
• Solicit feedback 
• Keep lines of communication open 
• Prioritize monthly giving
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How do we do this for 
year-end donors?



Who are your year-end donors?
• Frequency: 

• First gift? 
• Second gift? 
• Signed-up for monthly giving? 

• How did they give: 
• Direct mail? 
• Online? 
• Giving Tuesday? 
• Event? 
• Peer-to-Peer? 

• How much did they give? 
• Why did they give / what do they care about?
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Communications Segmenting
Above average gift amount

At or below average gift amount
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Differentiate the Acknowledgement
Above average gift amount

At or below average gift amount

Letter # 1 
Phone call 
(tour invite)

Letter #2 
Handwritten note

Email/Letter #4 
(Volunteer request)

Email/Letter #3 
(survey) 
(monthly upgrade)
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Heather Carroll  
Executive Director at Skaneateles 
Education Foundation 
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• 1st-time donors 
• donors who have given for 3-5+ consecutive 

years 
• monthly donors 
• volunteers who have not yet donated 

(including board members, fundraisers) 
• donors who complain directly or answer 

surveys negatively / donors who answer 
surveys positively 

• current / former service recipients 
• out-of-town donors, not from P2P or 

memorial (if you are a local org) 
• donors who give you updated contact info 

(unprompted)

• donors who upgrade 
• donors who submit matching gifts from their 

employer 
• adult children (especially daughters) of parents 

who give surviving relatives of deceased long-
time donors 

• aging, childless donors 
• donors who just had their first child 
• contact person at a company that sends 

volunteers 
• employees of a corporate sponsor 
• donors who use check, vs credit card 
• donors who use American Express,  

vs Visa/Mastercard

Segments

@StevenShattuck





The fast, personal touch.

• 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)

http://www.guidestar.org/rxa/news/articles/2010/how-to-increase-donations-by-39-percent.aspx
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Monthly Giving Welcome
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Communicate their value on ongoing basis.
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http://www.analyticalones.com/the-exponential-importance-of-second-gift-timing/

The Exponential Importance of Second Gift Timing
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http://www.huffingtonpost.com/entry/3-truths-and-1-lie-about-online-donors_us_595cf48de4b0326c0a8d13fb?

Donor Retention by Age/Channel
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• Send a donor info survey to 1st-time donors 

• Send a donor satisfaction survey to repeat donors 
• Boosts retention even if they don’t respond 
• Respondents signify high-engagement 

• Email receipt is a great place to include 
• Google Forms / SurveyMonkey / Formstack

Survey

https://bloomerang.co/blog/23-questions-to-ask-donors-and-prospects/
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Key Drivers of Donor Commitment

1. Donor perceives organization produces outcomes 
2. Donor knows what to expect with each interaction 
3. Donor receives a timely thank you 
4. Donor receives opportunities to make views known 
5. Donor feels like they’re part of an important cause 
6. Donor feels his or her involvement is appreciated 
7. Donor receives info showing who is being helped

http://www.thedonorvoice.com/national-donor-commitment-study-and-proof-of-link-between-donor-attitudes-and-
behavior/

@StevenShattuck

http://www.thedonorvoice.com/national-donor-commitment-study-and-proof-of-link-between-donor-attitudes-and-behavior/
http://www.thedonorvoice.com/national-donor-commitment-study-and-proof-of-link-between-donor-attitudes-and-behavior/






@StevenShattuck



• Isolate donors who haven’t given in 2+ years 
• Remove from direct mail sends 
• Send a lapsed donor survey 
• Invest in data services: 
• NCOA (they moved) 
• Deceased Suppression Processing  

(they died)

Lapsed Donors
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2 Common “One-and-Dones”
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• Memorial donors 
• Thank (if you can), then isolate 

• Peer-to-peer donors 
• Have first gift acknowledgement come 

from fundraiser, not benefiting org 
• (Re)introduce the charity 
• Explain why fundraiser supports it 
• Ask for donor to continue support

https://bloomerang.co/blog/3-tips-for-improving-p2p-donor-retention/

2 Common “One-and-Dones”
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• Don’t treat all of your year-end donors the same! 
• Segmentation! 

• Dec 31st might deserve more attention than Giving Tuesday. 
• Humanize your online giving automation. 
• Donate to yourself to see. 

• Concentrate on first-time donors. 
• Lowest donor retention rates! 
• Get that second gift early in 2020. 
• Be curious, get to know them. 

• Recognize monthly donors who make an extra (“13th) year-end gift.

Final Thoughts
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https://bloomerang.co/resources

• Templates 
• Bloomerang TV 
• Research

• Daily blog post 
• Weekly webinars 
• eBooks/guides
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https://bloomerang.co/demo/video
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Questions? 
steven.shattuck@bloomerang.co 
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Free eBooks »

https://bloomerang.co/resources/guides/

mailto:steven.shattuck@bloomerang.co
https://bloomerang.co/resources/guides/


Remove Barriers to Board Fundraising

January 22nd at 2PM ET:  
Kelly Velasquez-Hague

• 2020 Board Trends and Ambassador 
Fundraising 

• Exclusive analysis of the 2nd Annual Board 
Engagement Survey from Boardable and 
OneCause 

• Actionable tips for engaging board members in 
peer-to-peer fundraising campaignsKelly Velasquez-Hague, 

VP of Marketing, OneCause

Coming Up Next at 
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Q & A Time
Take our 2nd Annual Board Engagement 

Survey 
Survey takes just three minutes. Link in replay. 

You receive: 

• Exclusive results report 

• Premium digital content pack from sponsors 

• A chance to win one of TWO iPads 
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Thank you for joining us!
Watch for a replay email soon. 

Visit us at boardable.com 

Visit Bloomerang at: https://bloomerang.co 


