
Session Descriptions: Annual Giving 

 

ANNUAL GIVING ANALYTICS: HUMAN INSIGHT, AT SCALE 

Alexander Oftelie, Senior Vice President, Decision Science, Bentz Whaley Flessner 

Analytics cannot raise money or engagement--it can help you raise more. Often analytics is focused 

on major giving for immediate ROI, but Annual Giving is the best aligned space to leverage data-

supported decision making. Many non-profits view analytics as "projects"--this session will uncover 

the fundamentals to build a culture of analytics, and leverage data as a "process".  We will begin 

with useful definitions to support greater understanding for your role, and across your 

organization, of what analytics and data supported decisions making can do, and its limitations. 

Armed with a common understanding, we will cover fundamental techniques like drivers analysis, 

to identify true catalysts of desired behavior, to complex topics including journey mapping, and 

real-time message influence. 

 

SPEAKING AS A DONOR... ARE YOU LISTENING? 

Simone P. Joyaux, ACFRE, Adv Dip, FAFP. Joyaux Associates 

You want big donors fast…and bigger donors faster.  But wait! You’re going too fast. You’re missing 

so many “eventually major” donors who can and will emerge from your average donor ranks. So 

many fundraisers don’t understand the real problem: How do we sort current and new donors into 

strongly leaning major donor to not-so-much? Are you listening to me? Do you see the real me? 

 

DONOR-RETENTION STRATEGIES: WHAT THE RESEARCH TELLS US 

Tom Ahern, Author and Direct Marketing Specialist 

No one knows more about keeping your donors happy than pioneering researcher and author 

Adrian Sargeant. He founded and heads (with psychologist Jen Shang) the Hartsook Centre for 

Sustainable Philanthropy, at Plymouth University in the UK. Dr. Sargeant has discovered 7 states of 

mind ("They're aware of consequences," "They trust you," etc.) that tend to convince notoriously 

fickle donors to continue their giving year after year. So for fundraisers the urgent question then 

becomes: How do you apply Dr. Sargeant's insights to your own appeals, thanks and reporting? In 

this heavily illustrated exploration, Tom Ahern will analyze examples of Adrian Sargeant's loyalty 

principles at work in an array of donor communications, print and digital, from a wide variety of 

charities, local and large. 



 

BEYOND ASKING FOR MONEY:  HOW SEEKING DONOR FEEDBACK CAN INSPIRE 

TRANSFORMATIONAL GIVING 

Tiffany Reed, Vice President, CCS Fundraising and Elizabeth Cunningham, Senior Development 

Officer, Archdiocese of Boston 

The old adage “ask for money, get advice” is one that we’ve all experienced in working with 

prospective donors. What would happen if we spent a little time asking for advice? Join us for an 

interactive discussion and to hear case studies of how intentionally seeking donor feedback can 

help you discover new major donors and inspire transformational giving to your organization. A 

must for front-line fundraising and their staff, this session will offer a series of strategic action steps 

you can take back to the office and implement immediately. 

 


