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Presentation Agenda

 Organizational Tools Available on the Homepage

 Standard  Workflow Procedures

 AFP Fundraising Effectiveness Project (FEP)

 Fundraising Effectiveness Project Plug-In (RE)

 FEP Data Submission 

 Analyzing Your Current Fundraising Efforts

 Acquisition, Cultivation and Retention

 How  Blackbaud Can Help

 Q & A
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Organizational Tools Available on the Homepage
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Organizational Tools Available on the Homepage
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Standard Workflow Procedures Folders
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Standard Workflow Procedures Batch Gift Entry
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Standard Workflow Procedures Acknowledgement Letters
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Standard Workflow Procedures Mailing Labels
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Standard Workflow Procedures Post to General Ledger
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Fundraising Effectiveness Project

What is it?

 The Fundraising Effectiveness Project (FEP) was launched in 2006 by AFP 

 Designed to help nonprofit organizations measure, compare and maximize their annual 

growth in giving

 RE has a FEP plug-in that generates the information needed to participate in the 

Fundraising Effectiveness Survey

How can it help the NPO?

 Allows nonprofit organizations to make better-informed, growth-oriented budget decisions 

to boost donor revenue

 The basic FEP concepts: 

 Growth= Net of Gains – Losses

 Growth in giving is increased by maximizing gains and by minimizing losses

 Participating in the survey, the NPO will receive the data when AFP publishes the report

 When report is released, it will enable NPOs to Benchmark: understand how they 

compared to other NPOs in 2008

http://www.afpnet.org/research_and_statistics/fep
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AFP’s Fundraising Effectiveness Project

Recent Findings from AFP: 

 Donor retention remains the biggest stumbling block for most charity’s 

fundraising efforts

 For every $6 that charities raise in new gifts, they lose $5 through donor attrition

 Based on respondents to the FEP, growth from year one to year two was 7.6%

 To read more about the findings of last year’s findings, click here, or if you would 

like to see a copy of the 2008 findings go here.

http://www.afpnet.org/ka/ka-3.cfm?content_item_id=24675&folder_id=3272
http://www.afpnet.org/content_documents/2008_Fundraising_Effectiveness_Survey_Report.pdf
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Fundraising Effectiveness Project RE Plug-In
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Fundraising Effectiveness Project Organization Info
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Fundraising Effectiveness Project The Data
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FEP Identifies:

 New donors in current year 

 Recaptured donors (former donors did not give in previous year) 

 Upgraded donors (increased their gift from previous year)

 Same Gifting as last year

 Downgraded donors (gave less in the current year than last yr) 

 Lapsed new donors (previous year who did not give current yr) 

 Lapsed repeat donors (repeat donors in previous year who did 

not give in current yr) 
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AFP’s Fundraising Effectiveness Project

Notes on the Data

 Data reflect each organization’s fiscal year

 Funds raised include 

 Cash gifts

 Pledge payments

 Recurring gift payments

 Gifts of marketable securities

 Gift portion of special event income

 Gifts are counted whether they are unrestricted or restricted

 Funds raised exclude 

 Pledges and pledge balances

 In-kind donations (such as equipment, materials, services or use of facilities)

 Deferred gifts (such as known bequests and charitable remainder trusts or 

annuities)

 Costs benefiting donors portion of special event income
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AFP’s Gain & Loss Segments: The Importance of Retention!
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Decreasing the losses to increase net gains

The Importance of Retention:
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Analyzing Your Efforts

 Fundraising Effectiveness Program Plug-In

 Fundraising Effectiveness Program Analyzer (Blackbaud)

 LYBUNT Report

 SYBUNT Report

 Comparative Report

 Non-Contributors Report

 New Donors Report

 Consecutive Years Report

 Top Donors Report

 Donor Category Report
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How Blackbaud Can Help?

 Contact Blackbaud for Assistance with the FEP Performance Analyzer

 Training on Query and Reporting

 Consulting on Query and Reporting

 Create a queries on each group (lapsed, new, upgraded)

 Determine ask amounts

 Establish a communication plan

 Continue to do analysis on each group type

 Add NetSolutions  or BBNC as part of the communication strategy

 Consulting on how to set up a Major Giving Program

 Assessment engagement

 Search Module to enable Major Giving Program

 Refer to Target Analytics for ProspectPoint and WealthPoint 

 Refer to Data Enrichment Services for List Acquisition
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Captured Data for Sample Organization 2007 & 2008
Upgrades, Downgrades & Lapsed Appears to be an Area of Opportunity for Improvement
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Benchmark Performance 

Comparisons:

•188 Health Organizations
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Observations vs. Peers:

Strengths: • Gains from New Donors 55% vs. 22%

• Total Overall gains 30% vs. 7.1%

Improvement:

• Increase Average Gift $625 vs.$923

• Retain Donors 24% vs. 37%

• Improve Upgrades/Minimize 
Downgrades



For more information:

Contact your account manager

Phone: 800-443-9441

Email:

solutions@blackbaud.com

Questions?

?
? ?

Thank You for joining us!


