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Giving is reliable and resilient.

Total Giving, 1984-2024
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Giving USA Foundation, Giving USA 2025: The Annual Report on Philanthropy for the Year 2024 (2025).



Philanthropy is driven by fundamental tenets.

People give in
relation to the
person who asks

People are People give
generous to people

People give when
they feel People are inspired People give when
emotionally by authenticity they see others give
connected

People respond to
people who
champion a cause

People give when they
believe their gift will
make a difference
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We are being impacted by a range of factors and forces.

America’s political
landscape

Shifts in power
across the world

Tariffs and trade wars

Navigating inflation

Artificial Intelligence

@ Radical uncertainty

The Economist, Tom Standage’s Ten Trends to Watch in 2025 (2024).



Giving is highly concentrated.

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

Giving USA, The Role of Age and Income in Charitable Giving.
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Individual giving is decreasing as a source over time.

Total Giving by Source as a Percentage of Total in Five-Year Spans, 1985-2024

(in inflation-adjusted dollars)
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Giving USA Foundation, Giving USA 2025: The Annual Report on Philanthropy for the Year 2024 (2025).



Donor Lifetime Value helps capture unseen opportunity.

Fundraising Simulation Outcomes

90% of outcomes fall between $8.85M - $14.83M
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0, Of the actively managed prospects have given Re-evaluate for potential
46 A) less than 1% of their estimated gift capacity disqualification
. Corporate &
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$26.8M s AL Analysis

Corporations & Foundations that have provided
245 support of $25.2M over five years, for a capture rate of

Explore additional
0.02% opportunity

Increasing the capture rate to 0.06% can unlock an additional $50M of
75-6 M giving from foundations and corporations that are already giving to you.

Donor Lifetime Value
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Donor Lifetime Value helps identify and guide donors on their journey

from first gift to major gift.

of people who
convert to a major gift

In less than 3 years
start with a
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This chart shows the relationship between a donor’s first gift
and the time between their first gift and their first $10,000+ gift.






50% of The Top 1%
Donors Stop Giving
After Six Years
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Make smarter decisions.

Scenario Planning for Real-Time & Historical Institutional &
Major Campaigns Revenue Forecasting Foundation-Giving Analysis



CCS Fundraising 16

Increase donor lifetime value.

2

Identify High- Stewardship &

Advanced Lifetime

- ' Re-en men :
Potential Major e-engagement Value Modeling

Donors Priorities
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Increase fundraising efficiency.

Al-Driven
Portfolio
Strategy for Gift
Officers

' Upgrade-Ready
At-Risk Donor Prospect

Segmentation Targeting




INTRODUCING SEEKER+:
SMARTER FUNDRAISING STARTS HERE

®

Increase donor lifetime value

@

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

Boost fundraising efficiency Let’s make transformational

Skip the data crunching. Focus on what matters. Change’ together
Get clear direction.
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THANK YOU

Discover How Seeker+ Can
Enhance Your Fundraising Results

Ashutosh Nandeshwar
Executive Vice President, Data Science & Analytics

anandeshwar@ccsfundraising.com

Greg Hagin
Principal and Managing Director
ghagin@ccsfundraising.com
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