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Today’s Webinar

Noon – Intros and 25-
minute PowerPoint 

12:25pm - Question and 
Exercise for Participants

12:30pm - Participants 
work off-line for 10 
minutes to discuss

12:40pm - 2-3 minute 
reports from groups

12:55pm – Wrap up and 
tips for success reviewed



Individuals

Bequests

Foundations

Corporations

Main Street is not your Typical Nonprofit, 
or is it?  Where the Money is nationally….

South Orange

South Orange, NJ
Residents        17%
DT Businesses 2&



Starting the Annual Campaign 
• Assign a Campaign Chair

- Organization Chair
- Past Board Chair
- Local Celebrity/Wealth

• Ask every board member to make a 
personal contribution

• Set a Fundraising Goal
• Identify potential supporters, 

investors, members
• Figure split among categories
• Establish the timeline – ideally 4-6 

weeks
• Assign Board Member teams



Annual Campaign Steps Continued

• Prepare support materials
• Assign Askers and Train
• Get two or three (board 

members or investors) to 
pledge significant 
gifts/challenge others

• Publicity and Kickoff
• Contact and Ask
• Thank and Celebrate
• Record, remind, renew
• Maintain database



Training Your Board for Fundraising

Help your Board Members feel 
comfortable making the ask

Talk about fundraising – ask each of them to 
relate a positive and negative experience 
with fundraising.

• Make a list to help you learn to avoid 
negative experiences, and you can 
remember how the positive experiences 
unfolded. Best of Board Café

• Provide material
• Assure them they don’t need to be able to 

answer every question a funder might have
• Role play, run through an ask



The Annual 
Campaign Letter
• Use your good 

letterhead, color
• Personalized address
• Signature of the 

board president or 
fundraising chair

• Projects/goals
• Why they should 

support Main Street
• Contact information
• Self addressed 

envelope



Personalize It

• Board Members 
should add hand-
written notes

• Acknowledge past 
giving 

• Challenge a peer
• Comment on their 

involvement 
downtown

• Write appropriate 
letters renewing/new 
supporters



Dear __________

Have you ever wondered what any one person can do to help heal the global economy? 
Hint: think locally. 

Main Street South Orange has been working tirelessly this past year to protect our 
downtown from Northern New Jersey’s rising retail vacancy rate, which recently 
topped 8%. And we’ve had much success thanks to the support of community-
minded people like you.

Your past contribution to MSSO allowed us to redouble our efforts in searching out new 
business prospects,  assisting prospective retailers with municipal procedures, 
offering grants for façade improvements and consulting with existing businesses on 
best practices.

All are vital services targeted at keeping our business district strong and fully occupied. 
This year, we’ve welcomed: South Orange Pharmacy, The UPS Store, Designer Loft 
West, Village Trattoria, Little Cuba, NY Fried Chicken, Stony’s, and Aristocrats Then 
& Now.

When it rains, it pours. Mother Nature served up plenty of cold, windy and rainy 
weather during our events calendar this year. But our crack team of volunteers 
persevered with both new and established events targeted at drawing community into 
the downtown to keep those dollars local: 

- Holiday Open House - Celebrate South Orange 
- Halloween Festival - Lunchtime Concert Series
- Farmers Market - Rahway River Clean-Up
- South Orange Staycation Concerts



South Orange Letter Continued

Take this town and love it! We can’t just sit back and hope for sunnier 
weather. Our neighboring towns have larger commercial tax bases than 
South Orange and are able to leverage that into support for downtown 
improvements and other services. In South Orange, we are called upon to 
recognize that we all actively must help our town thrive. Remember, a 
vibrant downtown directly contributes to strong property values.

Your contribution of $$__  last year, helped pay for eight business breakfast 
and printing of our sell sheet for realtors. While we know these are 
challenging times, please consider increasing your commitment to building 
commerce and community in our downtown. We pledge to leverage 
every dollar you contribute by continuously recruiting talented volunteers to 
help our downtown thrive.

Sincerely
Ms. Board President

P.S. Remember, think locally; give generously to support Main Street South Orange.



Develop Your Materials



Information Needed by Contributors
Budget, List of Accomplishments, Current  Work Plans



Tips for Success
Donna Harris, Main Street News, April 2009

1. Accept credit cards
2. Offer multiple renewal 

options
3. Review your rate structure, 

create new ones
4. Ask about employer 

matching gifts
5. Ask partners to upgrade at 

renewal time
6. Start a monthly or quarterly 

donor program
7. Ask for donations more than 

once a year 



Give
today 
to the 
Heart

of
Biddeford

Happy Thanksgiving from Heart of Biddeford

Dear Kathy, We here at HoB are hoping that you and your 
family have a lovely Thanksgiving!

We're also hoping that you are thankful for how much 
progress we have made downtown over the past 4 
years! We are starting our annual fund raising drive and are 
hoping that you will support the Heart of Biddeford through 
the next year so that we can help bring: 

-MORE new businesses to Main Street
-do MORE events downtown
-do MORE projects to beautify the downtown area
-do MORE to put Biddeford on the map
-and, do MORE to make Biddeford an even better place to 
live, work, and shop!

Please help us get off to a good start by donating 
online. CLICK HERE!

*A donation of ANY size is greatly appreciated!

Individuals 
can be asked 
to give more 
than once a 
year



Think Outside the No.10 Envelope
• Creative Postcards and insert 

mailings get attention
• Using Social Media to reach 

supporters
• Portable Proposal – memory 

stick with your logo and 
include and into file about your 
Main Street program

• Discount card or coupon  (free 
cup of coffee) – small tokens of 
immediate thanks

• Help us Grow! Seed packets or 
even postcards that can be 
planted Seed packets sent by

United Way



What to say to a donor you’ve run into
Best of Board Cafe

1. Thank the donor. “Glad to meet you. I wanted to 
thank you for your support. It means a lot to us.”

2. Introduce Yourself. “I’m a board member. I got 
involved because I think this cause is so important.”

3. Ask why he or she gives? “I’d like to ask a 
question…What is it about our organization that made 
you decide to support us?”

4. Ask for Advice. “If there were one thing you wish 
we’d change about our organization, what would it 
be?”



Supporters, Partners, 
Investors, or Members

What Do They Get?

• Premiums (coffee mug, T-shirt, etc.)
• Discounts (Main Street merchandise)
• Name in bold or with more information (in business 

directories, etc.)
• Newsletter/Weekly E-News 
• News Releases
• A better commercial 

district!



Biggest Complaint from Donors
No Communication With Them!

Be sure to:
• Invite them to annual meeting
• Send them an annual report
• Invite them to a special event (but don’t 

invite a $5,000 donor to a $50 event)
• Send thank you notes
• Acknowledge supporters at event –

verbally and with banners
• Get your board to be intentional with 

them
• Invite them to a special donors reception 

and/or tour of the downtown

Remember to Friend-Raise before 
you Fundraise



Assignment 
A systemic problem that stops 

organizations from 
successful fundraising is
they are unable to state the 
obvious - What difference 
do we make?

Brainstorm five reasons 
why someone 
(businesses or residents)
should support your 
downtown efforts?

• Please mute your 
phone and work 
together to develop 
your answer

• You have 10 
minutes

• Select someone to 
give a 2-3 minute 
report beginning at 
12:40 



In Summary
• Fundraising is energy-

intensive, not fund intensive
• Set a time limit – don’t let the 

campaign drag on forever
• Spend time talking to people, 

not preparing expensive 
written materials

• Don’t wait until the last 
minute to fund raise when it 
will seem that you are 
begging

• Make the annual campaign a 
priority on the board’s work 
plan



Good Luck With Your 
Fundraising Efforts!

Kathy La Plante, Program Officer
National Trust Main Street Center
202-297-2893

Kathy_LaPlante@nthp.org
www.mainstreet.org

Thanks Virginia Main Street!


