
	  
	  
 Think ‘Lifetime Value’ – Part 1  
 
“Unless you believe you’ll find the cure/right the wrong/feed every child with your next 
appeal it’s unethical not to focus on lifetime value.” Charlie Hulme 

That quote got me thinking about two aspects of the term “Lifetime Value” (LTV). First, LTV 
can refer to making sure our nonprofit’s material has a view of the long-term. Certainly, 
tension exists between the immediate PROJECT NEED and the important MISSION MESSAGE. 
However, we must underscore the future benefit of supporting of our nonprofit today.  

Second, LTV could be defined as... a volunteer’s or donor’s value is more than his or her one-time or 
annual contribution. In this 1Minute series, we will explore LTV from several angles beginning 
with, “What metrics/numbers should we track to help us understand LTV?”  
 
We would all agree that a strong relationship built through multiple, positive connections 
increases commitment, which increases revenue. While it is more beneficial to devote time 
and money to improving volunteer and donor retention than calculating it, organizations of 
any size will benefit from taking stock periodically. Your executive, board and staff should 
know the numbers, log them consistently, and put plans in place to improve them. 
 
Here are some metrics suggestions: 
 

1. Number of donors who donated within the last 12 months (sum 1a + 1b, below) 

a. Number of donors who gave their first donation  

b. Number of donors who had given before 

2. Number of donors who donated in the previous 12 month period 

3. Donor attrition rate (This is defined as the percentage of donors that stop giving each 
year. Calculate that by taking #2 minus 1b divided by #2. You can find attrition rate for 
previous years using the same formula.) 

4. Number of prospects   

5. Average Annual Donation (All donations in a 12 month period divided by total donors)  

Next time, we will look at monetizing the value of donors and volunteers. 

Sincerely, 

 
Blake Conover, President 


