


5.  Fundraising Plan worksheet

This example is based on Sandy Reese of Getfullyfunded.com’s suggested template. 
A more detailed and advanced walk-through template for a Fundraising Plan is available from CauseVox at  https://www.causevox.com/fundraising-plan-calendar/


Step 1: Values
Articulate which values will guide you as you pursue the fundraising goals listed in this plan.

Step 2: Reflect on the Past Year
Reflecting on the past year is a great way to start simplifying your fundraising plan. You will be able to identify trends and patterns that you may not have noticed otherwise.

First, review your total revenue raised from all sources. Then, look at the breakdown of your revenue between individual donors and corporate sponsorships. Finally, determine if there was any change in your average gift amounts.

Also consider whether your organisation had any major changes in the previous 12 months. Did you add a new board member? Change your mission statement? Add a new programme? These changes might affect your ability to effectively develop funding.

Once you have reflected on the past year, you will be able to simplify your fund development plan and focus on the most effective strategies for the coming year.

	Example:
Results:
Overall: We raised 10,000,000 from all sources last year.
Individuals: 250,000 (12.5%) came from individual donors.
Corporations: 200,000 (18%) from corporate social investment allocations. 
Sponsorships: 1,000,000 (10%) corporate marketing budgets.
Successes:
Our online giving page had a great response, and we were able to increase our donor base by 10%, xx. 
We hit our fundraising goal for the first time in three years! 
Challenges: 
Our postal campaign (direct mail) did not happen. Must review text and branded gifts. 
We battled to get corporate sponsorships; must refine our approaches.



 Step 3: Take Stock
The second step is to take inventory of your organisation's resources. You will want to think about where your money comes from, how much time you spend on fundraising activities, and whether there are any additional resources available to you.

Take stock of your organisation’s resources (money, staff, board, volunteers, etc.) and how they can support fundraising efforts in the coming fiscal year. 
· What do you currently have? 
· How much time does your organisation dedicate to fundraising? 
· Do you have a dedicated fundraiser, or multiple? 
· Are there any additional resources available to your organisation?
Once you know where your money comes from and how much time you spend raising funds, you will be able to determine if there are any additional resources that you can tap into. For example, if you do not have a clean and automated email list of supporters, you may need a database administrator to manage that list.

Also consider whether you have enough staff time to devote to fundraising. If you only have two hours per week to develop funds, you may need to find a way to reduce the number of fundraisers you run.

Finally, you may want to look at whether you have access to technology that makes fundraising easier. For example, if your organisation uses online donation forms, you may be able to automate those forms instead of manually entering data.

	Example Resource List:

Funds:     We have a 20,000 budget for this fiscal year. 5,000 of that is set aside for mail shots, 10,000 
                for online giving, 2,000 for special events, and 3,000 for printing and postage.

Time:       We have two full-time (40 hrs p/wk) staff members dedicated to fund development. In 
                addition, we have a part-time development assistant who works 10 hours per week. We also  
               have a database administrator who spends 10 hours per week on database maintenance.

Board Support:     We have a three-member fundraising committee that meets monthly. We also have a 
                             development committee that meets quarterly.

Other:         We have a great online fundraising platform and a good email list.



Step 4: List the things you need to do to get new donations (renew existing ones, and improve existing ones).
To begin and/or increasing your individual giving, your strategy should include tactics to discover ways to draw in new individuals who will give regularly, renew current ones, and move them up a level or two or three. Think of these efforts as "growth", because they are essential for keeping your fund development efforts worthwhile.

	Example Resource List:
Attract:     Run three social media campaigns aimed at attracting new potential donors. 
                Exhibit/demonstrate and/or make presentations at two community events to attract new 
                donors.

Renew:   Reach out to dormant donors.

Upgrade: Asking recurrent donors to increase their giving level.



Step 5: Write down your goals for each action (begin with an action verb or ‘We want to…)
This is where you write down your goals for each activity. You will want to think about what you want to accomplish in numbers; avoid the complacency that often comes from relying on percentages. For example, if you want to increase the percentage of your current donors from 10% to 15%, then you should write down your goal as: 
"We want to increase our current donors by 25%, i.e. by adding xx new donors to our current base of xx by November 1”.
Another example of an explicit goal is: you want your organisation to reach its fundraising target, then you might state the following: 
"Raise 1 million by 25 December xxxx from xxx recurrent/corporate/development agency donors."

	Example:
Attract new recurrent donors: 
Acquire 100 new email addresses from in-person events.
Raise 10,000 from our P2P campaign by recruiting three volunteer fund developers who raise 
    5,000 each by July(?) 1.

Renewing donors: 
Raise 15,000 from our current donors for our winter postal appeal. 
Engage 80 online donors to raise 7,000 by August 20. We want to schedule meetings with 60% or xx of our major donors by August 1.

Goals for upgrading donors: 
By March 31, we want to recruit 30 new monthly donors from our annual givers from our mid-level donor base. We want to raise $60,000 by upgrading 30% or xx of our current major donors by November 1.



Now that you have written down your goals, you can move onto Step 5.

Step 6: Three focus areas for the coming year
Your fundraising plan should include at least three focus areas for the coming years. These are the three things that you want to make sure happen because of your fundraising plan. You might want to consider adding additional focus areas if there are things that you think you will want to work towards.
You might decide to:
· begin a monthly giving programme, 
· persuade one or more board members in becoming involved, or 
· improve your database practices so that your donor reports are consistently accurate.

You could also want to add additional focus areas if you feel like there are certain things that you would like to accomplish in the coming year. 
Whatever your goals are for the coming year, make sure that you write them down in your fundraising plan. They then become indelible, and you can refer to those goals throughout the year to remind yourself of where you want to focus your efforts.

	Example Focus Areas
· expand your recurrent giving campaign, 
· ramp up your development agency programme by introducing multi-year projects;  
· launch a new online giving platform, or 
· develop a new volunteer recruiting and training programme.





Step 7: Mark it on the calendar
Regardless of your calendaring system, figure out how you are going to space out your plans over the next year. Plan your activities around vacations, programme events, and potential busy times for the organisation. Use the space below to brainstorm how to structure your year, and then translate your thoughts to your scheduling tool of choice, e.g. the Gantt Chart Project Schedule template included as Template 22.


	Example:
Launch an ‘online giving’ platform in February.
Introduce informal meet ‘n greet monthly events in March. 
Avoid heavy fundraising activities in April (several public holidays).
Recruit new volunteers for April.
Develop a new volunteer training programme for May.
Launch a recurrent giving campaign in June.
Focus on foundation/development agency grant writing from June-August.
Make time in November for reminder calls to donors who have not given yet in 20XX.

OR

Example 2: (preferably more detailed)

January:
Plan and budget for the year.
Develop goals and objectives.
Create calendar of events and activities.
February:
Develop marketing and communication plans.
Design and print promotional materials.
Order supplies.
March: 
1st round performance development interviews
Launch monthly donor campaign.
Train or find training courses for staff and volunteers.
Recruit additional volunteers.
Avoid heavy fundraising activities in April (several public holidays).
Implement marketing and communication plans. 
Brainstorm new projects/programmes.
May:
Evaluate progress and make necessary adjustments. 
Thank donors and recognise top performers.
Formulate new programme designs.
June:
Plan for annual meeting.
Solicit input from board members.
July:
Prepare for the annual meeting.
Review and update materials.
Practice presentations.
August:
2nd round performance development interviews.
Reflect & review.
September:
Implement changes from annual meeting.
Spring-clean database.
October:
Evaluate progress and make necessary adjustments. 
Thank donors and recognise top performers.
November:
Make time for reminder calls to donors.
Send holiday cards.
Plan for upcoming year.
December:
Push hard through mid-December. 
Enjoy the holidays.
Spend time with family and friends.






Step 8: Make resolutions to set yourself up for success
We often make New Year's resolutions for ourselves in our personal lives, yet we are not as good at making them when it comes to fundraising. Determine what you need to succeed in the coming year. 

Here are some areas you might think about:
· An hour on your calendar every week to check in on the plan or make phone calls/courtesy visits to donors and sponsors. 
· A quarterly check-in with your team to evaluate your progress. 
· Do you need to hire someone with expertise in a particular area to help you? 
· Ask your fund development committee to review your plan and provide feedback.
· Do your governing board members participate.
· Make a list of potential donors and ask for introductions. 
· Evaluate you CRM system/add features. 
· Educate yourself on a topic related to fund development.
· Attend a conference or webinar. Present a webinar and/or a podcast.
· Consider setting up a learning or resource centre for your team (single site or online links).

	Personal resolutions:
· Mondays and Wednesdays from 9 am to 1 pm are my fund development times. I will not schedule meetings or calls unless related to fund development.
· Ask for feedback from the fund development committee and see if they need any help.
· I will attend at least one conference and five webinars related to fund development each year.
· I will have a consultant review our database and make recommendations on how to improve.
· I will take an online course on donor stewardship. 
· Will ask the Board chair to make introductions to three potential major donors.
· I will personally call/visit xx donors each month to update them on our work and ask for their continued support.
· I will review our website quarterly to ensure that our online giving page is up-to-date and effective.
· I will implement a young professional giving circle with the goal of acquiring 10 new monthly donors.







Summary Calendar
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