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The Importance of a Fundraising Strategy
Having a fundraising strategy is essential and should be developed before you start making funding applications. It will help you to take a long-term view, plan and prioritise your work and should ultimately help increase your income.  

The fundraising strategy is an integral part of an organisation’s business or strategic plan.  Starting with the vision and mission, then determining aims and objectives, will naturally lead into what resources are required for specific areas of work and ensure you focus on achieving the desired outcomes.


Purposes of a strategy

· Ensuring you don't lose sight of your long-term goals. Having a formalised plan will remind everyone of the organisation's aims and objectives and ensure they are not forgotten in the scramble for funds. 

· Planning ahead: don't allow fundraising to be a last-minute, panic activity
· Ensuring that fundraising is seen as a holistic process and that everyone is involved 

· Fundraising cannot be done in a vacuum. All members of the team have skills and contributions to make and it is the responsibility of the management committee, not the workers, to ensure the financial health of the organisation 

· Ensuring that everyone knows their role in the process, the purpose and the timescales 

· Demonstrating to funders that your organisation has an 'exit strategy' and will not be dependant on one source of funding or one method of fundraising 

· Encouraging the whole organisation to see beyond one application to the longer-term financial sustainability of the organisation 

· Accessing the input of users and other stakeholders throughout the process 

· Clarifying to yourselves and to funders that the work really is important! 

· Helping produce clear and knowledgeable funding applications 

· Aiding the monitoring and evaluation process to meet the funders’ requirements - and for your organisation's own continued success!

Things to consider

· Current work/future expansion and development 
· Partnership/collaborative working
· Increased independence/autonomy 

· Current and recent income sources/build up of reserves 

· Long-term sustainability – strengthening systems, diversifying income 


Suggested topics
· Review of current position - stand back from day-to-day, one-off casual fundraising; assess what has worked in the past and what hasn't; what fundraising skills are already there within the organisation

· Where is the organisation; what are its (internal) strengths and weaknesses – and (external) opportunities and threats)
· What is your relationship with your membership/users/potential users
· What is the impact of potential development on the resources you will need, and the amount of income you need to raise 
· What are your relationships with others in a similar or related field 
· Need to work on retaining existing income whilst also costing out plans and calculated expected shortfall in income, and boosting reserves 



What next

· Brain-storm options and evaluate each one

· List action points relating to what came out of each topic – who is going to do what by when

· Check out annual reports and accounts of other organisations, notably funders and potential partners
· Consider holding a facilitated Away Day to encourage open consultation and the generation of ideas from everyone involved


Follow-up
· In order to be truly valuable, the strategy will need several drafts and constant updating in response to both internal and external changes.

· Once ideas are formulated into plans, it is essential to check and revisit your action plan at regular intervals.
· Don’t leave it sitting on a shelf!  The written document is important for clarity and order, but it is understanding and “owning” the plan and the reasons behind it, keeping it alive and doing the necessary work in a timely and appropriate manner, that really matters.
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