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Susan Mula 

• Senior Specialist with the Habitat 
International Resource Development 
Expertise Hub.

• 6 years in Fundraising as a Director of 
Development on the statewide and national 
level. Used to wearing many hats!

• I live in the Green Mountains of Vermont and 
love to hike, garden, and cycle. 

Who we are 

Kristen Sand

• Leads team charged with providing training, 
resources and promising practices to the 
affiliate network.

• 10 years of Habitat experience in a variety of 
roles. I joined as Volunteer Coordinator here 
in Bloomington/Normal!

• I live in Middle Tennessee; where I balance 
my love for the outdoors and live music. 
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At the end of today’s session, you will be able to:

• Describe the five components of fundraising planning

• Identify 1-2 action steps that you’d like to implement
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Agenda 
Deep dive into each of the five  

Components of fundraising 

planning….

1 The 'What' and the 'Why'

2 The Cost 

3 Sources and Markets

4 Fundraising strategies

5 Monitor, Evaluate and Refine
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The RDEH created and fundraising plan 
template in the Fundraising Planning resources 
on MyHabitat. It is a compilation of several 
strong plans that we’ve received from the 
affiliated network, we like it because it clearly 
incorporates each of the five components that 
we’ll cover today. 
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Why have a formal written fundraising plan? 

• It keeps you out of crisis mode

• It helps you control the flow of work in 
your office

• It protects you from the fundraising idea 
of the month

• Helps you shift from reactive to proactive

• Builds confidence in your fundraising 
strategy

• You WILL raise more money 



A RESOURCE DEVELOPMENT EXPERTISE HUB PRESENTATION



A RESOURCE DEVELOPMENT EXPERTISE HUB PRESENTATION

With as many specifics as possible, 
outline what your affiliate hopes to 
accomplish in the next 3-5 years.
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•Talk with your Construction team about the number of projects that 
were completed last year, what did that capacity feel like for them?  

•Talk with your Finance team, what were the ‘lean’ times of year? What 
worked well? What would they like to see improved? What were 
pitfalls in our budget? 

•Talk with Family Services to learn about the number of families served 
and what the next year might look like in terms of need and capacity? 

•Talk with whomever coordinates volunteers for the job site, for events, 
for committees? What was recruitment like this year? 

/

Start the conversation
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What needs to happen THIS year

• Creates opportunity to shift from annual gifts to a 
five- year pledge model

• Long term pledges allow the focus to shift to donor 
stewardship, which increases retention and builds 
sustainability

to arrive at the 5-year target?

1.3 Million – total budget 9.5 Million – total budget



A RESOURCE DEVELOPMENT EXPERTISE HUB PRESENTATION



A RESOURCE DEVELOPMENT EXPERTISE HUB PRESENTATION

Additional 
Case for 
Support 

Resources are 
available on 
MyHabitat

https://hfhi.sharepoint.com/sites/FundingActivities/SitePages/Case-for-Support.aspx?web=1
https://hfhi.sharepoint.com/sites/FundingActivities/SitePages/Case-for-Support.aspx?web=1
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At your table…..
What’s one aspect of the HFH Lakeside case study 
that you could take home and implement?
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Setting the Goal 

A = How much will it cost to realize the vision set forth in your strategic plan? 

B = Your mortgages receivable, ReStore income and all OTHER sources of 
revenue BESIDES fundraising 

A-B = YOUR FUNDRAISING GOAL 
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1.3 Million – total budget

A = How much will it cost to realize the vision set 
forth in your strategic plan?

B = Your mortgages receivable, ReStore income and 
all OTHER sources of revenue BESIDES fundraising 

A-B = YOUR FUNDRAISING 
GOAL

The Math
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Sources and Markets

• Individuals

•Corporations

•Churches

•Foundations

•Civic Groups
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Analyzing our sources and markets
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At your table…..
Which markets are underperforming? Which are on 
the decline? What indicators did folks use to make 
those forecasts?
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WHO will do WHAT and WHEN
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Signature 
Event

Direct Mail 
Appeal

Sponsorship 
Program

Monthly 
Giving Society

Individual 
Giving 

Strategy

Example Fundraising Strategies
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More Than Houses Society member cultivation track (donors who pledge $1,000 or more each year for five 

years) 
All More Than Houses Society members – goal to increase by 15% 

Tactic  What When Habitat contact 

1 Thank-you letter upon enrollment. Immediately upon enrollment Administrative assistant 

2 
Enrollment thank-you phone call from 
homeowner. 

Immediately upon enrollment 
Homeowner services 

assistant 

3 
Invitation to personal meeting with 
assigned development staff. 

One time per year (if newly 
enrolled, arrange meeting 
within first three months) 

Engagement 
director/CEO/executive 

director 

4 
“What your gift has accomplished” 
thank-you email/postcard from 
CEO/executive director (homeowner). 

March – End of first quarter Marketing director    

 

Example 1: WHO will do WHAT and WHEN
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Example 2: 
WHO will do 
WHAT and 
WHEN
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Action

s
What When Habitat Contact

1 Brainstorm Table Captains at all-staff meetings Ongoing Communications Team  

2 Engagement Vision for Breakfast with expert panel Aug./Sept.
CEO/ED/VP Community 

Outreach 

3 Invite Table Captains to host tables September Communications Team  

4
Follow up with Table Captain invites who have not 

responded

5-10 days after September 

invitation
Communications Team  

5
Post-Whirlpool build, review people who were involved 

that should be Table Captains or invited to the breakfast
October Communications Team  

6

Send invitations to HPDs, MTH members, Women 

Builders, Builders Blitz sponsors, Monthly Giving who 

haven’t already been invited

October 
Communications Team 

/Donor Care Coordinator

Action 3: Mortgage Burning Happy Hour

Goals: Host event to cultivate current donors and acquire new donors in community. Secure $312,000 in funding

Timeline: Second week in November

Example 3: 
WHO will do 
WHAT and 
WHEN
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At your tables….. How are your 
operational systems strong? What is 
something that you saw in these plans 
that you'd like to incorporate?
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Segmenting Your Donors

Total donors who gave in the last year and the amount that 
they gave. 

Example (in dollars):
0 - 100
100 - 500
50-1k 
1k+ 
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Step 1: survey sample group of donors to identify their affinity

• Future homeowner children success stories 
• Economic impact of homeownership 
• Educational impact 
• Volunteerism 
• ReStore
• Local business community 

Step 2: Plan the communication 

• Start small, consider adding 1 additional electronic communication annually for each group

Step 3: Test and evaluate

• Compare the results 

Segmentation by Affinity
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Defined as: Donors who gave last year and gave again 
this year. 

2018 Donors who also gave in 2017 divided by 2017 
Donors x 100

= 2018 Donor Retention % Rate

Donor Retention



A RESOURCE DEVELOPMENT EXPERTISE HUB PRESENTATION

Percent  Participation
Average Gift Size
Net Income
Average Cost per Gift
Fundraising Cost
Return on Expense

Assessing your Fundraising Strategies
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A fundraising plan is a living document….we need to 
evaluate and adjust 

Plan reaches certain milestones

After key fundraising events

End of each quarter 
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At your tables….. When do you build in 
time to evaluate and adjust? What metrics 
do you monitor? What metrics would you 
like to monitor? 
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At your 
tables…..
What will 
you put 

into 
ACTION?

1 The What and the Why

Utilize key stakeholder perspective and data to set vision

2 The Cost

How to apply numbers to the specifics of the vision

3 Sources and Markets

How to maximize groups and individuals that will be invited to support 

the vision

4 Fundraising strategies

How you will ask the groups and individuals for their support

5 Monitor, Evaluate, and Refine

How to include continuous improvement
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• HFHI news lists: Advocacy communication, U.S office news, & the Monday Money 
Memo

• Canva – Nonprofit free version and discount for collateral design 

• Funding Activities Page on MyHabitat and join the conversation with colleagues on 
Yammer (we recommend Funding Activities, Funding Opportunities as a great starting 
point)

• Case for Support Resources

• Fundraising Planning resources on Funding Activities page included samples and 
templates

https://www.canva.com/q/pro/?v=13&utm_source=google_sem&utm_medium=cpc&utm_campaign=REV_US_EN_CanvaPro_Branded_Tier1_Core_EM&utm_term=REV_US_EN_CanvaPro_Branded_Tier1_Canva_EM&gclid=EAIaIQobChMI34yEoILE5AIVD18NCh0ncAgSEAAYASAAEgJ2hvD_BwE&utm_expid=.fam-TVW5TWaZVubO_cm-hw.1&utm_referrer=https://www.google.com/
https://hfhi.sharepoint.com/sites/FundingActivities/SitePages/RD-AOM-Grants-and-Foundations.aspx
https://www.yammer.com/habitat.org/#/groups/all
https://hfhi.sharepoint.com/sites/FundingActivities/SitePages/Case-for-Support.aspx?web=1
https://hfhi.sharepoint.com/sites/FundingActivities/SitePages/Fundraising-Planning.aspx?web=1
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Thank you!


