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Agenda
 Review of Live meeting features/General Guidelines
 Learning Objectives/Expectations
 Organizational Sustainability Strategies
 Creating a Financial Strategic Plan:  Review of 5 steps
 Critical Components to Fundraising Methods

– Underlying Principles of Fundraising
– Trends/Solutions Impacting Survival of Non-profit

Organizations
– Opportunities for Expansion and Diversification

 Question and Answer
 Training Evaluation
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Live Meeting FeaturesLive Meeting Features
 Seating chartSeating chart
 Chat FunctionChat Function
 Recommended Audio Functions:Recommended Audio Functions:

To hear a help menu *1
To reach a support agent anytime during
the presentation

*8
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General Guidelines
 To manage the discussion, CF staff will serve as the overall

moderator
 Use the color-coded seating chart to indicate your desire to

respond to a question, ask a question, or offer input to a
discussion

 The lines will not be muted because of the interactive nature
of the training.
– Please use the mute system for your individual lines to cut down

on background noise

 If working in small groups – use the 1:1 chat system to
discuss with your partner
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Learning Objectives

 At conclusion of training, participants will:

– learn to create a plan to secure the fiscal resources
needed to accomplish their long-term financial goals

– increase their understanding of systems to determine
cost estimates, identify funding gaps, and develop
financial strategies
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Expectations

 Please provide:
– your name,
– agency, and
– what you hope to get from today’s session.

 (CF staff will manage the discussion
and report back)
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Assumptions
 The following factors are assumed:

– You have identified your vision and mission

– You have done your SWOT and identified your
core strategies

– You have created your Logic Model for your
programs
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Four Key Types of Strategies
 Recruitment and Management of

Volunteers

 Partnerships with Community Members and
Organizations

 Marketing and Promotion

 Increase and Diversification of Resources
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Self Assessment
 Do you know how much you need and

what you need it for?

 Is the organization pursuing a variety of
financing options?

 Do you have a plan in place to pursue
the options identified?
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Creating a Strategic Financing Plan

 A financial plan includes the following steps:
– Step 1:  Clarify what you need financing for

– Step 2:  Estimate your fiscal needs

– Step 3:  Identify your current resources

– Step 4:  Assess your funding gaps

– Step 5:  Identify potential funding sources and
financing strategies
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A Review:
Form a Resource Development Team

 Program coordinator

 Other appropriate program staff

 Members of your agency board (or advisory
counsel)

 Representatives from partner organizations

 Community members
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Form a Resource Development Team

 [If you have a Resource Development Team]

   Who is included as part of your team and why?

 [If you do not have a Resource Development Team]
Who would you include and why?
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Step 1: Clarify Financing For What

 For the next three years, do you want to
maintain, contract, or expand?
– Number of clients you serve

– Number of sites you operate

– Target population you serve

– Range of activities and services you provide

– Level of quality of services you provide
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Step 2: Estimate Fiscal Need

 Program Costs
• Start-Up Costs

• Ongoing Operating Costs

 Infrastructure Costs
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Step 3: Identify Current Resources

 Take stock of internal resources and
external resources
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Take Stock of Internal Resources
 Internal resources that influence resource

development include:
– Your program’s mission and goals (everything you do

should be tied to your mission);
– Staff time and skills;
– Tools, such as databases, donor tracking software,

boilerplate text, and templates that can help with grant
proposal development;
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Take Stock of Internal Resources

– Established relationships with community,
education, religious, and business leaders;

– District policies and guidelines that influence fund
development;

– Volunteers who can help with sustainability tasks;
and

– Marketing materials and public relations plans.
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Take Stock of External Resources
 External resources that influence resource

development include:
– The level of support, financial and otherwise, for HIV/AIDS

programs in your community;
– Other agencies that your organization may be competing with for

funding;
– The fiscal health of the potential funders;
– Trends in the HIV/AIDS and related fields that could have an

impact on your program’s future;
– Shifts in federal or local priorities that might affect the program; and
– State and local funding streams and broad funding priorities.
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Step 4: Assess Funding Gaps

 Where are the gaps between what you
need and what you have in resources?

 What areas do they fall into?  This should
provide clues to your future strategies.
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Step 5: Identify Funding Sources
and Financing Strategies

 Clarify what you need and when
 Determine the most appropriate strategies

and sources
– Review current mix of funding resources

– Evaluate potential funding sources
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Review Your Current Mix
of Funding Sources

 How many funding sources support your
work?

 What percentage comes from the public
sector?  Private sector?

 How much is unrestricted sources?
Restricted?
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 What percentage comes from time-
limited grants of one-to-three years?
Longer time periods?

 Are any funding sources at risk of being
cut or reduced?

Review Your Current Mix
of Funding Sources
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Evaluate Potential Funding Sources

 Once a potential funding source has been
identified, ask yourself:
– How much does it generate?
– What is the administrative burden?
– What is the timeframe to realize revenue?
– Does it help diversify my portfolio?
– Can I use the source to meet my specific fiscal

needs?
– What are the political considerations?
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Critical Components to
Fundraising Methods

 Develop a vision, mission statement, and case for
support

 Identify all potential stakeholders
 Research prospective donors
 Communicate and cultivate relationships with

stakeholders and prospective donors
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Critical Components to
Fundraising Methods

 Work to develop stakeholder and donor "buy-
in" for the program and activities

 Prepare and make the request for support
("the Ask")

 Carry out follow-up to "Asks" made
 Demonstrate accountability and results to

stakeholders and donors
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Underlying Principles of Fundraising

 Person-to-person effort.  Whether for foundation or
corporate grants, or for solicitation of individuals, it is the
personal relationships that you cultivate with prospects that
will increase your chances for success.

 Team effort.  Everyone involved in the organization (e.g.,
staff members, members of Boards of Directors,
volunteers, and constituents) should be recruited and
trained to participate in the process.
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Underlying Principles of Fundraising

 Team captain.  You need a team captain who directs and
encourages each team member to do his or her part. If one
person is not assigned primary responsibility for
fundraising, it is easy for it to fall between the cracks.

 Focus and discipline.  These are the most critical factors
in determining success for organizations with small
fundraising shops. Once a fundraising plan has been
developed, it is critical that the organization stick to it, no
matter what.



28

Trends Impacting the Survival
of Nonprofit Organizations

 Trend:  National Security. More government funds are being re-allocated to
defense and anti-terrorism activities. The September 11th events prompted
some organizations to postpone their fundraising activities or to change the
beneficiaries.
– Solution: Programs could benefit from this trend by finding creative ways

to link their programs to national security. One example might be
programs that build stronger, more inclusive communities that can help
strengthen national security.

 Trend: General Reductions in Government Spending. Over the past two
decades, the U.S. government has reduced domestic spending for human
services substantially. As a result, nonprofits that relied primarily on
government funds now compete more fiercely with other nonprofits for this
money.
– Solution:  Programs should seek to diversify funding sources and secure

non-federal dollars.
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Trends Impacting the Survival
of Nonprofit Organizations

 Trend:  Business Mergers and Acquisitions. The trend in corporate
mergers has eliminated millions of dollars in grant money. As new
conglomerates come into existence, they can completely change a
former company's grant funding and application process, as well as the
process for allocating in-kind donations.
– Solution:  Mergers and acquisitions may also provide opportunities to

expand the pool of stakeholders and eventually access larger sums of
money.

 Trend:  Accountability. As funds diminish and competition increases,
funders are scrutinizing programs more closely. Funders want stable,
well-managed and trustworthy organizations that generate clearly
defined and measurable impacts.
– Solution: Smart organizations view this trend as an opportunity to improve

their operations systems and program evaluation methods.



30

Trends Impacting the Survival
of Nonprofit Organizations

 Trend: Compassion Fatigue and Increased Competition for
Donors. Due to mass technology, people can review tragedies locally
and around the world in real time. Viewers are often inundated and
overwhelmed with human suffering to the point of saturation. Also, the
most urgent and immediate crisis tends to be viewed as the most
deserving.

– Solution: Organizations that find uplifting approaches, share success stories or link
their programs in a meaningful way to local or national events will stand out from the
rest of the competition, maintain stakeholder interest and develop new sources of
interest.

 Trend: Changing Demographics. Changing demographics provide
threats and opportunities. Agencies that assume their same donors
and funding streams will always be there may be for an unhappy
surprise.

– Solution: Organizations that are more flexible, proactive and market-oriented will
welcome changing demographics as an opportunity to expand their stakeholder
base.
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Opportunities for
Expansion and Diversification

 What are the characteristics of the major
sources of funding in your area, and what
should you consider when targeting these
sources?
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Major Donors
 This category refers to individuals,

foundations, corporations, local businesses,
and federal, state, and local government
programs.

 Major gifts typically require personal, direct
solicitation. This may require significant staff
time and a long lead time before a gift is
received.
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Individuals
 While each person has different areas of

interest, nonprofits that provide direct services
in the community typically ranks high on the
priority list.

 Remember that the larger the contribution
sought, the longer the cultivation time. You will
need a diverse toolbox to gather funds from
individuals (e.g., major gift program, special
events, direct mail).
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Foundations
 The giving characteristics of the three major types of

foundations are typically clear.
 Independent foundations usually have giving guidelines

that target areas of interest and types of support available.
 Corporate foundations a re financial resources provided by

a corporation. These organizations often have grant
guidelines that drive their grant making efforts.

 Community foundations are founded by gifts from multiple
donors and/or public entities. Grant making is usually
limited to a specific geographic area.



35

Corporations and Local
Businesses

 For-profit organizations are by definition in the
business of making money and are
increasingly developing ways to undertake
philanthropic efforts that will enable them to
make more money.

 Cause-related marketing is the phrase used to
describe partnerships between corporations
and nonprofits.
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Federal, State, and Local
Government Programs

 While this source can provide significant support
to community-based organizations, this type of
funding can be volatile and undependable over
the long term.
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HIV/AIDS Funding At A Glance:
Federal Funding – Domestic Discretionary

 HRSA/Ryan White Program
 Centers for Disease Control and Prevention –

Domestic Prevention and Research
 National Institutes of Health
 Substance Abuse and Mental Health Services

Administration
 Department of Veterans Affairs
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HIV/AIDS Funding At A Glance:
Federal Funding – Domestic Mandatory

 Medicaid

 Medicare

 Social Security Disability Insurance

 Supplemental Security Income

 Federal Employees Health Benefits Plan
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HIV/AIDS Funding At A Glance:
State and Local

 State Department of Health and Human
Services

 City or County Department of Health and
Human Services
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HIV/AIDS Funding At A Glance:
In-Kind Contributions

 Staff Time from a Community
Organization

 Evaluations Conducted by Universities

 Fundraising Consultation by a Business

 Special Events Ads by Local Media
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Sustainability Tips

 Be prepared.

 Be creative.

 Be persistent.
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End of Module
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Question and Answer Process
 There are two ways to ask questions:

– Through audio/telephone
– Switch your seating chart color to purple
– CF staff will prompt you when to ask your question
– Once your question has been asked, switch your seating

chart color back to green
– Via the web-based question box

– Use the small question box at the bottom of the screen to
type in and send your question to the CF moderator

– The moderator will read your question(s)
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Training Evaluation
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Resource Slides
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2006 Ryan White HIV/AIDS
Treatment Modernization Act

 http://hab.hrsa.gov/treatmentmodernization/
 The newly enacted Ryan White HIV/AIDS Treatment

Modernization Act of 2006 provides the Federal HIV/AIDS
programs in the Public Health Service (PHS) Act under
Title XXVI flexibility to respond effectively to the changing
epidemic.

 The new law changes how Ryan White funds can be used,
with an emphasis on providing life-saving and life-
extending services for people living with HIV/AIDS across
this country.
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 New method for determining eligibility for Part A (formerly
called Title I) funds gives priority to urban areas with the
highest number of people living with AIDS while also helping
mid-size cities and areas with emerging needs.

 New method for distributing Part A funds directs money to
metropolitan areas with the highest number of people who
are HIV-positive. It also encourages outreach and testing,
which will get people into treatment sooner and save more
lives.
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 More money will be spent on direct health care for
Ryan White clients. Under the new law, grantees
receiving funds under Parts A, B, and C (formerly
called Titles I, II and III) must spend at least 75
percent of funds on “core medical services.”

 The new law recognizes that HIV/AIDS has had a
devastating impact on racial/ethnic minorities in the
U.S. African Americans accounted for 49 percent of all
HIV/AIDS cases diagnosed in 2005. The new law
codifies the Minority AIDS Initiative for HRSA's Ryan
White programs.
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Grant Awards in FY 2007

 Appropriations for the U.S. Department of Health and Human Services,
including HRSA, were enacted on February 15. HRSA is diligently
working to determine the funding for the Ryan White programs in the
PHS Act.

 Part A Funding Schedule
– Formula awards were given on March 5
– Supplemental awards will be awarded by April 30
– Minority AIDS Initiative funds will be awarded on August 1
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At-a-Glance
  Part A funds eligible metropolitan areas and transitional grant areas. 75%

must be spent for core services

 Part B funds States. 75% must be spent for core services

 Part C funds early intervention services. 75% must be spent for core services

 Part D grants support services for women, infants, children & youth

 Part F comprises Special Projects of National Significance, AIDS Education &
Training Centers , Dental Programs and Minority AIDS Initiative.  Also requires
HHS to develop Severity of Need Index by September 2008.
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Part A Funds for Cities
(formerly Title I) Eligibility

 The new method for determining eligibility for Part A
(formerly called Title I) funds gives priority to urban areas
with the highest number of people living with AIDS while
also helping mid-size cities and areas with emerging
needs.

 Metropolitan areas with a cumulative total of more than
2,000 cases of AIDS during the most recent five-year
period and a population of 50,000 or more are eligible for
funding as Eligible Metropolitan Areas.
– List of 22 Part A Eligible Metropolitan Areas and their FY 2007

Formula Awards
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 Continued eligibility as an Eligible Metropolitan Area is contingent
on having:
– 2,000 or more cases of AIDS during the most recent 5 years; and
– a cumulative total of 3,000 or more living AIDS cases as of the

most recent calendar year.
 Cities are considered a Transitional Grant Area if they have at

least 1,000, but not more than 1,999 cumulative AIDS cases during
the most recent five years, and a population of 50,000 or more
persons.
– List of 29 Part A Transitional Grant Areas and their FY 2007

Formula Awards
– This includes five areas that were not previously funded through

Part A funds:
– Baton Rouge
– Charlotte
– Indianapolis
– Memphis
– Nashville
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Funding
 The new method for distributing Part A funds directs

money to metropolitan areas with the highest number of
people who are HIV-positive. It also encourages outreach
and testing, which will get people into treatment sooner
and save more lives.

 The new law's formula for awarding funds relies on counts
of people living with HIV/AIDS for the most recent calendar
year.

 Under the new law, HRSA must use HIV/AIDS data from
both name-based states and code-based states.

 The funding distribution in the old law only counted
estimated AIDS cases within the last ten years.
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 Adding the count of HIV-positive people to the formula
for determining funding distributions allows medical
care and support services to be provided in a way that
reflects the spread of the virus in U.S. urban areas.

 And by linking the current count of people who are
HIV-positive to funding levels, the new law gives cities
an incentive to encourage people at risk of HIV
infection to get tested.

 The sooner people know their HIV status, the sooner
they can enter treatment. And the sooner they enter
treatment, the better their chances for staying healthy.
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Core Services

 More money will be spent on direct health care for Ryan
White clients. Under the new law, grantees receiving funds
under Parts A, B, and C (formerly called Titles I, II and III)
must spend at least 75 percent of funds on “core medical
services.”

 Previously, no core set of medical services was specified in
statute.
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 The Administration and Congress want to make sure that grantees
target Federal funds to pay for essential medical care. That care
includes:
– outpatient and ambulatory health services;
– pharmaceutical assistance;
– substance abuse outpatient services;
– oral health;
– medical nutritional therapy;
– health insurance premium assistance;
– home health care;
– hospice services;
– mental health services;
– early intervention services; and
– medical case management, including treatment adherence services.
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 Remaining funds may be spent on support
services, defined as services needed to achieve
outcomes that affect the HIV-related clinical status
of a person with HIV/AIDS. The law outlines
support services as:
– outreach;
– medical transportation;
– language services;
– respite care for persons caring for individuals with

HIV/AIDS; and
– referrals for health care and other support services.
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Minority AIDS Initiative
 The new law recognizes that HIV/AIDS has had a

devastating impact on racial/ethnic minorities in the U.S.
African Americans accounted for 49 percent of all
HIV/AIDS cases diagnosed in 2005.

 The new law codifies the Minority AIDS Initiative as part of
the Ryan White program in the Public Health Service Act
under Title XXVI and provides funding for activities to
evaluate and address the disproportionate impact of
HIV/AIDS on racial and ethnic minorities.
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Minority AIDS Initiative
 Through Parts A and B, metropolitan areas and states will

be able to compete for funding to address disparities in
access, treatment, care, and health outcomes.

 HRSA expects to award funds through the Minority AIDS
Initiative for Part A and B programs in August 2007.

 The Minority AIDS Initiative funding for Parts C, D and F
(AIDS Education and Training Center) programs will
continue to be awarded at the same time as programs
receive their other Ryan White funds.

Developed under cooperative agreement with HHS, HRSA, HAB
Access Ryan White TA at careacttarget.org
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Cathy Lins 
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2010 Stephanie Court 
Black Earth, WI 53515 
Phone 608-767-2951 
Fax 608-767-3064 
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(Note:  Some worksheets adopted from the Finance Project: An Afterschool Project) 
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Worksheet: Financing For What? 
 

Ramp-up Assumptions:  What scale are you aiming to sustain? 
(for example: number of clients, number of sites) 

Strategies and 
Activities You Want 
To Sustain 

Over What Time Do 
You Want To Sustain 
Them? Next Year 2 Years 3 Years 
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Worksheet: How Much Do You Need? 
 
 
Cost Assumptions 
 
Type of Service or Activity: ___________________________________________ 
 
Number of Clients Served/Number of Sites:________________/______________ 
 
Timeframe:________________________________________________________ 
 
 Program Element Estimated Cost 
Start-Up Costs   
Planning   
Community Assessment   
Initial Staff Recruitment and Training   
Equipment and Supplies   
Facilities Renovation/Expansion   
Ongoing Operating Costs   
Staff   
Supplies   
Training and Technical Assistance   
Transportation   
Facilities (Rent, Utilities and 
Maintenance) 

  

Administration and Overhead 
(Insurance, Planning, Evaluation, and 
Reporting) 

  

Other   
Infrastructure   
Planning and Coordination   
Training and Technical Assistance   
Evaluation   
Management, Administration, and 
Overhead 

  

Other   
Total Costs   
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Worksheet:  Identify Current Resources 
 

Available Resources 
 

Major Strategies or 
Activities 

Source of Funding 
or In-Kind 

Contribution 

Amount Restrictions on Use 
of Funding 

Expected Timeframe 
Funding is Available 
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Worksheet:  Assess Your Funding Gaps 
 

Next Year Two Years Three Years  
Major 
Strategies 
or 
Activities 

Total 
Costs 

Available 
Resources 

Gaps Total 
Costs 

Available 
Resources 

Gaps Total 
Costs 

Available 
Resources 

Gaps 
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Worksheet:  Evaluate Potential Funding Sources and Financing Strategies 
 
Funding 
Source 

How much 
does it 
generate? 

What is the 
administrative 
burden? 

What is the 
timeframe 
to realize 
revenue? 

Does it 
help 
diversify 
my 
portfolio? 

Can I use 
the source 
to meet my 
specific 
fiscal 
needs? 

What are the 
political 
considerations? 

Priority 
Source to 
Access (X) 

Public Sources 
 
 
 

       

 
 
 

       

 
 
 

       

 
 
 

       

 
 
 

       

 
 
 

       

 
 
 

       

 



Developed under cooperative agreement with HHS, HRSA, HAB 
Access Ryan White TA at careacttarget.org 

 

7 

 
Funding 
Source 

How much 
does it 
generate? 

What is the 
administrative 
burden? 

What is the 
timeframe 
to realize 
revenue? 

Does it 
help 
diversify 
my 
portfolio? 

Can I use 
the source 
to meet my 
specific 
fiscal 
needs? 

What are the 
political 
considerations? 

Priority 
Source to 
Access (X) 

Private Sources 
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Funding 
Source 

How much 
does it 
generate? 

What is the 
administrative 
burden? 

What is the 
timeframe 
to realize 
revenue? 

Does it 
help 
diversify 
my 
portfolio? 

Can I use 
the source 
to meet my 
specific 
fiscal 
needs? 

What are the 
political 
considerations? 

Priority 
Source to 
Access (X) 

Other Sources 
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Worksheet: In-Kind Donations  
 

Donated 
Equipment and 
Supplies 
 

  

Number Equipment/Supplies $ Value 
 

 
 

  

 
 

  

 
 

  

 
Donated Services 
 

  

Service Provider $ Value 
 

 
 

  

 
 

  

 
 

  

 
Donated Facilities 
 

  

Facility Agency/Function/Use $ Value 
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Common fundraising methods are as follows:  

• Stakeholder Giving refers to gifts from individuals who have a special interest in 
the activities of an organization, such as board members, staff, volunteers and 
constituents. 

• Direct Mail Fundraising is solicitation of funds by mass-mailings directly to 
individual donor prospects. Contributors may be members of the organization, 
individuals in the community, and individuals sharing the organization's vision. 

• Annual Giving is a fundraising program that generates gift support to help 
sustain yearly budgets or general operations. Contributors are members of the 
organization, individuals in the community, and individuals sharing the 
organization's vision. 

• Major Gifts/Grants are significant donations to a not-for-profit organization. 
Contributors are individuals, corporations and foundations. 

• Capital Campaigns are intensive fundraising efforts to meet a certain financial 
goal within a specified period of time for one or more major projects, such as the 
construction of a building. Contributors are wealthy individuals who share the 
organization's vision, other stakeholders, members of the organization, and 
individuals in the community. 

• Endowment Campaigns are campaigns to allocate funds specifically to create 
or supplement a permanently restricted net asset, the principal of which is 
protected and the income from which may be spent for an organization's 
operating expenses. Contributors are wealthy individuals who share the 
organization's vision, other stakeholders, members of the organization, and 
individuals in the community. 

• Planned Giving is a pre-arranged gift, such as a bequest, life insurance policy, 
charitable remainder trust, or gift annuity. Contributors are members of the 
organization, individuals in the community, individuals sharing the organization's 
vision, and those needing annuity income. 

• Resource Donations are donations of time, talent, equipment, supplies, free or 
discounted services, and free or discounted products. Contributors are 
businesses and professionals in the community. 
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• Fees for Services are charges for services an organization already provides (or 
can provide) to clients and other community members. Contributors are 
beneficiaries of services provided. 

 

Though there is great diversity in fundraising methods, the following steps are critical to 
most or all of them: 

• Develop a vision, mission statement, and case for support  

• Identify all potential stakeholders  

• Research prospective donors  

• Communicate and cultivate relationships with stakeholders and prospective 
donors  

• Work to develop stakeholder and donor "buy-in" for the program and activities  

• Prepare and make the request for support ("the Ask")  

• Carry out follow-up to "Asks" made  

• Demonstrate accountability and results to stakeholders and donors 

 



Developed under cooperative agreement with HHS, HRSA, HAB 
Access Ryan White TA at careacttarget.org 

 

12 

Private Funding for HIV/AIDS Programs 
 
Giving Circles 
 
Often described as a “social investment club,” a Giving Circle is a pooled fund, generally 
hosted or sponsored by a charitable organization such as a community foundation, 
through which members make grants together. Circles are typically organized around a 
particular issue or area of interest, such as women’s issues, the environment, or 
education, and are considered a high-engagement form of philanthropy because donors 
engage in collective decision-making and educational activities. The circle’s grant 
making functions – which may include issuing a request for proposals, proposal review, 
and site visits – offer an enriching philanthropic experience. This participatory process, 
combined with the increased impact of pooled charitable dollars, has strong appeal for 
many donors. Giving Circles allow for a wide range in charitable styles, philosophies 
and politics, structure, size, and focus.  
 
Donors combine their resources with colleagues and/or friends who share a common 
interest in a social cause or issue. Together, donors gain an in-depth understanding of a 
specific interest area, focus on ways the group can have an impact, make joint social 
investment decisions, and leverage monetary contributions with volunteerism and 
expertise to the nonprofits supported. Giving Circle donors often commit to participation 
in the circle for several years at an established dollar level and the entire group engages 
in strategic decision-making to determine which charitable organizations to support.  
 
Charitable Bequests 
 
Charitable bequests amounted to $17.44 billion in 2005 (estimated, Giving USA 2006). 
This amount was small (7% of estimated total giving in 2005) compared with the $199 
billion donated by living individuals. What is more, this amount has not shown the 
growth observed for other types of giving, remaining at a stable level across the past six 
years while other types of giving grew. This lack of growth in giving by bequests, points 
to a potential new source of charitable giving for fundraisers. 
 
In-Kind Contributions 

In-kind contributions can play a major role in your program's funding plan, providing 
much needed resources (from supplies to staff time to facilities). One way to identify 
potential in-kind contributions is to map your community's assets and then examine how 
they can apply to your program's needs. In-kind contributions can come in the form of 
donated supplies from local stationary stores, grant writing services from nonprofits, 
evaluations conducted by universities and a variety of other ways.  
 
Be creative in your approach to involving other organizations in your program - there are 
frequently uptapped resources and support among organizations that share your vision 
and goals.  
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Not only will such in-kind contributions decrease your program's direct expenditures, but 
they can be considered as matching funds for programs and grants that require a local 
contribution. 

 Wealthy, Affluent and Influential Individuals 
 
Overall, for the best results in pursuing private funding, try to frame the outcomes of 
your program in terms that resonate with private funders. 
 
Strategies to locate and cultivate donors include: 
• 990 tax filings in your state’s Attorney General or Secretary of State Office for people 

with small family foundations 
• Contributor listings in not-for-profit annual reports 
• Listings of influential members of “society” –i.e., in Baltimore, it is “The Blue Book”, 

etc. 
• Newspapers (obituaries, front page, business section, etc.), regional magazines, 

business journals, etc. 
• Business, Academic, Hospital, United Way, Organization lists of  Board members 
• Volunteer knowledge and insight 
 
A September 2006 articles indicates: 
The 10 states with the largest amounts of wealth — those where the total assets held by 
residents were the highest — did not rank in the top 25 percent of most-generous 
states, the study found. Those states are California, Connecticut, Florida, Illinois, 
Massachusetts, New Jersey, New York, Ohio, Pennsylvania, and Texas. 
 
Market Research.com puts out a semi-annual report on the habits of the most affluent 
people in the U.S.   They sell the mailing list for their market research.  
MarketResearch.com 

 
Corporations and Business 
 
Strategies to locate and cultivate donors include: 
• Annual Reports 
• Web Sites 
• Newsletters 

Phone: 800.298.5699 (U.S.)  
Fax: 240.747.3004 
Email: customerservice@marketresearch.com 
Address: 11200 Rockville Pike 

Suite 504 
Rockville, MD 20852 

Hours: 8:30am to 7:00pm EST Monday thru Thursday 
8:30am to 6:30pm EST Friday 
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• Newspapers, Business Journals 
• Volunteer knowledge and insight 
 
Cause Related Marketing 
Cause-related marketing is one of the fastest growing business marketing strategies in 
North America. Increasingly in this era of global competition, companies must fight for 
consumer recognition and loyalty. Simply offering a quality product or service does not 
guarantee success in the twenty-first century. 
 
Companies must look for innovative ways to distinguish themselves in the market. One 
successful strategy is cause-related marketing. Partnership with a worthwhile cause 
attracts consumers, who when faced with roughly equal products or services, choose 
one that has an impact on an issue they care about. You need only think of The Body 
Shop or Ben and Jerry’s Ice Cream to see how successful cause-related marketing can 
be for a company in a crowded marketplace. 
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Donor and Prospect Research 

Association of Professional Researchers for Advancement - APRA's collection of 
Web pages – links to Internet pages created by and for advancement researchers or 
their peers. This collection is a launch point for research work. APRA believes experts 
should guide the way, and the professionals who built these pages are experts in finding 
worthwhile Web sites. Each researcher's page consists of a unique set of links. Your 
visits to several of these mega-pages will give you access to the most current sites and 
tools researchers are using to identify and qualify prospective donors. Collection 
includes Web sites built and maintained by researchers or their peers, all employed by 
nonprofits.   http://www.aprahome.org/researchlinks/index.html  

Association of Small Foundations – Small foundations may not have the Gates 
fortune to draw upon, but many community development investments are made by 
individuals and families establishing small foundations. Here you'll find a list by state, 
and more important, information the members of this group may use to determine grant 
giving policies, such as their Primer on Grantmaking.  
http://www.smallfoundations.org  

David Lamb's Prospect Research Page – A great site for prospect researchers. 
Comprehensive links and much more of the sites he uses and recommends to others. 
Mr. Lamb is Director of Prospect Research for the University of Washington.  
http://www.lambresearch.com/  

EDGAR - Acronym for Electronic Data Gathering, Analysis and Retrieval system. It is 
the Securities and Exchange Commission's database of corporate information. This 
includes annual reports on Form 10-K or 10-KSB. Information on officer compensation 
and assets of corporations.  
http://www.sec.gov/edgarhp.htm  

Internet Prospector - Monthly newsletter is part of this site, accumulated by fund 
development research volunteers and hosted by the University of Arizona. Includes 
extensive information and links to philanthropic and prospect research sources. One of 
the best features is the Archives section that links to the last 12 months of their 
newsletters. The Tools section brings you the tools you need (hence, the name) to 
begin your work including some of the best prospect research sites (with full annotation) 
and some interesting goodies like the Calculators and Zip Code search resources. They 
do find some interesting and helpful sites on all aspects of resource development.   
http://www.internet-prospector.org  
 

MSU Prospect Research Resources - A pretty good collection of resources in several 
topic areas: General Prospecting, People Prospecting, Company Prospecting, 
Professional Organization Directories, and Professional Research Organization 
Directories. Another of MSU's funding guides. 
http://www.lib.msu.edu/harris23/grants/prospect.htm  
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NETSource at USC - Selected and extensive sites for prospect research on the web, 
provided by the university's Development Research Department. Links to corporate, 
foundation and individual research, directories of many types, articles written by staff, 
list of free and commerical sources, tools, lists and more. Examples of some sub-
sections follow: 
http://www.usc.edu/dept/source/  

Directory of Directories from NETSource  
http://www.usc.edu/dept/source/direct.htm  

Fund-Raising and Foundation Research from NETSource  
http://www.usc.edu/dept/source/found.htm  

Government Documents from NETSource  
http://www.usc.edu/dept/source/gov.htm  

Planned Giving Research from NETSource  
http://www.usc.edu/dept/source/planned.htm  

Prospect Research Sites NETSource  
http://www.usc.edu/dept/source/research.htm  

Prospect Research Tips from Waltman Associates - A compilation of reference 
works for prospect research. A very large annotated section on sources and tips linked 
to databses, publications and internet sources. Best Bet.  
http://www.tc.umn.edu/nlhome/g248/bergq003/wa/rsrchtips.html  

Researching Companies Online - This business research tutorial presents a step-by-
step process for finding FREE company and industry information on the World Wide 
Web. With the Internet, you can gather a tremendous amount of business intelligence 
information on prospects, competitors, vendors, suppliers, customers, or other 
companies in just a few hours. This online course will enable you to: Locate High-Level 
Company Information; Find Sales Prospects; Identify Telephone Numbers and 
Addresses; Locate Company Home Pages; Research Company Financial Information; 
Monitor Company News and Periodicals; Review Public Opinion; Use Business and 
Financial Meta-sites; Locate Professional Associations; Find Conferences and 
Seminars; Learn about an Industry; Research Nonprofit Organizations; and Identify 
International Business Resources.  
http://home.sprintmail.com/~debflanagan/index.html  

SEC Information - A Securities and Exchange Commission (SEC) EDGAR database 
service with millions of links created within these filings. A commercial site by Finnegan 
O'Malley & Company, but the site is free. All SEC reports, a free notifcation service on 
certain reports, search by several variables, and more. For research on public 
companies, this is a very promising site.  
http://www.secinfo.com  
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Society of Research Administrators Grants Web – It appears that almost any site 
you're searching for related to federal government funding is linked here… but also a lot 
more. Policy information and regulations, private funding sources, e-journals, legislation, 
plus, plus. Just the type of site you would expect from this professional association.  
http://www.srainternational.org/newweb/grantsweb/index.cfm  

St. Bonaventure University - Donor and Prospect Management/Development 
Research - Links to the following categories of information: Corporate and Company, 
Professionals and Individuals, Directory Information , Searchable Gopher Reference 
Sites, Professional Research Organizations , Other Prospect Research Sites , Other 
Fun and Useful Sites  
http://www.sbu.edu/alumni/alumni_corp_reasearch.html  

U.S. Census Bureau - Demographics collected by the Federal government, helpful in 
evaluating demographic portion of grant proposals. Links to other Federal statistical 
agencies.  
http://www.census.gov  

Veritas Information Services - Many prospect research links compiled by this 
consulting firm, and available by categories, such as by Company, Demographics, 
Foundations, Financial/Securities, Real Estate, Government, Prospect Research Sites 
and more. Nice compilation of links and related articles.  
http://www.veritasinfo.com/training.htm  
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Creating Sustainability: 
Developing a Strategic Financial Plan 
 
 
 
 
 
 
 
 

 
 
 
 
Cathy Lins 
Development Plus, Inc. 
2010 Stephanie Court 
Black Earth, WI 53515 
Phone 608-767-2951 
Fax 608-767-3064 
Email clins@tds.net 

 
(Note:  Some worksheets adopted from the Finance Project: An Afterschool Project) 
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Additional Web-based Resources – 
Organizational Sustainability/Fundraising 

 
 
Additional presentations and resources: 
CAEAR Foundation – On-Line Resource Center 
www.caear.org (Access publications tab) 
 
Logic Model 
http://www.uwex.edu/ces/pdande/evaluation/evallogicmodel.html 
 
Edward de Bono 
http://www.edwdebono.com/ 
 
Foundation Center 
Collaborating Collections Stats and Trends 
http://foundationcenter.org/collections/ 
http://foundationcenter.org/findfunders/statistics/gs_subject.html 
 
The Grantsmanship Center 
State by State Info on Foundations and Corporate Giving 
http://www.tgci.com/funding.shtml 
 
Federal Funding 
www.grants.gov 
 
Kaiser Family Foundation 
http://www.kff.org/hivaids/ 
 
HRSA 2006 Ryan White HIV/AIDS Treatment Modernization Act 
http://hab.hrsa.gov/treatmentmodernization/ 
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 Poll Question: Slide 13 
 
How many of your agencies have thought ahead (program and financial) for up to 
the next three years? 
 
__ We have plans in place for up to three years  
 
__ We have plans in place for up to one to two years 
 
__ We are just trying to get through this year 
 
 
Poll Question: Slide 15 
 
What do you think of that quote? 
 
__ One grant is better 
 
__ One thousand donors is better 
 
 
Poll Question: Slide 18 
 
How good of a handle do you have on these internal resources for your agency 
right now? (Have systems and procedures in place so I can be knowledgeable 
about these.) 
 
__ I could easily talk to you about all of these 
 
__ I could talk to you about some of them 
 
__ I might have some work to do 
 
 
Poll Question: Slide 24 
 
What percentage of your agency’s funds currently come from public sector 
funding? 
 
__ 0-30 % 
 
__ 31-60 % 
 
__ 61-100 % 
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Poll Question: Slide 34 
 
Where does the major portion of funding come from for nonprofits? (Not counting 
government funding) 
 
___  Foundations 
 
___ Corporations and Corporate Foundations 
 
___ Individuals 
 
___ Bequests 
 
 
Poll Question: Slide 36 
 
How many of your agencies are prepared and working with individual donors for 
your funding? 
 
___ Our systems are in place and we receive up to 30 % from individuals 
 
___ We have some systems in place and sometimes work with individual donors 
 
___ We have some work to do in this area 




