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among your m em bers as all your o ther 
activities. Bake sales can double as in
form ation tables and a ttrac t even m ore 
people. O rganizing a benefit houseparty 
is quite sim ilar to presenting a small 
seminar with a keynote speaker. W o rk 
ing with a foundation  s ta ff will require 
the same kinds o f approaches that vou 
use with the press. They have a lot o f  
clout, but they need a lot o f  political re
education.

Fundraising will bring you into close 
proximity with o ther groups m uch like 
yours. Your initial thought may be sim 
ply “ we need to get there firs t.”  But is 
this consistent with the nonviolent, non 
competitive society you w ant to build? 
How can you share inform ation and  co
ordinate fund raising calendars with 
o ther groups? W hat kinds o f join t fund 
raising can you do tha t would not be 
feasible alone? W hen a com petitive situ 
ation arises tha t can ’t be avoided, is 
your project willing to  step back or 
comprom ise?

Your m ajor source o f funds is p ro b 
ably going to be individual con tribu tors. 
This is where our mixed em otions are 
most apparen t. We tend to assign donors 
a lot of power and then resent that power. 
None o f this is healthy o r quite accurate. 
Keep the thought tha t people who con
tribute to your w ork do so because you  
are doing them a favor, no t vice versa. 
You are out there holding the rallies and 
press conferences and  distributing the 
literature for som ething that they deeply 
believe in but d o n ’t have the time or in
clination to work on actively. W hat they 
can do com fortab ly  is m ake a financial 
gift. Respect them for that, and recognize 
that the work you are doing m erits the 
money.

When we ask som eone for funds and 
they say “ n o ,”  we can ’t help but take it 
personally. W e read lots into their re
sponse, e.g ., that they d o n ’t like us or 
they d o n ’t like our p roject. In tru th , 
there are m any o ther possible reasons, 
such as cash-flow problem s and political 
indecision, to nam e just two. Look at 
this from  ano ther p e rsp ec tiv e .. .w hen 
we ask som eone for a few hours vo lun
teer time and they say “ n o ,”  we calmly 
take their response as reasonable and 
move on. We m ake a m ental note to ask 
them again in a few weeks. We d o n ’t 
take their rejection personally. The trick 
is to see financial gifts in the same light. 
We need to include our donors as m em 
bers o f our com m unity  and think o f 
them as im portan t hum an beings, not 
pocketbooks o r num bers. This principle 
is central to a nonviolent organization 
and it also produces m ore financial secu

rity in the long run .
T here are ways to analyze attitudes 

abou t m oney, donors, and fundraising 
in your o rg an iz a tio n ’s developm ent. 
H ave discussions on the agenda o f  the 
full g roup. Use role playing as a way to 
define em otions and  to  understand  the 
perspective o f  the dono r. A nalyze and 
review fundraising  activities from  an 
em otional/po litica l perspective as well 
as by financial re tu rns. T ake notes on 
these evaluations for the people who 
com e afte r you.

T here is a tendency to leave all fu n d 
raising considerations to  one o r two sta l
warts. However, this no t only encourages 
the m yth that fundraising should be sep
arate  from  “ real p ro g ram ” w ork, but it 
will bu rn  out the lonely individual who 
shoulders the responsib ility . A good 
structure is to have a fundraising com 
mittee o f  4 or 5 active m em bers, and  to 
include fundraising and  finances on the 
whole group agenda regularly. If  you 
have a fundraising co o rd in a to r, m ake 
sure the em phasis in on  the coordination 
and  no t on being the sole fundraiser.

Planning
O ne result o f  our em otional am biva

lence abou t fundraising  is our refusal to 
look too  far into the fu ture. (This p ro b 
ably reflects som e political insecurities, 
too .) W e resist developing one o r two- 
year financial plans because we are afraid  
w e’ll never bring in the m oney we will 
need. W hy m ake a p lan tha t w e’re con
vinced will end in failure? W hy not just 
wing it, one step at a tim e?

This is where you need to  grit your 
teeth and  think logically. O perating  as 
you go is actually  m ore em otionally  
wearing and drain ing on  your pro ject; it 
gives your donors a shaky im age. F u n d 
ing will com e easier, believe it or no t, if 
you plan ahead.
1. Set your p rogram  fo r the year ahead 

dow n in w riting. Second-guess and  
p ro ject where you have to , bu t w rite 
a full year’s p rog ram .

2. Develop an  expense budget fo r the 
year. Talk with o th er organ izations 
to glean estim ates fo r your printing, 
m ailing, telephone expenses, etc. You 
now have a goal for your fundraising.

3. List all your possible sources o f  funds 
by category (m ail fund appeals, bene
fits, new sletter subscrip tions, etc.).

4. M ake realistic estim ates o f  how m uch 
incom e you can raise in each area. 
Y our aim  is to com e up w ith a fund-

Your major source of funds is 

probably going to be individual 
contributors.

Set up a fundraising committee, and 

discuss fundraising regularly at your 

general meetings.

We resist developing one- or two-year 

financial plans because we are afraid 

we’ll never bring in the money we 
need.
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raising p lan  th a t can bring in a little 
m ore m oney than  you anticipate need
ing. For exam ple, this m ay require 
cutting back on your expense budget 
m  one area and  pushing for h ig h e r  
results at one o f  your houseparties.

5' l ay  ° Ul  y,°Ur fund ra ,sing activitieson a calendar, making sure they are 
spread realistically  throughout the 
year. If you can set your expense  
Plans dow n on  a sim ilar calendar  
grid, you can foresee cash-flow  prob
lems ahead o f  tim e, and alter your  
plans to avoid  them .

A t this planning stage, it w ould be in 
valuable to create a “ model proposal” -  
a w o- or three-page description o f  your  
project; including purpose, program and 
projected budge,. Such a s u m S ^  
serve to help your w hole project in clari" 
ying defin itions, program  goals and
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M ail Fund Appeals

• Develop your house mailing list Send
inform ation materials as well as fundappeals ou t regularly (3 to 6 times a
recaer. ‘ 'nCOtT 0n)- P e°P le will count on receiving them at the same time each
year’ and wiU Plan their contribution  schedule around that. u n outlon
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• You can also leave space on the return  
card for the suggested names o f o ther 
people who would be interested in 
your project. Encourage your donors 
to recom m end their friends.

• To add new names to your con tribu 
tors list, you may want to do a mass 
fund appeal once each year. This is a 
very basic introduction  to your project 
sent to “ new ”  lists, such as subscribers 
to a publication, church rosters, and 
organization m ailing lists. Include a 
nicely designed brochure with your 
letter. The goal o f a mass mailing is 
m ore to acquire names than to m ake 
a lot o f  m oney; if you can break even 
on the m ailing costs, you have been 
successful.

• Though your letter will have the m ost 
integrity  if signed by one o f  your 
g ro u p ’s m em bers, you occasionally 
may have the opportun ity  to send an 
appeal signed by a well-known public 
figure. Or you can com bine the two 
by having som eone fam ous w rite a 
supportive “ P .S .”  at the bo ttom  o f 
the page.

• A  successful mailing to your ow n list 
will bring in a 7%  or better retu rn . A  
successful mass m ailing to ano ther list 
will bring in a 1 % return.

• I f  bulk rate mailings are used have a 
postage m eter im print on the envelope, 
ra ther than  an im prin t pu t on by the 
prin ter. It looks m ore like postage at 
first glance, thus m ore im portan t and  
m ore likely to  be opened.

• Large donors should be given an  an 
nual budget. It indicates you’re serious 
abou t planning and have a good grasp 
on financial m atters.

A ssorted N otes on Fundraising 
Possibilities

•  Encourage people to become pledgers. 
T hat will assure you o f some consistent 
incom e.

•  D onors identified as capable o f giving 
m ore can be phoned . If you are unsure 
o f  yourself, phoning allows you to 
have a list o f  rem inders in front o f  you, 
and  it is less threatening than  getting 
all dressed up and  ringing a doorbell.

• Every pro ject should  have a built in 
fundraising aspect. L iterature can a l
ways have a t least a soft sell and events 
can always have a verbal pitch as part 
o f  the program .

• Pass the hat at all meetings, m arches, 
and  rallies generally advertised to  the

public. M ake an announcem ent and 
appeal som etim e during the meeting, 
then pass a round  buckets app rop ri
ately labeled. M ake sure you have 
enough 1-quart buckets, abou t one 
per 50 people is sufficient.

•  Literature does not usually bring in a 
great deal o f  m oney bu t can be a fairly 
reliable and steady source o f incom e if 
handled  carefully  (see “ L itera tu re  
P rog ram ” chapter).

• If  you think you can a ttrac t large 
donations or foundation  g ran ts, you 
should  investigate the possibility o f ac
quiring tax-exem pt sta tus. This can be 
done through applying to the IRS, or 
finding a “ fiscal sp on so r”  who will 
act as your fiscal um brella . Tax- 
exem pt monies canno t be used for 
political lobbying o r illegal activities, 
bu t they can be used for “ educa
tio n a l”  purposes. T hey require  clear 
financia l record-keeping.

• Foundation grants are fo r puddle- 
jum ping . They can help a p ro ject get 
o ff  the g round , or they can help an 
ongoing organization  s ta rt a  new p ro 
gram . They are one-tim e gifts, rarely 
m ore. The require lengthy p rep ara
tion  tim e, bu t they are large enough to 
be w orth  it usually. They involve re
searching the m ost app rop ria te  foun
dations to app roach , writing a p ro 
posal and letters of inquiry, following- 
up with personal visits to foundation  
sta ff.

• Sale o f  unusual items such as posters, 
T -shirts with silk screened slogans and 
graph ics, balloons, p rin ts , bu tto n s, 
p lants, stam p album s, etc., can bring 
in m ore m oney than  usual item s, such 
as books.

•  Bake sales are ano ther fairly reliable, 
bu t financially sm all, way to bring in 
m oney. The idea is sim ple enough: sev
eral people volunteer to bake cookies, 
cakes, pies, candy, and  o ther goods 
tha t have sufficient eye-appeal to sell. 
The food is set up in a busy area  and 
at a time w hen the flow o f  hungry 
traffic  is greatest, a ro u n d  lunch time. 
Prices can be set a t ab o u t double the 
cost o f the ingredients. W ork this ou t 
in advance and  set up  index cards with 
prices and nam es o f the items being 
sold. A neatly pain ted  sign is helpful 
to  draw  a tten tion . A lways have litera
ture next to  the food . If done care
fully, $50-100 can be raised each day.

Selling the goods can be fun if you 
are  careful not to  pu t the burden  o f 
the baking o r selling on one or a small 
num ber o f people. Share recipes and

Every project should have a built in 

fundraising aspect.

Foundation grants are for puddle- 

jumping— they can help a project get 

off the ground, or they can help an 

ongoing organization start a new 

program.



kitchens to encourage those who are
shy abou t their cooking. T o  avoid a
situation where w om en do m ost o f  the
cooking, try alternating  davs where
women cook one day  and  the m en the next.

V ariations on bake sales m ight he 
to sell coffee and b reakfast rolls in 
m ornings, som e so rt o f  cool drink  and 
sandwiches in the a fte rnoon .
Film showings a re  p o ten tia lly  ex
cellent ways to  ra ise  m oney  but
because o f the overhead, can be finan-c.al flops if not done properly (see 

Film P rogram ” chapter). '
•  Benefits fo r your g roup  by bands 

thea ter g roups, singers, poets and  
o ther sym pathetic perform ers ckn be
the Or g00d m° " ^  ra'sers (see 
chapter) in  ̂ “ Benefil

•  Peace fairs sci up jn a central location 
can bring m hundreds o f  dollars if 
Planned and  executed carefully H ave

et UP for the entertainm ent L iter
o “  h a n d m ’ ? ncessi0n 5tands- booths nand -m ade articles to be sold
p o tted  p lan ts , and  so fo rth  shou ld  be

O the r sy m p a th e tic  co m m u n itv  groups shouid inviKd
their booths o f  literature etc Thic 
particularly i m p o r t a n t ' S
goers bu!raC," °n 10 P0Ientlal fair- goers but also allows these o th e rgroups I0  spread l h t  w ordS' f ° ‘h"

I around the com m unity  W eil 
Planned publicity  (posters leaflets 
Press re,eases, b a lloon s, is is ' em tai ’ 
G arage sa les  (or yard., law n, attic

MpeciaUy n g ^undreds o f  dollars^ especially ,f everyone in your eroun
donates unw anted  fu rn itu re  annii
ances, N ational G e o g r a p h i c '
th f ,h '  d a s s ife d  o fhe paper, pu t a sign in fron t o f  your 
house post signs on telephone poles
really1 slash nei®h b o rh o o d • You m ust really sb sh  prices o r people w o n ’t
com e and things w on’t m ove. T here
m ust be real bargains. Always have
s t r e e T f S r  R um m aSe ^ le s  o r ee fairs are o ther possibilities (see 
chapter on “ Street F a irs” ).
“Peace work day ”  can be a day that 

everyone in the group  is com m kted  to
around°fheJ° bS (t° gether if possib le> around  the com m unity . M ow  lawns

ash cars, pa in t houses, sell flowers 
on street corners, etc. This so n  o f  
thing can be beneficial fo r group  so li
darity  as well as bringing in m oney.

’ f o o ^ T king’ d rink in8 ^ o v i e s  food, etc., for a particular period o
S T o  th 'e '"  d° n a ' ing ,h '  m° " ' 'saved to the group can bring in con 
siderable sums with som e groups

F ollow  Up
M any people have gone before you in 

the anxious search for funds. You can
l a r i I f  J hCir exPer'ence, particu-
Som e T r h  T * '  Change activist*- 
writing-^ adVICe *  av a ilab 'e  in
The G rassroots Fundraising Book Joan

you might be considering.
The Bread G am e, ed. H erb Allen 1975 

330 Elhs Street “ ^ o n s , ’

those seeking funding from  f o u n d "

T lG r a n T ‘i » anSl" P News- ‘031 South
9 0 0 1  s a  K'e n u e ’ L o S  A n S e le s .  C A

articles th a l ''7 ^  m3gazine fu]1 o f worlH !  de; mystify the m oneyed w orld, and articles on im portan t or

Zuz\ring throughout

w o rk sT ree Cr mUnitieS’ suP P °rtive netw orks are beginning to form  am ong
P htical activist fundraisers. They m eet
S l e n d ear,XPrerienCeS’ ‘°  C00rdinate 'h e ,r u J , (so  n o  tw o  b e n e f its  are
aCtru eUem of°r ^  ^  n‘gh t)’ and  t0 be
H ere i! SUPP° rt fo r each o th er.H ere is a way to truly  pu t nonvio lent
n o ncom p etitive  values to w ork in a 
trad itionally  ruthless field
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