
“Omatic has helped us achieve greater retention of dollars and greater retention of 
donors.  And, we are no longer scared of importing data into Raiser’s Edge”

One80 Place is dedicated to, and laser focused on, ending and 
preventing homelessness. What started 36 years ago by community 
leaders in Charleston, SC as a homeless shelter has evolved into a 
$12 million nonprofit with regional reach, cohesively working toward a 
future in which everyone has a home. Approximately one-third of One80 
Place’s revenue comes from community support, and the organization 
proudly boasts that 91 cents of every dollar raised is spent on programs.

ORGANIZATION & MISSION THE RESULT

SegmentOmatic can segment more granularly than 
One80 Place was able to do in the past, so donors 
are now getting appeals with very discrete, personal 
messaging. Not surprisingly, improved segmentation 
has continued to result in improved fundraising 
outcomes.

ENHANCED SEGMENTATION – AND INCREASED 
REVENUE

Time saved has allowed the One80 Place team to 
spend more time on donor stewardship – and they can 
now steward their donors as they solicited them: using 
sophisticated segmentation and discrete messaging.  
And more time for stewardship has led to increased 
donor retention.

ENERGY NOW FOCUSED ON STEWARDSHIP

One80 Place’s annual giving coordinator saves at 
least two hours per week on gift entry and more than 
three hours per week during higher-volume times of 
year, such as during the holidays. That’s more than one 
hundred hours saved per year.

100+ HOURS OF TIME SAVED ON GIFT ENTRY

One80 Place’s donor retention rates are 13 points 
higher than the national average – but they are also 
retaining dollars, not just donors, also at well-above-
average rates. Retention levels like this allow One80 
Place to rely on a renewable revenue stream and 
plan program expenditures accordingly. What does 
that mean? Funding to ensure that more people avert 
homelessness, more families remain housed, and more 
meals provided to those who need them.

BEATING THE RETENTION ODDS

THE SOLUTION 
Omatic conducted an extensive discovery session with One80 Place, 
followed by product demonstrations.  One80 Place ultimately identified 
two Omatic solutions that could effectively address the organization’s 
tactical and strategic challenges: ImportOmatic and SegmentOmatic.

The Omatic team worked with One80 Place to implement, deploy, and 
test the solutions over a two-month period, finishing up before the 
beginning of the heavy fall fundraising season. This quick deployment 
ensured that the One80 Place team had its new data integration and 
donor segmentation capabilities well before their busiest time of year 
for fundraising and gift processing.

Chief Development Officer, One80 Place

One80 Place has experienced tremendous time 
savings in their segmentation process by no longer 
needing to run and merge queries, export, and review 
lists, and suppress records in Excel. In the past, just 
getting a final set of donor segments and lists would 
take two to three weeks, while the team was also trying 
to manage the other aspects of their appeals, such 
as creative, production, etc. With SegmentOmatic, all 
segmentation can be completed within a single day.  
That’s 10 weeks saved per year.

TEN WEEKS’ TIME SAVED ON SEGMENTATION

THE CHALLENGE
One80 Place’s fundraising program is heavily focused on individual 
contributions, and on donor retention. To achieve their lofty fundraising 
goals, One80 Place has employed sophisticated donor segmentation 
strategies to effectively target communication to its donor-base for 
continued retention. Donation data from new and existing donors 
continually come in to One80 Place from a variety of external sources; 
up-to-date donor and donation data are needed to support One80 
Place’s complex segmentation architecture.

Yet, the file segmentation process was broken. Not only did it take the 
team weeks of work, running and merging queries, testing segments 
through trial and error, and exporting and reviewing lists; but One80 
Place could really never get to their desired level of segment granularity. 
Not for fundraising solicitations, stewardship communications, nor 
relationship building. Not being able to execute on strategy and 
communicate precisely with donors would affect donor retention and 
impede new and increased dollars raised.

In addition, using standard import processes was daunting and 
extremely time consuming. The team had to import different types of 
data in multiple passes, and the process sometimes made changes to 
data that damaged donor records. The team was anxious about running 
the import process and inadvertently creating erroneous data.
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