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Organizational Fundraising
Objectives
· To identify possible fundraising strategies
· To know how to write a grant proposal
· To understand how to cultivate donor relationships
Materials

· Copies of the handouts
· Flip chart

· Markers
Overview (1.75 hours)
Introduction/Ground Rules/Icebreaker (20 minutes)

Objectives and topics (2 minutes)
Before you get started (2 minutes)
Preparation (5 minutes)

Strategy (5-10 minutes)

Grant proposals (5-10 minutes)

Why are you writing a funding proposal? (2 minutes)

Persuasion (15 minutes)

Know your donor (5 minutes)

Know yourself (5 minutes)

Proposal writing (5 minutes)

Do’s and don’ts (5 minutes)

Just the beginning (2 minutes)
Conclusion/Questions/Evaluation (15 minutes)
Trainer’s Note:
When introducing this module, keep in mind the following: 

· Encourage participants to be active.

· The course is designed to increase and enhance the knowledge and skills of each participant.

· Keep realistic expectations. This session is an introduction to organizational fundraising and proposal writing. Adjust your expectations depending on the level of experience your participants have with this topic.
· Always consider the experience your participants are bringing to the table. Even where it is not noted in the Trainer Note, feel free to draw on their knowledge and ask them to share their experiences.
Please adapt the PowerPoint presentation, exercises, examples and handouts in advance of your workshop. They have been created for a global audience and need to be adapted to better suit the local context, the background of your participants and their level of experience. Terms, images and examples from the participants’ country or region should be used as much as possible so that they are relevant and contextually appropriate. 

This Trainer's Guide is meant to serve as a companion resource to the associated PowerPoint presentation. The vast majority of the information you will need is included in the notes section of each presentation. Additional instruction on how to facilitate some of the exercises and information that would not fit in the slide notes has been included here. As such, this Guide is not meant to be a stand-alone resource but rather a complement to the presentation.

If this is the first presentation in your workshop, start with participant introductions and ground rules prior to launching into the content of the session. You may also want to start with an icebreaker activity to get participants more acquainted and comfortable with you and each other. You may wish to ask participants to share their expectations for what they will get out of the training workshop. Understanding their expectations will allow you to further tailor your presentations, as possible, and to help relate the objectives of the sessions to the interests of the participants.

Objectives, Topics, Key Terms

Spend some time giving participants a sense of where you will be heading during the session by explaining the objectives and topics to be discussed. Define key terms together—this will also give you a sense of what the participants already know about the topic. 

Trainer’s Note:  Preparation (slide 6)
Some legal and tax structures to pay attention to when preparing to fundraise may include:
· The laws in your country may restrict certain types of fundraising for your organization. Be familiar with any special permission required for your activities.

· Tax relief for individual or corporate donations may be an incentive for giving. Be familiar with the tax laws in your country.

· Various information technologies may or may not be widely used in your country. For instance, the Internet can be a critical fundraising tool in certain countries, while in other countries raising money online can be difficult.

A fundraising plan provides guidance for raising money and includes the following:

· An overall purpose and target amount; 

· Potential sources of funds and goals for each source (membership, income producing activities, foundations, corporations, government);

· Specific fundraising activities (submit a proposal, send a letter of appeal, make a phone call, visit in person);

· Names of the people who will carry out the fundraising activities and the tasks they are each assigned;

· A timeline for completing each activity as well as a final deadline for the whole fundraising project.

Trainer’s Note:  Know Yourself (slide 12)
Knowing your organizational identity, conducting a SWOT and documenting a track record are skills in and of themselves that an entire training could be conducted on. 

· An overall mission and goal for the organization explains why it exists, who it is intended to benefit, how it is linked to the intended beneficiary community and what it is committed to achieving through its work.
· For your board members, you will need a short biography of each person, reflecting, for example, such factors as experience, community links, gender and an appropriate racial mix. 

· Remember that, if a donor decides to support your project, it is taking a risk, so you must be able to present evidence to show that it is a “good risk.”
Find more information on developing organizational vision/mission/objectives and SWOT analysis in the Management Toolbox Module. Content is from CIVICUS Writing a Funding Proposal.
Additional Resources
· Writing a Funding Proposal 
This CIVICUS toolkit deals with planning and researching a funding proposal before you write it; how to write the proposal; and the follow-up required once it is written and sent off.  There is also an example of a funding proposal to guide you. 
· Guide for Designing Results Oriented Projects and Writing Successful Proposals
This International Planned Parenthood Federation manual introduces tools for designing a project that is results-oriented and appealing to donors. It focuses on integrating monitoring and evaluation activities from the very beginning of a project and provides tips on and examples of what donors seek.
· Fundraising for Change: A Practical Guide for Women’s Rights Organizations
Designed especially for first-time fundraisers, the Global Fund for Women’s updated handbook presents some key ideas about raising money to fund women's rights work in today's global political and economic context. 

· Fundraising Guide for Women’s Community Based Organizations
This guide from Women Thrive Worldwide outlines the basic concepts of professional fundraising and seeks to assist community partners through a collaborative process to increase access to effective resources. From practical advice based on years of experience in professional fundraising in the United States to detailed instructions on how to write grant proposals, budgets and reports, the principles and methods we introduce are applicable globally and can be tailored to local environments. 
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