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Introduction: Beyond RFM and into
True Prediction

For the expert fundraiser, the traditional RFM (Recency, Frequency, Monetary)
model has been a reliable workhorse. But in today's environment, models updated
once a year are less like a GPS and more like a rear-view mirror—helpful for
understanding where you've been but insufficient for navigating where donor
behavior is heading next. Modern Machine Learning (ML) and Al advance these
capabilities by analyzing thousands of data points to predict future behavior with
surgical precision. By utilizing a No-Code SaaS$ platform, your team can bypass the
technical bottleneck of data science departments and move directly from raw data
to revenue-generating action.

This guide provides a strategic framework for evaluating predictive analytics
platforms, ensuring you choose a solution that delivers not just insights, but
measurable impact.

The Strategic Evaluation Categories

1. Accessibility: The "No-Code" Mandate

The real shift is not just better models, but broader access. Modern platforms
remove the technical barriers that once kept predictive analytics out of everyday
fundraising operations, turning what was once a manual process into automated
insight in minutes. For an expert fundraiser reliant on static RFM models, this shifts
the focus from data engineering to strategic execution by automating complex data
cleansing and feature engineering. Empowering a non-technical team with a SaaS
platform ensures that those who understand the donor relationship best can
generate insights independently.
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e The Litmus Test: Can a business user—such as a CDO or Director of Annual
Giving—qget a prediction by simply dragging in a CSV file?

e Why it matters: Leading SaaS platforms use automated machine learning
(AutoML) to handle the heavy lifting (cleansing, feature engineering, and model
selection) in minutes. This allows your team to focus on strategy and storytelling
rather than data architecture.

2. Decision Support: From Scores to "Next-Best
Actions"

Al does more than generate probability (or keep likelihood) scores. It provides visual
explanations that make predictive insight transparent, showing why a donor is likely
to respond and what action will resonate next. While RFM tells you who gave
recently, Al-driven decision support predicts the “next-best action,” such as the
specific package or message affinity a donor prefers. This replaces guesswork with
evidence-based strategies, ensuring every touchpoint, from engagement frequency
to premium selection, is optimized for maximum response.

e Actionable Insights: Look for a platform that identifies not just who will give, but
what they should receive. For example, predicting “package affinity,” suggesting
whether a donor prefers a 5-card mailer or a premium tote bag.

¢ Revenue Forecasting: Ensure the platform provides forward-looking KPIs, such
as 12-month donor value or expected revenue, to help with board-level strategic
planning.

3. Proven ROl Across the Donor Lifecycle

The real measure of this shift is performance. Al drives measurable lift at every
stage of the donor lifecycle, from lowering acquisition costs to increasing sustainer
sign-up rates. For fundraisers used to the plateaus of traditional segmentation,
ML/AI breathes new life into tired files by identifying high-potential prospects that
standard models overlook, such as reactivating donors who have been lapsed for
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over 36 months. These advances allow organizations to diversify their donor lists
and achieve a lower cost per dollar raised.

A platform should offer specialized models for every stage of the donor journey.
When evaluating, look for documented lifts in these specific areas:

Reduction in cost-to-acquire for
acquisition and reactivation
campaigns

Lift in net revenue from replacing
stagnant RFM segments with real-
time Al models

Increase in sustainer sign-up rates
through advanced propensity
modeling

4. Integration & Activation

The real value of a modern platform lies in how seamlessly it connects, prepares,
and activates data, linking CRM and marketing systems directly to actionable Al
insight. For the expert fundraiser, the ability to “activate” these insights across
social, email, and direct mail channels in real-time ensures that predictive
intelligence is never siloed. This bridges the gap between data and delivery,
allowing for agile, multi-channel campaigns that can double digital revenue without
increasing manual workload.

e Connect: Look for "no-code" connectors to your existing CRM (Salesforce
NPSP, Raiser’'s Edge, HubSpot) and data warehouses (Snowflake, BigQuery).
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e Activate: The platform should be able to push scores and segments directly into
your email, social, and direct mail tools.

5. Transparency and "Explainable Al"

Explainability is not a technical feature; it is a leadership requirement for buy-in.
Fundraisers must understand the donor attributes influencing a prediction,
especially when forecasting lifetime value or reallocating investment. Unlike black-
box systems, explainable Al makes the “why" visible, equipping teams to
communicate confidently with stakeholders. That transparency builds trust and
accelerates a cultural shift from reporting on past performance to forecasting future
revenue with discipline and confidence.

A Note on Foundational Models (LLMs)

Generative Al like ChatGPT is exceptional at language, but it is not a predictive
analytics platform. LLMs can produce confident, plausible answers that feel
like analytics, but they are not trained on your specific donor outcomes and
cannot provide calibrated, auditable predictions. Mistaking “better words" for
“better decisions” is a critical strategic error.

6. Speed to Value

Speed to adoption and insights matters. Modern Saa$S platforms enable
organizations to move from insight to live activation in weeks, not quarters. For
fundraisers working against seasonal deadlines, that acceleration translates into
measurable gains in revenue per donor within a single campaign cycle. Instead of
waiting for multi-year model refreshes, organizations can respond to changing
donor behavior in real time and adjust strategy while results are still in motion.
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Performance Summary: The Impact
of Predictive Al

Traditional Method Al-Driven Result Primary Benefit

New Donor
Acquisition

Donor Renewal

Sustainer Sign-Ups

Lapsed

Reactivation

Package Affinity

Revenue
Forecasting

Traditional List
Sources

RFM Segmentation

Traditional Models

Standard Co-op
Targets

Universal
Messaging

Historical Averages

20-30% Reduction
in CTA

20% Liftin Net

Revenue

200% Increase in
Rate

10% Reduction in
CTA

50% Reduction in
CPDR

70.9% Likelihood to
Renew

More efficient
donor base
expansion

Replaces stagnant
segments

Long-term revenue
stability

Lower reactivation
costs

Personalized donor
preferences

Accurate 12-month
value models

CPDR = Cost Per Dollar Raised; CTA = Cost to Acquire; LTV = Lifetime Value
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Evaluation Checklist

[ ] No-Code Interface Can your non-technical team use the system and generate
predictions in minutes?

[ ] Actionable Output Does it provide "Next-Best Action" recommendations and directly
connect to third-party platforms?

] Lifecycle Coverage Does it support standard and custom acquisition, renewal,
sustainer, and lapsed models?

[ ] Silo-Free Integration Does it plug directly into your CRM and activation tools? (e.g.,
Salesforce, Blackbaud, HubSpot)

[l Explainability Can you understand and see the "why" behind every score for client and
business reporting?

[ ] Rapid Deployment Can you learn the system and launch Al-driven campaigns in
weeks, not months?

[] Continual Improvement Does the tool provide refreshed models and dynamic
predictions based on real-time changing donor behavior?
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About Squark Al (powered by Market Holdings)

Squark Al is an artificial intelligence platform purpose-built for nonprofit fundraising and
data-driven decision-making. The platform connects directly to an organization's existing
data systems and applies automated machine learning, predictive modeling, time-series
forecasting, natural language processing, and generative Al to forecast donor behavior and
recommend the next best actions to improve fundraising performance. Designed as a no-
code environment for fundraising teams, Squark translates complex analytics into clear
scores, forecasts, and recommendations that can be deployed across direct mail, digital,
and multichannel campaigns. In addition to the core application, Squark provides an API that
allows organizations and partners to embed its predictive intelligence directly into CRMs,
marketing systems, and operational workflows. Over the past seven years, Squark Al has
helped power fundraising strategies that have generated billions of dollars for some of the
world's largest and most mission-critical nonprofit organizations.

About Market Holdings

Market Holdings is a global group of companies focused on fundraising, marketing, media,
data solutions, and artificial intelligence for nonprofit and mission-driven organizations.
Through its portfolio of agencies and technology platforms—including Innovairre and Squark
Al—the company provides integrated services spanning strategy, analytics, creative
communications, digital marketing, print production, and donor engagement technologies.
Together, these organizations support hundreds of charities worldwide and help raise
billions of dollars annually for causes such as healthcare, climate initiatives, hunger relief,
and social services by combining data-driven marketing with advanced fundraising
technology.
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