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	Planning a Fundraising Strategy

	A fundraising strategy is a plan setting out what your group’s funding needs are likely to be in the future.  This could be 1 year, 3 years or even 5 years, whatever is appropriate for your organisation.  It outlines how the group intends to raise money to meet the needs of your group. 

When you start to draft a fundraising strategy you need short, medium and long-term planning to address a number of questions.

Long term planning is your organisations overall aims, your strategic planning and your mission statement.

Medium term planning is your business plan, the resources and money you need to achieve your long term plan (organisations aims) and how your aims have been identified.

Short term planning is the more day to day, week to week tasks, activities and objectives you need, in order to reach the organisations overall aim(s).

They all need to be costed, timed, prioritised and actioned.

Aim

What are the AIMS of the organisation? (You need to keep these in mind: it’s amazing how easy it is to forget them).  The aim(s) of your organisation should always be as set out in your constitution and this is what you need to work towards.
Who

What are your current objectives? e.g. What are you planning to do to meet these aims? How do you plan to develop the organisation? What new projects do you plan to set up?


Why

Go back to your aims and check that your objectives are working towards meeting the aim(s).


What

Consider each objective separately and work out the resources you need for each. 

Remember, money isn’t necessarily the only way to achieve an aim or objective - you might be able to receive a free service or find help in kind (materials or secondments for instance) that might save having to raise money.

How Much
Work out what sort of money and how much you need. This is called drawing up a budget. Is it:

· capital or revenue?

· one-off or ongoing?

· a large or small amount?  


Where
Think about where to go for it. Possible sources include:

· statutory bodies

· charitable trusts

· special funds, i.e. Lottery
· businesses

· European

· tax effective

· raise it yourselves

There are more sources available, please speak to your Funding Adviser for advice or see our Information Sheet 41, available on our website at www.gvoc.org.uk.
How
Decide how you are going to fundraise. Consider the skills of individual members of your group and divide up the tasks.

You may need people who can:

· write well and communicate effectively at all levels
· prepare budgets and are confident with numbers/figures
· speak to funders and have excellent presentation skills
· persuade people of the value of your group e.g. funders/stakeholders
· keep files/records

· organise events, people and records
· research things thoroughly
One of the ways to do this may be to form a small fundraising group who can support each other and ensure that everything gets done.  You must ensure your constitution gives you the power to do this.  GVOC can advise and support you – please contact us.  

When
What will you do after the 1st year, 3rd year or 5th years?  What do you intend to do to continue?  Do you need to continue?  Does the project/service have a natural life end?

Timing
The timing of your applications is essential to the smooth running of your project, event or organisation.

Update
However you decide to fundraise, remember co-ordination is essential; you must regularly update members on what’s been done and what the results have been.  The Management Committee should also have a full participatory role in fund raising, it is not just one persons job.
KEEP RECORDS
You need to keep a written record of who you’ve asked, for what, when and what their response was. You should keep copies of every letter and application you send, but you might also want to have a summary sheet in the front of your file.
The records will help you to decide who to ask for what in the future, where you were unsuccessful, why and what you can do to improve.

Remember, if a funder funds you once, there’s a chance they’ll do so again (unless they’ve specifically stated they won’t).

GET INTO NETWORKS
You need to know where to find funds and keep in touch. That way, if a new pot of money comes up you’ll be sure to find out about it.

While you don’t want to be “money-led” you do need to explore appropriate funding sources to the fullest extent. You need to take advantage of all appropriate sources of money and resources when they are available, to meet your objectives.

BE REALISTIC

You may know that your project needs 3 workers, a purpose-built centre and £40,000 per year running costs but you should also know that you might not get it all at once.

Nothing is more depressing than failure, so within your strategy, make sure your targets are achievable and realistic.  

One refusal does not mean failure. 

Break down your target into smaller amounts, longer time frames, and more manageable pieces of work.

ESSENTIAL

Do not chase pots of money because they are available or easy or you just need some money.  This will only lead to difficulties later down the line.  Always fundraise in line with the aims and objectives of your organisation.

BE IMAGINATIVE
The more fundraising you do the better you’ll become.  It’s all experience and often a very rewarding one when successful. 

Make sure you have a copy of the funder’s guidelines and exclusions with you when deciding who to approach and when preparing an application.

GET INFORMED - and you’ll find that fund-raising isn’t just a matter of luck.

Make sure your organisation is on the mailing lists for any relevant newsletters or information - maybe a Council for Voluntary Service or similar agency. Look at journals in the library to keep up to date. Funding Information North East (F.I.N.E.) are based in Gateshead and provide information on all aspects of funding for the voluntary and community sector of the North East.

Their details are:

F.I.N.E. John Haswell House, 8/9 Gladstone Terrace, Gateshead, NE8 4DY.

Tel: 0191 477 1253

Email: enquiries@fine.org.uk

PLEASE NOTE.  F.I.N.E. do not give funding advice but do provide funding information.  

REVIEW – you need to review your fundraising strategy fairly regularly.  This should be a working document and therefore needs to be adaptable.  Not everything in the strategy will be set in stone and some of it you will have no control over.  It is important it is taken to Management Committee Meetings and reported upon regularly and altered if and when necessary.

REMEMBER - Do not beg.  
You are giving the funder the opportunity to fulfil their objectives and make a difference in the community. 

Funders are set up with aims and objectives just like your organisation.  Therefore they must distribute funds.   

As an applicant organisation you are helping the funder achieve their aims by receiving a grant enabling you to deliver your service/project.  The same way a service user/beneficiary of your service/project helps you achieve your aims and objectives.
THANK YOU

Remember to thank funders for their contribution.
GOOD LUCK!

For further information

Contact GVOC between 8.45 am and 4.45 pm - Monday to Friday
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