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PITFALL #1 
a long, wordy plan 
that no one wants 

to read 

@fundraiserchad 



and where  
does it live? 





PITFALL #2 
a static, printed 

plan that lives on a 
bookshelf 

@fundraiserchad 



but what does the 
fundraising plan 
look like at most 

nonprofits? 





PITFALL #3 
having no plan at all 

@fundraiserchad 





What’s the first 
thing people 

suggest as a way to 
raise money for a 

charity? 

golf tournament 

gala 

awards banquet 

raffle 

walk/run 

bake sale 

bake sale 

auction 

bingo yard sale 

talent show casino night 





POINTER #1 
a fundraising plan 
allows you to be 
proactive, rather 

than reactive 

@fundraiserchad 



Who is this guy?  
 

And why does he think 
he knows what he’s 

talking about? 



career fundraiser 

 
 



fundraising strategy 
capital campaign support 

conference keynotes & workshops 
board training 

 
for small, but mighty, nonprofits 







Well here I am baby, 
practice what you 

preach. 



#productivitynerd 





@fundraiserchad 

slides? 

 
productivefundraising.com/resources 

 



A Simplified 
Planning Process 

@fundraiserchad 



PLANNING STEP 1 
 

evaluate 





evaluate, but don’t 
over-analyze 



PITFALL #4 
don’t over analyze 

@fundraiserchad 



9 point performance index 

1.Participants  + Non-Responders 
2.Income  
3.Expense 
4.Percent Participation 
5.Average Gift  
6.Net Income  
7.Average Cost Per Gift  
8.Cost of Fund Raising 
9.Return  

Credit: Jim Greenfield 



Solicitation Performance Index
based on James M. Greenfield's Nine-Point Performance Index

PERFORMANCE 

INDICATOR SOLICITATION 1 SOLICITATION 2 SOLICITATION 3 SOLICITATION 4 SOLICITATION 5 SOLICITATION 6 SOLICITATION 7 SOLICITATION 8 SOLICITATION 9 TOTALS

Solicitations Made/Sent -               

1. Participants -               

2. Income -$             

3. Expense -$             

4. Percent Participation #DIV/0!

5. Average Gift #DIV/0!

6. Net Income -$             

7. Average Cost Per Gift #DIV/0!

8. Cost of Fund Raising #DIV/0!

9. Return #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0!

DATA YOU ENTER
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POINTER #2 
use a simplified 
evaluation tool 

@fundraiserchad 



 
 donor retention rate 

 
45% 

Fundraising Effectiveness Project (FEP), 2018 
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POINTER #3 
know your donor 
retention rate & 

make improving it a 
priority 

@fundraiserchad 
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POINTER #4 
evaluate your 

events & go deeper 
than just net 

income 

@fundraiserchad 



PLANNING STEP 2 
 

plan (simply) 



analyze your data 

What do I want to … 
• Cease doing? 
• Decrease doing? 
• Maintain doing? 
• Increase doing? 
• Start doing? 



the document 

For each strategy (what we will do): 
1. Rationale (why are we doing it?) - 1 sentence 
2. (Simple)Plan (how will we do?) - 1 paragraph 
3. Timetable (when will we do it?) - 1 sentence 
4. Responsible Parties (who will do it?) - 1 sentence 
5. Projected Expense - 1 number 
6. Projected Income - 1 number 

 
IMPROVING DONOR RETENTION MUST BE A STRATEGY! 





 
productivefundraising.com/resources 

 



POINTER #5 
use a simplified 

planning template 
& don’t print it 

@fundraiserchad 





POINTER #6 
include 2 new ideas 

in your plan each 
year 

@fundraiserchad 



PLANNING STEP 3 
 

systematize 





POINTER #7 
build implementation 

into your 
organization’s 

systems 

@fundraiserchad 



Two options … 
 

• Make it someone’s job 
(weekly) 

• Transfer the tasks into 
your task/project 
management system 



That’s it … you are 
DONE! 



POINTER #8 
surround yourself 
with fundraising 

inspiration 

@fundraiserchad 



If it ain’t 
broke, 

don’t fix it. 







afpnet.org 



 
 
 
 

sofii.org 
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POINTER #9 
be prepared to make 
the case for change 

@fundraiserchad 



show them the 
numbers 



Solicitation Performance Index
based on James M. Greenfield's Nine-Point Performance Index

PERFORMANCE 

INDICATOR SOLICITATION 1 SOLICITATION 2 SOLICITATION 3 SOLICITATION 4 SOLICITATION 5 SOLICITATION 6 SOLICITATION 7 SOLICITATION 8 SOLICITATION 9 TOTALS

Solicitations Made/Sent -               

1. Participants -               

2. Income -$             

3. Expense -$             

4. Percent Participation #DIV/0!

5. Average Gift #DIV/0!

6. Net Income -$             

7. Average Cost Per Gift #DIV/0!

8. Cost of Fund Raising #DIV/0!

9. Return #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0! #DIV/0!

DATA YOU ENTER



ALL 





1985 



@fundraiserchad 

What was you’re 
A-HA moment? 



further learning 
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11/21 @ 12pm 



@fundraiserchad 

questions 
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questions 
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