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Overview

 Common Themes

 Case Studies – NPC examples

 Brief overview of the Handouts

 5 Fundraising Tips (Sheff article)

 “Fundraising Operating Plan” 

 Fundraising Tips 

 Beach Memo 

 Questions



“5 Fundraising Tips—
Straight from Donors and Grantmakers”

by Rachel Stephenson Sheff

 #1 Don’t try to make the shoe fit (when it’s clearly never going to fit)

 Qs: is there alignment between your “Ask” and their priorit ies? are you even eligible to submit?

 #2 Build genuine relationships

 “Patience” to “demonstrate passion, energy, focus and competence”

 #3 Frame Prospects as Partners—not “cash registers”

 Partners who want “to provide thinking and strategy”

 #4 Remember: you’re solving the Donor’s “problem”

 They’ve got $$ they need to spend – you’re “taking your donor on their journey”

 #5 Avoid the mistake… of avoiding mistakes

“Gem” to walk away with: “donors are people” and you  are executing an excellent fundraising 
strategy that will help make their lives easier



Okay, that all sounds great, Kevin…

but what’s my PLAN?



CampaignforAction.org 

Fundraising Operating Plan Template

 Set your Core Objectives for the coming year along with the Strategies to 

achieve each Objective 

 Raising $5,000 for the Education mission

 Forming a Development Committee / Advisory Board

 Developing a brochure, enhanced web presence, and Community partners

Set your Core Objectives for the coming year along with the Strategies to achieve 
each Objective 

 Determine your Budget

 Set your Calendar

 Outline Specific Implementation Steps with Assigned Roles and Due Dates



Okay, this is great! 

I’ve got a sketch of my Plan in place… what 
do I do now?!



Some Reminders and Suggestions

 Making the Connection

 Empower your network to “work” for you – particularly your Board

 Align your Need with their Priority to identify Prospects

 Be sure you can pull it off

 Making the “Ask”

 Practice across team members, Board, PIs – develop the best “story”

 3 Cs must control [just ask my law students!] – Clear, Concise, Compelling

 Maintaining the Relationship

 Invitations to speak or attend go a long way, as do Current Events

 Seek advice and referrals without an “Ask” for money being involved [yet!]

 Offer your help! 



Mentors Lead the Way!



“The Beach Memo”



“PEARLS” of Wisdom?

 Promote

 Evangelize

 Advocate

 Reveal… then Remind!

 Luster – let it shine! 

 Sell… Sell… Sell!

REMEMBER: The quality of a Pearl is based on its 

sharpness and brightness – how well it reflects



Let’s connect!

 Kevin.Hull@va.gov or when you’re next in Chicago!

mailto:Kevin.Hull@va.gov

