
The 3 Challenges Every 
Nonprofit Marketer Faces
and How to Overcome Them



Today, it’s more important than ever for 
nonprofits to understand their constituents’ 
needs and interests. Let’s face it, we live in 
a world where technology is at the center 
of everything that we do. Technology is 
continually advancing and changing the way 
that we interact with each other and with 
organizations. It’s because of this advancing 
technology that our constituents expect more 
out of every interaction. People expect to be 
met on their terms, on their time, and on their 
prefered channels. And just like every other 
company, nonprofits are expected to meet 
these expectations, no matter the cost.

 
 

Introduction

This is all great news for a marketer, but like any 
change, there are obstacles. And nonprofits are 
up against a range of obstacles -- disconnected 
systems and stagnant processes, isolated data 
and limited insights into this data -- the list 
goes on and on. So how are you, the nonprofit 
Marketer, supposed to tackle these challenges 
head on?

of donors want to know how their 
donations are impacting the causes 

they support

of donors would give more money if 
they felt their nonprofits knew their 
personal preferences—and 75% of 
volunteers would give more time

Without the right technology solution, you’ll 
never be able to keep up with the pace 
of change in today’s world. In this ebook 
we’ll dive into the common challenges that 
nonprofits are up against today and how the 
right marketing technology solution can help 
to close the gap between these challenges and 
your organization’s success.

90%65%
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Imagine a constituent receiving an email addressed to the wrong person. Or that dreaded, “Dear Friend,” 
salutation. Your constituents invest time, money, and resources into your organization, the least you 
can do is get to know them, right? But how? How do you create personalized communications so every 
donor, client, board member, or volunteer feels like they matter to your organization?

First things first, every nonprofit Marketer needs 
tools that enable them to get to know who 
they’re communicating with. 

Introducing, Salesforce Marketing for 
Nonprofits: The world’s most powerful 1-to-1 
digital platform for marketing across email, 
mobile, social, advertising, and the web.  

With multichannel marketing from Salesforce, 
you’ll start off on the right foot with every 
constituent and build new and existing 
relationships based on each constituent’s 
personal interests and behaviors. You’ll have 
the opportunity to deliver the right message, 
to the right person, at the right time — guiding 
your constituents along a journey with your 
organization every step of the way.

Salesforce for Marketing 
What is Salesforce Marketing for Nonprofits?

Marketing Cloud unites constituent data from 
marketing, fundraising, and programs and gives 
you the ability to detect and respond to real-
time behaviors at scale. Want to know how? In 
the following pages you’ll learn how to:

Integrate campaigns across multiple channels

Gain the most ROI out of Social 

Ensure your staff has a complete view of  
every constituent 

 
So, let’s jump in and take a look at some of 
the most common pain points felt at nonprofit 
organizations and how the right technology can 
help to alleviate them.

increase in Marketing ROI with 
Marketing Cloud

43%
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Long gone are the days of relying on batch 
and blast email style to get your marketing 
messages into the inboxes of the right people. 
Non-targeted and non-personalized emails lead 
to lower email open rates and less effective 
marketing campaigns. In fact, nonprofit email is 
33% more likely to go to spam and subscribers 
open only 1 in 15 emails! As a Nonprofit 
Marketer, you want to have confidence that 
your messages are personalized and resonating 
with those on the receiving end. 

According to Forrester, personalized journeys 
are strongly correlated to satisfaction: 
companies and institutions that moved 
from sending generic communications to 
personalized journeys saw an average 36% 
increase in customer satisfaction or CSAT.
 

CHAPTER ONE

Know Your Constituents
How can you gain real-time insight into who your constituents are 
and how your messages are performing?

Marketing Cloud Journey Builder

Thanks to advances in technology, 1-to-1 
customer journeys are possible - and marketers 
are reaping the rewards. Journey Builder is a 
tool within Marketing Cloud that allows you 
to use digital marketing solutions to trigger 
personalized journeys based on constituent 
behavior, preferences, or any data point. 

Automatically respond to online actions such 
as donations, clicks, and email opens.

Guide constituents down the right path based 
on their current or predicted behavior.
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With Salesforce, DonorsChoose.org Gives 
Every Donor a Personalized Philanthropic 
Experience. DonorsChoose.org uses Marketing 
Cloud to personalize and automate customer 
journeys that delight donors and keep them 
coming back to give more. “By sending 
targeted, one-to-one communications through 
Marketing Cloud, we’ve increased our donor 
conversion rate by 300%,” says Katie Bisbee, 
Chief Marketing Officer. Since it was founded in 
2000, DonorsChoose.org has already:

Raised more than $300 million in total funding

Provided books, art supplies, field trips, and 
technology to 225,000 teachers and  
13 million kids

Funded projects in over 60% of U.S.  
public schools.

With Marketing Cloud’s Journey Builder 
constituents can now receive the highly 
personalized content they expect from the 
organization they love.

In order to send 1-1 messages, you have 
to know who you’re talking to. Pull data 
from any source to deliver personalized and 
relevant content — at any time. Record and 
store information from website visitors, such 
as click patterns, answers on donor surveys, 
popular methods of subscription — even your 
constituents’ birthdays. Send communications 
that reflect that you know that a donor is also 
a volunteer or a program participant that has 
since graduated from the program. 

of donors would give more if the nonprofit 
really knew them

increase in constituent engagement with 
Marketing Cloud

MC STAT

34%

65%
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The average nonprofit organization toggles 
between multiple screens and systems 
every day in order to run their organization. 
Disconnected processes and a lack of 
integration across email, mailing tools & CRM 
are time lost on manual efforts that could 
be spent converting prospects to  
committed donors.

So, why carry around multiple tools when 
you can use a Swiss Army knife? Salesforce 
is the single solution for organizations across 
every step of the customer journey, allowing 
your organization to break down department 
barriers and work as one team. 

Easy integrations with the Salesforce 
Customer Success Platform 

Save time and cost of moving data across 
siloed point solutions 

Automate interactions between marketing 
and sales or customer service 

CHAPTER TWO

Communicate Consistently
How can you create consistent messaging when fundraising and  
programs commnications happen in silos?

Regardless of where you are in the donor 
lifecycle — from identification to cultivation to 
stewardship — Marketing Cloud will empower 
you to deliver the exceptional experiences your 
constituents expect and deserve. 

Partner with the email solution that can suit 
your needs today and in the future and be 
ready for anything with Salesforce’s  
top-tier functionality.

of Nonprofit email revenue grew in 2015

25%
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Marketing Cloud Email Studio
Design, track, and optimize great email 
campaigns with Email Studio. Stand out in your 
constituent’s inbox. Reach individual users 
through hundreds of features, such as easy-to-
use creation tools, a drag-and-drop editor, and 
powerful personalization capabilities, including 
predictive intelligence. Improve performance 
and drive business results with tailored, relevant 
content scalable to any size of email campaign.

State of Marketing: Intelligent email drives 
higher revenue 
As email personalization capabilities grow 
more sophisticated, the channel becomes 
even more integral for mar  keters to deliver a 
holistic customer journey. Top teams are 4.2x 
more likely than underperformers to leverage 
predictive intelligence or data science to create 
personalized emails. 

increase in conversaion rates when an email
contains predictive content

lift conversion, 44% increase in prospect 
volume, 63% improvement in data quality with 

Marketing Cloud

Data is more important for marketing than 
ever before. Data-driven marketing can help 
you take your donor relations to the next 
level. Are you able to measure your campaign 
performance in real time, know what’s working 
and what’s not, and pivot quickly to new 
tactics? If not, Predictive Marketing can help. 

What does Predictive Marketing mean, you 
ask? Predictive Marketing means being able 
to leverage your donor data, historical giving 
trends, as well as third-party data sources like 
wealth research, to know which prospects are 
most likely to give, and what message is most 
likely to get them to give. Salesforce can help 
you send the right message to the right donor 
at the right time, to drive fundraising results.

Change.org Empowers Users to Make a 
Difference with the Help of Marketing Cloud.  
With Marketing Cloud, Change.org can evaluate 
how engaged a user is from the very first 
welcome series. Using dynamic content, the 
team can personalize emails to appeal to the 
users’ interests.

 “It’s really important that we take a holistic 
view of the email that we send to our users. 
For somebody working on our help desk, they 
have a 360-degree view of the customer. They 
can tell what products they’re using on the 
Change.org site and what campaigns they’re 
interested in. It helps them to understand 
that person’s needs more immediately and 
react appropriately,” said Director of Email 
Deliverability Alice Cornell.

41%

MC STAT

25%
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Without constituents, nonprofits would be 
nothing. It’s more important than ever to 
engage with constituents on their terms, on 
their preferred devices and channels. But 
without the right technology tools, it can 
be challenging to understand what your 
constituents actually care about. Social media 
is the platform for launching successful 
marketing campaigns and the new touch point 
for communicating with constituents.

To engage prospects today, you need to do 
more than send email blasts. When a prospect 
tweets about an activity they’re interested in, 
or visits a certain program’s page on their 
website, are you following up with relevant 
content? Research shotws that messages 
triggered by behavior or a constituent action 
have a 152% higher click-through rate than 
generic messages. It’s that 1-to-1 messaging 
that today’s prospects look for and base their 
decisions on and the easier it is for donors to 
engage using their preferred channel, the more 
likely they are to donate.

CHAPTER THREE

Rise Above the Noise
How do you stay relevant when constituents are overloaded with information? 
How do you engage with your constituents on their own terms?

Marketing Cloud Social Studio
Social Studio allows your staff to listen, publish, 
and engage with constituents about your brand 
on any social channel including Facebook, 
Twitter, Instagram and more, connecting the 
dots between what it is that your constituents 
care about and the heart of your  
organization’s mission.

of social media users say they have shared 
something to show their support for an issue 

or cause

84%
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Common Sense Media Keeps Families 
Informed and Engaged with Salesforce Social 
Studio. Common Sense Media operates three 
unique programs across sixteen social media 
channels. They needed to streamline their 
engagement efforts and create a singular voice 
for the organization.

“We chose Social Studio. It was the only all-in-
one publish, engage, listen, and analyze tool 
that helped us consolidate our multiple pillars 
and channels. Social Studio has increased our 
social post volume by 88% in about seven 
months. Average monthly social impressions 
have increased by almost 60%. Total followers 
have increased by 16%”, said Ellen Seebold, 
Director, Social Media at Common
Sense Media. 

State of Marketing: Social Sees Massive 
ROI Growth
Last year, three of the top five areas where 
marketers planned to increase their spending 
involved social outlets. Now, 75% of marketing 
leaders report that social is generating ROI. 

Marketing Cloud 
Advertising Studio
Turn your prospects into donors with highly 
targeted messaging. Advertising Studio within 
Marketing Cloud helps you run sophisticated 
advertising programs easily and at massive 
scale. Use CRM data to tailor and trigger 
messaging, and find new constituents who are 
like your best constituents. Create and optimize 
campaigns with one elegant interface across 
channels, and run your highest-performing ads 
more often. 

of millennials are learning about opportunities 
through social media, nearly triple the 

percentage of baby boomers

faster response, 48% improvement in forecast 
accuracy with Marketing Cloud

State of Marketing: Advertising Accelerates on 
Social Platforms
Nearly two-thirds of marketers are boosting 
budgets for advertising on social platforms 
in 2016, making it the third largest area for 
increased investment. In order to create a 
unique experience based on real customer 
identity, 83% of top teams use customer data 
(e.g., email or phone data) to segment or  
target ads.

30%

57%
MC STAT
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How are you going to connect with your constituents where and when they want to be reached?  
How will you know what they care about and why they care about it? 

Make your nonprofit run faster and smarter with Salesforce for Marketing. 

Salesforce for Marketing Success Metrics:

43% increase in Marketing ROI with MC
34% increase in constituent engagement
41% lift conversion
44% increase in prospect volume
48% improvement in forecast accuracy
57% faster response
63% improvement in data quality

89% of our customers tell us that Salesforce has improved their ability to achieve their mission.
FY18 Salesforce.org Voice of the Customer 

For more information on Salesforce Marketing for Nonprofits watch the demo video.

Finale

http://www.salesforce.org/nonprofit/communicate/marketing-cloud-demo/
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Appendix:  
Credit: State of Marketing Report 2016, Salesforce Research, salesforce.com/research

Credit: Connected Nonprofit Report 2016, Salesforce.org

Credit: Benchmark Study 2017, M+R
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Thank You.

BECOME A CONNECTED NONPROFIT


