
Development and Fundraising 
Impact Accelerator Meetup



OBJECTIVES
1. Increase understanding of fund 

development for nonprofits and funder 
pipeline.

2. Walk away with inspiration for a case 
for support and funder engagement.



INTRODUCTIONS

1. Name of your organization
2. What fundraising issues do you 

hope to address in this 
fundraiser?

3. What HAS worked when 
fundraising for your organization?

4. What HASN’T worked when 
fundraising for your organization?

5. What is the hardest part of 
fundraising for your organization?



Nonprofit
Development

Development

● creating and enhancing relationships 
with donors to ensure funding.

Fundraising

● ongoing process of soliciting 
donations or voluntary funds 



Fundraising
Goals

Things to consider:

● What do we need to raise?
● What is my budget?
● How much do I need to run my 

programs?
● What is the capacity of our funders 

and donors to give?
● What is the cost of fundraising?
● Am I raising for a capital campaign, 

what are my estimated costs?
● What is the real overhead for staffing 

and running this nonprofit?
● How much do I need to recognize my 

donors?

TIP: Fundraise early. Plan to raise 100% of current year and 80% of following year to stay ahead and ensure 
sustainability.



Fundraising 
Pipeline

Process of researching 
prospective funding 

opportunity

Qualify

Contact initiated with 
funder; mobilization of 

connections

Engage

Formal ask made for 
funding (i.e. proposal, 

request letter, etc.); 
mobilization of 

connections and strategy

Convince

Formal ask made for 
funding (i.e. proposal, 

request letter, etc.); 
mobilization of 

connections and strategy

Convince

Maintenance of 
connections with funder; 
timely report submission 

and updates.

Stewardship
● Process of securing funding.
● Based on your fundraising goal.
● Helps you continue to get funding.



● Trombone Shorty Alliance $600,000
● Lower New Orleans Foundation - $1,000,000
● Hubig’s Pie Memorial Trust - $360,000
● Dwayne Carter Grant - $500,000
● Supper Cake Lady Foundation - $70,000
● Louisiana Fund for Funding - $420,000
● Allies of people who struggle to spell “choppa-two-luz” - $50,000

Qualify Goal $3,000,000

● Board member introduced us to contact at LNOF, had a meeting, gave them a 
tour and allowed them to sit in on a class, follow up meeting next month.

● Met with people from the Louisiana Fund for Funding, Allies, sent them 
onepager, and Suppa Cake Lady Foundation, each asked us to send them a 
one-pager and an impact report. Follow up meetings scheduled.

● Had a meeting with Dwayne Carter representative and they asked us to 
submit the application two weeks early to receive feedback. 

● Never received word back from Trombone Shorty Alliance and Hubig’s Pie 
Memorial Trust.

Engage  Goal $2,000,000

● Submitted Applications for LNOF ($1,000,000), Louisiana Fund for Funding 
($420,000), Allies ($50,000), Suppa Cake Lady Foundation ($70,000),  and 
Dwayne Carter Grant($500,000) for total of $2,040,000.

Convince Goal $1,500,000

Center for Children Who Can’t Read Good
Fundraising Goal: $1,000,000

Qualify
● the funding opportunities that you can pursue.
● 3xs your goal worth of funding.
● You can find new funding opportunities by looking at nonprofits who do similar work and seeing who gives to 

them, checking grants.gov for government grants, using your board’s network, or grant databases like foundation 
online.

Engage
● Contacting funder or using your connections 
● Having things like onepagers, a case for support, impact reports, and talking points are great to have prepared 

before going into a meeting.
● Having a meeting first is not always required but it helps when possible.

Convince
● Formal ask made 
● Application is sent, request for funding or proposal submitted, asked donor.
● If your goal is $1,000,000, don’t only do $1,000,000 in grants and call it a day. Rejection happens. Be prepared to 

keep applying.



Prospect
Research

Helps to:

● Identify good matches for funding
● Make a more compelling case about 

alignment by understanding funder 
priorities.

Try to Find:

● Your organization’s previous 
relationship with the funder (past 
funder, board member connection, etc.)

● Funding priorities/focus area
● Available grants/types
● How to apply/deadline
● Geographical focus 
● Recent gifts to organizations in your 

area
● Most recent 990 and website



Engaging 
Funders

● “warm” connection or handoff 
when possible. 

● timely and consistent with follow 
up.

● even if denied funding, ask for 
feedback and connections other 
funders.

● pitch concept to project officer or 
other funder contact for 
feedback prior to submission

● Only pitch what you can deliver. 



A Few Tools for 
Funder Engagement

(figure out which is best for you)

● Impact Report 
● Annual Report 
● One pager
● Concept Paper
● Emails
● Logic Models
● Case for support



Case for
Support

● Prepares potential donors for a funding requests.
● Communicates your vision, reason for funding, and 

intended outcomes.
● Presents a compelling case for why the funder 

should invest.

Elements of a Case:
● Problem/what is at stake?
● Why now?
● Plan
● Expertise
● Cost
● Supporting stories

Format:
● Video
● Book/pamphlet
● Website
● Anything really.



Concept 
Paper

● 1-3 page document
● Basic details of your program/project
● Framework to guideline discussion with potential 

funders/partners.

Key Elements

● Project title
● Background of organization and major outcomes
● The “need,” question, or problem the program 

addresses. 
● Alignment with funder’s priorities.
● Description of project and its activities.
● How is your approach unique or transformative?
● Population you will serve
● Project needs including equipment, supplies, 

personal, travel, participant support, facilities, etc.
● Outcomes of project and the change it will cause
● Funder ROI.



Donor 
Email



Stewardship
(after you get the award)

Helps to:

● Maintain relationships with donors 
● Keep donors informed about organization 

and impact.
● Helps to get repeat funding.

Ways to do it:

● Thank you calls, emails, letters, post cards, or 
handwritten notes.

● Donor recognition on website, social media, 
or annual reports.

● Email newsletters, updates, check ins, and 
annual reports.

● Ask donors for advice about programming.
● Send birthday and holiday greetings to 

donors.
● Submit all required and informal reports on 

time, every time.



Tracking
Progress



Q + A



Thanks!
Liz Johnston

Senior Grant Coordinator
ljohnston@gopropeller.org


