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Agenda.

■ Introductions

■ Trends

■ Acquisition Strategies 

▪ Net New VS Engaging Warm Names

■ Breaking Down the Channels

▪ Myths Around Omnichannel

▪ Attribution Strategies & Methodology

■ Curated, Intentional Welcome Experience

■ Takeaways and Q&A



ANONYMITY

Trends.

Source: Pursuant Philanthropic Pulse Survey



ANONYMITY

Trends.

Source: Pursuant Philanthropic Pulse Survey



ANONYMITY

Trends.

Budgets

How will your organization adjust?

Source: Pursuant Philanthropic Pulse Survey



Acquisition Strategies.

Engaging Warm Leads

■ Already in your file and familiar 
with your mission

■ Saves time and money
■ Existing data can help 

determine interests and 
affinities 

■ Continue building your case for 
support



ANONYMITY

Acquisition Strategies.
New Names - Cooperative Databases.



Unprecedented Insights Into Every Donor.
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ANONYMITY

Insights Into Action.



ANONYMITY

Modeled Audiences Across Channels.



Myths Around Omnichannel Marketing:

■ Right Message, Right Time, Right 

Channel

▪ It’s not, “Everything, everywhere, all at 

once.”

How can you use different channels 

appropriately?

What messaging is influencing the gift?

■ Focus on that rather than the 

medium

Breaking Down Channels:



ANONYMITY

Channel Trends.

Source: GivingUSA’s Giving by Generation: Examining the shifts in giving among donor generations.

Donors Influenced to Give by 

Direct Mail

■ Change since 2016

■ How direct mail influences 

online giving

■ Fuzzy attribution 



Breaking Down Channels:

Attribution Will Be Muddy and That’s Okay!

■ Accept that the more channels you have, the less 

clear it is to attribute a gift to one touchpoint.

■ Focus more on the message that’s working, not 

the channel.

■ Keep in mind that marketing and fundraising 

efforts will overlap, and so will budgets.

■ Decide from the beginning the attribution 

methodology that works best for your organization 

and stick with it.

■ Don’t be afraid to change and adapt if it’s not 

working - but do so thoughtfully.

■ Remember - “close enough” is perfectly okay!



How to Get Into Multichannel.
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■ Add digital co-targeting 

ads to your direct mail.

■ Send an email to your 

supporters.

WALK

■ All of the above, plus …

■ Expand digital display 

efforts to target those 

outside of your direct 

mail lists.

■ Use display as lead-

gen to get more emails.

■ Consider adding peer-

to–peer texting around 

key events.

JOG

■ All of the above, plus …

■ Test into Connected TV

■ Add telemarketing if 

your donors tend to be 

older.

■ If your brand is strong,

test street canvassing

in key markets.

■ Mirror your canvassing 

efforts with targeted 

display and/or DRTV in 

market.

RUN



Curated, Intentional Welcome Experience.

Donor



Curated, Intentional Welcome Experience.

New Name/ Prospect



Free Resource

Pursuant Philanthropic 
Pulse Survey 2023 Report

Download 

Now



Free Resource

Donor Retention In 
Uncertain Times eBook

Download 

Now



Q&A.



THANK YOU!

Please stick around for the 

survey that will launch once 

this webinar concludes.
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