FUNDRAISING FOR
YOUR FOUNDATION
(45 minutes)


RELEVANCE: Individual and club donations are the lifeline of The Rotary Foundation. We acknowledge donors with different levels of recognition and awards.
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	· Best for discussing topics participants know
· Discussion guided by a trainer to keep talks on topic and make sure everyone has a chance to speak
· Activity for participants to apply the ideas being discussed
· Seating arranged in a U shape (maximum group size: 30)


Learning objectives
At the end of this session, participants should be able to:
· Identify the main funds that donors support when giving to The Rotary Foundation 
· Explain two fundraising strategies to appeal to Foundation donors
Before the session
· Review the speaking points, discussion questions, and activities offered, and plan your session. Get input from the regional Rotary Foundation coordinator on recognition and awards, or consider asking the coordinator to lead the session.
· Decide whether you will use the PowerPoint template provided and develop slides (you can get help from the Rotary Foundation Basics course in the Learning Center), or use a flip chart or white board. 
· Consider any relevant district or regional issues related to this topic.
· Choose an activity based on the needs, interests, and skill level of your participants.
· Make sure you have the materials you need.
· Review the resources listed below.
Resources
· Rotary Foundation Basics course
· Understanding Foundation Recognition Points fact sheet
· Ways to Give brochure
· Your Rotary Legacy brochure
· The Rotary Foundation Reference Guide
· Donor Recognition page on Rotary.org
· Rotary Brand Center for logos and promotional ideas
During the session
· Welcome participants and introduce yourself. 
· Review the learning objectives. 
· Highlight these key messages: 
· The Rotary Foundation is a primary source of funding for Rotary’s humanitarian activities, including its efforts to eradicate polio worldwide. 
· Our Foundation is unique: It belongs to Rotarians and is dedicated to furthering Rotary programs that address the most pressing needs around the world. 
· Donors support the Foundation by giving to three main funds — the PolioPlus Fund, the Annual Fund, and the Endowment Fund:
· Gifts to PolioPlus support Rotary’s polio eradication efforts around the world.
· Gifts to the Annual Fund support Rotary’s current work.
· Gifts to the Endowment Fund are professionally invested; the principal of your gift is never spent and is held in perpetuity.
· Fundraising efforts should target donors based on their interests and financial resources.
· Giving to the Annual Fund is the way that many donors first support the Foundation; it can appeal to donors who want to fund club and district projects directly.
· Giving to the Endowment Fund can appeal to donors who want to create a legacy.
· Gifts to the Annual Fund and Endowment Fund are eligible for different levels of individual recognition, and clubs may become eligible for club banner recognition.
· Recognition is one of the best ways to thank individuals who generously support the Foundation. 
· Recognition offers incentives that can inspire others to give.
· To recognize donors: 
· Contact them personally to thank them for their donation and update them on the district’s Foundation activities. 
· Say thank you at a club meeting.
· Consider recognizing new Paul Harris Fellows or Major Donors at larger multiclub or district events. 
· Use these discussion questions to get the conversation going:
· How can you motivate club members to give to the Annual Fund every year?
· What are your club members’ giving patterns? How can you motivate them to give more?
· What is an example of a successful fundraiser that a club organized to generate interest in supporting the Foundation?
· How does your club recognize donations to the Foundation? 
· How do you share donor recognition information with members?
· How do you track your club’s donors?
· Lead one of the activities below.
· At the end of the session:
· Take questions from participants.
· Highlight key resources and where to find them.
· Review the learning objectives to make sure they’ve been achieved.
· Ask participants to write down one idea they’ll use from the session.
Activities
Choose an activity:
1. Purpose: Consider why people give to The Rotary Foundation
· Allow 20 minutes for this activity.
· Ask participants to form groups of 3-4. 
· Ask participants to take a few minutes to consider the different reasons individuals support the Foundation and list them on paper. 
· Have participants choose one reason that people give, then come up with two ways to appeal to donors who give for that reason. If time permits, participants can choose another reason people give and discuss how they can appeal to those donors. 
· Ask each group to describe its selected reason for donor support and how the group would appeal to donors who give for that reason. 
2. Purpose: Identify donors’ interests
· [bookmark: _GoBack]Allow 20 minutes for this activity.
· Ask participants to form three groups and assign each group a different case study:
· A club chair enjoys service, particularly in the area of literacy. He has helped with grants to improve young children’s access to education in Afghanistan and Washington, D.C. He knows that he can’t personally help every illiterate child, but through his contributions, he could help hundreds of children around the world. 
· A Rotarian has donated to several of the club’s global grants related to water, disease prevention, and maternal and child health. She likes to donate cash when the club needs additional funds, but she’s beginning to explore options for how to continue to help others well into the future.
· A member of your club has done extensive work abroad with microcredit grants. He believes that by empowering citizens to start their own businesses, donors can leave a positive legacy for the community.
· Ask the group to discuss these questions:
· What area of focus might this donor be interested in supporting? Why?
· Which of Rotary’s funds would you recommend to the donor?
· After 10 minutes, ask each group to describe its answers to the questions. 
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