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FREE: The Best Four-Letter  Word

Adapt your ask to the terrain

Data: the second best four-letter word

Remember the lapsed

Free techniques





Ask strings
● Round

RR Average gift Revenue per piece

$8.80, $16, $24.80, $37.60 .4% $34.92 $.136

$10, $20, $30, $40 .5% $44.15 $.219



Ask strings
● Round
● Anchor with defaults

A website plug 
in (like 

Match360) will 
help increase 

employer 
matched gifts!



Ask strings
● Round
● Anchor with defaults
● Pick your first number carefully



Ask strings
● Round
● Anchor with defaults
● Pick your first number carefully
● Different anchors for different types of people

Single Lower Equal Higher

Steep $4.74 $3.54 $4.23

Steeper $4.76 $3.96 $5.62

Steepest $5.49 $3.68 $5.26

Multi Lower Equal Higher

Steep $10.42 $10.16 $9.96

Steeper $9.30 $10.44 $9.67

Steepest $10.46 $10.53 $10.68



Ask strings
● Round
● Anchor with defaults
● Pick your first number carefully
● Different anchors for different types of people
● Add social proof



Ask strings
● Round
● Anchor with defaults
● Pick your first number carefully
● Different anchors for different types of people
● Add social proof
● Embrace the future

Modeling 
agencies can also 

help optimize 
your ask string 
testing using 
donor data!



Test your donation form NOW 
● It’s not just about monthly or 

one-time gifts - test an 
“Annual” ask.

● This practice is becoming more 
common in canvasing, but it 
could be a winner for you 
online.

● Testing shows the annual 
donors have the highest value 
and retention after 12 and 24 
months.



Testing within the merge 
● Identifying hits to your lesser performing segments: 

○ Canvas “drop-outs”
○ Online only
○ Emergency joins
○ Older petition/pledge sign-ups

● Test mailing your single lapsed donors in the multis wave - even though 
they are not a multi, you own the name and can mail them as often as 
you’d like.



Doing more with lapsed donors
● Are you testing your lapsed models correctly? 

○ If testing multiple models in the same campaign, overlap groups 
should be created so you can access the performance of the UNIQUE 
names from each model.

● Test mailing your lapsed donors who are flagged as no mail and/or 
limited mail.

● Breakaway from 100% reliance on lapsed models. Test simple RFM 
groups (FREE) to make your models work harder for you.

● BACKTEST former models every once and a while, it will ensure your 
current strategy is the best.



Fresh eyes - new perspective 
● Advice is free, so we are counting this here.

● Share your control package with team members beyond the account 
team (or the development team) for a fresh perspective and new 
ideas.



Match
● Mailed against a standard annual fund appeal for an anonymous 

health charity

● 30% lift in response

● 7% increase in average gift 



The USPS as your ally
USPS Informed Delivery Campaigns to create an additional touch point over another channel

Connecting with a USPS Representative to use USPS Promotions

USPS Informed Visibility to effectively target multi-channel follow ups

Snailworks trigger email series with tracking



White glove treatment
Getting more out of more

Testing down your higher level packages

Special premiums









White glove treatment
American Leprosy Missions - Angel Investor Appeal

An (auto-
penned) 

handwritten 
note was 

paperclipped to 
the front of an 

investment 
prospectus 

outlining the 
special 

opportunity 
offered to 

them.

A personalized 
folder complete 

with the 
personal 

business card 
of the President 

& CEO.  

Having grossed 
$44,845 from a 

total of 22 
donations, the 

average gift 
was close to 

$2,000!

Mailed via 
FedEx with a 

stamped RAE.



White glove treatment
American Leprosy Missions - Vaccine Vial Appeal

The vial 
bounced in the 

box, teasing the 
donor to open 
the package!  
The vial also 

conveyed 
tangible gravity 
to the mission 

- a cure.

The use of the 
box created a 

sense of 
intrigue and 

urgency.

Having grossed 
$124,654, this 

increased 
average gift in 
this targeted 
universe by 

69%!

Newly minted 
major donors 
to this appeal 

received a 
‘thank you’ 

glass 
paperweight.



Cheap but effective
Miniature

Faux

Standing out

Language improvements



Miniature
● An anonymous health organization tested a miniature version of 

their member card against a tried-and-true annual fund in 
acquisition

● 47% lift in response rate

● $28 average gift

● 16% lower cost-to-acquire



Cheap but effective
American Leprosy Missions - BU Lab Network Appeal

These 
materials, 
mimicking 

those held by 
the child’s 

parents, 
transported the 
donor directly 
to West Africa. 

CHASING 
WORKS!

One of the 
highest 

performing 
appeals, both 
drops grossed 
over $182,000!

Using the 
original 

envelope with a 
‘crinkle paper 
dirt’ overlay, 

made it appear 
as if the piece 

had been lost in 
transit and 

repackaged in 
an oversized 

‘USPS damaged 
mail’ envelope.



Faux post-its
● DO NOT USE A FONT.
● Have a “human” hand write the message, 

ideally the letter signer, and scan the writing 
onto the art.

● Test using it in multiple places: 
○ Front of the letter
○ Reply card (you can even have a corner of 

it sneaking through the window of the 
envelope)

○ Return envelope
○ Inside an annual report of where the 

donor’s name is listed OR where their 
name would have been listed if they had 
donated…



Faux stamps
● $60 average gift

● No impact to response

● Lower cost per dollar raised

Kryptonite Association

1234 Lois Lane

Smallville, KS 67524



Faux partner card
● On renewal notice for anonymous human services organization

● 20% increase in response

● 5% increase in average gift

2022 SUPER PARTNER

Kryptonite Association

Jimmy

Olsen

Member since

1940



64% increase in RR
106% increase in revenue





70% increase in RR
100% increase in revenue



Personalized messaging
● If you are already personalizing the letter, go a step further and test 

adding personalized messaging:
○ The year they joined
○ Their last gift date
○ The major political event or natural disaster that motivated their 

initial gift to the organization
○ The number of years they’ve been a donor/member

● And if you had not planned to personalize the letter, test adding the 
cost for an additional match with personalized language that could be 
the motivation the individual needed to give a gift.



Test free membership offers
● It’s getting harder and harder to find new donors.

● Test offering “free” memberships to donors that include benefits like 
newsletters, conference call invites, calendars.

● After 6-8 months, start mailing and emailing membership renewal 
asks.

● Don’t expect the same retention rates as traditionally acquired 
donors, but the cost to cultivate and recruit is less than other 
channels.



Tax receipt for non-donors
● Expand audience of the annual tax receipt to donors who MISSED 

giving to you in the prior year.

● Include a $0 gift line but also include a note that ask for a gift and 
include a return envelope. 

● Warn your member services team that the they will get calls…



Blast From The Past
Influence principles

Doing the un-sexy well

Technologies that time forgot and rediscovered

REMEMBER ME?

I’m the QR Code!  I 

became popular during 

the pandemic and now 

I am a free multi-

channel touch point!



Wood Chip





38% increase in RR
40% increase in revenue



Remember that great package…
● Dust off former control packages that at some point were work 

horses in your program. Five, ten years later it could be the package 
that jump starts your program.

● Make sure any necessary updates need to be made to copy, ie Bush is 
no longer the President, but other than that - try to keep the 
package true to its original form.

● Definitely include lapsed donors in this re-test as they could have 
originally been acquired through this old control.


