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GOALS 
for this 
Session

* Judgment-free, safe space to learn and share

* Ideas for establishing and growing relationships 

* Increased stewardship opportunities with donors, 
partners, sponsors

* Actionable steps for outreach and communicating 

* Positive outlook on fundraising strategies

* Learn something that you want to share with 
your team  



Why does 
this matter? 



People are 
seeking and 
feeling deeper 
connections. 
How can your 
organization 
tap into this?

Don’t’ wait! Reach out to your community of volunteers, staff, 
donors, sponsors, followers... On a regular basis!

Pick up the phone, text, email → personal outreach.

Ask how they are doing, tell them how you are doing and give 
them the inside scoop on what’s going on in your organization. 
Seems simple but how many make this a regular practice?

Your constituents care & want to know how you’re doing, how 
they can help. Likewise, they feel cared about when you 
communicate with them. 

Use the opportunity to talk about programs, virtual events, 
how you are continuing to have an impact on the community.



Tips for 
Building 
Partnerships

Create and strengthen 
the human connection 

to your organization 

Provide a platform for 
learning about the 

community and giving 
back

Keep in touch with new 
contacts & former 

colleagues/connections

Keep a list of prospects 
and enter notes into 

your database

In person – be prepared, 
have a plan;                                                          

Virtual – keep it brief, 
follow up right away

Embrace getting out of 
your comfort zone

Take an interest in 
others and be an active 

listener 

Engage on Linked In and 
other social media 

Visit with associations, 
networking groups, 

volunteer

Seek out a mentor who 
can introduce you and 

guide you



Corporate 
Partners –
Who are they?

• Businesses you do business with! Your vendors

• Board Member owned businesses and their vendors

• Big businesses: banks, hospitals, ins. companies, 
dealerships, 100+ employees

• Small local, well-connected, successful companies  

• Retail Locations/Restaurants

• Solo/entrepreneurs 

• Neighboring Businesses

• Mission aligned Companies

• Service Providers (in-kind)

• Civic and Community Leadership Groups



✓ Connect with your donors on a personal level

✓ Share impact & future planning

✓ Collaborate, ask them for advice

✓ In person meetings/tours when possible or VIP session with CEO

✓ In Person, Virtual or Hybrid Style Events

✓ Send an impactful photo or interesting story/article

✓ Newsletter or e-newsletter, quarterly communication

✓ Social Media engagement 

✓ Send out a survey or a poll, get feedback and input

✓ Invite them to join a committee or group

Relationship Building Strategies for Nonprofits



Working 
with your 
Board & 

Committees

✓Partner with these awesome volunteers to extend 
your reach!

✓Meet with these individuals regularly

✓Involve them in goal setting & planning so they feel 
part of your efforts 

✓Ask them for their help! Be clear and direct. 

✓Support them with info, materials, and 
encouragement

✓Join forces when you can

✓Memory Jogger idea

✓Use committees as a pipeline for future board 
members

✓Tap into local Young Professionals networks 

✓Plan ahead and share the big picture

✓Stay positive!





Engaging New 
Supporters to Your 
Organization
Ideas for Recruitment 
& Mentoring 

• Volunteer Opportunities

• Committee Involvement

• Corporate Drives/Collections

• Event Participation

• Personal Fundraising

• Social Media

• Personal Outreach

• Networking 



Communication 
Strategies  
• STEP 1

• OLD SCHOOL – pick up the phone!

• Email, share info

• Private message/text

• Repeat

• STEP 2 

• Schedule a (Virtual) meeting

• Build Rapport

• Invite

• STEP 3

• Follow Up – Send a note!

• Continue to Engage

• Repeat



Inviting VS Asking 

• Have a Plan not a Pitch

• Tell a story

• Share Materials

• Find the “heart punch”

• Talk deliverables/marketing plan

• Invite to Participate 

• MAYBE ask for an amount

• Listen, Respond, Thank

• Follow Up

• Build on each interaction



What’s in it for me?

Marketing 
Opportunities 
Through Nonprofit 
Partnerships 

THINGS TO CONSIDER

• What are your channels?

• How many followers/attendees?

• Type of network?

• How do you communicate?

• Social media posts/followers?

• Media presence?

• Web presence?

• Referral or lead source?





How to Capitalize on 
the WHY



CASE STUDY:
MY TURN Inc. 

• Multifaceted workforce development and alt-ed 
organization serving Southern New Hampshire and 
Central Massachusetts 

• Serving more than 1,000 individuals each year 
through 15 unique in school and community-based 
programs 

• Supportive services include assistance with food, 
clothing, housing, transportation, childcare, medical 
needs, employment needs, etc. 

• Have held an in person annual fundraiser since 2016

• Increased efforts to build relationships with 
funders, sponsors, corporate partners



CASE STUDY: 
MY TURN 

Operating Budget Total Event $ Sponsorship $ Total Grants $

FY2018 $1,512,000 $44,696 $23,000 $61,000

FY2019 $1,490,000 $55,750 $30,000 $65,250

FY2020 $1,708,000 $20,000 $20,000 $35,125

FY2021 $1,808,000 $20,000 $20,000 $105,000

FY2022 $2,188,000 $91,000 $50,650 $315,000

FY2023 $3,800,000 $110,000 $75,000 $1,250,000







Final Thoughts and Questions?

Wrap Up and Key Take Aways

Did we achieve our goals of 
this session?



Fundraising          
Engagement         

Strategic Growth Planning                                                        
Leadership Coaching
Philanthropy Advisor

www.SarahJAndrews.com
sarah@sarahjandrews.com

603-493-5071

http://www.sarahjandrews.com/
mailto:sarah@sarahjandrews.com

