Today's Agenda

A Fundraising Overview

Developing Your Message

Mapping Potential Assets
Cultivating Donors

Questions



Fundrail si ng |

a¢KS NARIKU LISNEA:
prospect for the right gift for the
right program at the right time
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= As defined by the Fund Raising School at the Center on
Philanthropy at Indiana University




Fundraising: Getting Started

A Case
A Needs
A Goals

A Marketing
A Leadership

A Volunteers/Staff
A Budget
A Prospects

A Time and Timing

A Data Management



Basic Strategies

A Direct Mail

A Special Events

A Personal Solicitations
A Corporate Solicitations
A Grant Proposals



Ladder of Effectiveness

Faceto-face Request

Personal Phone Call

Personal Letter

Phone-a-thon
Direct Mall

Special Event

Online Donation




Developing and Communicating Your Goals

Youneedo identify what you need

You need @eterminevhatt is you am@skindor

YouneedtY SHDN \RXU GRQRU:V ODQJXDJH
You neetb ask




