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Fundraising Training

1
Why Fundraise?

A brief summary of the importance of fundraising to working in the voluntary sector

2
What Is Fundraising?


The various methods of fundraising

3
The Funders

A brief overview of the various funders - Charitable Trusts, Corporate Funders, European & Government Funding

4
The Funds

Donations, Sponsorship, Gifts In Kind, Grants & Award Schemes

5
The Background To & Techniques of Fundraising

The background and planning of fundraising, record keeping, methods of fundraising

6
Applying For Funds


Best practice in making applications

7
Practical Exercise

An opportunity to evaluate some applications

8
Fundraising In BTCV


The practices and guidelines within TCV
Fundraising Training

1
Why Fundraise?



5 minutes 10.40-10.45

It is rare these days to come across a job in the voluntary sector that does not ask for experience in fundraising.  There is a very simple reason for this.  Dwindling government funding means that fundraising has become a vital cornerstone in every voluntary organisation’s activities.  It helps to keep people and projects going.  Without it many projects or activities simply wouldn’t happen.  For this reason it is vital to know how to fundraise and most importantly be able to do it well.  It also helps to build a link between an organisation and the public - it gets your message across.  So knowing the skills and being able to implement them is important for you organisation and for your own experience.

2
What Is Fundraising?

Fundraising is all about selling an idea to someone who has the means to make it happen.  They may provide you with the money you need or with sponsorship or support in kind or a service.  You have to make them interested in your ideas and if you can achieve that then they will want to help you by giving their support.  

But fundraising goes beyond this - money is only part of the process.  Fundraising is about developing relationships with people or organisations that can help you achieve what you want to achieve and it is about you helping those people/organisations achieve what they want to achieve.  

At its simplest - fundraising is, however, raising money.  And there are a number of ways that this can be achieved.  (Flipchart brainstorm)

Approaches to:
Charitable Trusts




Corporate Sector




Government




Europe




National Lottery




Events




Appeals




Collections

Money is not only direct cash it is also:

Gifts In Kind, Employee Volunteering, Time & Energy in support of your work.

These can be equally as valuable as they free up your own resources, give you access of expertise not held in house, provide much needed equipment/materials that you could not afford.

3
The Funders

Who are the funders?  (Brainstorm)

· Charitable Trusts

Charitable trusts are trusts that are established to make grants to specific causes.  They tend to support specific projects with clear outcomes.

· Corporate Sector

The corporate sector - business, industry etc - can be a very lucrative area of funding.  However, it requires a lot of work.  Companies tend to support clear projects and are less likely to support core costs.

· Government - Local & National

Local and national government have a variety of grants to support specific activities.  These can be extremely valuable in establishing and/or running a project.  However, they will need to be match funded, generally to 50%.

· European Funding

There are a wide variety of European funding programmes designed to support organisations undertaking work that will help meet European objectives eg increasing job/skills training.

· The National Lottery

The National Lottery funds are split into 5 boards.  These are the National Lottery Charities Board, Sportlot, National Heritage Lottery Fund, Arts Council Lottery Fund and the Millennium Commission.  Each funds work to further its objectives and generally fund to 50% of the project costs.

· The General Public

The general public fund charities through donations and practical help.  They can be a vital and invaluable source of funds and support for a project.

4
The Funds


What are the funds?
(Brainstorm)


Donations


A donation is simply a gift of money or a service.


Sponsorship

The primary aim of sponsorship is for a company to derive commercial benefit from its association with an organisation and the funds it provides.


Gifts In Kind


Gifts in kind are gifts of products or materials.


Grants


Grants are awarded by companies, statutory and other bodies for a particular purpose.  They are generally part of specific grants programmes and are given to organisations for specified activities.  Conditions of grant aid are normally set which the recipient organisation must honour.

5
The Background To & Techniques of Fundraising

A)
The Process

Identify Needs, Produce strategy, research funders, build team, apply (the methods eg phone, cold mail, street collections, applications etc covered in 6), keep exact records, say thank you, follow up, go back.  Info on past leads to future funds.  Vital.  Always use warm funders.

The most effective methods.  The rights and wrongs eg no time so use blanket technique is waste of time so focus on one or two funders and do it well.  Bulding relationships is vital - etiquette.

Successful fundraising - the key things - listening, accuracy, meeting criteria, presentation is everything, being succinct, stating the case and the need clearly, building a case with the funder.

Identify Your Needs

Why do you want money?  What is it for?  How will it be spent?  Is it really necessary?  Is it a priority?

How much do you need?  When do you need it?

Reseach Sources

Look at possible funding sources - check Trust directories, local business directories, CVC’s etc.  Check their criteria and see if they match those of your project/organisation.  Be innovative - a source of funding that doesn’t seem immediately relevant might be.  Think about all the aspects of your project.

(Brainstorm on aspects of TCV’s work - mental and physical health, employment, training, therapy, biodiversity, social activity, skills, personal development, career development)

Produce A Strategy/Plan

Cross reference your project/aspects of your project with potential funders.  Be clear about how your project will help to achieve their objectives.  (Attach sample strategy)

	Source
	Budgeted Income
	Income Raised
	Income

Required
	Who
	When
	((

	
	
	
	
	
	
	

	Government & Other Sources
	5,000
	2,500
	2,500
	
	
	

	Trusts & Other Sources
	6,000
	1,000
	5,000
	
	
	

	Corporate Support
	1,500
	250
	1,250
	
	
	

	Donations
	500
	0
	500
	
	
	

	Events & Activities
	750
	0
	750
	
	
	

	Other
	150
	0
	150
	
	
	

	
	
	
	
	
	
	

	Total
	13,900
	3,750
	10,150
	
	
	

	
	
	
	
	
	
	

	Grants Still Being Negotiated
	
	
	
	
	
	

	
	
	
	
	
	
	

	AN Other Charitable Trust
	
	
	2,000
	
	
	

	Government Community Fund
	
	
	5,000
	
	
	


Build A Team
Fundraising takes time.  In order to raise funds for your project you will either need to dedicate one person to raising those funds or build a team of fundraisers.  A team is valuable when you are undertaking a range of activities to raise funds eg public events, applications to trusts etc.  It is critical when you establish a team to clearly identify the skills within the team and who will do what and when.

Apply For Funds
Say Thank You
Always thank a funder on the day you receive notification of their support.

Keep Funders Informed
Never let your thank you letter be the last a funder hears from you.  Get back in touch and let them know how the project is progressing and what you future plans are.  They may be interested in funding the project again.  Even if they are not, keeping in touch keeps funders happy and more likely to fund future projects.

Go Back
80% of funds come from 20% of funders.  The small number of funders who do fund your project are likely to continue funding you - if you  keep them happy.  Warm funders are the most effective source of funds.  Cold funders take a lot of work.  So make the most of the funders you already have.

Keep Records
Unless you know who your funders are, you will not be able to go back. You will only  create more work for yourself, it is essential to keep accurate records of who, when, what for and the result.  Always keep good copies of the exact letter you sent to a funder.  You may need it later.  

	Funder
	

	Contact
	

	Address
	

	Date of Contact
	

	Funds Applied For £
	

	Project
	

	Result
	


B)
What’s Effective

Focus
Meeting the objectives of a funder is paramount.  There is no point in sending in applications that do not reflect a funders interests.  For this reason blanket mailing of funders does not work.   Fundraising is time consuming and it is tempting just to mail out in large quantities.  In reality this is more likely to alienate potential funders rather than attract new ones.

Be Succinct
Unless a funder reads your application, you won’t get any funding.  No one will want to read reams and reams of justification for your project.  Be succinct and to the point - use one word where one will do.  State your objectives simply and relate them to the objectives of your funder.

Be Smart
Presentation is everything.  Good verbal, written and personal presentation says the most about your project.  Layout written applications well and clearly.  IF you are speaking to someone about your project make sure you have all the points you need to get across clear in your head.

State Your Case
Be very clear about the need for your project and state it clearly.  Use this to build your case for funding.  Relate it to other needs and the objectives of the funder.

Listen
50% of fundraising is listening.  Be interested in your funders.  The more you listen the more you learn about your funder and the better you will be able to present them with projects that really help them to meet their objectives.

6
Applying For Funds


Best practice in making applications

7
Practical Exercise

An opportunity to evaluate some applications

8
Fundraising In TCV

The practices and guidelines within TCV
