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"Within 15 years, all donors 
will be giving online.

Direct mail will be 
a thing of the past."

~ AFP International Fundraising Conference 2002
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Lautman Meals on Wheels Co-op

• "New donor acquisition is too costly," 

• "We’re not sure if the return on investment (ROI) will be worth it“

• "Our board doesn’t fully understand the importance of direct response"

• "We don’t have the resources to launch a direct response program or 

we don’t know where to begin"

• I'm losing sleep concerned about potential grant and budget cuts...

Our goal today is to help answer these concerns and 

questions

Have You Ever Thought:



State of the Industry: Last 5 Years

The last five 
years have 

been  

tumultuous for 

the nonprofit 

fundraising 
sector as a 

whole. 

Giving rose 
dramatically 

in 2020 and 

fell off by 

2022. Most 

nonprofits 
have started 

to stabilize to 

pre-2020 

levels. 

Retention 
rates have 

decreased 

industry-wide 

as files 

contracted 
and new 

donor 

acquisition 

became 

harder.

Continuation 
of the trend 

of fewer 

donors 

making larger 

gifts
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• AFP's Fundraising Effectiveness 

Project (FEP) tracks trends 

quarterly

• Fewer donors giving, but 

making larger gifts

• Retention remains a challenge, 

so files are shrinking

AFP FEP - Q3 2024

DONORS
-5.3%

(+/- 3.5%)
YOY change

DOLLARS
+0.9%

(+/- 3.0%)
YOY change

RETENTION
-4.6%

(+/- 0.5%)
YOY change



New Administration – 

Rapid Changes, Chaotic News Cycle
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Federal 
Funding Cuts

USAID 
Funding 

Eliminated

Instability 
in social 
services 
funding

Tariffs 
impacting costs 

across the 
board

Changes to 
immigration 

policies

HR9495 
“Non-profit 
killer bill”
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Relentless 

Market Volatility

More than $4 trillion in 

the stock market has 
evaporated since 

Trump took office less 
than two months ago.



Consumer Confidence Is at a 3-Year Low
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In February 2025, 

consumer 
confidence 

registered the 
largest monthly 
drop since 

August 2021



USPS Under Threat
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Changes reportedly 

being considered:

•Aggressive layoffs
•Charging by distance
•Steeper rate increases – 

11% expected July 2025
•Privatizing the USPS



Industry Associations Are Leading the 

Charge

Lautman is working with our 

industry partners to advocate 
on behalf of our nonprofit 

clients.

Providing data on how the 

USPS changes could impact 
your ability to deliver your 

services can help fight to keep 
postal services affordable.



But there is reason for optimism!

Americans have continued to 
give over the years, rebounding 
after recessions like the one in 
2008, as well as after national 
emergencies.

Continue to talk about your 
organization’s mission, its 
relevance, and your donors’ 
impact through you.



What is Giving USA?
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Longest-running 
annual U.S. charitable 

giving report

Data is reported by 
charities, and 

analyzed by sources 
of giving 

and organization type

Published by Giving 
USA Foundation

Started in 1956 by the 
American Association 
of Fundraising Counsel 

(now The Giving 
Institute)

Researched & written 
by Indiana University 
Lilly Family School of 

Philanthropy

Published annually in 
June (next report will 
be issued June 2025)



2023 Charitable Giving 

Reached $557.16 Billion

Individual Giving is Key!

• Individual giving UP from 64% to 67%

• Corporate giving UP from 6% to 7%

• Foundation giving DOWN from 21%  to 19%

• Bequest giving DOWN from 9% to 8%

Lautman Meals on Wheels Co-op



Some Giving Trends
Lautman Meals on Wheels Co-op

15
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2024 exceeded projections for

nearly all MOW Co-op partners!

$12.7

Million
Raised

• More than 90,000+ gifts

• Nearly 30,000 new donors acquired, with gifts averaging 

$56–$122—well above industry standards

• Retention rates still outpacing most other nonprofit 

sectors

• Average New Donor First Year Retention- 30%

• Average Multi Year Donor Retention- 60%

Lautman Meals on Wheels Co-op
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• More than 30,000 gifts, at an average of $128!

• 17,786 new donors

• Average gift of those new donors... $91.26!

• 557 gifts of $1,000 or more:

• 2 $20,000

• 1 $15,000

• 6 $10,000

9 CA Co-op
 partners raised 30% 

(nearly $4.1 million) of 

the $12.7 Million 

WEST COAST IS THE BEST COAST!

Lautman Meals on Wheels Co-op
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So, what did we see for
Nonprofit Fundraising

in 2024?

More groups hit goals in 2024 than 

in 2023, but nothing is guaranteed. 
A strong program remains key.

Lautman Meals on Wheels Co-op



19

What does this mean for fundraising?

Don’t stop acquiring new donors! 
Acquisition is key.

Stay the course – 
continue to tell donors 

about the impact of their 
gifts. 

Be transparent with 
donors so they 

understand how vital 
individual support is to the 

organization

Be sure to make your 
donors feel appreciated.

Lautman Meals on Wheels Co-op



Start By Using 

Proven Best 

Practices!



The Basics

Thank donors 
meaningfully

Demonstrate impact
Go deeper into your 

mission

Give donors a variety 
of things they can 

respond to

Cultivate and 
steward

Amplify efforts online



Plus…

Continue to mail 
Acquisition

Go deeper into Lapsed Solicit Volunteers



The Most Important Goal:

Build Relationships 

Offline and Online

v

23
Lautman Meals on Wheels Co-op
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The critical first step remains building 

your donor file through acquisition 

New donor acquisition is often 
an investment in Year 1. 

The payoff comes as those 
donors give again, and again, 

and upgrade over time. 

Lautman Meals on Wheels Co-op



The proof is in new donor value

25

In 2017, 1,720 new donors gave this California MOW Co-op 

organization $129,084 in first time gifts. Since then, the Class of 2017 
has given cumulative revenue of $642,948!

Lautman Meals on Wheels Co-op

New Donor Group 2017 2018 2019 2020 2021 2022 2023 2024 Cumulative Revenue
Donors Acquired in 2017 $129,084 $77,518 $65,112 $103,506 $105,134 $69,634 $46,829 $46,131 $642,948
Donors Acquired in 2018 $113,269 $60,373 $94,340 $82,835 $72,083 $57,438 $57,040 $537,378
Donors Acquired in 2019 $128,082 $99,793 $98,665 $68,227 $55,304 $46,865 $496,936
Donors Acquired in 2020 $222,102 $173,447 $120,114 $92,193 $82,127 $689,983
Donors Acquired in 2021 $293,359 $120,844 $89,878 $89,256 $593,337
Donors Acquired in 2022 $224,030 $93,517 $83,943 $401,490
Donors Acquired in 2023 $127,125 $52,458 $179,583
Donors Acquired in 2024 $115,537 $115,537

Revenue Totals for Donors Acquired 2017-2024 $3,657,192
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In January 2013, American 

Cancer Society suspended 
direct mail acquisition.

Despite bringing it back 18 

months later, they lost $29.5 
million over the next 5 years.

Cautionary Tale

Lautman Meals on Wheels Co-op



MOWACC Program Update 2024



78%

22%

Online Donors

Received a DM mailing Other

For one organization who has a robust online presence, 78% of
their new online donors received a direct mail piece first before

going online to make a gift.

Direct mail 

acquisition is the 

primary source of 

new online 

donors



Case Studies

Two California Meals on Wheels 

programs invested in donor 
acquisition in 2016 and 2019 and now 

have thriving, growing donor bases.



Case Study #1: Meals on Wheels Solano County

v
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• Market Viability:120,000 prospects

• Meals Served: 200,000 Annually

• Co-op Membership: Joined in 2019 with                   

1 campaign (Oct 2019 Acq)

• Starting Donor File: 80 active donors

• First-Year Results: 850 new donors

• $95k gross revenue

• 29 gifts of $1,000+ or more (including 1 $25k!)

Service Area:
7 cities, 21 zip codes



Case Study #1: Meals on Wheels Solano County
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• 4th FY Complete: 5,000 active donors

• Current Campaigns: 5 per year + new donor welcome kits

• Internal Efforts: Newsletters, Emails/Social Posts, Monthly E-

Newsletters, Thank you calls, invitation to new donors to tour 

facility and/or ride along with a volunteers 

• FY24 Results: $160K+ gross, avg. gift $97, acquiring 300+ new 

donors each year

• $10K gift!
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• Market Viability: 130,000 +prospects

• Meals Served: Nearly 1 million annually 

• Co-op Membership: 2016 with 4 campaigns                  

(2 Acquisition, 2 Renewal)

• Starting Donor File: ~8,000 active donors

• First-Year Results: 2,000 new donors

• $350,000 gross revenue

• 42 gifts of $1,000+, including a $10K gift

Case Study #2: Large Metropolitan City MOW 

Program

Service Area:
70+ zip codes with nearly 1.7 

million in the population



Case Study #2: Large Metropolitan City MOW 

Program

33

• 8th FY Complete: 11,000+ active donors

• Current Campaigns: 9 mailings (6 renewals, 3 acquisitions)

• Internal Efforts: Newsletters, Emails/Social posts, Thank you calls and notes, 

Events

• FY24 Results: $570K+ gross, 1,000+ new donors

• Avg. Gift: $116, with 68 gifts of $1,000+



"What is the secret 

sauce to finding great 

donors to support my 

organization for years 

to come?"
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The Right Prospects Are Key

We know how to find them!

Simply targeting 
addresses in your service 
area won’t work (voter 

lists, etc).

The best prospects are 
both direct mail 
responsive and 
philanthropic.

They will respond to your 
message, and keep 

giving over time.

Lautman Meals on Wheels Co-op



Demographics

MOW donors are older! 50% are over the age of 65
Over half of MOW donors 

are women

They are very generous! 

They regularly support 19 
other charities – compared 
to the national average of 

12



Integrated 
Campaign 
Packages

All samples art and 
copy are owned 
by Lautman. Not 

for use.  



All samples art and copy are owned by Lautman. Not for use.  



All samples art and copy are owned by Lautman. Not for use.  



Don’t be afraid to be transparent with donors – 

they care and want to help

All samples art and copy are owned by Lautman. Not for use.  



What about restricted gifts?

All samples art and copy are owned by Lautman. Not for use.  



Go deeper into your mission



Vary the ask options and integrate across channels

All samples art and copy are owned by Lautman. Not for use.  



All samples art and copy are owned by Lautman. Not for use.  



Integrate messages across channels

All samples art and copy are owned by Lautman. Not for use.  



Include what they gave initially

All samples art and copy are owned by Lautman. Not for use.  



Cultivate & Steward

All samples art and copy are owned by Lautman. Not for use.  



Use online campaigns to amplify efforts

All samples art and copy are owned by Lautman. Not for use.  



Meet the donors where they are and 

appeal to new (possibly younger) donors

All samples art and copy are owned by Lautman. Not for use.  



Use online campaigns to amplify efforts

All samples art and copy are owned by Lautman. Not for use.  



Targeted upgrades and special appeals

All samples art and copy are owned by Lautman. Not for use.  



Newsletters are 
a great way to 
report back to 
donors, and 
generate 
added revenue

Sample Footer Text
Sunday, January 31, 

20XX 52



Promote DAF (Donor Advised Funds) Giving

All samples art and copy are owned by Lautman. Not for use.  



Questions?



Thank You!

LYNSEY GALLAGHER
lgallagher@lautmandc.com

LISA MASKA
lmaska@lautmandc.com

mailto:lgallagher@lautmandc.com
mailto:lmaska@lautmandc.com
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