
10 fundraising principles to remember
1. The 80/20 rule applies to fundraising. 80% of your income usually comes from 20% of your supporters. Identify who your supporters are and develop a long-term relationship with them.

2. People give to people. Make sure that your potential donors know the faces behind the names, understand your cause, and can relate to the purpose of your project. Can you identify some patrons who would be prepared to become the public face of your project? Patrons may be high profile and respected sports people, business people, or other community figures. 

3. Always say ‘thank you’. Acknowledge donors in numerous ways such as honour boards, annual reports, certificates of appreciation, phone calls and letters from your members. 

4. Always let people know how much you would like them to give. It makes them feel comfortable and makes you look competent. 

5. Explain what the donor will receive for his or her donation. (e.g. a tax deduction, and knowing that they are helping the local community). 

6. Until you try something, you won’t know whether it will work. Be prepared to test an idea on a small scale and assess its success before going to a lot of expense. 

7. Try something different. All products go through cycles. Fundraising activities need modifying from time to time. Look at how you can make some simple changes. Your idea might be good, but may need refreshing. 

8. Do not confuse the donor – keep everything simple, clear and easy to understand. 

9. Fundraising is not easy. Gather committed volunteers who will support the project through to the end. 

10. Always tell the truth. Don’t be tempted to make your case stronger than it is. 

