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Fundraising isé

ά¢ƘŜ ǊƛƎƘǘ ǇŜǊǎƻƴ ŀǎƪƛƴƎ ǘƘŜ ǊƛƎƘǘ 
prospect for the right gift for the 
right program at the right time 
ƛƴ ǘƘŜ ǊƛƎƘǘ ǿŀȅΦέ

- As defined by the Fund Raising School at the Center on 

Philanthropy at Indiana University



Fundraising: Getting Started

ÅCase

ÅNeeds

ÅGoals

ÅMarketing

ÅLeadership

ÅVolunteers/Staff

ÅBudget

ÅProspects

ÅTime and Timing

ÅData Management



Basic Strategies

ÅDirect Mail 

ÅSpecial Events

ÅPersonal Solicitations 

ÅCorporate Solicitations

ÅGrant Proposals



Ladder of Effectiveness

Face-to-face Request

Personal Phone Call

Personal Letter

Phone-a-thon

Special Event

Direct Mail

Online Donation



You need to identify what you need

You need to determine what it is you are asking for

You need to �V�S�H�D�N���\�R�X�U���G�R�Q�R�U�·�V���O�D�Q�J�X�D�J�H

You need to ask


