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TIP SHEET

4 Fundraising Tactics to Close a 
Revenue Gap
BY LIZA TURCOTTE, MPA, Blackbaud Senior Solution Engineer

Are you worried your organization is going to fall short of fundraising goals? Now is the time to 
use the data at your fingertips—and fundraising best practices—to ensure your team is working 
efficiently and productively with the people who are passionate about your cause. Implement 
these tactics to quickly bring in dollars and shore up revenue streams to mitigate a shortfall.

 1 
Focus on your best prospects.
Your best prospects have a combination of likelihood to give to your organization AND 
the capacity to give, which can be provided by an analytics solution. Your best major gift 
prospects will likely look completely different from your run/walk/ride best prospects. If you 
don’t have profiles of your best prospects, take a minute to brainstorm what characteristics 
they might have and then use your database to identify and segment actionable groups.

These segments represent a better shot at gifts, so it makes sense to spend your valuable 
time crafting specific communications and cultivating these prospects.

 2 
Ask existing donors to increase their commitment.
You have a database of people who you know are connected to your mission because they 
have already made a gift. Have you asked them in a compelling way if they would consider 
giving more? 

Use your data to look at groups of donors broken down by $500 or $1,000 increments, for 
example. Identify the donors who have the capacity to give more and ask them to move to the 
next “level.”
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About Blackbaud
Leading uniquely at the intersection point of technology and social good, Blackbaud connects and empowers organizations to increase their impact 
through cloud software, services, expertise, and data intelligence. We serve the entire social good community, which includes nonprofits, foundations, 
companies, education institutions, healthcare organizations, and the individual change agents who support them.

 3 
Trim prospect lists well.
This also might be a time to be conservative with resources, so let’s talk about the people you 
aren’t going to ask. Use analytics to narrow focus and streamline your processes by eliminating 
prospects. This is especially important when we are talking about direct mail because it’s 
expensive. You don’t want to spend money on mailers if there’s not a reason – so make sure you 
are mailing to the prospects most likely to give through that channel..

 4 
Use the right message.
By identifying the personas in your database, you can tailor your messages to speak to the desires 
of your donors, which increases the likelihood of a response. Different things are compelling to 
different people so, communicating donor intent and desire will make your ask more successful. 

For example, some more philanthropic personas will want their gift to impact macro-change, so 
when the health of the community is at risk, it could be a time to show how you are impacting 
public health by tailoring your ask for a community health project or community partnership.

Find out how Blackbaud Analytics can help you to close your revenue gap.
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