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What we will discuss today 

• FUNDRAISING ! 

• Informed leadership – make informed decisions

• Keep fundraising – its an investment in your future survival

• Donors & Beneficiaries first – your biggest asset is your donors 
and your purpose is your beneficiaries, focus on how you can 
serve them best



Are you a Fundraiser ?

• Do you administer gifts from generous donors ?

• Do you strive to achieve excellent outcomes for your generous 
donors ?

• Do you build strong and meaningful relationships with your 
donors ?

• Do you listen, empathise and understand your donors needs ?

• Do you facilitate change ? And help to make the world a better 
place ?

• If you answered YES to one or more of the above then you are 
a Fundraiser !



FUNDRAISING 
‘The difference between a merely good 
fundraiser and a truly great fundraiser 
is simply that the great fundraiser 
knows more. That’s all.’ 
Ken Burnett, author
Relationship fundraiser 

‘Win their hearts and minds first. 
Then their wallets with follow’ 
Harold Sumpton

No absolute rules, just basic principles you should know, that no advance in technology or development will change 



COVID IMPACT 
• The first few weeks of the lockdown and subsequent rules imposed on 

essential mail caused panic. 

• People were thinking and acting with raw emotion and concern for their 
fundraising. It was a natural reaction to something that was not written into 
anyone’s strategic plan, but that initial panic has settled down. 

• The organisations that are thriving, and surviving are leading strongly, by 
resetting back to the basic principles of good relationship fundraising and 
focusing on with what really matters to them the most – donor love



How did the industry respond to COVID-19?
Immediate reactions by leadership to this current crisis seems to have fallen into three camps:

• 1. Stop 
Stopped communicating, stopped spending, cut communications and campaigns, kept their 
heads down, reduced staff and sacked consultants/agencies
Hoping to ride out the storm and return to previous programming when the dust settles

• 2. Short-term patching
Approached donors (quickly and often) with emergency fundraising requests often focused on 
financial short-falls (as opposed to potential or actual beneficiary impact)
Hoping to fill financial holes and ride out the storm and return to previous programming when 
the dust settles

• 3. Take a ‘how can we thrive post-pandemic’ donor and beneficiary focused approach. 
Emergency appeals may have come into play, focused on the needs and impacts on 
beneficiaries

Aiming to engage and retain donors by keeping them involved in the realities and giving them 
some vision and positivity to stay engaged during and beyond

• Most effective Answer ?
• NO 3 !



Who is thriving, not just surviving?
• Those who kept fundraising

• Those who focused on what they could still do that was 
working before COVID-19

• Those who focused on their donors and their donors needs

• Those focused on empathy, gratitude, vulnerability & 
transparency

Those who take a donor based approach to fundraising

Those who focus on storytelling



The importance of informed leadership

• Know you make a difference. Know your impact. Know your 
donors. 

• Charities must learn to focus on core purpose

• Review your operation, so you can continue to be / be bold and 
act

• Engage your teams. Involve and consult. 

• Take the opportunity to accelerate change 



• Charities must not stop asking and asking well and 
with urgency. Evidence is overwhelming people want 
to give so ask 

• Tell YOUR story and ask. 

•Be BOLD, Be BRAVE but more importantly be 
authentic 

•REAL, COMPASSIONATE and BELIEVABLE 

• TRUTH told WELL 

• SURPRISE and DELIGHT !

What should we be doing now post-Covid ?



• At times like this people do turn to ‘us’ and what we represent. They want heroes 
they can trust and they want to be inspired (Sir Captain Tom story UK). 

• People are concerned about the future, they want to make a difference but they 
also want encouragement from us. To paraphrase Mark Phillips (UK), “People will 
never tire of hearing that they’ve done something useful/ wonderful/ inspirational 
“

• People need to give, as much as they give to need. 
• We want donors to know that generous, selfless giving is really good for you, it’s 

good for your mental wellbeing, stimulates your brain, gives you meaning and 
fulfilment and purpose in life and generally helps you to be a happy, influential, 
rounded human being. 

• And fundraisers can show you, directly, that your gifts make a real, tangible 
difference for others and spread smiles and solutions in a world that really needs 
both.

What should we be doing now post-Covid ?



Donor based approach to fundraising  

Continue to build 
deep strong 

relationships with 
your donors.

Get to know them
Ask them “how are 

you?” 

Listen and 
empathize.

Your donors will not forget you for it. These are not normal times. In a crisis we 
step up. These are the defining moments that can develop a friendship 

relationship from a transactional one.



NSPIRE

OTIVATE

ASSIONATE

UTHENTIC

ARE
RUST



Tell your Story 
• Stories influence people. They should be inspirational and 

engaging

• People everywhere want to make a difference; through your 
stories you can help them make a difference to the causes they 
care about

• YOU, now, together, free, new, because, thanks are the seven 
most powerful words. All you have to do is use them wisely and 
often.

• Practice storytelling across a full range of media until you find 
where your stories works best and to what audience

• LOVE your stories. Leave your donors feeling wonderful. 







If what you are doing at some point makes you 
feel a bit uncomfortable then you are on the 
road to success…..



Ethical Fundraising is vital 



Fundraising Institute of New Zealand Code of Ethics and Professional Conduct

• Honesty
FINZ members should act honestly and truthfully so that public trust is protected. 

• Respect
FINZ members should act with respect for the dignity of their profession and their 
organisation and with respect for the dignity of donors and beneficiaries.

• Integrity
FINZ members should act openly and with regard to their responsibility for public trust. 

• Empathy
FINZ members should work in a way that promotes their purpose and encourages others to 
use the same professional standards and engagement. They shall value individual privacy, 
freedom of choice, and diversity in all its forms.

• Transparency
FINZ members should stimulate clear reports about the work they do, the way donations are 
managed and disbursed, and costs and expenses in an accurate and clear manner.



• The Fundraising Institute of New Zealand (FINZ) is the professional membership 
body that represents fundraising in New Zealand.

• Ensuring ethical fundraising
FINZ members abide by ethical fundraising practices. We have 
comprehensive standards of practice to enhance the integrity and 
professionalism of your fundraising activities. Members of FINZ can 
proudly communicate to their donors that they are a part of New 

Zealand's premier professional and ethical fundraising body.

• Professional Development
Ongoing education will help you become a master of your craft, polish your 
fundraising skills and increase your charities income. FINZ offers members 
access to a wide range of knowledge enhancing workshops, seminars, 
conferences and online courses - often at significantly discounted rates. FINZ 
also has a wealth of research material and industry information that members 

can access.

FINZ 



• Networking Opportunities
Deepen existing relationships and forge new ones with other fundraising 
professionals from around the country and overseas. Share best practice ideas 
and learn from each other's experiences. FINZ is an excellent vehicle through 
which fundraisers can build great working relationships.

• Mentoring
Take advantage of up to 8 formal coaching or mentoring sessions arranged 
through FINZ. Learn from experienced fundraisers, let them share their insights, 
solutions, and support and guide you through any challenges you might be 
facing.

• Collaboration
Membership of FINZ offers a wide variety of discounts from training partners, 
printing specialists, fundraising tools and much more.

• Be your voice
As one of the lead voices for effective fundraising and philanthropy in New 
Zealand, FINZ will advocate on behalf of our members to ensure the value of 
fundraising continues to be recognised and that public policy provides an 

excellent environment in which to work.





• As an introduction to the fundraising sector, this course could 

not be better. It is designed to bring you up to speed, whether 

that is as a newbie to the sector or consolidating your 

fundraising knowledge. As a learner, you are valued.

• This is a great learning opportunity for new staff in your 

fundraising team 

• Consisting of five modules, which includes a few exercises at 

the end of some modules, it is deigned to be completed in 

approximately 5 hours. 1 hour per module. No other resources 

are required to answer the questions however the learner is 

invited to write down examples and explanations to questions 

relating directly to their organisation to give the learner a 

thorough understanding of their organisations fundraising 

history, current position and potential



‘is it even possible for us to take advantage by simply asking?

Fundraising is giving people an opportunity. Everyone wants to 
change the world, and this is one way to do it right now. 

We provide that opportunity. 

And we are all affected by this crisis. The world's most vulnerable are 
affected disproportionately. Now is not the time to feel coy.
But nobody should ever feel obliged or feel guilty when they say no. 

That's our job: 

To empower and facilitate those that can give, while showing 
empathy and understanding with those who can’t.’

Simon Scriver, Fundraising Expert

Conclusion 



MUST got to Resources 
• https://www.finz.org.nz/

• https://www.funding-hq.com/

• https://sofii.org/

• www.supergenerous.co.nz

• https://www.giv2.co.nz/

• https://www.chivecharities.nz/

• http://www.givahoy.com/

• http://www.payminty.com/

• https://fundraisingeverywhere.com/

• https://www.moceanic.com/

• https://www.chooza.com/
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