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NOW continues to navigate a challenging nonprofit landscape, marked by increased competition, donor 
fatigue, and a tightening economic environment. This report provides an overview of NOW's fundraising 
results so far, particularly focusing on its Planned Giving program, digital fundraising, and efforts to boost 
year-end performance. 

Q1 & Q2 2024 Benchmarks and Performance Overview 

Key Challenges for Nonprofits: The industry is facing multiple headwinds, including increased 
competition, declining public trust (currently 57%), data privacy concerns, a decrease in donor 
conversion rates, and rising operational costs 

NOW Performance: In the first half of 2024, NOW’s total revenue from donations decreased by 13%, 
and the number of donations dropped by 29% compared to last year. However, the average size of each 
donation increased by 22%, helping to soften the financial impact. By year-to-date (YTD) comparison (as 
of September 9, 2024), NOW's gross revenue was slightly ahead by 3%, primarily due to the larger 
average gift size.  

Key Takeaways: NOW is facing industry-wide challenges, particularly in retaining donors and growing 
gross revenue. However, strategic improvements to the donor experience, a focus on digital 
engagement, and increased average donations provide optimism for year-end fundraising performance. 
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Q3 Early Results and Q4 Strategy: 

Summary of YOY Digital Revenue  

For the first two months of Q3, NOW’s digital program has seen an increase in both revenue and gifts 
year-over-year. However, September may present challenges, as the 2023 September Ms. Magazine 
campaign performed better in email than the 2024 August Ms. Mag August campaign, while web and 
digital ads were flat. Boosting email performance continues to be a top priority, as we focus on 
improving deliverability, increasing open and click through rates, and optimizing content to engage 
supporters more effectively and drive higher conversion rates. 

We continue working to increase revenue and close the gap from earlier in the year caused by the 
overall downturn in nonprofit fundraising, as well as the lack of matching funds for the cornerstone 
Spring Match Campaign. We’re nearing completion of the Q3 strategy, which includes: 
  

• Improving email deliverability to ensure more emails reach inboxes 
• Growing the email file by appending 35,280 email addresses to records without an email on file 

and acquiring 1,000 free new email addresses a month since May 2024 via Civic Shout 
• Integrating email efforts with our direct mail program 
• Launching an automated member recruitment series for new donors who are not members 
• Adding a new footer to the email template with gift string buttons to improve response rates 
• Updating the sustainer upsell lightbox on one-time donation forms to encourage donors to 

convert to sustainers during their donation process 
• Providing strategies for a successful texting program to boost engagement and revenue across 

channels 
 

Looking ahead to Q4 we will be implementing innovative tactics to continue to boost engagement, 
including:   

• Email Program Improvement: NOW is focusing on increasing email deliverability, open rates, 
and conversions through strategies like email list growth and integrated direct mail efforts 

• Sustainer Upsell: Updates to donation forms to encourage recurring gifts are underway 
• Texting Program: A robust texting strategy is being developed to engage supporters across 

different channels. NOW was awarded a grant from GetThru for 100,000 free text messages so 
this will allow us to boost revenue without added costs.  

• Matching fund campaigns, tighter segmentation of recent donors, and the integration of 
automated recruitment series are key tactics to close the revenue gap 



Planned Giving Program 

NOW's Planned Giving program continues to demonstrate significant growth, positioning itself as a 
strong and valuable asset to the organization. With a total of 79 bequests contributing $3.7 million, 
this program is crucial for long-term sustainability. The diversity in gift sizes, ranging from smaller 
bequests under $5,000 (44 bequests) to larger ones over $50,000 (13 bequests), reflects the broad 
appeal and potential for future growth within this segment. The median gift of $5,000 underscores 
the substantial support NOW receives through legacy commitments. As more supporters plan their 
legacies, the program's continued expansion strengthens NOW’s financial foundation, ensuring the 
mission is supported well into the future. 

 

 

This comparison highlights NOW's strong performance in terms of both the number of bequests and 
total dollar value compared to other organizations within the same sector. 

 

 


