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18.6%
First Time 
Donors 

41.6%
Average 
Donors 

60.7%
Repeat 
Donors 

Average Donor Retention Rates
As of Jan 2022



Average Donor Retention Rates
Over the past few years

45.1% 47.2% 44.6% 45.4% 43.6% 41.6%
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First-Time Donor Retention Rates
Over the past few years

25.3%
22.6%

24.4%

20.5% 20.3%
19.3% 18.6%

Source: Fundraising Effectiveness Project
INSIGHT: If acquisition cost is higher than the initial gift, you are 
losing money. Stewardship is the key.



Repeat Donor Retention Rates
Over the past few years

63.2% 61% 63.4% 61.6% 61.3% 59.6% 60.7%

Source: Fundraising Effectiveness Project
INSIGHT: Once you get a 2nd gift, you’re in much better shape!



Why Donor Retention is Important
Higher lifetime value = higher revenue

Original Retention Rate: 41% Improved Retention Rate: 51%

Grand Total: $820,859 Grand Total: $1,277,208

Total Savings: $456,349



Cost of Donor 
Retention

It’s easier and cheaper to 
retain a donor than it is to 
acquire one  Cost Per 

Acquisition

5X 
Cost per 
renewal

Cost Per 
Acquisition

2-3X 
Initial donation 

amount

Renewal Response 
Rates

20-30X 
Higher than 
acquisition 

response rates

Source: Fundraising Effectiveness Project



Why Donors Lapse



Why Donors Stop Giving
2001 study by Adrian Sargeant

5% - Thought charity did not need them 

8% - No info on how monies were used 

9% - No memory of supporting 

13% - Never got thanked for donating 

16% - Death 

18% - Poor service or communication 

36% - Others more deserving 

54% - Could no longer afford

INSIGHT: We can make 
a meaningful impact 
on the above reasons! 



Why Donors 
Keep Giving
2011 study by DonorVoice

1. Donor perceives organization to be effective 

2. Donor knows what to expect with each interaction 

3. Donor receives a timely thank you 

4. Donor receives opportunities to make views known 

5. Donor feels like they’re part of an important cause 

6. Donor feels his or her involvement is appreciated 

7. Donor receives info showing who is being helped

ACTION: What is your thank you turnaround time?   



What 
Subscription-
based Donors 
Tell Us
Source: IU Lilly School of Philanthropy

52% - Stories and experiences shared by the people 
my gifts have helped

32% - Frequent updates about organization’s 
programs and services

32% - Emails with my donations impact and heartfelt 
thank you(s)

25% - Educational and interactive webinar series 
related to the organization’s mission and impact areas

Preferred communication and content 
from nonprofit organizations they 
support

INSIGHT: Stories, heartfelt 
thank yous and impact-based 
communications lead the way!



How to 
Improve 
Donor 
Retention

1. Thank quickly + personally 

2. Illustrate that you know who the donor is

3. Segment communications 

4. Tell them how gifts are used / will be used 

5. Tell them what comes next 

6. Be curious about donor motivation and 

solicit feedback 

7. Prioritize monthly giving

ACTION: Pick one or 
two to start.



What can we learn 
from 2020 and carry 
forward



Success Factors

Source: 2011 study by DonorVoice

What we saw work 
in 2020-2021

1. Don’t stop fundraising 

2. Double down on stewardship

3. Segment your communications 

4. Employ the personal touch 

5. You don’t need events to tell
stories



Keep fundraising!

+30.47%
+27.46%

-19.13%

+9.68%

-20.66%

-8.05%

Source: Bloomerang

ACTION: Don’t decide for donors - communicate how the 
crisis is impacting your organization and the people you 
serve



Double down 
on stewardship

Say thank you before/during/after 
asking



Segment your communications
Avoid a one-size-fits-all approach.

Recent Donors
“Thank you, will you give again?”

Lapsed Donors
“We miss you… now is a great time to give.”

Monthly Donors
“Thank you, consider increasing your gift?”


