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A fundraising plan organizes your efforts to bring in sufficient financial and other support to sustain your organization. It must fit your capabilities and needs.  Your plan will need to be closely tied to your organization’s budget, and it will need to pass a “reality test”.
Fundraising Planning Process
A fundraising plan, like a budget, is best developed by:
· Considering your goals for the coming year and creating a budget for them;
· Gathering data on your fundraising performance in previous years;
· Considering any changes in the funding environment, such as economic conditions; 
· Factoring in the financial resources and the time that you,the board, staff and volunteers are willing to spend; and…
· Projecting cautiously what your think you can reasonably expect to bring in during the coming year.
Strive for broad participation in your fundraising planning process. It’s a lot easier to get board and staff to ask for money to meet the goals if they have set those goals themselves!
Be sure to overlay your plan on your annual calendar of activities so that a new fundraising effort does not conflict with other commitments such as an annual meeting, program events, board meetings, etc.
Contents of a Fundraising Plan
Typical sections
· Current year revenue budget, with comparison to the last two-three years’ actual receipts, with fundraising projections. Include anticipated costs of fundraising activities
· Long-range financial strategic priorities, if you have developed them
· Critical factors that can make or break this plan
· Narrative descriptions of revenue sources
· Timeline for all major fundraising activities – and who is in responsible
Other options
· Key themes or highlighted projects
· In-kind donations
· Revenue projections by month and by quarter
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