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Why are we here today? 

Sources: 

Data: 2011 Fundraising Effectiveness Project (FEP) 



Retention > 90% Retention = 43% 



What about loyalty? 

Attitudinal loyalty Behavioural loyalty 

A strong feeling of 
support or allegiance 

to a cause 

Whether or not they give 
to you again 



Loyalty 

4,728 



Loyalty 

200 



Loyalty 

2 



Hypotheses 

1. That loyalty can be measured 

2. That we can see what drives loyalty 

3. That loyalty Ą more Money 

4. That you can increase loyalty 



Methodology 



The research project 

Loyalty survey  Retention analysis  

Loyalty score  Tenure  



Our analysis 

Method of payment 

ÅCash (one-off) 

ÅDirect Debit 

ÅStanding Order 

ÅGive as You Earn 

Products Recruitment channels 

ÅDirect Mail 

ÅDRTV 

ÅFace to Face / 
Door to Door 

ÅOnline 

ÅPress Ads 

ÅTelephone 

ÅOther 

ÅText donations 

ÅOne-off donation 

ÅRegular giving 

ÅSponsorship 

ÅMembership 

ÅGaming: one-off 

ÅGaming: regular 

ÅEvents 

Å In Memoriam 

ÅLegacy 

ÅTrading 



Retention 



Tenure Year of 
giving % still giving 

1 48.6% 

2 40.8% 

3 35.3% 

4 31.1% 

5 27.7% 

6 25.0% 

7 22.6% 

8 20.5% 

9 18.7% 

10 17.1% 

11 15.7% 

12 14.4% 

13 13.3% 

14 12.2% 

15 11.2% 

16 10.4% 

17 9.8% 

18 9.0% 

19 8.3% 

20 7.7% 

21 7.1% 

22 6.8% 

23 6.4% 

24 6.0% 

25 5.7% 



Tenure 

4 years and 10 months 



Tenure 



Method of Payment 



Loyalty 

A strong feeling of 
support or allegiance 

to a cause 



 



What drives loyalty? 12 hypotheses 

Personal connection 


