
Lunch & Learn
A CULTIVATION CASE STUDY



Lunch & Learn
A CULTIVATION CASE STUDY



FY08 FY09 FY10 FY11 FY12 FY13 FY14 FY15



https://bloomerang.co/blog/infographic-2013-fundraising-effectiveness-project-survey-report/
https://bloomerang.co/blog/infographic-2013-fundraising-effectiveness-project-survey-report/
http://www.nonprofitmarketingblog.com/site/why_donors_stop_their_support
http://www.nonprofitmarketingblog.com/site/why_donors_stop_their_support


Showing Impact



Saying “Thank You”



It’s the little things



Pure Gratitude



Targeting

Exclusions:

   Gifts less than $1

All Donors    Gifts of $5,000 or more

Reporting Period: Fiscal Year    Donors with 15 or more gifts on the same day

Dollar Ranges Total FY2015 FY2014 FY2013 FY2012 FY2011 FY2010 FY2009 and prior

Zero

.01-$1.99

$2-$4.99

$5-$9.99

$10-$14.99

$15-$24.99

$25-$49.99

$50-$99.99

$100-$249.99

$250-$499.99

$500-$999.99

$1,000+

TOTAL







Conversation Starter



Showing Impact



Storytelling



Storytelling



Authentic Introductions



Measuring Success

2011 Net Promoter Score

2014 Net Promoter Score

Donor: +29

Non-Donor: -7

Donor: +43

Non-Donor: +8

Enhanced Email Performance for 

Celebration Emails



Active Listening



Giving Back



Lessons Learned & Other 

Musings

1. Make loyalty something you measure and act 

upon.

2. Be an active listener. 

3. Target your efforts.

4. Leverage the ancillary benefits of upping your 

cultivation game.

5. Be leery of set it and forget it thank you’s. 


