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ABOUT US 
Community-based nonprofit organizations are being challenged by major 
demographic, economic, technological, and social shifts outside their control 
that have been exacerbated by the impact of COVID-19. These nonprofits – those 
often closest to serving our most vulnerable populations, are seeing universal 
underinvestment in their capacity, and they need help.

By partnering with Network for Good, Robins Foundation ensures that their investments 
help to create long-term and lasting change by building strong, resilient nonprofits 
better equipped to develop, implement, and sustain solutions to the problems they 
frequently face.

This report provides Robins Foundation with the data to help those local nonprofits 
most in need. Acting on the insights provided by the data will lessen many of the 
immediate financial challenges that weaken organizations and their ability to be 
of service to local communities.

EDUCATION, INNOVATION, COMMUNITY



Greater Richmond nonprofits want a sustainable program for generating revenue. However, they 
are least confident and need the most support with donor acquisition, donor upgrades, and 
engaging their board in direct fundraising.

Nonprofits raise between 10% (median) and 18% (mean) of their annual operating budgets from 
individual donors – the most sustainable, critical form of nonprofit revenue.

Overall, there’s a lack of engagement in fundraising, which explains why only a third rate their 
board’s fundraising efforts as good or excellent.

The decision to partner with Network for Good was an easy one. Their work as a resource development (i.e. fund-
raising) program for nonprofits in the Richmond region provides donor management, fundraising software, and 
ongoing support until no longer needed. This gives directors of nonprofits more time to focus on the work they are 
doing in their communities and alleviates much of the stress associated with not having a solid financial plan.

JUMPSTART
The Jumpstart Program was created to provide nonprofits with the integrated tools, plan, and one-on-one coaching  
over a 12-month period to build their fundraising capacity, diversify revenue, and sustain and grow their programs.

Jumpstart not only gives nonprofits the opportunity to survive, but to thrive. In fact, organizations that enrolled in 
the program raised nearly 30% more within 12 months. Participants are matched with fundraising coaches 
whose expertise help address their specific needs. Coaches then follow up with directors in biweekly meetings 
where they can review and adjust their plans to acquire, engage, retain and upgrade donors.

Think of it as a pilot program for resource development for nonprofits in the Richmond region. For Robins, this is 
an investment toward solutions for nonprofits to help build community capacity.

EXPECTED OUTCOMES
Nonprofits who participate in Jumpstart see an average 27% increase in net new dollars from individual donors, 
and a 33% increase in net new donors after the 12-month program. 

BY SUPPORTING ORGANIZATIONS, WE HOPE TO ACCOMPLISH:

“Our greatest challenge is aligning with constantly changing foundation  
  priorities that make predictable support less likely.”
               		        — Greta Harris, President and CEO, Better Housing Coalition

WHAT IS YOUR NONPROFIT’S GREATEST CHALLENGE?
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•  75% of cohort complete the 12-month milestones
•  75% of cohort invest in their own sustainability by renewing their participation for an additional 
	 12 months beyond the grant period
•  75% of cohort raise at least $5,200 in net new revenue within the 12-month program
•  75% of cohort acquire 25 new donors
•  75% of cohort report board members being more actively engaged after the 12-month program
•  100% of cohort have the opportunity to participate in quarterly peer learning lessons

Raising Money, Fund Development

NONPROFITS SUSTAINABILITY RECAP

Strategic Planning

Program Evaluation

Financial Management

Human Resources and Talent Retention

Board Governance and Oversight

68%

33%

25%

17%

13%

13%

•  Over 50% of the organizations 
	 chose training their staff and 
	 upgrading technology over 
	 receiving flexible grants.

•  86% are willing to commit 5 or  
	 more hours each week to ensure  
	 their success in fundraising.

“We are a small, although very dedicated staff with a  

strong fundraising and messaging culture. We need 

to add dedicated fundraising staff (currently a shared 

responsibility led by one person) and build the fundraising 

infrastructure to fully support and implement an otherwise 

well developed fundraising plan.”

— Mark Hierholzer, President and Founder, Art for the Journey

KEY FINDINGS

METHODOLOGY, SURVEYED NONPROFITS



GIVING STATS AND SUSTAINABILITY MEASURES 

70% of a nonprofit’s budget should be raised from donors contributing gifts. This ensures the nonprofit 
operates from a stable revenue base, and will not decline after the grant period ends. 

IF THAT IS DONE, THEN:
Between 11% (median) and 18% (mean) of the typical nonprofit’s annual budget 
is raised from individuals contributing $74,000 per year (median).

6 7

Major donors as a percent of the 
donor portfolio ranged between 
5% (mean) and 9% (median).

When removing the top third highest 
performing organizations, the ratio 
metric drops to between just 
6% (median) and 7%(mean). 

FUNDRAISING: ALL PARTICIPANTS

Individuals as % Budget

Individuals as % Budget

11% (median)

18% (mean)

Annual Operating Budget

Annual Operating Budget

$836,000 (median)

$3,447,000 (mean)

Individual Revenue Raised

Individual Revenue Raised

$74,000 (median)

$421,700 (mean)

Number of Individual Donors

Number of Individual Donors

200 (median)

1211 (mean)

Number of $1000+ Donors

Number of $1000+ Donors

19 (median)

62 (mean)

Average Gift Size

Average Gift Size

$348 (median)

$370 (mean)

% Major Gifts

% Major Gifts

9% (median)

5% (mean)

INDIVIDUAL GIVING DURING 
LAST 12 MONTHS

The best-practices benchmark 
is 20% for major donors.

The variance between mean and 
median measures is consistent with 
the diversity of participants and 
Greater Richmond nonprofits.

The top 10% of nonprofits will 
pull the mean above the median. 
There is a need to diversify revenue 
across all organizations as ratios 
smooth out deviations. 



QUALITATIVELY SPEAKING, HOW WELL ARE NONPROFITS RAISING MONEY?

Across all nonprofits, participants are confident in retaining past donors, holding events, and 
writing grants. Unfortunately, data indicates that there is a lack of culture to support financial sustainability:

     • 83% of organizations rate their monthly gift capacity as poor or nonexistent
     • Only 31% of organizations report their donor acquisition efforts as either good or excellent
     • Only 33% of participants feel their board of directors’ engagement in fundraising is either good or excellent

ANALYSIS OF FUNDRAISING ACTIVITY BY ETHNICITY 

Organizations led by people of color in Richmond (altogether, 30% of those surveyed) have a 
more difficult time sustainably raising funds. This is evidenced by a lower median percentage of:
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FUNDRAISING 
DISCIPLINE

CREATING AN EFFECTIVE
FUNDRAISING MESSAGE

ACQUIRING NEW,
FIRST-TIME DONORS

RETAINING PAST DONORS
TO GIVE AGAIN

UPGRADING DONORS
TO MONTHLY GIVING

CONVERTING DONORS
TO MONTHLY GIVING

MAKING MONEY WITH
SPECIAL EVENTS

SECURING CORPORATE
SPONSORSHIPS

SECURING GRANTS FROM
FOUNDATIONS

ENGAGING BOARD IN
FUNDRAISING

NONEXISTENT POOR FAIR GOOD EXCELLENT

2% 6% 26% 59% 9%

4% 19% 47% 28% 3%

7% 5% 26% 52% 11%

25% 17% 40% 16% 2%

31% 42% 25% 2% 2%

21% 11% 21% 35% 13%

10% 13% 34% 30% 13%

3% 11% 25% 47% 25%

3% 18% 46% 26% 7%

FUNDRAISING CAPACITY: ALL PARTICIPANTS

COMPARISON OF ORGANIZATIONS LED BY PEOPLE OF COLOR
•  68% rate their messaging as good  
   or excellent

•  63% assess their donor retention activities as  
    good or excellent

•  Individual donors contributing to annual operating budgets (8%) 
•  Lower median average gift size ($223)

This is a lower median overall and is a smaller donor portfolio than the community average, 
indicating an overreliance on grants, and an underinvestment in capacity support.

CAUCASIAN-LED 
ORGANIZATIONS

 ORGANIZATIONS
LED BY PEOPLE OF COLOR

Individuals as %
Annual Budget

Annual
Operating Budget

Revenue Raised
From Individuals

Number of
Individual Donors

Number of
$1,000+ Donors

Average
Gift Size

11% (median)
16% (mean)

$919,000 (median)
$2,518,022 (mean)

$18,000 - $74,000,000 (range)

$74,000 (median)
$354,000 (mean)

200 (median)
1377 (mean)

18 (median)
70 (mean)

$256 (median)
$370 (mean)

8% (median)
11% (mean)

$810,000 (median)
$6,161,000 (mean)

$15,000 - $19,500,00 (range)

$60,000 (median)
$173,916 (mean)

162 (median)
780 (mean)

15 (median)
59 (mean)

$223 (median)
$369 (mean)

INDIVIDUAL 
GIVING STAT

Total Organizations: 98 Caucasian: 72, People of Color: 26

We are committed to ensuring equitable fundraising opportunities for all. We are aware of the unfortunate 
biases and discrimination organizations led by people of color face. Often, they do not have access to or 
are not granted the same funding opportunities as their white counterparts.

This economic disparity has been more devastating during the current pandemic, as programming and fund-
raising opportunities have withered or had to be cut entirely. In response, we have contributed to initiatives 
such as the Central Virginia COVID-19 Response Fund and The Metropolitan Business League Small Business 
Recovery Fund to support our businesses and nonprofits impacted by the pandemic. We also eased our grant 
restrictions for 2020 to allow our grantees to use the funds for general operating expenses. We are 
committed to building community capacity.

Nonprofits are confident in their  
fundraising message and donor retention 
strategy as is evident in their response:

SELF-FUNDRAISING CAPACITIES ROBINS FOUNDATION’S COMMITMENT TO 
COMMUNITY CAPACITY BUILDING



REQUESTED ASSISTANCE AND SOLUTIONS 

NONPROFITS WANT AND NEED HELP FROM ROBINS FOUNDATION
Nonprofits welcome the opportunity to receive the generous capacity-building 
resources Robins Foundation offers:
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0% 20% 40% 60% 80% 100%

EXECUTIVE DIRECTOR

LESS THAN $500K

LESS THAN $50K

PART-TIME
DEV. DIRECTOR

$500K
$1MM

$50K
$100K

FULL
TIME DD

DEVELOPMENT STAFF

$1MM
$2MM $2MM+

$100K-$500K $500K+

VOLUNTEER
BOARD

QUANTITIATIVE/QUALITATIVE FUNDRAISING 

0% 20% 40% 60% 80% 100%

COACHING + TECHNOLOGY

LESS THAN 
5 HOURS

$1,000-
$2,000

MORE THAN 5 HOURS

$2,000-$5,000 MORE THAN $5,000

FLEXIBLE GRANTS WORKSHOPS

LESS THAN 
$1,000

CAPACITY BUILDING NEEDS

•  51% of all participants prioritized more intensive options 
	 of personal coaching and upgraded technology

•  39% prioritized flexible grant dollars

•  10% stated the need for personalized workshops 
	 to maintain self-sustained success

•  86% expressed they are willing to commit five (5) or more hours 
	 of staff time to development activities each and every week

“TCI (The Commonwealth Institute) will actively look for 
ways to build capacity to complete our goals over the 
coming year, and we appreciate the effort of Robins 
to also assist regional organizations in scaling their 
development efforts.”
 — Chad Stewart, Manager of Education Policy and Development,  
    The Commonwealth Institute for Fiscal Analysis

Who is responsible for
your fundraising?

What is your annual
operating budget?

How much did you raise
from individual donors?

What resource do you
most need to meet your
development goals?

How many hours per week
could you dedicate to
fundraising activities?

How much could your
organization invest in
its fundraising support?




