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Introductions:  How is 4th Quarter Fundraising Going?
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Agenda
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#1:  Fundraising is building your  power base 



Page: 6

FFF Final Session.pptx

What are your assets?
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Do you have enough power to win?
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Some of the ways that fundraising builds your power to win
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Figure out your message



Page: 10

FFF Final Session.pptx

Components of the 30-second  Elevator Statement
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Expanding your Elevator Statement into a Case Statement
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Once you know WHAT you want to say, figure out  WHO and HOW
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#2:  Fundraising is all about relationships
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Who is your audience?
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Methods of outreach for identifying and developing members
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Matching audience to technique
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Slide 17
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Pick the most effective approach:
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Up the personalization,  up the return rate
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Even more personal -- ask the people we know
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Who are your major donor prospects? (People you know)
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Think “Relationships”
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#3:  A good fundraising plan  makes it all possible
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Pick a few key strategies
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Compiling the plan
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Put the plan on a calendar
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Revising the plan
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#4: Enlist help and  build a team
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Start with recruiting a fundraising planning team
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Who should be on the  planning team?
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Identify and recruit people to help implement the plan
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Involving the whole organization
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Homework Assignments:
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What are your goals for next year?
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What do you do to  stay resilient?
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Please take a few minutes now to fill out the evaluation
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Contact me if you have questions:
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