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Our Time Together Today 

Backbone Funding 
 
• Collective impact 
• Isolated impact to collective impact 
• The value proposition 
• The funding continuum 
• Engaging funders 
• Amplify Impact 
• Key success factors 
 
 
Raising Funds 
 
• Vision, Money and Ideas 
• Creating the Pre-Conditions for Success 
• The Campaign Plan 
• The Case for Support 
• Donor Cultivation and Friendraising 
• Campaign Prospects and Campaign Leadership 
• Solicitation and Leadership Engagement 
• Stewardship and the Gift of Friendship 
 
 
 

 
 



From Fundraising to Freindraising 

“A stranger asking a stranger for money 
most often leads to small gifts and most 
often one time. A new acquaintance asking 
for a gift leads to a few more gifts of slightly 
larger size but likely one time and strains the 
relationship.  A good friend asks for help and 
almost always receives it – both parties feel 
very positive.” 

- Wayne Hussey 

 





 
Why is it important that I am at this 

workshop today? 
 

Think – Pair - Share 

 
Questions: 
 
•What is my story? 
 
•Why do I want to be successful at raising funds? 
 
•What questions do I bring? 
 



Thinking like a funder first…. 











 
Identify potential funders in your 

community. How might we bring them 
into a collective impact approach? 

 
Think – Pair - Share 

 
Questions: 
 
•What is my story? 
 
•Why do I want to be successful at raising funds? 
 
•What questions do I want to explore? 
 



 
A seasoned Fundraiser tackles raising 

funds for Collective Impact 

 
Questions: 
 
•What happened? 
 
•Why do you think they were successful? 
 
•What questions are arising for you? 
 



 

Find our passion and articulate it – this is what we invest in. 

  

Get our house in order. Get ready to receive money. People do 
not invest in confusion or incompetence.    

 

Build relationships and then build the relationship – people 
give to people they trust. Our networks are powerful. 

 

Communicate the opportunity to invest as an invitation to get 
involved. Engage your funder in the work as it unfolds, so 
they will be better able to recognize your successes while 
understanding the challenges you face.  

 

Use your growing credibility and capacity to build 
momentum. 

  
 

Backbone work is highly 
fundable. We need to build 

on our strength. 



Establishing the Value Proposition 
 

In addition to identifying concrete messages that will 
resonate in your community to help build the case for the 
backbone, it’s equally important to work with cross sector 
partners to begin to highlight the roles of the backbone. 
Cross-sector partners need to help pinpoint the specific 
ways a backbone could contribute to the success of their 
organization and their sector. The needs of funders and 
service providers in particular – including practitioners in 
education systems, social services, and non-profits – are 
critically important. Engaging these stakeholders early in 
the process specifically around the backbone role will help 
to both empower the staff and build support for 
investment.  

Jeff Edmonds - Strive 



 
Four Options for Funding a Backbone 

 
•Align with a funding partners strategic direction 
 
•Segment your strategy and have funding 
partners invest in the backbone work which 
interest them the most. 
 
•Engage with funders around specific outcomes 
engaging them to support a specific activity 
 
•Create a fundraising campaign that will attract 
commitment as momentum grows. 
 



Fundraising Basics still apply 

Free workbook and web page just Google  the words tamarack friendraising  
or go to www.tamarackcommunity.ca/g3s25.html   

http://www.tamarackcommunity.ca/g3s25.html


A track record of excellence – The backbone collective, together we 
are competent and worthy of investment 

 

A transformational vision - A message that is known by the backbone 
team 

 

A campaign plan – An articulate and agreed path forward 

A compelling case for support - Clear needs that are presented with 
justifiable costs, due diligence and a clear plan on where and how to 
attract the necessary funds 

 

Leadership – Backbone leaders who are engaged 

 

Prospects – Who cares about what you do?  

Cultivation - “The engagement process”; and,  

Solicitation – Knowing when and how to ask 

Stewardship - Keeping our friends through ongoing recognition and 
personal interaction 

Pre–Conditions for Success 



How might we fundraise? 

• Direct mail 

 

• Special Events  

 

• Annual giving 

 

• Major Campaign Gifts 

 

• Planned Gifts (wills etc.) 

  

  

 Inverted  

 Pyramid 

Many small donors 

A few 
committed 
donors 



The Art of Donor Cultivation  
and Friendraising  

Why people give: 
 

– The prospect cultivation cycle 

– Identifying the best prospects 

– Prospect identification and 
research 

– Prospect rating 

– Cultivating major gifts 

– Starting the process 

“We all know how to make friends…”  

http://www.hreoc.gov.au/shot/stu8.htm


The Prospect Cultivation Cycle 

Identification 

• Who is a prospect? 

Information 

• What do we tell them? 
• How do we deliver  
  the message? 

Engagement 

• It must be built! 
•Never ask on  
first visit 

Engaged 

• From outsider to insider 

Stewardship 

• Keeping the  
friendship current 



The Best Prospects for Backbone 
Funding 

Backbone team 
• Connections 
• Employers 

Current funders 
• Foundations 
• United ways 
• Government 

Leadership gifts 
• Owner’s of business 
• Local foundations 
• Lead companies 

Volunteers  

Demographic  
& Psychographic 

Universe of  
Prospects 



Max. 
Gift 

Liquidity 
Relationship 

Will 
 

Why People Give to You  



The Science… but only 101 

Plan 

      Case for Support 

                   Prospecting (Donors and leaders) 

              Build Relationship 

                                           Asking 

                                                    Stewardship  

  

$ 

The Science  
of Fundraising 



• Getting our ducks in a row 

• Our overall strategy for raising friends documented 

• Pre-conditions for success documented 

• Develop timelines 

• Develop a budget 

The Campaign Plan 



• The four key questions your case must answer 
 

• Establishing your track record of performance 
 

• Articulating your urgent and compelling need 
 

• Expressing the benefits for your donor 
 

• How to package and use the case for support  
 

• Building a case package 

The Case for Support  



To raise $ 1.6 million 

    Gift Total       Running Total 

 

One lead gift of $500,000  $500,000 $500,000 

Two lead gifts of $250,000     $500,000 $1,000,000 

Four gifts of $100,000      $400,000 $1,400,000 

Five gifts of $40,000      $200,000 $1,600,000 

 

The gifts are given over the four years 

 

We need 5 campaign prospects for each gift  
so for this campaign we need 50 solid prospects 



Solicitation and Leadership Engagement  

• Creating a donor engagement model that 
works best for community change processes 

• Preparing a solicitation readiness checklist 

• The ask clearance process 

• The solicitation script 

• The solicitation meeting 

• What to do after the meeting 

• Follow up 

• Recognition 



 

Stewardship and the Gift of 
Friendship 

 

• What we do after the gift 

– Short term action 

– Medium term action 

– Long term action 

 

• The Stewardship Plan 

 

• Delivering Benefits 

 

• The Pitfalls and Challenges  



– The project 

– Raising the funds 

– Clarifying questions 

 

  Questions: 
 

– Describe what happened 

– Describe why it happened 

– What does this case teach us? 

“Opportunities 2000 ignites 
community action and 

leadership to create bold 
solutions that reduce and 
prevent poverty through 
collaboration, advocacy  

and education.” 

Toward a Community of Opportunity 



•  
 
How might we apply fundraising, 
friendraising and funder education 
to my work? 
 
Think – Pair - Share 

 
Questions: 
 
•What is my story? 
 
•Why do I want to be successful at raising funds? 
 
•What questions do I want to explore further? 
 


