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Executive Summary

The next frontier in fundraising is not generic personalization. It is 
predictive personalization.

For years, many nonprofits have personalized donor communications by name, channel, 
campaign type, or broad segment. That approach is better than one-size-fits-all 
fundraising, but it is still limited. It often personalizes language without personalizing 
decision logic. It changes the message, but not the underlying treatment strategy.

The nonprofit sector is moving toward a more advanced future. Donor engagement, 
segmentation, and practical implementation remain top priorities. Organizations want real 
workflows, not conceptual possibility. That is exactly why the donor journey matters.

The donor journey is where fundraising outcomes are won or lost: acquisition, second 
gift, retention, upgrade, sustainer conversion, reactivation, and long-term value 
development. A predictive donor journey approach uses AI to determine not just what to 
say, but when to say it, through which channel, at what cadence, with what offer, and to 
whom.

 

Why Traditional Personalization Falls 
Short
Most fundraising personalization remains campaign-centric. It is organized around 
organizational calendars, internal segments, and communication plans rather than around
each donor’s probable next move.

That model creates friction. Some donors receive too many touches. Others receive the 
wrong channel. Some are asked to upgrade before they are ready. Others drift toward 
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lapse because nobody intervenes at the right time. Teams personalize messages while 
still making static decisions upstream.

Predictive personalization changes that by moving from broad assumptions to 
modeled probabilities.

 

A Predictive Journey Model
A predictive donor journey asks a sequence of smarter questions at each stage.

At acquisition:

Who is most likely to become a donor, through what channel, and at what 
acquisition cost?

At early retention:

Who is most likely to make a second gift, and what cadence or offer raises that 
likelihood?

At upgrade:

Which donors are ready for a higher ask, recurring giving, or deeper cultivation?

At risk:
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Who is showing signs of churn or fatigue, and what intervention is most likely to 
prevent lapse?

At reactivation:

When is re-give likelihood strongest, which message or premium fits best, and 
which names should be suppressed to protect ROI?

This model helps organizations stop treating all donors within a segment as 
interchangeable. It replaces static journeys with adaptive ones.

 

Personalization Must Also Respect the 
Donor

The most important insight here is that better personalization is not just 
a revenue strategy. It is a respect strategy.

Donors do not experience fundraising as a dashboard. They experience it as timing, 
relevance, repetition, recognition, and trust. A human-centered donor journey should 
therefore include frequency limits, fatigue modeling, clear suppression logic, and 
thoughtful use of data.

That is one reason the growing emphasis on governance and trust is so important. 
Predictive personalization only works long term when donors are treated as people, not 
targets.
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From Segmentation to Orchestration
For many organizations, the real leap is moving beyond segmentation into orchestration.

Segmentation groups donors. Orchestration directs action across the journey. It connects
predictive insight to channel activation, creative decisions, suppression, follow-up, and 
timing. In a resource-constrained environment, that ability is what makes personalization 
scalable.

The organizations that master this will not simply communicate better. They will design 
donor experiences that are more relevant, less wasteful, and more likely to deepen 
lifetime value.

 

Where Squark Fits
Squark’s Platform Alignment

Squark is well positioned to anchor this narrative because its product promise 
extends beyond scoring into donor-first orchestration. The company describes 
predicting response, value, timing, and channel; serving next-best 
recommendations across mail, email, social, and SMS; respecting cadence and 
fatigue; and supporting lapsed donor re-engagement with modeled timing, offer 
selection, and suppression rules. That makes Squark’s value proposition a natural fit
for a predictive donor journey white paper rather than a generic AI-personalization 
story.
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Conclusion
The future of donor engagement will not be defined by who writes the most personalized 
copy. It will be defined by who builds the most intelligent journey.

Predictive personalization is the shift from message customization to 
decision intelligence. For modern fundraising teams, that is where scale 
and relevance finally meet.
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About Squark AI (powered by Market Holdings)
Squark AI 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 AI 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 AI 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 AI—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.

www.squark.ai
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