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Are you ready for the next crisis?

A crisis can hit any time and anywhere.

It can be a natural disaster with more local 
impact, a national economic recession, and 
now a worldwide pandemic.

You may not know when a crisis will hit, but 
you can be prepared. 



Impact of the COVID Pandemic

Percent of worldwide non-profit 
organizations reporting a decline 
in revenue. 

5Source: CAF America survey “The Voice of Charities Facing COVID-19 Worldwide”



What happens next? 

6Source: CAF America survey “The Voice of Charities Facing COVID-19 Worldwide”
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Step 1 – Everyone Stay Calm!
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Take a deep breath 
and repeat after me…

“We are prepared and 
will make the best of 
this.”



Step 1 – Everyone Stay Calm!
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● Be present
● Stay the course
● Show empathy and concern
● Reaffirm your mission
● Keep revising your messaging
● Keep your Board and volunteers informed
● Motivate your staff
● Double down on communication



Step 2 – Keep Acquisition Efforts

10

Disaster Donors are 
great, but they are 
notoriously difficult to 
retain or refocus to 
ongoing needs.

Keep proven acquisition 
methods in addition to 
focusing on the retention 
efforts of these Disaster 
Donors to help LTV and 
retention.



Step 2 – Keep Acquisition Efforts
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In this example we can see 
what happens when 
acquisition is cut in FY13 
and FY14. 
Even though acquisition was 
reinstated in FY15, the 
decline in donor counts 
continued. And by FY18 the 
donor counts still had not 
recovered. 



Step 2 – Keep Acquisition Efforts

Keep proven acquisition methods in addition to focusing on 
the retention efforts to help you succeed during hard times. 
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Step 3 – Diversify your Channels
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In today’s world of social media, 
live-streaming, podcasts, binge 
watching, email, direct mail, and 
more, it’s harder than ever to get 
the attention of your donors. 

By implementing a multi-channel, 
you can increase the likelihood 
donors will see your messages 
and act. 



Step 3 – Diversify your Channels
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New Donor 
Channel Mix



Time to evaluate your channel mix

Now is the time to evaluate how 
you leverage all channels. If you 
wait until a crisis hits, then it is 
too late. 
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Step 4 – Focus on Raising Donors
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Raise Donors – not dollars. 

Work on getting the all-
important second gift - no 
matter the amount. Moving 
the donor beyond being just 
a crisis donor and give them 
a meaningful to continue 
giving.



Step 4 – Focus on Raising Donors
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● Donor-centric fundraising model
● Welcome new donors to your 

organization
● Build their trust
● Segmentation and personalization by 

source (i.e., crisis donors) for future 
appeals

● Work harder for that second gift



Step 5 – Make that Connection!
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Now is the time to steward, welcome 
and cultivate your donors.

Donor retention is the holy grail of 
fundraising. Each year, every nonprofit 
loses donors…and those lost donors 
are much more costly and time 
consuming to replace than those that 
could be retained.

Fundraising is a personal 
business. Keep reminding yourself of 
that and find ways to make the 
emotional connection to solidify your 
relationship with your donors.



Step 6 – Prioritize your data
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AND USE IT!

But it’s not just having the right donor 
data that matters; it’s how you use 
that knowledge that results in the 
biggest payoff for your fundraising 
strategies. That’s where the power of 
donor analytics comes into the 
picture!

Knowing your data gives you an 
advantage on how/to whom to deploy 
communications in times of great 
need.
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Donor analytics doesn’t just refer to donor gift data; this term 
encompasses all of the ways you can analyze your donor data in 
order to gain meaningful insights into your constituency.

Including:

● Donor engagement history
● Donor demographic info
● Giving habits
● Giving capacity
● Propensity to give
● Communication preferences

Step 6 continued – Prioritize your data



Step 7 – Ask for what you need
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If you do not ask, you will not 
receive.

And according to recent research, 
people are much more likely to 
answer the call than you’d assume.

People will likely exceed your 
expectations and gladly get 
involved, so don’t be embarrassed 
or reluctant to ask for help. Those 
who ask for help, get it.



3 Things to Keep in Mind When Making an Ask
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Now that you know people are probably more willing to offer support than you think, here are a few 
tips to solicit donors successfully.

Use storytelling

Be direct with your ask

Don’t downgrade 
donors



Step 8 – Don’t fear the road ahead
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Focus as you approach the road 
ahead.

Differentiate between a “problem” 
and a “crisis”. 

Be proactive instead of reactive, 
have a plan in place.



Thank you! 
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