pareto Unoresing

2009 Fundraising Benchmarking
Why and How Your Charity should join

Benchmarking is one of the important ways for any industry sector to identify standards
of best practice. Understanding what these are and how they are achieved helps the

gK2tS aSOG2N) 2 WNIXAasS GKS oF Nno
Jeremy Bradshaw, Editor, Fundraising and Philanthropy Australasia

In 2009 leading Australian experts from the non-profit community listed
benchmarking amongst the top ten priorities to facilitate the stimulation of
philanthropy in Australia, in a recommendation delivered by request to the
Honourable Kevin Rudd.




Overview

Most Australian and New Zealand charities have ambitious growth aspirations and have
the intention of achieving fundraising excellence. In order to achieve this mission, it is
important that your charity pursue the most effective avenues of funding, especially
those that create long term value and sustainable income streams to enable future
business planning.

Through Pareto Benchmarking, your charity can ensure it is using its money wisely,
making the best decisions about your fundraising strategy and staying ahead of the
game.

Benchmarking and your fundraising strategy

A fundraising strategy is a plan for stability and growth. It identifies the areas to invest
in, how you plan to work with that investment, the risks involved and the returns, and
outcomes that you forecast for that investment.

CEOs and Fundraising Directors are trusted with organisational resources and have a
duty to the beneficiaries (the people/animals/environment that you help) and your
donors to use these funds wisely ¢ not only to deliver the most effective services, but to
ensure that a fundraising strategy is the most effective it can possibly be.

However, when it comes to developing a fundraising plan, some charities choose to
invest in certain strategies and tactics based on perceived good ideas, tradition or
personal preference.

For example, many charities have strategies that focus on a tradition of peer-to-peer,
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they really work? Are they effective, or just fashionable?
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knowledge and evidence, not luck and hope, are the true foundations of an effective
fundraising strategy.



Your Benchmarking Options

Decide on the le®l of service that you need and then choose the
membership package that suits your requirements.

1 2009 Australia & New Zealand Benchmarks Report

This report shows the state of fundraising in Australia and New Zealand up to and
including 2009. It is based on the sum total of all member charity fundraising activity.
The report is designed to provide insight into the general market conditions of
fundraising ¢ for example, whether fundraising income is up, down or stable, and what
types of activities contribute towards that trend.

This report is made available to all members and includes a benchmarking Best-in-Class
leaderboard that highlights the range between the highest and lowest* performing
charities in key individual fundraising metrics such as:

e Average cash gift in 2009

e Average cash gift through Direct Mail in 2009

e 2yr growth rate (% growth in income over 2008 and 2009)

e Proportion of cash donors who are major donors in 2009 (% who gave $1k+)
e Cash donor retention rate

e F2F Regular Giver yrl attrition rate (recruited by F2F in 2008)

e Non-F2F Regular Giver yrl attrition rate (recruited by non-F2F in 2008)

e Confirmed bequesters (as a % of all active cash donors in 2009)

e Confirmed bequesters (as a % of all regular givers in 2009)

e Average bequest gift amount (S) in 2009

The report will be issued to all members who participate in (provide transactional data)
this years benchmarking and will also be presented at Pareto offices in Sydney and
Melbourne as soon as the final report is published (March/ April 2010).



2 2009 Australia & New Zealand Benchmarks Report
¢ LAUNCH PRESENTATION

Discover key insights about the state of fundraising in Australia and New Zealand when
the key findings from the benchmarking report will be presented by a leading Pareto
Fundraising strategist. All benchmarking members are invited and encouraged to attend
this session to give them the latest figures on the state of fundraising in Australia, and to
discuss the strategies and tactics causing these trends.

Attendance at the launch is charged at $49 per person for basic level members. Standard
members may send up to three staff members to the launch (included in price of
Standard membership) whilst Superior members may send an unlimited number of staff
members.

3 2009 Individual Charity Benchmarks Report

This optional report will focus specifically on the performance of your charity.
Compare your own charity vs the general market and your competitors.
Find out how you compare in 2009 and in previous years.

What has changed, and how? Discover where are you above and below average, by how
much, and what other charities are doing differently to you.

A Pareto Fundraising strategist will deliver this detailed report in person, highlighting
valuable insights about your fundraising activity, often contrasting it with the
performance of other charities and/ or the general fundraising sector. Your Pareto
Fundraising strategist will offer advice and highlight opportunities for improving your
performance for the coming year.

The session will provide strategic interpretation, as well as guidance for developing
those tricky key performance indictor questions such as:

e What sort of donation levels should | be getting from my programs?
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e How many donors have included a gift to our charity in their Wills? How does that
compare with others?
e What sort of growth over time should | see from my donor base?

Standard and Superior membership packages both include the creation and delivery of
an individual report for your charity.

Existing Pareto KPA partner charities who join benchmarking may request this service as part of their structured strategic

planning activity, thus reducing their cost to join to 56,495.



4 2010 Individual Charity Strategic Plan

Turn your insights into action by engaging a Pareto Fundraising strategist to run a day
long workshop that reviews your existing fundraising strategy. This will combine key
insights from the 2009 Pareto benchmarking study with insights from your own
organisation to allow you to build a stronger 2010 fundraising strategy.

Existing Pareto KPA partner charities who join benchmarking may request this service as part of their structured strategic

planning activity.

Membership Package Options

EN
a S I C wincludes your data in the 2009 Benchmarks report

uDptional attendance at the Benchmarks Report Launch (April 2010)

Free

St a n d a rd wncludes attendance at the Benchmarking Report Launch (April 2010)

uProvides a bespoke report, contrasting your charity vs the sector

uReport delivery and recommendations from a senior Pareto
fundraising strategist

$8,495*

wincludes a full one day fundraising strategy workshop with a Pareto
fundraising strategist to help review and improve your individual
fundraising portfolio

*Cost is $6,495 for existing Pareto KPA clients



Investment and authorisation to proceed: please complete this form
and return to Pareto Fundraising by January 22" 2010.

Name:

Job title:

Charity name:

Contact email:

Contact phone:

Approximate number of donor transactions recorded in 2009:

X Yes, we would like to be a member of Pareto Benchmarking.

Tick Level Investment Your Name Sign and date here
one please

Free before
22 Jan
2010

AUDS8,495

(56,495 for
Pareto KPA)

AUDS$11,750

Individual attendance at the Report Launch will be confirmed in advance of the event ¢
invitations will be issued by March 2010.

You will receive a welcome email that contains precise instructions for the data you
must provide for the benchmarking analysis. Please pay careful attention to the
deadlines for submission of data, as failure to provide accurate data will result in
exclusion from the main data set.

Please fax this page back to: 02 8214 6808

Payment Terms

Payment terms are 100% upon sign-off of this proposal. Invoice is payable in 14 days.
This quote is valid for 14 days.



Sample output from 2008 Benchmarking

What are the key activities driving fundraising income?
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Is growth being driven by gifts from individuals or organisations?

How are Regular Givers being recruited?
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What is the average gift from a Regular Giver?

How does Average Gift vary by channel?

Cash Ave Gifts - by Channel

$0 $20 $40 $60 $80 $100 $120  $140 $160  $180  $200

35 Base: Allinduidual giving under $10k @ Pareto Fundraising April 2009

Changes in Cash and RG income

0 Increased
—Cash _——Regular Gift _—4 per.Mov. Avg. (Cash) | seasona}l )
525 ry fluctuation in
/\ /\ cash giving
520 around tax

appeal is the
most striking

8 trend

Millions

07 Otherwise, cash

giving has
shown a distinct
levelling of gross
income whilst
RG continues to
rise

8

1‘2‘3‘4 1‘2‘3‘4 1‘2‘3‘4 1‘2‘3‘4 1‘2‘3‘4

1‘2‘3‘4
2003

2004 2005 2006 2007 2008

15 Base: All individuals ©Pareto Fundraising Aprl 2009

How has appeal income changed as regular giving has grown and the recession hit?



Who is worth more over 3yrg a Direct Mail or F2F regular giver?

\Average Regular Giving recruit income over 3 years\
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Av. Income per recruit (3rd yr) $150 $104
Av. Income per recruit (2nd yr) $152 $130
Av. Income per recruit (1st yr) $166 $202

The role of benchmarking in your fundraising strategy

With Pareto Benchmarking you will reduce luck, assess and minimise risks, challenge
traditions and conventional wisdom, and keep ahead of the game. Instead of doing what
they have always done before, or speculating, Pareto Benchmarking participants have
the knowledge and evidence they need to make the important choices in fundraising
investment and returns that they are faced with every day.

Pareto Benchmarking gives you the knowledge and power to act with confidence. We
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(analytical), we then compare this to the other benchmarking participants, how much is

given by the sector and also put them in the context of the overall fundraising

marketplace (environmental).
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Pareto Benchmarking is a collaborative and in-depth approach to assessing your
fundraising success that is based on fact, not opinion or interpretation. Through Pareto
Benchmarking you can:

e Minimise the risk and uncertainty in strategic and financial planning

e Spot the areas for growth, and go for it!

e |dentify the areas where you are investing your money and resources wisely

e Understand your relative fundraising performance ¢ and even the relative
performance of specific types of fundraising

e Learn what other organisations are doing (successfully, or otherwise)

e |dentify and learn from the peers In your sector

e As well as having a passion for your charity, the work you do to help your
beneficiaries, and your quest for fundraising excellence, like us at Pareto, you also
have a commitment to the sector. In addition to being at the forefront of knowledge
for the sector, you will become an agent for change and you will be raising the bar of
the entire sector through this collaborative approach to knowledge and evidence.

Pareto Fundraising has data at its core. We are unique as a truly data-led fundraising

agency. We have analysed millions of transactions over more than a dozen countries,

including Hong Kong, Malaysia, Australia, New Zealand, UK, Greece, Italy and Sweden.
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implementing fundraising strategies, the Pareto team is well placed to provide you with

in-depth information on the growth, returns and trends of fundraising activities around

the world. .

The Pareto Fundraising team are fundraising data experts and we are one of the leading
agencies world-wide. In short, Pareto loves data ¢ jargon speak for donor behaviour ¢
and the Pareto Benchmarking team look forward to helping your organisation measure
the performance of your fundraising program.

Pareto Benchmarking has been running in Australia since 2006, and in that time we have
analysed over 29 million transactions, 4.4 million donors and S5 billion for 22 Australian
charities. As a result of the six rounds of benchmarking already undertaken these
participating charities have been able to gain a deeper understanding of the key issues
that are affecting their fundraising performance through the collation, comparison and
analysis of their donor data.



2009 members of AU/ NZ benchmarking:

Australia for UNHCR Heart Foundation Australia

Australian Conservation Foundation
ANGLICARE Diocese of Sydney

Heart Foundation New Zealand

The Leprosy Mission New Zealand

The Alfred Foundation The Lost Dogs Home

Baker IDI Heart and Diabetes Institute Save The Children New Zealand

The Benevolent Society Seeing Eye Dogs Australia

Bush Heritage Australia Surf Life Saving Australia

Cancer Council NSW {GF NI AIKDG | KAt RNByQa
CanTeen Australia
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Pareto Benchmarking is unique

It is the only Benchmarking product available that does all of these things:
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Pareto Benchmarking is based on real donor transactions. It is not a subjective view,
or information gathered by survey. We use real transactions from your real donors.
Is a genuine cooperative ¢ the members shape the measures, the research and the
training sessions. The cooperative works together to identify the specific issues that
the group wants training and further research on.

The members can identify areas where they require further knowledge. They can do
this with the whole membership, with just a few members, or completely
independently. For example, environmental charities decide to investigate whether
being an environmental charity means they have higher attrition.

Pareto benchmarking is not anonymous within the group - in a recent debate by top
fundraisers in the UK, the group concluded that anonymous benchmarking was next
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known by the group.

It is run by fundraisers who understand the current issues ¢ acquisition
methodology, types of fundraising ¢ who are able to work with the members to
identify mutually useful categories ¢ e.g. breaking individual donations down into
regular givers, breaking this further into face-to-face and non face to face, and even
further still into child sponsorship and non-sponsorship. This allows charities to
make detailed contextual comparisons.

Each member has the option to buy its own fundraising performance report with
strategic interpretation by one of the best informed fundraisers in the world.



Key benefits

You will be in the position to make informed fundraising strategic decisions based on
facts. In turn this will make it easier to make the right decisions, and when this
information is used correctly it will in turn, generate more money for your organisation,
which is in the best interest of your beneficiaries. Pareto Benchmarking will:

e tell you where to focus your fundraising efforts

e give you access to relevant and accurate data

e keep you up-to-date

e tell you the value of your current donor base

e allow you to put dollar mounts against areas of under performance

e assess risks of new types of fundraising ¢ and the risks of not doing certain types of
fundraising

e find comparable charities for you to benchmark against

e help overcome staff resistance

e raise the bar of Australian and New Zealand fundraising

e give you access to a brilliant network of experts

e And ultimately, it will help more beneficiaries in need.

If your charity has already undertaken a data analysis that has identified key changes in
strategy and tactics, Pareto Benchmarking allows you to take full advantage of this
knowledge by allowing you to compare your performance with other charities and
NGOs.

Real charity benefits

Previous participants have kindly given permission to release some information that has
come from the first round of the project. It will provide a snapshot of the type of
information that becomes available:

Regular giving and Bequests accounted for over $54m of gross income each in 2006/07
alone from the 16 benchmarking charities. And yet there were some charities taking part
in the project that have yet to tap into at least one of these streams ¢ have you?

Amnesty International Australia are doing the best job of retaining their Face-to-Face
recruited regular givers with an average Year 1 attrition rate of only 32.3%

¢CKS [ 240G & MaBb@ne o S pool for best non-Face-to-Face recruited
regular givers with a low 7.9% for their 1 year average attrition.

Bush Heritage Fund are doing the best job at identifying confirmed bequestors with 2.5%
of all of their financial supporters indicating they have left a bequest..

The Wilderness Society recorded the best 10 year growth at over 1300%.
Australia for UNHCR recorded the best five year growth at over 1600%.

Jewish Care are great at getting the most out of their supporters. Their average income
per donor over the past two years was $2,267.00 ¢ an incredible amount.

Donors are lovely ¢ and they give to many charities. One charity had over a third of its
donors also donating to at least one of the other nine! The average was closer to 20%.
Think about this: if on average 1 in 5 of your donors is giving to just nine other charities,
what proportion are giving to the other thousands of charities out there?
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https://promo-manager.server-secure.com/pm/mail/link.php?id=60562563&link=http%3A%2F%2Fwww.unrefugees.org.au%2F
https://promo-manager.server-secure.com/pm/mail/link.php?id=60562563&link=http%3A%2F%2Fwww.childfund.org.au%2F

Help make the Pareto Benchmarking Partnership a reality

Yes, you can raise the bar of the sector. L {igf2at that you are considering becoming a
member. However, to make this partnership a reality, we need lots of like-minded
people from charities to become members too.

As a market leader, you are probably in touch with the best people in the region, so
please share this idea your friends and colleagues and help get their charities involved
too. And the best thing about this is that you will be able to learn more about their
performance.

Data and Privacy Protection

We are bound by law and agreement on how to use the information. This includes the

local Privacy Laws. The group agrees what information can be shared beyond them (like

the interesting stats above) and we stick to that. Members can use the information to do

further research and we will encourage this.
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guidelines and legal documentation to cover this. We will use your data for

Benchmarking and nothing else unless you ask us to. If you want to see the detailed
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Eligibility
To be eligible to enter benchmarking, you must:
e Complete and return the Authorisation to Proceed (on page 6) and a Pareto
Fundraising Fundamental Agreement (if you have not already completed one).
e Provide an accurate, complete data file in the specified format by the deadline
of 22" January 2010.
e Be aregistered charity in Australia or New Zealand.
e Have a minimum of 10,000 active donors (who made a financial donation) in
2009 to be eligible for free entry in the basic level of benchmarking.
e Be amongst the first 50 charities to register - Free places in the benchmarking
programme are limited to the first 50 charities to successfully register and
submit accurate, complete datasets.
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Report Contents

The following sections and contents will be included in the Market Trends Report.

For those charities who request a bespoke individual report, each of these sections
will be re-produced specifically for their organisation, and they will be able to
compare against all other charities in the program individually and collectively.

Cash program

e Income by Year

e Average Gift by Year

e Second Gift Rates by Year

e Retention

e  For all Cash Donors

e By previous giving history

e By previous value

e Upgrade v downgrade of giving
e Reactivation

Regular Giving Program
e Income by Year

e Average Gift by Year

e  Attrition rates

e Upgrade rates

e (Cash Giving Rates

Child Sponsorship Program
e Income by Year

e Average Gift by Year

e  Attrition rates

e Upgrade rates

e (Cash Giving Rates

Bequest Program

e Income by Year

e Average Gift by Year

e Confirmed Bequest Penetration
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