
FUNDRAISING 101



Meet Us



ABOUT SUMMA



GETTING STARTED



GOVERNMENT ANIMAL CONTROL

YES YOU CAN 
FUNDRAISE

Yourself by setting up 
infrastructure

Outside-finding the right 
people to support



GETTING STARTEDYOUR REPUTATION



MARKETING AND FUNDRAISING GO HAND IN HAND

● Donor bill of rights
● Code of ethics
● Fiscal/program 

transparency
● Trust of organization 

and people in it 



CREATE A CULTURE OF PHILANTHROPY

Donors Give to People

Everyone at the 
organization is a 
fundraiser

The boards role in 
fundraising



DONOR CULTIVATION

Donor Cultivation is the process 

of establishing and 

strengthening relationships with 

prospective and current donors 

over time



BUILDING THE RELATIONSHIP



DONOR GOAL AND CAPABILITY





ANNUAL GIVING
● General Appeals

○ Direct Mail
○ Digital Campaigns
○ Crowdfunding

● Unsolicited Gifts
○ Over the Counter

● Restricted Gifts
● In-Kind Gifts/Wishlists
● Peer to Peer Giving
● Honor/Memorial Giving
● Social Enterprises



A major gift is different for each 
organization. 

Major Gift solicitation involved 
matching the donor’s interest with 
the needs of the organization.  
Each major gift is its own 
campaign. 

Types of Major Gifts
● Can be an annual gift
● Can be a one time gift
● Planned gift/Endowments
● Part of a Campaign

Consider a separate plan and 
program for these types of givers



SPECIAL EVENTS

● Purpose
● Cost 
● Time
● Corporate Gifts and 

Sponsorships
● Follow-Up



MARKETING AND FUNDRAISING GO HAND IN HAND

● Importance of 
Storytelling

● Branding
● Social Media with 

an Ask
● Website
● Emails
● Newsletter 
● Collateral



DATABASE

● Donor research
○ Segmentation

● Keep Track
● Automate
● Acknowledge
● Ease of Donation and 

Payment Methods



UPCOMING PRESENTATIONS

Special Events-May 21

Yes, You Can Fundraise for an Animal 
Control-June 4

The Business Side of Fundraising-June 18



CONTACT

Dennis Chyba
Summa
dennis.chyba@gosumma.com
787-523-7451

Julie Bank
JBankConsulting
julie@jbankconsulting.com
760-908-8058

mailto:dennis.chyba@gosumma.com
mailto:julie@jbankconsulting.com
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