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@ps to raising money for your group

(Organizations are always in _neeq of
funds and sponsoring organizations
always have funds to.donate. The prob-
lem arises in getting these groups
ogether. Tt should not be a problem
hecause they have complementary pur-

ses. It is a problem because organiza-
tions requesting funds are often unsure
and hesitant to ask.

To be more successful in soliciting
funds, think of it not as a charitable
donation, but as an investment in your
organization. Your prospects will re-
spon. much better if they look upon
your request as an investment, and
they will consider your request more
seriously.

Fundraising is more of an art than a
scien. = but the following steps will pro-
vide « ood basis for perfecting this art.
Rem-mber, even large corporations are
mad: up of people, so your request
shou'/l be directed towards people.
Peor /- give to people, not to things, so
pers: nalize your request.

Folow these steps to successful
fund 1ising:

* [ ¢ a clear mission statement — It
mus: be clear, positive, easily under-
stoo und believable and should be ex-
pres--d in one sentence.
* D clop a case statement for your
requ st — This answers the what, why
and ow of your program. Anticipate
objc '1ons because prospects will not
agre- with everything you say. When
they ccur, try to change the emphasis
so Uiy see their objection in different
light and then answer the objection
posit vely.
* R carch — Do not ask for a gift
unle « you are reasonably sure they will
say 5. Identify the prospects by evalu-
atin: what motivates them to give and
thei ability to donate.
* C.rivate involvement — Determine
fiow vou can involve your prospect in
your -ause. If they feel they are involved,
they will be more committed to it.
* Ak for their investment — This is
where the art comes in. You are selling
your cause. Most sales are not made
becanse the prospect investing in the
product was not asked.
* Acknowledgement and gratification —
Send a sincere letter of appreciation
Promptly. Announce the sponsor pub-
I:C]& if they want you to.
Accountability — Your sponsor has

ivesied in you. Provide feedback to
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them to show how their investment is
doing by sending them periodic reports,
and inviting them to participate in your
organization.

[t is easier to get contributors to con-
tinue giving than to generate new ones.

Some sponsors provide services be-
yond money. Try to be aware of possibil-
ities other than dollars. Free printing
services, obsolete office equipment and
accounting services are examples of
these.

To solicit successfully, you are trying
to develop a commitment from your
prospect to your cause. You must show
commitment yourself to the mission
Therefore, your organization’s volun-
teers, not the paid staff, should be
making the fundraising requests.

For more information, pick up a copy
of OMAF factsheet 88-011, Fundraising
for Your Organization.

Eric Lawlor is a rural organization
specialist in Halton.

Free booklet on fundraising

Fundraising is Not for the Faint-of-
Heart is a new publication for rural
organizations. If your organization would
like a free copy of this booklet, contact

Jannine Noble at the Guelph Agriculture
Centre, PO, Box 1030, Guelph, NIH 6NI.

New factsheet for treasurers

The Ontario Ministry of Agriculture
and Food (OMAF) has a new factsheet
available called Being a Club Treasurer

— The Basics. For a copy, ask at your
nearest OMAF office.

Congratulations Jeanetta

Former Federated Women’s Institutes
of Ontario Secretary-Treasurer Jeanetta
VanSickle was awarded one of 21 On-
tario Senior Achievement Awards earlier
this year.

Jeanetta was nominated by her
branch, Onondaga WI. She was one of
752 nominees.

Congratulations.
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