
1.8
cash to RG conversion rate

$14,172
net revenue in monthly gifts* 

The Wilderness  Society  a lmost  doubled their  regular

g iv ing  response  rate ,  us ing  Dataro ’s  AI  predict ion

software  and implementing  a  h ighly  targeted monthly

convert  to  regular  g iv ing  ca l l ing  campaign.  

Using Dataro ' s  Convert  to  Regular  Giv ing  propens i ty

model ,  the  Wi lderness  Soc iety  ident i f ied  each month

which ex i st ing  cash  donors  had the  h ighest  probabi l i ty

of  convert ing  to  a  regular  g i f t  i f  asked.  

By ca l l ing  on ly  those  cash  donors  w ith  the  h ighest

l ike l ihood to  convert ,  the  Wi lderness  Soc iety  team

were  ab le  to  convert  48 new regular  g ivers  over  f ive

months  with  an  ROI of  2 .2 .  Assuming each regular

donor  g ives  a  further  18  monthly  g i f ts ,  the  ca l l ing

campaign wi l l  ra i se  an  est imated $14,172 in  net  income

in  monthly  g i f ts ,  w i th  a  cost  per  acquis i t ion  of  $137.
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" I t ' s  much eas ie r  and  more  cost  e f fect i ve  to  convert  ex i s t ing  cash  donors  to  regu lar  g i vers  than  i t  i s  to  at t ract

new donors .  With  the  he lp  of  Dataro ' s  AI  sof tware  each  month  we  can  pred ict  wh ich  of  our  ex i s t ing  cash  donors

are  l i ke ly  to  respond to  a  regu lar  g i v ing  ask  f rom us  at  that  part icu lar  po int  in  t ime .  By  target ing  the  r ight

peop le ,  at  the  r ight  t ime,  we ' ve  been  ab le  to  bas ica l ly  doub le  the  convers ion  rate  we ’ve  ach ieved  prev ious ly .

We’ re  thr i l l ed  w i th  the  resu l t s . "

Kenny Forshaw,  Supporter  Care  Manager
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*assuming regular  donors  would  go  on to  

g ive  an  add it iona l  18  monthly  g i f ts

CASE STUDY: CONVERT TO REGULAR GIVING

2.2x
ROI with Dataro

X INCREASE

http://dataro.io/


How We Did It

Dataro ’s  Convert  to  Regular  Giv ing  propens i ty  model  was  implemented d i rect ly  w ith in  the  Wi lderness

Soc iety ’ s  B lackbaud CRM. Us ing  machine  learn ing ,  the  Dataro  model  generated propens i ty  scores  for

a l l  of  the  Wi lderness  Soc iety ’ s  act ive  cash  donors ,  prov id ing  a  pred ict ion  of  how l ike ly  each donor

would  be  to  convert  the i r  occas iona l  g iv ing  to  a  regular  donat ion,  i f  asked.  These  scores  were  then

seamless ly  integrated into  the  Wi lderness  Soc iety ’ s  CRM aga inst  the  donor  record  both  as  a

percentage and rank.  The Wi lderness  Soc iety  team set  up  a  monthly  query  in  the i r  CRM to  pu l l  a  l i s t

of  the  top 250 donors  w ith  the  h ighest  RG Convert  Scores  for  the  interna l  Supporter  Engagement

spec ia l i s ts  to  ca l l  as  part  of  the i r  monthly  RG convers ion  ca l l ing  campaign.

ABOUT DATARO

Convert  to  Regular  Giv ing

Regular  Giv ing  Churn

Regular  Giv ing  React ivat ions

Regular  Giv ing  Upgrades

Conf i rm Gift- in-Wi l l

DATARO.IO

OUR PROPENSITIES

By integrating with

Dataro you can see new

propensity scores each

week for all of your

donors.

1 .  I N T E G R A T E

Quickly build higher

performing campaign

lists by identifying the

donors most likely to

respond.

2 .  C R E A T E

Automatically analyse

campaign results,

validate predictions and

generate campaign

reports. 

3 .  A N A L Y S E

WHY DATARO?

Increase fundraising returns

Reduce wasted calls & mail

Faster campaign list creation

Weekly score updates

Protects donor privacy

Secure cloud-based system 

Dataro  i s  the  AI-powered donor  scor ing  software

bui l t  exc lus ive ly  for  nonprof i ts .

Dataro ' s  software  a l lows  for-purpose  organisat ions

to  take  advantage of  game-changing  machine

learn ing  technology across  the i r  fundra i s ing

campaigns ,  he lp ing  them to  ra i se  more  funds  and

have  a  greater  impact .

Analysing the Results

Prev ious ly  the  Wi lderness  Soc iety  ran  larger  regular  g iv ing  convers ion  ca l l ing  batches  twice  per  year ,

making  se lect ions  us ing  the  recency f requency va lue  model .  

Us ing  Dataro ’s  software ,  the  Supporter  Engagement  team were  ab le  to  accurate ly  ident i fy  which  cash

donors  would  l ike ly  respond to  a  regular  g iv ing  ask ,  mov ing  to  ca l l ing  smal ler  l i s ts  of  donors  more

regular ly .  Ca l l ing  the  r ight  donors  each month,  w ith  the  r ight  message  of  thanks  and a  wel l- f ramed

request  for  further  support ,  the  new interna l  ca l l ing  team successfu l ly  converted 1 1% of  donors  ca l led  -

a lmost  double  the i r  typ ica l  ca l l ing  campaign response  rate  of  6%.

Direct  Mai l  Appea ls

Direct  Mai l  Appea ls  (>$500)

Lapsed Givers  (24M)

Mid-Leve l  Giv ing

Major  Giv ing
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