The Average Nonprofit is
Raising 80% - 90% of What They
Did In Previous Years (i.e. not
during corona times)

There are a million reasons that you may
believe that now is a bad time to fundraise.
Some fundraisers have told us that they can’t
continue their work now because the
economy is down. Some have told us that too
many people are losing their jobs to ask for
money right now. And others have said that if
they aren’t running a health & human service
organization, no donor will give to them.

Fundraisers have told
us that, simply put,
fundraising right now is
pure chutzpah.

Campaigns on our site are raising crucial
dollars for their causes right now.
In some cases, they are saving their
organizations.
Donors are demonstrating that they are willing
to give, even during a global crisis.

Never deprive someone
the opportunity to be
generous.
The organizations that have the fortitude to
launch fundraisers during this trying time have
reaped the rewards. Some nonprofits sit on the
sidelines waiting for “the day after.” Others are
giving their donors an opportunity to contribute
today.
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Percentage Raised, 2020 vs 2019

One organization was hit hard, raising only 40% of what they raised in 2019.
Five others raised within 80%-90% of what they had raised previously. And one
organization raised 168% of their previous total.

We encourage you to run a fundraising
campaign now. In this climate, raising 80% of
your last fundraiser is fantastic news.
You can take advantage of several key metrics:
Email open and click-thru rates are up in the
last two months
People are attending more virtual events,
including fundraising rally events
Phone calls have re-surged in their popularity
and effectiveness
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These campaigns followed the fundraising playbook. They spoke to their donors with
compassion and empathy. They demonstrated a need. They presented a problem to
solve and allowed donors to play the hero in a time of crisis.

Donors respond when you ask the “right” way.
We have had to run an unfortunate number of
emergency campaigns and have developed the
recipe for a successful urgent appeal.

Number Of Donors, 2020 vs 2019

These organizations knew of extenuating circumstances surrounding their donor
bases, namely team fundraisers are harder to organize during the pandemic.
Early in the planning stages of their campaigns, they adjusted their goals. (Goals
that they reached, by the way.)

While we turn the corner to the summer, the
field is adapting. We’re getting better at virtual
events. We’re learning that people want to help.
We’re learning to lead with empathy and
sensitivity.

But the most
important lesson of all
is that we’re learning
how to ask.
That's where research helps.
If your cause was important before COVID, it's
important afterward, too. Whether you're an
arts organization or synagogue, volunteer
center or national park, your donors WANT to
help. Give them a reason to open up their hearts
and wallets, and they will do so.
The numbers tell us so.

