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The Charity First series aims to provide practical and straightforward 
guidance on the challenges confronting charity operations today, with 
fundraising in the spotlight. Its individual subjects range from those 
concentrating on the UK and Ireland to non-profit issues in the EU and 
other jurisdictions, from traditional to digital fundraising and from basic 
help for those just entering the third sector to specialist areas for the 
more experienced. 
 For further information and orders see www.charityfirstseries.org

This sample consists of  brief  extracts from one title in the series.

http://www.charityfirstseries.org
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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 in a small or perhaps a newly formed charity. This is an especially 
challenging task in the current economic climate – but that’s not to say 
that fundraising was ever easy!  
 The approach in this publication 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 telemarketing. 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.
 I 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?
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8. Are there any grants to go after?
9. Does the charity have a database?

All Aboard 
You’re all on the same train, fundraiser, staff  and trustees. Volunteers, 
patrons and Friends 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.
 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 assure 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 
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.
------------
Text of  full version continues / ...
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