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Welcome to 
the Age of Impact.

We’re living in the Age of Impact. The role 
of nonprofits has never been more critical 
in society. The demand for the work you do 
has never been greater. More people are 
recognizing the importance of giving back 
to social causes. There are more channels 
and spaces to connect with those who 
support you and those who need your help.

And thanks to innovations in technology, 
your organization no longer has to be 
held back by outdated systems like 
spreadsheets and donor databases. 
Today, cloud-based platforms are proving 
to be the right answer for nonprofits 

because of their affordability, flexibility, 
and scalability. The right platform 
can help you connect your entire 
organization like never before, so you 
can ultimately drive more impact.

Trailblazers from across the social sector 
are leading the way. In this book, you’ll 
meet 7 visionary nonprofits that are 
transforming to meet the challenges 
and opportunities of the Age of 
Impact. You’ll read their stories, see the 
innovative ways they’re using technology, 
and hear directly from their leaders.

“One of the keys for nonprofits is just finding a common language. 
Salesforce has become that common language for nonprofits.”

Steve Dubiel  Executive Director, EarthCorps
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Every nonprofit creates impact in its 
own unique way, through its own  
unique programs. When it 
comes to technology, there’s 
no one-size-fits-all answer.

Nonprofits are adopting Salesforce 
for program management because 
the platform is flexible, but also easy 
to customize with built-in, point-

and-click tools. Organizations of 
all shapes and sizes are using it to 
streamline highly nuanced processes, 
track extremely specialized data, 
and automate multi-step functions—
Salesforce thrives on that complexity.

Let’s see how one trailblazing nonprofit 
is maximizing the efficiency and 
effectiveness of their programs.

1. Program Management

“Our whole volunteer program has moved off paper 
and is completely automated. Now staff can put their 
valuable time into building relationships and delivering 
services to clients, versus doing paperwork.”

Angelina Cahalan  Manager, Social ACTion Program, 
St. Anthony Foundation
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Four walls alone don’t make a home. It’s a victory for everyone 
when women and children escape abusive situations, when 
refugees are liberated from persecution, and when individuals 
manage to transition out of homelessness. But the struggle 
doesn’t stop there. In order to establish their new lives, these 
people first need to establish a new home. Furniture Bank is a 
nonprofit organization that provides gently-used furniture and 
household items to individuals and families in need.

At one time, every aspect of Furniture Bank’s operation was run 
on paper and clipboards, which restricted the number of clients 
it could serve. All of that changed when Furniture Bank adopted 
Salesforce. Furniture Bank streamlined its day-to-day operations, 
including arranging donation pickups, scheduling showroom 
appointments, and managing inventory.

Furniture Bank’s showroom volunteers help clients select fur-
niture, record those selections, and schedule deliveries. With 
the Salesforce1 Mobile App, volunteers can now record clients’ 
furniture selections right on their iPad from anywhere on the 
showroom floor. The selection details are automatically record-
ed in Salesforce in real time. Before, clients were waiting 20 min-
utes or more for the manual checkout process to be completed. 
Now, the time has been reduced to just 5 minutes. This allows 
Furniture Bank to serve 50% more clients per day.

“Our goal is to be 100% paperless. The Salesforce1 Mobile App 
is making that a reality,” says Dan Kershaw, Executive Director.

The organization also uses Salesforce to manage fundraising, do-
nor engagement, donation history, and related communications. 
Furniture Bank’s 80 member agencies can now log requests 
online using the Salesforce Service Cloud. 

“There really isn’t a part of our operation that isn’t living on Sales-
force,” says Kershaw.

Next for Furniture Bank, Kershaw and his team plan to deploy a 
mobile route-planning app for drivers. “With Salesforce as our 
innovation platform, there’s no limit to what we can do and how 
fast we can grow. As a charity, we wouldn’t be the size we are 
today without Salesforce,” explains Kershaw.

Innovative Solution – Moved from paper and clipboards 
to iPads to streamline the client checkout process

Success Metrics – 50% increase in client checkout 
speed, adding up to 15 additional appointments per day

How Does It Work – Using the Salesforce1 
Mobile App, volunteers manage client interactions, 
showroom inventory, and other daily tasks on 
iPads synced to Salesforce in real time

Salesforce Products – Salesforce CRM, Service 
Cloud, App CloudPack, Marketing Cloud

Furniture Bank

PROGRAM MANAGEMENT

Customer: Furniture Bank
Innovator: Dan Kershaw, Executive Director
Established: 1996
Cause: Human Services

“As a charity, we wouldn’t be the size 
we are today without Salesforce.”

Dan Kershaw, Executive Director
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Fundraising is about more than 
donations; it’s about people — the 
donors, funders, and supporters that 
fuel the work you do. Today’s donors 
expect you to do two big things: create 
a personal connection and demonstrate 
the impact of their contribution. If your 
development operations are running on 
spreadsheets or donor databases, it’s 
hard to deliver on either of those fronts.
Trailblazers are proving time and time 

again how powerful an ally technology 
can be when it comes to fundraising. 
When you have the ability to stand up 
a campaign in minutes, the intelligence 
to send the right message at the right 
time, and the tools to simplify your 
fundraisers’ lives, everything changes.

Let’s see how one trailblazing nonprofit 
is doing fundraising differently.

2. Fundraising

“We have to be able to show our supporters 
the true impact of their donation.”

Kylee Durant  Chief Operating Officer, Rally Point 6
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United Way is the largest charity in the US and one of the most 
recognizable nonprofits in the world. The Denver chapter, known 
as Mile High United Way, is where it all started some 128 years 
ago. Today, Mile High continues to be a leader and innovator 
among the world’s 1,800 United Way chapters.

Mile High understands the evolving expectations of today’s 
donors, who want a personal relationship with the nonprofits 
they support and understand how their gift made an impact. 
In order to meet the needs of the modern donor, Mile High 
needed a platform that would give the team a 360-view of its 
constituents built for today’s mobile and social world. So it 
turned to Salesforce.

Mile High deployed Sales Cloud to manage all of its constituent 
data in one place, including employment history, past giving, 
issues they care about, volunteer activity and events they’ve 
attended. “Getting a full picture of our relationship with every 
donor has been critical so we can make sure we’re maximiz-
ing our resources and targeting the right people with the right 
messages,” says Nicole Adair, Senior Director of Development 
Operations and Donor Communications.

It also uses Marketing Cloud for all email communications. 
Now Mile High’s development team can segment their donors 
and prospects based on the issues they care about and send 
different targeted messages to all of these segments. Using 
built-in A/B testing tools, Mile High launched a highly success-
ful email series targeting donors who made a gift the previous 
year. “Donors that received this email series are retaining 6% 
higher than those that didn’t, and they’re giving 49% more,” 
says Adair.

“Marketing Cloud has really helped us get communications out at 
a larger scale, so that we can cultivate relationships in the same 
way we would with face-to-face interactions,” says Adair.

With Mile High’s leadership, and the help of Salesforce, the old-
est chapter of this 128-year-old organization is adapting to the 
complex demands of modern-day constituents. “128 years ago 
we started a movement. And now, we’re part of another one,” 
says Christine Benero, President and CEO of Mile High. 

Innovative Solution – Donor-centric 
fundraising & engagement

Success Metrics – Donors that received 
targeted emails are retaining 6% higher than 
those that didn’t and giving 49% more

How Does It Work – Created a 360-degree view of 
donors that can be leveraged in fundraising campaigns 
to send personalized communications at scale

Salesforce Products – Salesforce CRM, 
Nonprofit Success Pack, Marketing Cloud

Mile High United Way

FUNDRAISING

“Marketing Cloud has really helped 
us get communications out at a 
larger scale, so that we can cultivate 
relationships in the same way we 
would with face-to-face interactions.”

Nicole Adair, Senior Director of Development 
Operations & Donor Communications

Customer: Mile High United Way
Innovator: Nicole Adair, Senior Director of Development 
Operations & Donor Communications
Established: 1887
Cause: Public & Social Benefit
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As nonprofits, nothing is 
more important than being 
able to tell our story.

But every day, there are more and 
more channels and touchpoints 
that you need to master in order 
to tell that story cohesively. Many 
nonprofits struggle to convey a unified 
message externally, usually because 
of divisions that exist internally. Teams 
that communicate aren’t working 
together as much as they should, 

and data is often siloed disconnected 
from communications platforms.

Luckily, marketing and communications 
trailblazers are changing the 
narrative. They’re connecting the 
dots between technology and 
people, and using data to make 
every message more meaningful.

Let’s see how one trailblazing 
organization is communicating their 
message in a whole new way.

3. Marketing Communications

“Salesforce helps us stay connected to our most 
valuable resources — the volunteers, partners, and 
donors that make what we do possible.”

Ronnie Strickland  Chief Information Officer, American Red Cross
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Project Lead the Way (PLTW), a nonprofit organization founded 
in 1997, is the nation’s largest provider of K-12 STEM programs 
that help students develop the critical 21st-century skills they 
need to succeed, with programs in over 8,000 schools across 
the United States. PLTW’s engagement team is focused on 
bringing new schools into the program, but it was unable to 
answer critical questions about the site pipeline, such as which 
schools were interested in joining the program, which schools 
are most worth the team’s valuable time, and which schools 
already in the program might want to expand on their current 
PLTW curriculum. 

PLTW turned to Salesforce Pardot to gain a clearer under-
standing of its network and expand its reach into more schools 
across the US. Before using Salesforce, the engagement team 
had three different systems to manage its efforts. Now every 
member of the team can manage their own prospects, add 
prospects to campaigns, and send emails using on-brand, 
pre-populated templates. “Since implementing Salesforce, 
our open rate has increased by 27% and we’ve seen a 151% 
increase in subscribers,” explains Stephanie Cox, Vice President 
of Marketing at PLTW.

PLTW also uses Pardot’s website tracking capabilities to drive 
alignment between their marketing and engagement teams. 
Before using Pardot, website visitors has to click “Contact Us” 
in order to be entered into the pipeline as a prospect. But 
in many cases, the school wasn’t ready to participate in the 
program. Today, the marketing team is able to analyze the 
website behavior of any school in the form of a simple “lead 
score” calculated automatically by Pardot. Prospects with high 
scores are passed to the engagement team, while prospects 
with lower scores are entered into nurture campaigns that keep 
them engaged until they’re ready to have a conversation about 
joining the program.

“The use of Pardot is mission critical for us. We have seen an 
increase in over 300% in leads collected and 52% increase 
in opportunities generated,” says Cox. “Now if a contact comes 
to the website and downloads a brochure, we start to build 
pipeline.” The PLTW team uses Pardot to create intelligence and 
efficiency for their engagement and marketing teams.

Innovative Solution – Targeted prospect 
generation and engagement tools

Success Metrics – 27% increase in open rate, 
151% increase in subscribers, 300% more leads 
collected, 52% more opportunities generated

How Does It Work – Use Pardot to identify schools that are 
ready to have a conversation versus those that need nurturing, 
and engage in the right way to develop deeper relationships

Salesforce Products – Salesforce CRM, Pardot,  
Salesforce Engage

Project Lead The Way

MARKETING COMMUNICATIONS

“If you can provide all of the tools 
your team needs to get things done 
in one system and really simplify 
the process, they can spend more 
time on what’s important.”

Stephanie Cox, Vice President of Marketing

Customer: Project Lead the Way
Innovator: Stephanie Cox, Vice President of Marketing
Established: 1997
Cause: Education & Youth
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An activated community can be a 
force multiplier for your organization’s 
work. But what is the right digital 
space to bring your unique community 
together? Many nonprofits are realizing 
that static websites, distribution 
lists, Facebook groups, and Twitter 
hashtags all have their limitations when 
it comes to community-building.

Trailblazers are now seeing the benefits 
of deploying their own proprietary social 
portals. By providing a login to an online 
community of likeminded individuals, 
you can start creating true connections 
among your constituents — whether 

they’re donors, volunteers, advocates, 
staff, partners, or all of the above.

A community portal also gives you 
more options for customization; 
with the look and feel, of course, but 
you can also integrate real business 
functionality beyond just a “donate 
now” button. It provides a collaborative 
space where your staff and supporters 
can actually get work done together.

Let’s see how one trailblazing nonprofit 
is using an online community to take 
engagement to the next level.

4. Community Engagement

“We’re taking control of our community. Our small staff is 
forming relationships with hundreds of thousands of people. 
It doesn’t just make our work easier. It makes it possible.”

Kathy Roth-Douquet  Chief Executive Officer, Blue Star Families
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Since 2000, Gavi has helped vaccinate 500 million vulnerable 
children in lower-income countries. To protect the next 300 mil-
lion children, Gavi not only needs to understand which vaccines 
are needed where, but also the challenges and issues that may 
arise in delivering them.

Gavi works with partners in over 73 countries to deliver immuni-
zation programs, and they needed a way to simplify interactions 
and processes with stakeholders and a way to provide real-time 
insight into grant applications and renewals. 

Using the Salesforce Community Cloud, Gavi deployed a Coun-
try Portal. Gavi now provides countries with real-time access to 
their grant status data-driven decisions. “Before, it could have 
taken up to 13 months to process a grant application,” explains 
Nix. “With the Country Portal we expect to improve this time 
by 25% by 2017. This means we can get life-saving vaccines to 
children faster.”

The Country Portal also collects significant volumes of data. 
“When an application is approved for an immunization program, 
we then track the performance of that program in Salesforce. 
From there we can create reports that feed into a review process, 
and make smarter decisions on how to improve the program for 
the following year,” says Nix.

This cycle of continuous improvement means best practices can 
be shared across countries, so Gavi can reach more children 
with greater efficiency. These advances are key to keeping 
operating costs low, with overheads of just 4%, compared to an 
industry average of around 20%.

The ability to capture and analyze information seamlessly is pow-
ering a shift at Gavi. “We’re evolving from vaccine, immunization, 
and health system experts into a knowledge-driven organization,” 
explained Nix. “For example, before a new vaccine is introduced 
in a country, Gavi will be able to inform decision-makers at the 
country level about the most effective ways to introduce this 
new vaccine.”

Innovative Solution – Country Portal built 
on Community Cloud and App Cloud

Success Metrics – 25% faster grant application process, 
which means getting life-saving vaccines to children faster

How Does It Work – The Country Portal helps 
partners in over 73 countries deliver immunization 
programs and provides real-time data

Salesforce Products – Salesforce CRM, 
Community Cloud, App Cloud

Gavi

COMMUNITY ENGAGEMENT

Customer: GAVI Alliance
Innovator: David Nix, Chief Knowledge Officer
Established: 2000
Cause: International Development

“Salesforce provides the platform 
to drive stakeholder interactions, 
which helps ensure the right 
vaccines reach the right people.”

David Nix, Chief Knowledge Officer
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Today’s analytics tools are changing 
the way nonprofits change the 
world. End-of-year reporting is being 
replaced by real-time measurement. 
Transparency is moving from a nice-
to-have to a key advantage. “This 
is just how we’ve always done it” is 
becoming “what does the data tell us?”

Trailblazing nonprofits are leading a 
data revolution. We call it “The Age of 
Impact” because of the fundamental 
change we’ve seen in the the way 
organizations are using data to 

measure their work. There’s a shift 
from measuring success in terms of 
overhead reduction, funds raised, and 
programmatic outputs to new metrics 
based on total impact, return on 
investment, and constituent outcomes.

This data-driven sea change is one 
of the reasons it’s so exciting to be 
a social changemaker today.

Let’s see how one trailblazer is using 
analytics to turn big data into big impact.

5. Analytics

“The level of detail we get in reporting with Salesforce 
is so important in our ability to scale.”

Anne Evens  CEO, Elevate Energy
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Ten years ago, more than 1,200 babies were born each day 
with HIV. Today that number is down to 400, and (RED), along-
side global health organizations, aims to get that to virtually 
zero by 2020.

(RED) was created in 2006 by Bono and Bobby Shriver to drive 
corporate contributions to The Global Fund to fight AIDS. How 
(RED) works is simple: When consumers buy (RED)-branded 
products and services, their purchases trigger corporate giving to 
The Global Fund, supporting HIV/AIDS treatment and prevention 
programs in Africa, homes to roughly two-thirds of the world’s 
HIV-positive population.

(RED) is collaborating with Salesforce to power communica-
tions and data management, enabling its team of just 18 peo-
ple to make a profound, measurable difference in the world. 
Salesforce helps (RED) maintain the highest standards at an 
immense scale.

“Our generation, as well as our partners, are demanding a sense 
of transparency that we want to uphold,” said Carly Farmer, Op-
erations Associate. “Salesforce has really enabled us to show that 
in an impactful way through Analytics Cloud. And being able to 
do so just keeps the trust between our partners and our brand 
so strong.”

Team members at (RED) are able to share the kind of data that 
partners and consumers demand because they use Salesforce. 

“Having that increased efficiency creates capacity, especially on 
the partnerships team, which means more partners, more prod-
ucts, and more campaigns moving forward, which ultimately is 
more money to The Global Fund to fight AIDS,” said Jadian Brice, 
Strategic Partnerships Associate.

The Global Fund continues to find ways to amplify the impact of 
its work. Said Christoph Benn, a doctor who helped create The 
Global Fund, “We need to have a good track record of what’s 
happening in these countries — what is working where, and why 
is it not working, how should we intervene — and you need very 
sophisticated IT platforms to integrate all this data. Salesforce is 
helping with that.”

Together, Salesforce and the teams at (RED) and The Global 
Fund are accelerating the pace toward an AIDS-free future.

Innovative Solution – Impact analytics 
that drive efficiency and transparency

Success Metrics – The (RED) team is using Analytics 
Cloud to measure impact and share in a more 
transparent way for their partners and donors

How Does It Work – The Country Portal helps 
partners in over 73 countries deliver immunization 
programs and provides real-time data

Salesforce Products – Salesforce CRM, 
Analytics Cloud, Marketing Cloud

(RED) & 
The Global Fund

ANALYTICS

Customer: (RED) & The Global Fund
Innovator: Deb Dugan, Chief Executive Officer, (RED)
Established: 2006
Cause: Foundation

“We have the biggest ideas and work with 
the biggest companies on the planet. 
And so we need tools to do that better.”

Deborah Dugan, CEO
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It’s never been easier to 
go from idea to app.

The cloud has leveled the playing field. 
You no longer have to maintain a costly 
IT stack and a team of developers in 
order to offer an app. Now, a small 
nonprofit with a big idea can change 
the world with a well-designed app.

Of course, a slick, millennial-targeting 
app on the App Store can be a game-
changer. But that’s just one of the 
many meanings of the word “app.”

Some of the most impactful apps 
we’ve seen trailblazers building are 
apps that the general public never 
sees. Apps that automate a labor-
intensive internal process, apps that 
bring data together from disparate 
systems to provide a complete view, 
apps that remote staff can use to 
collect and report data from the field.

Let’s see how one trailblazing nonprofit 
is building innovative apps.

6. Building Apps

“By taking the fight against homelessness digital and mobile, we 
can make a bigger impact and help a greater number of people.”

Matt Harrison  Director of Social Enterprise, Homeless Link
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Today, 1 in 68 individuals are diagnosed with an Autism Spec-
trum Disorder (ASD). The time of diagnosis has proven to be 
very important, as early intervention can significantly improve 
long-term outcomes and quality of life. 

The Olga Tennison Autism Research Centre (OTARC) at La Trobe 
University developed an assessment to aid early detection in 
infants, a tool that has proven to be more than seven times 
more accurate than the next best tool in the early identification 
of ASD. But OTARC wanted to make the assessment tool avail-
able to not only child health nurses and professionals but to all 
parents, no matter where they were in the world. 

Using the Salesforce App Cloud and Heroku, OTARC built an 
app that enables parents to use their mobile device to deter-
mine whether their child is at risk for ASD.

“From simple beginnings, it has evolved very quickly,” says Wo-
jciech Nadachowski, Senior Advisor – Operations & Projects at 
OTARC. And they are now seeing amazing results.

As of June 2016, the ASDetect app has over 8,207 installs with 
3,465 assessments and is putting Australia on the map as a 
global leader in tackling autism. 

If a family identifies a child with a likelihood of ASD using the 
app, the Salesforce Marketing Cloud sends the parents a series 
of emails that guides them through the next steps. Then, if a 
child is identified as having a high likelihood of ASD, OTARC to 
connects with the family to provide support and resources.

“With Heroku and Salesforce, we have laid down a very sophisti-
cated architecture,” explains Wojciech. “It will enable us to do so 
much more into the future – I can already visualize more apps 
that we can lay on top of what we’ve already done.”

Innovative Solution – ASDetect, a mobile app that 
enables parents around the world to perform an early 
detection assessment for ASD on their children

Success Metrics – The app has over 8,207 
installs with 3,465 assessments performed

How Does It Work – ASDetect was built on 
Heroku and leverages Heroku Connect to 
integrate the app back to Salesforce CRM

Salesforce Products – Salesforce CRM, App Cloud,  
Heroku, Marketing Cloud

Olga Tennison Autism 
Research Centre

BUILDING APPS

Customer: Olga Tennison Autism Research Centre
Innovator: Dr. Cheryl Dissanayake, Founder & Director
Established: 2008
Cause: Health

“All of the work we’ve done was suddenly 
available globally. The speed and ease at 
which we’ve been working is beyond words.”

Dr. Cheryl Dissanayake, Founder & Director



This book is filled with stories of 
nonprofit trailblazers who are showing 
us what’s possible with cloud, mobile, 
social, and data science technologies. 
Their innovative solutions are effective 
tools on their own, but they’re even 
more powerful because they’re linked 
to an underlying impact platform that 
connects the entire organization.

We call this level of seamless integration 
“The Connected Nonprofit.” By bringing 

together your programs, fundraising, 
communications, apps, analytics, and 
other operations onto a single platform, 
trailblazers are finally achieving the 
coveted 360-degree view of their 
whole nonprofit. And that view enables 
them to work for effectively, drive 
more impact, and connect with their 
constituents in a whole new way.

Let’s see how one connected 
nonprofit is leading the way.

7. Connected Nonprofit

“Salesforce has helped to retire hundreds of applications, and 
is effectively reducing the distance between our children and 
sponsors. But most importantly, Salesforce is helping us to 
transform the lives of every child in Compassion’s program.”

Dean Sims  Senior Director of Technology, 
Compassion International
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Little Kids Rock (LKR) is a nonprofit that brings instruments, cur-
riculum, and music education programs to public schools. When 
it was founded back in 2002, LKR began launching programs in 
schools in cities around the country with a small and talented 
group of staff and volunteers. However with lots to track in order 
to get the program up in running, LKR staff quickly realized that 
its system of capturing information was slowing them down and 
it needed a platform that would enable them to scale.

LKR turned to Salesforce to manage its donors and programs, 
but it quickly grew into the organization’s nerve center. And 
they’ve been growing on the platform for over ten years.

LKR’s teacher portal, built on Salesforce Community Cloud, 
allows teachers to log in, order instruments for their classrooms, 
and submit program assessments. “By automating these pro-
cesses in Salesforce, we’ve saved thousands of valuable hours 
of staff time that are now directed to areas of effort that better 
serve the mission of our organization,” says Christine Fanning, 
Events Manager at LKR. “We have been able to customize differ-
ent aspects of the platform to meet our needs as we’ve grown.”

The organization also uses Salesforce to manage thousands of 
donor relationships and all of its fundraising efforts, from one-
time online donations and major donor events to crowdfunding 
campaigns and auctions.

LKR captures all programs-related data in Salesforce, from 
instruments donated to teacher support cases to the millions 
of dollars it has invested into public schools. Salesforce reports 
and dashboards give the LKR team a real-time view of all inputs, 
outputs, and outcomes, which helps them make more informed 
decisions on how to improve its programs. These robust analyt-
ics also allow LKR to easily share the impact that it’s having on 
music education to funders. 

“Since implementing, Salesforce has delivered so much more 
than we could have ever initially imagined,” says Fanning. “We 
use it in virtually every aspect of our work. It helps our busy, 
growing staff stay in sync and provides the information we need 
to make critical decisions.”

Innovative Solution – Single platform for managing 
virtually all programs and operations, providing a 
360-degree view of organization and its constituents

Success Metrics – Grew from 10 teachers to 
1,600 teachers, 1 city to more than 30 cities, 
and 100 students to 225,000 students

How Does It Work – Salesforce connects Little Kids 
Rock’s programs, fundraising, analytics, collaboration, 
and other operations on a single impact platform

Salesforce Products – Salesforce CRM, 
Service Cloud, Community Cloud

Little Kids Rock

CONNECTED NONPROFIT

Customer: Little Kids Rock
Innovator: Dave Wish, Founder & CEO
Established: 2002
Cause: Arts, Culture & Humanities

“Salesforce has been the organizational 
nerve center for Little Kids Rock. We use 
it in virtually every aspect of our work.”

Dave Wish, Founder and CEO



A platform as big 
as your vision.

Nonprofits of every shape and size, 
dedicated to all sorts of causes, are 
using Salesforce to connect their 
organizations and power their missions.

Technology is changing fast, but as 
you can see, nonprofit trailblazers 
are innovating just as quickly. By 
adopting a flexible platform and a 
trailblazer’s mindset, they’re able to 
thrive in this ever-evolving landscape.

How will you blaze your own trail?

GET STARTED

http://www.salesforce.org/nonprofit/get-started/


Thank You.

BECOME A CONNECTED NONPROFIT


