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10 steps to excellent fundraising 

1. Have a clear approach.  
 Successful fundraising is based on clear strategic thinking that will tie in with your 
 organisation’s overall business plan, its charitable objectives, values and principles. 

2. Plan for the future.  
 Don’t just think about this year, plan ahead. Sustainable planning should be at the heart of 
 your organisation’s fundraising. 

3. Do your research.  
 There are a whole host of fundraising activities you can consider, do your research to identify what 
 you think will work best for you and what is feasible. 

4. Weigh up opportunities and risks.  
 Don’t shy away from new fundraising opportunities or the chance to innovate, but carefully 
 consider the potential risks. 

5. Don’t put all your eggs in one basket.  
 Where possible diversify your organisation’s fundraising strategy so that you’re not overly reliant 
 on any one source of income. 

6. Be realistic.  
 It can take time to build up a successful fundraising programme, don’t expect things to change 
 overnight and make sure your colleagues have realistic expectations too. 

7. Ask others to help.  
 No fundraiser can do it alone. Show colleagues, management, trustees, volunteers and others what 
 they can do to help and encourage them to get involved. 

8. Put yourself in your donors’ shoes.  
 Imagine yourself as a supporter on the receiving end of fundraising approaches from your charity. 
 How would you feel? What would you do? Would you give? 

9. Listen to advice.  
 Talk to others about their fundraising experiences; what’s worked and what hasn’t. Consider 
 working with a mentor from another organisation. 

10. Set aside time to train and develop.  
 There will always be more to learn. Read up on changes to fundraising standards, attend 
 sector events, networking opportunities and training courses to ensure you can achieve your 
 potential, both for you and the charity. 
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10 questions to ask about your fundraising plans 
 

1.  What are your fundraising goals and what will these goals enable your charity to  achieve? 

2. Who will you approach for funds? 

3. What resources do you have available to invest in fundraising? 

4. How will you go about it? 

5. Do you have organisational buy-in? Is everyone on board, including your trustees? 

6. Do you know the rules and best practice for fundraising in these areas? 

7. What policies do you have for any potentially sensitive or tricky fundraising decisions? 

8.  Who will help you? 

9. How will you keep your supporters engaged? 

10. How will you review, learn from and improve your fundraising efforts? 
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The ideas are endless! 
There are so many ways you, your team, volunteers and supporters can raise funds for your contact 
centre. The important thing is to keep it simple, involve others and have fun! 
 

10 FUNDRAISING ideas 

1.  Bake up a storm! 
• Ask your team and volunteers to bake some goodies and then sell them. 
• Have a bit of fun by holding a Bake-Off competition then sell your wares. 
• Get someone to bake and decorate a Christmas Cake and run a “Guess the weight of the cake” 

competition or raffle to win the cake. 
• BOOST: ask your team if friends and family could hold a bake sale at their club, work, church, 

etc to raise funds for you. 

2. Name the bear 
• Get an over-sized bear or soft toy donated, get people to guess the name and ask them to 

donate £1 a guess. The winner gets the bear! 
• BOOST: ask your team to sell guesses to friends, family and colleagues. 

3. HOLD A RAFFLE 
• Get your team, friends, family and local businesses to donate items and hold a raffle. 
• NOTE: Keep it legal by reading guidance on holding a raffle. 
• BOOST: ask your team if friends and family could hold a raffle at their club, church or workplace 

and donate the funds to you. 

4. Egg-cellent fundraiser 
• Get your team, friends, family and local businesses to donate Easter eggs to sell. 
• Ask a local knitting group to knit chicks that hold crème eggs and sell these. 
• Ask a local shop or chocolate shop to donate a large Easter Egg and raffle it off. 

5. CHALLENGE YOURSELF 
• Get your team, friends, family together for sponsored activities raising funds for your centre. 

These could include 
§ A sponsored walk 
§ A sponsored fun-run or marathon 
§ A sponsored bike ride 
§ A sponsored skydive or other adrenaline-fuelled challenge 

• BOOST: encourage them to set up an online fundraising page on JustGiving and share with 
their contacts 
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6. Get quizzing 
• Hold a quiz night at home or at your local pub or club. 
• BOOST: why not organise an online quiz night using Zoom or other digital platforms? 

7. HOLD AN EVENT 
• Perhaps someone you know is super-good at holding events. Ask them to put on an event to 

raise funds for your contact centre. These could include 
§ A luncheon 
§ A gala dinner or Ball 
§ A golf day 
§ A fashion show 
§ A talent competition or dance show 

• BOOST: offer to hold a raffle, game of heads or tails or name the bear at their event to boost 
funds. 
 

8.  GET FESTIVE  
• Christmas is the perfect time to do some festive fundraising. These could include 

§ Mince pie eating competition 
§ Christmas cake raffle or guess the weight of the Christmas cake 
§ Christmas hamper raffle 
§ Ask people to make a donation instead of spending money on Christmas cards 

• BOOST: ask people you know to join you in raising funds at Christmas 
 

9. What’s local? 
• Find local funds in your area that give small donations to local causes. Some include: 

§ Tesco Bags of Help 
§ Greggs Foundation 
§ Morrisons Community Foundation 
§ Local Council 
§ Community Foundations 
§ Lord Mayor’s Charity 

 

10. GRANTS AND TRUST fundraising 
• Trust fundraising can boost your income opportunities. There are numerous foundations that want to 

fund local causes in their area as well as pots of money for work with vulnerable children and families in 
the UK. 
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FUNDAMENTALS 

There are lots of resources available to help you plan and implement your fundraising ideas, ensuring they are legal 
and safe, giving you the BEST chance at success. 
 
Keep it legal 
While fundraising is creative, inspiring, and often about relationships and conversations with people, there are rules 
and standards to follow. The Chartered Institute of Fundraising and the Charities Aid Foundation (CAF) are a great 
source of information to help smaller charities with fundraising, the legalities as well as help with many aspects of 
running a charity. 
 

Resources for fundraising 
Chartered Institute of Fundraising 
https://ciof.org.uk/IoF/media/IOF/Resources/Fundraising-Essentials-Guide-(values-updated).pdf?ext=.pdf  
 
Charities Aid Foundation 
https://www.cafonline.org/charities/fundraising/fundraising-fundamentals 
 
NCVO 
https://beta.ncvo.org.uk/help-and-guidance/funding-income/ 
 

INTRODUCTION TO GRANTS AND TRUSTS 
Trust Fundraising refers to the process of asking for support from trusts and foundations that are 
empowered to make grants for charitable purposes. There are numerous sources of funding available but 
it is important to know where to look and how best to approach the funders. Establishing which options 
are right for your organisation is an important first step. 
 
PREPARATION AND PROCEDURES 
Define the need 
What is it that you need funding for the most? This could be general purposes, for buildings or equipment, 
or for special projects.  
 
Research 
Search for funders that like to fund your type of work. Be very specific. Funders receive many more 
applications than they have funding for, so if your centre does not meet their criteria, don’t waste your 
time making an application. You don’t need to spend money on subscriptions to funder lists. There are 
plenty of FREE resources. Here are some: 
 
Funding for All https://www.fundingforall.org.uk/available-funds/ 
Get Grants https://www.getgrants.org.uk/funding-finder/ 
Charity Excellence https://www.charityexcellence.co.uk/ 
My Community https://mycommunity.org.uk/ 
 
If possible, try and obtain a trust’s guidelines, through directories, websites or by asking for them. If there 
are no guidelines, it will be useful to undertake research to find out the trust's interests and preferences, 
geographical area and the typical size of grant awarded by finding out what projects or causes they have 
funded in the past. Many times, this information can also be found in the funder’s Annual Accounts which 
you can download from the Charity Commission website. 
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Making the approach 
Pay close attention to any guidelines advising how you may approach a trust. Some do not accept 
unsolicited applications whilst others may request you contact them before making an approach. Ensure 
you are familiar with any application deadlines, dates of Trustee meetings and guidelines on the period of 
time that must pass before you are eligible to apply for a second time. 
 
THE APPLICATION 
Make sure you're a good fit 
There’s no point applying if your organisation does not meet the funder’s criteria – you will simply waste 
your time and theirs! If successful, make sure you use the funds for the purpose for which they are 
intended according to the application. 
 
Give the right information 
Not all funders give guidance on the specific information or documents they require you to include in your 
application. Before starting your journey of trust fundraising, it’s a good idea to have these in place: 
• Last 3 year’s annual accounts (if applicable) 
• Registered Charity Number (if applicable) 
• Names and addresses of Trustees 
• Organisation governing document signed by Trustees 
• Safeguarding policy 
• Bank statement (no older than 3 months) 
• Income and expenditure (most recent financial year) 
• Reserves position 
• Full budgets with breakdowns and explanations of costs appropriate to the application (unless the trust 

specifies otherwise). 
 
Be on time 
Make sure that applications are submitted in good time, are in line with the trust’s deadlines, and before 
the money is actually needed. Funders will not fund projects retrospectively. 
 
Responding to approval or rejection of applications 
When an application is approved, it is good practice for receipt of the grant to be promptly acknowledged 
in writing, confirming the purposes of the grants, and thanking the trust and trustees. Pay attention to the 
funder’s specific reporting requirements and adhere to these. Many funders do not inform organisation of 
unsuccessful applications. After a period of around 3-6 months, if you have heard nothing, it may be safely 
assumed you have not been successful. Some funders allow you to contact them to enquire on the 
progress of your application, but please check their guidelines first before making an approach. Majority of 
funders do not offer feedback on unsuccessful applications. 
 
REPORTING, ACCOUNTING AND LEGAL POINTS 
Reporting 
It is a good idea to keep the trust fully informed of all progress with projects. The specified reporting 
requirements and guidelines of a grant should be closely followed, and if these are unclear it is advisable to 
clarify these with the trusts. 
 
Accounting 
It is critical that all accounting requirements, as laid down in The Charities Act 1993 and in The Charities Act 
(Northern Ireland) 1964, must be followed, as ought the SORP guidelines, and trusts’ grant conditions. 
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Campbell Creative Consulting Ltd 
 

E: mel@campbellcreativeconsulting.co.uk 
M: 07974137606 

 


