
C O M M O N  G R O U N D  C O N S U LT I N G

Four moves to rebuild an individual donor base
You will not fix the donor base in a quarter. You will find out whether your organization can do this work at all, which is the
more useful thing to know.

S TA R T  H E R E

First-time donors last year __________   Gave again __________   Conversion __________%

Measure second-gift conversion, not retention.
Run it by cohort, by year. Write the gap between that number and your overall retention rate.

Redesign the 90 days after a first gift.
Name who sends the 48-hour thank-you, what the 30-day report says, and the day-90 contact that asks for nothing.

Put one non-ask touch in every quarter.
Mark every planned touchpoint this year as ask or not-ask, then write the ratio you actually have.

Tell your board the truth about the timeline.
Write the metric you will ask them to approve, and the date you will first report against it.

Completed by ____________________ Date ____________ Companion to How to Rebuild an Individual Donor
Base
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