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CASE STUDY

87% revenue
from top 5,000 ranked

donors

Reactivated

hundreds
of lapsed DM donors
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In  2023,  CCF partnered with  Dataro  to  see  i f  AI  propens ity

model ing  could  improve  their  appeal  target ing  and help

react ivate  lapsed donors .

Using Dataro ’s  AI  donor  pred ict ions ,  the  Chi ld  Cancer

Foundat ion  NZ react ivated hundreds  of  long- lapsed donors  in

one campaign with  87% of  revenue coming f rom the top 5 ,000

ranked lapsed donors .

By target ing  the  r ight  donors  and opt ing  for  a  s imple  d i rect

mai l  and emai l  approach,  CCF eff ic ient ly  reconnected with  i t s

‘ lost  aud ience ’  and successfu l ly  react ivated donors  lead ing  to

increased donor  LTV.

Francesca  Powel l  -  Market ing  & Indiv idual  Giv ing  Manager
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CASE STUDY: FUNDRAISING APPEAL

"We 've  seen  s ign i f icant  benef i t s  s ince  adopt ing  Dataro ,

immediate ly  rea l i z ing  a  return  on  our  investment .  Dataro ’ s

AI  donor  pred ict ions  empowered  our  team to  better

understand our  database  and be  in  contro l  of  our  target ing .

Combin ing  act ionable  data  ins ights  w i th  s t rong creat ive

ideas  has  he lped  us  successfu l ly  re-act ivate  an  important

group of  donors  and engage  them with  our  miss ion  again .

The  resu l t s  of  our  react ivat ion  campaign have  complete ly

exceeded  our  expectat ions! "

Dataro  DM 24M Lapsed Rank
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http://dataro.io/


Dataro  has  an  incred ib le  t rack  record  for  he lp ing  nonprof i ts  improve  the i r  d i rect  mai l  appea l  performance,

with  more  g i f ts  rece ived f rom less  outreach.  CCF has  been work ing  with  Dataro  s ince  2023 to  improve  i t s

appea l  se lect ion  process  and dr ive  better  fundra i s ing  returns  year  on  year .

In  th i s  case ,  Dataro ’s  Direct  Mai l  24M Lapsed propens i ty  model  was  integrated with  CCF’s  CRM –

Blackbaud Raiser ’ s  Edge NXT.  Us ing  machine  learn ing ,  Dataro ’s  model  pred icted how l ike ly  each lapsed

donor  would  be  to  donate  to  an  appea l  i f  asked.  Dataro ’s  donor  propens i t ies  were  updated weekly  in  the

char i ty ’ s  CRM.  

CCF deve loped a  bespoke react ivat ion  campaign that  ut i l i zed  d i rect  mai l  and emai l  to  engage the  large

lapsed audience.  Th is  campaign exc luded recent  appea l  rec ip ients  w ith  messag ing  focused on re-engag ing

a  long- lapsed audience.
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How we did it

Analysing the results

The react ivat ion  campaign reached approx imate ly  10,000 lapsed donors  v ia  mai l  and 25,000 v ia  emai l .

Dataro ’s  model  ident i f ied  these  donors  as  be ing  ‘most  l ike ly  to  donate ’ .  

Desp ite  in i t ia l  concerns  about  h igh  d i rect  mai l  return  rates  or  low response  rates ,  the  campaign saw

hundreds  of  long- lapsed donors  react ivate .

Analys i s  revea led  that  the  top 5 ,000 ranked donors ,  as  ident i f ied  through Dataro ’s  Appea l  24M Lapsed

propens i ty ,  contr ibuted 87% of  revenue towards  the  campaign.  Th is  ins ight  prov ides  a  s trateg ic  focus  for

future  campaigns ,  ensur ing  resources  are  d i rected toward  h igh-potent ia l  segments .

By target ing  the  r ight  donors  and opt ing  for  a  s imple  d i rect  mai l  and emai l  approach,  CCF eff ic ient ly

reconnected with  i t s  ‘ lost  aud ience ’  and successfu l ly  react ivated donors .

ABOUT DATARO

Inc ludes :

Donor  F low Reports

Second Gift  Rates  & Trends

L i fet ime Value  Ins ights

Revenue by  Program /  Channel

L ive  benchmark ing  data

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 ,  L i s t  S ize

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 
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