
Are Data Blind Spots  
KEEPING YOUR SUPPORTERS  

OUT OF REACH?
Kiss the days of messy data goodbye and start giving  

your supporters the experience they deserve.



WE ALL LIKE A LITTLE APPRECIATION  
ONCE IN A WHILE.

Ever since we were kids opening up the lunchbox in 

expectation of what we might find from Mom that day, 

the extra touches in life have gone a long way in sliding 

our mood further along the happiness spectrum. We like 

it when people appreciate us. We get a warm and fuzzy 

feeling inside. 

Why would things be different when it comes to the 

supporters of your nonprofit? Out of the vast crowd of 

causes and organizations, they’ve picked you to be 

the shepherd of their hard-earned dollar as it makes its 

way toward a noble purpose. They’ve chosen you to 

be the vessel through which they can do a little bit of 

good in the world. They’ve given something through 

you. Shouldn’t you be making sure your gestures of 

appreciation are timely and appropriate? Shouldn’t you 

be making sure that every supporter feels special – 

every time they give, and every time you ask?

THE ANSWER, OF COURSE, IS YES.

The Magic of the 
SUPPORTER EXPERIENCE

In the nonprofit community, we’re well aware of how 

important it is to create a meaningful experience for 

supporters. Whether you’re a museum that sends a 

donor a replica of a South Polynesian figurine because 

you know that’s their thing, or whether you’re a botanical 

garden mailing someone a Japanese maple sapling 

after you learned it’s their favorite variety, positive 

supporter experiences lengthen the lifecycle of that 

supporter and increase their overall lifetime value. 

Supporter experiences create supporter loyalty. The 

question is, how do we manufacture unique and special 

supporter experiences when we’re talking about 

thousands of people, each with their own story?

(HINT: THIS TIME, THE ANSWER IS DATA.)



DATA DRIVES THE SUPPORTER EXPERIENCE.  
It’s really that simple.
Every time a supporter interacts with your organization, they’re telling you something about themselves. Here’s an example:

In each of these instances, Kevin has given the organization valuable information on who he is and why he’s engaged – before 
he’s even made a donation himself. From just these brief details, we know who he goes to the event with, what it was that made 
an impact on him, and we know that he’s interested enough to sign up for a newsletter and actually open the email. He’s a likely 
candidate for further engagement. But is the organization listening to Kevin’s story?

And this is where data takes center stage. It’s data that allows a nonprofit to connect the dots of a person’s interactions into a 
coherent picture. While Kevin’s example represents one specific case, the same is true for all types of nonprofits: Data tells you 
who your supporters are.

Every nonprofit should be tracking their supporter interactions. Because if you can keep accurate records of all those thousands 
of interactions and learn who each person is, you can create personalized and memorable supporter experiences.

JANUARY 2019  
By the day of the event, Kevin has exceeded  
his target. He’s raised $1,400 for the cause.

JANUARY 2018 
Kevin, a math teacher  

from Philadelphia, is invited  
to attend a run/walk by some  

co-workers trying to raise  
money for X cause.

AT THE WALK 
Kevin is introduced to a group of people  

who came to thank the participants – they turn 
out to be beneficiaries of the money raised.

LATER THAT DAY 
After seeing the appreciation and hearing 

the impact firsthand, Kevin feels so good that 
he goes home, logs on to their website, and 
signs up for an e-newsletter to learn more.

MAY 2018 
As Kevin reads through the monthly e-newsletter, he sees an  

invitation to volunteer at the next run/walk by handing out water. 
Remembering the smiling faces of the donation recipients, he  

decides to register and even invites his daughter too. His daughter’s 
sorority gets involved, and together they raise a total of $250.

SEPTEMBER 2018  
Wanting to continue raising awareness, Kevin  

decides to raise additional funds on his own. He
creates a team and sets the fundraising goal at $1,000.



A NOT-SO-GREAT SUPPORTER EXPERIENCE (we lose Kevin).
Let’s imagine the organization doesn’t manage Kevin’s data very well. What can go wrong? Well, a lot can go wrong. 

Maybe the email outreach team sends Kevin a generic email asking for a $10 donation – two months after he raised 
$1,400. While the team is doing the best job they can with the tools at their disposal, the system lacks ready access  
to Kevin’s previous interactions. And so the email starts out something like, “Dear Friend…”

With that, Kevin’s positive momentum comes to a screeching halt.

He opens the email and something bothers him. He’s not usually the type to get involved with 
nonprofits. He only put forth all that time and energy to raise donations because he had a special 
moment with a group of people whose lives had been changed for the better. His involvement 
in the cause was a big deal to him. And $1,400 is a lot of money for a math teacher. He was 
expecting at least some kind of acknowledgement for his efforts.

And the email made no reference to the volunteer day he did with his daughter! Not to mention the significant  
delay in response. The result? He feels like he hasn’t made the impact he thought he had. And instead of the  
swell of positive emotion that comes with an act of generosity, Kevin now feels frustrated, even a little 
angry. Kevin has been underappreciated.

Kevin may still attend a run/walk event in the future, but he may also think twice the next time he 
considers raising money or giving from his own pocket. He might take his interest to a different  
organization or to another cause entirely. The organization might have just lost Kevin for good.

Because? Kevin’s interactions prior to donation were living in a blind spot. The email outreach team 
wasn’t able to see who Kevin was when they sent the email. Due to a failure in data management, the valuable 
information Kevin gave the organization was invisible. And the outcome is that the organization’s relationship with Kevin 
has suffered. They have inadvertently pushed Kevin and his daughter away.

But all of this could have been avoided, if only the organization had the tools they needed.

Now imagine the email outreach team had immediate access to Kevin’s story. Imagine they knew about the meeting with  
the beneficiaries and how important that was to Kevin. Imagine they knew about his volunteer day and the money he 
raised. Imagine what they could do…

That email could have been a personalized letter from one of the people he met, addressed directly to him. It could’ve 
included an invitation to the next run/walk event, with additional VIP opportunities. Or what if the organization found a  
way to do something completely different altogether, like send him a piece of running gear?

When Kevin’s story becomes visible, wonderful possibilities emerge. Magical possibilities.  
The organization can begin to craft a true supporter experience.

The opportunities for great supporter experiences are endless. But the first ingredient is clear insight 
into the stories that lead each supporter into becoming a supporter. That’s the meaning of visibility.

VISIBILITY brings rewards.



SEE INTO YOUR BLIND SPOTS   
with data integration.

TURN DATA INTO CONNECTIONS.

Omatic is a software integration company built entirely for nonprofits. 
 
We work across any and all technology systems to streamline data processes and 
create fresh, clean, and complete data that allows you to send the right message to 
the right listener, at the right moment. 

What the organization needs is a way to keep all of their interaction data in a single place.

And that single place needs to stay current and organized, with its information correct.  
And it needs to be accessible to all the relevant teams in the organization. 

Sounds difficult, right? Actually, it doesn’t have to be.

Data integration makes it possible to organize and streamline your nonprofit’s supporter data. While a lack of connection 
between your various systems might leave you committing mistakes of impersonal communication, data integration allows 
you to gain a usable understanding of each supporter’s story. It allows you to create a clear-thinking strategy around 
building supporter experiences. In short, it allows you to create supporter relationships.

With the right integration partner, you’ll have no need to restrict your processes to certain vendors or platforms. You  
can use whichever latest technology best fits your profile and rely on your partner to pull from all your systems and offer 
clean, usable data that is current and complete. And anyone in the nonprofit space knows that nonprofits have a unique 
set of goals and challenges versus for-profit companies, so the ideal integration partner specializes entirely in helping 
organizations navigate the NPO marketplace. Omatic is the only software integration platform that works exclusively 
with nonprofits.

Because your nonprofit isn’t some kind of giant, robotic, vaguely nefarious corporation. You likely consider your 
organization a family, brought together and energized by a cause that will do the world some good. Don’t you also  
want to bring your supporters into that family? Understand what drives them? Foster relationships with them?

At Omatic, we believe you do. And we’re giving you the tools to do it.

75 Port City Landing, Suite 310
Mt. Pleasant, SC 29464

CONTACT INFORMATION

(888) 662-8426 
info@omaticsoftware.com

omaticsoftware.com


