

DAY 5 – Look for a new donor

Retention is your secret to success
It’s important to keep your current donors happy and not to forget about them during your search for new donors for donations or grants. After all, happy donors may grow in their contribution. And they may be willing to help you, for instance to find new donors!
Remember: you are building a long-term relation. If you don’t want your donors to be one-day flies, then don’t be one yourself! 
1. So the first step is: to draft a new message for a current donor (or if you don’t have donors yet: for your current fans online on your social media profiles).
2. Go back to DAY 3: pick a message type (NOT an ASK!) and draft a message.
TIP: go for the question …. see below
3. Share it in the Facebook group and ask for feedback.
4. Look at a message posted in the Facebook group by someone else and give them feedback (and note what you can learn from this!)

Find new donors
5. Decide what type of donor to look for! It may be better to first build a solid base of private individual donors, so that you have income to pay for your first activities. And then to use this track record of activities and impact to expand your donor base with higher income donors and donor that provide grants. Based on your decision follow the steps below.
6. Keep in mind that most grants take time. If you want to do something now (or soon) then private donations are more suitable for you now. 
7. Keep in mind that for grants you will need to have your systems in order! The donor may ask about this during the selection, but if not, then you definitely will need to have this in order as soon as you start spending money from the grant. 

Find new donors - individuals
8. Ask your current donors (see step 4! but you can also do this extra of course) for tips:
What kind of people would be aligned with your vision and mission and values? 
Where could you find these people? 
Can they help you approach possible new donors? Maybe make an introduction for you?
9. If you do not have current donors: ask you board/volunteers/team the same questions as under 7.
10. Go to the places indicated (online/offline) or set up a call/meeting with the person you are introduced to.
11. PREPARE: list questions to ask, bring a notebook to note answers, bring money to buy a coffee, etc. Make sure you have something to show about your work/organization (see DAY 2 – make sure your profiles are up to date and clear!)
12. Make sure you listen more than talk! This first outreach is not about getting a cheque! You are building a new relation!
13. Plan your next steps for finding new private individual donors.
14. Share your steps taken, plan and any questions you may have in the Facebook group.
15. Look at what others share and help where you can and note what you can learn from this. 

Find new donors – private company donors
8. Ask! Maybe your board, your volunteers, your team, your donors know about companies that sponsor or donate in your field of work or your locality.
9. Look at your activities and target group and identify companies that serve the same target group and/or are providing services or goods suitable for these activities. Check if they have a corporate social responsibility programme. Do they have a programme for their staff to volunteer? Do they engage in bigger actions or campaigns? Could they do in-kind donations? 
10. Look at annual reports of nonprofits working in your geographic area or working on the same theme/with the same target group. Look at their publications. Which company names do you see there? Look these up online. Could they be interested in your work, too?
11. Check out if there are chapters of a Lions Club, a Kiwanis or a Rotary in your locality. (Or another business group.) What are their programmes? 
12. Google! If you happy with your search, set up an alert so that you can see when a new item is posted meeting your search criteria.
13. Plan your next steps for finding new private company donors.
14. Share your steps taken, plan and any questions you may have in the Facebook group.
15. Look at what others share and help where you can and note what you can learn from this. 

Find new donors – institutional donors
8. Ask! Maybe your board, your volunteers, your team, your donors know about grants given in your field of work or your locality.
9. Look at annual reports of nonprofits working in your geographic area or working on the same theme/with the same target group. Look at their publications. Which donor names do you see there? Look these up online. Could they be interested in your work, too?
10. Check out embassies in your country. Most embassies have a small grants programme or have information about foundations in their home country. 
11. Google! If you happy with your search, set up an alert so that you can see when a new item is posted meeting your search criteria.
12. Use a search service, see below for some inspiration.
13. Plan your next steps for finding new grantmaking donors.
14. Share your steps taken, plan and any questions you may have in the Facebook group.
15. Look at what others share and help where you can and note what you can learn from this. 

Search services - examples
· https://www2.fundsforngos.org/ (this is the free version, there is a paid version also)
· https://www.environmentalgrants.org/ (for environmental grants specifically)
· https://www.advance-africa.com/Grants-for-NGOs-and-Organisations.html (for African organizations/work in Africa)
· https://www.charitynavigator.org/ (for donors to find charities to donate to)
· https://candid.org/ (if you go to the search function and type in a name or a keyword you get a list of donor organizations that you can then use for Googling…. If you become a paid member it is easier, I think). 
· https://international.grantwatch.com/grant-search.php (mostly USA + Canada, a few international options through search) 

Collections (COVID-related)
· Non-profit resources collected by Beth Kanter and others Covid-19 Nonprofit & Philanthropy Resources
· Overview of funders (mostly US-focused but not exclusively) related to COVID-19 relief collected by the Council on Foundations https://docs.google.com/spreadsheets/u/6/d/e/2PACX-1vT3YOH_tCxOTw1P0ZTdVnnGdNsULENdaZ36mUnL8TwN8xzgjQ3oXFaL93YYgrNHOTamHB0Deagn3DGe/pubhtml?fbclid=IwAR0ejo5OZ5loq_RxratUbfBTMQ3_yfTkFsfurqGUBYlrJUvgEWVKcyjO9ds 
· TechSoup resources for nonprofits (software free or at reduced price) Resources for Nonprofits Impacted by COVID-19

Get systematic and start tracking!
16. Grab your donor data sheet, add a new sheet/tab for prospective donors and add information that is useful to keep/track for now in regard of your donor search. 
17. Plan time in your calendar for step 13 above. 



For inspiration: https://www.changingtides.eu/where-and-how-to-find-donors/ 
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