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Who’s in the Room?

What’s Your Name?

What organization do you represent?

Who do you serve?

What donor software (CRM) do you use?





What we will cover:

› Value of donor acquisition

› Misconceptions keeping you from new donors

› Ten places you can find new donors 

› How to turn warm leads into engaged 

supporters



The Great Pyramids of Egypt

A Solid Foundation 



New Donor Pipeline

A robust new donor 

pipeline feeds the 

donor pyramid and 

makes it sustainable.



A Shrinking Donor Base

The average age of 
a U.S. donor is 64

The average life 
expectancy is 79

Your donors have 15 years 
left to make their gift

GenX donors give 
59% less than older 

generations

It takes up to seven GenX donors to 
replace one Boomer/Silent 

Generation donor

The cost of acquiring one new 
donor is equivalent to the cost of 

retaining five current donors.



Four Common 

Myths About 

Donor 

Acquisition



Steps to Acquiring First-Time Donors

Identify 
Warm Leads

Capture 
Contact 
Information

Engage in a 
Meaningful Way

Invite Their 
First Gift



STEP 1 - Identify Warm Leads

Maximizes 

your efforts

Builds stronger and 

longer-lasting 

relationships

Shortens the time between 

engagement and donation







People 

Connected to 

Your Clients

Project DIVA International





People 
Connected to 
Sponsor 
Organizations

Bellis







Social Media 

Followers



Measuring Warmth

Noticed – have noticed 

you, but haven’t interacted
Associated – are 

connected through 

someone else

Involved – have had 

some interaction with you





Future Donor 
Warmth

1. Noticed

2. Associated

3. Involved





Step 2: Capture Contact Information

Identify 
Warm Leads Capture 

Contact 
Information

Engage in a 
Meaningful Way

Invite Their 
First Gift



STEP 2 - Capture Contact Info

o Use QR Codes and Opt-in 

Forms

o Add Them to Your CRM and 

Communication Platform



Step 3: Engage Them in a Meaningful Way

Identify 
Warm Leads

Capture 
Contact 
Information

Engage in a 
Meaningful 
Way

Invite Their 
First Gift



STEP 3 - Engage in a Meaningful Way

They've expressed some interest.

Now it’s your turn…

Get to know THEM!



ENGAGEMENT STRATEGY

Determine Their Communication Preferences

Phone Email Direct mail Text



ENGAGEMENT 

STRATEGY

Nonprofits



ENGAGEMENT STRATEGY
Consider Using a Discovery Questionnaire

3-4 questions

Ask for additional 
contact information

Ask about their interest in the people 
you serve, not your organization

Invite them to subscribe to your 
mailing list

01

02

03

04



Clearwater 
Forest 
Camp 

& 
Retreat 
Center



ENGAGEMENT 

STRATEGY

Clearwater 
Forest Camp & 
Retreat Center





Gabe’s 
Donation 



Tips for Building Trust Through Communication

Communicate consistently 
and frequently

Focus on your audience 
more than yourself

Personalize whenever possible





Step 2: Capture Contact Information

Identify 
Warm Leads

Capture 
Contact 
Information

Engage in a 
Meaningful Way

Invite Their 
First Gift



Invite 
The 
Gift



Hagar 
Year 
End 
Appeal



Hagar Lapsed Donor Gift Invitation





Copywriter for Hagar Communication Specialists 
at the Conference

Kristen McGuire: 
KWM Writing and Strategy

Julie Wilson: 
True marketing

Jeff James:
Spire2 Communications



Q and A
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