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Fundraising self assessment

Assessing the strengths and weaknesses of the fundraising in your branch can be a useful place to start when you are looking to develop your fundraising. You can build on the things you are good at and identify those areas where support, training and guidance could be beneficial.

Take a look at the following table overleaf. For each category choose which description most matches your branch and record it in the table below. 

	Category
	Group

	1. Fundraising knowledge and confidence
	

	2. Fundraising volunteers
	

	3. Fundraising activity/portfolio
	

	4. Fundraising planning
	

	5. Fundraising communication
	

	6. Income levels
	


Overall your group is: ​​​​​​​​​​​​​​​​​​​​​​______________
Using your grouping to support your fundraising.

Once you have done this you can refer to the guidelines we have set up which give some suggested next steps to develop your fundraising. You may find you will need to pick and choose from one or two groups. 

Turn over the page to start assessing your fundraising. 

	Category
	Description

	
	Group 1
	Group 2
	Group 3
	Group 4
	Group 5

	1. Fundraising knowledge

(i.e. laws and regulations etc)
	Very little or no fundraising knowledge.
	Very little or no fundraising knowledge but desire to learn
	Some fundraising knowledge but would welcome more. 
	Good fundraising knowledge.
	Very good fundraising knowledge. 

	2. Fundraising volunteers
	No designated fundraising officer or committee member taking the lead on fundraising


	Committee member taking the lead on fundraising but secondary or as well as another role on the committee
	Fundraising officer in place taking the lead but they have too much to do on their own
	Fundraising officer is well supported by the committee and/or volunteers and is managing the fundraising well. 
	Fundraising committee consisting of a number of fundraising volunteers each with their own roles and supported.  

	3. Fundraising activity/portfolio
	No active or very occasional fundraising taking place. 
	Fundraising is ad hoc and basic.
	1 or 2 methods of fundraising but need to be developed 
	Good mix of fundraising activities, keen to try more.
	Large mix of fundraising activities

	4. Fundraising planning
	No fundraising plan in place
	Basic plan in place but not really being followed
	Basic plan in place is being implemented for current year or short term 
	Good plan in place which is being implemented for current year or short term 
	Good plan in place which is being implemented for short and long term. 

	5. Fundraising communication

(i.e. through your website, newsletter, local press or other mechanisms)
	Fundraising has no profile. Does not appear in branch communications or local press. 
	Fundraising has little or no profile. 

Is occasionally featured in branch communications.
	Fundraising has some profile. Activities or donations that have already occurred are featured in branch communications
	Fundraising has moderate profile. Forthcoming fundraising opportunities and 

past activities are 

featured in branch communications 

and local press
	Fundraising has high profile. Forthcoming fundraising opportunities and past activities are extensively featured

 in branch communications 

and local press.

	6. Year on year income levels
	Income falling. 
	Low income. 

Reserves depleting.


	Moderate income. 

Reserves depleting. 
	Moderate income. Reserves stable. 
	High income.

Reserves at recommended level. 


Fundraising self assessment – group one guidance 

Now you have completed your self assessment, use this as a general guide for how to develop your fundraising. Please remember you can always speak to your Area fundraiser or a member of the fundraising team at MS national centre for further support. 

Income 

The main aim is to raise enough money to meet local service need. Your fundraising activity and plans should therefore always link to your branch service delivery plans.

We know that many branches have excess reserves which they may be reliant on to fund their services. It is MS Society policy to ensure these reserves are depleted so that the money that our donors give us is made to work on behalf of people affected by MS and to also give us the financial security we need as an organisation to safeguard our work and our future development. 

Other branches may also rely on unsolicited donations (money that comes in regardless of fundraising activity) and whilst it is positive that donations are forthcoming it is important to consider how services will be met if these donations stopped being made.  

You therefore need to think about how ongoing funding opportunities can be found so that services can be delivered well into the future. This can take time so it is better to start acting on fundraising sooner rather than later and we hope the guidance here will help you. 

Volunteers

Recruiting a volunteer fundraising officer or fundraising lead for your branch is the first step. Contact your Area Fundraiser or Volunteer Development Officer (VDO) for further support. 

Use the sample role description of a Fundraising Lead to help give you an idea of the type of person you might be looking for. Have a think about your network of friends and colleagues, does anyone fit the description? The VDO can help advertise the opportunity locally for you.

Fundraising activity/portfolio
Even without a fundraising lead there may be some fundraising you can do. Visit the ‘Where shall I start? What shall I do?’ section of Branchzone for some tips on how to get started.

Fundraising knowledge

When you have decided on a fundraising activity to try, take a look at the fundraising advice section to see about any laws and regulations that might apply. You can always seek advice from the Area Fundraiser or the fundraising team at national centre too if you are unsure.

Keep an eye out or ask about fundraising training sessions that might be coming up in the area too. 

Fundraising plan

Once you have a volunteer to lead on your fundraising you should start to think about producing a fundraising plan. If you don’t have a fundraising volunteer then the branch should at the least be aware of how much you need to raise and how much you are raising annually currently. 

Communicating your fundraising opportunities

Even if you don’t organise any events as a branch you can still highlight the work of your branch and how others can support you by raising money in aid of the branch. Include a section in your branch newsletter and website that highlights that you rely on donations and ask if anyone would like to do something in aid of your branch. 

You could offer suggestions such as ‘Make a donation, hold a coffee morning, ask your work to have a dress down day’.  Make sure you include contact details so they can send in the donation or ask further questions. You should then only need to be prepared to support their fundraising, perhaps by supplying them with some materials and be ready to thank them for their donation.  

Fundraising self assessment – group two guidance 

Now you have completed your self assessment, use this as a general guide for how to develop your fundraising. Please remember you can always speak to your Area fundraiser or a member of the fundraising team at MS national centre for further support. 

Income 

The main aim is to raise enough money to meet local service need. Your fundraising activity and plans should therefore always link to your branch service delivery plans.

We know that many branches have excess reserves which they may be reliant on to fund their services. It is MS Society policy to ensure these reserves are depleted so that the money that our donors give us is made to work on behalf of people affected by MS and to also give us the financial security we need as an organisation to safeguard our work and our future development. 

Other branches may also rely on unsolicited donations (money that comes in regardless of fundraising activity) and whilst it is positive that donations are forthcoming it is important to consider how services will be met if these donations stopped being made.  

You therefore need to think about how ongoing funding opportunities can be found so that services can be delivered well into the future. This can take time so it is better to start acting on fundraising sooner rather than later and we hope the guidance here will help you. 

Volunteers

Many branches do not have a designated Fundraising Officer or Lead and rely on another committee member(s) to undertake the role of fundraising. Whilst many people do this extremely successfully, others find it is too much work and fundraising gets pushed to the bottom of the ‘to do’ list. 

Perhaps you could consider recruiting a Fundraising Officer or Lead who will be able to focus solely on fundraising. Look at the sample role description of a Fundraising Officer to help give you an idea of the type of person you might be looking for. Have a think about your network of friends and colleagues, does anyone fit the description? The VDO can help advertise the opportunity locally for you.

Fundraising taking place

When your time and resource is sparse one of the best ways to fundraise is to get people to do it for you, as opposed to organising it yourself. This is known as ‘in aid of’ fundraising. You will then need to only support their fundraising by supplying materials and being ready to thank them for their support. 

Fundraising knowledge

Take a look at the fundraising advice section to see about any laws and regulations that might apply to the fundraising you are currently doing. You can always seek advice from the Area Fundraiser or fundraising team too if you are unsure.

Keep an eye out or ask about fundraising training sessions that might be coming up in the area too. 

Fundraising plan

If you feel able you may like to start thinking about creating a basic fundraising plan. Whilst you may not have the time or resource do this in full it may just help give you some structure as to how you are going to raise the amount of money you need. It may also help you identify some goals for your fundraising and link back to how you can meet these goals through the recruitment of new volunteers. 

Communicating fundraising opportunities

Use existing resources to highlight the work of the branch and the fundraising you are doing as much as you can. Include a section in your branch newsletter and website that highlights any fundraising you are doing.
Make sure you highlight that you rely on donations and would like to hear from anyone wanting to do some fundraising for you, you never know who might be reading or looking at your site and this might help increase the number of people fundraising in aid of your branch.

You could offer suggestions such as ‘Make a donation, hold a coffee morning, ask your work to have a dress down day’. Use the Types of Fundraising section to help you with further ideas, or create your own!  Make sure you include contact details so they can send in the donation or ask further questions. 

Fundraising self assessment – group three guidance 

Now you have completed your self assessment, use this as a general guide for how to develop your fundraising. Please remember you can always speak to your Area fundraiser or a member of the fundraising team at MS national centre for further support. 

Income 

The main aim is to raise enough money to meet local service need. Your fundraising activity and plans should therefore always link to your branch service delivery plans.

We know that many branches have excess reserves which they may be reliant on to fund their services. It is MS Society policy to ensure these reserves are depleted so that the money that our donors give us is made to work on behalf of people affected by MS and to also give us the financial security we need as an organisation to safeguard our work and our future development. 

Other branches may also rely on unsolicited donations (money that comes in regardless of fundraising activity) and whilst it is positive that donations are forthcoming it is important to consider how services will be met if these donations stopped being made.  

You therefore need to think about how ongoing funding opportunities can be found so that services can be delivered well into the future. This can take time so it is better to start acting on fundraising sooner rather than later and we hope the guidance here will help you. 

Volunteers

A good fundraiser can often inspire others to get involved. Networking in this way can not only increase the number of people fundraising in aid of the branch but might also be a way of recruiting new volunteers. 

Think about the kind of roles a volunteer could take on to support you in your fundraising. Use the sample role descriptions which may help give you ideas. By breaking down the fundraising role into smaller tasks you might find people who are willing to help with a specific task which takes a smaller amount of time. For example you could have someone who looks after collections and someone who contacts businesses. 

Your VDO and Area Fundraiser can help explore these and advertise the opportunities with you. But don’t be afraid to ask, most people volunteer because they are asked and if someone has already done some fundraising for you they may be willing to help. Perhaps you can highlight what volunteers you are looking for in your branch communication and speak to the committee to see if they know of anyone who could take on the role. 

Fundraising taking place

You have two options to help increase your income. Either build on your current fundraising so that these existing activities raise more perhaps looking at how you can use Gift Aid, or explore further types of fundraising you might like to try. Which you choose may depend on what resource you have in terms of volunteers and time.

Fundraising knowledge

Attending a training session may help give you some new ideas for your fundraising and help improve your fundraising knowledge. It may also be beneficial to meet other fundraising officers who are in a similar position to you and share ideas.

If there is not one in your region speak to your Area fundraiser or LSDO to discuss if one can be arranged.

Fundraising plan

As the fundraising officer you should start to prepare a fundraising plan. This will breakdown how much money you need and how you are going to raise it for the short and longer term. It will help give structure to your fundraising and assist the branch when they are discussing what services the branch can do with the money that will be raised. 
Communicating fundraising opportunities

You may already be highlighting fundraising events that have taken place through your branch newsletter or website, but why not consider having a regular slot where you give people ideas about how the can fundraiser, advertise your forthcoming fundraising events and thank those that are or have supported you. It sounds simple but sections like these act as a reminder to people that you rely on fundraising and may just prompt people to get fundraising themselves.
If you have a big event coming up then why not consider contacting your local newspaper and radio station. Offer to come in and speak to them about the work of the branch, how many people the branch helps in the local area and how you hope to raise money to ensure these services continue.  

Fundraising self assessment – group four guidance 

Now you have completed your self assessment, use this as a general guide for how to develop your fundraising. Please remember you can always speak to your Area fundraiser or a member of the fundraising team at MS national centre for further support. 

Income 

The main aim is to raise enough money to meet local service need. Your fundraising activity and plans should therefore always link to your branch service delivery plans.

We know that many branches have excess reserves which they may be reliant on to fund their services. It is MS Society policy to ensure these reserves are depleted so that the money that our donors give us is made to work on behalf of people affected by MS and to also give us the financial security we need as an organisation to safeguard our work and our future development. 

Other branches may also rely on unsolicited donations (money that comes in regardless of fundraising activity) and whilst it is positive that donations are forthcoming it is important to consider how services will be met if these donations stopped being made.  

You therefore need to think about how ongoing funding opportunities can be found so that services can be delivered well into the future. This can take time so it is better to start acting on fundraising sooner rather than later and we hope the guidance here will help you. 

Volunteers

As fundraising officer you are well supported by the committee and other volunteers so your fundraising is progressing well. If there is an area of fundraising you are not exploring and would like to then perhaps a volunteer might be able to support this. For example are you making applications to trusts? Would you like to organise a Wheel & Walk to raise the profile of the branch in the local area? If this is the case then use the role profiles and discuss your requirements with the VDO and/or Area Fundraiser. 

By having a wide mix of fundraising volunteers with varied skills you will help maximise the amount of money you can raise for your branch and the MS Society. 

Fundraising taking place

You have two options to help increase your income. Either build on your current fundraising so that these existing activities raise more, perhaps by exploring how you can use Gift Aid. Or look at new types of fundraising you might like to try. Which you choose may depend on what resource you have in terms of volunteers and time.

If there is an area of fundraising that you are keen to explore or try. For example are you making applications to trusts? Would you like to organise a Wheel & Walk to raise the profile of the branch in the local area? Would you like to work closer with local businesses? The more fundraising activities you do the more money you can raise and the higher profile your branch will have with people in the local community. 

Fundraising knowledge

If you are keen to try a new method of fundraising then make sure you check the laws and regulations regarding the activity. 

We are always keen to hear about branch fundraising successes and help share them with the wider branch network.  If you have some expertise you would like to share then do let us know, perhaps you have successfully organised an event or built a good connection with a local group or organisation. We can share this knowledge through the enews, on Branchzone, in newsletter and even through training sessions. Contact your Area fundraiser or the Community Fundraising Manager. 

Fundraising plan

You already have a good fundraising plan in place that links to the aims the branch is hoping to deliver and shows how income will be sustained in the short and long term. Remember to treat this as a working document that can be adapted and added to as your fundraising develops. 

Communicating fundraising opportunities

Your branch has a high profile with local media and you regularly communicate fundraising to your supporters. Remember to maintain the relationships you have with the local media and involve them in the work of your branch. When new projects come up or new funding is required it is useful to have a named contact who can help you with marketing your activities to the local area. 

Fundraising self assessment – group five guidance 

Now you have completed your self assessment, use this as a general guide for how to develop your fundraising. Please remember you can always speak to your Area fundraiser or a member of the fundraising team at MS national centre for further support. 

Income 

The main aim is to raise enough money to meet local service need. Your fundraising activity and plans should therefore always link to your branch service delivery plans.

We know that many branches have excess reserves which they may be reliant on to fund their services. It is MS Society policy to ensure these reserves are depleted so that the money that our donors give us is made to work on behalf of people affected by MS and to also give us the financial security we need as an organisation to safeguard our work and our future development. 

Other branches may also rely on unsolicited donations (money that comes in regardless of fundraising activity) and whilst it is positive that donations are forthcoming it is important to consider how services will be met if these donations stopped being made.  

You therefore need to think about how ongoing funding opportunities can be found so that services can be delivered well into the future. This can take time so it is better to start acting on fundraising sooner rather than later and we hope the guidance here will help you. 

Overall

You are a highly successful branch who is meeting the funding need for the services you wish to deliver. Please help us to share your knowledge and expertise with others. Contact the Area fundraiser or Community Fundraising Manager to see how you can help us in sharing best practice through training events, networking with other branches and through the enews and Branchzone. 

Remember that your fundraising plan is a working document. There will be times when volunteers resource will change, funding opportunities will be lost or gained, and you will need to be ready to adapt to these changes. 
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