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POLITICAL FUNDRAISING



AGENDA FOR THIS MODULE

1. Types of Fundraising 

2. Make a Fundraising Plan

3. Organize & Operationalize: 
Setting up Fundraising 
Systems

4. Fundraising Best Practices



FUNDRAISING TACTICS & TOOLS
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Major 
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MarketingDigital



FUNDRAISING TACTICS & TOOLS

Major Donor

Event based

Call time

Finance Committee / 
program

Grassroots

Digital

Email

Online ads

Social Media

Marketing

Direct Mail

Store

Telemarketing

Canvassing



ORGANIZE & OPERATIONALIZE: 
FUNDRAISING SYSTEMS

1. Setting your plan for 
fundraising success

– Fundraising Tactics & Tools

– Determine your fundraising 
goal

– Manage Expectations

2. Organize your network & 
correspondence

3. Tracking commitments and 
follow up

4. Systematic prospecting 

5. Create community & engage



CREATING YOUR FUNDRAISING 
PLAN

1. Planning and Budgeting
– Work backwards first

– Start with necessary 
expenses and map a plan to 
get there

2. Map Your Network

3. Review tools & relevant 
fundraising 
prospects/networks that can 
be utilized

4. Always set direct & realistic 
expectations 

5. Continuous Engagement, 
Track Asks & Follow Up



SETTING YOUR BUDGET: GOALS AND FINANCE PLAN



SETTING YOUR BUDGET: GOALS AND FINANCE PLAN



FINANCE PLAN SAMPLES



Mapping Your 
Network: 

Circles of Benefit

c/o EMILY’s List Making the 

Dough Rise Manual



FUNDRAISING TACTICS & TOOLS

1. Event based Fundraising

2. Personal Ask: Calls & 
Individual Meeting

3. Empower your network

– Finance Committee & 
Leadership 

4. Get creative

– Direct Mail / Telemarketing

– Online Fundraising 
Programs

– Recurring or matching gifts



INVITE SAMPLES



Sacred Call 
Time & 

Outreach



MAKE IT EASY AND ORGANIZED: 
FUNDRAISING SYSTEMS

1. Prospecting and tracking 
correspondence

2. Your fundamentals- Educate 
and Activate

– One Pager on Who & Why

– Contribution Instructions

3. Recording commitments & 
contributions

4. Build a community of 
support

5. Thank You Notes & Personal 
information tracking



ONE PAGER
SAMPLE



CONTRIBUTION INSTRUCTION SAMPLE



FOLLOW UP SAMPLE



THANK YOU SAMPLE



NOT JUST ANOTHER DONOR: BEST 
PRACTICES TO ENGAGE SUPPORTERS

• Invite to a local event

• Ask to volunteer their time

• Ask them to host & leverage 
their networks

• Serve as a public validator 

• Learn about their personal 
motivations & interests 

• Build a personal relationship 
& community 



EMBRACING THE FUNDRAISING 
ASK



Mapping Your 
Network: 

Circles of Benefit

c/o EMILY’s List Making the 

Dough Rise Manual



CONTINUUM OF YES



GAIN CONFIDENCE: MAKING THE 
ASK

• Rule #1: Embrace where the 
contribution is going and 
what it will produce

• Rule #2: Know Your Audience 
who + motivation + capacity 
+ history= appropriate ask

• Rule #3: Listen



PRACTICE MAKES PERFECT: 
PERFECTING THE ASK

• Know Your Audience 
(Personalize)

• Pick an Effective Attitude 
(Listening required)

• Build Urgency

• Be Direct

• Ask for Something Specific

• ...PAUSE… for a response

• Follow up & engage beyond 
contributions



PRACTICE MAKES PERFECT: 
PERFECTING THE ASK

• Have 15-20 second clear pitch-

express why you are involved and why 

you are approaching this individual 

• Be direct; ask for specific amounts

• Leave a number where you can be 

reached

• Take diligent notes and keep records

• Send immediate and specific follow up 

• Call to check in - without an ask

• Be Gracious 



GUIDE THE CONVERSATION

• Ask questions about what the 
supporters cares about

• Look for shared interests and 
commonality

• Share your personal story

• Give concrete accomplishments

• Share how funds will be used

• Share what we do together

• Larger fundraising goal or context

• Join the team



THANK YOU 


