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Speed to Second Gift

The metric that will make your retention SOAR!
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Introductions

Why are we here?

Epsilon Subsequent Giving Analysis for ASPCA

ASPCA Case Study

What you can do to improve retention NOW




Retention Is a persistent problem

o First year o First year
, o offline-only o online-only

retention retention

A shrinking donor pool, changes to the tax code,
and economic instability all make for a bleak fundraising outlook.

Source: Blackbaud 2019 Charitable Giving Report



How can we solve
what feels like an
lvable problem?




Just how important is that second gift?

FEANE- AN @

“It’s the largest factor affecting donor retention.”

Jaye Love, co-Founder at Bloomerang

Source: https://bloomerang.co/blog/just-how-important-is-a-donors-second-gift




Just how important is that second gift?
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Source: https://bloomerang.co/blog/just-how-important-is-a-donors-second-gift




Subsequent giving analysis

$265K in Donations
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Subsequent giving analysis

AOG % of
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Months 1-2-Little repeat revenue
Months 3-4-Repeat donation rates
increase

Peak of Repeat $ in Months 5 and 6
$1-9 Initial Gift Band-gift does not
increase over time

Consider Mktg $ Spend for Lower $
Donor Bands
Focus on $15+ Gifts for LTV



Subsequent giving analysis

Highest Initial Response
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ASPCA welcome track

ASPCA | helped save animals’
lives today.

« Acknowledgement

* New Donor Package

» Testing decal v. member card

ASPCA

IMPORTANT NOTICE: PLEASE HELP MY PETS

| have pets in my home waiting for me. If for any reason | am unable
to retum home to care for my pets, please notify the following:

NAME TELEPHONE

2020 MEMBER

NAME TELEPHOME
Member Name

Member 1D#: XXXXXXXXXX

WE ARE THEIR VOICE.*




Donor-centric Letter P
In New Donor Package —

President & CEQ

Donor-centric language that e
underscores the role of the donor I'm

have a friend like you on our side in the fight against animal cruelty.

in yOUI‘ partnerSh | p You are an extraordinary animal lover who refuses to stand by idly while

animals in our nation are suffering. And together, we’re reaching them.

writin

g today to extend my sincere thanks to you for joining the ASPC A’.1 am so grateful to

re lives. With your gift to the ASPCA, you rewrite an

o they can g use to a life filled with love. Animals like Artichoke,

whose story you'll find on the back of this letter, are experiencing f’.,t;\pi:wv-. safety and comfort because

gave from the heart.

friends like you

ther, we can rescue anima

You make happy endings possible.”

dogs, provide urgent care for kittens, help horses find loving homes, and so

gislation to protect animals and respond to emergency situations throughout the U.S. so that

we can make our country a safer place for all animals in need

Today, you have the power to save another life. You can extend your reach further with a generous

gift today that can help an animal in desperate need. Please consider giving from the heart today.

over 150 years of experience saving

As a new member of the ASPCA, you've joined an organization

animals—know that your support is going where it's needed most. T}

Matt Bershadker
ASPCA? President & CEO

ES I've enclosed a personalized Membership card just for you. Please fill out the important

information on the back and keep it with you. I am happy to welcome you to the ASPCA.

nuch for joining our fight against animal cruelty and for your generous gift today.

Make Pet Adontion Your First Option® and urae all those vou know to do the same.




What can we learn from F2F?

ASPCA F2F Touchpoints

Signup Day Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7

Welcome Brochure Thank You Call Guardian Statement
Bracelet Acknowledgement Letter Cultivation Letter

Decal
Thank You Text

Thank You Email

General Qualifying House Mailplans and Callplans




Convert to monthly

',’ \‘ I aspca.org
i . \

MEMBER

HERE IS YOUR ASPCA" MEMBERSHIP CARD!

DIRECTRESPONSE_SAL
Member Name | COMPANY
Member ID#: XXXXXXXXXX ; ADDRESS1
St s e e N e e s P ADDRESS2
ADDRESS3
CITY, STATE ZIP

XXXXXXXXX X XXXXXXXXXXXXX

With your support, we can L YES! | want to help 'Fhe ASPCA stop cruelty and save the lives
help even more animals. of more helpless animals.

WITH A GIFT OF:  THE ASPCA CAN PROVIDE: JSHPC D $HPCx1.5 J$HPCx2 JOther$
(1 Check here to make this a recurring monthly gift. pooo)
a POUH 10w 8 To make your gift online, please visit helpaspca.org <
about a week. ! L
$60 One equine medical exam. DIRECTRESPONSE SAL
$100 Rescue for animals in COMPANY
an emergency. ADDRESSH1
ADDRESS2
ADDRESS3
CITY, STATE ZIP

Please provide your phone number:

(XXX) _- XXXNAX X OO X XXX

—— Conversion

460%

Increase in monthly sign ups

Use real estate
wisely




What you can do to

iImprove retention NOW €
Simple steps to boost
your program’s healthug



Conduct an Acknowledgement Audit

Review your acknowledgements
objective and critical eye

« Make a gift by check through the mail to your
program

» Track its progress from date cleared to
acknowledgement received

* As a donor, ask yourself, “Do | feel like this
organization cares about me?”

* How can you make your donor feel like they
are a valued partner in your work?




Fire up the phones

Robocalls/Texting

A fast, additional touch point that lets
donors know you received their gift.

« Donors can listen to the message or
read the text at their convenience and
will appreciate the quick response!




Evaluate your Welcome Series

3 Part Formula

« Acknowledge and Welcome

» Case for Support — Demonstrate
your achievements and why you
need continued support. Also, Ask
for Feedback — use a survey to
show you value their thoughts in
addition to their dollars.

e Sustainer Ask




Consider these metrics

Run These Numbers and
Keep Them Close

* % of funds provided by the top 10%
of donors

* 0% of names in the database who have not
donated in 2 years.

* Average lifetime value of your donors (LTV)




Conduct an Acquisition Audit

Review your Case
for Giving

* |s your control package strong enough
to acquire not just 1 but 2+ gifts?

« Why is your organization a great
investment for the donor?

* |s your CTA compelling, urgent, clear?

« Make sure the language is very donor-
centric and very team-effort oriented.




Conduct an Acquisition Audit

Review your Lists

 Dig into your results to find the lists that
result in the most second gifts (and the
fastest second gifts!)

» Which lists are bringing the highest
average gift? Inception amount has a
significant impact on retention!




Change up your messaging cadence

Offer a Premium Later
INn the Series

* Premiums are typically used as
bait in acquisition

 Offer in touchpoint #3 or #4 in an
effort to hasten that second gift




Convert to monthly giving ASAP

Ask Early and Often

Early in the relationship is your best odds
of converting to monthly so make sure
you're offering that option ASAP!




Think Different

Get More Mileage from
your Multis
Include new donors in your multi drops.

Donors are as likely to give again to the
control as they are to a Welcome Series.




Think Different

Don’t Wait!

* Try mailing new donors who haven't
made a second gift in the first 90-120
days in acquisition.

 There’s a good chance they love your
control and will give to it again — but
don’t wait until 12 months pass before
trying this!




'\ Contact us:
'8 Nosa Adetiba nosa.adetiba@aspca.org
Marne Lopez marne.lopez@epsilon.com
Valerie Vierengel vvierengel@K2Dstrategies.com
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