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Re-Introductions 

@fundraiserchad 



Who are you?  
name 
role 

organization 
most surprising thing you’ve 
learned about fundraising? 

@fundraiserchad 



How to Fundraise in the 
Time of COVID-19 

@fundraiserchad 



What Do Past 
Events Tell Us? 

@fundraiserchad 



PAST EVENTS WITH MAJOR 
IMPACT ON FUNDRAISING 

• 9/11 

• Tech Bubble Burst 

• Great Recession 

• Major Domestic Natural Disasters 

• Major Election Years 



source:  The Better Fundraising Co. (Steven Screen)  



During the Great 
Recession the S&P 500 
dipped 39 percent, but 
giving only dropped by 

8 percent. 

source:  Pursuant 



PRELIMINARY RESULTS 

In a shift from the first quarter of the year, charitable 
giving increased by almost 7.5% over the first half of 
2020, compared to the first half of 2019. 

Giving from the first quarter of 2020 was 6% behind first 
quarter giving in 2019, and many charities were worried 
that the data didn’t yet show the impact of the 
pandemic because COVID-19 had not spread 
significantly by the end of March. But a 19.2% increase 
in smaller donations (less than $250) in the second 
quarter was an important driver for this turnaround. 
The overall number of donors increased by 7.2% with 
new donors increasing by 12.6%, showing a renewed 
interest in supporting the work of nonprofits. 

Source: Fundraising Effectiveness Project, Q2 2020 Report 



LONG TERM IMPACT 

• Influx of first time donors (especially 
younger donors) 

• Some will retreat, but other donors 
will step up (fewer donors, more $) 

• Crises teach people to give & give 
more generously 

• Long term growth for the sector 



Communicating 
NOW 

@fundraiserchad 



silent = 
forgotten 



transparent 



not tone deaf 



NOT THIS 

“Because of you, we are  
able to respond.” 

(or “weather the storm”) 

DO THIS INSTEAD 

Update on How We’re 
Responding to COVID-19 









CALL YOUR DONORS 

• Call to check in – people are home and 
answering their phones 

• NO ASK (“We’re just reaching out to our 
supporters to see how they’re doing in 
this difficult time.”) 

• People are starving for social interaction 

• Prioritize donors that live alone 

• A rare chance for us to HELP them 





Fundraising  
NOW 

@fundraiserchad 



FIX YOUR MINDSET 

   Your donors are amazing, and they want to 
help.  Let them decide what is relevant and 
important to them.  Your job is to clearly state 
how your beneficiaries and your organization 
are being impacted by this situation.  And how 
the donor can help.  Share a current need that 
they can act on.  Don’t let your unease with 
asking take away from a donor the chance to 
make an impact and feel better about the 
world. 

Source: Steven Screen 



FUNDRAISING EVENTS 

For all events before fall 2021, pick your 
poison… 
 

- Cancel (but try to keep the money) 

- Postpone 

- VERY crowded late 2021 / when will folks be 
comfortable in crowds? 

- Go virtual 



virtual event sponsorships 

• Don’t downplay the opportunity / 
build excitement 

• Don’t discount 
• Use technology to provide even 

more value 
• Make it a part of something bigger 

(year round partnership vs. one day 
sponsorship) 
 



CAPITAL CAMPAIGN IMPACT 

• Stay the course 

• Extend payment windows 

• Delay going public 

• It’s the perfect time for planning and 
donor conversations 

• The market will determine GO TIME 



CARES ACT GIVING INCENTIVES 

• Temporary Universal Charitable 
Deduction ($300) 

– You can tell them! 
 

• Corporate Giving = increased annual limit 
from 10% to 25% of taxable income 

– Not all impacted equally by economic 
slowdown 



Preserve 
FUNDRAISING STAFF 

at all costs. 



Sample Language / 
Additional Resources 

@fundraiserchad 



FOR INDIVIDUAL DONORS 

"While it is certainly not ideal to be 
asking you for support at this 

time, I feel as the leader of this 
organization that I have the 
obligation to offer you the 

opportunity to invest in us again 
during this critical time." 

Source: Laura Fredricks 



FOR CORPORATE DONORS 

"We can only imagine the decisions 
you and your company must make 
during this time of crisis.  What can 
we do to help you?  If there are any 

opportunities for us to partner 
together now, we would be more 
than willing to work with you as we 

have in the past.”  
Source: Laura Fredricks 



FOR FOUNDATION DONORS 

"Your foundation has so generously supported  
us this year with a grant of [amount] for 

[program].  While we are most certain you are 
receiving numerous requests right now, may we 

have your permission to use the remainder of the 
grant for our general operations?  Attached 

please find our crisis response plan detailing our 
operating shortfall and how this conversion would 

allow us to narrow the gap and preserve our 
valuable programs."  

Source: Laura Fredricks 







@fundraiserchad 

questions 



Fundraising Planning 
Pitfalls & Pointers 

@fundraiserchad 



























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 



@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 



POINTER #2 
use a simplified 
evaluation tool 

@fundraiserchad 



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

 
productivefundraising.com/resources 

 



POINTER #3 
know your donor 
retention rate & 

make improving it a 
priority 

@fundraiserchad 



 
 donor retention rate 

 
45% 

Fundraising Effectiveness Project (FEP), 2018 
 
 
 
 

 
productivefundraising.com/resources 

 



POINTER #4 
evaluate your 

events & go deeper 
than just net 

income 

@fundraiserchad 



 
productivefundraising.com/resources 

 



PLANNING STEP 2 
 

plan (simply) 



analyze your data 

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



POINTER #5 
use a simplified 

planning template 
& don’t print it 

@fundraiserchad 



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 

 



 
productivefundraising.com/resources 

 



POINTER #6 
include 2 new ideas 

in your plan each 
year 

@fundraiserchad 





The paradox of risk: 
 
1. Don't put all your eggs in one basket. If 

 you lose the basket, you lose it all. 
 

2. Don't put your eggs in too many 
 baskets. The more baskets you 
 manage, the less energy you can put 
 into each one. It's risky to do things 
 halfway. 
   

Diversified, but focused. 
 

source: James Clear 



PLANNING STEP 3 
 

systematize 





POINTER #7 
build implementation 

into your 
organization’s 

systems 
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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 
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If it ain’t 
broke, 

don’t fix it. 







afpglobal.org 



 
 
 
 

sofii.org 
 



 
productivefundraising.com/resources 

 





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 





@fundraiserchad 

questions 



@fundraiserchad 

10 minute break 



Generational 
Differences in Giving & 

Donor Motivations 

@fundraiserchad 



DISCUSSION: 
Why do you give? 
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The Seven Faces of 
Philanthropy 

@fundraiserchad 



Fundraising Writing 
Exercises 

@fundraiserchad 



2 DISCLAIMERS … 

1) If You Solicit Me, I May Share 
Your Appeals 
 

2) Personal Preference ≠ 

Fundraising Best Practice 



Critique of Real Life 
Direct Mail Pieces 

@fundraiserchad 















Collaborative Appeal 
Revision Exercise 

@fundraiserchad 



@fundraiserchad 

questions 



@fundraiserchad 

10 minute break 



Fundraising Ethics 

@fundraiserchad 



Case Studies 

@fundraiserchad 



For each solution you consider… 
 

• If you use this solution, will you be able to 
look in the mirror and feel proud? 
  
• Is your solution one for which your 
organization can stand tall in front of its donors 
and clients? 
  
• Given today’s climate, would this solution 
stand up under the scrutiny of the press? 

@fundraiserchad 



Case Number 1 
 You get a telephone call from the daughter of one 
of your oldest donors, a woman in her mid-80s who is 
still mentally alert. The woman has considerable wealth, 
and the daughter explains that her mother plans to leave 
more than 80 percent of her wealth to your organization 
in her will. The daughter goes on to state that the 
remaining amount that will go to the woman's four 
children and six grandchildren will be insufficient to meet 
their needs. The daughter pleads with you to reason 
with her mother, reduce the amount intended for your 
organization, and increase the amount to the family. 
What should you do? 

@fundraiserchad 



Case Number 2 
 Mr. John Smith and his family have been supporters 
of your organization for several years. He is a successful 
stockbroker, a generous donor, and a member of your 
governing board. For years his firm has invested your 
organization's funds. Both he and the organization have 
benefited substantially from this arrangement. Recently, 
however, the board adopted a conflict-of-interest policy 
stating that board members may not directly profit from 
business they do with the organization. 
 Mr. Smith continues his board membership, and he 
continues to give generously. In addition, he talks of his 
intentions for your organization in his estate plans. However, 
he would like for you to see what can be done to get the 
organization's brokerage business back. How do you handle 
his request? 

@fundraiserchad 



Recommendations for 
Further Learning 

@fundraiserchad 



afpglobal.org 



 
productivefundraising.com/resources 

 



Course Wrap Up 

@fundraiserchad 





 
productivefundraising.com/resources 

 



Group Open Q&A 

@fundraiserchad 



Office Hours 

@fundraiserchad 

Time - Student 


