
social impact that drives business results



It’s expensive, time consuming, & hard to stand 
out to get leads & sales meetings

of B2B site visitors don’t leave 
contact info  97%
of cold emails don’t get 
responded to     99%
touches on avg to get a sales 
meeting   8

 Avg # of meetings/mo booked 
by a BDR     7

Giv connects business 
people through social 

impact and authenticity 
and at a lower cost than 

traditional models.



Incremental Cost per Sales Meeting

Giv’s marketing platform is more efficient than 
using BDRs for cold outreach

Meeting Conversion Rate

Giv also results in positive brand recognition!  



Cause marketing combined with personalization 
gets buyer attention

● 77% of buyers are more likely to purchase from companies making a positive 
impact.

● Consumers are 91% likely to change to a brand that supports a good cause, with 
the same price and quality. 

● 90% of salespeople believe a personal or human connection with buyers is 
increasingly important in closing sales.

● Personalized CTAs on landing pages improve performance by 202%.

● Personalization increases marketing ROI by up to 30% & reduces CAC by up to 50%. 

Sources: Double the Donation.com, ProfileTree.com, McKinsey

http://donation.com
https://profiletree.com/cause-marketing-statistics-that-make-you-rethink/
https://www.integritysolutions.com/blog/personalization-in-sales/


Key Metrics

Leads

Opens

Responses

Meetings 

Show Up Rate

Giv combines personalized outreach with nonprofit 
donations to attract leads & schedule meetings 

● Extra incentivize for site visitors to leave info

● 2x - 6x the average response rate

● CTA nurtures leads, gets clicks, higher lead scores 

● Integrates w/ scheduling & marketing automation

● AI makes building personalized pages easy



Gifting as sales incentives has a huge ROI 

Metrics Results Metrics Results

ROI 200% Growth in sales pipeline 132%-400%

Increase in response rate 2x - 6x Increase in close rate 19% - 30%

More opportunities generated 447% Increase in cold lead response rates 212%

Shorter sales cycle 15%-20% Increase to meeting show up rates 15%

Reduction in labor costs 90% Event attendance rate 55-80%+

Hours saved per campaign 20 - 30+ Time to recognized ROI 2 Months

Sources: Sendoso, Alyce, ReachDesk, Postal 

Gifting includes donation gift cards, cash gift cards, and physical gifts

https://www.sendoso.com/
https://www.alyce.com/
https://reachdesk.com/
https://www.postal.com/


Personal donation offer, scheduling integrated

Click here 
for actual 

page or scan 
to view

https://we.giv.co/meet/sarah-robertson?d=200&ein=042774441


Donation offer for lead capture and nurture

Click here
for actual 

page or scan 
to view

https://we.giv.co/meet/sarah-robertson/american-cancer-society-1


 Drop your email to pick 
from 30k nonprofits

Want to help us donate to a 
charity of your choice?

Donation offer call to action on a website



Giv’s search directory and form can be 
embedded into any web page as a CTA



Subject Line: Our donation to [nonprofit] on your behalf
 
Hello [First Name],

For Breast Cancer Awareness Month, [Company] is supporting nonprofits 
to better connect with customers. We stand by offering the [describe 
value proposition/differentiators] at the best value by also showing we 
also care about good causes.  

We invite you to select a charity of your choice when you schedule with 
me. We will donate $xxx while you get a 20-minute exploration of our 
platform’s potential.

Warmest regards,
[Signature] 

P.S.  On the page at the link above, I left a personal note and suggested 
[nonprofit] but feel free to pick any cause.  

Outreach content that uses personalization &
urgency gets better engagement

● Fundraising campaigns > 50% higher 
open rates than sales on avg  

● Urgency increases open rates by as 
much as 76%

● Personalized CTAs get 42% higher 
conversion rates

● Using a P.S. intrigues the reader and 
increases conversions



Day 4: Short Form 
CTA

Day 7: Long Form  
Thought 

Leadership 

Day 10: Short Form 
CTA using Giv

Day 14: Long Form  
Thought 

Leadership 

Day 17: Short Form 
CTA

Day 21: Long Form 
Thought 

Leadership 

Day 24: Short Form 
CTA using Giv

Day 28: Long Form 
Thought 

Leadership 

Day 31: Short Form 
CTA using Giv

Day 35: Long Form 
Thought 

Leadership 

Day 45: Short Form 
CTA using Giv

Day 55: Long Form 
Thought 

Leadership 

Day 60: Short Form 
CTA using Giv

Add those with high 
engagement to 
weekly newsletter to 
continue nurture

Day 1: Long Form 
Thought 

Leadership

Lead captured with 
Giv

Giv’s call to action nurtures leads, proves 
engagement with emails, and reduces sales cycles

● Nominal donation offer CTAs used to engage leads
● Higher donation offer CTAs used in exchange for meetings



QR Code for event engagement and lead capture 

● Replace unwanted and wasteful conference swag with 
a displayed call to action and donation offer QR code 

● Capture leads who don’t spend time at your booth to 
get their badges scanned

● Thank event guests and speakers for attending with 
donations to causes they support



social impact that drives business results

Dan Locke, Founder & CEO
dan@giv.co

617-571-2020


