2009 Fundraising Plan

A. The Case Statement

A Case Statement presents the central vision of an organization, the needs the organization addresses, how they are addressed, what makes it unique, and how others can help.

I. What are we raising funds for?

A. Organizational Purpose (from GPUS Bylaws, Article I)

· Assist in the development of State Green Parties

· Create a legally structured national Green Party Federation

B. Programs:

· Provide tools for Green Party candidates and campaign staff to run effective campaigns through campaign schools, campaign hotline, on-line and printed resources.

· Provide tools for states and local Green Parties to build lasting, democratic structures through national meeting workshops, database, fundraising, and organizing and outreach tools.

· Build media coverage of Green Party campaigns

· Build the national presence of the Green Party and Green Party candidates.

· Ballot Access

· International Responsibilities

· Legal Representation

C. Capital Enhancements:

· Computerized telephone system

· Online open source database with managed permissions

· Enhanced IT infrastructure

· Hardware/Software for Electoral Intern workstation

· Fundraising Analysis

· Hardware/Software upgrades for entire office

D. Building and Endowment (Long Term):

· Purchase building in DC to provide workspace and living space for future generations of Green Party staff, interns and volunteers.

II. What resources do we have?

· Access database and on-line databases with donor history and notes

· Staff and Contractors

· National Committee

· Steering Committee

· Fundraising Committee

· Outreach Committee

· Phone Solicitation Program

· Sustainer Program

· Green Party Card Program

· Merchandise Program

· Platform

· GPUS Bylaws and Rules

· GPUS Committees – Eco Action, Peace Action, International, etc.
· GPUS Caucuses – Lavender, Black, Women’s, Youth, etc.
· Green Line

· Green Pages

· Action Center

· http://www.gp.org
· Fundraising strategies used in the past and their effectiveness

· Materials: Earthflower Logo, stationary, forms, etc.

· Media Contact List

· DC office

· Planned Giving

· Vendors

· Volunteers & Interns

III. What resources do we need?

· Stronger mission statement to replace existing organizational purpose

· Strategic planning and short and long-term fundraising goals

· Messages:  macro and micro

· Chair or Chairs for the Fundraising Committee

· Lists from states of donors and members

· Training and participation of the National Committee in fundraising efforts

· Regular communication and promotion to Green listservs

· Involvement and training of state parties in helping with fundraising efforts

· Lists from candidates of their donors and volunteers

· Resources from Green Officeholders or former officeholders

· An assessment of public opinion regarding our organization

· Pool of IT volunteers

· Translators and non-English materials

IV. By what methods do we raise money?

· Direct Mail

· Phone Solicitation

· Sustainer Program

· Active Online Fundraising (email blasts etc.)

· Passive Online Fundraising (web donate pages)

· Merchandise

· Events

· Planned Giving

· Major Gifts

V. What are the sources for our messaging?

· Platform

· Position Papers

· Candidates

· National Committee and subcommittees

· State Parties

· Media Coordinator and Media Committee

VI. Which markets do we want to approach?

· Individual donors

· State Committees

· National Committee and subcommittees

· Organizations that share Green values

· Foundations (for small, project focused grants)

B. Fundraising Plan
Direct Mail 

Resolicitation Mailings. 

Currently we do three mailings per year to donors with everyone receiving a mailing at the same time.  When the new database gives us the needed information, we will begin to mail in cycles with a mailing every month will make our monthly income more stable and predictable.  We would like to begin to coordinate resolicitation mailings with our phone solicitation efforts.  All donors will still receive three mailings for the year but they will be spread out over the course of the year based on their last donation.  It has been proven that phone solicitations work best after a mailing so this will help provide the phone solicitors with fresh names all year long.

This past year we did some testing with the second resolicitation but the results are inconclusive at this time.  This mailing was split into three mailings.  The first was about 15,000 donors and it was sent personalized in a window envelope at non-profit bulk mail rates.  The second was about 600 donors and those were sent personalized in a window envelope with first class postage.  The third was about 300 donors and non-donors that attended the convention; it was sent personalized in a window envelope with a first class stamp.  The letters were essentially the same. 

Prospect mailings      

The goal with prospect mailings is to bring in new donors. Breaking even or showing net income is a bonus.

In 2008, we did not do any prospect mailings from rented names or exchanging lists.  However, we began what we hope will be a successful program with a pilot.  The DC Statehood Greens have a “super-voter” list that has telephone numbers.  We mailed to those that were not currently donors and volunteers followed up with phone calls for two nights.  The actual expenses incurred were for postage for the letters and for labor for phone calls.  Since the labor was volunteers, GPUS paid the postage.  We did a 40-60% split (GPUS/DC) as we considered it state-driven because the leads came from the state.  We did a little better than break-even on income/expenses.  But, we will be able to retain those donors for future income.

We have recently obtained the list of registered Greens in California and hope to complete a similar project with them.   New York has also expressed some interest in this project.

Empower Telefundraising has a list of prospects from other peace and anti-war organizations that they are allowed to use for us at no cost.  It is our hope that this will bring in new donors with little monetary outlay.

Phone Solicitations

We have had great difficulty in finding fundraisers that can successfully work from home.  It is a very difficult job and takes a highly motivated person to be successful.  In August we did a test with a commercial fundraising company - Empower Telefunding in California.  This company came with recommendations from a delegate (her local Greens used the company) and references were checked.  It is a very ‘green’ company in that they pay a fair wage and benefits to their employees – most companies of this nature do not do this.  And, they only work for non-profits and cultural organizations.  Because the success rate was acceptable, we are continuing to contract with them instead of hiring personnel on our own.  We are netting approximately 40% right now with them.  This is just a little less than the fundraising assistant prior netted.  However, we get reports from them regularly, they are very successful at getting credit card donations (pledges require more work to track) and sustainers, and there is little or no staff time spent supervising and following up as there was with fundraising assistants.  In the long-term, this should be a viable source of regular income for us.  We also plan on using them for prospecting.  As with prospect mailings, we would hope to break-even but we will retain the donors for future solicitations.

We plan to try to coordinate most of our prospect and resolicitation mailings with phone solicitations.  This should improve our bottom line considerably.

Events 

Events fulfill several purposes.  They can be a good source of funds but often they are more “friend-raiser” rather than “fund-raiser”.   The ideal situation for events is to partner with a candidate or local so that expenses are minimal.  We hope to do several such events throughout the year but it is difficult to predict the number or times for them because most are not planned far in advance so our income is uncertain.

We will also continue to have events at our Annual National Meeting.

We hope to strengthen our House Party program and have more parties this year.  One possibility is to plan a “national” or “regional” house party.  This would involve finding a night with a particular TV show, news program or event that can be the central point.  As with other events, these are difficult to plan far in advance.  

Major Donors

Large donations - $1,000 and more

Fundraising goal:  $100,000 

3 donations of $25,000 = $75,000

3 donations of $5,000 = $15,000

10 donations of $1,000 = $10,000


Steps to cultivating major donors internally
Major Giver - The donor gives at a high level, now aligned with mission, giving at a high-rate, involved in current and future happenings.

Upgraded Giver - The donor gives yet again, increasing the amount of the gift over the last contributions, showing an increase in involvement and ownership of the organization.

Repeat Giver - The new donor gives again, perhaps this time responding to a program request or special event. (sustainer program)

New Donor - This donor has given to your organization for the first time. See Green Party Card Program

Prospecting for new major donors
In 2008 we became more proactive at identifying and reaching out to potential new major donors. In this we research networks of individuals that are active in efforts that are in alignment with green values. When a prospective donor is identified The Political Director sends an introductory letter. This is followed up with a phone call. The PD works with willing Steering Committee Co-chairs to assist with the calls.

Online Fundraising

Our online income continues to grow every year.  The key to building online fundraising is to grow the list of subscribers to www.gp.org. There is a direct correlation between the number of new sign-ups and the amount of money raised. While it is hard to actually measure this, we often see a spike in online activity when we have a lot of media attention.  Thus, we get more sign-ups.  We will also continue to partner with State Green Parties to engage in joint online fundraising and list sharing.   In an effort to increase donations and website activity we will continue to send our monthly newsletter, Greenline, to send fundraising appeals and to promote Action Alerts, Letter-writing campaigns, petitions, and events throughout the year.

We purchased a list of all registered Greens in California.  We will do an appeal to those with email addresses and hope to do more of these in 2009.  We continue to solicit state lists and super-voter lists with emails.

Green Party Card

For $36 or more a year, the contributor receives a personalized card showing the world that they stand committed to Green values.  A subscription to Green Pages, a bumper sticker, button and information about party history, committees and caucuses is also included.   We also send their information to their state party so that contact can be made by the state party.

State sharing was built into the program.  We send contact information for new cardholders to states monthly so new people can get involved quickly. We envisioned the state parties taking an active role in fundraising for themselves and the national. And we saw it as a way for the national to support the activity of and raise money for State Green Parties.

There has always been a Green Party Card sign-up on the home page.  It is also promoted in Green Line and other email solicitations, as one of the donate options in Green Pages, and at events.  We provide states with application cards to build the program at meetings, rallies and events; and we also provide - by request - a customized on-line donation page for use on state and local web pages and email lists.

Although most of the money from the Green Party Card has come in through the national website, there are some states like AZ and MD that actively promoting the program. 

Merchandise

The Merchandise program continues to increase revenue each year. We have already exceeded last year's sales total of 27.5k, and expect to net the budgeted goal of 40k for the year. Our goal for 2009 is 30k.  

The Committee was lucky enough to recruit an extremely talented marketing intern for a very short time period this past summer. We are currently looking for a new marketing intern.

The Committee introduced Green Party (GP) polo shirt, 10 Key Values refrigerator magnet, eco shopping bag, recycled jar opener and GP identity checks (choice of personal or business accounts) and McKinney/Clemente campaign merchandise.  Unfortunately, overall budget concerns continue to hamper the Merchandise Committee from introducing new merchandise and restocking quickly. This has had an effect on overall sales.  In order to build the program, we need to both expand our customer base through marketing and outreach and give customers a reason to come back through the introduction of new products.  

One way the committee feels this can be addressed is to permit the Merchandise Committee’s annual budget line to be treated as a pre-approved “line of credit” allowing the committee to perform its operations in a smooth and seamless manner.

The committee has done a good job of expanding both our customer base and donor pool.  Merchandise currently brings in the highest number of new donors of any of our fundraising programs. 

The Merchandise Committee has identified these top goals for 2009.

1. Increase our product line & diversify what we carry

2. Expand working with campaigns, states, committees:

· Finalize the state shirt template, cost & ordering procedures

· Develop a feedback loop with states and committees regarding products & tools they need

· Network with states/committees to purchase green merchandise for demonstrations, rallies and other events.

3. Expand customer base through aggressive net-roots campaign and increased communication with state parties and committees.

The Merchandise Committee is currently engaged in a strategic planning process to achieve and exceed our 30k goal for 2009.

Sustainers

Sustainers are Green Party supporters who make a monthly or quarterly contribution to the party. We would like to get to the point where sustainer income can sustain the day-to-day operations of the party, with other fundraising campaigns covering cover special programs, candidate support, and capital enhancement.

Currently we have a mixture of quarterly and monthly donors, some of whom expire at certain times and some that continue indefinitely.  We also have some sustainers that are mailed and income from those is not as consistent.  We need to move to put all sustainers on debit or credit cards.  For those that do not wish to do this, we need to explore the possibility of setting up an automatic funds transfer program (AFT) whereby we can automatically pull the money from the donor’s checking account each month.  This would eliminate the need to send reminders and we would know how much money we would have coming in each month.  In conjunction with this, we plan to contact sustainers on a regular basis to ask them to increase their monthly donation and or add an additional gift for a particular program.   Another idea is to promote the program as “ongoing” rather than a program that is for a limited amount of time like 12 months.  We can still do it for a specific time period but we just won’t promote it.

State Sharing Programs 

State Sharing Programs are defined as fundraising programs where revenue is shared between the state and the national.  The percentage break down depends on whether the contribution is State Driven or Nationally Driven.  There programs are a way to leverage the tools that the national office has developed with the grassroots energy of State Green Parties to raise money for the Green Party at both the state and national level. All programs we have including the sustainer program and Green Party Card program are eligible for sharing programs 

SD: State Driven Program 

Contributions solicited through state party efforts are considered State Driven. This means that 60% of the revenue will go to the state party and 40% will go to the national. National office will provide initial set-up (templates, printed forms, on-line donation page) and handle the overhead and administration of the program.  After set-up your state green party is responsible for promoting the program and raising the money: Promote on webpages, blogs, state and local meetings, events, tabling events.  The national office is responsible for the administrative side: Data entry, thank you letters, running credit cards, sending reminders and premiums.

ND: Nationally Driven Program 

Contributions solicited through national efforts are considered nationally driven. This means that 40% of the revenue goes to the state party and 60% goes to the national. The national provides set-up, handles overhead and is responsible for promoting the program and asking for contributions.

Tracking State Sharing Contribution   The national office will help with set-up: Webpage with tracking code, mailing green party card or sustainer applications. 

Methods for Promoting State Sharing Programs

· Online: The national office will set-up a customized online donate page for each State Party to post on their website, blogs, e-newsletters, etc. All donations deriving from this page will automatically be stamped with a unique tracking code indicating that the contribution came from a state party’s efforts. 

· In-Person: The national office will provide printable templates or copies of donate forms for state parties to utilize at meetings, events, literature tables, etc. The forms will have a tracking code to indicate that the contribution came from a state party’s efforts.

General

Increases efforts, including more thorough analysis of the database, will enable more specific identification of contributions from each donor so that this category continues to shrink and other categories increase.

State Contributions

States may and are currently contributing to GPUS through one-time donations and sustainers.

Former Candidates

Green Party candidates make important contributions to our fundraising efforts by sharing with us their donor and volunteer lists.  Occasionally, candidates donate money left at the end of their campaigns to GPUS.

Planned Giving

The FEC limits the maximum contribution per donor, living or deceased.  In 2009 that amount is $28,500.  We are scheduled to receive $28,500 through the Juoni trust that was set up in early 2008.  This trust, our first, gives us basic information and a process to follow as we set-up and publicize a formal planned giving program.

C. Messaging for Success 

To oversimplify, fundraising involves two general functions:  the creation of messages, and the delivery of messages.  The Fundraising Plan focuses on the delivery of messages, as in, the methods by which messages will be taken to known and potential donors.  The success of such fundraising efforts is reliant not only on the quality of the delivery, but also of course on the quality of the message itself.  But the Green Party has not focused attention on message creation, so not only GPUS fundraising efforts but even local Green campaigns have largely been forced to create their own messages without any central, coherent, overarching identity.  This has undermined the growth and development of the Green Party at many levels.

It is vitally important that people understand that GPUS is constituted as a federation of state parties.  Although GPUS does develop a quadrennial platform and does send out press releases, the basic conceptualization of what the Green Party is and stands for has largely come from the state parties, and especially from state and local candidates.  Many of those candidates, and many other Greens, have expressed a desire for clearer messaging from the Green Party at a higher level, so that there can be more of a unified concept of what the party stands for, what the party is doing, etc.  The Green National Committee therefore has a vital role to play in developing the messaging of the Green Party, both through the passage of resolutions and position statements, and also through the development of a party structure that empowers committees and project teams to develop and utilize messages.  The Fundraising Plan can not lay out all of the steps by which such processes must proceed; fundraising staff and the Fundraising Committee must primarily focus on the development of fundraising programs, i.e. the delivery of the messages that the party wishes to have delivered.  The Green National Committee, the state parties, GPUS standing committees, the national caucuses, and the candidates of the party must take the lead in developing these messages.

D. Plan for Mobilizing the National Committee and State Parties for Fundraising 

We need to develop a fundraising culture within the party from the bottom up.  How can we empower our locals to be effective fundraisers?  The national office, even as tight as our budget is, generally has more flexibility to develop ideas than states, committees or locals.  They (locals) should not have to re-invent the wheel or create complicated infrastructure systems.  How can we pass on our expertise?  How can the National Committee help us fundraise?

