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Should fundraisers have to spend 
more time worrying about their 
technology than their organisational 
mission? Should their ideas be 
limited by their IT platform? 

We don’t think so. 

We believe fundraisers should be able to 
focus on their core goal: raising funds to 
enable the work of their organisations. 

With growing demand and evolving 
challenges, that’s getting harder. In a global 
survey commissioned by Salesforce.org in 
2020, 34% of not-for-profit organisations 
(NFPs) say that changes in government 
funding are affecting their organisation’s 
ability to deliver on their mission. More 
positively, 75% NFPs report an increase in 
demand for their programs, while 69% say 
that demands for funding transparency are 
also growing.1 

Introduction

According to the Salesforce.org 

Nonprofit Trends Report, 2nd ed. (2020)

NFP leaders say  
they face heightened 
challenges and 
demands.

say changes in 
government funding are 
affecting their ability to 
deliver on their mission

say they’ve seen an increase 
in demand for programs

say the demand for 
transparency regarding 
funding has increased

34% 
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The bottom line? Those tasked with 
fundraising for NFPs increasingly find 
themselves having to do more with less.

This is where the right technology 
platform can be a game changer. 
The Salesforce.org survey indicates 
that NFPs who leverage the right 
technology may have significant 
advantages, a trend reflected in a 
variety of industries and sectors. 
Combined with talented people and 
plenty of ideas, the right technology 
platform can: 

In the rest of this paper, we’ll take a look at 
each of those areas and why they’ll be so 
crucial for NFPs both now and in the future.

Build the agility 
necessary to navigate 
current and future 
crises

Break down data 
silos and offer NFPs 
a holistic view of their 
stakeholders

Automate time-
consuming tasks and 
help fundraisers focus 
on more strategic work
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Long before COVID-19, there was already a 
trend to deliver more fundraising activities 
online. However, as social distancing and 
safety measures were implemented in 2020, 
organisations’ ability to adapt and digitise 
their fundraising initiatives often determined 
whether they managed the rapid changes or 
struggled to keep up.

This sort of rapid pivot demands an agile 
technology platform. The COVID-19 crisis 
has created ongoing uncertainty, but it also 
underscores the importance of resilience 
and agility beyond responses to the 
pandemic. Extreme weather events and 
geopolitical instability are just two trends 
forcing almost every organisation to take 
stock of how quickly they can adapt to 
external circumstances. 

Building agility 
and resilience

NFPs organisations need robust, 
technology-enabled strategies and 
solutions to survive short-term impacts from 
COVID-19 and to navigate more long-term 
uncertainty. Building agility and resilience 
often depends on whether organisations 
can leverage their data and achieve a 
complete view of their stakeholders.

This may be why so many NFPs are turning 
to customer relationship management 
systems (CRMs), with 79% of survey 
respondents saying they use some sort 
of CRM platform. However, fewer use it 
strategically across departments, chapters, 
and teams. Going forward, it will be critical 
for NFPs to prioritise agility and harness the 
full potential of technology.
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If agility and resilience depend on a 
complete view of your constituents, then a 
complete view depends on getting rid of 
data silos. 

Gone are the days when supporter data 
lived in one place and recipient data lived in 
another. The lines between donor, recipient, 
volunteer, board member, and even 
staff continue to blur. If data about these 
stakeholders is siloed within splintered 
systems or databases, an organisation 
is likely to face a growing disadvantage, 
especially as its more digitally mature peers 
find ways to aggregate data sources and 
extract critical intelligence. 

Understanding  
your constituents  
and breaking down silos

In other words, your technology platform 
needs to support business functions across 
your entire organisation. This is key to 
reducing data silos and creating a deeper 
understanding of each of your constituents. 
Only through deep understanding can you 
personalise each engagement with every 
potential or current donor.

Some solutions do fundraising really well 
but weren’t built to enable other business 
functions, increasing your risk of data silos. 
Other solutions have limited integration 
capabilities and are less likely to “speak to” 
existing systems and programs.  
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That means you might find yourself with 
limited options or forced to use their 
marketing automation or social media 
campaign solutions, even if they aren’t the 
best option for your needs.

As an example, there are dozens of 
online platforms that deliver peer-to-peer 
fundraising solutions, such as Raisely, 
Funraisin or JustGiving. These niche 
solutions do what they do really well, and 
many organisations will use several of these 

platforms to deliver across their fundraising 
portfolio. The idea of having just one online 
fundraising platform is a thing of the past, 
and it can also be unrealistic to expect 
to always retain tight control over which 
solutions your team is using. 

Given the plethora of potential online 
solutions available to your fundraising team, 
how do you bring all that data together to 
take meaningful action? Often, the answer is 
a central CRM platform.

Not only does your technology platform 
need to be agile, enabling you to pivot 
in times of crisis, but it also needs the 
flexibility to allow you to bring together  
data from multiple solutions and sources.
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It won’t be enough for NFPs to have a 
complete view of their stakeholders, since 
a lack of money and time are some of the 
most enduring challenges in the NFP sector. 
There’s always too much to do and not 
enough time to do it. NFPs will need to be 
able to act on insights quickly and efficiently 
– now, artificial intelligence (AI) and 
automation can help you do exactly that. 

In Salesforce.org’s 2020 survey, 37% of 
respondents who used AI-enabled solutions 
exceeded their goals, versus 23% who 
didn’t.1 While the private sector may not 
be a perfect comparison, similar trends 
have been appearing across a variety of 
industries for a while, with a 2020 McKinsey 
survey suggesting that companies 
leveraging AI were more likely to see 
revenue increases.2

Automating your 
busy work and acting 
on insights

According to the Nonprofit 

Trends Report, 2nd ed. (2020)

More than  
1 in 3 NFPs who 
use automation 
exceeded their 
goals, versus 23% 
who didn’t.

of NFPs believe that 
technology can replace 
a lot of the manual tasks 
that take them away from 
delivering services

85% 
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Many of the tasks that fundraisers must 
complete can be automated. But it’s 
important to remember that automation 
doesn’t mean being impersonal. In fact, 
automation can help you move away from 
one-size-fits-all email blasts and impersonal 
messaging. This will become especially 
important as stakeholders continue 
acclimating to the personalised, seamless 
experiences they enjoy in other sectors and 
industries.

For instance, do you know the right moment 
to make the right ask of your supporters? 
The right digital solutions empower you to 
use data about a donor’s behaviour to know 
exactly when to reach out and how much 
to ask for. Having a technology platform 
that removes data silos and automates 
communications means you can deliver 
personalised messaging at just the right 
moment.  

Automation can help you personalise 
messages, but it can also reduce time-
consuming manual labour and empower 
your team to make better decisions. 
What if you could automate your moves 
management process? What if your team 
members had a plan for each major giving 
prospect – a plan that could be monitored 
and reported on, then tweaked based on 
real-time data? What if your technology 
platform could tell you who was most likely 
to be your next major giver? 

The work of not-for-profit organisations 
and fundraisers are fundamentally human 
activities. But a technology platform can 
automate time-consuming administrative 
tasks and free your people to spend more 
time fostering the human connections that 
make it possible to deliver on your mission.
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Most NFPs have thousands of donors and 
other constituents. Figuring out who to talk 
to can be challenging. But with the right 
data at your fingertips, and with a platform 
to help you make sense of that data, the 
answer could be as simple as looking at a 
single dashboard. To succeed in uncertain 
new landscapes, NFPs will need to focus on 
turning data into actionable insights and then 
automating those actions wherever possible. 

This is possible with Salesforce. Many 
people now recognise the name ‘Salesforce’ 
because of its contact tracing capabilities. 
But, even before COVID-19, tens of 
thousands of NFPs around the world were 
using Salesforce to deliver improved 
employee and constituent experiences. 
Founded in 1999, the platform is the 
world’s leading CRM, driving innovation and 
delivering success for millions of people 
around the world. 

Are you driving a more 
agile NFP organisation?

Over 10 years ago, Salesforce 
introduced the Nonprofit Starter 
Pack (now called the Nonprofit 
Success Pack). This add-on takes 
the standard Salesforce data 
architecture and modifies it to 
more readily suit the NFP model of 
households and constituents. Since 
then, Salesforce have added many 
features, including fundraising-
specific features like: 

regular giving management

grant management

engagement plans

major giving 

gifts in wills management. 

Volunteer management features are also 
available, along with program and case 
management. You can even add in subledger 
accounting features.

But the best thing is that all of this is backed 
by the Salesforce platform. So, just as 
technology developed for Formula One 
racing cars gets cascaded down to everyday 
cars, the features Salesforce introduces 
for commercial customers can be used by 
NFPs. For example, Einstein is Salesforce’s 
AI solution. Einstein can be used to predict 
the chance of a regular giver attriting. 
By examining your data, from a range of 
sources, Einstein can calculate the chance 
that one donor is going to stop giving. 
At SalesFix, we’ve been working with the 



At SalesFix, we’ve been working with the 
Salesforce platform for over ten years. 
Our staff have implemented Salesforce for 
around 200 NFPs in that time, delivering 
systems that support fundraising, service 
delivery, marketing campaigns, stakeholder 
engagement and more. We focus on 
ensuring that the solutions we build are as 
“invisible” to our clients as possible, allowing 
you to focus on your job. 

Our approach to delivering fundraising 
solutions is straightforward: keep it simple, 
avoid code, ensure longevity. We have a 
number of architectural approaches, each 
designed to make sure you’re able to make 
choices around the platforms you use. 
We don’t want to reinvent the wheel, or 
restrict you in any way. We want to give you 
choices. 

How can we help?
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If you’d like to talk to us about 
how we can enable you to be 
an agile organisation, driving 
deeper constituent engagement 
through deeper knowledge and 
understanding, drop us an email 
or pick up the phone:

info@salesfix.com.au

07 3040 2705

Offices in Brisbane,  
Melbourne  
and Sydney 
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