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Great Fundraising research 
and Great Fundraising 
Organisations show us that 
a critical element of driving 
and sustaining fundraising 
growth is …



Excelling at meeting donors 
needs



To do that we need WHOLE 
organisation support of 

fundraising



What stops Great 
Fundraising?



What stops Great Fundraising?
Internal conflict

• Over intellectualisation
• Distaste of emotion
• Non-profit narcissism
• Brand misunderstanding/policing
• Fear of being criticised/looking stupid
• Jealous twits
• Getting drained
• Fear of being busy
• Fear of commitment and effort.

These are all PEOPLE issu
es.

You are dealing with feelings, n
ot lo

gic.



The greatest block to 
Great Fundraising is internal 

conflict, leading to 
consensus seeking 

compromise.





Trocaire





Trócaire – 20% increase in first year, 
and continued growth



The greatest block to 
Great Fundraising is internal 

conflict, leading to 
consensus seeking 

compromise.





The three key conflicts

Cultural conflicts

Investment conflict

Communications conflicts



Why do these conflict exist?



One set of customers

OrganisationDonors Service users



Two sets of customers

The Great Fundraising Organisation meets the needs of 
both.

OrganisationDonors Service users



Different needs
Different ‘products’

Different pace

Different culture
Different investment

Different communications

OrganisationDonors Service users



The quality focused
organisation

Meeting the needs of two audiences



OrganisationDonors Beneficiaries

Two sets of customers



How do we overcome 
consensus seeking 

compromise?



Whole organisation 
fundraising

How the organisation behaves dictates the quality of our ‘product’



The very best 
content, materials 

& insights

From the rest of 
the organisation

What donors 
need (what the 
FR team need)



Culture

Leadership Systems Training



What happens when you 
have Whole Organisation 
support for Fundraising?







How can fundraisers make 
a difference?



Building a donor 
conscious organisation



Understand their needs & 
motivations



Myths

Qualitative
• Empathy Interviews
• Small group discussions
• Every inbound
• Sentiment analysis

Quantitative
• Data analysis

• Behavioral
• Geodemographic
• Census & Other Data Appends

• Survey
• Online panels
• Every outbound



Represent them internally



Marjorie

The Story of Marjorie



Build respect for donors 
across the organisations



Feedback



Measure, change, measure.



Inject memes so people 
always have to remember
fundraising.

AND DONORS



Remember our donors at all times





Elevator Pitch



Premises





A DONOR FOCUSED ORGANISATION

Conferința Natională de Fundraising Ed. XVII 

Connecting SOS donors & employees
Sharing with colleagues feedback received from donors following newsletter

“This message made me really happy! I 
am grateful for everything you have 
created in the SOS Children's Villages 
community! R, SOS donor

“The children are wonderful and you do 
an amazing job. Thank you for 
everything!”  M, SOS donor

“Thank you from the bottom of my heart for 
keeping us up to date with the evolution of 
these children! Good thoughts and thanks for 
everything you do!” I, SOS donor

“How nice you thought to share with us. 
They gave me a really good mood. A, HR 
Specialist

“It's great to see that we are so much loved 
and appreciated for what we do! Thanks for 
the email! You had a good idea to share 
these messages with us, they filled my heart 
with happiness.” M, Office Manager





Meetings



Training the WHOLE 
organisation on fundraising



Design a 
programme

Train the 
board and 
leadership

Train 
everyone

Create a train 
the trainer

Train all new 
recruits on an 
ongoing basis



Money and the mission
An introduction to professional fundraising

for all staff and volunteers at Børns Vilkår



Who would like Børns Vilkårto have a lot more moneyto spend on our projects?



This means great fundraising.



» Great fundraising needs a ‘fundraisable’ organisation.

» This means the whole organisation focusing on our supporters as well as the children.

The purpose of this training

55



»Fundraising is not begging.
»Fundraising is not about money.
»Fundraising is definitely not …

What is fundraising?
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»People give to people, not organisations.
»We must not get in the way of the giving …
» … or giving back.

What is fundraising?
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» Fundraising is a profession and a science.
» Fundraising requires the same skills as commercial marketing and sales.

» Fundraising is evidence based and relies on hard data.

» Fundraising creates a constant learning culture through rigorous testing and application of the scientific 
method: 

What is fundraising?
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Hypothesi
s

Test

Measure

Learn



»Børns Vilkår is unusual in 
Denmark in that we receive 77% 
of our income from private 
donations.

»This is because of how Børns 
Vilkår was founded and how we 
grew.

The essential importance of fundraising at Børns Vilkår 
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Income

Private donations Grants



» Fundraising gives us:
» Impartiality:  we represent children and our supporters, not a dominant funder.

» Independence:  we set our own agenda, narrative and priorities.

» Freedom:   we set our own rules & focus on children in the ways be believe to 
be best.

» Innovation:  we create and pilot new projects without having to guarantee 
results.

» Stability: we have diverse income streams to minimise fluctuation, exposure 
& risk.

»We are uniquely powerful because so many people give us money.

The essential importance of fundraising at Børns Vilkår 



» Fundraising 
investment

How fundraising works at Børns Vilkår 
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Sometimes we have to spend 
money to encourage a 
person to make their first 
donation.

We then make money as 
long as they stay as 
supporters.  Value increases 
over time.

How well we treat people

is the most important

factor in how long they stay.

This is why we need you!



» Three cultures are dominant in the population.

Fundraising culture
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Ambitious achievers.
Need to stand out.

Giving is a challenge.

Freedom to act.

Want to achieve.

Ethical intellectuals.
Need to solve problems.

Activists more than donors.

Believe in the cause.

Want to be proven right

and change things.

Dutiful faithful.
Need to fit in.

Giving is a duty.

Respect authority.

Want things to

stay the same.

Financial donors Campaigner
s



»Answer the question ‘Why?’
» Begin this by answering ‘What problem will a donation solve?’
» Then describe the solution and how to demonstrate it.

»Provide stories as well as facts; Truth well told.
»Provide materials which can be emotionally powerful and rationally 

concise.
»Be quick in getting materials to fundraising.
»Know all the ways a different supporter can give.
»Pass all enquires onto fundraising quickly.
»Meet fundraisers regularly and talk a lot!

What to do for fundraising
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»Ten things I can do to help.

Exercise
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Money and the mission
An introduction to professional fundraising

for all staff and volunteers at Børns Vilkår



BECOMING A 
FUNDRAISING 
CHAMPION





Involve Everyone



Co-Create

“Could we increase the impact and 
reach of this project by requesting 

more private supporter money, either 
from existing resources or by asking 

fundraising to create a special 
appeal for this project?”



https://www.youtube.com/watch?v=eYqrYXHcPAY 

https://www.youtube.com/watch?v=eYqrYXHcPAY


Building your donor focused 
organisation

vBuild professional respect for 
fundraising

vBuild respect for donors



Building your donor focused 
organisation

vUnderstand your donors & be their 
champions internally

vTrain on fundraising 

vCo-create to bring about culture 
change



To mobilise culture is to move 
people.

To move people is to create 
change.



Want to learn more? Check out The 
Great Fundraising Masterclass 

Bespoke inhouse also available



You can download our research from: 
https://www.revolutionise.com/ 

Keep up-to-date with new research 
released by following us on linkedin: 
https://www.linkedin.com/company/werevolutionise/

https://www.revolutionise.com/
https://www.linkedin.com/company/werevolutionise/

