. This Health Sector Spotlight is adapted from CCS’s
2026 Philanthropy Pulse 2026 Philanthropy Pulse report to provide an in-depth
SECTOR SPOTLIGHT look at the data provided by 52 survey respondents

from that sector out of 618 total.

*Charts may not add up to exactly 100% due to rounding
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RRENT FUNDRAISING TRENDS

More than six in ten health organizations (63%) reported FUNDRAISING SOURCES

revenue increases from the prior fiscal year, up from 59% in

2024 and slightly above the all-sector average of 61%. Major Gifts | 2>’/
Philanthropic Grants ||| N

Health organizations continue to rely primarily on centralized events [N

fundraising structures. Compared with last year, hybrid models pirect Response (NN

increased from 20% to 30%, while fully decentralized programs e

declined from 11% to 2%. Most organizations report stability in '

their operating models, with 52% staying about the same and delrliensy) JEE

45% becoming more centralized. Research Grants [ 3%

Concierge Programs . 1%

Fully
Decentralized 9/,

Other

Health organizations raise more than two-fifths (43%) of
their funds through major gifts and philanthropic grants.

Most health organizations report limited noncash giving and
minimal reliance on donor-advised funds. Nearly 60%
receive 20% or less of total giving from noncash assets,
while 40% report donor-advised funds at 0% to 10% of
overall giving.

Fully Centralized

DONOR ACQUSITION AND RETENTION

NEW DONOR RETENTION More than seven in ten health organizations (71%) identify
donor acquisition as their top fundraising challenge. At the
same time, 57% saw an increase in new donors over the past
15% to <30% year, up from 51% in 2024. As organizations expanded their
donor base, most donors gave one-time contributions (46%)
and annual recurring gifts (35%).

1% to <15%

30% to <45%

45% to <60%
Retention, however, slipped slightly. Over the past three

60%to <75% years, 34% of health organizations retained 45% or more of
1 0
90% or More [ 2% their new donors, down from 40% last year.

STAFF AND RESOURCING

Nearly one-third of health organizations (32%) increased
fundraising staff over the past year, up from 24% in 2024. Heavy Workload or Burnout
Organizations in this sector still cite workload, burnout, and
pay as top retention challenges, but at lower levels than
organizations overall. Limited career growth remains a notable
exception, cited more frequently by health organizations than
by the industry overall. Better External Opportunities

TOP FUNDRAISING STAFF RETENTION CHALLENGES
@ Health @ All Organizations

Low Pay or Benefits

Limited Career Growth

Leadership or Culture Issues

PHYSICIAN ENGAGEMENT IN FUNDRAISING

Giving Personal Donations and Contributions ||| NG 43
Engaging in Follow-Up Conversations || RGN :+* . ) .
Physicians most often engage in fundraising through

Joining Briefing Visits - | D 25 personal giving (43%) and donor-facing activities, including
Participating in RECOSNITION iy 6% follow-up conversations and briefing visits. Many also
and Stewardship Efforts . .
support recognition, stewardship, and outreach efforts.

Participating in Outreach Initiatives _ 23%
Helping Identify Wealth Indicators || D 4%

Physicians Not Engaged in Fundraising Efforts | 1%

Al USAGE AND TECHNOLOGY

Health organizations are adopting Al selectively. About
70% use Al for donor communications at least a moderate
amount, 52% apply it to predictive analytics, half have More Effective Campaign Targeting 41%
developed Al guidelines, and 48% use Al to support
automated tasks.

OUTCOMES ACHIEVED THROUGH DATA AND Al IN FUNDRAISING

Streamlined Fundraising Operations 41%

Enhanced Personalized Donor Engagement 41%

Better Prediction of Donor Behavior

Where Al is in use, health organizations report the greatest Improved Donor Acquisition
impact on donor targeting, acquisition, and fundraising

. Increased Donor Retention Rates
operations rather than wholesale revenue growth.

Higher Overall Fundraising Revenue

PROJECTIONS AND PRIORITIES

TOP PRIORITIES FOR FUTURE POSITIONING Health organizations anticipate a mixed fundraising outlook.
Introduce New of Increase A majority expect annual appeals (43%), corporate giving
Existing Revenue Streams (33%), and deferred gift commitments (47%) to increase in
Skill-Based Investmants 2026, while most anticipate programs such as direct
and Capaciely Building marketing (55%), events (43%), and foundations (41%) to

remain the same.

Structural Reorganization of Functions
or Reporting Lines

Adopt New or Convert To strgng’Fhen their posfclo.n.ln the years ahead, health
Existing Technology organizations plan to prioritize revenue growth, internal

Capital or Geographic Expansion CapaCity: and tech nOIOgy adOption-
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