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5. Network

0. Vmce/mfluence
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Donor motivation
Be a bridge between the
donor and your cause
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= {OUT UNIQUENESS
Call to Action






What kind of dorors?
Individuals
Institutional dONOTS
Trusts=and foundations
Companies

Wealthy individuals
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http://www.trustfunding.co.uk/
http://www.foundationcenter.org/
http://www.equalfooting.org/
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Corporate Social Respons 0|
Own suppliers?
Bridge between-\-yﬂou,\-and

-comp/any
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e individu‘:
. Ever.ountry has them
 Forbes ,
 Annual reports
 Enablers

* Introductions
 Special events
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Flndln’undlng from m
smaller donofs in a
measubale, cyclic manner
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Direct Marketing Is always a

. Website offer to
C I r C e send related gift Article in
to anyone who newspaper

sighs up news on TV
for regular or very popular
donation blog

Email blast to all
supporters
With donation
button in email

Direct mail with ask
to all 50+
supporters

Website has up-to-
date news
on related story
Twitter account is
active
Facebook has
images and ‘Likes’




Website;
As a Call to acti

T

As a reward

As a report back
As a virtual community
As a recruitment tool
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« |Lobby and advocate for you
e Get more members
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What Is so good
e Costs money .
* Internal changes
Takes time to build
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Again; saying
Thank you is
|
the magic
word!
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 Wea individuals
« Companies
 Grant making trust and

foundations

« Large events




Wealth e are still
people; look td«onor

motivation, relationship

bquln and rewards
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- What can you give to them?
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Grantglivers:

Project adoption

« Seed money e -
e Thematic lines
= Letter of errquwy fuII proposal
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DiscC with stakeholder

e (Casertor Su rt Is the
HEART F'

e Your USP

A clear budget
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How much? <
« How much is a dream?

(Break it down m money ahd
steps)
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9.

Executive summary (50 words)
Background (200 words)
Potential te raise funds (100 words)

Current income pattern and targets (100
words)

Existing fundraising analysis (200 words)
Outline Plan for the future (300 words)
Budget needed, income forcast

Stalff, volunteers and board
Communication and branding

10. Risks analysis
11. Conclusion



Resource Allliance
Institute of Fundraising
Charity Times

Third Sector

UK Fundraising -> forum
Just giving

Slide share



Jolan at Jolanvh@gmail.com



