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Survey Results: February 2011  

 

Activate Fundraising carried out research in late 2010/early 2011 to establish how the recession was 

impacting on fundraising, particularly in small to medium sized charities across the UK.  In general, the 

recession had impacted negatively both in terms of earned income and fundraising. 

 

Although the recession has taken its toll the worry now, of course, is the impact of the government 

spending cuts which are already starting to bite.  70.4% of respondents were seeking to raise core 

costs from fundraising and this could be due, in part at least, to a reduction in government spending 

(which traditionally covers core costs).  These costs are particularly difficult to raise from philanthropic 

sources although more donors (and in particular charitable trusts) are becoming aware that these costs 

need to be supported in order to ensure charities can function in the first place.   

 

Only 11% of those who responded had any fundraising staff while the vast majority relied on either 

existing non-fundraising staff (33%), volunteers (25.9%) and Board members (18.5%), while one or two 

respondents cited their Chief Executive or freelance/consultants as those who carried out their 

fundraising activity.  It is encouraging to read that Board members are involved in fundraising although 

18.5% does seem rather low at less than one-fifth. 

 

Perhaps unsurprisingly in a survey where the vast majority of respondents (89%) had no fundraising 

staff; time and money were the two main barriers to fundraising – with 33.3% and 30.8% respectively 

indicating these were major issues/barriers to fundraising.  Other areas identified as a problem were: 

‘too much additional work required’ (again, alluding to lack of time and resources) and ‘previous 

unsuccessful approaches’ – which 59.3% of respondents indicated was ‘occasionally an issue’ which 

hindered their fundraising activity.   

 

However, if funding cuts increase as they are expected to and there is a corresponding impact on 

resources, how will those organisations already suffering from time and resource deprivation meet 

increasing demands to raise income from other sources?  While there is no definitive answer, it would 

seem that organisations are going to have to work smarter and not harder taking a creative approach to 

future fundraising activity.   

 

Perhaps there will be more collaborations; organisations looking to move into other service areas or 

concentrating on specific activities while dropping others; or using lower resource intensive methods of 

fundraising.  The latter could mean anything from concentrating on trying to win more resources from 

fewer donors (i.e. raise larger donations rather than more).  Or the opposite, using creative methods to 

fundraise from more people, e.g. crowdfunding and social media, such as WeFund, Kickstarter – or 

using Twitter and Facebook to launch campaigns among interest groups. 

 



 

Still on the subject of barriers to fundraising, 42.3% said that lack of Board support was never a 

problem, which is interesting given that only 18.5% of boards seem to be helping with fundraising.  

Could this be that, of the boards that are supportive but not fundraising, they are simply seen as not 

lacking in support because they don’t interfere?  Or perhaps boards are encouraging but not being 

properly utilised by staff – again, because of a lack of time or resources.  The figures would seem to 

indicate that there is potential to develop board support and that the capacity and willingness is there if 

it can be properly harnessed. 

 

In organisations where time and resources are scarce, boards should be more prepared to take a 

hands on approach to fundraising – going out and making the ask on behalf of their organisations – and 

this is an area which can only become increasingly important in the future.  Organisations need to start 

considering (if they aren’t already) getting individuals on their board who are prepared to fundraise on 

their behalf.  That means it should be in the job description, particularly in organisations currently 

lacking these skills on their board of trustees. 

 

The majority of respondents (44.4%) raised more than 50% of their income through fundraising – with 

only 29.6% at the other end of the scale, relying on fundraising to cover less than 10% of their income.  

If there is no-one to do the fundraising, no time and no money for resources, there is definitely pressure 

on those organisations with such a large income requirement from fundraising.  And this is where 

smarter fundraising techniques and proactive board members are worth their weight – if not in gold then 

certainly in donations they bring in to organisations. 

 

While 3.7% of fortunate organisations experienced an increase in income since the start of the 

recession, it was unsurprising to discover that 37% had experienced a reduction in all of their income 

sources while 22.2% had no change to their income for the same time period.  The vast majority (84%) 

reacted to these cuts by making cost savings while 64% were increasing their fundraising efforts to 

cover the funding gap. 

 

It is no surprise that these are difficult times for the charitable sector – and there is still potential for 

times to get even harder as the government funding cuts start to impact on resources.  However, there 

are also opportunities to develop collaborative approaches to service delivery; to engage our boards 

more effectively in our fundraising activity; and to refocus fundraising more effectively. 

 

 

If you would like an informal discussion about how Activate Fundraising can help to focus your 

fundraising efforts and provide results, please get in touch with Heather Stewart on 07971 721013 or 

email: heather@activatelimited.com 

http://activatefundraising.com/
heather@activatelimited.com

