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No matter your mission, every 
nonprofit organization faces 
the hard work of keeping the 
lights on. Salesforce can be a 
powerful tool for monitoring 
the success of your 
fundraising strategy in real 
time [and even in advance]. 

The KELL Partners team came 

from the nonprofit community. 

We focus on Salesforce. We’re 

here to help you do more with 

less. And that means a database 

that offers insights to fuel your 

financial success. What follows 

are our recommendations for 

the most critical metrics to track 

fundraising. Data tells a story. 

Make yours a happy one [and 

don’t skip any pages].
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ASSESSMENT

1
KNOW YOUR DONORS
All nonprofits should track giving by the individual 

donor. Salesforce allows you to take this further and 

group donors by their generation, giving you great 

insight into how your donor base is distributed and 

what future trends you can expect.

Do you focus on baby boomers and generation Xers but eschew 

millennials entirely in your appeals?
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Salesforce lets you slice and dice donor trends any way you 

like. Say you want to compare your organization’s success in 

appealing to generation Xers over the past two years. A few key 

customizations will allow easy analysis of these trends.

With donor trends like generation in your CRM you can look ahead 

to coming years and plan your acquisition strategies properly, 

building a long-term plan for your organizational fundraising.
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HOW TO CREATE YOUR METRICS IN SALESFORCE:

● Salesforce’s Trailhead program offers affordable online training 
on a wide variety of features and processes. 

● The interactive platform sets up tasks, then checks that you’ve 
performed them correctly.

● Trailhead’s Fundraising Basics module lays the groundwork.

● For a deeper dive into visualizing key metrics, try the Reports 

and Dashboards module.  
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https://developer.salesforce.com/trailhead/en
https://trailhead.salesforce.com/en/content/learn/trails/fundraise-with-nonprofit-success-pack-npsp
https://trailhead.salesforce.com/module/reports_dashboards
https://trailhead.salesforce.com/module/reports_dashboards
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ASSESSMENT

COMPARE CAMPAIGNS
How do your campaigns fare in online vs. offline 

fundraising? Tracking this comparison can 

help you measure the effectiveness of your 

organization’s campaigns. You’ll gain clues into 

what obstacles you may be putting in your 

donors’ way [and insights into how they prefer 

to pay].

For example, if 

your nonprofit 

is new to the 

recurring gift 

process, you 

can track the 

amount of online 

recurring gifts 
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APPS TO MAKE IT EASY:

● Apsona Batch Gift Entry, an add-on to Apsona for 
Salesforce, can really streamline the process of 
entering large amounts of checks and other gifts.

● Click & Pledge is an extremely customizable app to 
let you collect online donations and event payments.

● Classy is a simple-to-set-up platform that really 
shines in peer-to-peer fundraising and events.

PRO TIP:

Make sure that you are 
tracking the data that you 
need to report on. For 
example, having a picklist that 
identifies gifts as online or 
offline will make reporting on 
this topic easier.

each month, then compare this value to the number of 

one-time checks received in the mail. The resulting ratio 

shows how quickly your new program is growing.

Or you can test specific efforts, such as a direct mail campaign. Did 

supporters respond by making donations online, as you requested? 

Or did they mostly respond by mailing in checks? Information like this 

can support decisions during the design of your next similar campaign.
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https://www.apsona.com/pages/sfdc/index.html
https://clickandpledge.com/
https://www.classy.org/
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ASSESSMENT

CONSIDER YOUR 
CONTACTS
KELL Partners is a huge fan of the 

Nonprofit Success Pack (NPSP), 

an easy-to-use fundraising and 

constituent management application 

on the Salesforce platform. The newest 

version, NPSP 3.0, comes with several 

folders’ worth of built-in reports. You 

can install NPSP 3.0 right out of the 

box and immediately start following 

some extremely valuable metrics.
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LESSONS LEARNED:

● ●Not all your Salesforce users will log in everyday. Use the report 
scheduling tool to automatically refresh and email certain reports to 
key users.

● Talk to your leadership about their priorities. If they care most about 
major gifts, send them an email alert when each major gift closes.

● Need to send reports to non-users? Your board members may not 
have a log-in, but it’s simple to export a report into Excel and attach 
to email.

PRO TIP:

NPSP 3.0 comes with 
built-in roll-up fields to 
summarize individual or 
household giving by year, 
as well as overall totals 
for these records. 

One very useful built-in report tracks 

contacts with donations. This report has 

several nifty variations. You can compare 

contacts’ seasonal giving trends by zeroing 

in on specific time periods. Or you can take 

a different perspective by looking at the 

household level instead of individuals. 
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ASSESSMENT

FOCUS ON FUNDS
For nonprofits planning a capital campaign or 

building an endowment fund, quick [and easy] 

access to metrics are essential. Salesforce 

allows you to track the amount given to a 

specific fund over a given period of time.

And because the 

gift is connected 

to the fund, some 

basic customizations 

can provide helpful 

context as you visit 

individual donation 

records. In Salesforce, 

roll-up summary 

fields calculate 

values from related 
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LESSONS LEARNED:

● ●Salesforce allows you to group data in a report by field.

● Grouping data is really handy for tallying gift totals by certain 
subgroups of donors [or gift types, or accounts, or whatever you 
want to track]. 

● To see your total of the year’s donations, make a summary report 
that groups all gifts by year. As an alternative, total donations 
received in the last month, calendar year or fiscal year.

● Now try further subgrouping by state. You can drill down three 
levels into your data.

PRO TIP:

Include simple charts in 
a report. Just summarize 
your data by any field, then 
add a bar graph or pie 
chart to access quick visual 
representations of your results.

records. This feature allows you to follow key metrics 

of your choosing without even pulling a report.

So while inside the record of the fund for a certain 

capital campaign, use roll-ups to automatically 

display the total received for that fund over the last 

30 days. You’ll stay constantly up-to-date on your 

standing in regard to specific campaign goals.
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ASSESSMENT

BRING IN YOUR BOARD
Most successful nonprofits incorporate their 
board into their fundraising approach. Through 
Salesforce, nonprofits can track board giving as 
a metric by putting together a custom report. 

Board members make “asks” on behalf of the organization, and 

actions speak louder than words. If a board member can say “Yes, 

I give generously 

myself,” their request 

to an external 

donor is much 

more compelling. 

Some boards even 

have a minimum 

required amount 

or a “Give or Get” 

campaign. 
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LESSONS LEARNED:

Some customizations to existing NPSP 
3.0 architecture will allow you to report in 
depth on board metrics. Through years of 
helping nonprofits simplify their Salesforce 
implementations, KELL Partners has curated a 
package of fully synced solutions for fundraising 
and other key nonprofit tasks. This bundle is 
called KELL360™. It comes with easy tracking 
of current and former board members [it’s built 
right in]. Learn more about features, compare 
KELL360™ with the Nonprofit Starter Pack and 
receive a demonstration.

PRO TIP:

If your management and board 
members have a log-in, create 
a dashboard of key metrics 
for their homepage. Although 
there’s no limit on metrics you 
can show on the full dashboard, 
you can only see 3 metrics on 
the homepage. [So pick wisely.]

PRO TIP:

Creating reports 
from scratch can be 
overwhelming for 
a novice. To make 
it simple, start with 
an existing report 
that is close to what 
you need, make 
changes and “Save 
As” a new version.

In general, board giving is a great 

indication of the health of your 

overall fundraising program.

You can even drill down to the 

number of asks that each board 

member has made [and which 

of those led to closed gifts]. Help 

encourage your board to keep asking 

by showing them their success.
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LEADERSHIP DASHBOARD CHECKLIST:

● ● ●Progress toward overall annual goal

● 10 largest gifts received in current fiscal year

● 5 most successful fundraising campaigns

● Top successful solicitors in current fiscal year

● A basic pipeline visualization: what milestones and deadlines 
are approaching, what you expect to receive this year, what 
efforts are at what stage, and how much funding is at stake











https://www.kellpartners.com/kell360
https://www.kellpartners.com/kell360
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ASSESSMENT

KEEP YOUR FRIENDS 
CLOSE
Don Corleone was right. [Although, hopefully, 

you don’t need to worry about enemies]. 

Nonprofits need to commit to maintaining their 

current supporters. Research shows it’s much 

less expensive than finding new ones. So be 

sure to track lapses in giving and membership.

A report of members who failed to renew this year can be very 

helpful in determining which friendships need attention. You can 

also pull a report on constituents whose memberships are set to 

expire within a 

given timeframe, 

then target 

those people 

preemptively.
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PLAN YOUR METRICS ON THE FRONT END:

● ●Make a list of metrics your organization needs to track.

● Add as much specificity as you can, then think about how to measure 
these metrics.

● Make sure these metrics relate directly to the success of your projects.

● Determine what stakeholders need each piece of information.

Visit KELL Labs for more tips on determining your tracking and notification 
requirements.

PRO TIP:

Tech-oriented 
conferences can be 
fertile ground for making 
the most out of your 
database. The Nonprofit 
Technology Conference 
is a great gathering 
for fundraising and 
marketing hackers.

For giving, the LYBUNT (last year but unfortunately 

not this year) report is a handy tool for re-engaging 

supporters who have recently grown distant. This 

report can inform your outreach strategy, telling 

you who needs a nudge to get back on board. 
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https://kellpartners.com/kell-labs/192-needs-vs-requirements
https://www.nten.org/ntc/
https://www.nten.org/ntc/
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ASSESSMENT

TELL THE FUTURE
For major gifts or grants, there’s no more 

valuable decision-making metric than your 

fundraising pipeline. 

In Salesforce, not only can 

you track major gifts or 

grants by their stage, but you 

can also predict how much 

money you will receive. This 

helps with your organization’s 

overall financial stability by 

telling you early in the fiscal 

year where you need to 

pick up the pace [or even 

change your approach].

Simply assign a percentage 

likelihood of receiving the 
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LESSONS LEARNED:

● ●Create a dashboard that gives you an engaging visualization of 
your pipeline, from research to close.

● Pipeline stages are completely customizable. For major gifts, use 
whatever stages are relevant to your fundraising process.

● Make sure you don’t drop the ball. Is there a grant application 
that’s been setting at the Letter of Interest Submitted stage for 
months? It may be time to follow up.

PRO TIP:

Creating simple reports 
and dashboards to help 
users visualize data can 
be a snap. Salesforce 
offers excellent 
resources for working 
with these tools.

money to each stage of the process. Then, using the stage 

field, update the opportunity as it moves through the pipeline.

If, at the research stage, a major donor is only 10% likely 

to give, a custom field can multiply that percentage by 

the amount you plan to request. This results in a much 

more accurate forecast than those back-of-the-envelope 

calculations in a development committee meeting.
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https://help.salesforce.com/HTViewQuickStarts?id=000113375
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About KELL Partners 
KELL Partners helps educational 
institutions and nonprofits go farther  
and faster with Salesforce.

KELL Partners has helped over 1,500 
nonprofit and educational institutions 
implement and adopt the Salesforce 
platform. Whether your Salesforce 
goals are limited to a single department 
or span your entire institution, KELL 
Partners provides the best practice 
expertise to get you up and running on 
Salesforce, along with the hands-on 
training, guidance and consulting you 
need to ensure long-term success.

We want to hear from you!
If you want the lowdown on services, 
solutions, support and all the red-tape 
defying feats we can do for orgs like  
yours, get in touch.

512.850.KELL (5355)
INFO@KELLPARTNERS.COM
KELLPARTNERS.COM


