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It is So 
Nice to 
Meet 
You!



Fundraising in Rural and 
Small Town Communities…



1 in 5
97%
19%



Everyone is Connected...

Donors Foundation 
Boards Volunteers Partners City 

Officials
Beneficiar-

ies Neighbors



… even more so in small communities
Donors

Foundation 
Boards

Volunteers

PartnersCity Officials

Beneficiaries

Neighbors



The Usual Suspects
Can the local 

c h u rc h  /  
s c h o o l d o  a  

d rive ?

I d o n ’t kn o w 
wh e re  to  

s ta rt!

I g u e s s  we  
s h o u ld  h o s t 
a n  e ve n t?

Ca n  o u r b o a rd  
c a ll s o m e  frie n d s  

with  m o n e y?

Wh o  kn o ws  h o w 
to  write  a  g ra n t 

a p p lic a tio n ?

Ma yb e  s o m e o n e  
c a n  c a ll th e  Ga te s  

Fo u n d a tio n !



The Gala (or “big event”) in Small Towns

• High financial cost
• High time cost
• Low financial return
• Changing 

generational giving 
trends

• Requires excellent 
post - event 
stewardship
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So, Where is the Money??
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You

Individual 
Donors

Community 
Groups

CorporationsFoundations

Government 
Agencies



How do I know if someone wants 
to give to US?
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Think: ABC
Access

Belief

Capacity



A is for Access
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High - Board, 
Donors, Peers

Med -
Volunteer, 
Partners
Low -
Community 
Members, etc.



A is for Access

CLOUDBREAK COLLECTIVE 14

DIRECT ACCESS relationship with the 
organization or a board member

INDIRECT ACCESS – someone in your 
network can introduce you.

NO ACCESS– no clear connection, 
requires networking



B is for Belief
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CLOUDBREAK COLLECTIVE

Have they given to similar 
causes?

Do they already demonstrate 
belief in your cause?

Have they expressed public 
support for related issues?



C is for 
Capacity

Other annual reports
Co n vo s  a n d  g o o d  

n o te s
As k th e m
Ne two rks , 

fo u n d a tio n s , g ivin g  
c irc le s
 [we a lth  s c re e n in g ]
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Think: ABC
Access

Belief

Capacity



TIPS BY 
CATEGOR
Y
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You

Individual 
Donors

Community 
Groups

CorporationsFoundations

Government 
Agencies



Where Do I Look?
1. Paid Subscription 

Databases (or 
consultants)

• Candid (Foundation 
Directory)

• Grant Station
• Etc.
• Etc.
• Etc.
• Etc.

USE THE 
LIBRARY!

SPOTLIGHT ON: FOUNDATIONS



Where Do I Look?
2. Comparable 
Organizations

• Annual Reports
• Websites
• Tax Returns
• Signs

SPOTLIGHT ON: FOUNDATIONS



Where Do I Look?
3. Online Search

• Go o g le
• AI

SPOTLIGHT ON: FOUNDATIONS



Where Do I Look?

4. Newsletters
5. Social Media
6. Friends
7. Your Donor Base!

SPOTLIGHT ON: FOUNDATIONS



Not Every GRANT
Opportunity is 
Right for You

SPOTLIGHT ON: FOUNDATIONS



Clues
A is for 
Access

• Where are they?
• Where have they given?
• Familiar Names
• Contact Info

B is for 
Belief

• What do they say they 
care about?

• What do they show they 
care about?

C is for 
Capacity

• Assets
• Giving Total

SPOTLIGHT ON: FOUNDATIONS



When in 
doubt, reach 
out!

• Is this something your 
board would consider 
funding?

• Which of these projects is 
more interesting to you?

• What should I emphasize 
or be sure to mention in 
my application?

SPOTLIGHT ON: FOUNDATIONS



In 2026:
• Know the odds are more 

against you then usual.
• Evaluate EXTRA carefully.
• Do not chase money.
• If you apply, be laser -

focused on their goals.
• Relationships (always!) 

matter.
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SPOTLIGHT ON: GOVERNMENT AGENCIES



• Tribes
• Religious 

organizations
• Service groups
• Youth groups
• Giving circles
• Schools

SPOTLIGHT ON: COMMUNITY GROUPS



k, 

Networ

k, 

Networ

SPOTLIGHT ON: COMMUNITY GROUPS



Why Do Corporations 
(and Small Businesses) Give?

• Brand reputation
• Advertising
• Employee retention and satisfaction
• To enter new markets
• Generosity?

SPOTLIGHT ON: CORPORATIONS



Ways Businesses 
Partner with Nonprofits

• Corporate Grants
• Marketing Budgets / Sponsorships
• Volunteers
• In- Kind Gifts
• Employee Designated Gifts
• Matching Gifts

SPOTLIGHT ON: CORPORATIONS



Want 
More on 
Grants? 
Session 3 –
Future Proof 
Your Grants 
Program
1:30pm
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SPOTLIGHT ON: INDIVIDUAL DONORS

It is FAR easier to 
retain or reengage 

than acquire!



• Current Donors

• Lapsed Donors

• New Donors
• People who talk publicly 

about your cause
• People who give to other 

similar causes
• People who have 

benefited
33

SPOTLIGHT ON: INDIVIDUAL DONORS



The Donor Cycle
Identify

Qualify

CultivateAsk

Steward

Get to know each otherInvite

Thank and share the 
impact.

Decide: are they right?

SPOTLIGHT ON: INDIVIDUAL DONORS



Learn about them.
Teach them about us. 

SPOTLIGHT ON: INDIVIDUAL DONORS



Moves Management

CLOUDBREAK COLLECTIVE

Month Move Lead Person
Jan Invite to Tour ED
Feb
Mar Coffee Date ED
Apr Event Invite Board Member
May
Jun Email Update ED
Jul

Aug Send Annual Report Staff
Sept
Oct Ask Meeting ED
Nov Thank You Letter Board Member
Dec End of Year Email Staff

SPOTLIGHT ON: INDIVIDUAL DONORS



Create a 
Moves 
Menu

SPOTLIGHT ON: INDIVIDUAL DONORS



Step Three: Solicit

SPOTLIGHT ON: INDIVIDUAL DONORS



If yo u  d o  n o t a s k, th e y m o s t 
like ly will n o t g ive .

SPOTLIGHT ON: INDIVIDUAL DONORS



They should already know a  
lo t a b o u t yo u , a n d  yo u  a b o u t 

th e m !

SPOTLIGHT ON: INDIVIDUAL DONORS



Moves Management

CLOUDBREAK COLLECTIVE

Month Move Lead Person
Jan Invite to Tour ED
Feb
Mar Coffee Date ED
Apr Event Invite Board Member
May
Jun Email Update ED
Jul

Aug Send Annual Report Staff
Sept
Oct Ask Meeting ED
Nov Thank You Letter Board Member
Dec End of Year Email Staff

SPOTLIGHT ON: INDIVIDUAL DONORS



You are ready to 
ASK if you know:
Why they got involved 

o r m a d e  th e ir firs t  g ift?

Wh y th e y c a re ?

Wh y wo u ld  th e y g ive  o r 
g ive  yo u  m o re ?

SPOTLIGHT ON: INDIVIDUAL DONORS



6 Tips when making “the ask”
1. Practice . Write a script beforehand and practice it.

2. Lead with Impact. Focus on how their donation will make a difference for your 
community, not you as an organization.

3. Be Direct and Specific. Make sure they know you are asking them for a gift, and 
name an amount. If you are stuck, try language like this, “would you consider a 
gift of $X this month?”

4. Stop Talking. When you are done, be quite and let them respond.

5. Make it easy. If they want to give, remove logistical barriers. Create a card with a 
QR code to your donation page, have donation forms handy, etc.

6. Create a reason to follow up. Don’t leave the conversation without a reason to 
follow up. For example, “It was great to talk to you – I will email you later this week 
with that article I mentioned!”

SPOTLIGHT ON: INDIVIDUAL DONORS



What is the deal with 

DAFs?

SPOTLIGHT ON: INDIVIDUAL DONORS



SPOTLIGHT ON: Donor-Advised-Funds



What is a DAF?
• A charitable investment account that allows donors to 

contribute money and recommend grants to eligible 
charities. 

• DAFs are managed by a public charity, called a 
sponsoring organization.

SPOTLIGHT ON: Donor-Advised-Funds



Types of DAF Providers
• Community Foundations
• National For - Profit DAF Providers (Fidelity, Schwab, etc.)
• Religiously Affiliated
• Special interest groups

DAF donors are probably people already 
in your database (or community).

SPOTLIGHT ON: INDIVIDUAL DONORS



How do DAFs Work?
• Contribute: Donors contribute cash, securities, or other 

assets to the DAF. 
• Take a tax deduction: Donors can take a tax deduction for 

their contributions in the year of the donation. 
• Invest: The funds are invested for tax-free growth. 
• Recommend grants: Donors recommend grants to eligible 

charities. 

SPOTLIGHT ON: INDIVIDUAL DONORS

Give, Grow, and Grant



Your Homework

You

Individual 
Donors

Community 
Groups

CorporationsFoundations

Government 
Agencies

3. Who 
could be 
giving to 

you? 
NEW

2. Who 
used to 

give but no 
longer 
does? 

LAPSED

1. Who 
currently 
gives to 

you? 
CURRENT



Questions?
Brittany@cloudbreakcollective.com

mailto:Brittany@cloudbreakcollective.com


Sample Ask
Thank you for your incredible support of our community 
(through event attendance, sharing our posts, volunteering, 
etc.) —your generosity makes a real difference. 

Right now, the need for food assistance is higher than ever, 
and our food bank is working hard to ensure no family goes 
hungry. 
With a gift of $5,000 this year, you can help provide 20,000 
nutritious meals to those in need. 
Would you consider making this impact today? 
We’d love to recognize your generosity and show you 
firsthand the lives you’ll be changing."

CLOUDBREAK COLLECTIVE 51

Thank / 
Warm Intro

Need

Impact

Specific Ask

Gratitude



CLOUDBREAK COLLECTIVE 52

AS
K

YES Celebrate!

MAYBE
What info do you need?

What number did you have in 
mind?

NO

Can we talk again later?

Is there someone else I should 
talk to?

What do you have in mind?
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