


Why are we here? 

We share a goal of improving your fundraising results 
through data management best practices.* 
 
We believe that: 
ÅData is one of your most critical assets. Protect it and 

use it well 
ÅA database serves as your άƛƴǎǘƛǘǳǘƛƻƴŀƭ ƳŜƳƻǊȅέ 
ÅA good database helps you work smarter, faster, and 

more effectively 
 

* Adapted from Robert Weiner's "All You Need to Know about Choosing a Donor Database" 



LGL has roots in schools 

Little Green Light was created in 
2007 as a solution to help the Sant 
Bani School* move from Raiser's 
Edge.  

* Sant Bani is a K-12 day school in central New Hampshire  

ά[ƛǘǘƭŜ DǊŜŜƴ [ƛƎƘǘΩǎ ǇŜŘƛƎǊŜŜ ƛƴ ǘƘŜ ǎŎƘƻƻƭ 
fundraising field shows through in the 
power and ease of use of core donor 
management system functionsΦέϝ 
 
* Excerpt from LŘŜŀƭǿŀǊŜΩǎ 2011 report on low-cost donor 
management systems 

 



Core product capabilities 

ωSummary profiles 

ωSegmentation (top donors, 
lapsed donors, LYBUNT, etc.) 

ωYTD by Campaign, Fund, etc. 

ωReconciliation reports 

 

 

 

ωDonation entry & tracking 

ωPledges & installments 

ωRelated gifts (soft credits in 
honor of, in memory of, 
matching) 

ωAcknowledgments 

 

ωFundraising team 

ωGoals & Tasks 

ωMailings (lists, mailmerge) 

ωEvents (invites, RSVPs) 

ωTracking calls & emails 

ωVolunteer management 

ωContact info 

ωGift history 

ωRelationships 

ωClass Affiliations (student, 
parent, grandparent) 

Reports 

& analysis 

Constituent 

data 

Fundraising 

activities 
Gift 

processing 



Related activities 

Reports 

& analysis 

Constituent 

data 

Fundraising 

activities 

Gift 
processing 

ωSync lists with MailChimp, or 

ωExport email addresses to any 
email client 

Email 

ωSync with Wufoo for RSVPs 

ωImport event status and auction 
data 

Events 

ωExport deposit reports for 
reconciling with QuickBooks, 
etc. 

Accounting 

ωPayments made via PayPal, 
etc. can be uploaded in bulk 
to LGL 

Online  

payments 

Internal to LGL 
 
External to LGL 



Strategic Data Management Is the 
Key to Increasing Your Fundraising 

Outcomes 
 

6 steps to a successful appeal 



6 steps to a successful appeal 

1. Identify prospects and acquire data 

2. Segment your data 

3. Personalize your appeal 

4. Ensure proper gift accounting and acknowledgment 

5. Develop a stewardship and cultivation plan 

6. Evaluate your appeal 



How LGL helped St. Paul increase AF 
revenue by 68 percent 

2005-06 2006-07 2007-08 2008-09 2009-10

$53,298.00 

$62,253.00 

$82,916.00 
$88,499.00 

$148,273.00 

Annual Fund Historical Totals 



 

ɁAfter people, data is your 
ÔÖÚÛɯÐÔ×ÖÙÛÈÕÛɯÙÌÚÖÜÙÊÌȭɂɯɯ 

-- John Kenyon 

 

 



1. Identify prospects and acquire data 

Look beyond your school alumni; current and past parents, 
grandparents, vendors, teachers, event attendeesτall are 
potential investors 

Constituency group Percent of revenue to 
annual giving 

Average gift  

Current parents 34% $945 

Alumni 20% $286 

Board members 15% $4,035 

Past parents 10% $459 

Grandparents 3% $448 

Teachers 3% $130 

Note: Percentages are according to NAIS Benchmarks for Annual Giving  



Identify prospects and acquire data 

What information do you 
need to know about your 
prospects? 

Remember: Your database is 
your institutional memory 



Identify prospects and acquire data 

Your 
donors/prospects 

Admissions 

Finance 

Guidance 

School 
office 

Website 

Athletic 
dept. 

Special 
events/re-

unions 

Å Invite key members of the 

school community to help 

identify data sources and 

develop process to share that 

data departmentally 

Å Utilize admission application to 

collect data important to 

advancement efforts 

Å Develop student/family info 

forms and alumni update forms 

 
 

 



Constituent record in LGL 



2. Segment your database 

Renewals 

Invites 

Recaptures 

First-time donors 

Transitions 



Segmentation of appeals in LGL 

Factors to consider: 
Å Budget 

Å Maturity of database 
and AF 

Å Staffing 



November 2011 
  
  
[[addressee]] 
[[street]]  
[[city]], [[state]] [[postal_code]]  
  
Dear [[salutation]],  
  
Our School is blessed with generous alumni, 
parents and friends who, even in the face of 
uncertain economic times, have remained 
unwavering with their support.  
  
3ÏÐÚɯÐÚɯÈɯÝÌÙàɯÌßÊÐÛÐÕÎɯÛÐÔÌɯÐÕɯÖÜÙɯÚÊÏÖÖÓɀÚɯ
ÏÐÚÛÖÙàȭɯ(ɀÔɯ×ÓÌÈÚÌËɯÛÖɯÙÌ×ÖÙÛɯÛÏÈÛɯÛÏÙÖÜÎÏɯàÖÜÙɯ
support and that of others, we are 
transforming this campus. Your support of our 
school through the Annual Fund provides 
immediate financial aid to deserving students 
and strengthens our academic curriculum.  
 
Thank àÖÜɯÍÖÙɯÓÈÚÛɯàÌÈÙɀÚɯÎÐÍÛɯÖÍɯ
[[gifts.last.amount]]  to our 2010 -11 Annual 
Fund.  Please review the enclosed pledge form 
and consider making an investment of 
[[appeal.ask_amount]]  in support of this 
vision.   
 

3. Personalize 
your appeal 
 

Å Engage and 
promote volunteer 
leaders 

Å Personalize your ask 



Sample segment letters 

December 2011 
  
Mr. and Mrs. David Smith 
14 Sunset Dr. 
Canton, CT 06019 
  
Dear David and Laurie, 
  
As the St. Paul community prepares to celebrate Christmas, we are 
reminded that the Christ child is the reason for this school.  This is 
what makes us so special. 
 
As a parent of a St. Paul Falcon, you should realize that the 
opportunities you have afforded your child by choosing St. Paul for 
their education are boundless. 
 
We are passionate about making St. Paul a truly great Catholic high 
ǎŎƘƻƻƭΦ  IƻǿŜǾŜǊΣ ǿŜ ŎŀƴΩǘ ƎŜǘ ǘƘŜǊŜ ǿƛǘƘƻǳǘ ȅƻǳΗ Tuition covers only 
75% of the cost to educate a student at St. Paul. The remainder is 
provide through the generosity of the Archdiocese and our families, 
alumni, and friends. 
 
Lǘ ƛǎ ǿƛǘƘ ŎƻƴǾƛŎǘƛƻƴ ƻŦ ƻǳǊ Ƴƛǎǎƛƻƴ ǘƘŀǘ L ŀǎƪ ȅƻǳ ǘƻ ǎǳǇǇƻǊǘ ǘƘƛǎ ȅŜŀǊΩǎ 
St. Paul Annual Fund. Please review the enclosed commitment form 
and consider investing in our shared vision with a gift of $250.00.  
Our goal of 100% participation from our parents can only be possible 
with your help.  
 
In the Name of St. Paul, 
  
  
President 

Current parent letter 
January 2010 
 
John Smith 
123 Main St. 
Bristol, CT 06010 
  
Dear John, 
  
You can always come home! And home to me will always be St. Paul 
Catholic High School. I invite you to once again put on your "home team" 
jersey, as the opening whistle blows and we begin an exciting 2009-2010 
Annual Fund here at St. Paul. 
  
I am having a great time re-connecting with my former players and their 
families as we work together for the common cause of keeping St. Paul 
Catholic the truly great high school that it is.   
   
You can't imagine how gratifying it is to see the children of my former 
players currently enrolled here.  It tells me that we still all believe in the 
mission of our great school.  
  
But we cannot do this alone. We need your help. Please review the 
enclosed commitment form and consider making an investment of 
$100.00 to support the vision we all share ς to keep St. Paul Catholic High 
School the premier school in the state. Help us "kick off" this campaign in 
true Falcon style. When the whistle blows, let's show that we still have 
the same team spirit and loyalty that makes everyone here at St. Paul 
true champions.   
  
Yours in Soccer, 
  
  
Coach Tony Lodovico 

Affinity letter 



Using the constituent summary 



Q & A 



4. Gift accounting and acknowledgment 

5ƻƴΩǘ ǳƴŘŜǊŜǎǘƛƳŀǘŜ ǘƘŜ ǾŀƭǳŜ ƻŦ ŀ ǘƘŀƴƪ ȅƻǳ 



Gift entry and acknowledgments 



Date Activity 

8/1 Student thank-a-ǘƘƻƴ ǘƻ ŀƭƭ ǇǊŜǾƛƻǳǎ ȅŜŀǊΩǎ ŘƻƴƻǊǎ 

9/15 Invite to AF Kick-off, introduce new chairs 

9/30 Personal ask letter mails 

10/15 Phonathon 

12/1 Send holiday cards 

12/15 Year-end reminder 

2/1 Bi-annual donor newsletter mails 

3/15 Invite to Easter Mass 

5/15 Proof report mails 

7/1 Annual report mails 

Sample stewardship plan for renewals 



Sample 
phonathon 

form 



6. Evaluation of your appeal 

Areas for evaluation: 

ÅAssessing $ and donor goals vs. result 

ÅReviewing AF leadership performance 

ÅAssess segment strategy vs. result 

ÅCritique solicitation strategies 



Tracking appeal results in LGL 


