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The Solution

ÅDoes your organization have an overall strategic plan? 

ïFundraising plan needs to go hand in hand with strategic plan

ïBudget?

ïGrowth?

ÅHow many funding sources do you currently have? 

ïFrom where?

ïShort-term or long-term?

ïRepeat donors?

ÅWhat kind of capacity do you have to handle donors?

Strategic Planning



Step 1: Who Are You 
and What Do You Do?

ÅMission/Areas of focus
ïIssue/Target Group
ïGeography

ÅPrograms
ïHow are you achieving your mission?
ïResults/proof?

ÅSize
ïCapacity
ïFinancial

ÅTransparency
ïProper documents

Åά²Ƙƻ ŀǊŜ ȅƻǳ ŀƴŘ ǿƘŀǘ Řƻ ȅƻǳ ŘƻΚέ ƛƴ ƻƴŜ ǎŜƴǘŜƴŎŜ
(you can have more than one sentence)



The Solution

ÅWhat is your fundraising capacity?
ÅDiverse funding sources
ïCorporate 
ïCorporate Foundation
ïINGO
ïPrivate Foundation
ïGovernment Aid Agencies
ïIndividuals

ÅWhich ones are right for your organization?
ïIdentify the types of funding you want to go after
ïDo they fit into your overall strategic plan?
ïWhat are their typical donation/grant amounts and do they fit 

with your budget?

Step 2: Fundraising Research



The Solution

ÅWhere to start?
ïInternet, newspapers, current event magazines
ÅInternational companies in Vietnam with CSR programs 

or record of donating
ïCompanies that are new to Vietnam

ÅFoundations that support your mission (issue or 
geography)

ïSites like Foundation Directory, Charity Navigator, 
Guidestar

ïOn the ground
ÅNetworking events, NGO events, international clubs

Step 2: Fundraising Research



The SolutionStep 3: Selling YourOrganization

ÅNPO/NGO or business?
ÅNPO = Company
ÅFundraiser = Sales/Marketing
Å²Ƙŀǘ ƛǎ ȅƻǳǊ ƻǊƎŀƴƛȊŀǘƛƻƴΩǎ ǇǊƻŘǳŎǘΣ ŀƴŘ ǿƘȅ ǎƘƻǳƭŘ 

the potential donor buy it?  
ïIs your product relevant?
ïIs it effective?
ïWhat will it do for me?

ÅBe prepared to have different answers depending on 
who you are speaking to

Å!ƭǿŀȅǎ ǿŜŀǊ ȅƻǳǊ άŦǳƴŘǊŀƛǎŜǊ Ƙŀǘέ ōŜŎŀǳǎŜ ȅƻǳ ƴŜǾŜǊ 
know where the next donor will come from



The Solution

ÅNetwork, network, network
ïά/ƘŀƳέ ŜǾŜƴǘǎΣ ŜΦƎΦΣ AmCham, CanCham, AusCham, etc.

ïNetwork Girls

ïInternational Ladies of Vietnam

ïNGO happy hour

ïCharity bazaars and other events

ïPersonal network, i.e., friends of friends or family 
members

ÅFollow up with your contacts
ïArrange meetings to talk about partnership possibilities, 

take them on site visits, etc.  

ÅEffective fundraising is all about building trust

Step 4: Buildingthe Relationship


