
THE FUTURE OF 
FUNDRAISING
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LET’S TALK ABOUT 
THE DONOR EXPERIENCE 





Donors don’t give because you’re excellent.  

They give because they are excellent and 

you help them realize their awesome selves.

“

Jeff Brooks, 
How to Turn Your Words into Money  

@rachelmuir rachel@rachelmuir.com



NO ONE BUYS A CAR BECAUSE THE DEALER 

NEEDS THE MONEY



The goal isn’t to impress donors but to let them  

IMPRESS YOU









THE JOY OF GIVING



Donors are 43% more likely to say     
they are “very happy” than non-donors.



Source: Happify.com 



Source: Happify.com 



Lower rates of depression

Increased feelings of self worth 

More generous you are, the happier & 

heathier

Generosity is unrelated to income

Most comprehensive study of American donors

Studied 2,000 people over 5 years 

Lower blood pressure 



Public

Speaking

Death

Spiders

Top fears…



What will the future of fundraising look like?



Technology enabled donor engagement 



Using video to qualify donors and build portfolios 



www.BombBomb.com

http://bit.do/careshare


Welcome to the 
world of 

opportunistic 
fundraising.  
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Our favorite brands can teach us A LOT

Source: Bloomerang



The Disney Philosophy:  

“The guest may not always be right, but they are always our guest.”
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Think from our 
customers point 

of view

Invite 
feedback

Challenge 

the status 

quo

What can we learn from our favorite brands?



They invite feedback.  Often! 



Our responsibility is to invite feedback… 
before feedback shows up uninvited.”

“

@rachelmuir rachel@rachelmuir.com



Ever had a bad haircut?  Who’d you tell about it?



https://vimeo.com/8266543



For every donor who 
registers a complaint
their retention increases 
15 points. 

Source: Roger Craver, The Agitator 



The best time to fix a broken experience, 

or build on a great one, 

is in the moment that it happens.”

“

Charlie Hulme, Donor Voice

@rachelmuir rachel@rachelmuir.com



HOW OFTEN DO YOU

INVITE FEEDBACK?





They think from the customer’s point of view





They challenge the status quo   



”Bold idea…a few tweaks.”

Source: Madeline Stanionis, M+R

A bucket seems extreme…

Shouldn’t we wait until…

Why would anyone do it?

This is off message…

Our constituents 

can’t use their hands.  

This seems insensitive…

Share it?  How?  Why? 





Habitat UK’s 

money back 

guarantee







Every decision, every action, every conversation, 

every meeting, every email, every shared elevator

ride, every happy hour, every moment of every day

we must seek to further our diversity agenda....

“

Wendy Clark, CEO DDB Worldwide 

@rachelmuir rachel@rachelmuir.com







Identify 3 descriptors you would use to identify yourself..  

Turn to your neighbor.  Introduce yourself.  

Tell your neighbor your 3 descriptors.

For example, I might say: I’m a warrior for gender equality, 

a mom of twins and an entrepreneur.”  



Using 1 of your descriptors I want you to name a stereotype 

associated with one of the groups with which you identify that 

isn’t consistent with who you are. 

Fill in the following sentence:  I am (a/an) _________________ 

but I am NOT (a/an)_____________________.

For example, I might say:

“I’m an animal lover, but I’m not a vegetarian”.

Share with your neighbor.  





Circa mid 19th century.  “IT IS DANGEROUS 
TO BE RIGHT IN MATTERS WHERE THE 

ESTABLISHED AUTHORITIES ARE WRONG”  





CHANGE = HEALTHY



1) Seek out 
people/environments 

outside your zone
2) Probe:  what can we do to 

be more inclusive? 
3) Give the compassion you 

want for yourself



So the next time you feel like 

these challenges are just too hard…

@rachelmuir rachel@rachelmuir.com





THANK YOU!  

rachel@rachelmuir.com rachelmuir.com



Sign up at rachelmuir.com for free webinar invites  



Download at 

RachelMuir.com/

Guides


