[Chorus]
Fundraising Plan
Overview of Fundraising Achievements in 20[XX]-20[XX]
[Chorus]’s 20[XX]-20[XX] annual fundraising goals were budgeted at $95,000. [Chorus] raised $92,297 compared with $84,681 raised in 20[XX]-20[XX]. This represents a 9% increase over the previous year, much of which came from increased foundation support.

Goals for 20[XX]-20[XX]




Goal [XX]-[XX]  Actual [XX]-[XX]
  Goal [XX]-[XX]
Foundations 


$  48,000

$  49,500

$  50,000

Government


$    4,000

$    4,000

$    4,000

Individuals (incl. Board)
$  30,000

$  28,120

$  39,000

Corporations


$    7,000

$    6,000

$    7,000

Special Events


$    7,000

$    7,000

$    8,000
TOTALS


$  96,000

$  94,620

$ 108,000
1. Increase the revenue from individuals by 30% over 20[XX]-20[XX]. Change the culture of board giving.

2. Provide the greatest possible value to donors and prospective donors through cultivation and recognition. Communicate with the constituency. Deliver donor benefits to all donors who qualify.

3. Increase the number of donors in the top categories of giving.

4. Acquire 30 new individual donors. 

5. Create a schedule of solicitations that can be used from year to year.

6. Continue to expand development database to track gifts, acknowledgments, addresses, biographical information, and donor history. Enter new data for prospects. 

7. Conduct research on foundations and corporations to facilitate more solicitations. Update the foundation and corporate donor files with history and information on each.

FOUNDATIONS





20[XX]-20[XX] Actual: 
$49,500

20[XX]-20[XX] Goal: 
$50,000

# Foundations: 

6




Timing: 


Ongoing, but heavy in fall 




Number of prospects:  
6 current, 3 additional 

[Here list the foundations that you expect to repeat, those that you would lose this year, and the new ones you want to try to solicit. You should discuss the programs you think you can fund, when deadlines fall, who will write the proposals, and when the reports are due. You may want to cover some other programs you are seeking foundation support for, and the strategies that you will use with the various foundations. And don’t forget to cultivate and recognize the program officers and officials in the foundations which support you, just as you would a business or individual, by inviting them to insider events.]

GOVERNMENT




20[XX]-20[XX] Actual:
$ 4,000




20[XX]-20[XX] Goal:
$ 4,000




Granted:  


$ 4,000




Timing:  Proposal written in summer




Number of prospects: 1

The government grantor is  __________.  [Other details about the grant, timing, and the amount of work it will take should be covered here.] Pending grants are ________. Money already granted is ________. Grants will be submitted during this year. Proposals for regular operating funds are usually written in the summer for the following season. Final reports are due [put dates or times of year here or in the table below].

CORPORATIONS




20[XX]-20[XX] Actual: 

$7,000

20[XX]-20[XX] Goal:

$6,000

Timing:  



Ongoing, emphasis in Oct/Jan 

Number of current sponsors:

4



Expected to repeat: 


3



Not expected to repeat:  

1



New gifts needed:


3 
Number of prospects:  

16

[Here you will discuss the individual corporations you will solicit, as well as concert sponsorships and any other sponsorship opportunities such as education programs and gala/auction opportunities. You should also discuss benefits the corporations will receive, event(s) you will have which include them and their executives. Discuss strategies for increasing your corporate exposure, special contacts you want to make, research (if necessary).]

FUNDRAISING EVENTS 



20[XX]-20[XX] Actual:
Net  

$ 7,000

20[XX]-20[XX] Goals:
Income

$ 17,800







Expense
$   9,800







Net

$   8,000



Timing:
Event #1  Fashion Show
Date:  




Event #2  Raffle

Date:  
[Include a more detailed discussion of the events you are doing, the changes from last year, the new goals and the strategies to achieve those goals.]

INDIVIDUALS (BOARD AND OTHERS)



20[XX]-20[XX] Actual:
$ 28,120
Board  $   8,550


20[XX]-20[XX] Goal:
$ 39,000
Board  $ 16,000


Timing:  October through May


Number of current donors: 122


Expected to repeat:
85% of last year’s actual    

$ 23,902
Total in new/increased gifts needed in 20[XX]-20[XX]: 
$ 15,098



This is the year when we are going to concentrate fully on development, especially enhancing our gift support from individuals. Increasing the goal over our actual achievement by 30% is a big undertaking, but until we focus on a proper annual fund from individuals, our Chorus cannot move forward. This requires particular leadership from the board.

Last year the board gave gifts totaling $8,550, up only slightly from $8,100 in the prior year. Because of the need for significant additional gifts from individuals this year, the board’s giving will set the tone for fundraising from individuals this year. This year’s board goal is set at $16,000 from 16 board members, which is an 87% increase. Special opportunities for underwriting concerts and programs this year will be made available to individuals (they had only been available to corporations in the past), and board members will be offered these first.
For all individuals, we hope to move our $500-plus giving level from a membership of 32 to a membership of 44 with a new patron level at $5,000 and above. 

The non-board goal for individuals is $23,000. [Here discuss the goal, what kind of increase, how you plan to get this increase (bigger gifts at the top? more gifts at the middle? many more new donors?)]

We hope that both the board and volunteers will be able to identify new prospects in the higher prospect ranges. We will be looking for upgrades especially in the $1,500 range and the $1,000 range. We must find over 20 strong new prospects for high level gifts in order to achieve the major gift goals. 

Strategies
This year the development committee of the board will be very active in cultivating prospects and asking for gifts face-to-face. We have a case statement that can be used for individual meetings, and each member of the committee will be assigned five prospects to visit with personally. Personal thank-you notes always go to donors from the board president. Special attention for high level donors is executed with the new benefits listing approved by the board last year. 

Since the development committee is strong this year, its work will drive the annual fund campaign. In addition, we will use direct mail and a board member/volunteer phonathon evening to attempt to acquire 30 new donors.

For current donors in the upper gift categories, a personal letter with personal follow-up will be sent. Each letter will be signed by the person who will follow up, and the letter will contain a suggested amount reflecting an increase where appropriate. For new prospects for $500 and $1,000 gifts, individual personalized letters with personal follow-up is important. We expect that there will be about 30-35 of these solicitations (current donors and high-level prospects). For new prospects, a letter will go out in winter, followed by personal contact by board members/volunteers. 

Building the database of individuals will also be a top priority. This will include gathering information on their interests, other groups they support, and their capabilities.

Benefits
[Here insert your benefits list. Review your benefits to be sure you can deliver all of them, and that they are appropriate for the gift level. Think about raising the bar: New gift categories at $50 more each? How about special recognition at $1,250?

Which cultivation or recognition events will you do? You should find ways to bring higher level donors closer to you. A special evening and dinner with the music director? Special dessert at a local restaurant with him/her after a concert? How will you recognize your volunteers?]

Timeline
[Here insert your list of things to do in each month of the year. Include all mailings, events, calls to make, special work to do, proposals to write (foundation and government, in general), volunteer events and meetings, volunteer recruitment for committees, articles to be written for your newsletter, research, solicitations, packet preparation. All this takes time and must be spread out so staff and/or board members can cope.] 

One way to do it is to list for each month:


Fundraising activity:   (mailings, solicitations, research, etc.)


Benefits:

(special letters, invitations, receptions, CDs, etc.)

 


Recognition events:
(receptions, open rehearsal, etc.)

Adapted from the Chorus Management Institute curriculum materials, prepared by Corty Fengler.
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