Case Study
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Common Knowledgéntroduces anew concept in onlindundraising t
targeted, automatedcultivation of new esubscribers over the first 45 days
from optin. The pogram results iM5%increase in average gift size, and
an 83% increase in donor conversion.

The Internationd Fund for Animal Welfar¢lFAW agreed to explore an
innovative conceptwith Common KnowledgeRapid Donor Cultivation
(RDC) program. IFAW is an international animal welfare and environmental
organizationwith operations in 17 countriesCommon Knowledg assists
IFAW with audience assessmenbnline campaign strategyfundraising,
advocacy and email list buildingcommon Knowledgalsoassistswith the
consolidation of best practices across the IFAWérnational network of

web sites and online commuires.

Project goal:Theinitial motivation forRDCGcamefrom best practices in the
online retailindustry. Therepnline customeraffinity is typically highedbr the first 30 daysafter the customer
opt-in to a catalog listDuring this Eoneymoon| period, the customer typically has a strong and favorable
opinion of thecompany and a strongr propensity to engagand buy from thecompany In particularpnline
this highaffinity phaseis characterized bypew subscriberglemonstratinghigheremail gen rates, higher click
rates, and higher conversion ratesFor IFAW, wéoped to realize gains ihoth fundraising and cultivation
including:

x Elapseditneto first gift

X Sizeof the firstgift

X Reduced cost of fundraising

X Churn(Unsubscribes and hard bocss)reduction

X Increased affinity for the organization and brand
Ultimately, the goal of the RDC program is to optimiz& t[e u ] aacquis&ion investmenand produce a
reliable, costeffective revenue stream from individual giving.

Project Desdption: The RDCprogram set out to engage / & t[few opt-in e-supporters with frequent,
targeted, high qualitye-communications designed tapidly cultivate these prospects during the honeymoon
period. Themost recent version of the RIprogram culminate with a fundraising appeal at 45 days after the
initial communication previousversions testednitial asksat 90 days, therat 60 days.In this RDC effort, we
increasedthe frequency to twice a weelfrom once a week previouslyTheRDCtargeted emat presented
selectedZ A (E Pt@pics¢tppicswith alongrelevancy shelfife).
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