
Welcome 
to 

Fundraising and  
Resource Development 
 

Presenter
Presentation Notes
DR has rights until slide 16
(DR Open poll)

Welcome to Fundraising and Resource Development. I’m _____ with Campaign Consultation, a Training and Technical Assistance provider with the Corporation for National and Community Service. This webshop is part of a series of monthly webshops designed to provide tips and assistance to help you navigate your VISTA service and perform the work you have been assigned by your organization. 

Please look in the lower right of your screen and you will see we are asking you to answer a few questions.  These polls help us to know who is participating in this webinar and direct them to your needs.

You may have been assigned the task of raising funds for your organization as part of a team or as a single fundraiser with a special  area of responsibility.  The truth is…everyone who works for a nonprofit is responsible for the wellbeing of the organization, so, whether you are a grant writer, an events coordinator, or a community liaison, we hope there will be something for you in this webinar.





Today’s Team 

Sharon Rabb 
Project Specialist 
Campaign Consultation, Inc 
 

Jil Freeman 
Training & Online  
Curriculum Developer 
Education Northwest 

Danielle Ricks 
Social Media Specialist 
Campaign Consultation, Inc. 
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I am ________, and also with us today are __________________________________________.
Danielle is sitting in for our usual host Suzanne Knizner so if you have questions for Danielle, please direct them to Suzanne



Tips for using WebEx (this virtual workshop tool) 
 1.If you lose your internet 

connection, reconnect using the 
link that was emailed to you. 
 

2. If you lose your phone 
connection, re-dial 1.877.297.9359 
and re-join. 
 

3. This webshop is being recorded 
and will be available on the VISTA 
Campus Tour page along with the 
archives of previous webshops . 
 

4. The phone lines will be mute. You 
may ask questions in the Chat at the 
right and we will try to answer as 
many as we can as we go along. 
Assuming time permits, we will 
open the phone lines later to 
answer additional questions. 
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Please make note of this information:

If you lose your internet connection, reconnect using the link that was emailed to you.

If you lose your phone connection, re-dial the phone number and re-join.

If you are having difficulty with WebEx, you can call 1-866-229-3239.

This webshop is being recorded and will be available on the VISTA Campus Tour page along with the archives of previous webshops .

We have muted your lines for the first part of this presentation, but later on we will open them to take your questions.  You may also ask questions in the CHAT section on the right. We will answer those questions as they occur. Please address your questions to EVERYONE, and feel free to answer questions in the Chat.




Today’s Agenda 
•   Welcome and Introductions 
 
•   Fundraising vs. Development 
 
•   Where the money comes from 
 
•   A full component of fundraising methods 
 
•   The Ask 
 
•   On the VISTA Campus 
 
•   Next Steps 
 
•   Evaluation 
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Review agenda

Introduce Andy, VISTA Training Specialist
Close and Share Poll results if they are ready.

(Chatter if we need more time:  Fundraising and resource development is a responsibility that appears on many VADs. VISTAS do grant writing, build annual fund campaigns, create special events, and are often asked to represent the organization in the community.  The skills you will gain as VISTA are readily transferred to Post-VISTA employment.  Nonprofit organizations are particularly interested in VISTAs who have fundraising skills and experience.)




Fundraising  
vs.  

Development 
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Let’s explore the difference between Development and Fundraising: 
Fundraising is the final step that follows a series of activities intended to build relationships. 
Development activities stimulate a prospective donor’s interest in and commitment to your program
Many of these activities are things you are probably already doing and you don’t think of them as fundraising.
Development is a  continuum of effort that results in successful fundraising.
All members of your staff can be involved in development.  For example: Program staff are usually most articulate about their projects and can tell the story in a way that is compelling to stimulate a prospective donor’s interest.  Many major donors will expect to receive an ask only from the executive director and so you may be serving as a coach to the director.  In other cases, a leadership volunteer may be the best person to ask for a gift and you may be serving as a support to him or her.
 



Where the money comes from… 
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Now let’s talk about where the money comes from. If you look closely at the cash that your organization raises you should see that it comes from a number of different sources.  A balanced development program, with requests and gifts from more than one source indicates a healthy fundraising program.   Overdependence on one source, foundations for instance,  is risky because a loss in funding from this area can cause your whole financial support system to crash. This chart, which  you will find on the VISTA Campus, outlines the benefits and challenges to the six sources of funding:




Where the money comes from… 

Individuals 
Give 80% of all gifts in the U.S 

 

Foundations 
Represent 10-12% of U.S. giving 

 

Corporations 
Represent about 5% of gifts  
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We’ll start with the big 3.

Individuals provide 80% of all gifts in the U.S.  They provide the base for your annual fund drive for operating support.  Treated correctly, they will give year after year and often increase their giving as they become more invested in your program and eventually can lead to a large planned gift. They will support programs based on their emotional connection and therefore often are the greatest source of funding for controversial  issues. However, be aware that they require more time and effort than other sources of funding.  It may take several years to bring an individual into your fold, and it takes a good deal of planning and work with fundraising volunteers. There should be individual donor prospects among your most promising donor prospects.

Foundation funders involve fewer people to solicit.  They will give seed grants and they will often fund start-up projects.  They can give big money.  But… as a rule, they only provide  funding for a limited time.  10 to 12 percent of all giving to nonprofits  comes from foundations and they often require that you demonstrate that you have support from other sources. They also fund on their schedule, and there is little chance of getting operating or emergency support from a foundation. 

People think Corporations should be a good source of support, but remember that business are in business for their own profit.  Only 5 percent of the funding comes from business.  You have the best chance if your mission is compatible with their product.  They seldom fund operating costs and gifts are not large.  Keep in mind however, that some large and medium sized corporations also support company foundations. And smaller, local business are good sources of in-kind support.  Businesses usually give for the public recognition they receive.




Where the money comes from… 

Government 
Currently pays about 25% of nonprofit bills 

 

Federated Organizations 
Workplace giving by payroll deduction 

 

Civic Organizations and Clubs 
Good sources for volunteers 
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Here are three more sources of giving that might not come readily to mind.

Of course as a VISTA, you are aware of government funding, but did you know that  approximately 25% of the U.S. nonprofit bills are paid for by government funding.  There are some very large grants available if you are a priority.  There is difficulty in acquiring those funds however.  The application and reporting requirements are very time consuming and sometimes expensive when staff time is considered.  Some organizations which rely heavily on government funds find themselves in trouble when they are no longer in a targeted priority area for funds.

Federated organizations such as the United Way, Associated Black Charities  often are a good source of supplemental funding when you have other sources.  The workplace giving program makes it easy for people to give, but seldom are large gifts received this way. Some organizations receive grants directly from a federated organization.

Lastly, don’t forget civic organizations and clubs.  The Lions Clubs, The Elks (sometimes known as 
The Animals) Rotary, Kiawanis and religiously affiliated groups and fraternities and sororities often make small gifts.  These groups are a fertile source for volunteers.

Remember, one of the dangers of fundraising is reliance too heavily on a single source of funding or a few funders.   Certainly this current economic situation has pointed out the need for a wide base of support, one that includes funders from different sources. 




Fundraising methods… 
 Personal or face-to-face 
 

 Phone 
 

 Direct Mail 
 

 Grant Proposals 
 

 Special Events 
 

 Web-based or electronic 
 

 Planned gift or bequest promotion 
 

 Passive, i.e. gifts come to you, such as through 
Tribute Fund (“In honor of” and “In memory of”); 
good press, etc. 

 

 Other 
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Next we are going to look at fundraising methods-the way you ask for money.  The thing to keep in mind about raising money is…the closer or stronger the personal relationship , the greater the chance of getting the desired gift. Many times, you will not be the one with the closest relationship.  Board members and fundraising volunteers can be of major benefit when asking for funds in these cases. Sometimes, more than one fundraising method is used for a single prospective donor.  You may write a letter to be followed up by a phone call to set an appointment for a personal visit to ask for a gift, for instance.  Just remember that the personal touch is always preferred.  




Fundraising methods… 
Personal Visits  
•  70% will give about 50% of the rated amount 
 
Telephone Calls 
•  25% will give about 25% of the asked amount 
 
Personalized Mail 
•  10% will give 2.5% of the suggested amount 
 
Direct Mail Requests 
•  2% will give gifts in the range of $10 to $25 
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Let’s take a look at when you might use each method:

As you can see, personal visits are the top producers.  If you have a large base of donors, it’s highly unlikely that you will be able to make personal visits to everyone. This method is best used for seeking larger or special gifts. It can be used for annual unrestricted support or restricted support, but save for your best prospects. This method of asking also is most apt to bring positive results when the solicitor is a peer or a fundraising volunteer who also has made a donation of comparable size. 70% of those asked usually give about 50% of the requested amount.

Telephone calls also can be very personal. This method is often used to initiate personal contact as a prelude to a face-to-face ask for unrestricted or restricted support. Phonathons can be used to supplement annual fund drives and upgrade support. Try to match callers to people they know.  25% of those asked usually will give 25% of the requested amount.

Personalized mail can be used to solicit new or repeat gifts. Usually applied for unrestricted gifts. 2.5% of those who receive a first time solicitation will usually give 10% of the suggested amount. Established donors will respond at a higher rate.

When a Direct mail campaign is directed to a new, unknown pool of prospects the response will be much smaller.  The more targeted the mailing, the better chance you have of positive response.




Fundraising methods… 
Grant Proposals 
•  Foundations, corporations, individuals 
 

Special Events 
•  Publicity, volunteers, gifts-in-kind 
 

Web-based or electronic fundraising 
•  Web-pages, emails, DONATE NOW!  
 

Planned gift or bequest promotion 
•  Ultimate gift 
 

Tributes, memorials, etc. 
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You are probably familiar with written grant proposals for foundations and even for corporations and individuals.  Occasionally, if you are involved with a major capital campaign, you may be asked to write a proposal to an individual to fund a specific program or project.  Grant proposals usually come with specific guidelines.  Be sure you have these guidelines before you start your proposal and if necessary, contact the funder for guidance if there are questions. Foundation staff usually are receptive to calls from grant-seekers during the proposal-writing process.

Many VISTAs are involved in Special Events.  In addition to fundraising, special events can serve to showcase and publicize your project in the community.  They also involve many volunteers and may be a way to involve the business community in form of gifts-in kind.  These can both become funders later when they learn more about your program through their involvement. With special events, be aware of your Return on Investment.

Is your website serving you well?  Online giving can be a good source for new donors and has been proven to be a very effective way to raise funds during a crisis.  At the very least, you need to have a Donate Now button prominently displayed. Learn to make use of Facebook, twitter, and other social media tools to bring awareness to your cause and to your needs. And don’t forget standard Email.

Planned gifts are usually directed to a special purpose, like endowments.  In addition to bequests, they can include gifts of personal property such as stock or real estate.  They are a great way  for longtime and major donors to provide for your organization’s future.  Often these are a major donors “ultimate gift” after many years of loyalty to your organization.

Tributes and memorials often come from donors not connected to your organization, but are initiated by donors with a strong affinity to your organization.  Publicize these.  You may bring in new donors this way, but be careful not to offend.  And always acknowledge the gift to the donor and to the honoree or honoree’s family.

In closing, no matter what method of fundraising is used, it is said that the three most important words are: “relationship,” “relationship,” and “relationship.”




The Ask 

The 5 “I”s of Development 
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This slide, the 5 Is of Development, explains the process of relationship building.

Before you ask someone for a gift, you need to build a relationship that will lead to a response based on the individuals attachment and appreciation for your project.  We do this starting at the bottom of the pyramid and working toward the top.

Identify – the prospects who might support your program (come to events, have family members or friends involved, may have made small gifts, etc.) do some research to find out about a prospect’s capabilities and interests 
 
Interest – do your work in a way that those prospects will notice, and be interested (publicize in the community, hold events that allow individuals to see the kind of work you are doing.
 
Inform – Send newsletters, generate publicity, send out press releases, post to facebook, hold special events to inform your prospects about the need in the community that your program is meeting
 
Involve – the more a prospect is involved in your program, the more they care – ask advice, request help on short term projects, etc.  (If you want money…ask for advice.  If you want advice…ask for money.  We hope that by using this process you will get money when you ask for money.)
 
And Thus:
 
Invest – the more a prospect cares, the more likely they are to invest with a major financial contribution




The Ask 
• Few people give money unless they are asked. 
 
• Nearly everyone feels good when they give 

money.  
 
• Most giving is done by people on incomes of 

less then $60,000.  
 
• When you ask people you know for a 

contribution, at least half of them will say “yes.” 
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Asking for money scares a lot of people.  It might be helpful to keep these thoughts in mind:

Few people give money unless they are asked.  When was the last time you went looking for a place to give away money?

Nearly everyone feels good when they give money.  There’s at least some small impression that you have made the world (or at least someone’s world) a better place when you make a gift. 

Most giving is done by people on incomes of less then $60,000 .  Don’t think you can only ask rich folks for money.  In fact, those with fewer assettsand less income give a higher percentage of their income.  Also, the rise of online and web-based giving is coming from younger donors who have the potential to become larger donors if you capture their interest.

When you ask people you know for a contribution, at least half of them will say yes.  That is why it is important to build relationships.

We were taught early on that talking about religion, politics, sex and money are taboo. We were raised to believe that it is rude to ask someone what their salary is or how much they paid for their house or their car. In fundraising, however, we’re not prying to find out how much money a person has or how they came by their money (although, it helps to know a potential donor’s capacity and interest)…we’re asking for a specific gift of a certain size for a specific purpose.  There are a lot of other ideas floating around that make talk about money difficult. Focusing on the positive aspects of talking about money and the miracles that will be accomplished by generous donors will help you deal with your negative feelings about asking for money.




The Ask 

• Tell a Story 
•  Appeal to Shared values 
• Focus on Solutions 
•  Answer the “So what” questions 
• Make a Specific ask 
• Keep it Simple and Sincere 

 

Communicating with Donors: 
The 7 “S”s of Solicitation 
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At this time I am going to introduce Jil Freeman who is an Advisor, Training & Online Curriculum Developer at Education Northwest in Portland, Oregon to give us some points on communicating with donors.

Mouse click to introduce each bullet
Jil Freeman
A strong  solicitation email, letter or pitch offers a strong, compelling and well-supported appeal to donors. 
STORY: Engage the reader by presenting a compelling narrative portrait of the problem or need of the organization. 
SHARED VALUES: Appeal to the values and motivations of the donor, which include being part of a solution, making a visible/measurable impact, etc.
SOLUTIONS: Provide a description of the need that establishes a logical solution to the problem and lays the groundwork for the ask; show how your organization’s work (and by extension, your supporters) is an essential part of the solution. 
SO WHAT QUESTIONS: Discuss the problem in a way that makes the reader see that change must happen as soon as possible, discuss what happens when solutions aren’t offered/supported. When appropriate, use experts to help make the case.
SPECIFIC ASK: a strong and direct ask of the donor, which includes clear directions for taking action.
SIMPLE and SINCERE: Be persuasive but don’t overwhelm the reader with information. Use simple language that is easy to understand and avoid the use of jargon, acronyms and/or abbreviations and practice professional communication behaviors (spelling, grammar, language, speech, etc). Don’t emotionally manipulate your audience; be respectful and sincerely grateful for their time and support (in whatever form it comes).




Questions? 
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http:/vistacampus.gov 
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Next we will go to the VISTA Campus where find a number of resources to use for fundraising and resource development

Today we will be visiting the resources in The Work section of the Campus. This section focuses on the work that you are doing in your day-to-day as a VISTA. What skills to you need to be able to accomplish your assignment? How do you learn to do what is described in your VAD? This section has a wealth of resources aimed at giving you the skills to complete the tasks of your year. 

Our first stop for fundraising and resource development tools will be the Fundraising box
 4 smaller boxes

Raising Funds from Individuals
 Explain formatting
 Point out forums
 Feedback
Grants
Special Events
Online Courses for College Credit

There are a few other pages to look for help with fundraising, grant writing and resource development:
Communications and Marketing
Improving Communications Skills
 Communicating with Stakeholders
Marketing
 Business World Traveler Kit
Working with the Media
 eOrganizer
Using Social Media
 Marketing Your Program Online
Community Development
 5 Cs splash page
There is one other area where you may find some helpful fundraising and resource development tools. Take a look in the Life as a VISTA/History and Mission box.  You will find materials to help you explain the mission and work of VISTA that may be especially helpful to grantwriters.

STOP SHARING




Next Steps 

•   Bookmark the most important fundraising and resource 
    development pages from the VISTA Campus 
 
•   Take a course in the Fundraising  or Communications &  
     Marketing section of the VISTA campus 
 
•    Post a message or respond to a question on a VISTA  
     forum 
 
•   View the Campus calendar to find events and future  
     training  opportunities 
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That’s it for Fundraising and Resource Development.  Here are 5 things you can do right now:




THANK YOU 
for your participation! 

 If you have further questions or for more information, 
contact us: 

VISTACAMPUS@CampaignConsultation.com 
 

Working with Volunteers 
Wednesday, August 22, 2 p.m. EDT 

 
Visit 

 http://vistacampus.gov/mod/forum/discuss.php?d=1083  
for a complete schedule of VISTA webshops 
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Working with Volunteers
Wednesday, August 22, 2 p.m. EDT
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