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Data-Backed Tactics for Marketing a
Recurring Giving Program



Who Am I?

● 13+ years in the nonprofit tech industry

● Passionate about understanding what 
donors want from the nonprofits they 
support (and what you can do about it)

● Researcher, writer, and speaker at 
Neon One



What's Going On
In 2026?

#


Number of Donors Are Down Charitable Dollars Are Up Retention Rates Are Flat(ish)

According to the Q4 2025 FEP Report…



- 5.48%
2023-2025 Active Supporters

+ 31.58%
2023-2025 Recurring Donors



+ 1.53%
2023-2025 Donation Revenue

+ 36.25%
2023-2025 Recurring Donation Revenue



Should Your Marketing 
Team Focus on Recurring 

Giving Programs?

#


32.41%
retention rate

1.65 years 
donor lifetime

$2,186.00
average annual giving

$3,606.90
average lifetime value

79.11%
retention rate

7.77 years
donor lifetime

$938.00
average annual giving

$7,288.26
average lifetime value



Recurring donors stay engaged 
much longer than one-time 
givers, and they tend to 
increase their annual giving 
more rapidly over time.



Recurring donors often support their favorite nonprofits
in multiple overlapping ways.



Recurring donors are a 
fundraiser's best friends.

The effort you put into 
marketing a recurring giving 
program will have an impact 
long after your campaign 
concludes!



Who Are You Marketing To?

#


People of all ages make 
recurring donations.

Of all age groups, people who 
are under the age of 24 are 
least-represented in our panel.

Who Are They?



Who Are They?

People from all income levels 
are represented in our panel. 

People making $75,000+ 
annually were most likely to 
make recurring gifts.



Who Are They?

94.5% of people who made recurring 
gifts were everyday donors—people 
who give <$5,000 annually. 

56.9% of them reported supporting 
multiple organizations in the last year.



Bring It All Together

When building your marketing 
plan, focus on these key 
demographics:

★ Adults
★ Relatively well-established
★ Everyday donors



What Motivates Them
to Give?

#


How Do They Give?

Most people said they made 
recurring gifts without being 
asked to do so...



How Do They Give?

Most people said they made 
recurring gifts without being 
asked to do so…

… And that they were motivated 
by a personal connection to the 
work or cause and the desire to 
make a difference.



How Do They Give?

Seeing a nonprofit doing 
important work in their 
communities was the #1 driver 
of recurring gifts… 



How Do They Give?

Seeing a nonprofit doing 
important work in their 
communities was the #1 driver 
of recurring gifts… 

… Many of which were the 
donor's first-ever donation to 
that nonprofit.



Bring It All Together

When you're promoting your 
recurring giving program:

★ Remember you're talking to 
both new and existing donors

★ Focus on establishing 
emotional connections

★ Show donors their impact



What to Do After the
First Gift

#


Why Do They Stay?

Recurring donors have high 
retention rates and long lifetimes.

Only 15.5% of our panel said 
they had stopped giving to a 
nonprofit they once supported.



Why Do They Stay?



Why Do They Stay?



What Do They Expect?



Bring It All Together

When communicating with your 
recurring supporters:

★ Strengthen personal 
connections and relationships

★ Send updates about about 
programming and impact

★ Have a plan for engaging 
lapsed donors



Practical Marketing Tips
(with Examples!)

#


In Your Marketing…

Share your work, talk about 
recurring gifts, and invite people 
to get in on the fun.

Ask them to do it.

Then make it easy to act.



In Your Marketing…

77% of recurring donors do not 
prefer to give at any particular 
time of the year.

Ask for this type of gift regularly.

Don't limit yourself to asking 
when you always do!



In Your Marketing…

Be visible in your community and 
on multiple online channels.

Remember: 41.6% of our recurring 
donor panel gave because they 
noticed a nonprofit doing 
important work.





In Your Marketing…

Be transparent.

Recurring donors are more likely 
to research nonprofits before 
making a gift.

Focus on building trust via your 
website and social channels.



In Your Comms…

Affordability is the #1 reason 
these donors churn. Look for 
ways to:

★ Give people the ability to 
pause their gifts

★ Give them other ways to stay 
involved with your work



In Your Comms…

Most other churn reasons are 
preventable with good 
communications that:

★ Reinforce emotional 
connections to the cause

★ Relate donor impact
★ Keep people informed



People are willing and able 
to support you with 
recurring donations.

#


Let them!

#


Get Your Report 
& Come Say Hi!

Visit us at table #17


