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Some general thoughts 
on good fundraising  
Why do people support a cause? 



Fundraising is... 

"...the art of receiving support from 
others for my charitable cause  
by winning them over  
to make my cause their cause.“ 
(Jens Uwe Böttcher, Forum Bürgerengagement, Uni Bremen) 

Datum, Ort der 
Präsentation 



Datum, Ort der Präsentation 

...and Fundraising is not: 

Fundraising is not begging! 

You don't want your supporters to do you a favor, 
but to support your cause or idea and want to help 
you. 



Fundraising is not only about Money! 

Fundraising is… 

 the systematic analysis, planning, implementation and 
evaluation of all activities of a non-profit organisation  

 aiming to get all resources (money, goods and 
services) needed to fulfil its cause  

 through a consistent orientation towards the needs of 
those providing these resources (members, 
supporters) at the lowest possible costs.   (Marita Haibach) 

Datum, Ort der 
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Why do people support a cause?

1. Because they were asked! 

2. They support people who truly represent the cause and 
seem capable to actually do something about it 

3. People give if they feel their contribution can actualy help 
achive the goal.  

4. Because there is something, they can relate to 

5. Because there is a reason to support now 

6. Because its made easy to help 

Datum, Ort der 
Präsentation 
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Why do people support a cause? 
Illustrate the problem, make it understandable: We are determined to 

help, if we get a clear idea of how badly it actually effects people, animals, 

our climate. Often we like to illustrate that with figures that seem to make a 

strong case. 

But numbers can be very abstract to people, and often they can not really 

interpret them. Saying that a single coal power plant emits over 30 mio. tons 

of C02 pa – that sounds a lot. But what exactly does that mean? What’s the 

consequence? That‘s why stories and examples of effected individuals are 

often stronger than figures. 
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Always give hope, present a solution: Not the size of a problem is 

motivating, but the chance that a problem can be solved – and my 

contribution can actually help to solve it!  



Datum, Ort der Präsentation 

Why do people support a cause? 

Why you? There are many other good NGOs doing something about climate change 
too. What makes your organisation special? Why should people give to a party? 

Stress the relation between your donors and the cause: There might be a lot of good 
reasons. The impulse to support is ultimately emotional. People get involved if they 
can relate to something: shared values, people they know, because it’s local, because 
they are personally affected. 

Make helping easy! Even if people are willing to help: Everyone is busy with their job 
and family. Thus people are more likely to help, if its made easy and meets their 
needs (choose suitable time for volunteering opportunity, make volunteering a great 
experience thanks to good organisation and communication etc.). For donating 
provide easy-payment-solutions that work on mobile devices.  



Reasons for volunteering 

Having a good time 

Meet other generations 

Socialise with other people 

Make a difference 

Learn new skills 

Reputation and influence 

Improve my CV / career 

Earn some extra money 



How can people get involved? 

People want to get involved in a particular 
way – otherwise they are likely to leave and 
choose another organisation. They have their 
personal preferences and conditions for 
volunteering and these are often quite 
stable.  
Some like signing petitions, some never sign 
petitions. Some like public actions, some 
prefer back-office work. The challenge is to 
find a suitable engagement for everyone. 
Donations can be a very welcome 
opportunity of support for people with little 
time.  

Do they find the opportunity that matches their needs? 



Questions to think about… 

• What do we need? What ressources can be 

provided by whom? 

• How do our supporters perceive us? How do we 

communicate? How quick are we to answer? 

• How interesting are our events? How can they 

currently support us? What‘s the benefit of a 

membership? How easy is it to get invoved? Does 

the involvement feel meaningful?  



Green Fundraising 
Experience 
What works for us? What does not? 



Fundraising Strategy 

„Culture eats strategy for breakfast“  
(Peter Drucker) 

 Walking a new path needs a shared agreement of everyone 
involved that you want to do this!  

 Without a shared vision & leadership nothing much ever changes 

 Your general communication and supporter-relationship is the 
ground for your fundraising success (or failure).   

 Fundraising-plans need to fit your resources and possibilities 



What tools do work? 

Costs & 
Effort 

Impact (Probability of a positive answer) 

SMS 

Events 

Donation Button / 
Form on Website 

Telephone 
Call 

Leaflet 

Personal Ask 

Letter 

E-Mail 

Facebook/
Insta etc. Newsletter 

Follow up / needs to be 
connected with  



Tools that work 
best for us 



Donations: Telephone Fundraising 

• With volunteers or permanent staff – in both cases there’s a 
need for continuous training and team building 

• Success: 15 - 30% or more depending on the occasion, start 
early and ask e.g. for monthly donations up to election day 

• Local chapters do very successful telephone fundraising for 
urgent action (with volunteers)  

• Combined suggestion: ask to join a particular activity or 
support the activity with a donation 



Donating Posters and Cinema Ads 

• Donating advertisment costs for big posters (3,5 x 2,5 meters) 
and for broadcastings the green spots in cinemas 

• Popular as you can choose a place and see the result of your 
personal donation  

• Brought us additional advertisement worth ~500.000€ in last 
nation-wide election 

• Advertisement is centrally organised nation-wide with 
respectivce software services available 





Mailings: Letters & E-Mailing 

• Hold donor records, make a careful selection of who is addressed at what time, 
don’t burn the list by asking too often or randomly. 

• Personalise every mailing (call people by their name). Write well & clear, avoid 
hollow phrases, imagine actually speaking to someone. 

• Just ask frankly and say what exactly you need. "We still need helpers, please 
contact us" is no helpful information to readers. What is there to do for me, when, 
where, for how long, do I need special qualification…? React quickly and commit 
people in case of interest!  

• Think of the mailing as part of a campaign: how does its support the 
cause/campaign, how does it fit in the overall communication? Keep people 
updated on what was achieved. 

• Don’t forget to say thank you!   

 



• What is this about: planned new open coal pit would 
destroy 20 villages 

• What we do about this: protest, unite and protect 
threatened villages with a cross-boarder human 
chain gathering people from all over Germany and 
Europe 

• Call for  Action: Join the Human Chain or donate 20€ 
for a solidarity ticket to help someone else to join, 
who can’t afford it otherwise 

• How to help: Donate button, bank details, link to 
information on the human chain 

•  very clear cause, clear use of money 

•  personal commitment of party leader, who takes 
part herself and writes in first person 

•  combined ask (join or donate) shows that all help 
is welcome and makes it more likely that readers can 
actually commit themselves (the one or other way)  

Writing a Call to Action 



Fundraising in Small Chapters 

• Having a small list, take advantage of the fact, that 
this allows you to better connect to your supporters 
and individualise your communication 

• Make phone calls, send hand written cards, meet 
people (instead of e-Mail and Social Media calls). 

• Involve supporters in what you are doing. Create more 
intense relations between members, and thus greater 
commitment and responsibility.  

 



Donations: Our Fundraising Lessons 

• Postal Letters still provide the best cost-value-relation 

• Telephone is great and appreciated by members, but needs 
dedicated people and good planning 

• Even if fundraising via digital channels doesn‘t result in great 
return, we find new supporters this way 

• It is worth putting time and effort in a clear well written letter or 
e-mail. December is always the best time to ask for donations.  

• People appreciate your gratefulness and follow up 
communication. Especially if they gave just a small amount.  


