FUND RAISING PRESENTATION BY DEBBIE MATHEW: AIDS FOUNDATION OF SOUTH AFRICA

Today raising funds for NPO’s is a highly competitive business. There are literally thousands of NPOs in South Africa. Added to this are tertiary institutions such as universities and research agencies all competing for the same funds.

I landed up working as a fundraiser in 1987, however at this stage I was primarily concerned with securing product donations, it was only in 1992 that I began soliciting funding grants from donors.

Today I am not going to give you advice taken from textbooks on fundraising, but rather I am going to share with you the strategies that I have used to raise money.  

What makes a successful fundraiser ? There are three key ingredients:

· The profile of the fundraiser

· The nature of the organisation or programme for which funding is being sought

· The Proposal: the work plan and budget

PROFILE OF A FUNDRAISER:

The personality of the fundraiser is key: people give to people : that is why it is important that the fundraiser be confident, articulate and must associate themselves wholeheartedly with the objectives and principles of the organisation. The fundraiser must sell their cause freely, they must project an image of service to their organisation. Most importantly the fundraiser must have the heart to do one of the most important aspects o fundraising – and that is to ask.

Fundraising is not about begging – so how you ask is important.  Long sorry tales of heartache and misery that are designed to tug the heartstrings of a donor is not the correct way to go about asking. If you are seeking funds for a good cause and your programme has sound objectives and principles there is no need to beg. Donors don’t want to be associated with a weak and unprofessional organisation.  The fundraiser needs to be professional and must ask in such a way that they command attention and respect.

A fundraiser must never be late for an appointment.  This creates an impression that you are not serious about your cause. 

A fundraiser must never overstay their welcome.  A fundraiser must state their case, keep to the point, except if the donor wants you to stay longer to furnish them with more information.

A fundraiser must work systematically and cannot do fundraising in a “hunt & peck” method. It is important to do donor research, to find out what the funding criteria of the respective donors are; assess the various prospects and then determine priorities. Once this has been done then the fundraiser can set about making appointments and working the prospects in a systematic way. 

A fundraiser must be a creative thinker. When you have done everything prescribed and you still have limited success, you have to apply different methods. Think of new ways of approaching donors; make appointments and ask the chairperson or president of your organisation to accompany you.  Or alternatively invite the donor to visit your organisation to see what is happening at your organisation or in the field.

Finally the fundraiser must have above average verbal and writing abilities.

THE NATURE OF THE ORGANISATION OR PROGRAMME 

As a fundraiser you have to market your organisation and the programme for which you are seeking funding. To draw a comparison with sales, the fundraiser’s product is comprised of the organisation and the programme/intervention.

A sales person has a far greater chance of success if the product they are selling is of a good quality and provides value for money. The same applies to fundraising, raising money for a sound organisation with an established track record that is implementing effective programmes will be a lot easier than trying to raise money for a weak organisation without a good track record.

Before a fundraiser can begin to solicit funds, it is essential that the organisation get its internal affairs in order, this means ensuring:

· The organisation is properly constituted

· The organisation is registered with the relevant authorities

· The organisation appoints a firm of auditors to audit the accounts each year

· Governance mechanisms are in place

Donors need to have confidence in the organisation’s ability to manage and account for the funds effectively.

Secondly donors are interested in the nature of the intervention or programme they are funding, just raising money for HIV/AIDS is not sufficient to guarantee success. Donors want to be sure that their money is going where it is needed most and where it will have the greatest impact.

Most donors have a set of criteria, for example certain donors don’t fund institutional care such as hospices or orphanages, others only fund programmes in rural areas. Therefore ensure that you are familiar with the donor’s funding criteria before submitting a proposal or requesting and interview.

When reviewing a proposal or listening to a presentation the donor is likely to pay special attention to the following:

· History or track record of the organisation

· Nature of the proposed intervention – to what extent is this in line with recommended best practices; is the intervention likely to have an impact

· Cost effectiveness of proposed intervention

· Relationship between the target group and the applicant organisation

· The capacity of applicant organisation

Applicant organisations must never try to take on more work that they can handle, don’t make promises you can’t keep. It is better to have a focussed programme that has realistic and achievable targets, rather than trying to do a bit of everything and in the end fail to do anything properly. 

New organisations must not expect to go from a zero base to great heights in a short space of time. I have received funding applications where organisations that have no history or track record of receiving and managing funds and yet they ask of hundreds of thousands or millions. This type of request is likely to be given little consideration and dismissed. 

PROPOSAL

Knowing how to structure and write a good proposal is vital.  No matter how good your presentation or meeting with a donor is, the fundraiser will inevitably be asked to submit a funding proposal outlining the programme and providing a budget. 

Today I am going to provide you with two formats on how to structure a proposal.  However before you begin to write a proposal you must have a clear understanding of the programme for which funding is being sought. 

If the programme has not been conceptualised and developed in a well thought out logical sequence, this will make writing a proposal very difficult.

The fundraiser must know the following about the programme:

· The overall purpose of objective of the programme

· The need/s the programme seeks to address 

· The specific objectives of the programme

· The main activities of the programme

· The expected results or outputs

· The means & cost of the programme

First Format Example:

This is a straightforward narrative proposal. The proposal should be structured according to the following headings.

Overall Objective:

What is the overall broader objective, to which the programme will contribute

Identification of Need / Problem Statement

What is the problem or need your organisation has identified; and

Justify why the problem needs to be addressed. 

Intervention Strategy (Proposed Response)

In this section of the proposal you must broadly describe how your organisation is going to go about responding/addressing the problem.

This will require you to:

Set specific objectives (targets) and expected results;

Describe Strategies to be used to achieve these objectives

Main Activities (Work Plan)

You must list the various activities that will be carried out in the programme. List planned outputs & timeframes. For example, the number of workshops planned and when these will take place etc.

One of the planned activities should include monitoring & evaluation: here you should describe how you plan to monitor the progress of the programme and where possible how you plan to measure its efficacy or impact. 

This section will form the body of the proposal

Budget

In this section of the proposal you must include:

Income: here you must list the required income.  In cases where partial funding has already been secured – list the amount contributed and the donor source. 

Remember donors may not be in a position to fund the total programme budget, therefore applicants must indicate how and where they plan to source the balance of the required funds.

Expenditure: List all the anticipated expenses, and provide budget notes in cases where an explanation may be required. It is important that you keep your budget costs as realistic as possible.  Don’t under budget and don’t add too much “fat” to the budget.  Donors receive many funding applications and are familiar with programme costs for similar type programmes.

Second Format : Logical Framework

Larger donors such as the European Union, USAID, and the NDA often require applicants to submit proposals in the Logical Framework Format.

This format requires that the proposal be well thought out and structured in a logical sequence. The programme results must be linked to specific programme activities. The biggest problem with the logical framework is that applicants don’t often understand what information is required under the respective headings. 

Please find attached a template of the Logical framework with explanations included in the various blocks.

In addition to completing the Logical Framework matrix, the proposal should include a narrative section where greater detail is provided on the various components of the proposal.  The narrative section must be structured according to the same headings featured in the LF matrix.

These are:

· Overall Objective

· Project Purpose

· Results (Expected Results & Outputs)

· Activities

· Means (personnel, equipment, resources etc)

· Cost (Budget)

Attached Logical Format Matrix Example.
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LOGICAL FRAMEWORK FOR THE PROJECT

LOGICAL FRAMEWORK

	
	Intervention logic
	Objectively verifiable indicators of achievement
	Sources and means of verification
	Assumptions

	OVERALL OBJECTIVE


	What is the overall broader objective, to which the project will contribute?


	What are the key indicators related to the overall objective?
	What are the sources of information for these indicators?
	

	SPECIFIC OBJECTIVE

(PROJECT PURPOSE)
	What are the specific objectives, which the project shall achieve?
	What are the qualitative or qualitative indicators showing whether and to what extent the project’s specific objectives are achieved?
	What are the sources of information that exist or can be collected?  What are the methods required to get this information?
	What are the factors and conditions not under the direct control of the project, which are necessary to achieve these objectives
?  What risks have to be considered?

	OUTPUTS / RESULTS

MUST BE QUANTIFIABLE 


	What are the concrete outputs envisaged to achieve the specific objectives?

What are the envisaged effects and benefit of the project?

What improvements and changes will be produced by the project?
	What are the indicators to measure whether and to what extent the project achieves the envisaged results and effects?
	What are the sources of information of these indicators?
	What external factors and conditions must be realized to obtain the expected outputs and results on schedule?

	ACTIVITIES:

(TO SECURE OUTPUT / RESULTS)

And 

MEANS TO CARRY OUT

THE ACTIVITIES
	What are the key activities to be carried out and in what sequence in order to produce the expected results?-
	Means:

What are the means required to implement these activities, e.g. personnel, equipment, training, studies, supplies, operational facilities, etc.


	What are the sources of information about project progress?
	What are conditions are required before the project(s) start(s)?

What conditions outside the project’s direct control have to be present for the implementation of the planned activities?


 (Source: NDA)
