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* Engage With Us
* Q & A and Chat (defaults to host/panelists)
* Share with friends on social

* Continuing Education Credit '

CFRE

BEYOND THE WEBINAR
'|.|

*  Wrap-up email with Webinar recording . .’
* Exclusive content

* Survey - WIN: Amazon Gift Card
* Drive future Webinar content

Learn more about the OneCause Fundraising Platform

onecause’




PRESENTERS

Dawn Lego (she/her) Nicholas Kristock (he/him)
Director, Brand Engagement Founder and Executive Director
OneCause Fleece & Thank You
CEO
KindKatch
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Lapsed Donors

s It Worth Winning Them Back
and How Do | Do It?

With your tour guide,
Nicholas Kristock
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Yes. The End. Oh, how, you ask?



“Will he be talking with slides the
whole time?”

- person concerned they went to wrong presentation



You're in the wrong place if
you're here for...

1. Responsive Maturity Model - Erik Tomalis

2. Strategic Reflection: Proactive Planning 2024~ Steve & Sarah
3. Line DancingLessons - sponsored by Charity Ace (you're late)
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“Are we going somewnere.here?”

- MOrnIing person
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Lapsed. donors HURI:
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BIG IDEA:

Lapsed donors don't have to be painful!
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1. Why Lapsing?

Agenda

2. Can We Curb Lapsing?

3. How Can We Win More Back?

4. Where do | start?!

5. Let's Stay Friends

Ms. Harlow



Why do donors lapse?



“It's all-your fault’”
- . paad.jrienad



“Notreally ALLEmy jiault:?

- seunamine.



Lapsed Donor Overview

40% responded that they do not give money to charity
because they do not have the financial resources.

22% volunteer in lieu of donating money.

17% donate food or goods in lieu of donating money.

12% don’t trust organizations to spend their money well.
7% prefer to spend their money on their family and friends.

2% don’t believe that organizations make a positive

difference
Source: NPTech For Good



https://www.nptechforgood.com/2020/10/18/6-reasons-why-people-do-not-donate-money-to-charity/

. Saving Money

. Unsolvable Problem

. Misunderstanding Problem

. Where Does My Dollar Go?

. Shouldn’'t Government Solve This?
. Enabling

0O NO LA WDN -

Lapsed Donor Overview

Give Local

Donation Too Small To Make Difference

Source: The Life You Can Save



https://www.thelifeyoucansave.org/

THAT percentage IS my fault.
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“Can we curb lapsing?”



“It's all about the journey.”



Donor Journeys
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Retained

Lapsing Donor
Next 90
Days




STEP 1: Lapsing Next 90

Query: 270 Day Lapse Query
¢ Last Gift Date= on or before= 270 days
ago
o Life to Date Giving = greater than or equal
to=1
* Tag= none of = sponsor, high touch

Add tag: Lapsing in 90 days

& )
Task: Send KK lapsing next
90

- >

Delay: 7 Days

Remove tag: Lapsing Next 90

Add tag: Lapsing 270-365

Delay: 94 Days

Remove tag: Lapsing 270-365

STEP 2: Lapsed Donor- 1 Year

Query: One Year Lapsed Donor
¢ Last Gift Date= on or before= one year
ago
¢ Life to Date Giving = greater than or
equalto=1
* Tag= none of = sponsor, high touch

[Md tag: FTY Lapsed Donor]

Add tag: 1 Year Lapsed
Donor Date

Email 1: New Donor
Welcome 1

Delay: 30 Days

[I'aslc Send 1 Year Lapsed Kl(]

Delay: 335 Days

—_—

Remove tag: 1 Year Lapsed
Donor Date

STEP 3: Lapsed Donor- 2+ Year

Query: 2+ Year Lapsed Donor

¢ Last Gift Date= on or before= one year

ago

¢ Life to Date Giving = greater than or equal

to=1

* Tag= none of = sponsor, high touch

Add tag: 2+ Year Lapsed Donor

Date

~

post 24+ months

Email 1: Retention workflow emaij

Delay: 365 Days

STEP 4: Retained Donor

Filter:

* Tag= any of = Is any of 1 Year Lapsed Donor
Date,2+ Year Lapsed Donor Date,Lapsing in 90
Days,Lapsing between 270-364 days

* YEAR TO DATE PLUS PASSTHROUGH GIVING=
Greater than or equal to 1

Remove tag: 2+ Year Lapsed
Donor Date

Remove tag: 1Year Lapsed
Donor Date

Remove tag: Lapsing between
270-364

Remove tag: Lapsing in 90

Remove tag: FTY Lapsed
Donor




“Pre-lapsing? That a thing?”

- sSkeptic



STEP 1: Lapsing Next 90

Query: 270 Day Lapse Query
* Last Gift Date= on or before= 270 days
ago
¢ Life to Date Giving = greater than or equal
to=1
¢ Tag= none of = sponsor, high touch

- -
Add tag: Lapsing in 90 days

. w

>

=
Task: Send KK lapsing next
90

N v,

Delay: 7 Days

[ Remove tag: Lapsing Next 90 ]

[ Add tag: Lapsing 270-365 ]

Delay: 64 Days

Email: Anniversary is
coming up next month!

Delay: 30 Days

[ Remove tag: Lapsing 270-365 ]




“So what about the ones you lose?”

- _person thinking ahead



Can we win more back?



STEP 2: Lapsed Donor- 1 Year

Query: One Year Lapsed Donor
¢ Last Gift Date= on or before= one year

ago
e Life to Date Giving = greater than or
equalto=1

e Tag= none of = sponsor, high touch

[Add tag: FTY Lapsed DonorJ

| Add tag: 1 Year Lapsed |
[ Donor Date )
. w _ Most Common
Email: Happy Anniversary! _ M iss
Delay: 14 Days

¢

Task: Send 1 Year Lapsed KK

o Delay: 14 Days
Win-back e
Ca m pa ig n —__ [Emall: Sorry we missed youq
Delay: 335 Days

Remove tag: 1 Year Lapsed
Donor Date




STEP 3: Lapsed Donor- 2+ Year

Query: 2+ Year Lapsed Donor
* Last Gift Date= on or before= one year
ago
e Life to Date Giving = greater than or equal
to=1
* Tag= none of = sponsor, high touch

Add tag: 2+ Year Lapsed Donor
Date

Email 1: Retention workflow email
post 24+ months

Delay: 365 Days



STEP 1: Lapsing Next 90

Query: 270 Day Lapse Query
¢ Last Gift Date= on or before= 270 days
ago
o Life to Date Giving = greater than or equal
to=1
* Tag= none of = sponsor, high touch

Add tag: Lapsing in 90 days

& )
Task: Send KK lapsing next
90

- >

Delay: 7 Days

Remove tag: Lapsing Next 90

Add tag: Lapsing 270-365

Delay: 94 Days

Remove tag: Lapsing 270-365

STEP 2: Lapsed Donor- 1 Year

Query: One Year Lapsed Donor
 Last Gift Date= on or before= one year

ago

¢ Life to Date Giving = greater than or

equalto=1

* Tag= none of = sponsor, high touch

[Md tag: FTY Lapsed Donor]

Add tag: 1 Year Lapsed
Donor Date

Email 1: New Donor
Welcome 1

Delay: 30 Days

[I'aslc Send 1 Year Lapsed Kl(]

Delay: 335 Days

—_—

Remove tag: 1 Year Lapsed
Donor Date

STEP 3: Lapsed Donor- 2+ Year

Query: 2+ Year Lapsed Donor

¢ Last Gift Date= on or before= one year

ago

¢ Life to Date Giving = greater than or equal

to=1

* Tag= none of = sponsor, high touch

Date

Add tag: 2+ Year Lapsed Donor

~

post 24+ months

Email 1: Retention workflow emaij

Delay: 365 Days

STEP 4: Retained Donor

Filter:

* Tag= any of = Is any of 1 Year Lapsed Donor
Date,2+ Year Lapsed Donor Date,Lapsing in 90
Days,Lapsing between 270-364 days

* YEAR TO DATE PLUS PASSTHROUGH GIVING=
Greater than or equal to 1

Remove tag: 2+ Year Lapsed
Donor Date

Remove tag: 1Year Lapsed
Donor Date

Remove tag: Lapsing between
270-364

Remove tag: Lapsing in 90

Remove tag: FTY Lapsed
Donor




Future Journeys

STEP 1: 180 Day Engagement

Query: 180 Day Engagement query
e LTD Gift Count >=2
® LTD Giving >=1
e Last Gift Date = on or before = 180 days ago
e Last Gift Date = on or after = 270 days ago
* Tag = none of = recurring giver, sponsor, high touch
¢ Contacts = in = Monetary Donor Query

Add tag: 180 Day Repeat Gift

Emall 1: send ‘Recurring Gift Ask
(24: Ongeing Glving) emall

Delay: 7 Days

Remove tag: 180 Day Repeat
Gift

Delay: 83 Days

STEP 2: 90 Day Engagement

Query: 90 Day Engagement query
¢ LTD Gift Count >=2
* LTD Giving >=1
¢ Last Gift Date = on or before = 90 days ago
¢ Last Gift Date = on or after = 180 days ago
¢ Tag = none of = recurring giver, sponsor, high touch
¢ Contacts = in = Monetary Donor Query

Add tag: 90 Day Repeat Gift

d N
Task: Send 90 repeat gift kk
update

y

Delay: 7 Days

Remove tag: 90 Day Repeat
Gift

Delay: 84 Days

STEP 3: Repeat Git Made

Query: Ongoing Giving Gift Count >=2
¢ LTD Gift Count >= 2
¢ LTD Giving >=1
» Last Gift Date = on or after = 30 days ago
¢ Last Gift Date = on or before = today
» Tag = none of = recurring giver, sponsor, high touch
* Contacts = in = Monetary Donor Query

[Append Wealth Contact Data

Add tag: Repeat Glver

[Emll 1 gu_'o_ummummmmﬂ
Call Workflow) (NEW_Repeat Giver Engagement):

If general donor, workflow #X picks them up for
general donor last 7 days weekly board calls

Delay: 30 Days
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Rais€

Benchmarking - Is This Working?



Rais€

Benchmarking- Is This Working?

1. Report: Life-to-Date Giving and # of donors
2. Divide LTD Giving/#of donors

3. Establish Benchmark LTV and track over time

(quarterly, semiannually, annually, etc.)
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“Whoa Nich, that was intense...”

- overwhelmed audience member
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Raise

Where to Start: Donor Journeys

1. List every place or moment you have an interaction with a contact.
e Email/Mobile Newsletter Signup

e Event Registration
e Volunteer Signup, etc.

2. From each point of interaction, map out a series of communications.
3. Identify areas of overlap and query accordingly.
4. Strategically insert the places you want to “ make an ask.”

5. Launch ONE at a time!



Donor Outreach SWAT Team

Owner Contact Primary LTD Gift LTD Last Gift Last Gift
Owner Notes Name Amount Date Phone Count Giving Amount Segment Notes
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O sheot, [LWas catching tUp -on my.
growing pile of work:.email. Wnat
Ala-you-talk apout teaay?:

==PersemilamineriongeirIENES WIth
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TLDR: Lapsed Donors

1. Make your donor journey intentional.

2. Specifically map out pre-lapsing phase.
3. Diversify with omni channel communication and see what “sticks.”

4. Start with larger segments and get more granular over time.

e All lapsed gifts
e Lapsed by dollar amount
e Lapsed by campaign

5. Donor Outreach SWAT



Raise

TLDR: Is It Working?

1. Report: Life-to-Date Giving and # of donors
2. Divide LTD Giving/#of donors

3. Establish Benchmark LTV and track over time



Donor Journeys
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Coming
Summer 2024




Raise

BIG IDEA:

Lapsed donors don't have to be painful!
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Let's Stay Friends
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& THANK YOU

KindKatch . ‘{:%Mﬂ.»\f, | .
T nicholas@kindkatch.com

calendly.com/nicholaskristock



mailto:nicholas@kindkatch.com
https://app.kindkatch.com/supporters/request/public/4d8cd95e-5839-4e83-7d25-08dc16ab5936
https://app.kindkatch.com/supporters/request/public/4d8cd95e-5839-4e83-7d25-08dc16ab5936

onecause” | WEBINAR

RESPONSIVE MATURITY MODEL: 5 DIGITAL STEPS TO

cale Donor

Eric Tomalis
/ Chief Evangelist &

Dir. of Business Development

/ / Virtuous
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= Tuesday, Jan. 23, 2024 ‘
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Raise Nation Radio

The Podcast for Fearless Fundraisers
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info@onecause.com www.onecause.com 888.729.0399
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