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Fundraising: Mobilizing Resources␣
Background Notes␣

The ability to mobilize resources is a valuable skill for advocacy networks. Access
to financial resources expands the options available to the advocacy network and
gives members the freedom to try new, creative, or even higher-risk activities than
would be possible with limited funds. But no matter how much an advocacy
campaign benefits from financial resources, it is entirely possible to launch a
successful campaign with the resources and energy of network members alone.

Effective fundraisers understand the importance of setting realistic goals based on
their particular setting and advocacy issues. They know how to target potential
contributors and develop persuasive appeals to reach them. They forge innovative
strategies to raise money—from seeking small grants from bilateral development
organizations to targeting private sector concerns within their own
communities. They also know how to leverage contributions from one source to
gain additional resources from another and thus pave the way for future advocacy
activities.

Unit 6 presents an overview of fundraising for advocacy. Networks that are
committed to raising money to support their advocacy efforts should consider both
organizing a separate workshop on fundraising and engaging the services of a
professional fundraiser as a resource specialist. Given the recent and rapid growth
of the NGO sector and the scarcity of resources, fundraising is an area that requires
considerable technical skill. 

By the end of this unit, participants will be able to prepare a fundraising strategy
for the advocacy campaign.

1 hour and 20 minutes

• Newsprint, markers, and tape
• Copies of handouts

Handout III.6.1  Background Notes
Handout III.6.2  The Fundraising Process

• For Activity 3, write the Sample Fundraising Strategy on newsprint.

OBJECTIVES
TIME

MATERIALS
HANDOUTS

PREPARATION
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Introduction
Time: 5 minutes

1. Introduce the unit by reviewing the objective and giving a brief
introduction to fundraising.  Key points to include in your overview
follow:

• The ability to mobilize resources is a valuable skill for advocacy
networks. Access to financial resources expands the options
available to the advocacy network and gives members the
freedom to try new, creative, or even higher-risk activities than
would be possible with limited funds.

• But no matter how much an advocacy campaign benefits from
financial resources, it is entirely possible to launch a successful
campaign with the resources and energy of network members
alone.

• Effective fundraisers understand the importance of setting
realistic goals based on their particular setting and advocacy
issues. They know how to target potential contributors and
develop persuasive appeals to reach them.

• Effective fundraisers are creative in forging innovative strategies
to raise money—from seeking small grants from bilateral
development organizations to targeting private sector concerns
within their own communities. They also know how to leverage
contributions from one source to gain additional resources from
another and thus pave the way for future advocacy activities.

• This unit presents an overview of fundraising for advocacy. If the
network is committed to raising money to support its advocacy
efforts, it should consider both organizing a separate workshop
on fundraising and engaging the services of a professional
fundraiser as a resource specialist. Given the recent and rapid
growth of the NGO sector and the scarcity of resources,
fundraising is an area that requires considerable technical skill.

Current Status of Support
Time: 15 minutes

1. Ask participants to think about the breadth of their current program
 activities. The members of the network may be involved in service
delivery, education, training, research, community outreach, etc.

2. Moderate a brainstorming exercise to answer the following question:
What are the sources of financial support that make program activities
possible? Ask the group to identify all the categories of funding they
currently receive. Encourage participants to think broadly to include
gifts-in-kind, discounted materials, or services, etc.

ACTIVITY 2

ACTIVITY 1
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3. Record responses on the flipchart as shown below.

Sources of Financial Support

√␣␣ Grants from private donors, bilateral donor agencies (USAID,
European governments, etc.), and multilateral donor agencies
(UNFPA, UNDP, etc.)

√␣␣ Government contracts
√␣␣␣ Individual donations
√␣␣␣ Membership fees
√␣␣␣ Commercial sponsorship␣

4. Ask participants to think about any untapped sources of revenue, such as
fees-for-services. Point out that at least one advocacy network conducts
advocacy workshops for other groups on a fee-for-service basis. Other
networks collect dues from their members. Add these suggestions
to the list.

Transition
In the next activity, participants shift their attention to the future of the network
and how to gain access to funds in support of both upcoming advocacy efforts and
network sustainability.

Developing a Fundraising Strategy
Time: 1 hour

1. Invite several participants to recap the network’s advocacy goal,
objectives, and target audiences. Ask participants to think broadly about
the types of advocacy activities that might be appropriate and discuss
these activities briefly within the group.

2. Based on the future direction of the network’s advocacy efforts, which of
the funding sources listed on the flipchart would be most likely to yield
support?

• Participants should look for a fit between the interests of the
donor or funding source and the network’s advocacy goal and
objectives. Some sources may be inappropriate. For example, it
is unlikely that the Ministry of Health would provide funds to
support the network’s FP/RH advocacy campaign if the target
audience is the Ministry itself.

• Ask participants to select the FOUR sources most likely to
support the network’s advocacy objectives. Circle the four
targeted sources on the list.

3. Divide participants into four groups.
4. Assign one of the four funding sources to each group.
5. Distribute Handout III.6.2: The Fundraising Process.
6. Instruct the groups to consider their assigned funding source and answer

the following questions:
• Why would this source be interested in supporting the network’s

 advocacy goal and objectives?

ACTIVITY 3
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• What approach would be most effective in gaining the source’s
support?

• What are the next steps and who will be responsible for them?
7. Review the sample strategy on the flipchart to help guide the groups.

Sample Fundraising Strategy

     Source Potential Interest Approach                    Next Steps

8. After the groups have completed their task, ask them to present their
strategies.

9. Solicit comments or suggestions from the full group.
10. Conclude the activity with a discussion of the possible implications for

the network. Questions to spark discussion include the following:
• How do the four strategies fit together?
• Which strategy(ies) should the network pursue first?

11. By the end of the activity, the network should have a clear sense of the
next steps for mobilizing financial support for its advocacy campaign.

Securing financial support for advocacy gives the network certain advantages over
working with a limited budget. Network members should determine whether
additional funds are needed to support their goal and objectives and, if so, they
should develop a fundraising strategy to target potential sources.Distribute
handouts for Unit 6.

 The network has selected an issue, developed a goal and objectives, examined the
target audiences, designed and tailored messages, examined potential data needs,
and created a fundraising strategy for its advocacy campaign. The foundation has
been laid and the members are ready to design an implementation plan for the
campaign. This is the topic of Unit 7. 

SUMMARY

MOVING
AHEAD

Send letter of
introduction and
concept paper. If
foundation shows
interest, follow up
with␣proposal.

Anya K. to lead effort.
Michael R. to notify
contact at foundation to
expect letter.
Mail by 01 March to meet
foundation’s funding cycle
deadline.␣

International
Foundation

Currently focused
on adolescent
services and
grass-roots
initiatives
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Handout III.6.1␣

Fundraising: Mobilizing Resources␣
Background Notes

The ability to mobilize resources is a valuable skill for advocacy networks.␣Access
to financial resources expands the options available to the advocacy network and
gives members the freedom to try new, creative, or even higher-risk activities than
would be possible with limited funds.␣But no matter how much an advocacy campaign
benefits from financial resources, it is entirely possible to launch a successful
campaign with the resources and energy of network members alone.␣

Effective fundraisers understand the importance of setting realistic goals based
on their particular setting and advocacy issues.␣They know how to target potential
contributors and develop persuasive appeals to reach them.␣They are creative in
forging innovative strategies to raise money—from seeking small grants from
bilateral development organizations to targeting private sector concerns within
their own communities.␣They also know how to leverage contributions from one
source to gain additional resources from another and thus pave the way for future
advocacy activities.␣

Unit 6 presents an overview of fundraising for advocacy.␣Networks that are
committed to raising money to support their advocacy efforts should consider
both organizing a separate workshop on fundraising and engaging the services of
a professional fundraiser as a resource specialist.␣Given the recent and rapid growth
of the NGO sector and the scarcity of resources, fundraising is an area that
requires considerable information and technical skill.
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Handout III.6.2

The Fundraising Process*␣
Fundraising Methods
Successful advocates have used many different methods to obtain the resources
they need for their work.␣Examples include the following:

• setting membership dues for the network or alliance generally based
on a sliding scale;

• soliciting in-kind contributions;
• holding special fundraising events such as dinners, film festivals,

picnics, raffles;
• cultivating large individual contributors;
• seeking corporate donations;
• selling merchandise such as crafts, artwork, t-shirts;
• obtaining international, national, or local government grants;
• promoting donations around a particular holiday;
• auctioning donated goods and services; and
• selling advertising space in newsletters or other publications.␣

Donations
Contributions to advocacy efforts can be varied and creative.␣Individuals or
organizations can donate

• money;
• labor;
• equipment, office space, supplies, printing services;
• technical expertise;
• administrative support; and
• space for meetings and events.␣

Legal Issues
Laws that govern the giving and receiving of donations vary from country to
country.␣Local research will provide answers to the following questions:␣

• What laws govern the solicitation of contributions?
• Are there restrictions related to the use of donations for advocacy

or political action?
• Are the amounts that individuals or organizations can contribute

for advocacy limited?
• What are the requirements for reporting donated income?␣Are there

specific rules for accounting?␣Are donations taxed?␣

*Much of the material in this handout is taken from Ritu R. Sharma. 1997.  An Introduction to
  Advocacy: Training Guide. Washington, DC: Academy for Educational Development.
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Potential Donors
Funding may come from many different sources, including

• individuals;
• private sector companies (including multinational firms);
• philanthropic/donor agencies and foundations; and
• government-sponsored initiatives.␣

Sometimes companies wish to support initiatives in the communities in which
they work.␣Often, however, donors have their own agenda or attach conditions to
their gifts.␣If these conditions conflict with an advocacy goal, the network should
refuse the offer of support.␣Such support will likely harm or weaken the advocacy
effort.

Donors as Your Audience
Certain types of information, language, and presentation styles will elicit a positive
response from funding sources.␣Donors generally like to see

• a well-run and efficiently managed organization or effort;
• financial stability and budget information;
• examples of successful efforts;
• a good strategy and a reasonable chance of success;
• traits that distinguish the network from other organizations in the

same field;
• why the work is important and necessary;
• the achievements associated with any previous contributions; and
• information on the network’s activities and successes; if the
␣␣␣␣␣ network is new, information on its strategy and goals.␣

General Fundraising Suggestions
• It is important to find out what types of organizations the donor

has funded in the past, how much it typically donated, and what is the
␣␣␣␣␣ nature of its current interests.␣An annual report, if available, will provide

the needed information.␣␣␣
• To avoid donor control over the advocacy agenda or strategy, it is

 important not to accept donations, grants, or contracts for activities
␣␣␣␣␣ that do not match specific advocacy objectives.␣␣␣
• All donors—especially foundations—have their own programmatic

and ideological agendas, and it is important to match funding sources
and advocacy objectives.␣␣␣

• Strive for a diverse funding base to avoid dependence on a few
sources.␣␣␣

• Appoint qualified individuals to lead fundraising efforts.␣␣␣
• As in advocacy itself, relationships are central.␣Invest time and

energy in getting to know potential contributors.␣

Include staff of multinational organizations in the membership of the network.␣These
individuals may be helpful in obtaining support for advocacy efforts.
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