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42% of survey respondents 

felt that they had met their 

fundraising goals last year. 

43% said they had not met 

their goals, while 15% were 

not sure. 

73% of the charities asked 

do not have a dedicated 

fundraising team. Of the 

others, 25% have an internal 

team, while 2% have an 

external team. 

Of those organisations with a fundraising team, 65% met their fundraising 

targets last year, while 35% didn’t. The split was more even for those 

without a fundraising team, 45% did meet their targets with 55% not 

meeting them.  



A Strategy for Individual Giving 

     

Donations by individuals 
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Approximately what percentage of your raised funds are from 
individual donations?

A quarter of those asked do have a strategy for individual giving. Of those 

who do have a strategy in place, 68% had reviewed it within the last year, 

while 28% had not (with 4% being unsure). 11% of respondents were not 

sure if they had a strategy at all. 

 

Individual giving is still an important source of income for voluntary 

organisations of all sizes. 12% of organisations received their entire 

funding through individual donations. 34% of respondents estimated that 

they receive more than 50% of their total income via this method (12% 

were unsure of what proportion of their income was received in this way). 

 



Donation methods 

 

Outsourcing 

 

2

8

1

4

3

1

7

13

7

6

31

17

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

N/A

Other donations

Grants

Membership/subscription

Retail

Gift Aid

In Memoriam

Major gifts

Legacies

Direct mail

Fundraising events

Collections

How do individuals donate to your organisation?
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Would you consider outsourcing your 
fundraising functions? 

Of the numerous methods of collecting donations, fundraising events and 

collections proved to be core sources of income. Legacies and major gifts 

also made up a large percentage of the total. Other donations included 

on-line, one-off and regular donations such as direct debits. 

 

3% of respondents 

outsource their fundraising 

functions to a third party. 

68% would not consider 

this option, while a further 

7% would entertain the 

idea. 22% of respondents 

were unsure. 



Fundraising challenges 

 

Increasing individual giving revenue 
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What do you feel to be the biggest challenge (if any) to increasing your 
individual donor revenue?

Only 15% of respondents felt 

that their organisation is 

maximising the use of all 

fundraising channels. 68% of 

respondents didn’t think that 

they are. 17% were unsure. 

 

Charities continue to struggle to keep or to recruit staff and volunteers – 

this, along with charity awareness and/or expertise was cited as by far the 

biggest challenge to increasing individual donations.  

 

Some organisations felt that they had limited opportunities for 

fundraising, due to a lack of interest in, or awareness of, their charity. One 

respondent cited “giver fatigue” as a barrier to increasing their individual 

donations. Another was finding it difficult to obtain sponsorship from 

companies in their local area. 

Some organisations simply did not know why their efforts had not been 

successful and for 5% this question was not applicable to them. 



 

 

 

 

Brief Summary 

Fundraising teams - 73% of the charities asked do not have a dedicated 

fundraising team. 25% have an internal team and 2% have an external team. 

Fundraising goals - 42% of survey respondents felt that they had met their 

fundraising goals last year. 43% had not met their goals - 15% were not 

sure. 

A strategy for individual giving - A quarter of those asked do have a 

strategy for individual giving. 

Donations by individuals - 34% of respondents estimated that they receive 

more than 50% of their total income via this method. 

Donation methods - Fundraising events and collections are core sources of 

income. Legacies and major gifts also make up a large percentage. 

Outsourcing - 3% of respondents outsource their fundraising functions to a 

third party. 68% would not consider this option, while a further 7% would 

entertain the idea. 22% of respondents were unsure. 

Fundraising challenges - Only 15% of respondents felt that their 

organisation is maximising the use of all fundraising channels. 68% of 

respondents didn’t think that they are. 

Increasing individual giving revenue - Charities continue to struggle to keep 

or to recruit staff and volunteers – this, along with charity awareness and/or 

expertise was cited as by far the biggest challenge to increasing individual 

donations. 

 


