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Introductions
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A  W A R M  W E L C O M E  F R O M

TODAY’ S SPEAKERS 

Principal & Managing Director,                   
CCS Fundraising

G r eg  H a g i n
Executive Vice President,                                  
Data Science & Analytics,                     

CCS Fundraising

A sh u t o sh  R .  N a n d e sh w a r

Co-Founder and Director,                                                               
Theta

P et e r  Fa d e r
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THE 
PHILANTHROPIC 

LANDSCAPE
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Giving is reliable and resilient.

Giving USA F oundat ion ,  G i v i ng  U S A  2 0 2 5 :  T he  An nu a l  R e p o r t  o n  Ph i l a nt h r o p y  f o r  t he  Y e a r  2 0 2 4 (20 25) .
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Philanthropy is driven by fundamental tenets.

People are 
generous

People give 
to people

People give in 
relation to the 

person who asks

People respond to 
people who 

champion a cause

People give when 
they feel 

emotionally 
connected

People are inspired 
by authenticity

People give when 
they see others give

People give when they 
believe their gift will 

make a difference



8

CCS Fundraising 8

T he  Economis t ,  T o m  St a n d a g e’ s  T e n  T r e nd s  t o  W a t c h  i n  2 0 2 5  (20 24) .

We are being impacted by a range of factors and forces.

T a r i f f s  a n d  t r a d e  w a r s

A m e r i c a ’ s  p o l i t i ca l  
l a n d sc a p e

S h i f t s  i n  p o w e r
a cr o ss  t he  w o r l d

N a v i ga t i n g  i n fl a t i o n

A r t i fi ci a l  I n te l l i g e nce

R a d i c a l  u n ce r t a i n ty
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Giving is highly concentrated.

Giving USA,  T h e  R o l e  o f  Ag e  an d  I n co m e  i n  C h ar i t a b l e  G i v i ng .

20% of households provide 83% of all donations 1% of households provide 49% of all donations



10

CCS Fundraising 10

Individual giving is decreasing as a source over time.

Giving USA F oundat ion ,  G i v i ng  U S A  2 0 2 5 :  T he  An nu a l  R e p o r t  o n  Ph i l a nt h r o p y  f o r  t he  Y e a r  2 0 2 4 (20 25) .

6% 5% 5% 5% 5% 5% 5% 7%
7% 8% 9% 8% 8% 8% 9% 8%
7% 8% 9% 11% 13% 14% 16% 18%

80% 79% 77% 76% 74% 72% 71% 67%

1985-1989 1990-1994 1995-1999 2000-2004 2005-2009 2010-2014 2015-2019 2020-2024

Individuals

Foundations

Bequests

Corporations

Total Giving by Source as a Percentage of Total in Five-Year Spans,  1985-2024
(in inflation-adjusted dollars)
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Donor Lifetime Value helps capture unseen opportunity.

Fundraising Simulation Outcomes

Assigned Portfolio Analysis Corporation & Foundation Opportunity

Donor Lifetime Value

Monte 
Carlo 

Corporate & 
Foundation 
Opportunity 

Analysis

Major Donor 
Opportunity 

Analysis

Donor Lifetime Value
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Donor Lifetime Value helps identify and guide donors on their journey 
from first gift to major gift.

T h i s  c h a r t  s h o w s  t h e  r e l a t i o n s h i p  b e t w e e n  a  d o n o r ’ s  fi r s t  g i f t  
a n d  t h e  t i me  b e t w e e n  t h e i r  fi r s t  g i f t  a n d  t h e i r  fi r s t  $ 1 0 , 0 0 0 +  g i f t .  

20% of people who 
convert to a major gift 

in less than 3 years 
start with a 

gift under $250.
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DONOR LIFETIME VALUE
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50% of The Top 1% 
Donors Stop Giving 

After Six Years

CCS Fundraising 14
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Scenario Planning for 
Major Campaigns

Real-Time & Historical 
Revenue Forecasting

Institutional &             
Foundation-Giving Analysis

Make smarter decisions.
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Identify High-
Potential Major 

Donors

Stewardship &  
Re-engagement 

Priorities

Advanced Lifetime 
Value Modeling

1 2 3

Increase donor lifetime value.
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At-Risk Donor 
Segmentation

Upgrade-Ready 
Prospect 
Targeting

AI-Driven 
Portfolio 

Strategy for Gift 
Officers

Increase fundraising efficiency.



INTRODUCING SEEKER+:
SMARTER FUNDRAISING STARTS HERE

Make smarter decisions
Identify new opportunities. Set data-informed 
goals. Plan with confidence.

Boost fundraising efficiency
Skip the data crunching. Focus on what matters. 
Get clear direction.

Increase donor lifetime value

Identify best prospects. Keep key donors engaged. 
Grow long-term giving.

Let’s make transformational 
change, together
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PANEL 
DISCUSSION
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OUR PANEL

Principal & Managing Director,                   
CCS Fundraising

G r eg  H a g i n
Executive Vice President,                                  
Data Science & Analytics,                     

CCS Fundraising

A sh u t o sh  R .  N a n d e sh w a r

Co-Founder and Director,                                                               
Theta

P et e r  Fa d e r

MODERATOR
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Q&A



Discover How Seeker+ Can 
Enhance Your Fundraising Results
Greg Hagin
Principal and Managing Director
ghagin@ccsfundraising.com

Ashutosh Nandeshwar
Executive Vice President, Data Science & Analytics
anandeshwar@ccsfundraising.com

THANK YOU
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