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Selecting a CRM

Selecting the right CRM (Customer Relationship Management) system is a critical decision for
any nonprofit. A well-chosen CRM serves as the backbone of your organization, managing
donor relationships, tracking contributions, and streamlining communications. The 2025 CRM
landscape has evolved significantly, with artificial intelligence transforming from experimental to
essential, and integrated all-in-one platforms increasingly dominating over fragmented tool

stacks.

Form a Selection Committee

Gather key stakeholders from different departments to ensure diverse perspectives are
considered. Your committee can include:

Executive leadership (Executive Director or CEO) for strategic alignment
Development/fundraising staff who will use the system daily

Program staff if tracking participants or outcomes

Finance/accounting for budget and financial integration needs

IT or technical staff (if available) for implementation and maintenance
Communications/marketing for email and campaign management

This committee will help identify needs, share research, and make an informed decision.

Determine Your Needs

Conduct a thorough assessment of your organization's specific requirements:

Basic Requirements:

Number of constituent records (current and projected 3 years out)

Types of constituents (donors, volunteers, program participants, members)
Number of users who need access and their roles

Data hosting preferences (cloud-based is now standard)

Security and compliance requirements (GDPR, state privacy laws, SOC 2)

Functional Requirements:

Fundraising channels: Online donations, events, major gifts, grants, peer-to-peer,
direct mail, monthly giving

Communication needs: Email marketing, SMS, direct mail, donor portals

Volunteer management: Scheduling, tracking, reporting

Event management: Registration, ticketing, check-in, auction

Membership management: Renewals, benefits tracking, tiered memberships

Program tracking: Participant data, outcomes measurement, case management
Reporting requirements: Board reports, funder reports, campaign analytics, forecasting



Technical Requirements:

Integration needs (accounting software, email platforms, payment processors)
Mobile access requirements for staff and donors

Customization needs (custom fields, workflows, automations)

APl access or integrations

Data migration complexity from current systems

Training and support requirements

User friendliness

Transferability

Scalability

Resource Constraints:

Total budget (implementation + 3-year subscription costs)
Staff technical capacity

Implementation timeline

Ongoing administrative capacity

Research Solutions
Create a shortlist of CRM options by:
Internal Research:

e Asking committee members for suggestions based on their experience
e Surveying staff about pain points with current systems
e Documenting specific workflows that must be supported

External Research:

e Conducting online searches and reading comparison reviews

e Seeking recommendations from other nonprofits of similar size and mission
e Consulting with nonprofit technology consultants

e Leveraging Al to help analyze your position

Key Consideration: In 2025, the industry has shifted toward all-in-one integrated platforms
rather than separate best-of-breed tools. 54% of nonprofits now use integrated platforms,
reflecting genuine improvements in unified solutions. For most organizations (especially those
with budgets under $5M), an all-in-one platform will be the right choice.

Ask Key Questions

When meeting with vendors, pose these critical questions:



What features are included out-of-the-box, and which cost extra?
What are the total annual costs, including hidden fees?

How will the CRM scale with our growth?

What does the onboarding process look like?

What training and support options are available?

How does the system ensure data security and compliance?
Can we get a single view of our supporters across all interactions?
How does it integrate with online giving platforms?

What reporting and analytics capabilities are offered?

How user-friendly is the interface for our staff?

How does it integrate with email marketing platforms?



Understanding Your Tech Stack: CRM vs. Donation
Platform vs. Email Marketing

A successful nonprofit tech stack in 2025 requires understanding the distinct roles of three core
tools: CRM systems serve as your central database for relationships, donation platforms handle

financial transactions, and email marketing platforms manage mass communications.

The 2025 Reality: The traditional boundaries between these categories have blurred
significantly. 54% of nonprofits now use all-in-one integrated platforms rather than separate
tools, reflecting genuine improvements in unified solutions. Many platforms that started as
"donation platforms" now include full CRM capabilities, and CRMs increasingly include built-in
payment processing.

Traditional Distinctions

Feature/Tool CRM Donation Platform Email Marketing
Platform
Primary Manage relationships, track | Process and manage | Send mass
Purpose interactions, store contact donations, handle communications, track
data transactions engagement
Core » Contact management * Payment * Email campaign
Functions * Interaction history processing creation
* Reporting/analytics * Donation forms * List management
» Task management * Receipt generation | ¢« Open/click tracking
* Donor tracking * Recurring giving * A/B testing
» Campaign tracking | ¢« Automation
sequences
Data Focus Comprehensive constituent | Transaction and Subscriber behavior
data and relationships donor financial data | and engagement
metrics
Integration Often serves as central Needs to connect Should connect with
Needs hub, connecting to other with CRM for donor | CRM for contact sync
platforms data sync
Examples Salesforce, HubSpot DonorBox, Stripe, Brevo, Active Pieces,
PayPal Giving Mailersend




Cost

fee OR built into
all-in-one platform

The All-in-One Reality (Best for Most Nonprofits in 2025)

Many platforms now combine all three functions into integrated solutions:

Comprehensive All-in-One Platforms:

Bloomerang: CRM + donation processing + email marketing

Givebutter: Donation platform + CRM + email marketing + fundraising tools
Neon CRM: CRM + donation processing + email + events + memberships
CharityEngine: CRM + payment processing + email + all fundraising tools
Virtuous: CRM + donations + email + Al-powered responsive fundraising
Keela: CRM + donations + email + Al features

When to Choose All-in-One:

Small to mid-size organization (under $5M budget)

Limited staff wearing multiple hats

Budget constraints (30-50% typical savings vs. multiple subscriptions)
Data integration problems with current fragmented systems

Scaling rapidly and need consistent infrastructure

Limited technical expertise

When to Choose Separate Tools:

Highly specialized needs in one area (e.g., complex event auction management)

Already heavily invested in one system

Large organization ($10M+ budget) with dedicated staff for each system
IT resources to manage integrations

Best-of-breed strategy with strong preference for specific tools

Trade-off Summary:

All-in-One Advantages:

Single source of truth for all data

30-50% cost savings over multiple subscriptions
Simpler workflows with one system to learn
Real-time insights across all functions

One vendor relationship and support team
Faster implementation

Usually monthly/annual fee | Often percentage of | Typically based on
Structure based on contacts/users donations + monthly | subscriber count




All-in-One Drawbacks:

Potentially less feature depth than specialized tools

Harder to switch vendors if one component doesn't work
Features may be "good enough" but not "best in class"

Risk concentration if platform has issues

Acquisition risk (vendor gets acquired and sunsets products)

For 80% of nonprofits, an all-in-one platform is the right choice in 2025.



Automation and Integration Requirements

In 2025, seamless data flow between systems isn't optional—it's essential for efficiency and
accuracy. Understanding automation and integration capabilities should be a core part of your
CRM evaluation process.

Why Automation Matters
The Manual Work Problem:

Average nonprofit staff spends 23 hours per week on administrative tasks
Manual data entry errors occur in 1-4% of records (higher with volunteer support)
Duplicate data entry across systems wastes 30-40% of administrative time
Export/import workflows delay reporting by days or weeks

Staff turnover means lost institutional knowledge of manual processes

The Automation Solution:

Reduces administrative time by 30-60%

Eliminates human error in data transfer

Enables real-time reporting and decision-making
Frees staff for relationship-building and mission work
Creates consistent, documented workflows

Types of Automation to Evaluate
1. Internal Workflow Automation (Within the CRM)
Donor Journey Automation:

New donor receives welcome email within 1 hour

Lapsed donor receives re-engagement campaign after 90 days
Major qift prospect triggers assigned tasks for development officer
Recurring donor receives anniversary recognition automatically
Event attendee receives post-event survey 2 days later

Task and Assignment Automation:

Donations over $1,000 auto-assign follow-up call task
Volunteer completes orientation — approved for shift sign-ups
Grant application submitted — triggers review workflow
Donor email bounces — task created to update contact info
Pledge payment becomes overdue — reminder task assigned

Communication Automation:



Thank-you email sent immediately upon donation
Receipt generated and emailed automatically
Birthday/anniversary emails sent on schedule
Drip email campaigns triggered by actions

SMS reminders for event attendance

Data Management Automation:

Duplicate detection and auto-merging

Data enrichment from third-party sources

Field calculations (e.g., total lifetime giving auto-updates)

List segmentation updates automatically

Data validation on entry (e.g., properly formatted phone numbers)

Questions to Ask:

How many automation "flows" or "workflows" can | create?

Is there a visual workflow builder or does it require coding?

Can | trigger actions based on inaction (e.g., donor hasn't given in 90 days)?
Can | set up time-based delays in workflows (send email 3 days after action)?
Can | A/B test automated emails?

2. Integration Automation (Between Systems)
Accounting System Integration (Critical):

Donations flow automatically to QuickBooks/Xero
No manual export/import required

Eliminates duplicate data entry

Reduces month-end closing time

Ensures accurate financial reporting

Best Practice: Bidirectional sync so updates in either system reflect in both Red Flag: One-way
sync or no direct integration requiring manual CSV export/import

Email Marketing Integration:

Contact additions/updates sync automatically

Email engagement data (opens, clicks) flows back to CRM
Unsubscribes reflected in both systems immediately
Segmentation criteria updates trigger list updates
Campaign results visible in donor records

Payment Processor Integration:

e Online donations flow automatically to CRM



Recurring payments processed and recorded without manual intervention
Failed payments trigger notifications

Donor updates payment method — reflected immediately

Transaction fees calculated and recorded automatically

Other Potential Integrations:

Calendar sync: Outlook/Google Calendar <+~ CRM for meeting logging
Wealth screening: Automatic prospect screening on schedule

Social media: Facebook/Instagram fundraisers sync donations

Event platforms: If using external platform like Eventbrite

Volunteer management: If using separate volunteer system

Survey tools: SurveyMonkey, Typeform responses flow to CRM

3. External Automation Platforms

Zapier/Make (No-Code Automation):

Connect 3,000+ apps without programming

Create "Zaps" triggering actions across platforms

Example: Google Form submission — create CRM contact — send Slack notification
Typical cost: $20-50/month for nonprofit needs

Custom Development:

Direct API connections for unique needs
Requires developer or development firm
Typical cost: $5,000-25,000 per integration

Questions to Ask:

Does your CRM have pre-built Zapier/Make.com integrations?
What's your API rate limit (calls per day/hour)?

Is APl access included in base price or additional cost?

Do you provide webhooks for real-time event notifications?
Can | get a sandbox/test environment for integration testing?



2025 CRM Recommendations

Quick Reference: Best CRM by Organization Size

Organization

Best All-in-One Options

Best Specialized

Key Consideration

Budget CRM
Under $100K Givebutter, Little Green HubSpot (free tier) | Prioritize affordability +
Light, DonorDock ease of use
$100K - $500K Bloomerang, Little Green Keela, Balance features with
Light, Neon CRM DonorPerfect limited budget

Bonterra

Salesforce

$500K - $1M Bloomerang, Neon CRM, | Virtuous (if high Need advanced
Keela growth) automation
$1M - $5M Virtuous, Neon CRM, Salesforce NPSP Scale and
Bloomerang sophistication balance
$5M - $10M Salesforce, Virtuous, Bonterra Enterprise features,
Blackbaud dedicated admin
Over $10M Salesforce, Blackbaud, Custom build on Full enterprise +

customization

Complete Comparison Table (Updated 2025)

Nonprofit Cloud,
unlimited
customization

discount additional

CRM Key Features Pricing Model Website
HubSpot Contact 40% nonprofit discount https://www.hubspot.co
management, email | (Pro/Enterprise only; new m/nonprofits
marketing, customers)
automation, Breeze
Al
Salesforce Enterprise platform, | 10 free licenses + 80% https://www.salesforce.

com/nonprofit/




Airtable

Customizable
databases, project
management,
collaboration

50% nonprofit discount

($12/user/month Team plan)

https://support.airtable.
com/docs/nonprofit-an
d-educational-plans-fa

gs

Little Green | Donor Tiered: $45-140/month based https://www.littlegreenli
Light management, on records ght.com/pricing/
reporting, unlimited
users
Zoho Comprehensive %3 lakh credit (~$3,600) over 5 | https://www.zoho.com/

suite (55+ apps),
CRM, email, social

years

nonprofits/

Bloomerang

Donor retention
focus, engagement
scoring, Qgiv

From $125/month (1K
constituents)

https://bloomerang.co/

integration

Givebutter All-in-one: CRM, Free (with donor tips) or 3% https://givebutter.com/p
donations, email, fee; Plus $29/month ricing
events, P2P

Donorbox Online donations, Free Standard (2.95-3.95% https://donorbox.org/pri
recurring giving, fees); Pro $139/month cing
donor management

Neon One Comprehensive $99-409/month, unlimited https://neonone.com/
CRM, fundraising, records
memberships,
events

Keela Al-first fundraising, | From $125/month ($99 https://www.keela.co/

Smart Ask, donor
scoring

annually)




monday.com | Work management | 10 free Pro seats, 70% https://monday.com/no
adaptable to discount additional nprofits
donor/volunteer
tracking

Kindsight Fundraising Custom enterprise pricing https://kindsight.io/
intelligence, wealth
screening, Al
profiles

Blackbaud Enterprise Custom ($20K-100K+/year) https://www.blackbaud.
fundraising, com/
financial
management,
grants

Funraise Modern donation Tiered based on volume https://www.funraise.or
platform, CRM, g/
AppealAl

Bonterra Advocacy + Custom enterprise https://www.bonterrate
fundraising + ch.com/
programs via
acquisitions

Giveffect 10-in-1 platform From ~$99/month https://www.giveffect.co

eliminating
separate systems

m/




Al-Powered CRM Selection Interview

The most effective way to identify the right CRM for your organization is through a structured,
conversational needs assessment. The following CustomGPT can be used on any free
ChatGPT account.

How to Use This Interview Prompt

1. Click on the CustomGPT link or copy the complete prompt from the appendix
(everything in the box)

If using the prompt - paste it into ChatGPT, Gemini, or similar Al tool

Follow the conversational interview - answer questions one at a time

Receive personalized recommendations based on your specific needs

Save the results for your selection committee

A <

After the Interview
Once you complete the interview, you'll receive:

Specific platform recommendations (1-3 options)

Reasoning for each recommendation based on your responses
Cost estimates including implementation

Next steps and action items

Red flags and considerations specific to your situation

Save your results:

Copy the entire conversation to a document
Share with your selection committee

Use recommendations to narrow your shortlist
Reference during vendor demos

Tips for Best Results

1. Be honest and specific - The more detailed your answers, the better the
recommendations

Don't rush - Take time to think through each question

Involve others - Have key stakeholders answer questions together

Ask follow-up questions - The Al can clarify or dive deeper on any topic

Use it multiple times - Run the interview with different team members to compare
perspectives

Sl S


https://chatgpt.com/g/g-69080107a91c81918a18cae0fc6ba379-crm-matchmaker-for-nonprofits

Conclusion and Next Steps

Selecting a CRM is one of the most important technology decisions your nonprofit will make.
The right system enables better donor relationships, more efficient operations, and data-driven
decision-making that advances your mission.

Your CRM Selection Roadmap
Phase 1: Internal Assessment (1-2 weeks)

Form your selection committee

Complete the Al interview or answer assessment questions
Document your current challenges and desired outcomes
Establish your budget (3-year TCO)

Identify must-have features vs. nice-to-haves

Phase 2: Research and Shortlist (2-3 weeks)

Use this guide to narrow to 3-5 platforms

Review vendor websites and case studies

Check recent reviews (2024-2025) on G2, Capterra, Software Advice
Reach out to peer nonprofits using shortlisted platforms

Verify nonprofit discounts and pricing

Phase 3: Demos and Trials (3-4 weeks)

Schedule demos with top 3 vendors

Prepare questions from "Ask Key Questions" section
Test critical workflows during demos

Request free trials where available

Have multiple staff test platforms

Phase 4: Reference Checks and Final Evaluation (1-2 weeks)

Contact 2-3 references per finalist platform

Ask about implementation experience, ongoing support, hidden costs
Review contracts carefully (data ownership, termination terms, auto-renewal)
Calculate total 3-year cost for each option

Assess integration capabilities with your existing tools

Phase 5: Decision and Implementation (8-16 weeks)

Make final selection with selection committee
Negotiate contract terms
Plan data migration strategy



e Schedule implementation with realistic timeline
e Assign project manager and implementation team
e Communicate change to all staff



Appendix

The Complete Al Interview Prompt

None

You are an experienced nonprofit technology consultant
specializing in CRM selection. Your role is to conduct a
thorough, conversational needs assessment interview with a
nonprofit organization to understand their CRM requirements and
ultimately recommend appropriate solutions.

INTERVIEW OBJECTIVES:

- Understand the organization's context, challenges, and goals
- Identify technical requirements and constraints

- Determine budget and implementation capacity

- Prioritize must-have versus nice-to-have features

- Uncover deal-breakers and non-negotiables

- Gather sufficient information to make specific, actionable
recommendations

INTERVIEW APPROACH:

- Be warm, supportive, and jargon-free

- Ask one question at a time to avoid overwhelming the user
- Listen actively and adapt follow-up questions based on
responses

- Acknowledge pain points with empathy

- Probe for specifics when answers are vague

- Periodically summarize what you've learned to confirm
understanding

- Note patterns and potential red flags

- Progress from broad to specific questions

PHASE 1: INTRODUCTION AND CONTEXT (3-5 questions)
Start with: "Hi! I'm here to help you find the right CRM solution

for your nonprofit. To give you the best recommendations, I'll
ask questions about your organization, current situation, and



what you're hoping to accomplish. This should take about 10-15
minutes. Ready to get started?"

Then ask:

1. "First, tell me about your organization. What's your mission,
and what does your nonprofit do?"

2. "How large is your team? How many staff members do you have,
and how many would need to use a CRM system?"

3. "Roughly how many donors or supporters do you have in your
database currently?"

4. "What's your annual operating budget range?" [Provide ranges:
Under $100K, S100K-S$S500K, S$500K-S1M, S1M-S5M, S5M-S16M, Over
S10M]

PHASE 2: CURRENT STATE AND PAIN POINTS (4-6 questions)

5. "What tools or systems are you currently using to manage
donors and fundraising? This could be anything from spreadsheets
to a CRM to multiple tools.”

6. "What specifically isn't working well with your current setup?
What frustrates your team most?" [If vague, probe: "Can you give
me a specific example of something that takes too much time or
causes problems?"]

7. "What triggered your search for a new CRM? Why now?"

8. If they mention multiple tools: "Are these tools connected, or
do you have to manually move data between them?"

9. If they mention spreadsheets: "Who manages these spreadsheets,
and how much time do they spend on data entry and updates
weekly?"

PHASE 3: GOALS AND DESIRED OUTCOMES (3-4 questions)
10. "If you had a perfect CRM system in place six months from

now, what would be different? What would your team be able to do
that they can't do now?"



11. "What are your top 3 goals for new technology?" [Examples to
prompt if needed: Better donor retention? Saving staff time?
Growing online giving? Better reporting? Improving donor
communication?]

12. "How do you primarily raise funds?" [Probe for: Online
donations, special events, major donors, grants, peer-to-peer
fundraising, direct mail, monthly giving programs]

PHASE 4: BUDGET AND TECHNICAL CAPACITY (4-5 questions)

13. "Do you have a budget in mind for a new CRM? This would
include both the monthly/annual platform cost and any setup or
implementation costs." [If unsure, ask: "Are we talking hundreds
per month, thousands per month, or you're not sure yet?"]

14. "Do you have IT staff or someone technically savvy on your
team who could help with setup and troubleshooting?"

15. "How comfortable is your team with technology generally? Do
they adapt easily to new tools, or do new systems tend to cause
stress?"

16. "How much time does your team have available for
implementation and training? Are we talking weeks, months, or it
needs to be very quick?"

PHASE 5: SPECIFIC REQUIREMENTS (5-7 questions)

17. "Does your CRM need to process donations directly, or would
you connect it to a separate payment processor?"

18. "Do you run fundraising events? If so, how many per year, and
do you need features like ticketing and registration?”

19. "Do you manage volunteers? Would you want volunteer
management in the same system as your donor data?"

20. "What kind of reporting do you need? Who looks at reports,
and how often?" [Probe for: Board reports, funder reports,
campaign tracking, donor analytics]



21. "Are there any specific tools you absolutely need your CRM to
integrate with?" [Examples: QuickBooks, Mailchimp, your website,
anything else critical to your operations]

22. "Do you send email newsletters or campaigns? Would you want
that built into your CRM, or do you prefer a separate tool?"

23. "Do you have any compliance requirements or special security
needs?" [For example: GDPR if working internationally, healthcare
privacy if relevant to mission]

PHASE 6: PRIORITIZATION AND DEAL-BREAKERS (3-4 questions)

24. "Thinking about features, which of these are absolute
must-haves versus nice-to-haves?" [Present a checklist based on
their previous answers, for example:

- Payment processing: Must-have or nice-to-have?

- Email marketing: Must-have or nice-to-have?

- Event management: Must-have or nice-to-have?

- Volunteer management: Must-have or nice-to-have?]

25. "Are there any deal-breakers—things that would make you
absolutely not choose a system?" [Examples they might mention:
Too expensive, too complex, poor customer support, doesn't
integrate with X tool]

26. "What's more important to you: having all features in one
integrated platform, or choosing best-of-breed separate tools
even if it means managing multiple systems?"

27. "Is there anything else about your organization, your donors,
or your operations that would be important for choosing the right
CRM?"

PHASE 7: CONFIRMATION AND SUMMARY (2-3 questions)

28. "Let me make sure I've understood correctly..." [Summarize
key points: organization size, budget range, must-have features,
primary pain points, main fundraising channels] "Does that sound

right? Anything I'm missing or got wrong?"



29. "Based on everything we've discussed, are there any specific
concerns or questions you have about making this change?"

30. "Before I share recommendations, is there anything else you'd
like me to know?"

PHASE 8: RECOMMENDATIONS
After gathering all information, provide:
1. **Summary of their needs** - Brief recap of their situation

2. **Primary recommendation** - Specific platform(s) that fit
their profile

- Why this solution matches their needs

- Key features aligning with their requirements

- Realistic cost estimate (implementation + 3-year TCO)

- Implementation timeline

- Potential challenges to watch for

3. **Alternative options** - 1-2 other platforms to consider
- Trade-offs compared to primary recommendation

- When to choose each alternative

4. **Red flags to watch** - Based on their answers:

Budget concerns
Technical capacity gaps
Integration challenges

Timeline constraints

5. **Next steps** - Concrete actions they should take:
- Questions to ask vendors in demos
- Free trials to explore
- References to request
- Resources to review



6. **Follow-up questions** - Offer to clarify anything or dive
deeper

ADAPTIVE QUESTIONING RULES:

If they mention "limited budget" - Focus on cost-effective
solutions, ask about transaction fee tolerance, emphasize ROI

If they mention "small team" - Emphasize ease of use, training
resources, all-in-one solutions, time savings

If they mention "growing fast" - Focus on scalability,
flexibility, future-proofing

If they mention "complex fundraising" - Explore all channels in
detail, discuss advanced features needed

If they mention "data problems" - Dig into data migration needs,
cleaning requirements, integration pain

If they mention "previous bad experience" - Ask what went wrong,
what they'd do differently, what they need to avoid

If they mention "board pressure" - Understand reporting needs,
ROI demonstration, decision timeline

TONE GUIDELINES:

- Empathetic language: "I understand how frustrating that must
be"

- Supportive statements: "That's a common challenge many
nonprofits face"

- Clarifying questions: "Help me understand what you mean by..."
- Encouraging responses: "That's great that you're thinking
about..."
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Honest assessments: "Based on what you've shared, here's what
d honestly recommend..."
Jargon-free: Make technical terms simple when needed

RED FLAGS TO NOTE:

Watch for and gently address:

Unrealistic budget for stated needs

No champion or buy-in for change

Unrealistic timeline expectations

Current system chaos (suggesting need for data cleanup first)
Staff resistance to change

No clarity on requirements

Decision by committee with conflicting priorities

When you identify red flags, gently raise them: "One thing I want
to mention-based on what you've shared about [X], you might want
to consider [Y] before moving forward."

END GOAL:

Provide specific, actionable recommendations matching:

Organization size and complexity
Budget reality

Technical capacity

Fundraising channels

Must-have features

Timeline constraints

REFERENCE DATA FOR RECOMMENDATIONS:

Use the following verified 2025 information when making
recommendations:

SMALL NONPROFITS (Under $500K budget):



- Little Green Light: $45-140/month, unlimited users, best
affordability

Givebutter: Free with donor tips or 3% fee, all-in-one
Bloomerang Starter: $125/month, donor retention focus
DonorDock: $1208/month, unlimited records, very simple
Neon CRM Essentials: $99/month, unlimited records/users

MID-SIZE NONPROFITS (S$500K-S5M budget):

- Virtuous: $1,000+/month, comprehensive AI, responsive
fundraising

- Neon CRM Impact/Empower: $209-409/month, all-in-one scalable
- Keela: From $125/month, AI features including Smart Ask

- Bloomerang Plus/Pro: $300+/month, engagement scoring

- DonorPerfect: $150-400/month, established platform

LARGE NONPROFITS ($5M+ budget):

- Salesforce Nonprofit Cloud: 10 free licenses + 80% discount,
most powerful

- Blackbaud Raiser's Edge NXT: $20K-100K+/year, 70+ AI
capabilities

- Bonterra: Enterprise pricing, advocacy + fundraising

- Virtuous: Scales for larger organizations

AI CAPABILITIES BY PLATFORM:

- Tier 1 Leaders: Salesforce Agentforce, Blackbaud (76+
capabilities), Virtuous (comprehensive)

- Tier 2 Specialists: Keela (Smart Ask), Kindsight (prospect
intelligence), Funraise (AppealAI - free)

- Basic/None: Little Green Light, DonorDock, monday.com

NONPROFIT DISCOUNTS VERIFIED 2025:

- HubSpot: 40% (Professional/Enterprise only, new customers,
North America/Australia/NZ)

- Salesforce: 10 free licenses + 80% discount additional

- Airtable: 50% discount ($12/user/month Team plan, AI excluded)
- monday.com: 10 free Pro seats + 70% discount additional



- Zoho: %3 lakh credit (~$3,600) over 5 years

KEY INTEGRATION QUESTIONS:

- QuickBooks/Xero: Essential for most nonprofits

- Email marketing: Preferred built-in for small orgs

- Payment processing: Critical - built-in vs. Stripe/PayPal
- Zapier availability: Important for automation

RED FLAGS IN PLATFORMS:

- No data export capability or high egress fees

- API access only at highest tier

- Multi-year contracts with penalties

- Integration requires expensive consulting

- Vague pricing or "contact for quote"” with no ranges

Now, begin the interview with the introduction and first
question.
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