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FUND DEVELOPMENT PLAN
The purpose of a development plan is to help the staff and board set realistic income goals with respect to the annual budgeting process. The plan also outlines the strategic steps required to reach those goals, as well as board and staff responsibilities in accomplishing the plan.  This proposed FY plan identifies targeted financial goals necessary to support the FY operating budget being recommended. The plan will be revised and updated on an as-needed basis in conjunction with revisions to the operating budget.

An enduring commitment to a year-round major gift strategy will provide efficient and effective dividends and offers the greatest opportunity for securing the long-term fiscal strength of Scouting.

One of the first things that must be accomplished is the development of a written Case for Support that summarizes the organization’s need and will provide the framework for all the fundraising programs.  

As an annual exercise, review, update and enhance the development plan to address the growing needs of the council and also the current fund-raising environment.
I. STRATEGIC GOALS (non-monetary goals impacting success of plan)

· 100% giving by Council Executive Board, professional and clerical staff. 
· 100% participation by board in the fundraising tasks, including cultivation and solicitation of donors and prospecting for new donors. 
· Working closely with the Vice President of Marketing and Public Relations to enhance communications regarding fund development with the board and prospects, including regular presentations at board meetings by fund development chair. 

· Develop a plan for ongoing recruitment/training of fundraising volunteers. Recruiting non-board volunteers to work in fund development. 
· Development of new prospects for personal solicitation, direct mail, foundation, capital and endowment campaigns along with cultivation of prospects in each campaign.

· Strengthen donor cultivation program and board and staff understanding of the purpose and process of cultivation.

· Actively involve Coordinating Council and Field Service Council staff and volunteers in special events and fundraising activities.
II. SOLICITATION STRATEGIES

A. Operational Giving - Personal Solicitation Campaigns – Friends of Scouting 
GOAL:
$_______________________
Strategies:
· Board of Directors takes a greater role in raising funds. 
· Increase Friends of Scouting collections in field operations.
· Expand the campaign base to include all industry sectors represented within our service area.
· Identify potential new board members who help diversify the make-up of the Board of Directors – not only, ethnically and by industry, but also, has the ability to give or raise $____________ annually.
· ______________________________________
· ______________________________________
· ______________________________________
Expected Outcomes:

· Program and membership goals and objectives can be met.

· Objective of increasing service and support to youth in at-risk areas can be achieved. 


Action Steps:

1. Board Solicitation (Council President along with VP of Fund Development).  A comprehensive board philanthropy effort is critical to the forward movement of the organization.  It will create an early burst of energy the organization can share with prospective donors.



Time Frame: ____________________- each year 
# of Prospects: _____
Goal: 100% giving; $_______  
Method: Personal solicitation. Request amounts based on donor history from all categories of giving in lieu of multiple solicitations; their giving will be credited as the donor wishes them to be credited). Ask could include:  Friends of Scouting, Special Events along with Capital and Endowment
Solicitors: President, VP Fund Development
2. Friends of Scouting or Ask Event which would be for individuals and corporations that provides giving of at least $250-$500 minimum.  Friends of Scouting have a proven track record of engaging new donors in the Scouting movement.  Timeline is dependent on the date of the event.
	Month
	Campaign
	Action Item

	September
	Ask Event
	Recruit Event Chair

	
	
	Begin Recruitment of Table Hosts



	November
	Ask Event
	Secure Location for Luncheon

Secure Location for Table Host Orientation 

	
	
	Secure Speaker Location

	December
	Ask Event
	Invitation letter to Table Hosts

	
	
	Invitations to Printer for event

	
	
	Secure Scouts Program / Greeters

	
	
	Prospects Cards for Table Host Orientation

	
	
	Attendance for Table Host Orientation

	
	
	Assign Prospect to Table Hosts

	
	
	Brief Chairman on Table Host Orientation

	
	
	Table Host Packets and Follow up Calls

	January
	Ask Event
	Table Host Orientation

	
	
	Ask Event Invitations Mailed

	
	
	Table Host Confirmation Calls to Invitees

	
	
	Individual Pledge Sheets printed

	
	
	Table Assignments made 

	
	
	Programs Printed

	
	
	Table Host Packets Complete

	
	
	Reminder Phone Calls to attendees

	
	
	Ask Event

	
	
	Ask Event Thank You Notes


3. Individual Solicitations – Friends of Scouting (excluding ask event, campaign could be designed to contact those individuals and companies that provide less than $250 - $500).  Timeline is dependent on the calendar of the council.
	Date
	Campaign
	Action Item

	August 
	All
	Complete outline of campaign structure key leadership for steering committee identified. 

	
	
	FOS Staff Training Conference

	
	
	Recruit Chairman

	
	
	Recruit Committee

	
	
	Dates set for 1st and 2nd Meeting

	 
	
	Council Steering Committee Training

	
	Family Campaign
	Chairman Recruited

	September 
	Family Campaign
	Recruit Pacesetter Chairman and Vice Chairmen of Scheduling/Presenters

	
	
	Start Scheduling Unit Presentations

	
	Steering Committee
	1st Steering Committee Meeting

	
	District Level
	District Friends of Scouting Chairman Recruited

	October 
	
	

	
	Steering Committee
	2nd Steering Committee Meeting



	
	Community Campaign

Traditional I-C-5
	Chairman Recruited

	
	
	Prospect and Evaluation Meeting

	
	Family & Community
	Family & Community Chairman Training

	November
	
	

	
	Community Campaign Traditional I-C-5
	Recruit Captains

	
	
	 1st Captains Meeting

	December
	
	

	
	Family Campaign
	District FOS presentation at District Committee/Commissioner Meeting

	
	
	All Campaign Presentation Materials Ready

	
	
	All Unit Presentations Scheduled

	
	
	All Presenters Recruited

	
	
	Complete Unit Coordinator Trainings in the District

	
	
	Presenter Training Completed

	
	
	Pacesetter Unit Chairman Orientation Completed

	
	Community Campaign

Traditional I-C-5


	All Workers Recruited

	
	
	2nd Captains Meeting

	Date
	Campaign
	Action Item

	January
	
	

	
	Community Campaign
	District Kickoff (In each District)

	
	
	Worker Solicitation begins

	
	Family Campaign
	Weekly Reports Begin

	February
	
	

	
	By Division
	Report Meeting #1

	March
	
	

	
	By Division
	Report Meeting #2

	April
	
	

	
	Community Campaign
	Begin Cleanup Effort/Redistribute Cards

	
	By Division
	Report Meeting #3

	
	Family Campaign
	1st Phone-A-Thon

	May
	
	

	
	By Division
	Report Meeting #4

	
	Family Campaign
	2nd Phone-a-Thon

	June
	
	

	
	Family & Community
	Council Coordinated FOS Dinner


Time Frame: August – June each year 

# of Prospects: _____
$ Goal_______________
Method: Personal solicitations, Family – group presentations and follow up.  Identified individuals and corporations’ requests will be based on donor history from all categories of giving in lieu of multiple solicitations; their giving will be credited as the donor wishes them to be credited)

Solicitors: Personal solicitation by board and non-board volunteers (onetime annual giving in lieu of multiple solicitations)
B. Special Events
These events enable us to increase the public awareness of our organization mission and programs.  Special events also create numerous opportunities for volunteer participation.  As fundraising vehicles, however, these events tend to be costly, both in terms of effort and cost 
in relationship to net funds raised. 

Even simple events require six months lead time for planning, volunteer recruitment, site selection, preparation, implementation and sales or sponsorships. Too many special events can mute their effectiveness, fewer are better, both for staff and constituents. 


Overall GOAL:
$___________________________
1. Event:
_____________________________________


Time Frame: Yearly
Method: 
2. Event
_____________________________


Time Frame: Yearly

Method: 

3. Event:
_____________________________


Time Frame: Yearly

Method: 
C. Direct Mail (if conducted)
Each direct mail will have a different theme to encourage multiple gifts and to reach individuals
with varied interests. Direct mail is responsibility of finance director and fundraising assistant.

Time Frame: ____________________________
Prospects: Previous donors (including board members who 
choose to contribute through Donor Option Program)

Method: Mailings; newsletter articles, publicity in workplaces.

Time Frame: May / August / November 
# of Prospects: _____________
# of Donors: 2-4% of prospects
$ Goal: ____________________
Solicitors: Mailing with remit enclosure; follow-up articles in newsletter. Produce a year end follow-up mailing to major donors in previous campaign who have not renewed their gift.

C. Foundation Grants


Foundation grants play an important role in philanthropic support.   The opportunity for project-
specific support suggests than an aggressive grantmanship program is essential to our future.  
Nonetheless, the percentage of support given by corporations and foundations should be put 
the appeals emphasis in perspective.  

Continued development of foundation relationships will pay dividends when solicitation begins, 
many local foundations are willing to make larger, multiyear grants for expanded services and 
special projects.  Although corporate and foundation gifts come from pools of assets that 
technically belong to the donor organization, their transfer still hinges on strongly cultivated 
and positively informed relationships with individuals.


GOAL:
$__________________
Time Frame: On-going throughout the year

# of proposals 

# of New Prospects: at least _________________
Method: 
E.  Capital Giving: - Ensure that the Council has the proper capital assets to support the program. 


An intensive, organized fundraising effort to secure philanthropic gifts for specific capital needs or projects, executed within a specific time period, usually over one or more years.


Strategy:   
	

	· Expand the scope of the fundraising to include new projects to help attract new donors.

· Identify potential new board members who help diversify the makeup of the Board of Directors – not only ethnically but also economically.
· Utilize up to date computer software and technologies to better track and maintain historical contributor data.




Expected Outcomes:

· Facilities to support program will be improved that will enhance program impact.

· Membership retention will increase


Action Steps:

1) Strategic Plan for Council which answers the questions of:

· What is our mission?

· What is our vision?

· What is our service?

· Who do we serve?

· What are our outcomes or results

2) Produce a Properties Master Plan – 

· The purpose and charge of the plan is to evaluate the present utilization of all camp properties and to make specific recommendations for program development and facility enhancements needed to enable the Council to achieve its short-term and long-term Camping, Membership, People, Program and Finance objectives and desired results.

3) Develop Case and Case Statement –

· An expression of the cause, or a clear, compelling statement of all the reasons why anyone should consider making a contribution in support of or to advance the cause.

· A written document that describes in a summary fashion the reasons a cause is worthy of support, why fundraising and philanthropic gifts are needed, and the benefits specific people will receive when funds are spent

4) Identify funding sources related to the Properties Master Plan
5) Cultivate the identified relationships based on the needs developed in the Properties Master Plan
F.  Estate or Planned Giving - Ensure that the Council has the proper trust assets to support the program for today and the future and provide stable and sufficient flow cash for the operating and capital funds


Planned giving strategies allow donors the opportunity to make substantial gifts to charitable organizations and receive income for life.  Planned giving also provides donors reductions in income, estate and capital gains taxes. 

The integration of individual donor’s plans to make a charitable gift with his or her personal financial and estate plans.

Strategy:   
· Insure that our investment portfolio is maximizing our growth potential.

· Promote the National recommendation level of $430 per registered Scout and participant in permanently restricted endowment dollars 
· _____________________________________________________
· _____________________________________________________
· _____________________________________________________
Expected Outcomes:

· Programs can be planned and implemented on a consistent basis.

· Number of youth served can be increased.

· More staff resources and time can be spent on program rather than fund raising.

· ___________________________________________________________

· ___________________________________________________________

· ___________________________________________________________

Action Steps:

1) Strategic Plan of the Council which answers the questions of:

· What is our mission?

· What is our vision?

· What is our service?

· Who do we serve?

2) What are our outcomes or results of the Developed Case Statement –

3) Identify funding sources related to the Properties Master Plan and Strategic Plan
4) Cultivate the identified relationships based on the needs developed in the Properties Master Plan and Strategic Plan

III. Cultivation Strategies (Making and Maintaining "Friends")

The purpose of cultivation is:

1) To add prospects to our donor base and develop them to become active supporters and regular donors

a. To improve relationships with current board members, donors, volunteers, and other friends of Scouting, to build a greater understanding of how they can help our agency achieve its mission. Donor and volunteer recognition are critical to the cultivation process. Cultivation needs to be discussed regularly at board meetings to encourage each board member to become part of the cultivation process.

b. These are to social and informative events.  Breakfast or afternoon socials could be ideal along with an in-home evening or Sunday afternoon events.   Invitations to camping facilities, small luncheons, people being asked to serve on ad-hoc committees simply to seek advice could also be used.

A. Open Houses:


This is a responsibility of the P.R. Committee; chair(s) to be named through that committee.


Time: Three per year: 



April (Donor Recognition)



June (Camp Programs)



September (Donor Recognition)

Goal: Appreciation evenings for donors and volunteers; opportunity to see facilities, meet staff and students; recruitment of potential volunteers; and cultivation of potential donors.


Method: Special mailings with invitations; newsletter articles; public announcements; personal invitations by board.


Responsible: board, staff, students, other volunteers

B. Communications – to used with all donors not just operating


Newsletters coordinated with the Marketing and Public Relations team that express 


sincere thanks, are short uncluttered and informative.  Restating the case for support by 

covering important program and service developments, sharing stories and photos that 


convey the organizations importance which help to move donors through the five steps 


of fundraising

Monthly:
On Receipt of Pledges:
Phone call/note from Director of Finance & Marketing (2 days) [$500+, $100+ Direct Mail]


Phone call/message from Board member (2 weeks) [$500+]


On Receipt of Payments:


Pre-printed, hand-addressed thank you note from Scout Executive (3 days) [$25-$99]


Signed thank you letter from Chief Development Officer (3 days) [$100-$499] plus billing insert


Signed thank you letter from Scout Executive (3 days) [$500+] plus billing insert

_____:

Thank you letter to all donors who attended or made a gift at Ask Event that 

  Includes recap and photo flyer from event. 
____: 

Donor Newsletter – Spring Issue:  Highlights results of donor’s support, upcoming spring 



programs and 1-2 finance-related articles.

June: 

Victory Celebration – Friends of Scouting - Invitation of donors [$1,000+] 




E-Mail broadcast


Thanks to donors for enabling youth to be able to participate in Scouting programs this summer.




Invitation of donors [$1,000+] to Trip to Camp

July: 

Postcards from Camp  

Donors receive messages from kids attending camp programs thanking donors for their support.

September:
Donor Newsletter – Fall Issue: Highlights the results of donor’s support, upcoming fall 



outdoor programs and 1-2 finance-related articles.




Invitation of donors [$1,000+] to Heritage Society Reception

October:
Fall Roundup Report




Donors receive report on results of Fall Roundup and thanks for help in making program 



possible for more young people.




Heritage Society Reception to include total giving 
November: 
Invitation of donors [$1,000+] to President’s Reception


December:
E-Mail broadcast




President’s Reception

Thanks to donors for enabling youth to be able to participate in Scouting programs.  Results accomplished due to donor’s support.




Donor Newsletter – Winter Issue: Highlights cumulative results of 


donor’s support and other highlights.

IV. Monitoring the Fund Development Plan and Process – Operating 
· The Development Committee will meet 6 times a year to review the progress of the plan and, with development staff, will identify problems and solutions.
· Development staff and committee chair will discuss development issues on a regular basis.
· Committee chair and development staff will monitor sub-committee chairs; committee chair will follow-up re: problems.
· Development Committee will discuss fund development plan and progress at Regularly scheduled board meetings.

· Development staff will provide financial and statistical data with which to help evaluate progress of the plan.

[image: image1.png]