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CURRENT “PULSE” ON PHILANTHROPY: NAVIGATING
CHANGE WITH STRATEGIC ACTION

©

Respond, Don’t React - Thoughtful decision-making leads to long-term success. Align your
leadership team before making major strategic shifts.

Assess Your Funding Landscape - Identify how federal funding impacts your operations and
campaign goals. Understand where adjustments may be needed.

Leverage Philanthropy & Communication - Keep donors informed, engaged and inspired. This
may be the time to refine messaging and reinforce the importance of private giving,.

Engage Donors with Intention - Donors may be looking for ways to help. Meet them where they
are with customized outreach and clear calls to action.

Support Your Team - Your people are your greatest asset. Prioritize internal communication and
ensure staff feel engaged and informed.
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THE CCS PHILANTHROPY PULSE: PRIMARY SECTOR
A DATA-DRIVEN GUIDE TO Social/Human Services
FUNDRAISING IN 2025 At & Culture

Education - Primary/Secondary

21%

Fundraising & Organization Heads Comprised Health
71% of 648 Respondents, Reflecting Sector-Wide Education - Higher

I Envi t & Animal Welf
Perspectives Across the Globe nvironment & Animal Welfare
Other

Religion
SURVEY RESPONDENT ROLES Advocacy

3% 1%

Associations

B Head of Fundraising | 47%
Head of Organization | 24%
B Front-line Fundraiser | 12%

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

B Fundraising Operations/Support | 7% LOCATION
Other | 6% :
® Board Member | 3% o 16%
B Non-fundraising Staff or Executive | 1% : ((:(D') 648 74% 6%
Participants US-Based Global
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PHILANTHROPY REMAINS RESILIENT & OPTIMISTIC FOR
FUTURE GROWTH

CHANGE IN REVENUE FROM PRIOR FISCAL YEAR CHANGE IN REVENUE AND NEW DONORS

62%

Increased by 20% or more | NNNGEGEGEGE

53%
Increased by 10% to <20% | o
Increased by 5% to <10% [ NN 30%
22%

0 17%

Increased by 1% to<5% | N 7% 16%

Nochange [N G l
Increase No Change Decrease

Decreased by 1% to <10% [ NS G

Decreased by 10% or more [ NG 7

B Revenue New Donors
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Fundraising Y
Operations -




DONOR ACQUISITION,
RETENTION, AND DEIB 6% 570
REMAIN TOP FUNDRAISING

RATE OF DONOR ACQUISITION

53%

30%

0, 26%
CHALLENGES = 15%&17%
Increase No change Decrease
TOP BARRIERS TO INCORPORATING DIVERSITY, 2022 W 2023 m2024

EQUITY, INCLUSION AND BELONGING (DEIB)

INTO FUNDRAISING PRACTICES PERCENT OF RESPONSES FOR CHALLENGES TO

DONOR RETENTION

About half (49%) struggle with reaching diverse

donor groups. ek
o ; 32% % 1%

Nearly half (485%) are concerned about measuring 18%
DEIB’s impact or a“gmng it with fundralsmg goals. Economic Limited Lack of donor Competition Other
Nearly one-third (830%) cite a lack of internal buy-in LTI T L ST S CS R ets Hieln) Gl

resources nonprofits
or resistance to change as barriers. : :

B International = National
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YEAR-OVER-YEAR PROGRESS INDICATES IMPROVEMENT

Significant Progress TOP FUNDRAISING CHALLENGES

58% 58%

m 2024
m 2023 47A4w/ 46%
38% ’
2022
29%
5 26% 26%
22% 24% 23% 22%22% -~ 23%
15% 16% 149% 15% 15% ’
13% o 13% 119 12% 1095 °
8% 8% 10% 1% 1 O % 1M%
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STAFFING REMAINS A PRIORITY AND CHALLENGE FOR
NONPROFIT ORGANIZATIONS

TOP CHALLENGES IN STAFF HIRING NEW HIRE FOCUS

Limited budget for salaries _ 68% General Front-line Fundraising [ 19%
Major Gifts | 16
Difficulty finding qualified candidates _ 46% Corporate & Foundation Giving | 16%
Annual Appeal NN v
Lack of internal growth opportunities - 28% Marketing & Communications _ 10%
other NN o
_ Capital Campaigns _ 8%
High turnover rates - 13% P P
Strategic Planning - 5%
Planned Giving - 4%
other [ 1%

Endowment - 3%
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Donor Data,
Al, &
Innovation




LEVERAGING Al IMPROVES DONOR ENGAGEMENT AND
TARGETED FUNDRAISING

RESPONSE TO Al TECHNOLOGY 2023 % DELTA WHAT OUTCOMES HAVE
We have not responded to Al.. NN 47%  58% O Sl ahilelis Aealisyian 5y
LEVERAGING Al TECHNOLOGY?
Used Generative Al forcommunication NN 31% 22% (A
Automated tasks M 9% 10% O
o
Used predictive analytics Il 9% 5% 0 19%
Enhanced personalized donor engagement
Created Al guidelines [l 8% 5% o
Formed an Al strategy group [l 7% 4% () 18%
Other (p|ease Specify) - 7% 6% o Streamlinedftl_nd_l’alsmg_stLaji_OLS
Conducted Al training for staff Il 7% 9% o
11%
Built in-house tools M 4% 3% () . . .
More effective campaign targeting
Hired external consultants B 3% 6% (A
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https://www.ccsfundraising.com/insights/custom-gpts-fundraising/
https://www.ccsfundraising.com/insights/guiding-questions-nonprofit-ai-implementation/
https://www.ccsfundraising.com/insights/how-predictive-modeling-can-help-nonprofits-identify-new-major-gift-prospects/

DONOR DATA IS BOTH A CHALLENGE AND OPPORTUNITY

TOP CHALLENGES WITH DONOR DATA

Inconsistent / innacurate / incomplete data 54%

93%
o Not knowing what questions to ask / analysis to

conduct

30%

of fundraising staff

iS knowledgeable Lack of training resources _ 25%

abOUt data-drlven Data stored in multiple locations _ 24%
decision-making and

CRM/data base use Dated CRM / Not user-friendly _ 24%

Other 14%
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Looking
Ahead




MAJOR AND MID-LEVEL GIFTS ARE TOP PRIORITIES

EXPECTED CHANGE IN PROGRAMS FOR 2025 VS. 2024
INCREASE IN 2023

Major gifts 54% 37% 9%
. . 60%
Mid-level gifts 54% 39% 7%
57%
Annual appeal 50% A% 9%
50%
Foundations 46% 47% 7%
49%
Events 38% 50% Nn%
40%
Deferred (Planned) Gift Commitments 38% 58% 4% -
%
Corporations 35% 56% 9%
41%
Direct marketing 32% 62% 6% 579
Membership 25% 70% 5% 19%
Government grants 20% 63% 17% 26%

B Increase in 2024 B Stay the same in 2024 Decline in 2024
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ORGANIZATIONS PRIORITIZE EXPANDING REVENUE
STREAMS TO STAY FUTURE-READY

STRATEGIC SHIFTS ORGANIZATIONS PLAN TO MAKE FOR FUTURE SUCCESS

Revenue - introduce new or focus on increasing revenue streams \
Skill-based - shift hiring and/or capacity building ‘
Technology - adopt a new technology or convert an existing technology \
Structural - reorganization of functions and/or reporting lines \ 0%

Capital/Geographic - more space to deliver services or expand our footprint ‘ 9% 2%

other [ 3%

_ M Primary Focus
N/A - we recently made changes to address this \2%
B Secondary Focus
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OVER A QUARTER OF ORGANIZATIONS GAIN SIGNIFICANT
REVENUE FROM NONCASH ASSETS

PERCENTAGE OF GIVING FROM
NONCASH ASSETS

None HMlessthan10% ®10% to<20%
W 20% to <30% W 30% to <40% B 40% to <50%
50% or more

I LOOKING AHEAD

ORGANIZATIONAL ENGAGEMENT WITH
DONOR-ADVISED FUNDS (DAFS)
We receive donor gifts from DAFs but 55%
do not specifically target them 2%

|
|
o

We actively solicit and accept donor
gifts from DAFs 20%

I
n
(9]
X

We have not yet focused on donor
gifts from DAFs but are interested in
learning more

16%
34%

| am unfamiliar with DAFs and how 3%
they function

r

19%

We have no plans toengage with DAFs | 1% W National
for donor gifts 6% B International
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