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Shrinking donor base



% share of Americans who donated

WHY CONSIDER AUTOMATION?
Fundraising is getting harder

2000 - 66.2%       ⅔
2018 - 49.6%       ½ 

ALL SOCIO-DEMOGRAPHIC GROUPS

https://scholarworks.iupui.edu/bitstream/handle/18
05/26290/giving-environment210727.pdf

Most of the 
decline occurred 
AFTER the 
Great Recession 
(2007-2009)

https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf
https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf
https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf
https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf


Average $ amount Americans gave

WHY CONSIDER AUTOMATION?
Fundraising is getting harder

  2000 - $1,790       
  2018 - $1,280  

ALL SOCIO-DEMOGRAPHIC GROUPS

- 75%

2000 - 66.2%       ⅔
2018 - 49.6%       ½ 

% share of Americans who donated

Most of the 
decline occurred 
AFTER the 
Great Recession 
(2007-2009)

https://scholarworks.iupui.edu/bitstream/handle/18
05/26290/giving-environment210727.pdf

https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf
https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf
https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf
https://scholarworks.iupui.edu/bitstream/handle/1805/26290/giving-environment210727.pdf


Shrinking donor base

http://eyeonhousing.org/2019/01/u-s-population-growth-persists-but-growth-rate-slows/

Population 
increasing
+.6 to 1% 
per year  

http://eyeonhousing.org/2019/01/u-s-population-growth-persists-but-growth-rate-slows/


Shrinking donor base

+65 population increasing too



Shrinking donor base

Historically low 
unemployment 

Economy WAS on-track

# of people giving 
to charity declining



Shrinking donor base

WHY?



Shrinking donor base

https://news.gallup.com/poll/1690/Religion.aspx?g_source=link_newsv9&g_campaign=item_248837&g_medium=copy

Percent in U.S. stating they have no religion by year
“The more important religion is to a   
  person, the more likely that person 
  is to give to a charity of any kind.”

The Connected To 
Give Report Series
A National Study of 
American Religious 
Giving
http://jumpstartlabs.org/offering/research-reports/
connected-to-give/

https://news.gallup.com/poll/1690/Religion.aspx?g_source=link_newsv9&g_campaign=item_248837&g_medium=copy
http://jumpstartlabs.org/offering/research-reports/connected-to-give/
http://jumpstartlabs.org/offering/research-reports/connected-to-give/


Shrinking donor base



Shrinking donor base



Shrinking donor base



Shrinking donor base



Shrinking donor base

“Only 10% were 
optimistic in their trust 
improving over time.”

https://www.give.org/donortrust

https://www.give.org/donortrust


Shrinking donor base

-23% 
drop among 
‘informed 

public’ 
in the USA

-9% 
drop 

in trust 
in 2018 

in the USA 

Non-Government Organizations

https://www.edelman.com/sites/g/files/aatuss191/files/2018-10/2018_E
delman_Trust_Barometer_Global_Report_FEB.pdf

https://www.edelman.com/sites/g/files/aatuss191/files/2018-10/2018_Edelman_Trust_Barometer_Global_Report_FEB.pdf
https://www.edelman.com/sites/g/files/aatuss191/files/2018-10/2018_Edelman_Trust_Barometer_Global_Report_FEB.pdf


Non-Government Organizations

2022
“NGOs score higher 

than government 
and media, and 

slightly below 
business.”



Reason 4: Why donors are disappearing

Trust in nonprofits
is “down a statistically significant three percentage points 
from a 2020 benchmark study”

“Trust in philanthropy, whether corporate philanthropy, 
private foundations or philanthropic efforts from 
high-net-worth individuals slipped from 36% to 34% 
during the same period.”

https://www.thenonprofittimes.com/npt_articles/mistrust-of-n
pos-up-reflecting-overall-views-of-american-institutions/

https://independentsector.org/wp-content/uplo
ads/2020/06/Trust-in-Civil-Society-62420.pdf

https://www.thenonprofittimes.com/npt_articles/mistrust-of-npos-up-reflecting-overall-views-of-american-institutions/
https://www.thenonprofittimes.com/npt_articles/mistrust-of-npos-up-reflecting-overall-views-of-american-institutions/
https://independentsector.org/wp-content/uploads/2020/06/Trust-in-Civil-Society-62420.pdf
https://independentsector.org/wp-content/uploads/2020/06/Trust-in-Civil-Society-62420.pdf


Competition 
keeps increasing

721,456 1.56 million

# of U.S. public charities 501(c)(3)

https://nccs.urban.org/publication/nonprofit-sector-brief-2018#the-nonprofit-sector-in-brief-2018-public-charites-giving-and-volunteering

https://nccs.urban.org/publication/nonprofit-sector-brief-2018#the-nonprofit-sector-in-brief-2018-public-charites-giving-and-volunteering


Yet giving 
keeps growing?

$ given to charity rising # of people giving to charity declining

Giving USA 2021

$485 
billion

Giving USA

Source: Giving USA Foundation/Indiana University Lilly Family School of Philanthropy





www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

$274                      $316                      $298                      $354                      $408

$316.17

$384.29
Average Donation Amount 

http://www.fundraisingreportcard.com/benchmarks


www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

69.47%

45%

http://www.fundraisingreportcard.com/benchmarks


Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

www.fundraisingreportcard.com/benchmarks

39.52%
35.20%

http://www.fundraisingreportcard.com/benchmarks


www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

http://www.fundraisingreportcard.com/benchmarks


www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

27.66%

19.6%

http://www.fundraisingreportcard.com/benchmarks


www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

45%

35.5%

http://www.fundraisingreportcard.com/benchmarks


www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

57.25% 55.97%

http://www.fundraisingreportcard.com/benchmarks


Poor retention 
and LTV

www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

http://www.fundraisingreportcard.com/benchmarks


www.fundraisingreportcard.com/benchmarks

Daily analysis of $77+ billion in charitable 
giving
using data from 8,500+ organizations

Poor retention 
and LTV

VS.

www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

January 2023 Data 

September 2020 Data 

18.67%

23.24%

http://www.fundraisingreportcard.com/benchmarks
http://www.fundraisingreportcard.com/benchmarks


VS.

www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

January 2023 Data

September 2020 Data 

37.48%

39.33%

http://www.fundraisingreportcard.com/benchmarks


www.fundraisingreportcard.com/benchmarks

Under $100 donors Over $5,000 donors

January 2023 Data 

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

LOW-DOLLAR VS. HIGH DOLLAR DONORS

http://www.fundraisingreportcard.com/benchmarks


but make up only 5.07% of 
all donation revenue $

but make up 74.07% (3/4) 
of all donation revenue $

80/20 rule is now 

= 75.8% of an org’s donor base= .74% of an org’s donor base 
Donors giving under $100Donors giving over $5,000

76/.74

www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

January 2023 Data 

http://www.fundraisingreportcard.com/benchmarks


QUICK 
POLL

#1
Compared to 5 years ago, do you feel fewer 
people are donating?
• Absolutely
• Definitely not
• Not sure



80/20 rule is now 

Populist fundraising?

www.fundraisingreportcard.com/benchmarks

Daily analysis of $129 billion in charitable giving
using data from 15,000+ organizations

January 2023 Data 

76/.74

http://www.fundraisingreportcard.com/benchmarks


80/20 rule is now 76/.74



80/20 rule is now 76/.74

Dr. Russell James, J.D., Ph.D., CFP®



WHY?



Old channels

Channels fragmenting



Old channels New channels

Channels fragmenting



Donor 
preferences changing

https://afpglobal.org/news/interview-penelope-burk-how-are-major-donors-changing-today

Surveyed 3,000 
bequest donors

“Do you have a 
planned-gift officer?”

Only 18% said, “YES”

The majority said,
“They give me  
  everything I need,  
  but I don’t need 
  much from them.”

Donor 
self-sufficiency 
is growing

https://afpglobal.org/news/interview-penelope-burk-how-are-major-donors-changing-today


Donor 
preferences changing

https://afpglobal.org/news/interview-penelope-burk-how-are-major-donors-changing-today

Donor 
self-sufficiency 
is growing

The ‘four selfs’ 
  Self-qualify

  Self-educate

  Self-involve

  Self-solicit 

       The ‘four’ 
  Allow opt-in / ask for permission

  Make information accessible

  Enable immersive engagement

  Support self-actuation / fulfillment

https://afpglobal.org/news/interview-penelope-burk-how-are-major-donors-changing-today
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Donor 
preferences changing



Less people giving

Fraction of donor 
base making up 

majority of revenue

Competition increasing

Trust declining

Channels fragmenting

Preferences changing



Elizabeth Boris
Chair of the Growth in Giving Initiative 

“Giving is increasing because of larger gifts from richer donors. 

Smaller and mid-level donors are slowly but surely disappearing— 
across the board among all organizations.”



Brian Lauterbach, ACFRE
Vice President of Programs & Collective Impact

Nonprofit organizations in the United States are now being challenged
by major political, demographic, economic, and technological factors 
outside of their control, and most organizations find themselves 

flat-footed, unable to easily adapt.”

“



QUICK 
POLL

#2
Do you believe fundraising climate change 
is real?
• Yes
• No
• Maybe



WHAT SHOULD WE DO?

MORE?



FED UP!

Donor 
preferences changing



VALUE
SELF-

NAVIGATE

FAIRNESS

CONTROL

RESPECT

OPT-IN & 
OPT-OUT

ASKED FOR 
PERMISSION

CONVENIENCE

Donor 
preferences changing



VALUE
WE’RE 
READY!

Donor 
preferences changing



“Hounding a donor for attention or 
action before they’re ready will only 
annoy them and burn your bridges.”

Greg Warner
CEO & Founder

Donor 
preferences changing



WINNERS VS. LOSERS

TECHNOLOGY



One in five small private 
colleges in the nation is 
under ‘fundamental stress’."

WINNERS VS. LOSERS

https://www.educationdive.com/news/tracker-college-and-university-closings-and-consolidation/539961/

According to Moody’s credit rating agency 

“

A quarter of private 
colleges are in the red.” 

“

https://www.insidehighered.com/quicktakes/2018/07/
25/moodys-private-college-closures-11-year

https://www.educationdive.com/news/tracker-college-and-university-closings-and-consolidation/539961/
https://www.insidehighered.com/quicktakes/2018/07/25/moodys-private-college-closures-11-year
https://www.insidehighered.com/quicktakes/2018/07/25/moodys-private-college-closures-11-year


TECHNOLOGY

WINNERS VS. LOSERSWINNERS 



TECHNOLOGY

WINNERS VS. LOSERSWINNERS 

DONORS





WHAT YOU CAN DO ABOUT IT

TRADITIONAL 
INTERRUPTIVE,

TRANSACTIONAL,
ARMS-LENGTH APPROACH 

FOCUSED ON ASKING FOR SMALL GIFTS 
TO BE MADE MOSTLY IMPULSIVELY BY DONORS



WHAT YOU CAN DO ABOUT IT

3 STRATEGIES FOR SUCCESS

A CONTEMPORARY,
TECHNOLOGY-ENABLED,

COMPASSIONATE APPROACH 
THAT HELPS SUPPORTERS SELF-NAVIGATE 

THE DECISION-MAKING PROCESS
FOR HIGHLY-CONSIDERED 

(NOT TRANSACTIONAL) DECISIONS 



WHAT YOU CAN DO ABOUT IT

3 STRATEGIES FOR SUCCESS

VALUE
SELF-

NAVIGATE

FAIRNESS

CONTROL

RESPECT

OPT-IN & 
OPT-OUT

GRANT 
PERMISSION

CONVENIENCE



WHAT YOU CAN DO ABOUT IT



WHAT YOU CAN DO ABOUT IT3
strategies

1

$  76%   of your revenue

$

?%  

?%  

FOCUS ON THE 80/20 OR 76/.74 



WHAT YOU CAN DO ABOUT IT3
strategies

Find new major donors 
at low cost

Referrals

FOCUS ON THE 80/20 OR 76/.74 1

Board meeting packets



WHAT YOU CAN DO ABOUT IT3
strategies

Find new major donors
at low cost

Referrals

1

VolunteersVolunteers

WHAT YOU CAN DO ABOUT IT

FOCUS ON THE 80/20 OR 76/.74 



WHAT YOU CAN DO ABOUT IT3
strategies

1

Volunteers

Find new major donors
at low cost

Referrals

Volunteers

Social media
https://www.bwf.com/bwf/digital-major-gift-lead-generation/

Cost only $900 
43 new major 

donor prospects 
signed up for a 

newsletter

WHAT YOU CAN DO ABOUT IT

FOCUS ON THE 80/20 OR 76/.74 

https://www.bwf.com/bwf/digital-major-gift-lead-generation/


WHAT YOU CAN DO ABOUT IT3
strategies

SUPPORT YOUR SUPPORTERS2
AND THEY’LL SUPPORT YOUR MISSION

UNDERSTAND
WHO THEY ARE
WHY THEY CARE
& WHERE THEY ARE 
IN THEIR CONSIDERATION PROCESS

WHAT YOU CAN DO ABOUT IT



FOCUS MORE 
ON THEM AND THEIR NEEDS

FOCUS LESS 
ON YOUR PROCESS

WHAT YOU CAN DO ABOUT IT3
strategies

2 SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

WHAT YOU CAN DO ABOUT IT



WHAT YOU CAN DO ABOUT IT3
strategies

2 SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

WHAT YOU CAN DO ABOUT IT



WHAT YOU CAN DO ABOUT IT3
strategies

2 SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

WHAT YOU CAN DO ABOUT IT



WHAT YOU CAN DO ABOUT IT3
strategies

BUILD TRUST
BY DELIVERING

VALUE

2 SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

WHAT YOU CAN DO ABOUT IT



WHAT YOU CAN DO ABOUT IT3
strategies

HELP THEM
✔ Build trust in you
✔ Think about their lives
✔ Contemplate their own heroism
✔ See others finding joy from giving
✔ Socialize with like-minded people
✔ Etc.

2 SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

WHAT YOU CAN DO ABOUT IT

BUILD TRUST
BY DELIVERING

VALUE



WHAT YOU CAN DO ABOUT IT3
strategies

LEARN ABOUT THEM
✔ Why do they care?
✔ Who inspired them to care?
✔ What are their interests?
✔ What are their needs?
✔ Etc.

2 SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

WHAT YOU CAN DO ABOUT IT

BUILD TRUST
BY DELIVERING

VALUE



WHAT YOU CAN DO ABOUT IT3
strategies

DONOR SURVEYS

https://imarketsmart.com/resources/reports/the-ultimate-how-to-guide-for-conducting-nonprofit-donor-surveys/

2

TECHNOLOGY
for donor discovery,
qualification & prioritization

SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

WHAT YOU CAN DO ABOUT IT

https://imarketsmart.com/resources/reports/the-ultimate-how-to-guide-for-conducting-nonprofit-donor-surveys/


SUPPORT YOUR SUPPORTERS
AND THEY’LL SUPPORT YOUR MISSION

TECHNOLOGY

WHAT YOU CAN DO ABOUT IT3
strategies

2

VIP MICROSITES

for donor self-involvement

WHAT YOU CAN DO ABOUT IT



AND YOUR DONORS WILL 
SUPPORT YOUR MISSION

SUPPORT YOUR DONORS 

WHAT YOU CAN DO ABOUT IT3
strategies

MONITOR DIGITAL 
BODY LANGUAGE WE’RE 

READY!

2



3

WHAT YOU CAN DO ABOUT IT3
strategies WHAT YOU CAN DO ABOUT IT

THE LAW OF RECIPROCITY IS POWERFUL
GIVE TO YOUR GIVERS



WHAT YOU CAN DO ABOUT IT3
strategies

3
THE LAW OF RECIPROCITY IS POWERFUL
GIVE TO YOUR GIVERS

WHAT YOU CAN DO ABOUT IT



WHAT YOU CAN DO ABOUT IT3
strategies

3

WHAT YOU CAN DO ABOUT IT

THE LAW OF RECIPROCITY IS POWERFUL
GIVE TO YOUR GIVERS



THE LAW OF RECIPROCITY IS POWERFUL
GIVE TO YOUR GIVERS

WHAT YOU CAN DO ABOUT IT3
strategies

3

SUPPORT YOUR SUPPORTERS 
AND THEY’LL SUPPORT YOUR MISSION

2

FOCUS ON THE 80/20  (76/.74) 1
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Greg Warner
CEO & Founder
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www.imarketsmart.com

Return on investment

Immediate ROI
(Return on investment)

10x
  

Lifetime value ROI
(Return on investment)

100x

http://www.imarketsmart.com


www.imarketsmart.com

Consider a test with just 
1% of your budget

http://www.imarketsmart.com


www.imarketsmart.com

ENGAGEMENT FUNDRAISING CHALLENGE

http://www.imarketsmart.com
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QUESTIONS?
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