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Principles and Techniques of fundraising for Community Based Organizations.
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PRINCIPLES OF FUNDRAISING

POSSIBLE SOURCES OF FUNDS FOR ORGANIZATIONS.

1. REVENUE FROM EARNED INCOME
· Enterprises linked to CSO mission
· Enterprises not linked to CSO mission.
2. FOUNDATIONS AND TRUSTS

· Structures that are set up so that funds can be accumulated and made available in perpetuity to specific kinds of recipients as grants or loans to be used for specific purposes.
· May be set up by Individuals, Corporations or Governments-Different Governing Structure. E.g. Ford Foundation, Bill & Melinda Gates Foundation, Safaricom Foundation

ISSUES TO CONSIDER

· The problem always is to find out which foundations exist, and what their purpose are.

· Identify Trusts & Foundations with which there is a match between the two organizations missions

· Negotiate with the trustees/directors that the cause is worth supporting

3. INDIVIDUAL PHILANTHROPHY
METHODS OF INDIVIDUAL FUNDRAISING

1. In Person

2. Events.
3. Through Direct Mail
4. Through Telephone

5. Through the Media

6. Through imaginative ideas

7. Legacies

4. RESOURCES FROM GOVERNMENT

Devolved funds.
5. FOREIGN DEVELOPMENT AGENCIES

· offer Project Based Support

· can be financial or non financial support (provision of expertise)

6. CORPORATE SECTOR

· Want to be seen by the public, govt and shareholders as good corporate citizens

· Want to be associated with specific causes

· Competitors doing so

LOCAL BIG SPENDERS

· Safaricom Foundation

· EABL

· Coca Cola Africa Foundation

· KCB Foundation

· KQ

· Bamburi Cement

· Banks

RESEARCHING & SUSTAINING DONORS

· What are the favourite areas or strategies, if any, of specific agencies?

· Do they have known sensitivities to particular issues or partnerships? For example, are they likely to respond more or less favorably if there is involvement of NGOs or of a UN partner, or if the project takes into account gender issues?

· What mechanisms do they have for allocation of budgets? Who within their administrative structure is likely to provide the most attentive ear?

· What criteria do they have for the selection of projects to be funded?

· Is there an especially ‘good’ time to submit a proposal? Perhaps towards the end of the agency’s fiscal year?

SUSTAINING DONORS

· Involve them in the planning and development of programmers or projects

· Tailor the design of projects to the donors’ and sector’s interests and mandate (this is especially applicable to the private sector)

· Review progress regularly together with resource partners

· Recognize and mark a partnership’s achievements from time to time

COMMON PROBLEM

· The first impulse of many NGOs and CBOs seeking funding is to request the contact information for possible funders, and once such information is received, these NGOs often write immediately to the potential funder, stressing how desperately funds are needed.

· This is harmful as not only does it rarely attracts funding but also turns funding organizations against donors.

· There is often great competition among numerous local groups for scarce local financial resources.

· International funders are reluctant to fund community-based NGOs “directly”, because of a perception of lack of accountability, difficulty in establishing credible references, practical issues with resource transfers, and numerous tax questions.

· Some community-based organizations lack what donors regard as the necessary prerequisite structure for being able to process donations, financial or otherwise.

Things you should never do.

· Send letters via post with desperate pleas for money. You will not gain funds this way. You may even harm your credibility and create bad feelings about your organization among potential supporters.

· Send out information riddled with spelling errors.

· WRITE EVERYTHING IN ALL CAPITAL LETTERS. This is shouting online or in print.

· Give Up. 

· If you are not successful with your first attempts, keep trying. Review the reasons a donor has rejected your request, and use the information you gather to improve future requests. 

· If you don't receive a reason, ask, respectfully, and say it is because you would like to be able to do better in the future. 

· Don’t pester the same donor with multiple requests, but if your NGO changes its work or administration and you believe your NGO's operations now better fit a funder's guidelines, consider contacting a potential donor again, emphasizing how your proposal is different than the one previously rejected.
Fundraising first step
NETWORKING & ESTABLISHING CREDIBILITY

· Many funders want to know that a CBO or NGO is credible before they will even reply to an organization's request for funding. Establishing credibility doesn't take money – it takes time, effort and personal attention.

· The activity to start with for successful fund-raising is networking: establish relationships -- formal or informal -- with local NGOs and representatives from International NGOs, local UN offices, large employers in the area, etc. If someone were to approach any of these agencies and institutions and ask about your organization, the answers should obviously demonstrate that these other organizations know what your CBO or NGO is, why it is important, and some of the good things it has done.

· Having such good local relationships means its more likely for these situations to occur:

· Your CBO or NGO may be able to collaborate with these organizations and institutions and, therefore, receive funding

· When funding becomes available for an activity your CBO or NGO undertakes, these organizations will contact you and let you know

Remember: 
· When networking initially, do NOT ask for funds, nor describe your organization as desperate for support. The purpose of networking is to establish your organizations reputation for excellent, quality work, and to create a network of organizations and people who will verify to others that your organization is legitimate, credible and worth supporting.

· Meet face-to-face with these people, whenever possible, to let them know what your CBO or NGO is doing -- do not emphasize what your organization needs but, rather, the good work that it is doing, and why the organization believes its mission is important, even essential, to the area. 

· Invite representatives of these organizations to visit your organization and see your work first hand -- invite them more than once! If you can, give them printed information about your organization. And people representing your CBO or NGO should attend their events and accept their invitations too.
References

· Have a list of people and organizations, and their contact information (phone number, postal address, email) who are willing to affirm your organization's work and credibility, should they be contacted by potential funders.







