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INTRODUCTION

This practical guide is intended to help prepare the reader for the initial 
challenges of  devising and implementing a successful fundraising strategy. 
This is an especially challenging task in the current economic climate – but 
that’s not to say that fundraising was ever easy! 
 Successful Charity Fundraising: the Basics for Smaller Charities is a revised 
edition of  Fundraising for Small Charities which was first published in 2011. 
Since then the charity world has changed and will continue to do so.  The 
basics of  fundraising, however, are still valid. Our aim, therefore, is to take 
the reader through the basic elements of  successful fundraising strategy and 
practice, starting with the need for board governance, good management 
and staff  support, and then on to fundraising avenues, including individual 
donors, digital fundraising, corporate donors and sponsors, funding from 
grantmaking trusts and foundations, and other types of  fundraising, 
including event organising and crowdfunding. Where appropriate, reference 
is made to more detailed information on subjects that go beyond the scope 
of  this work. A number of  these are listed with web links in the text and in 
the appendix.
 We hope that your fundraising journey will be successful and rewarding 
for you and your organisation in the years to come. As with all journeys, 
you’ll need to start at the beginning and work your way through to the end! 
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1
BEFORE YOU SET OFF

Let Us Start the Journey Here
Start with your mission. If  you aren’t enthusiastic about it nor will your 
potential donors be. Your mission is your flag, but whenever you wave it 
you need to be fully prepared. Not only do you need to have everybody 
in your organisation (even if  it’s only you) rooting for you, but you need 
to be fully primed with facts and figures so that you can advance with 
confidence.
 Fundraising should be an integral part of  your charity’s operation, not 
just something either to be avoided or done only in odd moments or in 
a financial crisis. It can and should buttress every stage of  your charity’s 
operations from the word go. A diligent fundraising effort should lead not 
only to the achievement of  long-term sustainability but also add enthusiasm 
to the stakeholders’ journey.

How do I Start?
Is it just you running the charity or is it a team effort? In either case, you 
should ask yourself  these basic questions:

 1. Can I convey my enthusiasm about the mission?
 2. How much money is needed to run the charity and any projects?
 3. What funds does it already have?
 4. What are you going to fundraise for: core costs or projects?
 5. Does the charity have an effective website?
 6. Have any gifts been verbally offered but not followed up?
 7. Does anyone in the charity or on the board of  trustees know of  
  potential donors? 
 8. Are there any grants to go after?  
 9. Does the charity have a database? If  so, is it compliant with General
  Data Protection Regulation (GDPR)?           
                     
All Aboard
You’re all on the same train, fundraiser, staff  and trustees. Volunteers, 
patrons and Friends groups will be joining you at various stations but it’s 
essential that they join a united team. So, to the extent you can, make sure 
that you, your board and the staff  are all pulling together, otherwise you 
will find the fundraising challenge to be a very lonely and unrewarding one.
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 You may well be a board member yourself  but in any case you will be 
dealing with the board in one way or another in your fundraising role. 
Suffice it to say that effective governance is essential for any organisation 
to be successful. When it works right, the collective wisdom of  a dedicated 
group of  individuals working in concert for the best interests of  a charity’s 
mission is critical to the success of  that mission. Good governance 
goes hand in hand with strong management in providing leadership and 
accomplishment in any organisation, charitable or otherwise. If  there is 
a fatal flaw in the fundraising performance of  a charity, it can usually be 
found right here. Remember, the primary obligation of  a charity trustee 
board is to ensure that the resources needed to carry out the charity’s 
mission are available.
 Getting both the trustees and staff  on your ‘fundraising express’, 
includes ensuring that back office support is organised and in place (even 
if  the ‘back office’ is only you). From keeping the donor database current 
and data protection compliant to acknowledging donations and accounting 
for Gift Aid, the support of  your back office is critical to fundraising 
success.  The office must also keep track of  any restrictions on the use of  
a gift which might well require separate accounting.

Charity Begins at Home
Prepare your home ground once you’ve got organisational support lined up. 
Identify who the leaders are in your community, i.e. the mayor or provost, 
councillors, borough leaders, lawyers, accountants, wealth advisers and 
other professionals who may  become supporters themselves and/or know 
others who may also be interested in your cause. Your board should be 
a great support in helping you approach these leaders. Your fundraising 
efforts will need the back-up of  a publicity and PR push, especially if  you 
plan to hold local events, so cultivate the local press.  You might want 
to check to see if  there is a local community foundation (see section 9) 
especially if  your cause has local relevance. Other local organisations that 
may be able to help you with funding and related issues include local CVS 
(Council for Voluntary Service) branches and their national umbrella body, 
the National Council for Voluntary Organisations (NCVO) – www.ncvo-
vol.org.uk. Based in England, it has sister councils in Wales, Scotland and 
Northern Ireland. Also well worth knowing about is NAVCA (the National 
Association for Voluntary and Community Action), whose mission is to 
strengthen voluntary and community action by supporting members in 
their work with over 160,000 local charities and community groups. See: 

1 - Before You Set Off

http://www.ncvo-vol.org.uk
http://www.ncvo-vol.org.uk
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www.navca.org.uk. Various county bodies also have links to volunteer 
organisations. For an example see:
www.kent.gov.uk/leisure-and-community/community-grants-and-funding 

Casting the Net
Does your charity have volunteers, patrons or a Friends group? If  not, start 
with the local community. You’re going to need all the help you can get to 
recruit these groups. Part of  their mission will be to help you identify and 
motivate donors and supporters. If  your charity does not already have a 
database of  actual and potential donors, a Friends group is almost certainly 
the easiest way to get one started. You should be aware, by the way, that 
the Data Protection legislation dictates what information about donors 
you are allowed to keep and how you keep it. For more information on 
this important topic, search knowhow.ncvo.org.uk for ‘data protection and 
GDPR’.
 Make good use of  the board, Friends, patrons, staff  and volunteers 
when it comes to fundraising initiatives. Involve them all to the maximum 
extent possible in activities and events where actual and potential donors 
are in attendance. These are usually people who know others in the local 
community. Encourage them to get the word out to their friends and 
professional contacts about your organisation. This is another case where 
enthusiasm is essential and should be contagious!

Let’s Get Moving
With the local community in your sights, first think grass roots in terms of  
events. There are many traditional gatherings: for example coffee mornings, 
cake sales, golf  matches, dinner dances, receptions, sponsored walks, cycle 
rides, parachute jumps, foreign adventure trips, lotteries, raffles, etc. If  
these are not possible or if  your charity already has such a programme, then 
consider digital events. Use your imagination to widen the range and make 
sure the local media know about it. You will need to think about whether 
you, your internal team and volunteers can organise these or whether you 
may need to look to outside event organisers.
 With encouragement, local schools, churches and other organisations 
might well be happy to be involved but be prepared to support them, if  
necessary, with publicity materials, banners and logistical support. And, of  
course, don’t forget to thank them (perhaps with the media present?) if  
you want them to do it again next year.

1 - Before You Set Off

http://www.navca.org.uk
http://www.kent.gov.uk/leisure-and-community/community-grants-and-funding
https://knowhow.ncvo.org.uk/
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Waving to the Wider World
Your charity probably already has a website. In today’s world, that’s pretty 
much a given. If  your charity is just starting, set one up without delay and 
give great care to the image it presents. Your website is your organisation’s 
window to the outside world (and that includes the local community!). 
It needs to be well designed in order to put over your message in the 
most appropriate way, depending on your charity’s cause. This might mean 
paying for expert help rather than getting it done for free by someone’s 
friend. Make sure every page carries a footer with your organisation’s 
charity registration number and, if  you have one, your ‘Company Limited 
by Guarantee’ number. This legally required information, by the way, should 
also be included in all printed matter available to the public, including 
business cards. Many charities fail to do this but why in the world hide your 
best asset? Apart from the legal issue, it is a major help in fundraising. It 
gives donors the confidence that you are a registered charity and assurance 
that gifts made to your organisation will be tax effective.
 The website ‘About Us’ page should not only describe your mission 
and how you go about pursuing it but ideally also have descriptions or 
short biographies (and possibly photos) of  trustees, staff, patrons, if  any, 
and volunteers. If  your trustees are shy about this, remind them that their 
names can be easily found on the Charity Commission’s website.1 Visitors 
to your site, including potential donors and funders, want to know about 
your organisation and what and who makes it tick. Don’t make it hard for 
them! Keep the news about targets, projects and progress up to date.
 Your website should encourage visitors to donate, so have a ‘Donate’ 
page, using  for example www.justgiving.com or other secure online payment 
facility. This page can also summarise the different choices available for 
tax efficient giving. You could also promote legacies on this page, as well. 
Don’t be shy about asking!
 However, there will always be people who don’t see your website, 
however good it is. Consider putting out a regular newsletter by email and, 
if  you can, have paper copies too for those technophobes who may still be 
supporters. It needn’t be long, but it can catch the recipient’s attention in 
a way that is positive and providing good feedback. Before we examine the 
main fundraising methods and activities we will take a further look at the 
vital need for planning and consider the importance of  getting the right 
fundraising mix.

1 At the time of  going to press, there are plans in Scotland to publish charity trustee names on the 
Scottish Charity Register too.

1 - Before You Set Off

Text continues

http://wwwjustgiving.com


ABOUT THE AUTHORS 

Peter Maple is senior philanthropy academic fellow and researcher at 
St Mary’s and London South Bank Universities and was previously on 
the board of  the leading journal, Voluntary Sector Review. Peter was 
also a fundraising trustee at ATEGhana and The Cranfield Trust. He 
was formerly the director of  fundraising & communications at leading 
charities, including Leonard Cheshire Disability, Crisis and Arthritis Care.  

James Myers is the founder of  the European Association for Philanthropy 
and Giving (EAPG), a not-for-profit membership body that brings charities, 
legal advisers and financial intermediaries together for more effective and 
efficient philanthropy (EAPG is now known as Philanthropy Impact). He 
is also a partner of  Social Partnership Marketing LLP. Jim is American by 
birth but has spent virtually all his adult life in Europe, mainly France and 
now the UK. Earlier in his career he co-founded the European-American 
Tax Institute in Paris.  

53



The Charity First Series

For the full list of  titles in the Charity First Series, see our publications list.

Titles include:
Beyond the Collection Plate - Developing Church Income from Different Sources
Effective Media Relations for Charities – What journalists want and how to deliver it
Legacy Fundraising from Scratch
Major Gift Fundraising
Organising and Operating a US Charity – A guide to US 501(c)(3) Organisations
Prospect Research
Raising Funds for Your School – A comprehensive guide
Raising Funds from Grant Makers
Structuring Not-for-Profit Operations in the UK

Also published by Social Partnership Marketing
Invisible Grantmakers - an annual listing of  unpublished grantmaking trusts. 
See www.socialpartnershipmarketing.co.uk for further details.

Full version ISBN 978-1-908595-39-3

http://www.socialpartnershipmarketing.co.uk

