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Aims for the day

« A process to build a fundraising plan for individuals

« Explain each step — review, objectives, strategy, forecasts
* Things to consider before writing your plan

* Explore some specific activities

* Help you think about your own plan — and discuss ideas

e ...SO Yyou can start writing your plan tomorrow!



Schedule for the day

10.00 - 11.30

Why do you need a fundraising plan?

Key things to consider before writing your plan
How to structure a fundraising plan — 4 sections
Review

Objectives

BREAK

12.00 - 13.30
Strategy. Part 1 - Supporter development

LUNCH

14.30 — 16.00

Strategy. Part 2 - Supporter recruitment
Activity plans and financial forecasts
Final questions and discussion
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Discussion (5 mins)

Introduce yourself to the people on your table, including:
where your organisation is at in its IG fundraising and what
you are hoping to get out of the day.



What is a fundraising plan?

Your roadmap for your fundraising and communications to individual
contacts on your database.



Why do you need one?

« To meet your organisation’s strategic objectives

* To set clear goals and find the most effective way to achieve them
 To prioritise your fundraising activities and asks

« To help you keep focussed

« To define and monitor progress and success

« To adjust your plans

« To provide integrated communications to supporters

« To help you communicate internally

Without a plan, you will only succeed through luck.
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Key things to consider before starting

* Get buy-in from senior management
 Make it integrated

« Make it supporter-focused

« Base it on the budget and capacity you have
« Make it long enough to be useful

* Decide how you will review and revise it



How to structure your fundraising plan

1. Review (Where we are’)
2. Objectives (\Where we want to get to’)
3. Strategy (‘How we will get there’)

- Strategic principles

- Supporter development

- Supporter recruitment

4. Activity plans and financial forecasts



Activity plan

Activity description Medium - YEAR.1
January February March April May June July August September October November December

SUPPORTER DEVELOPMENT
Development processes
RG scheme development (by end Dec 22)
RG welcome pack development (by end Dec 22)
Appeals
Legacy appeal Mail /email
DD upgrade appeal Mail /email
DD conversion appeal (convert to DD) Mail /email
Ongoing activity
Supporter care email (quarterly) Email - H _
Annual review Email
Ongoing DD conversion call/letter/email Mail/email 2 days after initial transaction
Lapsed reactivation call/letter/email Mail /email 1 month before lapsing, in the month of lapsing and 1 month after
SUPPORTER RECRUITMENT
Activity
Tier 1 recruitment - optimising existing touch points
Tier 2 recruitment - Facebook advertising test




How to structure your fundraising plan

1. Review (Where we are’)
2. Objectives (\Where we want to get to’)
3. Strategy (‘How we will get there’)

- Strategic principles

- Supporter development

- Supporter recruitment

4. Activity plans and financial forecasts



Stage 1 — Review (‘Where we are’)

» Contacts

« Strategy

* |Individual giving & membership communications
* Other forms of fundraising

* Other key communications with individuals

* |nternal organisation

» External environment

* Client example



Audience (1/2)

Groups identified in the client example:

« Supporters - Including members, donors, campaigners and volunteers.
« Other external contacts - Including the general public, politicians and
medical practitioners.

 Potential supporters

« Medical, Disability & palliative care groups/ organisations/

stakeholders
* People who have been touched by the issue
* People supporting the issue as a social cause

CHANGEXSTAR




Audience (2/2)

For each audience in turn, answer the following questions:

 Who they are

« What you want them to think — about your organisation and cause

« What you want them to do

« Current level of awareness of the organisation

« What they currently think - about your organisation and cause

« Channels and media you might use to reach them (for potential supps)

Client example



Summary of stage 1 — ‘Review’

« Review your fundraising work to date, the challenges you face, the
resources you have and your audiences

« Break review into sections - contacts, strategy eftc.

« Break audience analysis into groups — supporters, potential

supporters etc.
* Analyse each audience - who they are, what they think, media to

reach them etc.



Discussion (10 mins)

In your tables, discuss how you might break your own audiences
down in your IG plans. Can you break your supporters down into
more than one distinct group”? Can you start defining your groups

of potential supporters?

CHANGEXSTAR




Stage 2 — Objectives (‘Where we want to get to’)

3 main types of objective:

« Organisational aims - re-stating relevant ones

« 3-year aspirations - broad statements you want to be making in 3
years' time (by x date)

* 1 Year — detailed objectives (by x date)



Stage 2 — Objectives (‘Where we want to get to’)

Possible categories for 1 and 3 year objectives:

« Target audience

« Strategy

« Fundraising

« Branding and presentation
 Media

 Internal factors

« External factors



Stage 2 — Objectives (‘Where we want to get to’)

1 year objectives should be SMART:

« Specific
 Measurable
* Achievable
 Relevant
 Time-bound

‘Recruit over 60 new regular givers giving monthly gifts and 130 new cash
contacts by the end of 2024’

CHANGEXSTAR
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Discussion (15 mins)

Write down 3-5 SMART objectives for your individual giving
programme for the next year.

Then discuss them with your table and see if you can tighten
them up. Note down any other good ideas!

CHANGEXSTAR




Session 1 — summary and questions

 What is an fundraising plan and why do you need one?
» Key things to consider before writing your plan
* How to structure a fundraising plan — 4 sections
« Stage 1 - Review
« Stage 2 — Objectives
« Stage 3 — Strategy - a) Supporter development b) Supporter recruitment
« Stage 4 - Activity plans and financial forecasts
 Review
* Obijectives

Any questions?



Session 2
Strategy - Part 1 - Supporter development

What we’ll cover:

« Strategic priorities - for the overall programme
» Supporter development activities

CHANGEXSTAR




Strategic priorities

Broad strategies priorities you want to implement across the whole programme
- both development and recruitment.

Client example:

« Build an information management programme

* Review their branding as an organisation

 Review and update their website

* Review their membership ask

* *Increase the lifetime value of their supporter base*

* |Improve their supporter care

« Get commitment to the plan from across the organisation



Discussion (5 mins)

Can you identify any strategic priorities that you want to include in your
own fundraising plans?



Activity planning ideas

Things to consider before you plan your supporter development activities.

* Which types of gift to prioritise
« How to present your regular giving offer
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M\ Education
¥ Support

Join the Tgacher Care Club and you'll be
looking after yourself while helping all
your colleagues working in education.

Teacher
Care Club

For just £5 a month you'll receive a range of support
to help you thrive as a teacher and a person:

A Teacher Care Kit, packed with essential resources, Education
. . . Supporter
ideas and goodies to support your wellbeing .

Regular, curated advice on key topics such as stress,
burnout, leadership and more

Invitations to regular online club meetups, where you
can chat, exchange ideas and support each other ~ Teacher Care club

A biannual supporter magazine keeping you up fo date
with the work of Education Support

A pin badge to help you show your support for teachers

The reassurance that you're part of a supportive
community of education professionals, who are
committed to looking after each other

5 g . Pore in rerem aute expelis
A sense of pride in creating a better future for teachers, 4 en imust aute mquia

children and education across the UK. quat ure etus consedi.

Sign up now. Complete the attached form or visit
www.educationsupport.org.uk/careclub
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Welcome to the Care Club.

You've been devoting yourself to others all your working life.
Now it’s time to give a little thought to yourself.

Dear Mrs Sample
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Activity planning ideas

Things to consider before you plan your supporter development activities.

* Which types of gift to prioritise

« How to present your regular giving offer
« Number of communications

« Timing and sequence of communications
 Themes and narrative

« Keep a supporter-led focus!



Activities

One-off gift/cash appeals

Ongoing cash-RG conversion

Annual cash-RG conversion and RG upgrade
Legacy appeals

High value donors

Supporter care

Supporter journeys

CHANGEXSTAR
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Activities

One-off gift/cash appeals

Ongoing cash-RG conversion

Annual cash-RG conversion and RG upgrade
Legacy appeals

High value donors

Supporter care

Supporter journeys

CHANGEXSTAR
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Activities

One-off gift/cash appeals

Ongoing cash-RG conversion

Annual cash-RG conversion and RG upgrade
Legacy appeals

High value donors

Supporter care

Supporter journeys
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Activities

One-off gift/cash appeals

Ongoing cash-RG conversion

Annual cash-RG conversion and RG upgrade
Legacy appeals

High value donors

Supporter care

Supporter journeys

CHANGEXSTAR




High value donors

A simple high value donor programme:

* |dentify potential HV contacts and maximise their value
« Adapted appeals for HV contacts
* HV contacts audit
 Develop a HV contact hierarchy
« £100-£9,999
« £10,000+



Supporter care

Simple supporter care activities:

* Thanking — quickly and personally

* Newsletters - quarterly newsletter via emalil

« Update/thanking emails - occasional emails to update,
thank and report back on impact

CHANGEXSTAR




Supporter journeys

Basic supporter communication plan

Item Delivery by
3 cash appeals Mail/email

1 cash-RG conversion appeal (non-RG contacts) Mail/email

1 RG upgrade appeal (RG donors) Mail/email

1 legacy appeal Mail/email
Quarterly email newsletter Email

Update/thank you emails Email



Supporter journeys

A simple set of groups could be:

 New enquirer

 New cash donor

* New high value cash donor (£100+)
* New regular giver

 New legacy pledger



Supporter journeys -0 _‘z‘
Te

Example journey 1 (new enquirer):

1. Contact makes an enquiry — provides email details.
2. Immediate - send automatic email to thank the contact for enquiry and deal with
their enquiry
3. 1 week later - send ongoing cash-RG conversion email or mailing
a. If the contact sets up a regular gift, move them to the ‘New regular giver’
supporter journey
b. If no response, move them to main communications programme.

CHANGEXSTAR




Supporter journeys -0 _‘z‘
Te

Example journey 2 (new cash giver):

1. Contact makes an initial donation.
2. Within 24 hours — send them a thank you letter or email
3. 1 week later - send ongoing cash-RG conversion email or mailing
a. If the contact sets up a regular gift, move them to the ‘New regular giver’
supporter journey
b. If no response, move them to main communications programme (but no
fundraising appeals for 1 month after their first gift).

CHANGEXSTAR




Supporter journeys

Example journey 3 (new regular giver):

1. Contact sets up a regular donation

2. Within 48 hours - send a welcome pack including thank you letter

3. Contact moves on to main communications programme (but no fundraising appeals
for 3 months after they join) with additional communications for regular givers:

Item Medium
4 quarterly RG updates Email
Annual review/update Mail



Supporter journeys

Example journey 4 (new high value giver £100-£9,999):

1. Contact makes a donation above £100
2. Within 24 hours — CE makes a thank you call
3. 1 week later (unless the initial thank you call suggests they need or want a different
arrangement) - send ongoing cash-RG conversion email or mailing (with personal
message from CE)
a. If the contact sets up a regular gift, move them to the ‘New regular giver’
supporter journey
b. If no response, move them to main communications programme (but no
fundraising appeals for 1 month after their first gift).

CHANGEXSTAR




Session 2 — summary and questions

« Stage 3 — Part 1 — Supporter development

« Key principles — types of gift, RG offer, number, timing and themes
of activities, donor focus

« Activities — cash appeals, conversion to RG, RG upgrades,
legacies, high value, supporter care, supporter journeys

Any questions?



Discussion (20 mins)

Spend 10 minutes thinking about which supporter development
activities you might put into your fundraising plans for the next year.
What are your priorities? How many appeals will you send? When?

Note your ideas — a rough year plan.

Then for the next 10 mins have a conversation on the table about
the activities, priorities and timings you have chosen. Be aware of
the differences between different organisations.



Session 3

Strategy - Part 2 - Supporter recruitment
Activity year plan

Financial forecasts

Final questions



Strategy - Part 2 - Supporter recruitment

Internal sources
Touch point review

External (paid) sources
Press ads

Door drops

nserts

Digital

Etc!




Touch point review

« Recruiting new supporters is expensive
« S0, start with people you can reach for free — and who
care about your cause

CHANGEXSTAR




Touch pOI nts Services

Team Sites
Social media Your organisation Events
Database Outreach

Website



Touch point review - process

List your touch points

Prioritise your touch points

Evaluate current fundraising in each TP

Set out how to optimise fundraising from each TP

N~



# People

Department engaged Supporter recruitment activity
LocalSemvices
Branch meetings - individuals attending 342 pone - branches tend to fundraise for themselves
Local group meetings - individuals attending 1,043 one - this is a relatively new area of work
Local Services meetings - individuals attending 705 pone
Local Services volunteers 251 Mone
Campaigning 157 None
Social events 704 None
Training days 90 nNone
Volunteers 18 None
Other events 338 Nane
Oumeachservices
Professional conferences - people attending 40
Helpline enquiries responded to 13,500 Routinely prospected for membership where consent allaws
Training attendees 59
E-learning registrations 3,346 some courses have a discount for members, One course includes a year's free membership
Website - advice and information section unique visitors 675875 pone
Viewings of e-learning videos on youtube 720,000 pone
Commurications
Stand visitors at exhibitions 500 some promation of membership
Website - total website visits 1,300,405 Basic donation ask on home page
Socialmedia/onine communities
Facebook followers at Year End 90,000 Paid and arganic promotion of fundraising messages
Twitter followers at Year End 50,000 Organic promotion of fundraising messages
You Tube subseribers at Year End 5430
Instagram subscribers at Year End 1,569 Some limited sharing of fundraising stories
Linkedin followers at Year End 777 Mone

Westminster MPs - MPs contacted at least once 650 Naone



Touch point review

List your touch points

Prioritise your touch points

Evaluate current fundraising in each TP
Set out how to fundraise in each TP

A\

Use TP review to build supporter journeys
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i

| <Member Code>

We'd love to know a little more about you o e LR ’
o - .

We want to make sure you get the most out of being a Community Champion with Albion in the a4 - il

Community (AITC). That's why we'd be really grateful if you could spare a couple of minutes to answer
these quick questions.

Your answers will help us make sure we always get in touch with you the way you want us to - and with
news about the aspects of our work that matter to you most.

€@ How would you Like us to keep in touch?
As a Community Champion, you'll help make a huge difference o your local communily - and we'd love to keep you up 1o
date with what you're helping 1o achieve, other ways you can help and special events we d like (o invite you Lo, Please tick - Etipr
how you would like to hear from us. - % o

Email - my emal address is
Phone % Text - my phone number is: Com S -

o Which newspapers do you read, either in print or online? (Please tick all that apply)

1 The Argus The Times The Mirror
1% The Brighton & Hove Independent The Telegraph The Metro

0 The Guardian / Observer Daily Mail Other [please specify) -
1 The Independent /i The Sun

plyl

y
Srighton & Hove Albion 1 Premier League Sky Sports

bion in the Community 1 BBC News Other (please specify)
*hStand Chat ¥ BBC Sport

cial media ch ! (Please tick all that apply)

Other [please specifyl M‘ON ‘N THE CO

W YouTube
W TikTok

¥ Social media
W Email

Other [please specify)

Spread the word |

The more people who become Community Champions,
the more we can all achieve together. :

Albion in the : : L=k @
Community 08° T 55 L » : ‘ = i =
P < X & f o= el On social media

By email

Email your friends

Inperson

ASA

YOU'RE PART OF SOMETHING
VERY SPECIAL...

&)ty

; : PUES
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External supporter recruitment
Key principles

* Test!

* Need a plan for your testing

« Review and revise your plans following tests
« Be flexible with your budget

* Be brave in rolling out

« Be focused in your activity

CHANGEXSTAR




External supporter recruitment

Example activities

* Press ads
* Door drops
* Inserts
* Digital
 List building




Urgent call for help to save the eastern lowland gorilla issued by Fauna & Flora International

Without action now, this endangered gorilla could
be gone forever — call 01223 431953 to help save it.

Consumed by conflict and
caught in the grip of a severe
conservation  crisis, the
eastern lowland gorilla is
fighting for survival.

Fauna & Flora
International (FFI) have put
out an urgent call to save the
remaining 2,000 or so eastern
lowland gorillas. Funds are
sought immediately to begin
essential scientific monitoring
of the remaining gorilla
population now living in the
Maiko and Kahuzi-Biega

National Parks in the
Democratic  Republic  of
Congo (DRC).

Eastern lowland gorillas
face multiple threats to their
survival — all of them due to
human activity.

A major expansion of
agriculture, pastures and
industry in DRC in recent
years has put enormous strain
on the gorillas’ shrinking
habitat.

High levels of hunting —
and the continuing trade in
illegal ‘bush meat’ - have also
caused many apes to be
killed. And more than a
decade of savage civil war has
seen thousands of gorillas
slaughtered.

It is estimated that as few
as 2,000 may still be alive.

But nobody knows for I

sure exactly how many there
are.

Now all that is about to
change.

But to make this happen,
FFI needs to raise £82,200.
And to do that, the charity is
calling on New Scientist
readers to make a
contribution today.

Please send a donation by
30th August 2011 - at the very
latest — to ensure the safety of
the remaining eastern lowland
gorillas.

For more details about the
castern lowland gorilla and
FFI's plan to save them,
please email gorilla@fauna-
flora.org or call 01223 431953.

One of the
world’s rarest
great apes
faces extinction

Population plummets from 17,000
to less than 2,000

£82,200 is sought from New Scientist readers to carry
out essential scientific surveys in the Maiko and Kahuzi-
Biega National Parks. These items on FFI’s shopping
list are essential to help save the 2,000 surviving gorillas.
® £15,000 is needed to help buy a 4x4 vehicle so rangers
can get around the National Parks quickly and safely to
monitor the gorillas.

* £2,000 is needed to pay for the training of ten rangers
in up-to-date bio-monitoring techniques.

* £600 is needed to help buy a GPS-embedded mapping
device, so rangers can map the Maiko and Kahuzi-Biega
National Parks.

© £240 could equip two rangers with all the specialist
equipment needed to monitor gorillas overnight.

® £70 could provide rations of food and drink for two
rangers for two whole weeks in the field.

® £50 could help equip a gorilla monitoring team with
one fully stocked medical kit.

] ! want to help save the remaining 2,000 eastern lowland gorillas with a donation of £ 1
l Title First name Last name l
l Address I
I Postcode I
I Email Phone No :

[ renclose a cheque payable to Fauna & Flora International OR O 1 wish to pay by credit/debit card 1

1 Type of card: Visa/Amex/Mastercard/Maestro/CAF

I Card No: I l

¥i

| | ‘ | | |
: Expiry Date: DD/DD/DD Start Date:

(Last three digits next to the signature)
1 3 digit security code:

DD/DD/DD (Maestro only)

Issue No:

anll
(111 Today’s date: ENENEN 1

If Fauna & Flora International succeeds in raising more than £82,200 from this appeal, funds will be used wherever they are most needed. ||
] Please return to: FREEPOST RRHG-GBGG-CAGG, Fauna & Flora International, Eastern Lowland Gorilla |
1 Appeal, 4th Floor, Jupiter House, Station Road, Cambridge, CB1 2JD as soon as you possibly can. Go to 1
www.FFlgorilla.org to donate online now.

O Please tick if you do not want us to contact you in the future. Registered Company Number 2677068
—— ————— — - - -

1
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Yes! | will give a gift to support Addenbrooke’s and its amazing doctors and nurses
[] £25, which could help set up new wellbeing fullmarmie:
rooms, so Addenbrooke's staff have peace and Address:
quiet when the pressures of work are too much Postcode:
to bear.

[[] £50, which could help to upgrade ICU facilities,
so there is more space to give life-saving care to
critically ill patients.

[] £100, which could help our world-leading

scientists to keep researching coronavirus tests
and treatments that could save millions of lives.

[] My choice of £

You can also donate online at

If you would like us to stay in touch by email, please write your email address here:

3. My payment details

Please make cheques payable to ACT or please debit my credit /debit card:

|:| Visa D Mastercard |:| Maestro |:| Debit Card |:| CAF Card
Unfortunately we do not accept American Express
Card No,

3 digit Security No.

(Maestro only)

Expiry Date

Issue No. {(Maestro only)

www.ac org.uk/joi

/

Please turn over to make your gift worth even more with Gift Aid »

Thank you Addenlrooke's heroes
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Addenbrooke’s
Charitable Trust
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HOSPITAL

ease use this space to send a me: to the doctors and Nursss & Addenbrocke's and
Pl e this space to send a message [0 doctors and nurses at Adde

e

return this card with your donation form.
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The staff at your local hospital are
giving everything to save lives.

Will you give a gift today to support them in their amazing work?



Your gift is urgently needed to help save the majestic
eastern lowland gorilla from extinction

+ £40.10 could pay for rations for a gorilla survey team

« £129.36 could pay for fuel to run the teams vehicle
foramonth

+ £194.04 could pay for a tent to shelter the monitoring
team from harsh weather conditions

+ £258.72 could pay for a GPS unit and batteries, o help
the teams locate gorilla families in the dense rainforest

« £679.15 could pay for a satellite phone, to help the
teams report and respond to emergencies

Any gift, large or small, will be

an enormous help to us.

Please send your donation by 26th October so that we can start protecting an
area where the gorillas are currently at great risk.

Alison Mollon

Eastern Lowland Gorilla Appeal
c/o FREEPOST RRHG-GBGG-CAGG
Fauna & Flora International

4th Floor, Jupiter House

Station Road

Cambridge

CB12JD

7 ) FAUNA & FLORA
INTERNATIONAL

Urgent call for help to save the eastern lowland gorilla

Gorillas like Chimanuka need your urgent help today

Chimanuka is a silverback - the dominant
adult male in a family group that lives in the
Kahuzi-Biega National Park. There are 17
gorillas in Chimanukals family including 5
females and 11 infants.

However, outside of the national pms
gorillas do not have the same security. La
conversion for agriculture and mining
leading to fewer safe habitats for gorill

issued by Fauna & Flora International

One of the
world’s rarest
apes faces
extinction

gorillas - an approach that is helping to save
the mountain gorilla It will be a major step
towards saving these endangered animals
from extinction.

But we need your help to pay for it. Will you
help us raise the £130,489.56 needed to fund
this and all our crucial work?

Now, FFI aims to link up and consolidate
a number of community nature reserves to o thi s Population pl f
form a corridor between the two national be gone forever—call 01223 431091 o help save . opulation p rom
parks, protecting other gorilla familics like 17,000 to less than 2,000
Chimanuka' in their ideal habitat of pristine
orest. . ’

Working with local peaple and involving % ﬁ::.ﬂ el 0 iependly rotect a eos o oty e ronesyee
them in income generation activities will £ o, it o1 hlp prtectcastonlowland gorlas andbeing kiled by hamers. ¥

givethem astake in helping o save these —§ ke s nat
These are a few of the items urgently needed to ensure the protection of the community nature
reserves that are critical to the sur e castern lowland gorill

Sh

+ £258.72 could pay for a GPS unit and batteries, to help the teams locate gorilla fan
in the dense rainforest

es

+ £679.15 could pay for a satellite phone, to help the teams report and respond to emerg

Any donations, large or small, will be received with thanks.
« The eastern lowland gorilla i also known as

Graver's gorilla. s theleast studied of al g
omocnmc i T Maikoan Kabuz Bieg Nationa Paks nhe DRC re b 0 some
16 years ago, the population stood at 17,000 Years Conco H ofthe the casternl
of conflict and crisis have slashed that number to Kahuzi-lega ki sh nhe region expand
around 2000. i ris fom habiatlos A articipatryfom o conseration s hvingthse
* Most of these remaining gorillas live in the Maiko i i i ing th
and Kahuz-Blega National arks in the DRC. H other wildife. Time s short and I urge supporters P quickly back this
« But the gorillas habitat s under threat H vital work that is crucal o the survival of the eastern lowland gorilla”
from eforestation and thir ives are at risk -
e if Sir David Attenborough OM FRS,
+ Now FFI plans to change that by establishing a H Fauna & Flora International vice-president
By with local people we can H]
protect
fwopartas. the last surviving easter lowland gorillas in
° the d Kahuzi-Bieg 7, ) FAUNA & FLORA
e L S AR National Parks in the eastern DRC. INTERNATIONAL

Innovative conservation since 1903

An urgent message from
FFI Africa Manager, Alison Mollon

Dear New Scientist reader,

has dropped from

Consumed by conflict and caught in the gri
of a severe conservation crisis, the eastern
lowland gorilla - the world's largest gorilla -
is fighting for survival.
Fauna & Flora International (FFI) has put
outan urgent call to the global community to
save the remaining 2,000 or so eastern lowland

gorillas.
Funds are sought immediately to help protect

are essential to the survival of the remaining
gorills betueen the Maiko and Kahs

has made
ife

protection.
As a result, numbers of eastern lowland

gorillas have plummeted in the last decade. Itis
estimated that as few as 2,000 may
For the species to remain geneti
is crucial that the gorilla families can inerbred
and are not separated by deforestation and
agriculture expansion in an unprotected area.
‘That is why FFI wants to protect exi

v
‘We don't know for sure. exa:lly how many there are but we are working 1o find out. The
ritical problems in the DRC m pletely
since 1996. Now, yourhelp, we want to change that.
Since the elections in the DRC in 2006, and the increased stability that came with them, it has
become possible 0 send field teams into previously inaccessible uglm\s of the DRC. As a result,
ams are now ready g they are fully
protected. This gives the remaining gorilla population the best pomble chance of urvival

g The current situation for the eastern lowland gorilla could not be more serious. While the

H e very
i brink of extinction.

] Rapidly i pastureland in the DRC have been eati the

i gorillas habitat. Industry, too, has taken its toll, with natural habitats squeezed by extensive
H ‘mining for gold and coltan - a mineral used in making mobile phones.

$ Gorillas have also fallen prey to high levels of hunting and the civil war that raged for over
] 10 years.

i Just 1 h d17.000 lowland gorillas in the wild, Today.

H

lowland gorillas.

Ensuring the protection of the reserves will have a lasting impact on the gorilla and its
habitat. This will help preserve pristine forests and ensure the gorilla population remains
genetically viable for the future.

Tnmmg local people to monitor populations will give them a direct link to the gorilla, and

gorilla families in a vulnerable

in the future.

elusive and Endangered apes from complet
extintion.

‘The eastern lowland gorilla faces multiple
threats to its survival - all of them due to

‘human activity.

A major exp
pastures in the DRC in recent years has put
enormous strain on the gorilla’s shrinking
habitat.

levels of hunting and the continuing
consumption of llegal ‘bush meat’ have also
caused many apes to be killed.

Parks.
inis lowland ousend a gnﬁ i Re e o e e e e
extinction. (it gorilla - but only if we act now. Please do everything you can.

or
But to make this happen, FFI needs to raise
£130,489.56 to protect 10,847.67 km’ of forest,
where the gorillas are at rsk.

And to do that,we e clling on New

send a donation by 26th October - at the latest.

Yours sincerely,

4. /Yol

[T

Alison Mollon

Regional Manager for Africa

PS. We must raise £130,489.56 before 26th October to help us finalise p]zns for this

important work. Until we know what we have we cannot go ahead. Meanwhile gorillas are
dying, Please send your gift with the utmost speed.

[r——
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Please help save the remaining 2,000 eastern lowland
gorillas by sending your gift before 26th October

| want to help save the remaining 2,000 eastern lowland gorillas with a
donation of £

Title First name Last name
Address

Postcode
Tel no
Email

D1 enclose a cheque payable to Fauna & Flora International OR
1 wish to pay by credit/debit card
Type of card: [Jvisa [CJAmex [J Mastercard (I Maestro CJ CAF

cardNo: _ __

Expiry Date:
Issue Number (Maestro only): __

StartDate: __ ___ / __
3 digit security code (Last three digits next to the signature): _____

Show your support today by helping FFI save the Endangered eastern lowland
gorilla. Thank you.

Please tick here to Gift Aid your donation!
For vy 1 you g 0 L

ﬂiﬂw’d ot

O am ot a UK axpayer.
(o qualy for GtA,
o wil ciim in th tax year)

‘moisten, fold, I, clo

rnEEPosr RRHG-GBGG-CAGG, Fauna & Flora International, 4th Floor, Jupiter House, swan Road,
Cambridge, CB1 2D, UK

WFaunad 130,480.56
from tis appeal, funds willbe used wherever they are most needed.
Fwil g
o FundRaising

Registered Charity No.1011102. Registered Company No. 2677068,
aniaison
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Q?) Irish Heart Foundation
Many women still think of heart disease and stroke as a male iliness.

But the statistics couldn't be clearer...

Almost one third of women in Ireland will die from this disease. In fact, it's
the leading cause of death among women in Ireland..._ See More

Uniike - Comment - Share

&Y You and 184 others like this.




List building

« Use polls, surveys, pledges, incentives.
* Buy or rent data from third party lists and surveys

CHANGEXSTAR




Stage 3 — Part 2 — Supporter recruitment

Summary and questions

* Internal recruitment — touch point review
« External recruitment
« Key principles — test, do a test plan, regular review of strategy,
be brave and focussed in rolling out
« Activities — press ads, door drops, inserts, digital, list building
— and more

Any questions?



Discussion (15 mins)

Spend 5 minutes listing the most important touch points in
your organisation. Then, each share one with your
colleagues on your table, and discuss people’s ideas on
how you could optimise it for fundraising.



Stage 4 - Activity plans & financial forecasts

* Activity year plan
* Financial forecasts
* Final questions



Activity plans

Activity description Medium - YEAR.1
January February March April May June July August September October November December

SUPPORTER DEVELOPMENT
Development processes
RG scheme development (by end Dec 22)
RG welcome pack development (by end Dec 22)
Appeals
Legacy appeal Mail /email
DD upgrade appeal Mail /email
DD conversion appeal (convert to DD) Mail /email
Ongoing activity
Supporter care email (quarterly) Email - H _
Annual review Email
Ongoing DD conversion call/letter/email Mail/email 2 days after initial transaction
Lapsed reactivation call/letter/email Mail /email 1 month before lapsing, in the month of lapsing and 1 month after
SUPPORTER RECRUITMENT
Activity
Tier 1 recruitment - optimising existing touch points
Tier 2 recruitment - Facebook advertising test




Financial forecasts

Some things to note:

« Split between development and recruitment

* Notes responses, costs, projected income of all activities

« 3 years — to show building investment and income

« Shows ongoing building of RG income (enter this manually)
« (Can produce scenarios with different spends

* This is a rough template — treat it with caution!

* You'll need to add your own content and figures



Financial forecasts

<Organisation name>
Ilustrative individual giving activity budgets and forecasts £25K spend - YEAR 1 - draft 1
<date>

1. Supporter development communications

CASH Responses DIRECT DEBIT Responses Totals
Av Annual Total Income 1 Total Income 4 Net Income 1

Description Medium Quantity Unit Cost TotalCosts  Resps RR% Av Don 1YearIncome Resps RR% Don 1 Year Income Year Year Year Net Income 4 Year ROl 1 Year
Cash appeals x 3 Mail/email 4,500| £ 110 | £ 4,950 270 6.00%| £ 3500 | £ 9,450 0 000%] £ - £ - £ 9,450 | £ 9,450 4,500.00 4,500.00 1.91 1.91
Rolling Cash-DD conversion appeals to new cash donors Email 50| £ - £ - 1 2.00%| £ 20.00 | £ 20 2| 3.00%|£ 60.00]|£ 90 | £ 110 | £ 380 110.00 380.00 #DIV/0! #DIV/0!
Rolling Cash-DD conversion appeals to new enquirers (not cash donors) EMail 100| £ - £ - 1 1.00%]| £ 20.00 | £ 20 1 1.00%| £ 60.00 | £ 60 [ £ 80| £ 260 80.00 260.00 #DIV/0! #DIV/0!
Annual Cash-DD conversion appeal Mail/email 1,000| £ 110 | £ 1,100 20 2.00%| £ 20.00 | £ 400 40| 4.00%| £ 62.00 | £ 2,480 | £ 2880 | £ 10,320 1,780.00 9,220.00 262 9.38
Upgrade appeal Mail/email 500 £ 110 [ £ 550 10 2.00%| £ 20.00 | £ 200 30| 6.00%|£ 24.00| £ 720 [ £ 920 | £ 3,080 370.00 2,530.00 167 5.60
Legacy appeal Mail/email 1,500| £ 140 | £ 2,100 144 1.00%| £ 50.00 | £ 7,185 0 0.00%]| £- £ £ 7,185 [ £ 7,185 |- 11,310.70 |- 11,310.70 0.39 0.39
Supporter care email - quarterly Email 9,600] £ - 48 0.50%| £ 30.00 | £ 1,440 0 0.00%] £ - £ - £ 1,440 | £ 1,440 1,440.00 1,440.00 #DIV/0! #DIV/0!
New members welcome pack - external costs £ 2,000
New members welcome pack - ongoing print & mailing costs Mail 103 £ 200 | £ 205

Total £ 10,905 494 £ 18,715 73 £ 3,350 £ 22085 £ 32115 £ 11,160.00 £ 21,210.00 2.02 2.94
2. Supporter recruitment communications

CASH Responses DIRECT DEBIT Responses Totals
Av Annual Total Income 1 Total Income 4 Net Income 1
Medium Quantity Unit Cost Total Costs Av Don 1 Year Income Don 1 Year Income Year Year Year Net Income 4 Year ROI 1 Year

Tier 1 recruitment - existing touch points
Optimising existing touch points - inc website and social media contacts 0| £ - £ 1,000 30 £ 33.00 | £ 990 40 0.00%| £ 60.00 | £ 2,400 | £ 3,390 | £ 10,590 2,390.00 9,590.00 3.39 10.59
Tier 2 recruitment
Testing Facebook ads 0] £ - £ 1,500 20 £ 25.00 | £ 560 20| 0.00%| £ 60.00 £ 1,200 | £ 1,700 | £ 5,300 200.00 3,800.00 1.43 3.53
Press ad - test new creative #1 (x4 publications) 400,000 £ 10,000 80 0.02%| £ 33.00 | £ 2,640 0] 000%|£ 40.00|£ 3, £ 2640 | £ 2,640 |- 7,360.00 |- 7,360.00 0.26 0.26

Total £ 12,500 130 £ 4,130 60 £ 3600 £ 7730 £ 18530 £ 477000 £ 6,030.00 062 1.48

Grand Total for the year's activity £ 23,405 £ 22,845 £ 6,950 £ 29,795 £ 50,645 £ 6,390 £ 27,240 1.27 2.16

Ongoing DD income from new regular givers recruited, converted or upgraded (nothing extra in year 1) £
Total RG income this year from regular givers recruited, converted or upgraded as part of the new programme £ 6,950



Activity plans and financial forecasts
Summary and questions

« Activity plans — useful way to summarise activities and
timings

« Financial forecasts — help you work out how to spend your
budget and estimate possible responses and income

Any questions?



Final summary

1. Review (‘Where we are’)
2. Objectives (‘Where we want to get to’)
3. Strategy (‘How we’ll get there’)
Strategic principles
Supporter development
Supporter recruitment
Other key communications to individuals
4. Activity plans and financial forecasts



Final questions

Any final questions?
Anything we’ve not discussed that you'd like covered?
Any issues with your own planning?

CHANGEXSTAR




Thank you!

rdocwra@hotmail.com

changestar.co.uk
richarddocwra.com



