Done -For -You
Fundraising
Services

with Get Fully Funded




YOUI‘ non prOﬂt You need to raise more money than ever before to
eXlStS to Ch an g e fund your programs. But how do you grow your

revenue when youdre alrealo

||VeS, nOt to know to do?

. What you need is an expert fundraising team in-house
fu N d raise. who can create a new plan and execute it for you.




You donot
have time.

We do.

By handing off the fundraising strategy,
planning, and writing

¢ Save time you can use to focus on
other things.

¢ Shortcut the process  and build
your revenue faster  because we
know what works.

¢ Serve more people/animals in your
programs, providing much -needed
help.




What Done -
For -You IS
al | abo

You get to (finally!) delegate all those pesky
fundraising tasks off your plate so you can stop
worrying about how youodr
everything done. And you can stop wondering if
youbdbre doing it right.

ltés |Ii ke hiring a seaso
professional, only better because you get TWO
fundraising veterans to write your grants, your
appeals, your fundraising plan 7 everything you

need to significantly grow your revenue streams

this year.




Wedl | st ar t -depth astessmergto geha feelror
your nonprofit and your fundraising potential.

Wedl |l determine the right f
. . develop a fundraising plan, then get busy executing it.
OW It Wor S . We 61 | s edPeogress Gallsiper month so we can give
ou an update on what weor e
back and forth.

Youoll get phone and email
calls so we can share updates in real time




Review your Fundraising Opportunities
Assessment to identify strengths, areas for
improvement, and immediate funding opportunities

Calculate your Core Number

Craft your key messages for marketing and
fundraising

Research grant opportunities and create agrant
deadline calendar, identifying which foundations
to apply to and how much to ask for

Review your website  and make recommendations
for changes

Review your fundraising numbers each month
and interpret what they mean

Craft a Monthly Giving plan  , including naming it,
starting it, growing it, and thanking donors

Train your Board  on their basic roles and
responsibilities, and how to best engage in
fundraising

Create alist of media contacts  in your area

Compile a list of potential groups  you could speak
to




¢ Annual Fundraising plan , including revenue
projections

¢ Marketing plan  for raising awareness

¢ Donor Acquisition plan for finding new
donors

¢ Donor Acknowledgement plan for
thanking donors RIGHT

Wh at ¢ Annual editorial calendar, outlining all
VaN
we O |

donor communications for the year

)

Year -end fundraising plan, including asks,
Giving Tuesday, Christmas/Holiday greeting
email, lasttmi nut e email s, and New

P LA N for ¢ Donor Stewardship Plan , including warm
touches

e

Major donor strategy and cultivation plan

e

Signature event strategy

P

Volunteer plan , including recruitment,
orientation, supervision, and acknowledgement

P

Board engagement plan

P

Social media plan , including the kinds of info
to share and a posting schedule




Case for Support , identifying the main reasons
someone might give

Elevator speech

All your grant applications  and Letters of Inquiry
All your donor newsletters

All your fundraising appeals

Updated thank -you letters

Evergreensocial media posts  and schedule them
to post

Scripts for a donor thank -you note and adonor
thank -you call

Annual Report
Annual Tax Summary letters  for donors

Corporate Sponsor invitation for your
fundraising event

Press releases for your events and milestones
Speaker One Sheet

AHow You Can Hel po sheet

Policies you may need to run your fundraising
efforts




Give donors a GREAT experience!
Make the Ask

Dz [l/21f  Deliver presentations and media interviews

Youol |
have to:

Enter donations into your system
Manage volunteers
Work with your Board

Live your brand
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S ri1ght

¢ Your nonprofit is Stage 3 or 4 on the Fundraising Success Path.

¢ Your mission is clear and compelling , and appealsto a large
enough audience to support the work.

¢ You understand the importance of relationships in fundraising
and are willing to help build them.

“Youdbre not st uckwilingtoledrnd amdtyy®ew y o
things as appropriate.

“Youor e pahde the iriffoove need to do our work quickly.

¢ You use anonline donor management system and are willing to
give us access.

¢ Y o u éommrtable on video and willing to do Facebook Live

¢ You have agood Board full of people who are ready to help with
fundraising.

S You 6 r ¢ affon kthe financial investment for the service.
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¢ Your nonprofitis neworyoung andy ou donot
a donor list , established social media platforms, and
some successful fundraising already happening.

S Yourcauseissonarrow t hat there areno

people who are interested in supporting it.

¢ You arelooking to completely hand off
fundraising and want nothing more to do with it .

“Youdondot want to participate
activities of any kind and you don

with supporters.

“Youcanot afford the fi fordheci
service.
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What they sai de

AThe work that Sandy anADoidgwas t eam dLiJ[§112\%ihh
incredibly impactful. 20109, adding
Within a few short weeks we saw results in our fundraising, both in $101,164 to the
bringing in new donors as well as stewarding existing ones better. bottom line!

We got a clear plan for solicitations, help using our social media
better for fundraising and adoption posts, and a review of our many
events to see which work and which dondt.

As a result of working with the team, we have developed a much
more sophisticated fundraising and marketing program
and we are now bringing in a lot more money !

In fact, by May, we were up 25% over last year , putting us in
the black during a typically difficult time of year for fundraising! We
ended the year with a 12% increase in donations , thanks

| argely to Sandy and her team. o

Kris Alouisa, Executive Director, Adopt-A-Dog, Armonk, NY
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Meet your new fundr ali

You'll be working with Head Fundraising Coach Sandy Rees who has been raising money for small
nonprofits since 1998.

Her experience includes raising money for Knox Area rescue Mission, Second Harvest Food Bank,
several kids’ programs, animal welfare, and much more. She’s the author of several books, is an avid

blogger, and an international presenter. Sandi is all about practical, proven strategies and helping

You'll also be working with Senior Fundraising Coach and Grant Guru Leah Holt who has more than
12 years of experience in raising money for nonprofits - both small and large.

As a grant writer, she’s raised millions for organizations like Habitat for Humanity and Hands On
Nashville. As a fundraising coach, she calls on her experience as a Director of Operations, Program
Manager, key member of experienced fundraising teams, and Volunteer Manager to help clients get
their systems in place, find extra help, develop and implement donor relationship approaches, and
plug the gaps in their fundraising mix. She’s passionate about generating much-needed resources for
nonprofits to help them achieve their missions and positively impact communities.
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