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Boris Frank Associates ______________________________608/845-3100 
7094 Paoli Road, Verona, WI  53593

                                        borisfrank@tds.net

FUNDRAISING IN THE CURRENT ECONOMIC CLIMATE
and

WHY APPEALS ARE REJECTED
_______________________________________________________

Serving Not-For-Profit Organizations Since 1982
INTRODUCTION

The challenge - sustainability
Getting ready 

· First…a strategic plan
· Then...a development plan
· Diversify the funding base

· Cost effectiveness

· Role of the Board

· Role of the staff

CURRENT FUNDRAISING CLIMATE

Foundations


Corporations


Government


Individuals

Get help


Inside



Role of the Board


Outside


Advisory ‘committee’


Associate with success; trust; credibility


Attracting the best


“Task Force”


“Council”


Endorsers


Consultants


Grantees


Opening doors


Sample proposals

SOME REASONS WHY FUNDRAISING APPEALS ARE REJECTED

· Need unconvincing; does not fit community priorities. Didn’t make the “case”

· Failed to “grab” the prospect

· “Clients” not involved in project or application

· Proposal poorly written or hard to understand; jargon

· Too many assumptions, not enough facts

· Goals and objectives vague, too general. Lacks “outcomes”

· Project goals do not match those of the prospect

· Amount requested out of prospect’s range; budget problems
· Project perceived as duplication of service
· Prospect doesn’t know your organization, its capabilities

· Goals and objectives unrealistic, too ambitious
· Technical problems - Guidelines not followed; missed deadline
· Continued funding in doubt
· Not based on agency strategic plan
· Evaluation process questioned
· Methods, process, activities questioned
· Project not perceived as “unique and innovative”
· Issues out of your control - Economy; limited resources
