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 Hello, everybody.  This is Gail Perry. Today we are going to talk about fundraising 

planning and how a smart fundraising plan can transform your fundraising and save 

your butt.  We are going to have a little bit of fun and we will get a lot of work done.  I 

hope you will join in with me.   

 

 This is my private email, gp@gailperry.com.  I am also very active on twitter, 

gailperrync.  If you are following my Fired-Up Fundraising Facebook page, we are 

posting my tip of the week videos there and are really having fun with the tip of the week 

videos.   

 

 Just a little bit about me in case you are not familiar with me.  I have been around thirty 

plus years in fundraising and am still very excited about fundraising.  I have helped raise 

over five hundred million dollars.  I have been a Board member and a staffer.  I have 

founded three nonprofits and have served on twenty two Boards.  I have worked with 

staff on several nonprofits and I have been a consultant.  Now I am a speaker, a 

blogger and a trainer.  I still do a little bit of consulting and it has been a wild ride.  I am 

lucky to have been named one of America’s top fundraising experts last year.  If you are 

not familiar with my website, please go to www.gailperry.com and there are tons and 

tons of free information for you.  

 

 I want to welcome members of my private fundraising Insiders program today and also 

my major gift coaching people.  Those are my special two groups, along with those who 

are part of my fundraising community with my newsletter and people who are just 

joining me and getting to know me for the first time.  We have a great community here 

and we try to save the world while having fun.   

 

 This is our agenda today.  We are going to have some fun with problems that we all 

face when we do not have a decent plan.  I am going to show you how you can use 
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your plan hopefully to transform your fundraising program.  Your plan is your chance to 

ask the tough questions and change the way fundraising is viewed in your organization.  

If you want to build a culture of philanthropy, if you want people to take more ownership 

about fundraising, if you want to get out of your rut, the fundraising planning process if 

properly done, is what can make it happen.   

 

 Some people don’t like planning but I say planning will save your butt.   Also today since 

this is a free webinar I am usually promoting something when I do a free webinar.  I am 

really excited to share with you my brand new Highly Profitable Fundraising Toolkit.  

There is the page you can find out about it on my website.  I will be talking about that 

later. 

 

 It is a format and a template and a four hour video course with me that will take you 

through this adventure to help you use the plan at its highest and most productive, so 

you can literally change your organizations perception of philanthropy, change its 

participation in fundraising and then when you have everybody all embracing 

fundraising in your organization, that is when you will achieve maximum raising results.  

I know you know that and I know that but your Board members may not know that.  

Your director of leadership may not know that.  So that is why planning gives you 

permission to have the conversations.  You can say I am very passionate about this but 

I hear from so many fundraisers all over the world who are so challenged with internal 

obstacles to being successful.   

 

 I want to have a little bit of fun with you.  Amy says she highly recommends working with 

me.  Thank you so much Amy.  And she says it does save her butt.   

 

 I want to ask you, what are your biggest obstacles to creating an organized smart 

fundraising plan of action?   I am going to go through about ten or fifteen of the typical 

obstacles that I saw when I was a staffer and when I was a Board member and that 

people write me from all over asking what can they do about this situation.   

 



 What are you biggest obstacles?  I really want to know.  Courtney says early support 

from the CEO and the Board directors.  That is probably the number one but I am going 

to go through mine and then I will go back to yours and we will have a little bit of fun. 

 

 Here is the thing.  A lot of people when they don’t have a good plan, everyone will not 

know what is suppose to happen next.  It is not seamless, right; people are falling all 

over each other.  What I have found is that fundraising tactics start to overlap.   For 

example you have a huge grant proposal or grant report due the same week your gala 

happens.  Or the same week that your Board is having a huge retreat.  By having a plan 

and calendaring it you will manage to have breathing room in-between all these 

impossible strategies that you are trying to execute.  I also see and I bet you will agree 

with me that when you don’t have a plan that is when your staff tends to take on too 

much.   They take on too much responsibility, they are over worked and burned out.  I 

would say to you with all seriousness and honesty that it is the fundraising plan that can 

keep you from being stuck in this overworked situation.   

 

 Another situation is that your leadership thinks that they know more about fundraising 

than you do.  Is that an issue you face?  Also one of the issues I see all the time is that 

everybody has a better fundraising idea than the professional staff.  Lots of times when I 

work with Board members on how fundraising really works they go oh, well my key take 

away was that I really should trust the professional staff.  The fundraising plan is a 

chance for you to get there with them.  

 

I would also suggest that in a fundraising planning process you get to say why are we 

doing it this way.  There must be a better or more organized way.  There must be a way 

that can make us happy and help us sleep at night while we change the world.  Also do 

you find that the monkey winds up being on your back?  Lots of times people say I don’t 

have time to plan, we are too busy, run, run, run.  I see fundraisers take on too much. 

 

I was counseling a young woman in Hawaii just this week during my major gift coaching 

and she was trying to tackle a work load that was literally impossible.   



 

 So when you have a plan you have the opportunity to go to your superiors and say 

okay I can do this, this or this.  You need to set my priorities.  Where shall I focus?  And 

don’t let them say we have to do all three because it is humanly impossible.  I think that 

if you have a fundraising planning process, it gives you the political cover to say things 

like that.  When you are in the middle of a direct mailer from the middle of a fundraising 

year you do not have the opportunity or the political opening to say things like that.   

 

Does anyone have Board members who do not want to participate in fundraising?  That 

is one of my sweet spots.  My Board retreats, a lot of my Board training is that Board 

members don’t want to participate because they don’t understand.  So if you have a 

good fundraising plan, that process is the time to educate Board members.  You have 

an opening.  The data says that we can do it this way rather than this way.  This can be 

your job and they can decide whether or not they want to do it.   

 

One of the biggest problems I see with leaders, CEO’s and Board members, is they 

think they get to have a voice in what the fundraising strategy should be.  They are 

making decisions about individual fundraising programs; God help us.  And they want to 

base fundraising strategic decisions on their personal opinions rather on data.  They 

want to say well I don’t like all these direct mails, so don’t do it.  I don’t read that stuff, 

why are we doing it that way?  I am sure we are all getting that right?  But in a planning 

process one of the cage rattling questions you can ask is how are we going to make our 

fundraising decisions?   Based on data or based on personal opinion?  You know that is 

a great question to ask but you can’t ask when you are in the thick of planning your gala 

or going after sponsorships or writing grant proposals or maybe designing the year-end 

campaign.   

 

Fundraisers write me and tell me that the feel like they are begging their leaders to help.  

They are begging them to gain clarity or to give the staff clarity.  What they really want is 

for the leaders to understand how fundraising really works.  That is what I hear over and 

over.  I think my next big course in training will be for Board members on how 



fundraising really works.  Especially since I have been a Board member and I speak as I 

have been on all sides of the equation. 

 

One of the things I find is that so many organizations, when their leadership is making 

these decisions, they don’t understand basic fundraising strategies.  They don’t 

understand how major gift fundraising works.  They don’t understand that fundraising 

events are the least efficient way to raise money.  If you can use the planning process 

as an opening for educating people, then you will have better decisions from your 

seniors.  Also I find that when you don’t have a plan, fundraising budget is set out of 

scarcity rather than abundance.  You do not have an opportunity to have a conversation 

about return on investments.  And you don’t have an opportunity to say “do you know 

that if we invested another one hundred thousand in fundraising, we could probably 

raise another three million dollars.”   

 

I can’t think of anything more important.  I have worked with so many Boards and CEO’s 

and my fellow consultants all share with me the same thing that these leaders making 

decisions do not understand that fundraising pays for itself.  It pays for itself.  It is not a 

black hole.  It pays back plus it adds more revenue.  If we could just get that concept 

into the brains of our leaders, we would be so much better off.   

 

This is one of my biggest beef’s of all.  I have seen it over and over with my coaching 

clients and my consulting clients.  That fundraising goals are set by pulling a number out 

of the air.  Out of the air.  They are not backed up by a plan of who is going to do what 

and when.   A plan that will reach the goal along with what strategies we will change or 

tweet so that we can reach the goal.  I hope you are not in this situation.   

 

Then we have the internal culture that does not support fundraising.  People don’t want 

to get involved.  There is the silo of let’s put the fundraisers over in the corner because 

fundraising is dirty work.  Again this is the opportunity to break through that Egyptian 

statue.   

 



With all of this going on, where is the beleaguered staff at night when you are laying 

awake.  Lying awake at night thinking oh my gosh.  This thing is due tomorrow and blah, 

blah, blah, we will never get it all done.    Has anyone ever been here?  I know I was 

when I was a staffer.  

 

What is really breaking the fundraisers heart is all the money left on the table.  All the 

money left on the table.  That breaks my heart too. 

 

I want to hear from you now about all of your obstacles.  

 

Susan says she does not have enough time.  There and too many phone calls and 

emails.  

 

 Janet says she does not know how to do the planning and what should be in it.   

 

Dana said support from her Board is what is holding her back.  Keith says he needs 

time.  Courtney says she needs support from the CEO.   

 

Jim says too many committees and each one wants a different plan.  Why are we doing 

it this way is the question you want to ask, Jim.   

 

Sheryl says she is challenged picking the appropriate strategies for all of their goals.  

Lack of clarity says Moral, and poor communication amongst staff.   

 

Brad says not enough time.  I can’t do it all.  Getting the Boards approval to budget and 

spend the money to raise money.    

 

How to rain in rogue fundraisers in another department.  They want to raise money for 

something they did not budget for.   

 



No support from the Board.  Evalina says she wants to shift her fundraising programs to 

focus on major gifts but her Board is fixated on corporate donors.  It feels isolated. 

 

Roxanne says she is too busy taking action and putting out fires and to step back and 

plan.  

 

Daryl says he is a Board member and he is happy to participate and pave the way for 

his society.  Good for you! 

 

Kim says she is working on a plan right now.  Samantha says time and prioritizing what 

is important.   

 

Kerry says what do you say when someone says “another fundraiser”?  Ooh, ooh, you 

send them my blog post called Why you should ditch your next event.  How about that?   

 

Leadership has big ideas but zero follows through.  Leadership only gives lip service to 

investing in fundraising.  Not enough human resources.  Board and staff are focused on 

events.  Too many meetings, lack of urgency and lack of Board effort.   

Absence of goals from CEO.  No culture of philanthropy.  Not enough volunteers.  I 

need to stop because this is making me sad.   

 

Look this is why you are on this webinar so we don’t have to be sad and we have a path 

out of this conundrum.  Is that a good word for the situation?   

 

I want to tell you right now that you are not alone.  Board members who are joining us, 

CEO’s who are joining us, this is the state of nature across many nonprofits.  That these 

things happen all the time and money is left on the table.   

 

Let’s go forward with the rest of our webinar and talk about how we create a fundraising 

plan.  I just showed you in this first section of the webinar how it can save your butt.  



How it can help you sleep at night and how it can help you maximize the money that is 

out on the table for your nonprofit.   

 

How do we get from these little sets of issues?  These are organizational issues, not 

fundraising issues.  How do we go from there to a plan that gives us our where, when, 

why, who.   All of these lovely details that keep everybody on the same page. 

 

I want to ask you now, what is the biggest benefit that you would achieve if you had a 

good plan?  What would be your biggest benefit?   Is it money on the table?  Is it 

sleeping at night?  Is it sanity?  Is it a sense of getting off the treadmill?  What would be 

your biggest benefit? 

 

Breathing says Kate.  Peace of mind says Ashley.  Ability to set priorities.  Sleep at 

night and sanity says Jessica.  More money and less stress says Julia.  Money on the 

table and getting off the treadmill.  

 

More money and more donor compliments, isn’t that interesting.  Goals would be based 

on data and realistic.  The best benefit would be that they meet the budget says Janet.  

A lot more money and reducing staff anxiety.  Take the organization to the next level.  

Donor retention, hurray.  

 

Clarity of roles and having my CEO stop doubting me.  Sanity and no last minute 

projects.  Laura says strategy and Cathy says one direction, more money and a road 

map.  Yes, yes.  Better balance with family and loved ones without the stress carrying 

over.    

 

Listen, that breaks my heart because I have seen so many nonprofit fundraisers who 

work so hard 24/7 at the risk of their health and their family.  They risk everything for 

their nonprofit.  I hope you are taking your vacation this year because you’re nonprofit 

will go on without you.  Right? 

 



Marne says less overwhelming.  Accountability and sleep at night.  Yes everyone.  

That’s right.  More structure to my day and more money for this.  Confidence and more 

help from the staff.  Ability to designate and hire more staff.  This is wonderful.   

 

Look, whenever I am a consultant going into a project the staff always knows the 

answers to what needs to happen.  Board members and CEO’s if you are listening, the 

staff knows the answers.  You can hire an expert like me to come in and the first thing I 

will do is ask the staff what is really going on.  They know, they know.   

 

So let me give you my roadmap to create a plan.  Today I am going to share with you 

an outline of how I recommend you approach the planning process.  I deeply encourage 

you to go ahead and take a look at my brand new toolkit and video course with 100 

pages of handouts that will give you the format to ask the tough questions.  It will help 

you create a team for planning and get a plan on the table.   

 

I want to tell you too that one of the reasons I like to talk about planning this time of year 

is that most non-profits have a fiscal year end on June 30th.  And most non-profits have 

a slightly slower schedule in the summer.   I started out in University fundraising and 

that was not true there but many performing arts organizations, schools and colleges.  I 

am not sure about hospitals; I think it may slow down internally a little in term of donor 

events and fundraising. The fundraising year does have a cycle. If you can, this is the 

best time.  Only a few organizations are really busy in the summer and this is not a 

good time for planning but I want to say to you and this is with tough love.  That if you 

don’t plan when things are slow, you won’t plan at all.  This is your window I hope during 

the summer.  It is just the end of May right now and you have three months.   

 

When I was in Duke University we would spend six weeks not going out on the road and 

creating a detailed operational plan.  I knew who my main prospects were going to be 

for the year and how much money I thought I could raise.  It was a lot of thinking that 

went into this, so I want to give you some tough love again and say the amount of time 

and effort you put into the planning process will equal the benefits that the plan will bring 



you.  We just made a long list of wonderful benefits that a plan will bring you but if you 

can possibly step back and mark off your calendar for events and everything.  Please 

take your vacation first and then plan. 

 

I want to talk a little bit about political cover and permission to ask the cage rattling 

questions.  The reason I talk about political cover is that in many organizations families, 

businesses, non-profits, governments, and such. People will tend to defer to the most 

powerful person in the room, the most senior person in the room and that is just politics.  

That is just the way the world works.  The most powerful person in the room has more 

sway over decision making.  One of our challenges in fundraising is how do we 

convince our decision makers about the reality of the situation when they have more 

sway than we do.  This is just the way things work.  My new program, Fundraising 

Planning Toolkit has an introductory session on the cage rattling questions.  They are 

discussion questions for your Board, your CEO or your senior team to look at and 

thoughtfully consider.   

 

What I have found is that if you can get permission to have the discussion, then you 

have a disdain discussion.  But you have to say, may we discuss this?  And get them to 

say yes.  Then you bring the discussion items on the table.  Rather than struggling over 

multiple deadlines, multiple last minute projects.  Back up and create an administrative 

structure for dealing with these issues so that you are not down in the weeds for the rest 

of the year, or in the swamp for the rest of the year. 

 

This means fundraisers, put on your managerial hat and we all can practice our 

managerial skills right.   

 

I have a new graphic designer and she is just so wonderful.  I don’t know if you have 

noticed the images on my blog.  She is a brilliant millennial and her name is Kate Sikes.  

If anyone needs a designer she is wonderful.  Isn’t this the greatest picture in the world?   

 



I am not going to go into a lot of detail right now with the ten cage rattling questions but I 

am going to get them to you so you don’t have to buy my toolkit.   You can take these 

slides and you can structure a discussion session with your leadership.  If I may 

suggest, if you want to use these questions, you might invite your leadership to say 

what global strategic questions might you like to ask about our fundraising and how it 

works today?  If you invite their input and you have your own input, that is even stronger 

political power, political permission to be having these discussions.  Your fundraising 

planning process can address all of these.  Can we be honest about what is working 

and what is not working?  Can we be honest?  Also how should we make decisions 

about fundraising in our organization?  Can we make decisions based on data and 

personal opinion?  Can we do this or not?  Should we be making decisions based on 

personal opinion?   

 

This is a huge issue and I have had some fun blog post with that.  What about sacred 

cow fundraising programs.   This is a metaphor in the west for a program that is 

unproductive but it is protected by a powerful person.  I was consulting with a huge 

hospital in the Northeast, a very big time hospital.  Bassdonor.base. They had an event 

that was costing them so much money and it was not productive but the CEO of the 

hospital loved this event and he was not about to get rid of it.  He was protecting that 

event and it was not producing good results.  We have Board members who protect 

strategies and we all know it.  Does anybody have a sacred cow or a Board member 

protected fundraising strategy that you would like to get rid of because it is not 

productive?  I would love to know if anybody has an unproductive fundraising strategy 

that is being protected by somebody. 

 

Yes, yes, yes people are saying.  Yes, we just got rid of one of our biggest events says 

Jessica. Hooray, for you Jessica.  I wish you would go to my Fired Up Fundraising page 

and share with everybody what it is that you did.   

 

Concerts, absolutely, yes.  See this is part of the state of nature of fundraisers is that we 

deal with programs that are forced upon us that are not real good.  Segments of their 



auction they got rid of because it was not productive.  Secret suppers.  We finally pulled 

the plug on an unproductive golf tournament.  Golf tournaments are my least favorite 

fundraising strategies.  

 

We struggle to let go of things that have been done for a long time.  Memberships, yes.  

Use the planning process and say what the profitability of each of these fundraising 

strategies?  If you use staff time in each of these strategies, it make cost more than you 

are making.  Hooray everybody.  We got rid of the silent auction last year and no one 

missed it and we probably raised more money says Barbara.  Way to go Barbara!  

 

My fourth cage rattling question is are we willing to set dollar goals that are backed up 

by our plans?   Wouldn’t it be wonderful if your Board or your CEO did not accept a 

fundraising dollar goal that did not have a plan attached to it.  And just how do we set 

goals in general?  You are asking these questions hoping that you can create an 

opening for people to be honest about this. 

 

Let’s talk about investing in fundraising.  What would happen if we invested more in 

fundraising?  Wouldn’t it be great to be able to ask that question calmly?    

 

Could we ever encourage risk taking with a fundraising venture fund?  One of the 

thoughts about a fundraising venture fund is that right now if you have money in an 

endowment or a reserve, it is only earning three or four percent, maybe five.  But if you 

took a part of that money and invested it in fundraising, you would get a four hundred 

percent return, literally, literally.  I can show you the data that backs that up.  If you can 

get your higher ups to think strategically about money like that, maybe something 

wonderful can happen. 

 

Let’s talk about the culture of philanthropy.  Cage rattling questions about can this entire 

organization embrace fundraising or not?  Here are some case studies from 

organizations that embraced fundraising and their fundraising totals went out the roof.  

The first step to a culture of philanthropy is embracing your donors, your lovely, dear, 



sweet donors who love you so much.  If your organization embraces donors, than 

fundraising is right after that.   

 

Then let’s talk about goal setting.  What happens if an organization sets an aggressive 

breathtaking fundraising goal?  Then they have a discussion about what will it take from 

everyone.  These are very powerful facilitation technique questions that are designed to 

rev up commitment, passion, energy and execution.   I will go through these cage 

rattling questions in detail with my fundraising plan toolkit and tell you about them in just 

a second. 

 

I am going to take one question here because it is relevant.  Alexa wants to know what 

is the best practice method to set monetary goals and annual increases especially for a 

non-profit willing to invest in major gift fundraising?   If you are willing to invest in major 

gift fundraising, I set major gift fundraising goals based on the numbers.  I take a look at 

my rated qualified prospect lists and know who I think I can solicit this year.  I know 

exactly who they are in usable numbers and I add up those numbers.  I set a goal 

based on one third of the total amount of major gift prospects that I think that I can really 

pull off this year. So you set a conservative major gift goal but you have numbers and 

people backed up with it.  Great question, Alexa! 

 

Let me talk about, as I promised in this webinar, what is the must do first step for a killer 

fundraising plan.  What is the must do?  You know what it is?  It is accessing where you 

are.  It is stepping back and looking at the data.  Looking at your results and having the 

swat analysis of strengths, weaknesses, opportunities and threats.  If you can create a 

fundraising planning process, there are three stages.  One is pull together a team and 

what are the cage rattling questions we are going to tackle.  The second part it an 

assessment.  And the third part is the plan itself.  

 

Lots of times I have offered this program before and people wanted the plan itself with 

templates and worksheets but they did not want to do the assessment.  The problem 

with skipping over the assessment is this is your permission to take stock.  It is your 



permission to ask should we be doing this program or not.  I am going to run through 

the areas that I think you should assess.  This is also in my new toolkit program that I 

will tell you about in just a second.   

 

These are the ten factors and I will throw a few more at you.  But these are the basics of 

any non-profit fundraising program.  Even if you are small or if you are a start up or a 

grassroots.  You want to have a tiny bit of all of these aspects into a plan.  So if there is 

a small plan and there is a big plan, the small organizations need to work from this 

format too. You have got to pull together your data.  How can you plan if you don’t have 

the numbers to look at how we did last year?  If we did this well with this many staff and 

if we added staff in these areas, how well could be do?  Then this is a sample 

fundraising results chart that I will give you in my toolkit program along with a lot of other 

worksheets like this.  I have found that organizations when they plan they have a hard 

time getting the data that they need in order to plan.  It may take you two, three or four 

weeks to pull the data so start there now.   

 

The third thing you evaluate when you are assessing you evaluate your internal support 

for philanthropy.  I have a checklist for you and we are asking these questions.  Does 

the entire staff support fundraising?  Does everybody act as ambassadors?  Does 

everybody know what to say?  This is asking the questions that will maybe make your 

leadership wonder if they need to initiate some changes.    

 

Mailings and annul fund?  There is more and more data about email overload and email 

delivery.  Bad email delivery,  In fact on Giving Tuesday when organizations were 

emailing like crazy, I was reading from the Agitator blog, theagitator.net, I highly 

recommend it.  That thirty four percent of all non-profit email went into spam because 

people were not opening and checking their spam.  So direct mail is more powerful than 

ever.  This is a chance for you to evaluate have we eliminated a lot of our direct mail 

because we are trying to save money, because it may not be working.   

 

I have a whole checklist and discussion questions in my toolkit under all of these topics.   



 

Grants and sponsorships.  Are we doing the best we can do if we had another grant 

writer?  How much more money could we raise if we spent twenty-five thousand more 

on some outside help?  Are we treating our foundation and corporate supporters like 

major gift donors?  Are we taking care of them and treating them with love and working 

on their donor loyalty?    

 

Jimmy says what if you’re a brand new organization and you don’t have a bunch of data 

to look at.  Jimmy you know what I would do, I would set some data benchmark on what 

we want to measure going forward.  Data just doesn’t mean history.  Data means 

maybe let’s create a dashboard, let’s figure out what do we want to measure.  If you are 

a brand new organization, how are you going to generate supporters?  Through 

mailings, through social media, through events?  You will need to set some targets and 

allocate responsibilities.  I think that sounds very exciting and this is a terrific question. 

Thank you for asking it. 

 

Speaking of events, it is a good chance to step back and look at your events.  Are they 

making the money that everybody thinks they are making and how can you do them 

better?  How can we make sure our sponsorships for the last gala sign up for this year’s 

gala right now?  What can we do better?  There is nothing more powerful than having 

the debrief and setting up the new plan.  Can we raise more money if we had fewer 

events?  That is my favorite one.  

 

My checklist on fundraising events has an underlying message of practicality and 

reasonableness that I like to get through to people.  Because it is hard for staff to say 

gosh I am so sick of doing this event, and we are not making any money.  But if you 

have an outside template and go through these discussion questions and are doing the 

analysis, it can be like, oh well, maybe we need to think about this differently.  

 

What about your case for support, your messaging and your newsletter?  How is that 

working?  What is the open rate on your monthly newsletter or email newsletter?  



Should you be changing that up?  Are we nailing our donor center?  There are a lot of 

things to evaluate in your current program.  Along with your online presence and 

revenue potential.  How is our donation page doing?  Let’s do this checklist on our web 

page, on our pitches and email solicitations, on our donation page, on our thank you 

page after the donation.  These are all key elements and they are not complicated. Let’s 

do this checklist that will help you double and triple your online fundraising revenue. 

 

Major gifts, are we investing enough in major gifts?  How can we spend more time on 

major gifts?  This is the founder of the Laguna Beach California Friendship Shelter and 

the homeless shelter on the right.  There is a Board member on the left and they are 

wonderful, wonderful people.  Major donors.   

 

It is very important when doing an assessment to assess the structure of the back office 

and the staffing.  I know we are no longer a paper based society but I just love this 

visual because this often is what your back office looks like.  We need to have a 

checklist and go through and ask the tough questions about these areas because Roger 

Craver from The Agitator says that the back office is responsible for twenty five percent 

of fundraising profit.  So let’s make sure our back office is working correctly.  

 

Last but not least Board and leadership support for philanthropy.  Let’s check off the 

different ways that our Board and our leadership support our fundraising program.  Here 

is a checklist and let’s discuss this. 

 

Is this to incendiary for anybody or does it give you political cover?  What is the back 

office?  That is the staffers who process gifts and issue thank you notes and keep a 

database clean.  They may also answer the telephones.   If you are a small 

organization, everybody is doing everything so everybody is then part of the back office 

team.  Thanks Angie for that question. 

 

Alexis says this is spot on.  Gail you don’t mention planned giving.  How would you best 

integrate that into a plan?  I think planned giving varies so extensively for every 



organization but planned giving should be assessed in terms of how well we are doing 

and what potential do we have in the major gift arena.  That you very much for that 

question, David. 

 

If you go through an assessment, then you get this beautiful thing called shared 

responsibility for fund development, shared responsibility. Because it takes a full 

organization’s commitment to raise the big money.   We can’t do it if the fundraisers are 

isolated in a silo, you just can’t do it.   

 

Now I do want to take a few minutes with these four slides and tell you about my brand 

new toolkit.  I have wanted to create some on demand video based courses.  Some of 

my very best training is set up in a learning platform that people can access and I finally 

got my first one that I am so pleased to offer to you.  I am calling it the Highly Profitable 

Fundraising Toolkit.  It is an entire template with all the tools you need to develop a plan 

that deals with all of these tough questions that we have been asking in a plan that can 

help you get set up to bring in the most money possible.  I don’t know any organization 

that does not want that.  So if you are your team are feeling unorganized, we are all 

feeling over worked and overwhelmed or projects are overlapping, or the goals are 

unrealistic, or you are stuck in a silo.  This toolkit can help you get out of this situation.  

And if you want to get your team and entire organization on the same page, if you do 

want to set realistic goals, if you want to educate everybody about fundraising and what 

their roles are and how they can help.  I think this may be the most important thing of all. 

To create a stage for a calm rational discussion about fundraising this toolkit is your 

templates for making that happen. 

 

Just so you know you can find out all about it on a special page that has a cute little 

animation about a fundraiser who is challenged like many of us are in this webinar.  But 

there are four hours of video instruction just like I am doing now and 100 plus pages of 

worksheets, templates and discussion guides.  I am having two live group conference 

calls so I will take all your questions and you can bring your team to the conference call.  

You can send your questions ahead of time.  I am giving you email access to me during 



this period.  Also I am throwing in five of my favorite prerecorded webinars that are done 

on specific fundraising topics like How to get the most money out of your fundraising 

events. How to set up a maximum profit yearend campaign.  How to get your Board 

members fired up for fundraising. This is some of my signature training that is all in this 

package.  

 

This is the early bird price so if you are part of the Insiders you will get this for free.  If 

you want to get the toolkit and you are not an Insider member, you might want to 

consider doing that and enjoying my inner circle.   

 

Does anyone have any questions about the toolkit?   

 

Michelle says more about data and do Insiders get the same information?  Insiders get 

the top trainers in the world that I bring in to provide guest webinars.  There is a monthly 

coaching call with me.  We have a very active private Facebook page for people that 

post samples of appeal letters and getting other people to critique.  It is a fabulous 

community.  

 

Lisa wants to know if the videos in the kit are specifically tailored to the Board.  If you 

have ever gone on an online learning platform there, is are little modules here and there 

and this has modules too.  Some of the videos are for Board members directly, yes.   

Board members are one of my specialties and I have been told that I have a way with 

being with Board members that is not threating and that is encouraging and makes it a 

little bit lighter and not so afraid. 

 

I am recording all of this stuff next week so if you have something specific you want me 

to put in this thing, send it to me. 

 

The toolkit is not yet available.  It will be available to everybody in the whole world on 

June 15th.  The early bird special is between now and then.  On June 15th I am making 

the entire course available so that if you need to plan immediately, you can get 



everything.  We are going to have an opening conference call that day to explain the 

program and take questions.   

 

Kate wants to know if I am doing any educational Boards around the AFP, Three 

Pronged Mission Measurement Information.  This is not a strategic plan template, this is 

a fundraising template so I am careful not to go too far into the mission of the 

organization.  Otherwise it would be a vast thing so I am not going too far into that.  

Kate maybe I need to add it in. 

 

Let me go on.  Let’s talk about a fundraising plan.  This is the format that my toolkit 

follows.  You will access everything like the slide I showed you; everything that we are 

accessing.  You ask the tough questions.  You use that assessment as a chance to 

educate everybody on the good fundraising practices.  You review the data and all the 

things that I have mentioned to you.  I think the fundamental underlying question of the 

whole planning process is if we did this, we could raise this amount of money.   

 

Here is my six step formula to your fundraising plan.  It is extremely straight forward.  I 

had a ten step formula that I cut to six steps.  We don’t need to go overboard.  

 

The first step is clearly assessing your challenges and your opportunities.  And your 

data as I have already explained.   

 

The second step is to set some goals. 

 

The third step is to design fundraising strategies that will meet your goals.  Here is the 

question I always get about goal setting.  Fundraising goals and fundraising plans.  

Often you will set some goals, look at your fundraising planning, then you adjust your 

goals.  Or you will look at your plans, set your goals and adjust your plan.  They go back 

and forth a little bit.  One doesn’t happen first because they have to be set in 

conjunction with each other.  Typically your organization will say okay, we want to 

undertake a transformational challenging fundraising goal of one million dollars this year 



for example.  And you are raising one half million so say you want to double it.  You 

might go into a planning phase of how could we double our fundraising.  What 

strategies will we need to do?  What resources, money, people, Board member help, 

etc.  What would it take?  Then when you figure out what is realistic you will adjust your 

goal.  Every organization has that symbiotic relationship. 

 

Third, watch your fundraising strategies.  Like we are pretty sure we think we can 

double or increase our gala revenue by 25%.  We are going to set a 25% increase so 

what are the strategies, the specific strategies that are going to help you increase your 

gala’s revenue.  A new sponsorship program perhaps, a VIP reception a head of time, a 

new attention to VIP’s, a new attention to a host committee.  I have a whole checklist of 

strategies that can help you double your gala fundraising.  They are very doable but you 

have to decide on those strategies ahead of time so you can plan them out or else you 

will never be able to reach your goal. 

 

The fourth step in a fundraising plan is getting the buy in and discussing it.  It breaks my 

heart when the fundraising staff creates a fundraising plan and present it to the Board.  

Tada, we are so smart, we worked so hard, here is our fundraising plan, here is our 

goal, blah, blah, blah.  And somehow when you do that it creates a passive Board.  

They are thinking I am so glad we hired that smart staff.  They are so smart and 

hardworking, they can do it all.  So instead of presenting your plan to your seniors in 

leadership I would strongly rather see you create a working group of Board members, if 

that is appropriate.  It may not be appropriate.  Or senior leadership team as a working 

group who will think about the deeper questions and underlying fundraising strategy and 

engage in helping set those strategies and help to set the goals.  Because the only way, 

and I say this with all honesty to you, the only way you will ever get buy in is to allow the 

other people you want to buy in to discuss it.  That old fashion managerial technique.   

 

The sixth step is you calendar it out and you implement it with a solicitation calendar.  

When are the asks going out?  When are the grant proposals going out?  What kind of 

revenue are we expecting from our major gift program over time?  It is one thing to have 



a plan.  It is another thing to have a calendar?  And it is another thing to take it down to 

the ultimate planning piece which is the solicitation calendar.  The toolkit gives you 

templates for all of this stuff that will help you lay it out. 

 

I want to give you a word of warning.  Don’t over commit when you make your plan.  I 

have a terrible problem with that.  I like to say oh wow this will be so much fun, let’s do it 

this way and let’s do this and this.  It will kill you.  So use your plan as a discipline tool to 

keep you from over committing.  And it is a chance for you to say to your team or 

superiors and say okay where are we going to focus.  Because I think that you should 

choose three large initiatives for every year and three small initiatives and that is it.  If 

you are going to do any big changes in your fundraising program, keep them very clear 

about what they are. 

 

Again use my template worksheets or create your own worksheets.  You don’t have to 

have my template to create dollar goals based on the numbers.  Create dollar goals 

based on the numbers because then you will have a plan that lays it out.  

 

Let me explain what I mean by fundraising by the numbers.  Say you have a grant 

program.  Say you have a major event with tons and tons of corporate sponsorship 

money coming in.  Say you have a leadership annual fund or gift club program.  Say 

you are going to initiate a mid-level donor initiative for people giving $1,000.00 to 

$10,000.00 who are not especially treated as major gift people.  Perhaps you are going 

to implement a monthly donor program which could be money in the bank for your 

organization forever.  Maybe you are going to implement a new focus on donor loyalty 

so that you can boost your donor retention.   Maybe you are going to ramp up your 

major gifts effort and you have a prospect list and you have new resources in major gifts 

and you have time available to make those visits.  I have just mentioned several of the 

different kinds of fundraising plans and programs that we see in many non-profits.  

Every one of those has dollar goals based on a specific set of initiatives or tactics.  Let’s 

say you have your strategy and you have your tactics.  So your year-end campaign for 

example that will be planned in August or September we will do three mail drops.  We 



are going to do a series of ten emails.  We are going to add a separate initiative in 

December.  And you’re allocating out the people to do this work, the budget required to 

do this work and the expected dollars raised from these tactics.  That is the beauty of 

planning because you know what you are going to do ahead of time.  And that is what I 

mean by dollar goals based on the numbers.  Otherwise you are just shooting from the 

hip.  It is like a dart game.  Can we hit the target or like the fundraising goal of the month 

club.   

 

Kate has some questions.  Go ahead and give me your questions.  Kate is seeking help 

in presenting this to the Board and you are never an expert in your own backyard.  Kate, 

let me know what you need to present to your Board and I will certainly help.   

 

Lane says that in light of this slide would you say for planning annual giving using a gift 

chart is the best way to go?  I love this question.  How do you plan out your goals for 

annual giving?  I plan my goals for annual giving based on how many mailing 

campaigns am I going to do this year.  Am I going to do four mail drops separately, 

spring, summer, fall, winter?  Or am I going to do a fall campaign and a spring 

campaign.  Is monthly giving included in your annul fund?  What are the programs for 

that?  What are we doing with our leadership annul fund group?  So there are important 

initiatives inside an annual giving program.  That is the bread and butter for many non-

profits and annual giving ducktails into email.  So you have to make sure that your 

communications work as well.  Gift chart range is one way to go but I would do it tactic 

by tactic quite frankly.  I am comfortable with that. 

 

Michelle wants to know how about the data and what things we should measure and 

analyze to set out goals.  Let’s take fundraising events for example.  I just went to a gala 

that sold out with 1,000 people and not only was it sold out with 1,000 people but it even 

had a billionaire from the billionaire pledge there.  That was the crowning glory in my 

fundraising book.  So if I were going to set some goals since the organization can’t pull 

off a gala like that every year.  Let’s say you have a gala and you want to set a goal on 

attendance.  Maybe you want to set a goal on sponsorships.  Maybe set a goal on 



sponsorship levels for individuals which I have had a lot of success with.  There are 

different goals to be set around the auction.  I don’t know your fundraising detail 

strategies that you are creating right now.  So I would first look at what I am doing with a 

gala such as what is working and what is not working.  What are we measuring or what 

might we want to measure.  I don’t want you to go overboard on data.  A lot of people 

find it much more comforting to run the data and do the analysis and not do any 

fundraising and we can’t let that happen either can we.   

 

Michelle please post your question on the Fired-Up Fundraising Facebook page and I 

will respond in more detail. 

 

Joanna wants to know if I have any suggestions on how to organize the planning project 

app.  I highly recommend my template, of course.  I think that ultimately it comes down 

to the calendar.  You will probably have different formats.  You will probably have a 

timeline calendar and you will probably have it written out step by step with 

responsibilities.  Trello may work if everybody is comfortable using Trello.  I think that is 

a great question.  

 

Nancy says that she has a hard time figuring out, was it the email, was it the direct mail, 

was it the newsletter, was it the thank you phone call.  One of these things made the 

gifts go up.  Did they have fun at an event?  Nancy you are so right.  We know for a fact 

that people will get an email and fill out their paper gift card they got in the mail or they 

will get a paper appeal but go online to fill it out.  There are a lot of fundraising 

strategies that all impact each other.  And you have to be realistic that there is going to 

be benefit that spills over to everything.  That is a great question. 

 

I would like for you to please share with me your key take away from this webinar.  

What was your key take away about fundraising planning and if you have any other 

questions go to the Facebook page and I will post the answers.  I hope you will 

definitely checkout the toolkit and look at my animation video.  Here is the URL, it is 

gailperry.com/webinars/fundraising-toolkit.   



 

So what was your key take away today?  Ann says thank you.  Treat your corporate 

donors like major donors.  Kim wants to know how much an event should raise to be 

successful.  It depends on how much money you put into the event Kim. 

 

Ester says if you get more people involved with the buy in it will help your plan.  

 

Ginny liked the cage rattling questions.  Jennifer said use your data to create your plan.  

Lane says she loves my six step formula. 

 

Melissa liked learning how to engage others to get their support.  Stephanie said taking 

time to make the fundraising plan is key.  Julie’s key take away was to get trustees 

involved in the planning process. 

 

Evalina says how important it is to have a cheerleader like me in her circle of friends.  I 

am happy to support you my friend. 

 

Dawn said that a plan will keep her sane.  Sheryl likes the part about how to discuss it 

or you will not get any buy-ins.   

 

Tara asks can her entire organization embrace fundraising as a mission goal.  Karen 

liked political cover.   JP says reminder that setting up the basics is always important.   

 

The price of the toolkit after June 15th will be $597.00.  By the way if you want some 

private coaching calls with me to help you plan with your Board, I am thinking about 

adding another level of coaching calls with me privately.  Write me an email about that 

because I think maybe two hours of private time with me on top of the toolkit could really 

launch a plan very successfully. 

 

Mindy says the importance of data.  Lisa appreciates my good positive energy.  Back 

office is responsible for 25%.   



 

Thank you so much.  It is my pleasure really to work with you.  It is my pleasure to 

support you.  It is my pleasure to offer you my best, best, best thinking and planning of 

my toolkit and all the stuff I offer you in my blog.  We are all in it together and if you are 

an organization that is facing public money cut, it is more essential than ever to do this 

kind of thoughtful planning.   I know some organizations that are in a crisis or close to 

crisis because of public money that slashed program allocations and if that is true there 

is going to be a moment where everybody on your leadership team has got to look at 

each other and say what are we going to do now.  Is it time to get really serious about 

fundraising?  I would love to be your coach if you are ready to get serious about 

fundraising.   So go to my page and watch the cute little video and click by mail and let 

me know what your questions are.  I will be recording it next week.   Tell me know what 

you want in this toolkit. 

 

Have a fabulous, fabulous weekend.  You all are just awesome.  Thank you so much.  

All my best.  

 

Bye, bye. 

 

 


