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What will be covered today 

·Fundamentals of Fundraising 

·Communications 

·Sources of Funding 

·Management and Support for Fundraising 

·Creating a Culture of Philanthropy 

·Fundraising Plan Overview 

·Tips, Ideas and Examples 
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Why is this needed? 

·Charter Schools face a special challenge; 

they need to seek outside dollars to 

provide additional funding to: 

ƁSupport for programs 

ƁSupport for new or elective programs, 

initiatives, staff 

ƁSupport for capital projects and facilities 
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First ð Letõs get on the same page 

·Weõre talking about FUNDRAISING 

ƁThere are some best practices out there 
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Fundraising ð Basic Elements 

·PROCESS ð There is a process through 
which good fundraising happens. 

·PARTICIPATION  ð Everyone ð 
everyone ð should be involved making 
fundraising a success. 

·PEOPLE ð Fundraising is a people 
business; itõs all about relationships! 

·PLAN  ð Your school should have a 
fundraising plan in place. 
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Fundamentals 

A. Identify  people through research or 
from personal connections 

B. Educate  them through appropriate 
materials 

C. Cultivate  these potential donors 
through relationship-building activities 
and events 

D. Engage them through meaningful 
involvement 

E. Solicit  them through personal contact 
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Successful Fundraising 

·LEADERSHIP  - You must have strong 

and active leadership (staff and volunteer) 

in place.  

·CASE - Have a well-defined, compelling 

case that clearly describes why we should 

support your school and why now.  Tell 

your story!  
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Successful Fundraising 

·PROSPECTS ð You must identify, 

cultivate and engage the broadest range 

of prospects for your school.  

·RESOURCES - Commit a sufficient 

level of resources to the effort.  This 

includes human and financial resources. 
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Why Do People Give? 
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Why Do People Give? 

·The right person asked for the right gift at 

the right time in the right way 

·Donors are driven by three key factors: 

ƁBelief in the mission . 

ƁConfidence in or high regard for staff 

leadership  and volunteer leadership. 

ƁThe organizationõs fiscal responsibility and 
financial stability  to get the job done. 
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Why Do People Give? 

·New research also shows that donors 

give because: 

ƁThey have been connected to the nonprofit in 

an emotional  way. 

ƁThey clearly see that their contributed dollars 

are having (or will have) an impact.  

©2014 Capital Development Strategies 12 



The Players ð Whoõs Involved 

·A lot of people are (and should be) 

involved with fundraising at your school 

·Letõs look at some of the basic 

responsibilities that are true for any 

organization 

·Remember ð òLeadershipó 
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Board ð Basic Roles 

·Sets direction. 

·Determines what programs the 

organization will undertake. 

·Uses a strategic plan as a guide. 

ƁThey are responsible for ensuring that 

an organization has the resources it 

needs to be successful. 
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Fundraising Committee 

·Supports the creation of the fundraising 

plan, brings it to the board for approval. 

·Undertakes specific tasks, such as 

solicitation and cultivation of donors and 

prospects. 

·Acts as the òchampionsó of fundraising on 

the board. 

ƁAnd yes, every organization should have 

one of these committees!  
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Staff 

·Undertakes specific tasks, such as 
reporting, proposals, in addition to 
cultivation and solicitation. 

·Maintains records, files, information about 
donors, solicitation materials, etc. 

·Provides support to the board as they take 
on fundraising tasks. 

ƁThis is true whether itõs the Exec Dir 
doing this or if thereõs a Dir of 
Development.  
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Communications 

·Remember òCaseó 

·Communications and messaging are 

essential to fundraising success. 
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Communications ð About the STORY 

·ĀMESSAGE Ā MONEY Ā MISSION 

ƁA good message enables you to bring in 
money 

ƁThese are the resources that enables the 
mission 

ƁMission (and your accomplishments) provides 
the building blocks for stories, which are used 
to highlight the message 

·Good storytelling results in good 
fundraising 
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The goal of your message 

·Understand what you are trying to 
communicate with your stories 

ƁImpact on the community 

ƁAchievement of students 

ƁViability of the charter school model 

ƁWhat else? 

·Educating your community is also part of 
your message 

ƁWhy your school needs to fundraise 

ƁWhat your school is all about, its educational 
mission 
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Stories Work Better Than Numbers 

·Dollar figures, ask amounts, fear, worry, 
etc. get in the way of good fundraising! 

·Focus on what the dollars make possible 
ð not the dollars themselves ð the 
IMPACT  

·Use stories to get past the fear/anxiety of 
a dollar-focused conversation; thatõs not 
real fundraising 
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Why storytelling works 

·Many of the SAME elements of good 

storytelling come into play when making a 

strong solicitation.  

ƁFocus and clarity of the message is critical 

ƁHonesty and authenticity is really motivational 

ƁPutting yourself in the mind of the potential 

donor is absolutely essential 

ƁUsing emotional links to draw the prospect in 

works all the time 
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Putting stories to use 

·An important tool in our fundraising toolkit. 

·One of your most important fundraising 

stories is our own story! 

ƁWhy did you choose to become involved with 

this school? 

ƁIf you are a parent, how has your child benefitted? 

ƁWhat have you seen among the family members, 

teachers and students that might have inspired 

you? 
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A multi-channel approach 

·Stories can be delivered in a variety of 

ways and through a range of channels 

ƁFacebook and Twitter 

ƁPress Releases/Media Relations 

ƁToolkits for volunteers 

ƁEmail blasts 

ƁWebsite 

ƁNewsletters or donor communiqués  
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A multi-channel approach 

·Format and delivery can be new and trendy, 

but there still has to be a òstoryó there. 

·Things to remember: 

ƁMany donors still prefer written communications. 

ƁFew donors read things sent to them thoroughly. 

ƁIf the goal is to inform, then inform. Donõt also 
solicit in the same communication.  It can turn 

people off. 
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Social Media and Fundraising 

·Good communication/marketing practices 

apply here too 

ƁA tweet or a post with no òstoryó behind it 
means nothing 

ƁBe responsive to what your donors want to 

know/hear 

ƁDonõt just shove stuff at your community 
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Stories and Messages 

·Examples? 

·Ideas? 
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Sources of Funding 
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Sources of Funding 

·Many ways to raise funds: 

ƁIndividuals, business gifts, foundation grants, 

events, earned income, planned gifts, etc. 

·The approach should be balanced. 

·Funding should be diverse. 

·The approach should also be òsmartó 

and based on your schoolõs capacities. 
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Funding Sources - Individuals 

·Individuals are always the first, best 

source of support.  

·Major gifts raised through personal (face-to-

face) solicitations bring in larger gifts ($500 or 

$1,000+) than are typically raised through 

mailings.  

·Smaller gifts of $25, $50 or $100  come from 

general appeals through direct mail, emails or 

the telephone. 



Funding Sources - Individuals 

·Everyone should be encouraged to 
donate to your schoolõs work: 

ƁVolunteers including Board 

ƁParents 

ƁStaff and Faculty 

ƁGrandparents, Aunts and Uncles 

ƁFriends and Neighbors 

ƁOne day ð former students! 

·For many of these groups, participation 
will be key, not just the dollars raised. 
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Funding Sources ð Individuals 

·Reaching out to individual donors ð how 

does it happen? 

ƁThe òAnnual Fundó 

ƁSpecial mailings for special opportunities 

ƁEnd of calendar year appeals 

ƁThank-a-thons 

ƁSmall events at a board memberõs home 

ƁCommunity events 

ƁElectronic outreach 
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Funding Sources - Businesses 

·Start with whatõs easy, then grow from 

there. 

ƁIn-kind materials, products or services may be 

just what your school needs.  

ƁBusiness volunteer programs; loaned 

executives, shared expertise  

ƁBusiness matching gifts. 

·Be prepared to educate them on the role 

of charter schools 
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Funding Sources - Businesses 

·Business grants can range from $2,500, $5,000,  

$10,000 + 

ƁSponsorships are part of this too; typically 

they come through the marketing dept. 

·A local business òroundtableó is another 

way to engage business neighbors, creates 

a formal way through which their voice is 

heard 



Funding Sources - Businesses 

·Where to find them? 

ƁBusinesses in your schoolõs neighborhood 

ƁEmployers of your board members, school 

parents (or other family members) 

ƁLocal chamber of commerce 

ƁRotary, Kiwanis, Jaycees and other community 

service organizations 

ƁBusinesses or corporations who employ a lot 

of people in your neighborhood 
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Funding Sources - Businesses 

·Explore the possibilities of establishing 

formal òpartnershipsó with local 

businesses 

ƁRequires lots of investment from staff and 

board 

ƁCan support academic programs and 

professional development 

ƁCan assist with career development, skills 

training, college prep and more for students 
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Funding Sources - Foundations 

·Not just a paper exchange ð 
must build relationships here, 
too. 

ƁCharitable grantmaking foundations 
are a good source of funding. 

ƁMake sure to review their giving 
procedures carefully. 

ƁGiving beginning to edge upward 
here, post-recession.  (Source: Key 
Facts on U.S. Foundations, Foundation 
Center, 2014.) 
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Funding Sources - Foundations 

·Foundations prefer to support specific programs 
(55% of all funding according to òKey Factsó), but 
some foundations do support general operations 
or òcapacity building.ó 

·Community foundations and donor advised funds 
exist throughout most cities/states and are 
dedicated to supporting work in their area. 

·Family foundations are generally cultivated like 
wealthy individuals. 

·Like with other groups, you might have to spend 
some extra time educating them about charter 
schools and their role. 
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Funding Sources - Foundations 

·Monitor the relative cost effectiveness 

ƁSending out lots of proposals at various, typically 

smaller, amounts OR  

ƁSending out a few, well researched higher dollar 

proposals to foundations with whom your school has 

established a relationship. 



Questions/Comments 
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Funding Sources - Events 

·Events should support the 

fundraising program, NOT be the 

cornerstone.  

ƁFundraisers/events ð of any size ð can  

¶Raise financial support for your school,  

¶Raise awareness of the schoolõs work and 

¶Broaden outreach into the community. 

¶(Hard to do ALL three!) 



Funding Sources - Events 

·Community engagement is essential for your 
school. 

·Events and other fundraising activities can be 
a great way to engage people in your 
schoolõs work. 

·But determining what to do and how to do 
it is challenging.   

ƁThis is the same whether you are thinking 
about a black tie gala, an auction, a 
neighborhood block party or wrapping paper 
sales. 
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Events ð How to Evaluate What to 

Doé or Whether to Do an Event 

When exploring various potential 

fundraising events and activities, 

maybe you should take an òIó Exam! 

INCREASE  

INVITE  

INFORM  

IMPROVE  

INVIGORATE  

ILLUSTRATE  

INVESTMENT  



The òIó Exam 

·Will the event or activity INCREASE  

the size of the gifts youõll get? 
ƁThe program should help you to get gifts of $5 instead of $1; 

$50 instead of $5, etc. 

·Will it INVITE  participation from the 

broadest range of people? 
ƁYour efforts should bring in lots of people, not just a select few, 

to play a part in making it a success. 



The òIó Exam 

·Does it INFORM  participants about 

your schoolõs program? 
ƁIf someone makes a gift, do they know what they have 

supported? Will they care? 

·Will it IMPROVE  the prestige of your 

school, your students, your families? 
ƁThe activity should strengthen your mission, reflect your values 

and demonstrate that your school is successful. 



The òIó Exam 

·Will the event or activity INVIGORATE  the 

students, parents and teachers who participate? 
ƁEveryone should feel good about being a part of the activity ð especially 

if students (and perhaps their parents) are going out there to do the 

fundraising. 

·Will it ILLUSTRATE  why youõre  raising 

funds and build awareness of your schoolõs 

needs? 
ƁThe community may not know about your schoolõs special needs. Make 

sure a fundraising program brings those needs to the attention of those 

who can make a difference. 



The òIó Exam 

·Does the activity provide for a good 

return on your INVESTMENT ? 
ƁThis is really critical. After you invest a lot of time, effort and 

energy into it, the activity should make financial sense. 



Questions/Comments 
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Management 
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Board 

·Adopts the fundraising plan 

·Commits to a culture of philanthropy 

·Helps develop the image of the school 

·Stays educated about fundraising 

·Shows leadership by making their own 

personal gifts to the school to the best of 

their ability 

ƁMany of these things can also be included in 

some board management policies 
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Development Committee 

·Supports the creation of the development 

plan, brings it to the board for approval. 

·Undertakes specific tasks, such as 

solicitation and cultivation of donors. 

·Acts as the òchampionsó of fundraising on 

the board, leads fundraising discussions at 

board meetings. 

·Serves as a resource for the 

principal/head of school and the staff 
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Staff 

·This includes the principal/head of school 
as well as other staff 

·Undertakes specific tasks, such as 
reporting, proposals, in addition to 
cultivation and solicitation. 

·Manages the operations, logistic and 
administrative side of fundraising, including 
events 

·Provides support to the board as they take 
on fundraising tasks. 
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Management of Fundraising 

·Fundraising programs require investment 

of time, energy, attention and financial 

resources to make it work properly. 

·There are required functions, whether or 

not there is a dedicated fundraising staff 

(or staff person). 
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Fundraising Management 

·Fundraising Program Design & 

Implementation 

ƁCreating the fundraising plan 

ƁMaking the actual appeals happen 

ƁDonor stewardship and cultivation initiatives 

·Major Gifts Fundraising Support 

ƁManaging prospect assignments 

ƁSupporting solicitors with training, 

coordination, materials, etc. 
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Fundraising Management 

·Grants management 

ƁProspect research 

ƁRelationship building with foundations 

ƁPreparation of grant applications and reports 

·Business relations 

ƁEngagement with businesses; relationship building 
with local chambers 

ƁPreparation of solicitations 

ƁManagement of partnerships 

ƁCoordination of volunteer activities to engage 
employees 
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Fundraising Management 

·Event Management 

ƁCoordination of all aspects of events (budget, 
volunteers, sponsors, logistics, etc.) 

ƁFollow-up activities with prospects and others 

·Communications 

ƁNewsletters, donor stewardship, community 
education 

ƁStorybanking for appeals, website, reports 

ƁAnnual reports 

ƁSocial Media 
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Fundraising Management 

·Operations and Administration 

ƁGift tracking 

ƁAcknowledgement letters/receipts 

ƁDonor records (database) 

ƁCoordination/Communication between 

departments 

ƁTraining and professional development 
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Supporting the Process 

·Make sure that everyone has what they need 
to be successful and comfortable 

·Give them easy assignments at first 

ƁThank you calls, visits with an experienced board 
member or staff person 

ƁMove them to tougher assignments 

·Train them and coach them 

ƁStart with the orientation process 

ƁSend them to sessions like this 

ƁDevote time at a board meeting 



Supporting the Process 

·Special training for board members (as 

well as faculty, staff etc.) 

ƁFundraising training and solicitation training ð 

teach them how to ask properly 

ƁFinancial literacy training ð help them 

understand how contributed dollars fit into 

the big picture 

ƁCommunication coaching ð helping them with 

speaking or writing about your school 



Questions/Comments 
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Break 
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Culture of Philanthropy 
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Culture of Philanthropy 

·CompassPointõs report - January 2013: 
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Creating a Culture of Philanthropy 

·An organizationõs VALUES and 

PRACTICES support and nurture 

development. 

·Fund development is VALUED as a 

MISSION ALIGNED program of your 

school 

·SYSTEMS are in place to support 

DONORS, who are are deeply valued. 
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Creating a Culture of Philanthropy 

·Investing in fundraising CAPACITY and in 

creating the fundamental conditions for 

fund development SUCCESS: 

ƁBasic tools such as a plan and database 

ƁEssential board and executive leadership and 

development skills 

ƁShared culture of philanthropy across your 

school 
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Creating a Culture of Philanthropy 

·Fund development and philanthropy is 

valued and UNDERSTOOD across your 

school 

·Shared ACCOUNTABILITY for your 

schoolõs achieving its fundraising goals 
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Creating a Culture of Philanthropy 

·EVERYBODY ð staff, faculty, executive 

director and board ð can do the 

following: 

ƁAct as an ambassador 

ƁEngage in relationship building 

ƁPromote philanthropy 

ƁArticulate a case for giving 

·Everyone is deeply ENGAGED in 

fundraising 

66 ©2014 Capital Development Strategies 



Being an Ambassador 

·Articulate a case for giving 

ƁAre ready to do that? 

ƁHave an òemergency askó ready 

ƁDonõt be caught off guard 

·Get people engaged in and passionate 

about your schoolõs work! 

·How would you òpromote philanthropyó 

at your school? 
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The Development Plan  

© 2014 Capital Development Strategies 68 

A Quick Overview 


