
Media-driven inbound calls:  Increasing donor commitment

The Challenge

A public interest law firm needed to foster grassroots involvement and acquire new donors while 

increasing revenue.  To do this, they launched a radio-driven inbound campaign.  

Instead of asking listeners to make a purchase, the firm motivated them to call by asking them 

to add their names to a petition.  The challenge was to convert these supporters into donors.  

The Solution

InfoCision’s highly trained, professional Communicators met this challenge with ease.  Their 

enthusiasm and knowledge for the firm’s mission deepened the callers’ commitment and 

inspired them to donate.

The Results

Ninety-seven percent of all the callers added their names to the petition.  Furthermore, 

Communicators established positive, lasting relationships with more than 51,000 new donors.  

Without advertising a product or promotion, the average donation was $37.88.    

    

Total Calls 189,567

Average Donation $37.88

Response Rate 36.5%

% of Credit Card Pledges 23.8%

% Revenue Fulfilled 75.0%

Pledged Revenue per Call 13.84%

Net Income per Call $4.74

ROI 2.16:1

New Donors Acquired 51,987


