How to Fix Your
Productivity to Amp
Up Your Results
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Who is this guy?

And why does he think
he knows what he’s

talking about?



career
fundraiser
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Raising funds for causes you care about shouldn’t
mean working 60+ hours per week, forever.




A contfession ...






systems guy

1) Focus on
the basics

2) Build the
system
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12 areas that the
productive fundraiser
should focus on to fulfill
their organization’s
mission by working
smarter, not harder



50% productivity
50% fundraising



But what do we mean
when we use the term

PRODUCTIVITY?



how you do it what you do

) )

efficiency effectiveness




slides?
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#1 Manage Your
Time, Energy &
Attention
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A # English & Jane Finch Talk Preferences Watchlist Contributions

Notifications ©

]-. Johnny Demo mentioned you on User talk:Johnny Demo.

Responded to Jane
33 minutes ago | View changes

]- Johnny Demo posted on your talk page.
Hi Jane: new section
41 minutes ago | View changes

E Johnny Demo thanked you for your edit on User
talk:Johnny Demo.

Hi Demo: new section
38 mnutes ago | View edit

All notifications Preferences
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TEA Framework
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#7 Have a Plan &
Make Daily

Progress
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Have a plan,
period.
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#3 Avoid Meetings
& Maximize Those
That You Can’t

Ve
@fundraiserchad §

NNNNNNNNNNN



22
<)
SURVIVED

ANOTHER

MEETING

THAT SHOULD HAVE
BEEN AN

E-ITMAIL
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|. Call to Order
Il. Introductions
lll.Consent Agenda
A. Minutes
B. Executive Director's
Report
C. Committee Reports
(no requiring action)
IV.Financial Report
V. Strategic Discussions
VI.Old Business
|.New Business
II.Adjournment

V
V



Who is going
to do what
by when?



#4 Learn

Something New
Every Day
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If it ain’t
broke,
don’t fix it.
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#5 Play Your Part to
Promote Donor
Retention

Ve
@fundraiserchad §

IIIIIIIIIIII



45%

Fundraising Effectiveness Project (FEP)



RETENTION >
ACQUISTION






Be creative
& stand out
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#6 Develop a
Personal Productivity
System That You
Can Trust
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T0 DO LIST

alal




“Your mind was
meant to be a
factory, not a
warehouse.”



CARSON TATE

WOTIK
SIMPIy
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EMBRACING THE POWER OF YOUR
PERSONAL PRODUCTIVITY STYLE




capture
everything







“Ok Google”







#/ Regularly Meet
with Supporters &

Let Them Do The
Talking
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So, as you know | 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?



#8 Hold Focused

Special Events for
the Right Reason
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BE HONEST

How many events does
your organization run?



how many?






hold no more than
2 fundraising
events per year



successful events
require 4 months of
staff focus

(3 prior & 1 after)



Evaluation Sheet for New Fundraising ldeas

Description Potential Effort Likely Unigueness Mission |WTOTAL
Revenue (1-very Success | (1-not unique, Match FOINTS
(1-low, hard, 10- (1-low, 10-very (1-not at all,
10-high | very easy) | 10-high unique) 10-very)
*
x'"‘f"-"

{/) GOALBUSTERS



n Sheet for New Fundraising ldeas

Potential
Revenue
(1-low,
10-high

Effort
(1-very
hard, 10-
very easy)

Likely
Success
(1-low,
10-high

Unigueness
(1-not unique,
10-very
unique)

Mission
Match
(1-not at all,
10-very)

TOT/
POIN
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What should be the

primary purpose of
a fundraising
event?



o

" ACQUISITION |

And what type of donor?




BEQUESTS
9.3%

$39.71 billien

FOUNDATIONS

TOTAL
FROMALL & 17.7%
INDIVIDUALS $75.86 billion
77.6%
$331.80 billion
CORPORATIONS
4.7%
$20.05 billion
LIVING
INDIVIDUALS : i i
68.3% 2018 Charitable Giving total: $427.71 billion
$292.08 billion All percentages adjusted for inflation

Source: Giving USA

Image Credit: imarketsmart.com



The primary purpose

of fundraising events

should be to find new
individual donors.



#9 Proactively
Manage Your Email
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The average
executive receives
116 emails per day!

source: Rory Vaden, 2019






schedule & triage
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#10 Evaluate, But
Don’t Over
Analzye, Results
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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



prductiv

o 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 #DV/0]|
8. Cost of Fund Raising #DV/0]|
9. Return #DIV/O! #DIV/0! #DIV/0! #DIV/O! #DIV/0! #DIV/O! #DIV/0! #DIV/0! #DIV/O! #DN/O!l
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#11 Seek Work Life
Harmony, Not

Balance
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SOME PAYS
OU EAT SALADS
AND 60 To THE GYM
SOME OAYS
\'ou EAT (UVPCAKES

AND @F
FUSETL P
_4 ON PANTS. o

called

alance.
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work self
home self

just be your self



/OMBIE APOCALYPSE

WHAT WE THINK IT LOOKS LIKE: WHAT IT REALLY LOOKS LIKE:







#12 Love Your

Donors & Steward
Them Appropriately
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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]

productivefundraising.com/tune-up

Thank you
wonderful day!






sentence 1 = what you saw / what happened

sentence 2 = the impact of what you saw on
yOu Or your organization

sentence 3 = what you appreciate about the
person’s role in what you saw
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5 before 10

(Wendy Taylor)
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FUNDRAISING
itk Chadd Bavger

fundraising training & coaching



further learning

@ fundraiserchad

THE FUNDRAISING BUZZ FEST
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Where to Find Potential Donors to
Support Your Cause
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10/28 @ 1pm (eastern)



questions
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