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CASE STUDY

34 donors  
new prospects converted

Mid-Value Giving

142% increase  
in reactivation rates

$266k  
in additional appeal income

f ind  new mid-va lue  prospects  in  the i r  ex i st ing

database

pr ior i t i se  which  donors  to  steward  f rom standard-va lue

to  the  mid-va lue  g iv ing  range

In  their  f i rst  campaign with  Dataro,  the  Austra l ian

Red Cross  generated $266k in  addit ional  appeal

income from new mid-va lue  prospects  ident if ied  by

Dataro ' s  AI  software  and converted 34 new donors

to  mid-va lue  leve ls ,  with  more  l ike ly  to  convert  in

the  next  appeal .

The 2022 Fest ive  Appea l  was  the  Red Cross ’  most

successfu l  appea l  on  record,  ra i s ing  $3 mi l l ion  in  revenue

and exceeding  $1  mi l l ion  in  mid-va lue  income for  the  f i r st

t ime in  a  fest ive  appea l .

When the  Red Cross  partnered with  Dataro ,  the  goa l  was

to  use  machine  learn ing  (AI  software)  to :

1 .

2 .

 

"Our  investment  in  machine  learn ing

has  pa id  off  in  ident i fy ing  the  most

h igh ly  qua l i f ied  mid-va lue  prospects

to  be  nurtured .  We ' re  thr i l l ed  w i th  our

resu l t s  so  far  and can ' t  wa i t  to  see

what  the  next  12  months  of

stewardsh ip  ef fort  de l i vers  w i th  our

new group of  prospects . ”  

Lenny Elar io  -  Senior  Fundra is ing  Lead
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Red Cross 2022 Festive Appeal

Festive Appeal Results: 

Mid-Value Prospects

34 new donors
converted to mid-value level

45% increase
in standard-value income YOY 

Red Cross  used Dataro ’s  Mid-Leve l  machine  learn ing  model  and the i r  own in-house  RFV model  to

se lect  a  group of  standard-va lue  donors  w ith  the  h ighest  l ike l ihood to  convert  to  mid-va lue  g iv ing

leve l  over  the  next  12  months .  Al l  prospects  (and ex i st ing  mid-va lue  donors)  were  sent  on the  same

enhanced mid-va lue  donor  journey for  the  2022 Fest ive  Appea l .

http://dataro.io/


Donors  ident i f ied  as  good mid-va lue  prospects  by  both  Dataro  and the  char i ty ’ s  RFV were  2x

more l ike ly  to  respond and generated $505k in  income (a  mix  of  mid-va lue  g i f ts  and standard

base  income) .  Approx imate ly  53% of  th i s  income ($266k)  was  generated by  new prospects

ident i f ied  by  Dataro ’s  model  on ly .

An addit iona l  34 donors  ident i f ied  by  Dataro  on ly  moved up the  p ipe l ine  to  mid-va lue  leve l  in

th is  appea l .  Given mid-va lue  g iv ing  i s  about  re lat ionsh ips ,  Red Cross  expects  more  of  these

newly  ident i f ied  mid-va lue  prospects  w i l l  convert  f rom standard-va lue  base  to  mid-va lue  leve l

with  the  next  appea l  campaign.  

Overa l l ,  the  efforts  to  ident i fy  new mid-va lue  prospects  w ith in  the  standard-va lue  donor  base

(us ing  both  Dataro  and RFV) he lped grow standard  base  income by $280K YOY.  Th is  represents

a  45% l i f t  in  g iv ing  for  those  new prospects  taken on the  mid-va lue  appea l  journey (but  not  yet

converted mid-va lue) .  Standard-va lue  donors  ident i f ied  by  Dataro  on ly  had a  h igher  median  g i f t

of  $150 (compared to  $100 for  RFV only  se lect ions) .  The  Dataro  on ly  se lect ions  contr ibuted

$251k  in  standard  base  income (compared to  $229k for  RFV only  se lect ions) .

Dataro ’s  Mid-Leve l  donor  propens i ty  model  was  implemented d i rect ly  w ith in  the  char i ty ’ s

custom CRM. Us ing  machine  learn ing ,  propens i ty  ranks  and scores  were  generated for  a l l  of  the

char i ty ' s  act ive  cash  donors ,  prov id ing  a  pred ict ion  of  how l ike ly  each donor  would  be  to  g ive

between $500 and $5,000 cumulat ive ly  in  the  next  12  months ,  i f  s tewarded.  Dataro ’s

pred ict ions  were  integrated in  the  char i ty ' s  CRM aga inst  the  donor  record  and updated weekly

to  he lp  the  char i ty  ident i fy  the i r  top  prospects  and pr ior i t i se  the i r  s tewardsh ip  efforts .  
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Analysing the results

CASE STUDY: MID-VALUE GIVING IN APPEALS

ABOUT DATARO

Donor  F low Reports

Second Gift  Rates  & Trends

L i fet ime Value  Ins ights

Revenue by  Program /  Channel

L ive  benchmark ing  data

Inc ludes :

Dataro  i s  the  AI-powered donor  scor ing  and

fundra is ing  ana lyt ics  software  bu i l t  exc lus ive ly

for  nonprof i ts .  We enable  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 .

DATARO PREDICT MODULES FUNDRAISING INTELLIGENCE

Direct  Mai l  Appea ls

Recurr ing  Giv ing  Convers ion

Recurr ing  Giv ing  Churn

Mid-Leve l  Giv ing

Major  Giv ing  & Bequests

Ask  Amounts  & Channels

WHY DATARO?

Increase fundraising returns

Reduces fundraising costs

Faster campaign list creation

Weekly updates of scores and ranks

Protects donor privacy

Secure cloud-based system 

How we did it

http://dataro.io/

