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REACH OUT AND READ COLORADO INCREASES 
DONATIONS WITH PERSONALIZED MAIL 

VERTICAL MARKET:   Non-Profit 

BUSINESS APPLICATION: Direct Marketing/Direct Order 

BUSINESS OBJECTIVES 
Reach Out and Read Colorado prepares the state’s youngest children to 

succeed in school by partnering with doctors to prescribe books and 

encourage families to read together. Children served by Reach Out and 

Read Colorado enter kindergarten with larger vocabularies, stronger 

language skills, and a three- to six-month developmental edge. In 2015, 

90,000 Colorado children will receive more than 165,000 books as a result of 

the organization’s efforts.  

To continue to support its mission, Reach Out and Read Colorado needed a 

direct marketing campaign that would help them accomplish the following: 

� Increase participation from their current donor base 

� Increase gift amounts from past donors 

� Improve efficiencies in their fundraising process 

RESULTS 
Introducing relevant, personalized content for the 2014 year end appeal had 

a profound effect. Specifically the following results were achieved: 

� Donors increased giving by 44.3% over the prior year 

� Total December giving was increased by 40% over the prior year 

� The campaign achieved a direct monetary ROI of 200% 

CAMPAIGN ARCHITECTURE 
Reach Out and Read Colorado’s service provider, Solution Link, developed 

a strategy to increase the level of relevant personalization to create a more 

meaningful, one-to-one dialogue with donors.  

An 8.5” x 14” year-end appeal letter was crafted with a personalized 

donation ask. While the content for the body of the letter was static, it was 

developed and presented by a physician who endorses the Reach Out and 
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Read program. The theme of the static content was 

“investing in a prescription for literacy that works.” The 

layout was interspersed with relevant, engaging images 

of children reading books. 

TARGET AUDIEN CE & MESSAGING 
The list for this campaign consisted of: 

� Active donors (individuals who had made a contribution 

to Reach Out and Read Colorado in 2013 or 2014) 

� Lapsed donors (individuals who had not given anything 

to the organization since 2012) 

CREATIVE 
The template for the personalized appeal was created by 

Reach Out and Read Colorado’s service provider taking 

care to adhere to best practices, which keep the donor 

engaged and present a logical approach for the donation 

transaction. 

 

  

Personalized postscript including 
donor’s name, amount of donor’s last 
contribution, and the number of books 
that were purchased with that gift. 

Suggested donation amounts varied 
based on previous gift. Options were 
given to duplicate the previous gift, 
increase the donation by 20% and 
increase by 50%. An “other” category 
was also included to encourage any 
donation amount. 
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REASONS FOR SUCCESS 
Reach Out and Read Colorado’s success clearly illustrates the influence of 

personalization in marketing. Best practices learned from this campaign are: 

� Make it relevant. By including messaging with donor statistics from a 

previous campaign, including gift size and how the gift was used, 

Reach Out and Read Colorado made a significant improvement in 

making their communications more meaningful for their donor base. 

� Build an on-going relationship with donors. Relevant personalization 

in this appeal helped strengthen the relationship with donors. 

C L I E N T  Reach Out and Read Colorado 

http://reachoutandreadco.org/  

Reach Out and Read Colorado prepares Colorado’s youngest 

children to succeed in school by partnering with doctors to 

prescribe books and encourage families to read together. By 

building on the unique relationship between parents and 

medical providers, Reach Out and Read helps families and 

communities encourage early literacy skills so children enter 

school prepared for success. 

S E R V I C E  

P R O V I D E R  

Solution Link 

http://www.solutionlinkims.com/  

Solution Link Integrated Marketing Services works with 

institutions of all sizes and helps increase participation and 

revenue with their audience by combining innovative strategies 

with strong execution and effective creativity. Solution Link 

works with clients to determine efficient and effective methods 

to reconnect with donors and find out what's relevant to them, 

to generate interactive conversations that lead to audience 

engagement and ultimately giving.  
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D I S T R I B U T I O N  1,250 letters 
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