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Nuts and Bolts of Strategic Planning for Fundraising

“Nuts and Bolts of Strategic Planning for Fundraising” is my step-by-step process for
doing strategic planning for fundraising that | use in my work. By following these
steps, you will be able to complete your assignment on strategic planning and
budgeting. Also, | hope it will prove helpful in your real life, if you are already working
in fundraising or if you end up in fundraising in the future.

If you go to Blackboard’s menu and click on “course materials”, you will find an excel
document called “Planning Template.” This is my suggested format to help you
develop your strategic plan. | refer to this format throughout the “Nuts and Bolts”
document. (If you have a format you prefer to use, feel free to use it. This is provided
simply as a template for students who may never have had access to a planning
template before.)

Nuts and Bolts of Strategic Planning for Fundraising

So, if you read my notes in the on-line module, you have some of the theory and
some of the background. But how do you actually DO the planning?

We will use the case study organization as the basis for the planning process. Here is
my step-by-step process. (But don’t think that the process is linear. | will outline
these steps, but they will intersect and cross over and the lines may blur. Get ready
for the ride.)

Step #1: What are the main areas or activities that you, as the new Director of
Development, need to focus on in the coming few years. Don’t get too far ahead of
yourself. Think of what you want to build for the next three years. Don’t try to read
too much into this question. Most of it is in front of your eyes if you read the case
study.

Will you focus on direct mail? Corporate giving? There are lots of things you can
focus on. You have to decide what will be the priorities this year.



NOTE: fundraising, like much in life, is about the path of least resistance. What can
you reasonably do in your first year that will add value and set the foundation for a
strong program in the future — while concurrently setting the groundwork to raise
more money in year 1. Then, in year 2, what can you add that builds on the work you
did in year one?

Write down the areas or activities you need to focus on next year. (Based on my

assessment of the case study, | think there are at most, 5 or 6 you might want to focus
on in the next three years. Of those 5 or 6, you may only begin to lay the groundwork
for some of them, and you’ll spend the most time on just a few of the areas in year 1.)

Congratulations, you have just identified one of the hardest parts of the planning
process: What do | need to work on all year? These areas of focus will go in the
shaded areas of the strategic planning grid marked Program #1, Program #2, etc

Step #2: What are the overarching strategic goals that the organization as a whole
needs to work on for next year?

For example, many groups want, as an overarching strategic goal, to have 100%
participation from both of their boards (foundation board and operating organization
board). Based on what you have read in the case study, what overall issues need to
be addressed?

(Based on my reading of the case study, | would suggest there are between 2 and 4
overarching strategic goals that your should focus on in the coming year.) Again,
don’t try to exhaust yourself. You are the only staff person doing fund development.
There is only so much you can do in one year.

Step #3: Within each area or activity (i.e. the shaded boxes on the strategic
planning grid) develop a comprehensive plan.

Remember: the path of least resistance is critical in fund development. If the case
study organization is doing something already that has success, you may want to
consider continuing it for the first year. This will give you time to assess the potential
of each existing program or activity; give you time to learn more about the
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organization and give you time to learn about the politics, personalities and pitfalls
you need to consider for the future growth of the fund development program.

For each area of focus, activity or program (depending on what you want to call them)
you should have the following:

e Strategic goals

e Activities or tasks to be accomplished

* Time lines (at least roughly)

* Resources (Who needs to be involved to make it happen?)

For example: Take a look at the strategic planning grid sample | provided for the
direct mail program.

Congratulations!! You have just developed the strategic plan for the upcoming year.
But don’t think you’ve completed your job. You still have to do the budget and then
figure out if the strategic plan you developed is really feasible and how and when
you’ll get it all done (the work plan).

The process is not linear!

The intersection between the strategic plan, budget and work plan is where you will
find the process is not linear. You may develop what seems like a reasonable
strategic plan, until you work out how much money you think you can raise or the
cost to raise money in a particular program. The information you gather in the
budget process may influence your decisions regarding the strategic planning.
Likewise, when you begin to develop critical paths for the work plan, you may
discover that you cannot accomplish all that you had hoped within the original time
frame you had envisioned.

Step #4 and Step #5. Develop the budget and the work plan.
These two topics will be covered in subsequent modules and readings.

Note: on the planning template, there are three columns for actual revenue last year,
budgeted revenue for the upcoming year and projected revenue for the subsequent
year. You may not be able to project revenue two years out when doing your first
budget. However, by your second year on the job, you should be able to do a two
year plan.
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For the purposes of the assignment, you can enter the actual raised last year (which
you can determine from the case study), projected revenue for the year for which you
are developing the budget and estimated revenue for next year. Feel free to be
conservative. In your comments to the Board, you’ll want to point out that the
estimated revenue for the subsequent year is very much an estimate and will be
revisited when the budget is developed for next year.
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