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Leaders of nonprofit organizations deliver programs and
services vital to the quality of life in the United States. All
the activities of our religious communities; the vast
majority of the arts and culture, human services, and
community development pursuits; as well as education
and environmental advocacies take root and deliver their
services within the nonprofit sector. Welcome to the
world of leadership in nonprofit organizations. This sector
offers an opportunity to serve as well as to lead.
Leadership in Nonprofit Organizations: A Reference
Handbook engages voices on issues and leadership
topics important to those seeking to understand more
about this dynamic sector of society. A major focus of
this two-volume reference work is on the specific roles
and skills required of the nonprofit leader in voluntary
organizations. Key Features Presents contributions from
a wide range of authors who reflect the variety, vibrancy,
and creativity of the sector itself Provides an overview of
the history of nonprofit organizations in our country
Describes a robust and diverse assortment of
organizations and opportunities for leadership Explores
the nature of leadership and its complexity as
exemplified in the nonprofit sector Includes topics such
as personalities of nonprofit leaders; vision and starting a
nonprofit organization; nonprofit law, statutes, taxation,
and regulations; strategic management; financial
management; collaboration; public relations for
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promoting a nonprofit organization; and human resource
policies and procedures Nonprofit organizations are a
large, independent, diverse, and dynamic part of our
society. This landmark Handbook tackles issues relevant
to leadership in the nonprofit realm, making it a welcome
addition to any academic or public library.
Building Donor Loyalty is a hands-on guide written for
professional fundraisers that outlines the factors that
drive donor retention, explains how to keep donors
committed to an organization, and offers suggestions for
developing donor value over time. It is based on data
drawn from a research program which included more
than 20,000 nonprofit organizations and was funded by
the Aspen Foundation and the Indiana Fund through the
Center on Philanthropy at Indiana University. Building
Donor Loyalty contains a variety of illustrative case
studies that demonstrate the power of effective donor
retention strategies and clearly explains each of the
factors that can build donor retention. It includes tools
and techniques that have proven successful when
growing long-term relationships with donors and offers
practical advice for fundraisers who want to integrate this
knowledge into their own thinking, planning, and
practice. This important resource Shows how to design
programs that genuinely reflect donor needs and
aspirations Discusses the lessons for loyalty that emerge
with monthly giving plans Explores how to develop a
relationship fundraising strategy Outlines the common
pitfalls to avoid when researching the needs and
preferences of donors Explains how demographic,
lifestyle, and behavioral variables can be used to
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structure the approach to an organization's donors
Highlights the role of donor recognition and feedback
Includes a step-by-step blueprint for tailoring a plan that
will meet the needs of an individual organization
Leading the Fundraising Charge addresses the
challenges and issues that executives face when leading
a non-profit organization that is dependent on
philanthropic support.
This resource brings together experts in the field to
provide students with learning tools critical for success in
collegiate athletics administration. It offers foundational
knowledge essential to professional administrators.
Winner of the Association of Fundraising Professionals
2014 Skystone Partners Research Prize in Philanthropy
and Fundraising Traditionally, institutions have relied on
wealthy White men to reach their fundraising goals. But
as state investment in public higher education lessens
and institutions look to philanthropy to move from
excellence to eminence, advancement officers
continually need to engage all populations, including
many that have historically been excluded from
fundraising strategies. Based on theory, research, and
past practice, Expanding the Donor Base in Higher
Education explores how colleges and universities can
build culturally sensitive fundraising and engagement
strategies. This edited book presents emerging research
on different communities that have not traditionally been
approached for fundraising—including Lesbian, Gay,
Bisexual, Transgender, and Queer (LGBTQ) alumni,
African Americans, Latinos, graduate students, young
alumni, women, and faculty donors. Chapters discuss
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and analyze successful programs and provide practical
suggestions and strategies to create and implement
fundraising programs that engage these new donor
populations. Expanding the Donor Base in Higher
Education is an essential resource for any institution
looking to expand their pool of donors and cultivate a
more philanthropic mindset among alumni and students.
The completely revised and expanded edition of a
fundraising classic Strategic Fund Development became
an instant classic the day the first edition was released.
Now in this expanded third edition, it has been revised
cover-to-cover with relevant new information and useful
new tools and resources. The book addresses the needs
for fundraisers of every level of expertise. Experienced
development officers find this an invaluable reference
tool for educating their colleagues and boards. New
fundraisers get firm grounding in best practice and what
it really takes to do this work. Executive directors learn
how fundraising fits into the organization and what it
takes to make fundraising productive. Contains in-depth
analysis about what makes organizations effective,
including things like leadership, organizational culture,
decision-making processes, systems thinking, and wellmanaged change Offers comprehensive strategic
planning insights, with detailed steps, sample research
tools, retreat agendas, and complete plans Includes the
same tools and resources for fundraising planning This
updated classic provides essential insights, with an extra
bonus: purchasers get exclusive access to a website of
tools and resources.
Practical tools and techniques to incorporate ethical
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standards and practices in nonprofit fundraising
Nonprofit Fundraising Strategy is a helpful and inspiring
resource for nonprofits large and small, young and
mature, local and international. The insightful guidance
and case studies found within these pages will help you
understand how to address specific ethical issues within
your nonprofit and leave plenty of food for thought and
discussion. Adds new materials on new business
practice codes, the Ethics Assessment Inventory,
coverage of new ethics standards Now includes an
ethics assessment tool on the Ethical Fundraising,
Second Edition companion website Considers essential
topics including: appearance of impropriety, rights of
donors, tainted money, using donations as intended,
choosing a leadership role, ethical decision-making,
restoring public confidence in the nonprofit sector, and
the ethics of grant making and grant seeking Written by
luminaries in the field of ethics in fundraising Explores a
topic that all professional fundraisers must engage with
in order to build the trust and confidence of the giving
public Offers an invaluable collection of essays based on
the rich experience of philanthropic leaders Presents
wise reflections on the central role of ethics in
fundraising Featuring contributions from a host of wellknown and respected senior-level fundraising
professionals, several of whom are members of the AFP
Ethics Committee, Nonprofit Fundraising Strategy
features a wealth of practical tools to help fundraising
practitioners, board members, and governing boards
implement these essential concepts into their own
organizations.
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This book provides the synthesis and integration of the
intellectual and experiential thinking around
organisational leadership and development, focusing on
three organisations as case studies: Plan International,
Mater Foundation, and Oxfam, with the aim of informing
For-Purpose, Not-For-Profit organisations about
fundraising leadership. Working with the case study
organisations, the authors observed a repeated set of six
Fundraisers’ Dilemmas. Wanting to solve these
dilemmas for Fundraising Executives and Teams was
the genesis of this book. The book's premise is to point
out that fundraising requires more than just coming up
with the next “ice-bucket challenge” or having yet
another gala ball, and that it requires the combination of
the right fundraising activities coupled with the right
organisational approach. The book provides, maybe for
the first time, a real-world implementation for leaders of
organisations in the For-Purpose and For-Profit worlds to
create more engaged, collaborative and effective teams,
which break down silos and deliver greater outcomes
and impact for their organisations’ missions. The book
combines inductive business research with deductive
academic research to present and explain best practices
in fundraising, with a focus on the concepts of Emotional
Fundraising, Life Time Value, and the Donor Pyramid.
Cause Selling is the key to forming long-term relationships
that ensure the future of your nonprofit. The Sanford Institute
of Philanthropy's Cause Selling Cycle explores the eight
steps that successful fundraisers must take to achieve and
surpass their goals. Based on proven for-profit business
principles, these steps have been uniquely formulated to
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combine the best of the business world with the heart of
nonprofit fundraising.
Since it was first published in 1988, Fundraising for Social
Change has become one of the most widely used books on
fundraising in the United States. Fundraising practitioners and
activists rely on it for hands-on, specific, and accessible
fundraising techniques, and it has become a required text in
dozens of college courses around the country. This fifth
edition offers the information that has made the book a
classic: proven know-how on asking for money, planning and
conducting major gifts campaigns, using direct mail
effectively, and much more. The book has been significantly
changed to include new technology—e-mail, online giving, and
blogs—and contains expanded chapters on capital and
endowment campaigns, how to feel comfortable asking for
money, how to recruit a team of people to help with
fundraising, and how to build meaningful relationships with
donors. In addition, this essential resource contains new
information on such timely topics as ethics, working across
cultural lines, and how to create opportunities for fundraising
more systematically and strategically.
The old image of an entrepreneur as a scrappy, independent
risk-taker has been replaced by the reality of individuals
incorporating innovative ideas in more traditional settings.
This collection of essays illustrates how librarians are infusing
entrepreneurial principles in a variety of arenas, including
public, private, academic, and special libraries. It chronicles
how entrepreneurial librarians are flourishing in the digital
age, advocating social change, responding to patron
demands, designing new services, and developing exciting
fundraising programs. Applying new business models to
traditional services, they eagerly embrace entrepreneurship in
response to patrons’ demands, funding declines, changing
resource formats, and other challenges. By documenting the
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current state of entrepreneurship in libraries, this volume
upends the public image of librarians as ill-suited to risky or
creative ventures and places them instead on the cutting
edge of innovations in the field.
Writing to raise money takes more than a few choice words.
Highly profitable communications use a wide array of "trade
secrets" to boost response. Things like emotional triggers, a
working knowledge of reader psychology, the discovery of
eye motion studies, and donor research – all help writing pros
reap big rewards from their appeal letters, newsletters,
websites, case statements, and more.Now these trade
secrets are yours, collected in one easy-to-understand
volume: How to Write Fundraising Materials that Raise More
Money – The Art, the Science, the Secrets. Author Tom
Ahern is recognized as one of North America's leading
experts on effective communications. His workshops are in
hot demand. Last year he released a first-of-its-kind book on
moneymaking donor newsletters.Now, in his new book, Ahern
reveals all: how top fundraising writers inspire their prospects
to make that first gift – and how they keep existing donors
loyal and generous.Raising more money through words, via
the printed page or online, is no accident. But anyone can do
it well: you don't need special writing talent. All you need is
this essential guide to best practices in the fundraising
industry.
Written by fundraising experts Tom Ahern and Simone
Joyaux, Keep Your Donors is a new, winning guide to making
disappointing donor retention rates a thing of the past. This
practical and provocative book will show you how to master
the strategies and tactics that make fundraising
communications profitable. Filled with case studies and based
in part on the CFRE and AFP job analyses, Keep Your
Donors is your definitive guide to getting new donors—and
keeping them—for many years to come.
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A Nonprofit Survival Kit for Hard Times "This is a must-read
for all of us in fundraising. Mal Warwick includes practical
approaches for difficult economic times, from zero-based
thinking about our programs to strategies for relating to our
donors and making certain our fundraising programs are
prepared to succeed not only now but when the economy
recovers." —Eugene R. Tempel, president, Indiana University
Foundation "Brilliant! No nonprofit organization can afford to
ignore the insightful advice Mal Warwick offers in this concise
and eminently readable book. It's practical, down-to-earth,
and addresses the complex, real-world challenges of raising
money in tough times." —Ben Jealous, president, NAACP
"Fundraising When Money Is Tight is an important book in a
difficult time for all. This is the right book for anyone who is
committed to advancing the public good." —Jane Wales,
founder, Global Philanthropy Forum, and vice president,
Aspen Institute "This is a must-read book by any fundraising
manager. It's timely, it's a good read, and the moment I put it
down I made sure my managers got focused, got real, and
got with the project today." —Mark Astarita, director of
fundraising, British Red Cross "Mal Warwick will leave you
with a focusing framework and dozens of practical,
immediately actionable how-tos. It is hard to imagine anyone
in the citizen sector who will not breathe easier after reading
this book." —Bill Drayton, CEO, Ashoka, and chair, Youth
Venture
“For many volunteers, fundraising is a necessary evil, a dirty
F-word that compels them to have uncomfortable
conversations with their families and friends . . .” Through her
work with countless female philanthropists, Diane Lebson
discovered that there was no definitive guide volunteers and
activists could turn to for guidance in navigating the day-today activities associated with doing good in the world—so she
wrote one. Leveraging the skills and experiences she
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cultivated over more than twenty-five years as a nonprofit
executive, board member, and consultant, For A Good Cause
offers practical tips on how to “do” philanthropy. In chapters
divided up by specific activities—such as serving on a board,
advocating for a cause, starting your own philanthropic
venture, becoming a fearless fundraiser, and more— Diane
offers practical advice on how to professionalize your
philanthropic engagement and make a greater impact.
Rounded out with information about best practices, checklists,
and profiles of inspiring leaders, For A Good Cause is the dogooder’s go-to resource for giving joyfully.
"Working from research conducted over six years with
hundreds of charities and donors, 'Donor-Centered
Fundraising' paints a candid picture of why donors stop giving
to charities they once supported, and what it will take to
preserve their loyalty in the future. In clear language and
backed by statistical evidence, Penelope Burk explores the
pitfalls of our traditional approaches to donor communication
and recognition and articulates what donors want but seldom
get from the charities they support. The book features
straightforward and accessible calculations that show how
much money charities are failing to raise, and offers a step-bystep procedure for testing a donor-centered alternative and
gaining its acceptance in any organization."--From publisher
description.

This book is a co-publication with CASE. Fundraising
Strategies for Community Colleges is a hands-on,
step-by-step guide to building a million-dollar-a-year
development office. Community colleges educate
nearly half the undergraduates in America yet
receive as little as two percent of all gifts to higher
education. Private philanthropy is now essential to
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the mission of community colleges. In order to gain a
fair share, community colleges can rely on this book
to deploy strategies effectively used by 4-year
colleges. The author, Steve Klingaman, has raised
over $40 million dollars for two-year and four-year
colleges over a 25-year development career. With its
emphasis on planning the work and working the
plan, Fundraising Strategies for Community Colleges
offers practical advice and concrete steps on how to
build a strong advancement team with robust Annual
Fund, grants, major gifts, planned giving programs.
Topics include: * Strategies used at one two-year
college that raised $50 million over ten years * 75
boxed tips on the details that matter most * How to
create an institutional commitment to advancement *
How to enhance the advancement function * How to
build an effective foundation board that gives * How
to grow the Annual Fund with sustainable,
repeatable gifts * Secrets top universities use to
close major gifts * Continuous quality improvement
techniques to improve results year after year.
Fundraising Strategies for Community Colleges is
the only comprehensive development guide to focus
on community college fund raising. Written for
development professionals, college presidents,
board members, trustees, faculty leaders, and other
college leadership, this book is an essential,
practical guide that fills a critical gap in the market.
Guides readers through practical steps to reshape
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fundraising strategies and see donors as people who
want to invest in a worthwhile cause or organization.
Fundraising: Principles and Practice provides
readers with a comprehensive introduction to
fundraising. Taking a balanced perspective,
bestselling author Michael J. Worth offers insights on
the practical application of relevant theory. The text
is designed to engage readers in thinking critically
about issues in fundraising and philanthropy to
prepare them for careers in the nonprofit sector.
Worth explores donor motivations and fundraising
techniques for annual giving programs, major gift
programs, planned giving, and corporate and
foundation giving and campaigns. Traditional
methods, including direct mail and personal
solicitations, are discussed as well as new tools and
practices, including online fundraising, crowd-funding
and social networks, analytics, and predictive
modeling. Written specifically for nonprofit careeroriented individuals, this book helps readers become
successful fundraisers.
A non-technical guide to The Raiser's Edge-the most
widely-used fundraising database package on the
market-for the fundraising professional The first-ever
guide to The Raiser's Edge database package for
the fundraising professional, Fundraising with The
Raiser's Edge: A Non-Technical Guide educates
your nonprofit about what The Raiser's Edge can do
for you and will help you more effectively work with
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the staff who are responsible for data entry and
output. Helps your organization get much greater
return on The Raiser's Edge, and use it to raise more
money more effectively and with less stress
Contains specific and clear direction on the key
areas you should know without technical discussion
Includes numerous checklists to give you practical
takeaways Providing you with the non-technical
details you need to know to recruit, manage and
retain quality database personnel, Fundraising with
The Raiser's Edge: A Non-Technical Guide will help
you in your day-to-day fundraising work without
needing to become a database expert.
Applying the principles of marketing to nonprofit
organizations and the fundraising sector is vital for
the modern fundraiser who wants to increase
profitability and diversify their fundraising efforts in
this challenging industry. This comprehensive how-to
guide provides a thorough grounding in the
principles underpinning professional practices and
critically examines the key issues in fundraising
policy, planning and implementation. This new
edition of Fundraising Management builds on the
successful previous editions by including modern
perspectives on organizational behaviour, extended
coverage of digital fundraising and donor behaviour,
including an examination of group influences on
behaviour, and a new chapter on the use of social
media for supporter engagement and retention.
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Combining scholarly analysis with practical real life
examples, Fundraising Management has been
endorsed by the Institute of Fundraising, and is
mapped to the Certificate and Diploma in
Fundraising, making it the definitive guide to best
practice both in the UK and globally. This is a clear,
problem-solving guide that no fundraising student or
professional should be without.
Praise for Reliable Fundraising in Unreliable Times
"Kim Klein has been a guru to social justice
fundraisers for many years. She shows us by her
efforts, and not just by her words, that it is possible
to raise the money you need, no matter how
marginal you feel or are considered in the larger
society." —Rinku Sen, executive director, Applied
Research Center, New York, New York; author, Stir
It Up and The Accidental American "With wisdom
gleaned from over 30 years of experience, Kim Klein
delivers her can-do message with wit, grace, and
unabashed optimism—even in times like these. She
taught us at JVP that there is still plenty of money
out there; it's just unevenly distributed. Her
consistent message: people give because we ask.
Poking fun at money taboos, assuring us that
fundraising is not that hard, Kim reminds us that the
system is held in place by money: if we don't learn
about it, we can't change it!" —Penny Rosenwasser,
National Board, Jewish Voice for Peace, Oakland,
California "This book is an extraordinary combination
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of philosophy and how to, all aimed at helping
nonprofits build a movement for social justice. Kim
distills three decades of fundraising and organizing
experience into a book that will be helpful for novice
and veteran alike." —Lance Evoy, director, Institute
for Community Development, Concordia University,
Montreal, Quebec
This updated edition of Mal Warwick's landmark
book Revolution in the Mailbox has been thoroughly
revised to provide your nonprofit organization with
the most current and comprehensive survey of direct
mail fundraising available anywhere. If you follow
Warwick’s practical, down-to-earth advice, direct
mail will help your organization grow, gain visibility,
involve your donors, increase its efficiency, and
achieve financial stability. Written in an easy,
conversational style, this latest edition is filled with
real-world examples and illustrations showing how
you can realize the full potential of direct mail by
putting it to work as a strategic tool.
Fun and new innovative Bible bindings for kids ages
8 and up. New! Innovative! Fun! Perfect for kids on
the go, the Sili-Flex Bible, NIV contains the full text
of the bestselling New International Version with a
cool new squishy binding and portable compact size.
Ideal for home, school, or church use, the Sili-Flex
Bible, NIV is small enough to fit into almost any
backpack or bag. Features include: Fun, new
"squishy" binding with two removable enclosure tabs
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that can be applied to other areas of the cover for
added fun Complete text of the New International
Version (NIV) translation of the Bible Words of Christ
in red Ribbon marker
An authoritative guide to boosting your nonprofit's bottom line
through effective telephone fundraising Presenting a detailed
structure for writing effective telephone call "scripts", Effective
Telephone Fundraising explains the necessary and effective
components of an effective call from beginning to end, and
provides helpful hints, detailed examples, phrases to employ,
phraseology to avoid, and a "road map/chart" for structuring
effective call scripts. This how-to manual examines in detail
the various stages of an effective telephone call from
identifying the prospect and introducing yourself; getting
through screens and talking to the decision maker;
developing rapport and a creating two-way conversation;
explaining the purpose of your call; making a proposal to the
prospect;the process of negotiation and effective closing
strategies; results of the negotiation;and ending the call.
Examines in detail a systematic way of dealing with
objections Deflection/decision deferral strategies, along with
psychological motivators for giving over the telephone
Reveals how to assess the giving potential of prospects
Includes sample scripts or call outlines Effective lines that
could immediately be incorporated into existing telephone
fundraising strategies to improve results A complete, start-tofinish guide for successful telephone fundraising, Effective
Telephone Fundraising helps you structure effective call
scripts for your nonprofit's best advantage.
Achieving Excellence in Fundraising is the go-to reference for
fundraising principles, concepts, and techniques. With
comprehensive guidance toward the fundraising role, this
book reflects the latest advances in fundraising knowledge.
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Coverage includes evolving technologies, the importance of
high net worth donors, global fundraising perspectives, results
analysis and performance evaluation, accountability, and
credentialing, with contributions from noted experts in the
field. You'll gain essential insight into the practice of
fundraising and the fundraising cycle, reinforced by ancillary
discussion questions, case studies, and additional readings.
With contributions from members of The Fund Raising School
and the faculty of Indiana University's Lilly Family School of
Philanthropy, this new edition includes detailed guidance on
nonprofit accounting practices as defined by the Financial
Accounting Standards Board and the American Institute of
Certified Public Accountants, rounding out the complete,
thorough coverage of the fundraising profession. Designed to
provide both theory and practical knowledge, this book is an
all-in-one resource for anyone who performs fundraising
duties. Understand donor dynamics and craft an institutional
development plan Explore essential marketing and solicitation
techniques Learn effective volunteer recruitment, retention,
and management strategies Fundraising merges a variety of
fields including psychology, business management,
accounting, and marketing, making it a unique role that
requires a uniquely well rounded yet focused skillset. Amidst
economic uncertainty and a widening wealth gap the world
over, it's more important than ever for fundraisers to have a
firm grasp on the tools at their disposal. Achieving Excellence
in Fundraising is the ultimate guide to succeeding in this
critical role.
Hank Rosso's Achieving Excellence in Fund Raising, 3rd
Edition, explains the fund raising profession's major
principles, concepts and techniques. A host of respected
authors demonstrate why fund raising is a strategic
management discipline, and elucidate each step in the fund
raising cycle: assessing human and societal needs, setting
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goals, selecting gift markets and fund raising techniques,
soliciting new gifts, and encouraging renewals. This book
provides a conceptual foundation for the fund raising
profession, thoroughly examining its principles, strategies and
methods. Using practical examples, the authors explain the
reasoning behind the planning and selection of strategies for
all fund raising activities. Edited by Gene Tempel, Executive
Director of Indiana University's Center on Philanthropy, this
third edition of the Rosso's fund raising classic both retains
the original philosophical principles of the first edition and
offers new insights on recent fund raising developments.
Each chapter has been updated, and Tempel has added new
sections on technology and fund raising, the internet, women
as donors, stewardship, and fund raising as a profession.
Authors include such fund raising luminaries as Tim Seiler,
Dwight Burlingame, Lilya Wagner, Mal Warwick, Kay Sprinkel
Grace and Kim Klein.
Building Donor LoyaltyThe Fundraiser's Guide to Increasing
Lifetime ValueJohn Wiley & Sons
Amy Eisenstein guides you, in only five hours a week, to
safely and surely meet the challenges of getting your
organization ready for major gift fundraising, all the way up to
that all-important ask--and beyond. If you've been in
fundraising for any length of time, you've no doubt heard of
the "90/10 Rule." In its simplest terms, it means that 90
percent of the funding comes from 10 percent of our donors.
Yet far too often, the majority of our time is spent focused on
low-yield fundraising activities, such as events. Amy argues
that the key to successful long-term, sustainable fundraising
lies in dramatically increasing your fundraising income from
individual donors. And savvy fundraisers will do well to heed
her advice. But how can you get started? With Amy at the
helm, guiding you in developing your organization's major
gifts program, you'll find it's absolutely doable. Amy doesn't
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pull any punches. She makes it clear, if you're going to
succeed in major gifts, that everyone will need to be on board
and that effective and consistent fundraising training is a
must. It's a commitment. Throughout the book, she explains
key fundraising concepts, the difference between major gifts
and capital campaigns, how to determine exactly what
constitutes a major gift for your organization, the importance
of gift acceptance policies, job responsibilities for your major
gift team, the role of online fundraising in major gifts
fundraising, the role of direct mail, maintaining your database,
and more. In short, she cuts to the chase to show you that
major gift fundraising is something that, yes, you can do. It
just takes focus and Amy's know-how, marvelously outlined
within these pages. Part One-- You Can Raise Major Gifts in
Only Five Hours per Week! Chapter One: The Secret to
Successful Fundraising: Creating a Culture of Philanthropy
and Professionalism at Your Organization Chapter Two:
Creating Your Strategy Chapter Three: The Secret Weapon
of Major Gifts: Engaging Your Board Chapter Four: Creating
an Army of Advocates and the Role of Social Media Chapter
Five: What Does Bulk Mail Have to Do with Major Gifts? Part
Two-- Are You Ready to Ask for a Major Gift? Preparing to
Ask Chapter Six: Who Will You Ask for Major Gifts? Chapter
Seven: Researching Your Prospects: The Fine Line between
Professional and Creepy Chapter Eight: The Art and Science
of Getting a Meeting: How to Meet With People You
Know--and with People You Don't Chapter Nine: How to Build
Deeper Relationships with Major Gift Prospects Part Three-The Moment of Truth: Asking and Beyond Chapter Ten: Get
Ready to Ask Chapter Eleven: The Moment of Truth (Time to
Ask) Chapter Twelve: More Than Simply Thank You Part
Four-- Taking Your Organization to the Next Level Chapter
Thirteen: Considering a Capital Campaign? Chapter
Fourteen: Can a Small Shop Really Do Planned Giving?
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Chapter Fifteen: Moving on Up: Taking Your Organization to
the Next Level
"The Storytelling Non-Profit is a portable consultant for
fundraisers, communicators and executive directors who want
to tell great stories. In this book, professionals will learn a
process for telling a story that inspires and resonates with a
target audience."--Back cover.
As nonprofit organizations face heightened scrutiny by the
general public, donors, regulators, and members of
Congress, the Third Edition of the essential book on the
basics of fundraising provides new, up-to-date and valuable
information that every fundraiser needs to know. With ethics
and accountability being the primary theme of the Third
Edition, this practical guide will continue to provide an
overview of the field and give development staff, managers,
and directors a platform from which to operate their
fundraising programs. The new edition also provides much
needed information on giving trends, computer hardware and
software available for fundraisers, cost estimates and
workflow timetables, and the importance of the Internet. This
primer remains a must-have for anyone new to the
fundraising arena.
Internationally acclaimed fundraising consultant Ken Burnett
hascompletely revised and updated his classic book
RelationshipFundraising to offer fundraising professionals an
invaluableresource for learning the techniques of effective
communicationwith donors in the twenty-first century. Filled
with illustrativecase histories, donor profiles, and more than
two hundred actionpoints, this groundbreaking book shows
fundraisers how to Implement creative approaches to
relationship-buildingfundraising Avoid common fundraising
errors and pitfalls Apply the vital ingredients for fundraising
success Build good relationships through marketing Achieve
a greater understanding of their donors Communicate
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effectively with donors--using direct mail, thepress, television,
the telephone, face-to-face contact, andmore. Prepare for the
challenges of twenty-first centuryfundraising

Donors and Archives: A Guidebook for Successful
Programs highlights the importance of development and
fundraising for archives, while focusing on the donor and
potential donor. Their interest, their support, their
enthusiasm, and their stuff are vital to the success of
archival programs.
The complete guide to fundraising planning, tools,
methods, and more Fundraising Principles and Practice
provides a unique resource for students and
professionals seeking to deepen their understanding of
fundraising in the current nonprofit environment. Based
on emerging research drawn from economics,
psychology, social psychology, and sociology, this book
provides comprehensive analysis of the nonprofit sector.
The discussion delves into donor behavior, decision
making, social influences, and models, then uses that
context to describe today's fundraising methods, tools,
and practices. A robust planning framework helps you
set objectives, formulate strategies, create a budget,
schedule, and monitor activities, with in-depth guidance
toward assessing and fine-tuning your approach.
Coverage includes online fundraising, major gifts,
planned giving, direct response, grants, corporate
fundraising, and donor retention, with an integrated
pedagogical approach that facilitates active learning.
Case studies and examples illustrate the theory and
principles presented, and the companion website offers
additional opportunity to deepen your learning and
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assess your knowledge. Fundraising has become a
career specialty, and those who are successful at it are
among the most in-demand in the nonprofit world. Great
fundraisers make an organization's mission possible,
and this book covers the essential information you need
to help your organization succeed. Adopt an organized
approach to fundraising planning Learn the common
behaviors and motivations of donors Master the tools
and practices of nonprofit fundraising Manage
volunteers, monitor progress, evaluate events, and more
Fundraising is the the nonprofit's powerhouse. It's the
critical component that supports and maintains all
activities, and forms the foundation of the organization
itself. Steady management, clear organization, effective
methods, and the most up-to-date tools are vital to the
role, and familiarity with donor psychology is essential for
using these tools to their utmost capability. Fundraising
Principles and Practice provides a comprehensive guide
to all aspects of the field, with in-depth coverage of
today's most effective approaches.
Praise for Fired-Up Fundraising: Turn Board Passion into
Action "Fired-Up Fundraising is honest, realistic,
practical, and inspiring. It transforms the whole concept
of fundraising from obligation and drudgery into passion
and fun. Every CEO, development director, development
consultant, and board chair needs to have and use this
book." —Charles F. (Chic) Dambach President and CEO,
Alliance for Peacebuilding Former Senior Consultant,
BoardSource "A breakthrough! Fired-Up Fundraising
takes the mystery out of engaging your board in the
ongoing work of fundraising. In this well-organized little
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book, Gail Perry lays out a commonsense, four-step
process that will fire up your board and help you meet
your fundraising goals, year after year." —Mal Warwick
author of How to Write Successful Fundraising Letters
"Fired-Up Fundraising: Turn Board Passion into Action is
by far the best book I have ever read on how to involve
board members in the entire process of fundraising, from
identifying prospects, cultivating them, and finally making
'the ask.' Just as important, it is an invaluable guide on
how to select, enlist, train and especially inspire board
members so they take ownership of their institutions.
Every nonprofit CEO and development officer should
read this book." —Robert L. Gale President Emeritus,
Association of Governing Boards of Universities and
Colleges and founder of BoardSource (formerly known
as the National Center for Nonprofit Boards) "This is the
book for which EVERY nonprofit chief executive has
been yearning since time immemorial. Every nonprofit
needs money to survive and thrive, and every nonprofit
has a board of trustees to help raise it, but few nonprofits
come anywhere near using their boards to maximum
benefit. Fired-Up Fundraising, a reader-friendly, realistic,
and practical playbook written by a richly experienced,
highly literate fundraiser turned consultant, takes readers
by the hand and leads them step-by-step through
eminently doable ways of inspiring the greatest possible
engagement of-and return from-their trustees. It will
instantly become the gold-standard guide for building
successful boards." —Joel Fleishman Professor of Law
and Public Policy and Director, The Foundation
Research Program, Duke University
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This is the first truly comprehensive guide to fundraising
management, uniquely blending current academic
knowledge with the best of professional practice. Much
more than a how-to guide, it provides a detailed overview
of modern fundraising planning and practice, and
analyzes critical issues as well presenting practical tools
for campaign planning. Campaigns discussed include
high-profile examples from companies as diverse as
RSPCA, Greenpeace, Barnados and the American
Cancer Society, which illustrate the theories and bring
the topic to life. A truly groundbreaking analysis, this text
works through the planning stages of fundraising to give
readers a rounded understanding of the topic, and is
essential reading for students of fundraising and nonprofit professionals alike.
There are eight main reasons why donors stop
supporting organizations. Do you know them? You will
after reading Retention Fundraising: The New Art and
Science of Keeping Your Donors for Life. For three
years, pioneering fundraiser Roger Craver immersed
himself in a study of nonprofits in the U.S. and the U.K.
His singular aim was to uncover why donors quit an
organization and what can be done to make them stay.
Some quick figures show why Craver's book on donor
retention is timely: -If yours is a typical organization, you
have a 60 to 70 percent chance of obtaining an
additional gift from an existing donor. -You have a 20 to
40 percent chance of obtaining an additional gift from a
recently lapsed donor. -But you have less than a 2
percent chance of obtaining a gift from a prospect. That
bears repeating: The average organization has less than
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a 2 percent chance of securing a gift from a prospect. So
one thing is glaringly obvious. The bulk of an
organization's fundraising expenditures should be aimed
at strengthening relationships with existing donors, not in
acquiring new givers (though there's still a role for that,
of course). Through painstaking research, Craver has
singled out the exact ways an organization can deepen
donor commitment. There are, he learned, seven key
"drivers" that matter most to donors. These "drivers" ranging from meaningful appreciation to opportunities for
authentic involvement - have a direct cause-and- effect
relationship. Move your donors from low to high
commitment, and their giving will increase dramatically.
Best of all, responding to what your donors want isn't
costly, as Craver shows in real-life examples. There's
gold in your current donors waiting to be mined. And in
Retention Fundraising, Roger Craver has drawn a
detailed map to those riches.
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