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Si Se Puede. Wi Nou Kapab. Yes We Can!   

Raising Money With Gusto in Challenging Times 

(Fundraising for Non-Profits) 

Florida Housing Coalition Conference:  Housing Equals Jobs 

Monday, September 26, 2011 

2:15-5:00 

Marjorie Fine, trainer 

Session Description:  Join Marjorie Fine, noted grantmaker and fundraiser and 

your colleagues for some learning, sharing, discussion and cheerleading on 

finding the pleasure and excitement in fundraising- even and especially in tough 

economic times. Whether you are a new or seasoned fundraiser, paid staff or 

volunteer, comfortable or nervous about asking for money – this session is for 

you.  We will explore attitude adjustments about money, where to find hidden 

major donors, all the ways you can work with foundations and any other 

fundraising issues we come up with together.  Come with your questions, come 

ready to laugh, come ready to share and let your hair down but most of 

all…come! 

AGENDA 

I.  Welcome. 2:15-2:30 

Thanks to Jamie Ross, Lisa Hoffmeyer and Johnitta Richards-Wells for 

inviting me, preparing me and smoothing my way to my first Florida 

Housing Coalition meeting. 

We will be exploring: 

1.  Attitude adjustments about money,  
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2.  Where to find hidden major donors,  

3.  All the ways you can work with foundations  

4.  And any other fundraising issues we come up with together.   

About me: 

 Brooklyn American. Raised in Dayton Ohio. Spent 
Thanksgiving in North Palm Beach where my dad 
lived. 

 Can you guess my first fund raising experience? 
Trick or treating for UNICEF.   

 Giving money a big value in my family. My mom 
raised money for the starving children in Biafra by 
shellacking rocks. 

 Currently doing major donor fundraising for 
synagogue and chair of development for the 
National Committee For Responsive Philanthropy. 

 Funder for over 20 years-Veatch and North Star 

 Now Director of The Linchpin Campaign, consulting 
with funders about strengthening the fundraising of 
their grantees and working with groups directly 
about building a strong major donor program.  While 
at CCC Produced Untapped, Funding Community 
Organizing: Social Change Through Civic 
Participation; and Change Philanthropy, Candid 
Stories of Foundations Maximizing Results through 
Social Justice. Much training, coaching, 
handholding and agitating on fundraising. 

 Love fundraising!  Fundraisers the unsung heroes of 
social change. 

 You can reach me at marjoriefine1@gmail.com or 
2023026818. 

 

Now I want to know you better.  Stand up if: 

Who we are: Raise your hand if: 

mailto:marjoriefine1@gmail.com
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1. Identify as a Development Director or staff person? 
Program director? Executive director? Community 
organizer? Foundation staff?  Government program? 

2. Working at your organization under 5 years? Under 10 
years?  Over 10 years? 

3. I live in South Florida?  Central Florida? Northern Florida? 
Is there a western Florida? 

4. I have done fundraising. 
5. I hate fundraising. 
6. I like fundraising. 
7. My organization raises money from: foundations? 

Government? Donors? Events? 
8. I have raised money from foundations. 
9. I have been involved in a major donor fundraising 

campaign. 
10. We have fewer than 10 major donors? 50?  Over 

100? 
11. I have raised money from friends, family, and peers. 
12. I have personally asked someone for a lot of money 

for my group. 
13. I feel confident in what my organization is doing and 

I have several great stories to highlight our work.  
14. I feel great about my organization and would do 

anything to help us be successful. 

 

II. Attitude adjustment 2:30-2:45 

1. 10 Attitude Adjustments You Need for Raising Money 

1. Money has no value. It just sits there. We give it value.  
2. Raising money is powerful. It gives you the ability to do things. Don’t 

confuse raising money for your group with being critical of our 
economic system and how unfair it is to poor people.  

3. Money is not manna from heaven. You must actively go after it. 
4. Be mad at funders if you want.  Rail against the system if you want. 

Find safe trusted people and vent about all your frustrations and all 
that is unfair about raising money. 

5. And then???? Get over it. Move on.  There is work to be done and 
justice to be had. 
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6. Learn to like it. Fundraising can be very satisfying. Demonstrating 
that you like fundraising-it’s contagious in a good way to other staff, 
board, leaders and members.  

7. Money is the root of all evil? The actual quote is the love of money is 
the root of all evil.  It is a quote from St. Paul addressing the 
Philippians.  The goal is to be in right relationship with money. 

8. Practice deep listening with your community, leaders, and donors. 
Invoke the power of sharing good, powerful and effective stories. (As 
Steve Auger said on the panel-stories, stories, stories!  Such as 
competitive communities, good for business, keeps families in the 
community) Be donor-centric. That is, focus on what will resonate 
with the donor. 

9. The Executive Director is not just mega-organizer or activist. 
Fundraising must be built in to the ED’s plan for the year. Director 
and board should spend at least 50% of time on fundraising. 
Organizers must be very engaged as well.  If you have any kind of 
budget you must build fundraising into all your work: Program. 
Membership. Fundraising, Communication-all go hand in hand.  

10. Four best, most effective words in fundraising: “Join me” and 
“thank you”. 

 

III. Why Raise money from Individuals 2:45-3:10 

Where do most donations come from?  

Who are Jesse James and Willie Sutton?   Both are alleged 

to have offered s very famous quote in answer to why we 

rob banks.  “Because that’s where the money is.” 

 That is why you should raise money from individuals. 

Giving stats:  Giving USA gave the following figures 

for 2010: 
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 290.89 billion given away to favorite causes despite 

economic conditions. 

 Total giving when adjusted for inflation was up 3.8%. 

 211.77 billion was given by households or individuals 

or 73 % of all giving a slight increase from 2009  

Funders gave 13% 

 Bequests 22.83 billion. 8% they rose 18.8 percent 

 Corporations- about 4% 

 All can participate in this kind of fundraising. 

 Women as givers contribute at all levels and are more 

likely to give 

 Churches get a lot and why? Ask every Sunday.  Offer 

salvation. 

 Most groups have easier time raising money from 

small donors and foundations, but raising money 

from wealthier people seems scary or daunting yet 

the return on investment is so worthwhile. And you 

know how to do it. Donors stay with you, are loyal, 

are ready to increase every year, can help you find 

more donors and while feeling the economic 

downturn felt it much less then foundations. This is 

truly an untapped resource. 
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IV. Finding Major Donors 3:15- 3:45. 

Where to find them: 

Many people say “we don’t have a moneyed board or people who 

have connections, or “I don’t know anyone with money??  Where Can 

I (they) find major donors?”  

Oh yeah?????  I believe you do know them-you just don’t think you 

do. 

Here is where to find major donors. This is taken from my manual 

Untapped. 

 

 Start Inside. Finding prospective major donors whose purpose 
matches yours begins inside and works its way out.  Ask 
yourselves: 

 

1) Who demonstrates that they value our work, by coming to our 

events or asking you for information about our work? Who shows 

potential interest, for example, through what they do for a living or 

where they volunteer? 

 

2) Whose giving patterns in other areas suggest they are “givers” and 

have money to give? Who attends local fundraisers, donates auction 

items, or gives to organizations that work on similar issues?   

 

3) Who knows, loves, or supports you, and would potentially be open 

to extending that relationship to include supporting your organization?    
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As you build your list, you can prioritize where you want to focus first.  Start 

with those with whom you have the closest relationship:    

 

Organization Members and Staff. Who within the organization can 

be tapped to become what you define as a major donor? Board 

members must be giving 100%! 

 

Family Members and Friends. Who can you connect with among 

the family members and friends of your organization’s members and 

staff? Your goal is to begin to develop a relationship that is not 

just based on individual loyalty, but a relationship with your 

organization. They begin to give because they love you, and 

continue to give because they are connected to the work.   

Business Contacts/Affiliations. Include those with whom your 

members and your organization do business. You can approach 

both the business owner and the business itself.  

 

Consider every place.  

o builders and all who benefit from developing affordable housing 
o local restaurants   
o office supply stores   
o funeral parlors  
o large and small businesses and corporations  
o lawyers 
o local medical practices  
o real estate agencies  
o beauty parlors  
o accounting firms  
o other professional services 
o Jack and Jill clubs 
o sororities   
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You are not prospecting for favors from these businesses; you are 

looking to identify (new) giving relationships with individuals that 

support what your organization does for the community.  Not begging!  

Get this idea out of your head! 

Often union memberships or trade organizations can be similar 

sources for potential relationships, with the head of a union, for 

example, being a potential personal donor.   

Those Who Have Moved or Are No Longer Active. Include 

members, board members, and community allies who have moved 

away or are no longer actively involved. This gives those who still 

care but can’t be involved the chance to stay connected and those 

who have moved the chance to still support the work back home.  

 

This can include people who made money in your neighborhood with 

a small business but have since moved away.   

 

Local Politicians. You can go to politicians you have worked with 

and ask both for their direct support and for names of people they 

know who you can approach. One organization was able to identify 

new donors by asking defeated or winning candidates for public office 

to send a letter to their donors, asking them to support the 

organization as a way to achieve some of their goals.  Official must 

put spotlight on you directly in front of their donors and demonstrating 

mutual goals. 

 

Allies. Your allies are the foundations that fund your work, clergy 

whose members participate in your organization or benefit from your 

work, and community organizations that you’ve worked with who can 

all potentially give you names of major donor contacts.   



9 
 

Those Who Already Give—To Your Organization or Others. Who 

already gives $100 or $250 to your organization? Can you move 

them up the giving ladder to become bigger donors?   

Who do your inner contacts know who give to other community 

development efforts or to support similar issue areas such as jobs or 

workforce development? Who from among those donors can you 

move into your organization and up the giving ladder?   

Remember. Slavery is over. No organization owns its donors. 

Donor information tends to be in the public domain, listed in annual 

reports and on Web sites. Exploring this with reasonable sensitivity is 

appropriate. You can review the donor pages of annual reports of 

organizations that work on your issues as well as gala programs 

or ad books from their events. Don’t limit your research to 

community organizing supporters. For example, an organization that 

provides services for immigrant children may give you some potential 

names of people to approach for your campaign to make housing for 

immigrant children and families more affordable—and someone 

within your organization may know them and be able to make the first 

contact.     

 

Donor Contacts. You can ask current donors for names of potential 

donors as well.  

 

The Best Contacts: Those Who Already Give. An individual 

who already gives to you or to other housing development 

efforts at low levels offers the best potential to move from being 

an “impulse giver” to becoming a thoughtful, major donor. 

Similarly, those who already give at a high level can move from 

giving on impulse to giving more steadily, and giving more.   

 



10 
 

Build Out Into the Community. You can gain access to new 

relationships—and a sign-in list of potential donors—by speaking at 

gatherings that have a wide reach of engaged and active community 

members. You can use these opportunities not necessarily to ask for 

money on the spot, but to expose people to your housing issue and the 

ways you are addressing community problems.  Some places to consider 

include the following:   

 

 

Chamber of Commerce. One organizer reports that a presentation 

to the local Chamber of Commerce offered a key way to access 

relationships that led to millions of dollars eventually going into 

housing organizing and development. While this clearly doesn’t 

happen everywhere, local business associations are definitely 

sources of potential supporters. Similar gatherings to address might 

include a Rotary Club meeting, a bankers luncheon, or a YMCA staff 

meeting.   

 

Places of Worship. You and your organization’s members can also 

expose people to your work by speaking at congregational services, 

events, and social action committees.  Nearly every congregation has 

people of some means. Talking to the faith-based community is an 

important way to identify donor relationships.  Make sure you check 

with the clergy first. 

  

Alumni and Professional Networks.  Articles in newsletters of 

colleges that you, staff, or active leaders attended, or professional 

associations you are part of, promote your organization and may lead 

to contacts down the line. This includes reaching out through 

sororities, fraternities, and similar networks.    
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Colleges and Universities. Speaking with a class or at a campus 

event is another way to put information out there about your work and 

meet potential donors, even if it is not an appropriate venue to 

immediately and directly ask for money.   

 

Socially Responsible Investment Professionals. You can write to 

and approach those who have a client base of people who already 

care about social issues, to get on their radar as a possible 

contribution to your organization. Or you can ask to present with 

these professionals when they speak with groups of investors and 

demonstrate that supporting your organization is a way to give back 

to the community.   

 

Existing Outreach Channels.  Make sure that anyone who looks at 

your web site or receives communication from you knows how to 

easily give to your organization, by clicking on a donation button or 

mailing back a self-addressed envelope. This is a way to get small 

donations and to get names of people you can further cultivate.  

Explore Facebook and other social media as a way to communicate 

and build lists. But remember-research shows that face to face 

solicitation still raises the most money. 

 

Do Some List Reconnaissance. Regularly pass the list of potential 

donors to the board of your organization and its fundraising 

committee.  

 

In addition to cultivating financial support, consider other ways you could 

strengthen the connection between people on the list and your 
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organization. Who could be a board member?  Who might open doors to 

other donors? Who would be willing to volunteer for a specific task? 

 

Exercise:  break into organizational groups. Write down 5 new contacts in 

each of the categories we have just reviewed. (15 min) 

 

Come back together and discuss. (10 min) 

 

V.  Break 3:45 - 4:00 

VI. Building Relations with Program officers 4:00-4:30 

This next section is taken from manual created with Grantcraft which 

will be available to you on the Florida Housing Coalition website. 

The Grantmaker’s Role 

Besides the obvious-the check, the money, the moola, there are other ways 

foundation staff can help you including: 

1. Advocate Make the case for supporting a grantee or a line of work 

2. Bridge builder Make it possible for strange or unlikely partners to work 

together 

3. Connector Link grantees to one another or to others to maximize outcomes 

4. Critical friend Give honest critique without smashing hopes or undermining 

confidence 

5. Facilitator Lead or coordinate the work of a group to get ideas on the table 

or to get things moving 

6. Fundraiser Help grantees raise money from other foundations and donors  

7. Idea mover Take a leap with new ideas or people in a field or community or 

inside the foundation 

8. Sounding board Listen actively for ideas, opinions, and points of view 
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9. Strategist Create and sell a long-term plan of action to achieve a particular 

grantmaking goal 

10.Translator  Help internal leadership understand what’s happening in a field 

or community and vice versa 

11.Validator Affirm good work by grantees and others in the field 

12.Voice amplifier Find and support people at the margins of a field or 

community 

 

 7 main points to building a relationship with your program officer  

1. It’s all about relationships, context, knowing and understanding the 
program officer 

2. Practice active listening ( handout will be on website) 
3. Do your homework.  Remember the program officer works for a 

foundation and has to be accountable. 
4. Keep great records. 
5. Work towards yeses and avoid nos. There will always be no’s through no 

fault of yours. 
6. Stay in touch. 
7. Recognize a wall-don’t waste time and move on. 

 

Understanding Program officers 

1. Why do they get into this work?  
 Want to make a difference in the world 

 Left academia or law-switching careers 

 Activists/Organizers who crossed over after years as executive or 
program directors 

 Funders often see selves as a part of the issue you are working on. 
 

2.  Types of Program officers 
Some examples: 

 New  
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Can be confused and on own learning curve and can’t show it – trying 

to understand field, job, foundation, may not understand formal 

process or informal process to get proposal approved.  Unlikely to 

know their own “foundation speak” yet.  You may need to set them 

at ease. 

 Experienced. May have things to teach you, or may want to show off. 

 Local or National 

 Activist perspective:  ideological, issues, constituency, solution 

 Working for new or live donor 
 

All of them:  

o Have personal goals as well as foundation goals. 
o May be interested in what you can do for their strategy not what 

they can do to help with yours. 
o Conflicted -- not sure what will be accepted, process may be 

changing 
o Lots of rhetoric, big ideas  

       

3.  What It Feels Like to be a PO 

 Feels like their job is always having to say no so ask them for little things 
they can say yes to 

 Bombarded with heavy information flow, little time to process 

 Not always able to see connections. Find out their strategy. Help them see 
where you fit.  

 Hard to tell if doing a good job.  You could compliment her on a grant that 
made a difference or that someone said they are a good P.O.  

 Can feel like a walking checkbook. 

 Treat program officer like a real person. Find out if they have a background 
in housing?  Theory of change they have?  Book they read?  Or book you 
read and want to tell them about. 

 

4.  Things a Program Officer Thinks About Grantees: 
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 How does your work compare to others?  

 What isn’t being said? What don’t they know that will cause 
problems later on? How can they manage their risk? 

 How real is what you are saying to them?  

 What other funders who fund you think and say about you. 

 Can you meet specific goals not just talk a good game? 

 Sustainability – “I Don’t Want to be the Person that De-
Stabilizes an Organization.” Talk about your diversified funding 
base. 

 

5. Their ability to do their job 

 How to sell your organization internally?  
•What will management, trustees accept? 
•What are they leveraging? 
•Will this strengthen their position? Put it at risk?  How much can 
they push internally? 

 Grant Cycles - money out the door, nationals operate a year or more 
ahead 

 How to fund the groups they really like 

 Personal and strategic goals: How to increase their visibility, leadership, 
access to more influential people?  

 

6.   How to approach a program officer. 

 Ask other funders if you can use their name 

 Google foundation and program staff 

 Web site - Who are their grantees? - talk to them  

  Establish personal relationship 
o First, make sure the foundation accepts unsolicited proposals of letters 

of inquiry.  
o If so, open the door with a strong concept paper or contact person 
o Understand the grant cycle and process and grant sizes 
o Help your program officer succeed 
o Keep your program officer engaged 
o Find out their experiences - do they understand power and politics 
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o Treat them like a person, not a checkbook 
o Gentle 1:1 but be aware of time 

 

Ask for their help, not money (the little yeses) 

o If you meet them at a meeting-don’t ask for a grant or make a pitch. 
You don’t want to be evaluated on spot; they don’t want to have to 
make decision on the spot. 

o Ask for advice or help.  For example: 
 Would like to know about their foundation or how the 

foundation works. 
 Do they know anyone who is interested in funding 
 “Trying to learn more about how to structure site visits-your 

advice?”  
 “Can you introduce me to one of your grantees?” 
 Excited about win or initiative. We would love to share what 

we’ve learned, please think of us if you are involved in setting 
up any panels or forums 

 Send an email with a report, website, etc 
 Ask advice, get another yes 
 Ask for conversation to talk about if any of your work is 

interesting to them 
 Find out their parameters and “theory of change” 
 If they have never funded housing before or not going to fund 

you and there is a better match, make the introduction. It will 
pay off in the long term and build a movement for affordable 
housing. 

 Never go behind their back, to another program officer, 
executive director or board member without really thinking 
through the consequences. 

 Offer thanks and appreciation often but not obsequiously.  
 

VII. Open discussion, Thanks and Goodbye. 4:30-5:00 

 


