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Information



Growing Your Revenue



The importance of baselines

● Understand which metrics you are 
hoping to change

● How do you know what change 
had what impact? 

● Note it down! 

Where are you now?
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High Impact, Low 
Effort



78%

Of all your donations under £/$ 500 were 
processed online, through your website

In 2024, on average



After implementing online 
purchase path donations 
Chemainus Theatre 
Festival, grew their first 
time donors by

370%



Donation Conversion Analysis



● What do your funds say about you?

● Are they clear and compelling?

● Do potential donors know how and where 
their gift will make an impact?

Fund Names & Descriptions 





Average Donation amount increased from

£4.08 to £5.12
In just two weeks



Event Criteria

Target your donation ask using 

● Event Type

● Event Date & Time

● Venue



Event Criteria

Family Bookers

Venue Loyalty

Gallery Bookers



Event Criteria





Web Conversion rate increased by

9%



Customer Criteria

● Suggest dierent funds in the 
checkout path based on 
Customer criteria. 

● Bespoke, dynamic asks with 
lile eort.





Default Amounts

Maximise Capacity: Dynamic Default 
Donation Amounts 

Data is your starting line!

● Right Ask, Right Time

● The Ask Adapts

● Comprehensive Calculation



0 Value Baskets





Mark your baseline

Test the outcome

Learn from the results

1

2

3

Key Takeaways



Long-Term Security



The Pareto Principle

of outcomes come from

20%
of sources

80%



Between 2018 and 2022, the 
number of recurring donors 
to nonprofits went up by

127%



Recurring Giving

How it benefits you…

● Raise more on average

● Predictability

● Cash Flow



Recurring Giving

And how it benefits your donors…

● Approachable for most donors

● Flexibility to adjust giving

● Convenience



Auto-Renewable
Memberships







Memberships in Spektrix

$10

$25

$50

$100



Coming Soon!

Prototype Only



The Pareto Principle

of outcomes come from

20%
of sources

80%



2.3%

Of all donors give at least 
$5,000 a year, representing 65%
of organizational revenue



How do we keep track of our work 
with major donors?

Keeping it Organized



Keeping donor information and 
deadlines in one central place 

ensures you always have the most 
up to date version

Keeping it Organized



Portfolios in the Opportunities Interface



Portfolios in the Opportunities Interface

Research Involve Cultivate Confirm Thank



Prospecting

● Past donations

● Interests

● Aendance

● Relationships

● Custom aributes



Kindsight iWave



Making Connections
to drive the ask 



What is your Impact?

● How do you impact the community 
around you?

● How does the community impact 
your organization

What is your messaging?



Automation

Personalization



● Change content based on rules 
that you set

○ Autotags

○ Aributes

● Small changes like salutations or 
subject lines

● Big changes like entire blocks of 
email

Dynamic 
Content



Dynamic Content

Recent Donor

● Thank you for your recent 
support of our 
organization! Click here 
to see more about your 
impact! 

Not a Recent Donor

● Call to action to donate, 
join a recurring giving 
scheme, or join a 
membership program



● Easy Follow Up

● Personalized based on 
interactions

● Exit criteria to not 
overwhelm customer 

Programs

Automated Workflows

7x
Higher click 
through rate



START SEND 
EMAIL

DELAY 7 
DAYS

DECISION: 
DID THEY 

CLICK?

SEND 
SECOND 
EMAIL

DELAY 7 
DAYS

DECISION: 
DID THEY 

CLICK?

SEND 
FOLLOW UP 

EMAIL

END



BIRTHDAY PROGRAM

WELCOME PROGRAM

CREDIT REMINDER 

IMPROVING RETENTION

LAPSED BOOKER

MAILING LIST RE-ENGAGEMENT

HIGH VALUE FACEBOOK LOOKALIKE AUDIENCE 

Program  Templates



Fundraising Appeal 

START
APPEAL 
EMAIL #1

DELAY 7 
DAYS

DECISION: 
DID THEY 
DONATE?

SEND 
THANK YOU

APPEAL 
EMAIL #2

END



SEND 
THANK YOU

END

APPEAL 
EMAIL #2

DECISION: 
DID THEY 
DONATE?

DECISION: 
DID THEY 

CLICK?

END

APPEAL 
EMAIL #3

DECISION: 
DID THEY 
DONATE?





Develop donor relationships

● Learn more about their interests

● Gratitude and appreciation

● Keep them in the know about 
what’s coming

1:1 Touchpoints
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Key Takeaways

Don’t neglect your online purchase path

Before implementing anything, understand your baseline

Share your needs via proactive outreach

Build a loyal regular supporter base



Questions?



Launches November 5th 2025

The Spektrix Community



AMA Digital Marketing Day:  20 November (London, United Kingdom)

Ticketing Australia Conference:  24-25 November (Parramaa, Australia)

Revenue Generation Conference: 25 November (London, United Kingdom)

APAP Conference: 9-13 January (New York, New York) 

Upcoming Events

INTIX Conference : 26-29 January (Las Vegas, Nevada) 

New At Spektrix Webinar:  13 & 18 November (Online Webinar)



Thank You!


