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Aye, Mateys…
I ‘ave sailed these fundraising seas for many
a long year, but there is not much that sets my
knees a-knockin like the Fundraising Death
Spiral.

I beseech thee gather ‘round now, and listen to
my tale, so that ye might recognize the beast
before it is upon ye, and steer clear of the
rocks that have claimed many a soul. Arrrr.



Fundraising Death Spiral Defined

This “vicious cycle” occurs when a deadline
collides with an idea that has not yet been
refined into a strategy.
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Ye Spiral !
Rough Idea



Fundraising Death Spiral Defined

When vague ideas and
fundraising deadlines take
precedence over the
achievement of mission-
based outcomes,
organizations are set on a
disasterous course.

Ye Spiral !



Fundraising Death Spiral Defined

Ill-conceived projects often
spiral out of control,
consuming resources,
detracting from the
organization’s mission,
hurting morale and sacrificing
positive outcomes. The
project is more likely to fail,
resulting in wasted effort. Ye Spiral !



Fundraising Death Spiral Defined

Even worse, a weak project
might receive funding,
incorporating it into the
organization by creating jobs
based on a poor concept.
The organization is then in
the awkward position of
preserving a flawed project.
The fundraiser’s charge is to
help avoid this pitfall. Ye Spiral !



Avoiding the Vicious Circle

GOAL: Follow a collaborative framework for
project development and fundraising to
achieve sustainable results.



1. Invest

Secure endorsement of a process for project
development and fundraising.

The process should be endorsed by the
board, executive leadership and “front line”
staff.



2. Assess

Articulate the community need to be
addressed and pair each need with a
strategy that is most likely to succeed.

Organization executives, board members
and line staff should play a role in identifying
the needs and strategies, so that all may
test, understand and wholeheartedly support
the basis for new projects.



3. Plan

The fundraiser and line staff work together to
draft a detailed narrative and budget that
communicates the need for action, and the
vision for the proposed project. Executive staff
should review and approve of this plan.



4. Prospect

The fundraiser researches and identifies
potential supporters. The supporters will be
those who are most likely to contribute to
efforts that address the need by carrying out
the plan.



5. Cultivate

The fundraising team builds, manages and
grows relationships with potential
supporters.



6. Propose

The fundraising team prospects for funds or
other resources toward a project that
measurably addresses the need.



7. Steward

The fundraising team expresses sincere
thanks to supporters, then prepares
colleagues to initiate the project and
measure results.



8. Evaluate

The fundraising team and line staff (or a
third party evaluator) track and test the
effectiveness of the project and its
strategies.



9. Report

The fundraiser works with line staff to share
successes, challenges and new learning
with supporters.



10. Sustain

The board, executive staff and line staff
institutionalize successful project elements
and explore their long-term implications.





Thank You for Listening, Mateys!
Any questions?
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