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Vision, Values and Strategies
Vision:

Mission:

Strategic Aims (Goals/Objectives):
1. Provide...
2. Maintain...
3. Expand services... 

4. Influence... 

Ensure... 

Strategic Aim 5
This Strategy is the one you are addressing in the Fundraising Strategy Document i.e.

· Ensure the Charity is sustainable, appropriately resourced, and has the broadest strategic choice to best enable achievement of its vision

5 Year Organisational Need 2010/11 to 2014/15
	Area of Expenditure
	Planned Expenditure 2010/11
	Planned Expenditure 2011/12
	Planned Expenditure 2012/13
	Planned Expenditure 2013/14
	Planned Expenditure 2014/15

	Current Programmes
	
	
	
	
	

	Future Programmes
	
	
	
	
	

	General Operating Costs
	
	
	
	
	

	Reserves
	
	
	
	
	

	Capital Expenditure 
	
	
	
	
	

	Investment Activity
· Stewardship

· Marketing

· Investment in Fundraising (Products)
	
	
	
	
	

	 TOTAL
	
	
	
	
	


5 Year Income Needs to 2014/15 (including Capital Appeal)

[image: image1.emf]Area of Fundraising

Income       

xxxxx

Planned 

Income 

xxxx/xx

Target 

Income 

xxxx/xx

Target 

Income 

xxxx/xx

Target 

Income 

xxxx/xx

Statutory Income (SI)

Earned Income (EI)

Raised Income RVI)

TOTAL



Target 

Income 

xxxx/xx


5 Year Fundraising Income Strategy 


[image: image2.emf]Methodology Income 2009/10

Planned Income 

xxxx/xx

Target Income 

xxxx/xx

Target Income 

xxxx/xx

Target Income 

xxxx/xx

Target Income 

xxxx/xx

Major Donor

Corporate

DDM

Trusts & Foundation

Sponsorship

Events (Not Corporate)

Legacy

Add Hoc Donations

Gift Aid

Membership

On-Line

Earned Income (EI) 0 0 0 0 0 0

-                           -                           -                           -                           -                           -                          


Phase xxxx/xx to xxxx/xx - Fundraising Strategy Background 

	Methodology
	Rationale

	Major Donor 
	Years 1 and 2 
TOTAL MAJOR DONOR GIFT  = Y/1 £  Y/2 £

	Corporate 
	A) Years 1 and 2
TOTAL CORPORATE DONATIONS  = Y/1 £ Y/2 £

	DDM
	Years 1 and 2.  It is important to invest in DDM activity if appropriate for your charity however, you should not expect a return on investment in year 1 and only a minimal or breakeven return in year 2. The beauty of DDM is the lifetime value of each donor (if stewarded appropriately).
TOTAL DDM INCOME  = Y/1 £ Y/2 £

	Trusts & Foundation
	Years 1 and 2 Identify and build significant relationships with Trusts & Foundations in order to maximise income
TOTAL TRUST & FOUNDATION INCOME = Y/1 £ Y/2 £

	Earned Income (SE)
	Years 1 and 2 

TOTAL INCOME  = 

	ADD OTHER AREAS AS APPROPRIATE TO YOUR CHARITY


Comment:
(1) Annual Plan xxxx/xxx
	Income Categories
	FY xxxx/xx
Income

(Actual)
	FY xxxx/xx
Income 

(Projection)
	% of xxxx/xx
Total 
Income
	Lead Staff
	Date work will be Completed Quarter
	Performance Indicator
	Resources Required

	
	1
	2
	3
	4
	O
	

	Statutory (Gov.)
	
	
	
	
	
	
	
	
	
	
	

	Earned Income
	
	
	
	
	
	
	
	
	
	
	

	Trusts & Foundations

· Name of identified Trust/Foundation
	
	
	
	
	
	
	
	
	
	
	

	HAVE COMPLETED THE MAJOR DONOR PLAN TO GIVE YOU AN IDEA OF HOW TO COMPLETE (based on annual income of £25K)

	Major Donors

· Individual
· Point of Entry


	£4000
£2,000
	Warm increase by 100%

£8000

£2,500

Cold

£2000
	6%

32%
	ST

JT
	
	(
	
	(
	
	· Generate minimum of 100 names (20 good prospects)
· Target 2 10K Gifts 

· Engage with 8 potential prospects

· Secure 2 Gifts
	· Re-Start networking Map

· Engagement events x 2

· Stewardship Programme

· Projects identified for funding opportunity

· Preparation of Point of Entry Event materials

· Home Team (Trustees/Senior Staff to support as Table Hosts)

	Special Events

· 
	
	
	
	
	
	
	
	
	
	
	

	Trading
	
	
	
	
	
	
	
	
	
	
	

	Corporate

· Barclays

· Standard & Chartered

· Nomura
	
	
	
	
	
	
	
	
	
	
	

	DDM
	
	
	
	
	
	
	
	
	
	
	

	Unsolicited
	
	
	
	
	
	
	
	
	
	
	

	Community Groups
	
	
	
	
	
	
	
	
	
	
	

	Gift Aid
	
	
	
	
	
	
	
	
	
	
	

	On-Line
	
	
	
	
	
	
	
	
	
	
	

	TOTAL
	
	
	
	
	
	
	
	
	
	
	

	Communications/Marketing
	
	
	
	
	
	
	
	
	
	
	


Operations

Leadership/Management

Culture

Strategic Thinking and Planning + Key Research Internal and External Environment
Financial Management and Reporting

Fundraising 
Key Activities (EXAMPLE)
1. Invest in test run DDM Activity Budget £3000

2. Develop a robust Stewardship Programme Budget £1000

3. Developing ‘packages’ suitable for donor/trust and foundation support

4. x 2 Point of Entry Events

Marketing & Communication
Human Resource Management


[image: image3]
Physical Plant and Equipment

Service Deliver Assessment

Effectiveness of Fundraising Team 
1. Evaluation (Framework)
2. Measurement of Outcomes

Cost

Risk

1. Swot Analysis
2. Key Risks

(2) Annual Plan 2011/12

	Income Categories
	FY 2009/ 2010 Income

(Actual)
	FY 2010/ 2011 Income 

(Projection)
	% of Total 2010/ 2011 Income
	Lead Staff
	Date work will be Completed Quarter
	Performance Indicator
	Resources Required

	
	1
	2
	3
	4
	O
	

	Statutory (Gov.)
	
	
	
	
	
	
	
	
	
	
	

	Earned Income
	
	
	
	
	
	
	
	
	
	
	

	Trusts & Foundations

· 
	
	
	
	
	
	
	
	
	
	
	

	Major Donors

· Individual

· Point of Entry
	
	
	
	
	
	
	
	
	
	· 
	· 

	Special Events

· 
	
	
	
	
	
	
	
	
	
	
	

	Trading
	
	
	
	
	
	
	
	
	
	
	

	Corporate

· 
	
	
	
	
	
	
	
	
	
	
	

	DDM
	
	
	
	
	
	
	
	
	
	
	

	Unsolicited
	
	
	
	
	
	
	
	
	
	
	

	Community Groups
	
	
	
	
	
	
	
	
	
	
	

	Gift Aid
	
	
	
	
	
	
	
	
	
	
	

	On-Line
	
	
	
	
	
	
	
	
	
	
	

	TOTAL
	
	
	
	
	
	
	
	
	
	
	

	Communications/Marketing
	
	
	
	
	
	
	
	
	
	
	


Comment:
Operations

Leadership/Management

Culture

Strategic Thinking and Planing + Key Research Internal and External Environment
Financial Management and Reporting

Fundraising 
Key Activities

1. Update Core Case for Support

2. Increase DDM Activity Budget £6000
3. From the Business Plan, developing ‘packages’ suitable for donor/trust and foundation support for the Capital Campaign

4. Produce Campaign Core Case for Support ready for quite phase launch Budget £3000

5. Identify Chairman of the Appeal and work with them to identify Board Members

6. Pre-Quiet Phase Engagement Activity Budget £5000

Marketing & Communication

Human Resource Management


[image: image4]
Physical Plant and Equipment

Service Deliver Assessment

Effectiveness

1. Evaluation (Framework)
2. Measurement of Outcomes

Cost

Risk

1. SWOT Analysis



Fundraising Strategy xxxx - xxxx








Mission


Insert your mission





Head of Fundraising





Other





Head of Fundraising


35,000





Other


24,000





Other
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