
Fundraising Training  
& Strategy Discussion 

@fundraiserchad 



 AGENDA: 
 

1.  Introductions 
2. What is Fundraising (really) &  
         How Nonprofits Do It 
3. 5 Keys to Fundraising Success 
4. How You Can Help 
5. Q&A / Strategic Discussion 

 
 



@fundraiserchad 

SLIDES + 
RESOURCES 

 
productivefundraising.com/resources 

 



Who is this guy?  
 

And why does he think 
he knows what he’s 

talking about? 



career 
fundraiser 



 
 
 



What is 
Fundraising? 

(really) 

@fundraiserchad 





 
FUNDRAISING is 
not what you think 
it is … 





Begging=you have the power 
 
Demanding=I have the power 
 
Asking=we have a relationship 
 
      
     @amandapalmer #IFC2016 



The focus should 
not be on the ASK, 
it should be on the 
CONNECTION. 



It’s not how do we 
ASK people to give, 
it’s how do we LET 
people give.  It’s an 
INVITATION. 



We can’t INVITE 
someone to do 
something unless we 
have a  RELATIONSHIP 
with them. 



Fundraising is about 
RELATIONSHIP 
BUILDING  
(always). 



Fundraising 101 

(in 5 slides) 

@fundraiserchad 



Credit: Campbell & Company 

the pyramid 



Image Credit: imarketsmart.com 

the chart 



Credit: GoalBusters Consulting (Alice Ferris, CFRE, ACFRE) 

the cycle 



In person 
Peer to peer 

By mail 
 By events  
By email 

Via crowdfunding 
On a web site 

 By phone  
By advertising 

the methods 



donor centrism 
 

Does it make the donor feel 
important, valued & 

considered? 
 

45%  29%  

the mantra 



The 5 Keys to 
Fundraising 

Success 

@fundraiserchad 



#1 
ADOPT A “RETENTION 
FIRST” FUNDRAISING 

PHILOSOPHY 

@fundraiserchad 



Credit: Campbell & Company 

the pyramid 

WE HAVE 
TO RETAIN 

THEM 



45% 
Fundraising Effectiveness Project (FEP) 

 
 
 
 
 
 









What would  
you say? 



call script 
Hi (donor’s name).  
 
I’m _____________ (your name) from ____________ (charity).  
 
I’m calling today to thank you for your recent donation. It means so 
much and we wanted to tell you personally how grateful we are.   
 
[pause] 
 
If you have just a few seconds, I’d love to know what prompted your 
gift? 
 
[pause] 
 
Thank you for taking the time to speak with me today.  Have a 
wonderful day! 

 
productivefundraising.com/resources 

 



Report on Impact  
 

Tell them what you did 
with their last donation 

before you ask for 
another one! 



#2 
SEND RESPONSE 
OPTIMIZED MAIL 

APPEALS 

@fundraiserchad 





STORY TIME 



story characteristics 

• Compelling story about 1 
PERSON, place or thing 

• Rich detail (create a vivid picture) 

• Brings up a SOLVABLE problem 

• And … 
 





ask the reader to do 
ONE thing, and only 
ONE thing: DONATE 



PICK THE RIGHT 
ENVELOPE 





#3 
HOLD NO MORE THAN  
2 SPECIAL EVENTS PER 

YEAR + FOCUS ON 
SPONSORS, NOT 

ATTENDEES 

@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 





successful events 
require 4 months of 

staff focus 
 

(3 prior & 1 after) 



SPONSORS > 
TICKETS 



200 tickets x $30 = $6,000 
 

20 sponsors x $300 = $6,000 
 

5 sponsors x $3,000 = $15,000 





PRESENTING SPONSOR 



#4  
BUILD PERSONAL 

RELATIONSHIPS WITH 
THE TOP 10% OF 

DONORS  
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What do you do with all 
that time you save by not 
have 6 events per year? 





What’s the best 
way to approach a 
potential donor? 

 
 PEOPLE GIVE TO PEOPLE  

(NOT EMAILS) 



set a visit goal 



block time for visits 

& for requesting visits 



Chad’s Favorite Donor Visit Questions 

So, as you know I wanted to speak about ABC 
Charity today … 
 

• What do you know about us? 

• What first led you to become involved with our 
organization? 

• What excites you about our current 
programming? 

• What could we be doing better? 



#5 
CONVERT AS MUCH 

OF THE BOTTOM 90% 
AS POSSIBLE TO 

RECURRING MONTHLY 
GIVING  

@fundraiserchad 



How to earn free lunch  
for life from your 

organization’s CFO … 



1) Steady 
2) Predictable 
3) Recurring 
4) Revenue 



recurring monthly donors 

give 42% more than 

regular donors over the 
course of a year 



85% 

45% 



What’s the best way 
to convert a donor to 

monthly giving? 

 
 SIMPLY ASK … PEOPLE 

GIVE TO PEOPLE  



How Can You 
Help? 

@fundraiserchad 



exercise:  
board fundraising 

menu 
 

productivefundraising.com/resources 
 





Q&A / Strategic 
Discussion 

@fundraiserchad 


