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Pillar One:  
Identification
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What you can 
control

• Asking patterns

• Existing communications

• Channel of communications

• Renewal asks

• Data hygiene
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Identifying which donors you want to retain

• Who to “bless and release”

• Who to fight for

• How to think long term value strategy vs short term gains

• The envelope story
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What is the average recapture rate for lapsed donors?

<5%



Pillar Two:  
Operationalization
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Strategy
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The Change 1. Understanding

2. Acceptance

3. Action
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Tactics: Infrastructure that scales
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Pillar Three:  
Connection
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Retention Mindset
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How Shared 
Beliefs 
Fuel Loyalty

In Real-Time

1. Donor’s aspirational identity

2. Organization shares beliefs

3. Donor reconciles

4. Donor renews
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Shared Beliefs 
Fuel Loyalty

It Sounds Like

– Changemakers like you…

– Most people assume someone else will take care of 
it…but you’re not most people.

– Like you, we believe better isn’t good enough.

– Together, we know XXXX is a problem

– You care about people and are here to help
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Conventional 
Segmentation

Single Factor or Dimension

Amount

Small and 
Mighty

Leadership 
Annual

Major Gift

Planned 
Giving

Principal

Gift

Type

Alumni

Parent

Employee

Grateful 
Patient

Friend

Volunteer

Event 
Attendee

Behavior

First Time

Honor 
Memorial

Loyal

Recurring

Lapsed

Increasers

Source

Check

Credit Card

DAF

Corporate

Matching

Stock

Planned 
Giving

Area

Fund

Project 
Based

Unrestricted

Cause Based

WHO
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SNACKS not 
MEALS
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Retention 
Killers

● Irrelevant 

● Incorrect Info

● Lack of Trust

● Impersonal 



Pillar Four:  
Renewal
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Is it an Ask?
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The vast majority of donors who ever give again do so 
within the first 18 months

87% within 18 months
70% within first year
45% within first 6 months

Bloomerang



©2024 DRG LLC

Solution?

Ask for monthly or recurring gifts!
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Impact and 
behavior 

recognition
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Technology 
can aid 
renewal
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Thank you!

info@donorrelations.com 
donorrelations.com


