AGENCY Y

DRAFT Fundraising Operational Plan

OBJECTIVE 1: By June 2003, increase community contributions to $500,000 per year.


Year 1: $300,000


Year 2: $400,000


Year 3: $500,000

MAJOR GIFTS


Year 1: $50,000


Year 2: $75,000


Year 3: $100,000

1. Board Training

(
Consultant conduct a training of all Board Members, lasting approximately 1 ½ hours, concerning techniques of major gift fundraising.

(
Agenda includes the theories of major gifts fund raising and donor cultivation; listening carefully; the structure of the meeting; planning and strategizing for the visit; recruiting the right team; orienting the team; follow up and continued cultivation. Board members have an opportunity to practice making the ask.

       (
Board members commit to give or get $2,500 over the course of a year.

       (
Increase Board size as quickly as possible to the maximum number of 18. If each person fulfills commitment, that equals $45,000.

(
Training repeated as new Board Members come on (2-3 people at a time) and at least once a year for the entire Board.

2. Prospect Identification

(
Recruit an Ad-Hoc Prospect Identification Committee, comprised of people who know our donor base and people who know people in the community but are not able to serve on the Board. Past Board Members might be excellent members of the Committee.

      
(
In a series of meetings (2-3), the Committee will:

(
Review the current donor list (300 names) and identify donors who have the potential for giving larger gifts. Any information committee members have about these donors will be solicited. This process may take several meetings.

(
Identify additional people in the community who should be added to our data base for direct mail solicitation or who might be approached on an individual basis to learn more about Agency Y with the idea of obtaining a gift eventually. Direct contact will work only if we have a direct link to the people. 

(
As new people are added to our data base, as much information as possible will be collected and added to their files. An individual within Agency Y will be identified as the primary contact person, along with at least one other person as a back-up.

(
Plan to reconvene the Committee annually to review additional donors who have come in during the year and to provide additional names.

3. Solicitation of Major Donors

Once a list of approximately 30 major donors is prepared by the Ad Hoc Committee:

(
Board Members will be assigned to prospects based on personal contacts or what is known about prospects if anything. Otherwise, random assignments will be made. Two Board Members will be assigned to each prospect, with one Board Member, the team leader, participating in the initial solicitation call along with Sara.

(
If a Board Member knows the prospect, the initial call will be made by the Board          Member thanking the prospect for their past support and requesting that the prospect visit the agency, get acquainted with Sara and hear about our exciting plans for the future (Strategic Plan). Otherwise Sara will make the call.

(
A planning session will be held with each solicitation team, including a training session, until each Board Member has participated in at least one visit. Subsequent visits will be carefully planned, but coaching may not be necessary. 

(
All major gift prospects will be solicited in person at least once a year for a gift to Agency Y. Once the prospect is used to the process, it may not always be necessary to do this in a face-to-face visit, although such visits are always preferable. If 30 prospects are identified, major gift visits should average 3 per month.

4. Cultivation of Major Donors

( 
Board Members will have an on-going responsibility to maintain contact with their major donor prospects, talk with them periodically, invite them to events and thank them after each donation.

(
Major donors should always be scrutinized as potential candidates for Board membership.

(
During Year 2 of the plan, a special Donor Recognition event will be planned which will provide an opportunity for the donors to meet each other and to interact with some program participants at Agency Y. This might be the gift exchange at Christmas or some other activity. Board Members will be responsible for personally inviting and hosting their major donor assignments.

WEB BASED FUNDRAISING


Year 1: $2,000 


Year 2: $5,000


Year 3: $7,500

1. Add a page to the web site in development which will allow people to make contributions on line. 

2. Look for opportunities, whether in printed materials or through PSAs and newspaper articles to publicize the existence of the web site.

3. Monitor the site at least once a week for donations.

DIRECT MAIL


Year 1: $60,000


Year 2: $75,000


Year 3: $90,000

1. Board involvement

(
The Board Development Committee and the Executive Committee will be working with Board Members to secure names and addresses of additional contacts who can be added to our data base. The goal will be to add at least 200 additional names to the data base (20 per board member) prior to the Mothers Day mailing in May. This process will be repeated prior to each Direct Mail appeal: Board members will be asked to supply as many additional names as possible.

(
Board members will personalize the letters of their prospects prior to sending each direct mail appeal. Letters will be personalized with addresses and greetings, and Board Members will add a hand-written note to the letters, and their name to the envelope, before they are mailed.

(
Board Members will be informed of donations which come in from their
 prospects, and will thank each one personally for the gift (phone or note), in addition to the formal thank-you which goes out from the agency.

(
If Board Members are willing to do so, after the third mailing, in May or June, follow up with prospects who have not given during the year. Might limit activities to people who have a history of giving $100 or more but have not given this year.

3. Staff role: Develop mailing packages and arrange for mailing

(
Consider the purchase of additional mailing lists if lists can be identified which are not too costly and which have the potential for producing results. (The process is to pay for the one-time use of the list, and any donors resulting from the mailing belong to the agency.)

(
Develop the letters using a process of drafting and then gathering feed-back from professionals prior to mailing.

(
Process the mailing through a mailing house. Research and select one which will do the job for a reasonable price and whose references check out.

(
Mailings are timed to take advantage of Domestic Violence Week publicity (October), Holiday time and Mother’s Day. Three mailings per year.

(
AFTER EACH MAILING, IDENTIFY NEW MAJOR DONORS, I.E. THOSE WHO HAVE SIGNIFICANTLY UPGRADED OR MADE FIRST-TIME HIGH LEVEL DONATIONS THIS YEAR.

CORPORATIONS AND BUSINESS


Year 1: $30,000


Year 2: $50,000


Year 3: $75,000

1. Staff research prospective corporations and businesses which might support Agency Y either through sponorships of the event or through direct contributions. Research to be completed by February 28 each year.

2. Brainstorm with the Board and with the Auxiliary any additional corporations or, particularly, small businesses which might be added to the list. Complete list by March 31 each year.

3. List of companies distributed to Board Members and to Auxiliary Members to identify linkages.

4. If linkage exists, arrange a meeting with the corporation or business. If not, submit proposals for sponsorship by May 31 each year for an October event.

5. If corporations and businesses are appropriate donors to program and are not interested in sponsorship of the event, solicit them after the proposals are submitted for the event, prior to September of each year (budget time).

FOUNDATIONS


Year 1: $93,000


Year 2: $120,000


Year 3: $142,000

1. During February each year, conduct on-line research to identify new funding sources. During the year, watch for new sources in other organizations’ annual reports and in newspaper articles.

2. Identify programs which may be eligible for Foundation funding; new programs, expansion of programs, one-time expenditures.

3. Establish a schedule of proposal submissions taking account of published deadlines and timed to coincide with program needs.

4. Proposal development: 

(
Develop a Case Statement which makes the general case for support for the organization. This will form the basis for most proposals and will be adapted for each new program. Base this Case on past proposals written on behalf of the agency. Use your proposal writing training class as an opportunity to write and refine this document.

(
Create files of attachments for ready access: Board List, Strategic Plan, IRS letter, Audit, Annual Budget.

5. Carefully nurture the relationship with local funders, providing reports and all pertinent information in a timely manner and keeping them informed of exciting developments in the organization. Funders should always receive our press releases, newsletters and other information.

EVENTS


Yearly: $75,000, in addition to the Corporate contributions for sponsorship

1. Establish an ad-hoc Board Committee to work with 2-3 Auxiliary members in developing a protocol for how the two organizations will interact in the future. Consultant to facilitate these discussions if needed. At a minimum, mailing lists must be available to Agency Y and the financial management of the event must be shifted to Agency Y’s finance department. Agency Y must reserve the right to approve all copy and art work used to publicize the event. 

2. Begin immediately planning the October 2000 event. Planning and implementation of the event to follow the protocol developed by the ad-hoc committee and approved by the Board of Directors.

6. Board members participate in soliciting auction items and in inviting their friends and prospects to the event. In particularly, each Board Member should invite the major donor prospects assigned as well as people whose names have been added to the mailing list. 

Monthly Checklist of Activities

FEBRUARY 2000

Board training for major gifts

Board approval of Strategic Plan

Add 2 new Board Members

Finalize Fundraising Plan (Staff and Fundraising Committee)

Continue 3 visits with current major donor prospects

Board members each provide 20 names for direct mail appeal in May

On-line and library research for Foundations and Corporations (staff)

Identify possible programs for Foundation funding based on Strategic Plan (new programs or expansion of existing programs)

Create Ad-hoc committee to develop protocol for relationships between Agency Y and Jump Start Auxiliary.

MARCH 2000

Add 2 new Board Members

Recruit Ad-hoc prospect development Committee (reconvene annually)

Continue 3 major gift visits with current prospects

Determine whether to purchase mailing list

Select a mailing house

Brainstorm with Board and with Auxiliary additional corporate and business prospects

Take grantwriting course at CompassPoint

Develop Case Statement for Agency Y

Begin development of foundation proposals for programs

Complete protocol for Auxiliary, begin planning October 2000 event

APRIL 2000

3 major gifts presentations

Add 2 new Board Members

Prospect Development Committee meets

Prepare direct mail piece for Mother’s Day

Board members personalize letters and envelopes

Determine linkages between Board and Auxiliary members with corporations and foundations

MAY 2000

3 major gifts presentations

Add 2 new Board Members

Prospect Development Committee meets

Send May direct mail piece

Board members follow up with lapsed donors

Arrange meetings with potential corporate sponsors

Write proposals to corporations where link does not exist

JUNE 2000

3 major gifts presentations

Prospect development committee completes work

Provide new Major Donor names to fundraising committee (based on May appeal)

Board members follow up with lapsed donors

Begin writing proposals to corporations targeted for direct donations

Submit remaining foundation proposals

JULY 2000

Major gifts prospects assigned to Board Members

Begin contacting new major gifts prospects: 3 visits in July

AUGUST 2000

 3 major gifts visits

Corporate proposals submitted

Invitations designed and prepared for auction event

Board members begin inviting people to sit at tables

Begin development of October mailer

Board provides additional mail list names

SEPTEMBER 2000

First Quarter Report:


Major Gifts: $12,500


Web $500


Corporate $25,000


Foundations $24,000

3 major gifts visits

Send all remaining corporate proposals for general support

Invitations mailed for Auction Event

Mail appeal end of September

OCTOBER 2000

3 major gifts visits

Auction Event

Thank yous for event

NOVEMBER 2000

3 major gifts visits

Prepare December mailer

Solicit new names from Board Members for mailing list

Add list from Auction to Mailing List

DECEMBER 2000

Second Quarter Report:


Major Gifts: Total $25,000


Web $1,000


Direct Mail $40,000 (October and December)


Foundations: $48,000


Event: $75,000

3 major gifts visits

Mail December appeal

JANUARY 2001

Major Gifts Board Training

3 major gifts visits

Board Members add names for May appeal

Additional on-line research for Corporations and Foundations

Reconvene prospect development committee

FEBRUARY 2001

3 major gifts visits

Purchase a mail list for May mailing

Begin planning October Event 

Prospect Development Committee meets

MARCH 2001

Third Quarter Report:


Major Gifts $37,500


Web $1,500


Direct Mail $40,000


Corporate $30,000


Foundations $72,000


Event: $75,000

3 major gifts presentations

Brainstorm with Board and Auxiliary additional corporate and foundation supporters

Begin development of proposals for program funding for next fiscal year

Begin sending proposals for corporate sponsorship of event

APRIL 2001

3 major gifts presentations

Add additional Board members to total 18

Complete prospect development committee work

Prepare Mother’s Day Direct Mail Piece

Add more names from Board Members

Board Members personalize letters and envelopes

Determine linkages between corporations and foundations and board and auxiliary members

MAY 2001

Add new Board Members to total 18

3 major gifts presentations

Board members follow up with lapsed donors

Write proposals to corporations

JUNE 2001

Final Quarterly Report: $300,000 in community contributions


Major Gifts $50,000


Web $2,000


Direct Mail $60,000


Corporate $30,000


Foundations $93,000


Event $75,000

3 major gifts presentations

Board members follow up with lapsed donors

Complete corporate proposals for event; begin submitting proposals for corporate general support.

