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Overwhelmed, buried under an endless task list, carrying the weight of the 
mission on their shoulders. That’s how a lot of nonprofit marketers and 
fundraisers feel.

Maybe that’s you.

You wear a lot of hats. No matter whether you are at a small organization or a 
large organization, it’s likely you’re pressed to raise more money with limited 
resources. There’s never enough time in the day. And there’s always “one more 
thing” that always needs to be done.

At the same time, it seems like the rules of engagement are constantly 
changing (almost as quickly as Facebook changes their algorithm). Donor 
behaviors and preferences are evolving. And these rapid shifts have made it 
harder to stand out and keep up in an increasingly noisy world. 

Expectations are high and modern donors want to learn 
and give today in ways that are constantly evolving.

Many nonprofit marketers are stuck in a catch-22. They realize the need 
to change, but taking action is time-consuming, and requires focus and 
resources… and that feels risky.
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You could end up spending all your time changing to a new platform, 
implementing a new CRM, or launching a new fundraising strategy – 
only to fail.

Such failure and the feeling of “needing to keep up” can cause any nonprofit 
marketer or fundraiser to come down with an acute case of “grumpy cat 
syndrome.”

GRUMPY CAT SYNDROME (NOUN): Regularly feeling 
overwhelmed and exhausted, which leaves you walking 
around with a scowl much like that of the infamous Grumpy 
Cat we all came to love on social media and TV.
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STARTUP SECRET REVEALED

Interestingly, there’s another sector that feels 
the same pinch of shrinking time and resource 
margins while the demand for growth 
escalates – startups.

Just like nonprofits, startup companies 
have to do a lot with little time, and some 
have to do it with very little money. And like 
nonprofits, failure is not an option.

But some of Silicon Valley’s most successful 
startups have quickly earned greater market 
share, and built their brands, by adopting a 
more agile marketing process.

The secret is called “growth hacking.”

In this ebook, we’ll show you how nonprofits 
like yours can leverage the methodology and 
mindset that has rocketed numerous startups 
to massive success so that you can reach 
more donors and raise more money.
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GROWTH HACKING:  
THE SECRET FORMULA

The What, Where, When, and How

“Back when I was working in the startup community, I would 
hear a lot of the same things I hear nonprofits saying. There 
was never enough money. There was never enough time. 
We had to just start trying things.” — Taylor Shanklin, VP of 
Marketing, Pursuant
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The concept of growth hacking began as startups innovated new ways to 
achieve better results in marketing their products with less time and money. 
They needed to be more profitable, faster.

These startups realized that to have explosive success in their marketing, they 
needed to match the way their customers wanted to hear about and purchase 
their products.

“To to be successful and grow your business and revenues, 
you must match the way you market your products with the 
way your prospects learn about and shop for your products.” 
— Brian Halligan,CEO, Hubspot

The trick is how to do that when you don’t have much runway (money + time). 
This is where the methods and mindset of growth hacking were born.

THE METHOD AND THE MINDSET

“There’s no silver bullet or magic toolbox for growth hacking. 
It’s mostly a mindset and a methodology.” — Jeremy Chandler, 
Marketing Manager, Pursuant

Startups are notorious for throwing off traditional ways of doing things and 
trying different approaches until they can find a way that gets them to their 
goals faster.

The method behind growth hacking is constant experimentation and 
optimization.

Startups keep tweaking the system, measuring the results, and refining the 
way they do things. Every strategy, tactic, and marketing tool has to prove its 
value. If it doesn’t, it’s swiftly abandoned or modified.

7



The mindset of growth hacking is an openness to evolve.

It’s all about the customers and how they respond to the marketing and 
the product. So if the customers change how they want to learn about 
the product, then the startup has to adapt to match the shift in customer 
preference.

“Successful product companies focus on meeting people 
where they are. We need to do the same thing for our donors.” 
— Leah Davenport, Product Marketing & Digital Specialist, 
Pursuant

While willingness to evolve for the customer benefits the external audience, 
there’s also an internal evolution that takes place in companies with a growth 
hacking mindset.

Growth hackers are open to trying new methods of internal collaboration.

There are no sacred cows. Nothing is done simply because that’s the way it’s 
always been done. 

Simply put, the silo walls come down.

With this open mindset, growth hackers realized the flaws in the previous 
way of running fragmented teams of Marketing, Data Analytics, and Software 
Engineering (product). As tradition would have it, each team was entirely 
separate from the other with distinct goals and projects. They were “siloed.”

To grow the business faster, startups realized that the Marketing, Data and 
Engineering teams all have to work together, on common goals. The creatives 
in Marketing have to tweak their messaging constantly. Those in Engineering 
building the software have to improve the product continuously. And the 
Data team must provide the analytics and information vital to making those 
changes to both the Marketing and Product teams. 
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The Growth Team is made up of leaders and contributors from the various 
teams. It serves as the bridge connecting all of them so they move in sync to 
match the customer’s product requirements and marketing preferences.

CREATIVE 
MARKETING

DATA ANALYSIS 
& TESTING

SOFTWARE 
ENGINEERING & 

AUTOMATION

GROWTH 
HACKING

We recommend bringing together departments within your 
organization to do a Journey Mapping exercise. This allows 
for everyone who touches the donor experience to get in 
a room together and talk through all of the touch points a 
donor has with your organization. It breaks down the silos 
and can lead to breakthrough.
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GROWTH HACKING 
FOR NONPROFITS

Applying the methodology + 
mindset to your organization

If startup companies with limited time and budget can growth hack their 
way to outstanding customer experiences, then nonprofits can definitely 
provide better donor experiences by adopting the growth hacking method 
and mindset.

To stay relevant, we must learn to quickly adapt to changing donor behaviors.

Growth hacking is more than a corporate buzzword.
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Your donors are changing.

Modern donors and the digitally-dependent world we all live in are altogether 
different than the donors who helped your cause at the beginning. The 
questions are: Are you changing along with them? And how can you adapt to 
change so that you can lead them on the journey with you?

By adopting the growth mentality and having your data, technology, 
fundraising, and marketing strategy work together, you can engage your 
donors in more meaningful ways. 

NONPROFIT GROWTH TEAMS

Growth hacking is a chance for nonprofits to transform 
the way they create donor experiences – and by doing so, 
ensure the viability of their causes well into the future.

MARKETING & 
COMMUNICATIONS

DATA & 
TECHNOLOGY

FUNDRAISING

GROWTH 
HACKING

The Growth 
Hacking Model 
Applied to NPOs
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Growth hacking for nonprofits is pretty simple. Just like our startup 
counterparts, we’ve got three internal components that need to work 
together to find ways to delight donors and fund our mission.

1. Data & Technology

2. Marketing and Communications

3. Fundraising

Often, these three practice areas operate as independent silos within a 
nonprofit. Each department has its own goals, methods, and projects.

But to unlock their collaborative potential, nonprofits must break down the 
silos. Forming collaborative work groups or teams  (a.k.a. Growth Hacking 
Units) made up of leaders from these various departments within the 
organization can lead to innovation and new ways of measuring results, then 
iterating on the results.

THE 4 ELEMENTS OF GROWTH HACKING FOR NONPROFITS

Growth teams within your organization will have to be forward thinkers who 
embrace the growth hacking method and mindset. They must be flexible and 
open to evolve as things change in technology and donor behavior.

That’s why these internal growth teams should embody the four fundamental 
elements of growth hacking for nonprofits.

MARKETING & 
COMMUNICATIONS

DATA & 
TECHNOLOGY

FUNDRAISING

GROWTH 
HACKING
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ELEMENT 1: DONOR EXPERIENCE IS PRIORITY

The main reward for philanthropy is giving donors the feeling of having 
done the right thing with their hard-earned assets; therefore, it is incredibly 
important for the fundraising experience to feel relationship-focused and not 
transactional.

Growth hacking nonprofits can enhance that beautiful feeling by saving 
the donor time in the transaction and by providing exceptional storytelling. 
Eradicating any points of frustration in the giving process and showing how 
their good deeds are changing lives is vital to strengthening that relationship.

Not only can nonprofits utilize new technologies and platforms to save them 
time in the gift transaction, but they can also leverage these tools to bring 
the stories of impact or gratitude right to the donor. This allows them to see 
the results of their generosity immediately, and in doing so, gives donors their 
time back. Time and connection are key.

Enhancing donor experience has to be an organizational priority because 
it is an endless, labor-intensive process of trying new things to delight your 
donors. It’s testing, tweaking, and trying again.

Developing a map of the donor journey, through an exercise like a Journey 
Map, can be an invaluable tool for your nonprofit. Not only does it bring the 
experience of your donors into the forefront, it also reveals the different 
internal teams that affect that experience. This naturally prompts discussions 
about how to work together more seamlessly to make the donor experience 
the priority. 

By improving your donors’ experiences, you are giving 
them the one thing they can’t buy: time.
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ELEMENT 2: ALWAYS BE LEARNING

Society, technology, and donor expectations are evolving almost daily. Growth 
hacking nonprofits cannot afford to think they already have all the knowledge 
they need.

“An organization’s ability to learn, and translate that learning 
into action rapidly, is the ultimate competitive advantage.” — 
Jack Welch, former chairman and CEO, General Electric

Growth hacking nonprofits are always learning about new successful 
methods or mindsets, potential technologies, and donor giving trends. 
Most importantly, they listen to what their data is telling them, and they 
adapt quickly.

Having a better understanding of what drives your donors to give to your 
cause can allow you to better match your communications to those motives.  

There are numerous, powerful ways you can use data to discover insights 
about what drives different segments of your donors to engage with your 
organization. Of course, this requires you to have a high level of confidence 
about the quality of your donor data. If your data is incomplete, plagued with 
duplicates, or siloed in different technology systems, you should prioritize 
getting your data consolidated, assessed, and organized. 

A great way to get started is to do a Pursuant 3D 
assessment of your data, looking at your donor’s behavioral 
trends, demographic trends and can help you find the leaks 
in the bucket and identify low-hanging fruit.
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ELEMENT 3: RESOURCEFULNESS

There’s a scrappy side to every successful 
startup – and to every successful nonprofit. 
They don’t hesitate to begin a project even if 
they don’t have a lot of resources at hand.

They focus on the resources they have and 
determine how they can build upon and 
iterate upon those resources.

Resourcefulness is really more of a mindset. 
What do you focus on when faced with a 
challenge? 

Successful nonprofit marketing and 
fundraising happens when you look at what 
you’ve got instead of fixating on what you 
haven’t got. Then, you put it to work for 
the mission. 

“Stop focusing on doing “all the 
things” and focus on doing the 
important things. Do those well, 
and then move onto the next 
thing. Start small, learn and iterate 
upon what you’ve learned.” — 
Rebecca Segovia, Executive Vice 
President, Pursuant
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ELEMENT 4: A CREATIVE MINDSET

Successful growth teams look at what 
they have and creatively execute 
strategies within their limitations. They 
cringe when they hear, “This is how we’ve 
always done it.”

“But out of limitations comes 
creativity.” — Debbie Allen

Creativity means allowing the team to 
look well beyond what has been done 
and imagine new ways of using the 
resources they already have at their 
disposal. 
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TAKEAWAYS: GROWTH 
HACKING IN YOUR 

NONPROFIT

No sector lives in the realm of possibility more than philanthropy. We believe 
it’s possible to find a cure for cancers and diseases. We believe it’s possible 
to eradicate hunger. We believe it’s possible to transform lives through 
educational and creative arts programs. The list goes on and on.

As marketers and fundraisers, we should bring that same mindset of possibility to 
the way we raise money for our missions. 

Make sure you allow plenty of time to craft your donors’ experiences with 
your cause.
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Keep learning new ways to merge technology and data to save time and 
increase the donor’s joy in giving. Scale the walls of your office silos and begin 
real collaborations with other departments to come up with innovative ways 
you can delight your donors.

Most importantly, be open to shift, try new things, test, and iterate to find the 
strategies and tools that best fit you and your supporters.

Fundraising doesn’t have to be an overwhelming, impossible task. 
It’s time to exchange that grumpy cat for a happy cat.

At Pursuant, we’re dedicated to helping nonprofits find new ways to go 
beyond their current reality. 

We can help you better understand your donor data, build your donors’ 
journey and help you break down organizational silos to put growth 
into action.
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