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Welcome	
  

Today’s	
  objec-ves:	
  
•  What	
  does	
  a	
  diversified	
  fundraising	
  
program	
  look	
  like	
  for	
  your	
  cause?	
  

•  Readiness	
  checklist	
  
•  How	
  to	
  raise	
  funds	
  from	
  various	
  
cons-tuents	
  

•  What	
  are	
  the	
  first	
  steps	
  to	
  get	
  you	
  there	
  



Assump@ons	
  

•  Most	
  of	
  you	
  are	
  from	
  smaller	
  
organiza-ons	
  or	
  organiza-ons	
  with	
  
smaller	
  fundraising	
  programs	
  

•  Fundraising	
  may	
  be	
  one	
  of	
  many	
  
responsibili-es	
  you	
  have	
  

•  You	
  don’t	
  really	
  have	
  -me	
  to	
  add	
  much	
  –	
  
or	
  anything	
  –	
  new	
  to	
  your	
  tasks	
  

•  You’re	
  already	
  preGy	
  good	
  at	
  grant-­‐
wri-ng	
  



Grant-­‐Wri@ng	
  Stars	
  R	
  US	
  

•  You	
  know	
  how	
  to	
  find	
  funders	
  and	
  how	
  to	
  write	
  
grants:	
  
•  You	
  have	
  access	
  to	
  Imagine	
  Canada’s	
  Directory	
  of	
  
Founda-ons	
  

•  Maybe	
  you	
  have	
  other	
  research	
  tools	
  
•  For	
  those	
  of	
  you	
  in	
  Ontario,	
  you’re	
  on	
  a	
  first	
  name	
  basis	
  
with	
  a	
  program	
  manager	
  at	
  Ontario	
  Trillium	
  Founda-on	
  

•  You’ve	
  had	
  success	
  securing	
  grants	
  and	
  stewarding	
  
those	
  rela-onships	
  

•  WHAT’S	
  NEXT??	
  

	
  



A	
  ques@on	
  

•  What	
  does	
  fundraising	
  success	
  look	
  like	
  for	
  
you?	
  	
  	
  



An	
  interes@ng	
  wrinkle	
  –	
  	
  
collec@ve	
  impact	
  

	
  
As	
  a	
  society,	
  we	
  can	
  no	
  longer	
  afford	
  
to	
  operate	
  in	
  isola@on.	
  

Anne	
  Gloger,	
  Director,	
  	
  
East	
  Scarborough	
  Storefront	
  



An	
  interes@ng	
  wrinkle	
  –	
  	
  
collec@ve	
  impact	
  

Some	
  defini-ons:	
  
•  Collec@ve	
  impact:	
  	
  The	
  commitment	
  of	
  a	
  group	
  of	
  

important	
  actors	
  from	
  different	
  sectors	
  to	
  a	
  common	
  
agenda	
  for	
  solving	
  a	
  specific	
  social	
  problem.	
  	
  	
  

•  Backbone	
  organiza@on:	
  Crea-ng	
  and	
  managing	
  collec-ve	
  
impact	
  requires	
  a	
  separate	
  organiza-on	
  and	
  staff	
  with	
  a	
  
very	
  specific	
  set	
  of	
  skills	
  to	
  serve	
  as	
  the	
  backbone	
  for	
  the	
  
en-re	
  ini-a-ve.	
  

John	
  Kania	
  and	
  Mark	
  Kramer,	
  Collec@ve	
  Impact,	
  	
  
Stanford	
  Social	
  Innova@on	
  Review,	
  Winter	
  2011	
  



Things	
  to	
  read	
  

•  The	
  LiGle	
  Community	
  That	
  Could,	
  Cathy	
  Mann,	
  published	
  
by	
  East	
  Scarborough	
  Storefront	
  (www.cathymann.ca/
book.html)	
  

•  Collec-ve	
  Impact,	
  Stanford	
  Social	
  Innova@on	
  Review,	
  
Winter	
  2011,	
  John	
  Kania	
  and	
  Mark	
  Kramer	
  

	
  
•  Tamarack	
  Ins-tute	
  (tamarackcommunity.ca)	
  

•  FSG.org	
  

	
  
	
  
	
  



Fundraising	
  and	
  collec@ve	
  impact	
  

•  Right	
  now,	
  anecdotal	
  evidence	
  suggests	
  it’s	
  hard.	
  	
  	
  
•  Emerging	
  research	
  on	
  collec-ve	
  impact	
  seems	
  to	
  

demonstrate	
  a	
  few	
  key	
  funders	
  help	
  get	
  ini-a-ves	
  off	
  the	
  
ground.	
  	
  S-ll	
  difficult	
  to	
  get	
  broad	
  support.	
  

•  It’s	
  a	
  new	
  model	
  and	
  backbone	
  organiza-ons	
  smack	
  of	
  
“OVERHEAD”.	
  	
  We’re	
  not	
  overhead.	
  We	
  are	
  cri-cal	
  –	
  even	
  
key	
  -­‐	
  to	
  success.	
  How	
  do	
  we	
  deliver	
  our	
  message	
  
differently?	
  

	
  



Some	
  basics..	
  

•  I’d	
  like	
  us	
  to	
  go	
  through	
  some	
  basics	
  together.	
  
•  I	
  want	
  everyone	
  to	
  keep	
  something	
  in	
  mind:	
  	
  in	
  terms	
  of	
  

fundraising,	
  are	
  we	
  stronger	
  together,	
  individually	
  or	
  do	
  we	
  
strategically	
  decide	
  who	
  does	
  what?	
  	
  

	
  



Some	
  basics:	
  	
  readiness	
  checklist	
  

•  Assess	
  where	
  you	
  are	
  
•  Oden	
  called	
  a	
  fundraising	
  audit,	
  this	
  will	
  
provide	
  a	
  snapshot	
  of	
  where	
  you	
  are.	
  	
  

•  Done	
  well,	
  it	
  lays	
  the	
  founda-on	
  upon	
  which	
  
you	
  can	
  build.	
  

•  Lots	
  of	
  resources	
  on-­‐line	
  to	
  conduct	
  your	
  
own	
  audit.	
  	
  

•  Consultants	
  can	
  provide	
  objec-ve	
  review	
  and	
  
analysis	
  of	
  development	
  program.	
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Quick	
  and	
  Dirty	
  Audit	
  



Feedback	
  

Without	
  over-­‐sharing,	
  what	
  
observa-ons	
  or	
  insights	
  did	
  you	
  get	
  from	
  
this	
  brief	
  exercise?	
  



Readiness	
  Checklist	
  

•  When	
  done	
  well,	
  a	
  good	
  Fundraising	
  
Audit	
  will	
  point	
  out	
  to	
  you	
  what	
  you	
  
don’t	
  know.	
  

•  It’s	
  hard	
  to	
  move	
  forward	
  when	
  you	
  
don’t	
  know	
  what	
  you	
  don’t	
  know.	
  	
  



Fundraising	
  with	
  	
  
different	
  cons@tuents	
  

•  What	
  characteris-cs	
  does	
  my	
  organiza-on	
  need	
  
to	
  raise	
  funds	
  from:	
  

•  Individuals	
  
•  Corpora-ons	
  
•  Founda-ons	
  

•  Consider:	
  	
  will	
  it	
  be	
  easier	
  to	
  raise	
  funds	
  as	
  an	
  
single	
  group	
  or	
  collec-vely	
  from	
  these	
  donor	
  
cons-tuents?	
  



What	
  fundraising	
  ac@vi@es	
  	
  
will	
  we	
  focus	
  on	
  or	
  add?	
  

•  How	
  do	
  you	
  know	
  what	
  you	
  can	
  add?	
  
•  Path	
  of	
  Least	
  Resistance	
  divided	
  by	
  Return	
  on	
  
Investment	
  

•  What	
  strengths	
  do	
  you	
  have?	
  
•  What	
  resources	
  do	
  you	
  have?	
  
•  Is	
  there	
  an	
  opp	
  for	
  collabora-on?	
  	
  
•  What	
  can	
  you	
  learn	
  from	
  those	
  who	
  are	
  already	
  
successful	
  –	
  either	
  in	
  Canada	
  or	
  US?	
  



What	
  fundraising	
  ac@vi@es	
  	
  
will	
  we	
  focus	
  on	
  or	
  add?	
  

Consider	
  both	
  financial	
  and	
  non-­‐financial	
  goals	
  
•  Volunteer	
  recruitment	
  
•  Board	
  member	
  job	
  descrip-ons	
  that	
  include	
  
fundraising	
  as	
  an	
  expecta-on	
  

•  Development	
  of	
  infrastructure	
  (data	
  base,	
  
stewardship,	
  repor-ng,	
  policies,	
  etc)	
  

It’s	
  important	
  to	
  work	
  on	
  structure	
  and	
  culture	
  
concurrently	
  if	
  you	
  want	
  fundraising	
  to	
  “s-ck”	
  



THANK	
  	
  YOU!	
  

416-­‐778-­‐1624	
  	
  	
  	
  www.cathymann.ca	
  




