Fundraising support
during COVID-19
and beyonad

Webinar — Your fundraising message
In current times

Gill Jolly BSc (Hons) FCIOF(Dip) MBPsS

Director of Achieve Consultants Ltd & Associate Trainer with DSC

This presentation ©Achieve Consultants Ltd
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Welcome from Angus Roy,
Charity Director, Ecclesiastical

www.benefactgroup.com
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http://www.ecclesiastical.com/charityfundraising

Introducing

Gill Jolly,
DSC Associate Trainer &
Director of Achieve Consultants Ltd

Cathy Shimmin
DSC Senior Training Consultant
(assisting with the Q&A)
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To make the most of today

r— Use the chat function to

* connect,

e share and

* network with each other

CHAT NOW

Use the Q & A function for:
e guestions to be answered later
e any tech issues
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‘Your fundraising message in current times’

Today we’ll be covering:

* Developing your case for support

 Link to donor motivations & some
psychology

* Hints and tips for success

Then a Q&A session
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A good starting point is to think of a
skeleton being your key components and then
flesh it out
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casefor SuUpport

1.\ A hat do Lo olo?
2. \/\/1/15 olo you olo Lt?

= \/\/1/15 should | SUpport Ljou?

For more helping writing your case for support, visit:
www.benefactgroup.com



To flesh it out, think about what

questions a potential donor or supporter
would want to ask or need to know before
making a decision to support you.
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Questions

* What is the issue/problem you want to overcome/improve?
 Why is your organisation best placed to solve it?
 Who will benefit and how? (primary & secondary)
* What difference will the donors’ support make?

 What will they get back in return?

e How much do you need and when?
 Who else is supporting how will you secure all the funding?

e Can you link smaller amounts to specifics? Be careful not to restrict though!
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Five Questions

According to Bernard Ross and Clare Segal in "The Influential Fundraiser®....

A good case needs to enable the reader/listener to know the following

1. Whatis the need?

How can you tell this is a pressing need?

3. How is your organisation uniquely qualified to
tackle this need?

4. What will be the benefits of your action?

What are the negative consequences if you fail?
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It’s vital to set out the problem
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And then share: how will your charity
solve the problem and the difference it will
make?
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And don’t bore the prospective supporter
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Spark the supporter’s interest

» $1.875M

Cz 0 ({ Wz 2 i {//'1 e ftet tH

Grab attention, e.g. SPACE TO FOLLOW
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Long words & sentences, jargon and
technical language
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Levels of response

First level response

e How do the senses respond to the medium?
e How does it look, feel, etc.?

Second level response

e How does the message appeal to the emotions — the heart?
e Isthere an awareness of the need?

Third level response

e How does the message appeal to reason, logic etc.?

e What is the clear factual argument for supporting the cause?
e |sthe solution meeting the need?

e Do we know what we are being asked to do?

e Whatis the response mechanism?
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Balance between head and heart

The decision to give is made in an emotional
place, not a logical one.
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Features need to be expanded
into benefits

. e Features
Benefit

e Features
. e Features
Benefit -
e Features
. e Features
Benefit
e Features
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Quick test ....
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TRANS FORMAT 0N

STATE
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What will have changed?

A story can help illustrate your impact

TRANS FORMAT 10N

C uRReNT FUTURE
STATE STATE
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Satisfied donors




Donor motivations

Reasons for giving

These are many and varied

We needto understand our
potential donors motivations for giving
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Why do people/organisations give?

how which ‘.,‘,'1
hati=when
| ,;hn rLWhICh
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Why do people/organisations give?

WE MAKE A LIVING  "How wonderful
BY WHAT WE GET that no one

need wait a

WE MAKE A LIFE si?gl_e moment
O Improve
BY WHAT WE GIVE ks W%,ld_..

- Winston Churchill -Anne Frank
dsc helping you
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Remember it has to be a win : win for a
successful relationship

Y

+

B0 ©O

Good for Y, Good for

Bad for X Both
€ > X
Bad for Good for X,
Both Bad for Y

e ©B
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Motivations/willingness to give

Change in willingness to give since COVID

One-off donation to charities | personally care about
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54%

Causes specifically related to COVID
43%
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Local/community causes
54%

o
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Citizen-led fund-raising campaigns e.g. Captain Sir Tom Moore

LB%

Regular donations/subscriptions to charities | personally care about

OCO0POOOOO

59% & 19%

Requests from friends for sponsorship / donations e.g. for a marathon or other goal

58% 8% 13% 6%

Community / work events e.g. Macmillan coffee mornings

Net Gain/Loss

Overseas appeals
a .
. More likely to donate No change . Less likely to donate . | wouldn't donate
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Source: Enthuse’s Donor Pulse Autumn 2020 report

+22%

+19%

+16%

+14%

+5%

+7%

+6%

Don't know



Motivations/willingness to give

Reasons for taking part (Base: all who would consider)

| want to do an activity that connects me to people I can't seeright now (NN 7

| have more time on my hands because | am working from home/ don'thaveajob (NN  26%

| don't have money to donate myself but still want to help charities G

| want to go above and beyond for charities | already support (D 9%

The good weather means | want to spend more time outside (D 3%

My friends / colleagues / family have done avirtvalevent (D 7>

| want to do an activity to entertain all of my household together  (RNRNRNRNEGENEGEGEGEGEGEED 5%

None of these/not sure (D 5%

Figure 9: Would consider a virtual event and why
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Wills aren’t just for older people

300% increase in under-35s writing wills

What happened?

289% more Millennials made their will in 2020 vs. 2019
—and Gen Z saw an even bigger increase of 465%. This
peaked in April, with 12x more under-35s writing wills
than usual.

Every generation is writing more wills at home

Gen Z +465%
We also saw a 279% increase in parents with young
children writing their wills. This led to a drop in the Millenials +298%
average age of people writing wills — which was 47 in
2020 vs. 50 in 2018.

Gen X +278%
Why?
This may be the first time younger groups faced their Baby Boomers +208%
own mortality. The challenges of this year have a'

brought into sharp focus how important it is to plan
ahead, however old you are.
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Remember

It’s got to be interesting, urgent and exciting and the donor
needs to know that their support will make a real difference.

‘If there’s no difference, there’s no point!’

Urgent Help

~ K2~
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Next Steps

. BENEFACT GROUP

More fundraising support and resources from
Benefact Group can be found at j.
www.benefactgroup.com i"
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Ecclesiastical Insurance Office plc (EIO) Reg. No. 24869. Registered in England at Beaufort House, Brunswick Road,
Gloucester, GL1 1JZ, United Kingdom. EIO is authorised by the Prudential Regulation Authority and regulated by
the Financial Conduct Authority and the Prudential Regulation Authority. Firm Reference Number 113848.
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https://fundsonline.org.uk/

https://www.dsc.org.uk/training/
https://www.dsc.org.uk/publication/the-complete-fundraising-handbook/
https://www.dsc.org.uk/publication/the-directory-of-grant-making-trusts-2020-21/
https://www.dsc.org.uk/training/in-house-training/
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Sign up for the next webinar taking place:

Tuesday 2"9 February — Going Digital

Sign up at: www.benefactgroup.com

Also see this link to view past webinars as part of this series
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Thank you to Benefact Group for choosing
Directory of Social Change to deliver this webinar.

Evaluation Forms will be emailed to you separately.

Please complete and return so that we can all continue to improve our webinars.

Did you know DSC offer an In House Training Service
on a huge range of topics?

Or that we can provide Performance Coaching and Mentoring?

Contact me to find out more or visit www.dsc.org.uk
Cathy Shimmin, Senior Training Consultant
cshimmin@dsc.org.uk 07967 027304
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