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1. Organisation and environment
1.1 Background to [name organisation]
Name

Mission

1.2 Fundraising history of [name organisation]

List any core / revenue funders

List amounts of money raised for projects from whom – categorised by type of funder:

	Type of funder [give named funders]
	Amount raised
	When [date funds raised]

	Sponsorship
	
	

	Trusts & Foundations
	
	

	Other grant giving
	
	

	Private donations
	
	

	Other individual giving
	
	


Analyse the files from the time these funds were raised. What does this tell you about when you were successful. Look also at unsuccessful applications – what do these tell you about how to become more successful? Record this information here. 

1.3 SWOT Analysis

Analysis of Strengths, Weaknesses, Opportunities and Threats reflecting the current position of organisation providing a critical review of the internal factors which affect the organisation’s position and the external factors which offer opportunities and threats to its development. 

	Strengths
	Weaknesses

	
	· 

	Opportunities
	Threats

	
	· 


1.5 Implications

Write down here the implications of the SWOT Analysis and how it informs what you will do about them. Focus on how to maximise the Strengths and Opportunities and minimise the Weaknesses and Threats. If necessary go through each of the points made in the SWOT and address them individually. 
Example
In our SWOT we have identified a lack of capacity to fundraise given the roles and responsibilities of an over-stretched team. We are going to address this by approaching x on our Board of Trustees to work with us on a voluntary basis to implement the fundraising strategy. 
2. [Organisation’s name]’s fundraising strategy

2.1 Where we’re heading
Aims drawn from business plan or other strategic document. Aims are longer term and define the future of the organisation.  
· Xxxx

· Xxxx

· Xxxx

2.2 Objectives [time line; minimum 1 year]

Objectives describe the routes to achieving the longer-term aims. Objectives usually focus on building on current achievements and developing funding for core areas of work and / or project work. The objectives must be SMART. SMART objectives are Specific, Measurable, Achievable, Realistic, and set in a Time frame. Each objective for a fundraising strategy must include a specific sum of money the organisation wishes to raise for core or project work.

Example: To raise £500,000 from charitable trusts and foundations by July 2009 for a new educational facility.

List your objectives below:

2.3 How [organisation’s name] will get there

Describe the process by which you will raise funds in broad brush terms. This will include areas of product development if your organisation has income generation as an objective. 

3. [Organisation’s name]’s resources
Fundraising will always have a resource implication for the organisation. It is important to examine this clearly before you start.

3.1 Budget

What is the fundraising budget? Include everything that might be related to a fundraising campaign including the cost of events and information literature. These are broad-brush figures at the moment, the detailed fleshed out in section 7.

3.2 Staff
All staff must be aware of the fundraising activity. In this space you identify which staff will have particularly responsibility for nurturing relationships, completing application forms and research for which kinds of funder. Identify how much staff time is available for this work and if additional support is required.

3.3 Support
Examine all the kinds of support you might receive from others in this work. Look at:

· volunteer time

· Board of Trustees [allocate specific jobs to Board members]

· other supporters in the community

Think creatively about who else [name organisation] can draw in to support its work and complete the following table:

	Name
	Current role
	Ways in which they can support

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


4. Potential Funders
4.1 Research plan

Use the following table to allocate research tasks to all those staff and external supporters who will work on the programme. 
	Research task
	What information needed
	By whom
	By when

	Example:

· Trusts & Foundations
	· A list of local trusts & foundations, their application criteria, their deadlines
	· [named individual]
	· [date]

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


The information each researcher discovers should be kept in a central file to which everyone who needs to has access. 
4.2 Short-list

Set out in the following table a summary of the results of your research into useful potential funders. Keep up-to-date files on each of the funders to which you and future fundraisers can refer. Remember to keep information on the bad news as well as the good – all of it can inform what you do next.

	Name & contact info
	Type of funding
	Their interests / funding areas
	Network [how can you influence funders’ decisions]

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


5. Fundraising Environment
5.1 Range of organisations

List the organisations in your community, region, sector which could be competing for similar funds from similar funders. Give a statement on each and an analysis of whether or not you could work with them on joint applications; learn from what they are doing or simply keep aware of the competition there is for some sources of funding:

1.

2.

3.

4.

5.2 Funding environment
This section should be a statement on the current funding environment for your organisation. List all the factors which are affecting funders’ ability to support the work being done and any short, medium and long-term factors which need to be considered.

5.3 Summary and strategic recommendations
This is a statement which sets out the strategic direction of your fundraising strategy. It should list the priorities in terms of which funders you intend to target and the broad-brush approach you will be taking. Include communications and infrastructure issues which will have an impact on what the organisation is able to achieve unless steps are taken to change things. 

6. The Case for support
6.1 The key messages

Develop a number of statements which can be used to persuade funders to support your organisation and your current needs. These will be drawn from the key strengths of your organisation and how they relate to the benefits funders wish to see their funding providing [see SWOT and Appendix 1].

6.2 Matching funders interests to your objectives

Use this table to match your objectives with funders’ interests – it will help your organisation align your funding applications with funders interests and ensure your application focuses on what is relevant to a particular funder.

	[your organisation’s name] Objectives
	Funder
	Funders’ interests

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


6.3 Tactics
This is when you develop clear set of activities for identifying, approaching and maintaining a relationship with each funder to meet your objectives.

	Funder
	Intended activity 
	By whom
	By when

	
	· 
	
	

	
	· 
	
	

	
	· 
	
	

	
	· 
	
	

	
	· 
	
	

	
	· 
	
	


6.4 Contingencies
Prepare for when everything doesn’t going according to plan. Write a series of back-up activities to take your strategy forward if your initial plan is not working as expected.
7. Implementation plan
7.1 Budget detail

Set out all the items that will incur a cost to the organisation in delivering on the approaches set out in section 6. 
	Tool
	Detail
	Unit Cost

	i.e Database development
	· Purchase relationship management database

· Sourcing contacts; data entry
	

	i.e. Marketing and Communications 
	· Leaflet

· E-templates

· 
	

	i.e. Website
	· Set up individual giving system on the website 
	

	
	· 
	

	
	· 
	

	
	· 
	

	
	Total:
	


7.2 Timetable

Please see Section 2 Objectives for detailed information. Milestone dates in the implementation plan are as follows:

	Dates
	Milestone
	By whom

	
	· 
	· 

	
	· 
	· 

	
	· 
	· 

	
	· 
	· 


8. Monitoring and evaluation
8.1 Matching objectives to measures of success

The budget and timescale (section 7) are important tools for ensuring the fundraising strategy stays on track and delivers what it needs to against the objectives set. Fundraising must be owned by the whole organisation even if one person is in charge of the activity associated with it. Progress will be assessed against the milestones set out in section 7. The table below can be used to plot milestones against objectives:

	Objectives
	Milestones (as measures of success)

	
	

	
	

	
	

	
	

	
	

	
	

	
	


8.2 Fundraising Targets

You will also know if your strategy is working by seeing how fundraising targets are being met by using the following table – break the type of funding into as many or as few categories as are relevant to your organisation:

	Funder
	Amount expected
	By When

	Total fundraising target
	Write a figure here: £
	

	
	
	

	Target broken down by funder type
	
	

	Grant giving bodies
	£
	

	Charitable Trusts & Foundations
	£
	

	Sponsorship
	£
	

	Private donors
	£
	

	Other
	£
	


8.3 What have we learned?
Fundraising is a learning process. The difference between what an organisation believes is possible in the approval of the strategy, and what actually happens a few months in to its implementation are important to track and feed into future revisions of the strategy and its implementation. It is important that the whole organisation learns from this process so that fundraising is effective now and in the future.
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