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Welcome - This Blueprint Was Built for Moments
of Funding Panic

If you are reading this, you know the feeling.

Your largest funder sends an email saying their priorities have shifted. Or their grant cycle ends and
there is no renewal. Or a phone call you were not expecting changes everything. And suddenly, the
programs you have spent years building are at risk, not because your work is not good enough, but
because your funding came from too few places.

This blueprint exists because that moment should not catch any organization off guard.

Resource mobilization is not just about writing more grant applications. It is about building a funding
ecosystem that is resilient enough to survive a donor exit, flexible enough to grow with your
mission, and diverse enough that no single funder can hold your organization hostage.

This is a practical workbook. Every chapter has worksheets and tools you fill in as you read. By the
time you complete it, you will not just understand what to do - you will have already started doing it.

Here is what you will walk away with:

* A clear picture of how dependent your organization currently is (and what that risk actually
costs)

* A map of five funding channels and which ones are right for your organization right now

« Alist of 15 or more qualified donor prospects across at least three channels

+ A donor engagement system you can run without a large team or expensive software

+ At least one earned income or in-kind opportunity to activate in the next 90 days

* A complete, written 12-month resource mobilization action plan

You do not need to be a fundraising expert to use this guide. You need a mission, an honest look at
your current situation, and the commitment to build something more sustainable.

Let us begin.

With purpose,
Margaret Gitau
Founder, NobleCause Consultancy Firm
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How to Use This Blueprint

This is a working document, not a reference book. The most important thing you can do is complete
the worksheets as you go through each chapter. Do not skip them and come back later. The plan
you build at the end is only as strong as the work you do along the way.

The recommended approach:

1. Set aside 3 to 4 hours of focused time, ideally without interruptions.

2. Read each chapter once to understand the concept.

3. Complete every worksheet and tool before moving to the next chapter.
4. By Chapter 6, you will assemble everything into your full 12-month plan.

TIME ESTIMATE

Reading time: Approximately 2 hours

Worksheet completion: Approximately 1.5 to 2 hours

Plan assembly: Approximately 1 hour

Total: One focused half-day to a board-ready resource mobilization plan

This blueprint works best when you involve your leadership team or board. Consider completing it
as a group planning session. The final 12-month plan is designed to be presented directly to your
board.
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The Single-Funder Trap: Why It Happens and What It Costs

Let us start with a difficult but important question:
If your largest funder stopped funding you tomorrow, how long could your organization survive?

For most African NGOs and CBOs, the honest answer is: not long. Three months. Six months if you
are lucky. Some organizations would close within weeks.

This is the single-funder trap, and it is far more common than anyone likes to admit.

How the Trap Is Built

The single-funder trap does not happen because leaders are careless. It happens for very
understandable reasons:
* You found a funder who believed in your work early on, and the relationship worked.
+ Grant writing is time-consuming, so you focused on renewing what was already working.
»  Other funders seemed too complex, too competitive, or too far away.

+  Growth happened, and you needed more money fast. The easy answer was to ask your
existing funder for more.

Over time, one funder becomes two-thirds of your budget. Then three-quarters. Then more. And
slowly, the funder starts to feel less like a partner and more like a landlord. You begin making
program decisions based on what they will fund, not what your community needs. Your mission
starts bending toward their priorities.

That is the real cost of the single-funder trap. It is not just financial risk. It is mission drift.

The Hidden Costs You Are Already Paying

Hidden Cost What It Actually Looks Like
[ |

Program vulnerability When funding is uncertain, programs are scaled back, staff are put
on short contracts, and community trust is damaged when services
disappear

Talent loss Your best staff leave for organizations with more stable funding.
You spend more time hiring and training than delivering impact

Mission drift You start designing programs around the funder's priorities instead
of your community's actual needs

Leadership burnout Your executive director spends 60% of their time chasing the same
one or two funders instead of growing the organization

Board disengagement When the funding model is simple (one funder), boards do not
develop fundraising skills and networks that organizations need to
grow

Opportunity cost While managing one funder, you miss dozens of smaller, aligned

funding opportunities you never had time to pursue
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How Dependent Are You? The Funding Dependency Audit

Before you can fix the problem, you need to see it clearly. Complete this audit using your most
recent financial year.

TOOL 1: Funding Dependency Audit

Total income received in the last 12 months (all sources combined)

List your top 5 funding sources and the amount received from each

What percentage of total income came from your single largest funder? (Divide their amount by
total income x 100)

What percentage came from your top 2 funders combined?
How many separate funding sources did you have in total?
If your largest funder exited today, how many months could you operate at current capacity?

Which programs would you have to stop immediately without that funder?
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READING YOUR RESULTS

Single funder = 70% or more of income: HIGH RISK. Urgent action needed. Your
organization could close without this funder.

Single funder = 50 to 69% of income: MODERATE RISK. Diversification should begin
immediately.

Single funder = 30 to 49% of income: MANAGEABLE RISK. Continue to diversify. Aim to
bring this below 30%.

Single funder = under 30% of income: HEALTHY. Maintain diversity and continue building
new channels.

Target: No single funder should represent more than 35% of your total income.

A Funding Crisis in Slow Motion
Here is what happens when an organization does not address single-funder dependency in time:

REAL SCENARIO

A water and sanitation CBO in rural Uganda had been funded by a single European
foundation for 7 years.

That one funder represented 82% of their annual budget.
In 2022, the foundation shifted its geographic focus to West Africa.

The CBO had 90 days notice. They had no donor pipeline, no alternative funders, and no
plan.

Within 6 months, they had reduced staff by 70% and suspended their flagship program.
Three years of community-built trust in the program evaporated in one season.
The CBO now operates at 15% of its previous capacity and has never fully recovered.

This story is not unusual. It plays out in Kenya, Nigeria, Tanzania, Uganda, Ghana, and across the
continent every year. The organizations it happens to are not failures. They are simply
organizations that never built the system this blueprint will help you build.

Chapter 1 Quick Recap

* The single-funder trap builds gradually and feels safe until it is not

* The real costs are not just financial: mission drift, talent loss, and community trust are all at
risk

+ Complete the Funding Dependency Audit before moving forward

* Your target: no single funder should exceed 35% of total income
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The 5-Channel Funding Model Every NGO Needs

Sustainable funding is not about finding more grants. It is about building a funding model with
multiple channels, so that when one channel slows down, the others keep your organization
moving.

Think of your funding model like the legs of a stool. One leg, and the whole thing falls the moment
that leg cracks. Five legs, and you can lose one and stay standing.

This chapter introduces the five funding channels that together create a resilient nonprofit funding
model. Not every organization needs all five at once. But every organization should be actively
building at least three.

The 5 Funding Channels

Channel 1: Institutional Grants

Funding from foundations, bilateral donors (USAID, EU, DFID), UN agencies, and government
grants. This is the channel most NGOs know best and rely on most heavily.

+ Best for: Program funding, capital projects, research, and advocacy work

« Strengths: Large amounts, predictable cycles, clear accountability frameworks

*  Weaknesses: Competitive, slow to secure, often tied to narrow thematic areas

» Target: No more than 40-50% of total income from this channel

Channel 2: Individual Donors

Giving from individual people, including small recurring donors (monthly giving), major donors, and
diaspora communities. This channel is massively underutilized by African NGOs.
« Best for: Unrestricted income, emergency response, organizational sustainability costs
» Strengths: Flexible, relationship-driven, can grow over time, not tied to program restrictions
+  Weaknesses: Requires relationship-building investment, smaller amounts per donor
+ Target: Build to 20-30% of total income over 3 years

Channel 3: Earned Income

Revenue generated by the organization through its own activities. This includes training fees,
consulting services, product sales, or renting organizational assets.
+ Best for: Covering operational costs, staff salaries, and administrative expenses

+  Strengths: Fully unrestricted, builds organizational independence, demonstrates
sustainability

*  Weaknesses: Requires capacity and time to develop; mission alignment must be maintained
+ Target: Even 10-15% of income from this channel significantly reduces funder dependency
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Channel 4: In-Kind Support and Partnerships

Non-cash contributions: donated goods, services, volunteers, office space, equipment, or expertise
contributed by corporate partners, government, or community organizations.

* Best for: Reducing operational costs, accessing expertise, demonstrating community
support

»  Strengths: Does not require cash; reduces cost base; strengthens partnerships

*  Weaknesses: Not easy to quantify for financial reporting; requires relationship management

» Target: Aim to offset 10-20% of program costs through in-kind contributions

Channel 5: Corporate and Social Enterprise Partnerships

Strategic funding or investment relationships with private sector companies, either through
Corporate Social Responsibility (CSR) programs, shared value partnerships, or social enterprise
structures.

* Best for: Scaling programs, accessing business expertise, reaching new networks

+ Strengths: Often multi-year commitments; can include non-financial support; growing in
Africa

*  Weaknesses: Requires alignment of interests; may bring reputational considerations
» Target: 1-2 strategic corporate partnerships contributing 10-20% of income

Which Channels Are Right for You Right Now?

Not all channels are equally accessible at every stage of organizational growth. Use this table to
identify where to focus your energy:

Organizational Stage Recommended Channels to Prioritize

Startup (0-2 years) Institutional grants (small/community), in-kind support, individual
donors from your personal network

Early stage (2-5 years) Institutional grants (expanding), individual donors, early earned income
exploration, in-kind partnerships

Growth stage (5-10 years) Institutional grants (competitive), individual donors (campaigns),
earned income (active), corporate CSR

Established (10+ years) All five channels, with institutional grants not exceeding 40% of total
income

TOOL 2: 5-Channel Funding Mapping

Which channels are you currently using? (list income amount per channel)
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Which channels are completely absent from your current model?

Based on your organizational stage, which 2 new channels should you activate first?

What is your realistic target income mix in 12 months? (% per channel, must total 100%)

What is the one biggest barrier to activating your priority new channel?

Chapter 2 Quick Recap

Sustainable funding requires at least 3 active channels, with no single channel above 50%
Institutional grants are important but should not dominate your model

Individual donors and earned income are the most underutilized channels in African
nonprofits

Start with the channels that match your current organizational stage
Complete Tool 2 before moving to Chapter 3
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03 Build Your Donor Map: Find the Right Funders for Your
Mission

Most organizations do donor research the wrong way. They open a browser, search 'grants for
NGOs in Kenya', scroll through a few pages, and apply for whatever comes up first.

That approach produces a lot of wasted effort and very few results.

Strategic donor mapping is different. It starts with your mission and works outward to find funders
who are already aligned with what you do, and who fund organizations at your stage.

This chapter walks you through a step-by-step process to build a Donor Pipeline with at least 15
gualified prospects across three channels.

Step 1. Define Your Funding ldentity

Before you look for donors, you need to be clear about what you are offering. A donor does not give
you money because you need it. They give because your work advances something they already
care about.

Your funding identity is a one-paragraph summary that answers:

*  What specific problem do you solve, for whom, and where?

*  What is your proven approach and why does it work?

*  What measurable outcomes have you achieved?

*  Why is your organization specifically positioned to deliver this?

EXAMPLE FUNDING IDENTITY

"We are a women-led CBO operating in three sub-counties of Kitui County, Kenya.

We address chronic food insecurity among smallholder women farmers through climate-
smart

agriculture training and group savings programs. Since 2019, we have trained 1,200 women,
of whom 74% report improved household food security in the dry season.

Our community-embedded model and 98% participant retention rate set us apart from
externally-managed agricultural programs in the region."

Write yours in the worksheet at the end of this chapter. You will use it in every donor outreach
message.
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Step 2: Research Funding Sources by Channel
Here are the best research sources for each funding channel, with a focus on African organizations:

For Institutional Grants:

Source What to Find There

Candid / Foundation Directory Online Global foundations, giving patterns, grant sizes, and

(foundationdirectory.org) past grantees

Devex (devex.com) International development funding, bilateral donors, UN
agencies, calls for proposals

Grants Africa (grantsafrica.com) Grants open to African organizations, regularly updated

African Philanthropy Forum African funders, diaspora giving, continental

(africaphilanthropyforum.org) philanthropy trends

Your government ministry websites Government grant schemes in your country or sector

UN agency country office websites (UNDP, Small grants windows, open calls, country-level funding

UNICEF, WHO etc.)

For Individual and Diaspora Donors:
* Your existing alumni, community members, past beneficiaries, and program graduates
» Diaspora giving platforms: Mwanga (Kenya), Spark (Pan-African), GlobalGiving
» LinkedIn contacts of senior professionals connected to your cause
+ Social media followers who engage consistently with your content

+  Faith community networks (churches, mosques, community associations) in your country
and abroad

For Corporate Partners and CSR:

+ Companies operating in your program area or sector (banks, telecoms, FMCG, energy)

* The annual CSR reports of major companies in your country (usually published on their
websites)

* Your national Chamber of Commerce or business associations
* Impact investors listed on the African Impact Initiative (africaimpactinitiative.com)

Step 3: Qualify Your Prospects

Not every funder who comes up in your research is worth pursuing. Use the CAFE Test to quickly
qualify or eliminate a prospect:

CAFE Test Qualifying Question
C - Capacity Do they give grants or funding at the size your organization needs?
A - Alignment Does their mission, focus area, and geography match your work closely?
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F - Fit Do they fund organizations at your stage? Have they funded similar orgs
before?
E - Eligibility Can you actually apply? (Registration type, country, sector, budget size)

If a prospect fails any of the CAFE criteria, remove them from your pipeline. Do not waste time
pursuing funders who are not a genuine match.

Step 4: Build Your Donor Pipeline Spreadsheet

Your Donor Pipeline is the central tool of your resource mobilization system. It tracks every
prospect from initial research through to funding decision. Build it using the template below.

Funder / Donor Name @ Channel Potential Deadline / Status Next Action
Amount Cycle

Foundation/Funder Grant $5,000-$25,000 Check deadline Researching Complete eligibility

name check

Corporate partner CSR $2,000-$10,000 Ongoing Identify contact Request meeting

Individual major donor  Individual $500-$2,000 Anytime Not yet Draft intro message

contacted

UN Small Grant Grant $10,000- Rolling Researching Read guidelines
$50,000

Diaspora donor group Individual $1,000-$5,000 Campaign Identify group Map network contacts

based

TOOL 3: My Donor Pipeline (Complete for 15+ prospects)

Funder/Donor 1: Name, Channel, Amount, Deadline, Status, Next Action

Funder/Donor 2

Funder/Donor 3

Funder/Donor 4
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Funder/Donor 5

Funder/Donor 6

Funder/Donor 7

Funder/Donor 8

Funder/Donor 9 to 15+ (continue on a separate spreadsheet)

Chapter 3 Quick Recap

«  Start with your funding identity before you search for donors

+ Use the CAFE Test to qualify prospects quickly and avoid wasted effort

+ Research all five channels, not just grants

* Build a pipeline of at least 15 qualified prospects before you start outreach
*Your Donor Pipeline is a living document — update it every week
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04 The Donor Relationship System: From Stranger to
Committed Supporter

Finding donors is only half the work. The other half is building the relationships that turn a one-time
donation into a long-term funding partnership.

Most organizations treat donor communication as something they do when they need money. They
go quiet for 10 months and then send an urgent appeal. This trains donors to expect requests, not
relationships — and eventually, they stop responding.

This chapter gives you a simple, repeatable system for building genuine donor relationships, even if
you do not have a dedicated fundraising team.

The 4-Stage Donor Journey

Every donor moves through four stages before becoming a committed supporter. Your job is to
design specific touchpoints for each stage.

Stage What the Donor Needs From You

Stage 1: They learn you exist. Your job: make a strong first impression that
DISCOVER communicates your mission, impact, and credibility clearly and quickly.

Stage 2. ENGAGE  They start paying attention to your work. Your job: give them consistent,
meaningful content that deepens their understanding of the problem you solve
and the change you create.

Stage 3: GIVE They make a decision to fund you. Your job: make asking easy, specific, and
emotionally compelling. Make giving simple and safe.

Stage 4: RETAIN They become a repeat supporter. Your job: acknowledge every gift, report on its
impact, and keep them connected to the change their funding made possible.

The 6-Touch Donor Engagement Sequence

A touch is any meaningful communication or interaction with a donor prospect. Research shows
that most donors need between 5 and 8 touchpoints before making a first funding decision. Here is
a practical sequence to use with new prospects:

THE 6-TOUCH SEQUENCE

Touch 1 - Introduction (Week 1): Send a personalized message introducing your
organization and work. No ask.

Touch 2 - Impact Story (Week 2-3): Share a specific beneficiary story or impact update.
Show, do not tell.

Touch 3 - Connection Point (Week 4-5): Find a shared interest or value. Reference
something specific to them.

Touch 4 - Invitation (Week 6-7): Invite them to something: a field visit, a webinar, a
community event, a virtual tour.
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Touch 5 - The Ask (Week 8-9): Make a specific, justified funding request. Include impact
projections.

Touch 6 - Gratitude and Reporting (After gift): Acknowledge immediately. Report on impact
within 3 months.

Donor Communication Without a Full Team

You do not need a fundraising officer to run a basic donor communication system. Here is what a
solo leader or small team can realistically do:

* A monthly impact email or newsletter (one page, one story, one data point, one ask or
update) sent to your donor list

* A WhatsApp or Telegram channel for real-time field updates shared with close donors and
partners

»  Quarterly impact reports sent to all active donors (even a two-page PDF is enough)

* A personal thank-you call or voice message for every gift above a threshold you set

* Annual donor appreciation: a letter, a certificate, or a field visit invitation

Consistency matters far more than polish. A simple, regular update builds more trust than a
beautifully designed newsletter sent once a year.

10 Donor Outreach Message Templates

Use these templates as starting points. Personalize them with specific details about the prospect
before sending.

TEMPLATE 1: First Introduction (Email or LinkedIn)

Subject: The work we are doing in [Location] - | thought you would find this meaningful
Dear [Name],

My name is [Your Name], and | lead [Organization Name], a [type of org] working in
[location].

We focus on [one sentence description of mission]. Over the past [X years], we have reached
[number] [beneficiaries] and achieved [one key outcome].

| reached out because [specific reason this person might care - shared interest, connection,
or something you read/heard about them]. | thought our work might resonate with you.

| would love to share more about what we are doing. Would you be open to a 20-minute call?
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Warm regards, |
[Name]

TEMPLATE 2: The Specific Ask (After 4-5 touches)

Subject: A specific opportunity to change things for [X beneficiaries]
Dear [Name],
| am writing with a specific opportunity | believe aligns with your values.

Right now, [brief restatement of problem - 2 sentences max].
Our program [name] directly addresses this by [brief explanation].

We are raising [specific amount] to [specific activity] that will reach [specific number]
[beneficiaries] by [date]. Your support of [suggested amount] would cover [specific item]

- for example, [concrete example of what that amount enables].

If you are able to contribute, you can do so via [payment details].
I will send you a full impact report within [X weeks/months] of your gift.

Thank you for considering this. [Name]

TEMPLATE 3: Thank-You and Impact Report

Subject: Your gift is already making a difference - here is the update

Dear [Name],

| wanted to give you a direct update on what your generous support has made possible.

[2-3 sentences describing specific impact achieved since their donation.
Include a number, a name if appropriate, and a change that happened.]

Because of your support, [specific outcome]. This matters because [why it matters
to the community or the broader problem you are solving].

We are grateful to have you as a partner in this work.
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- With deep appreciation,
[Name]
|

TOOL 4: My Donor Engagement Sequence
List your top 10 priority donor prospects (from your pipeline in Chapter 3)

For each prospect, what is their likely Stage right now? (Discover / Engage / Give / Retain)

What is your next Touch for each of your top 5 prospects?

What is your monthly communication plan? (What will you send, to whom, by when?)
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What is your gift threshold for a personal thank-you call?

Chapter 4 Quick Recap
» Donors need 5 to 8 touchpoints before making a first funding decision
* Use the 4-stage journey: Discover, Engage, Give, Retain
+ Consistency in communication builds more trust than occasional polished content
* Use the 10 templates as starting points, always personalized
* Acknowledge every gift promptly and report back on its impact
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05 Diversification in Practice: Earned Income and In-Kind
Strategy

Most African NGOs think of their funding as coming from two sources: grants and donations. But
the most resilient organizations in the sector have discovered a third income stream that is often
overlooked: what they can earn themselves.

Earned income and in-kind support are not replacements for grants. They are shock absorbers.
When grant funding slows, organizations with these income streams survive. Organizations without
them do not.

What Is Earned Income for a Nonprofit?

Earned income is money your organization generates through its own activities, where something of
value is exchanged. Unlike a grant, it is not dependent on a donor's priorities. Unlike a donation, it
does not require an emotional appeal. You deliver something, and someone pays for it.

This does not mean selling out your mission. It means identifying where your organizational
expertise has value beyond your direct beneficiaries.

Six Earned Income Models That Work for African NGOs

Model Real-World Example + Who It Works For

|
Training and capacity A women's empowerment NGO in Nairobi that runs free programs for
building fees community women also charges county government departments KES

50,000 per day for facilitating gender mainstreaming workshops for
public servants.

Consultancy services An M&E-focused NGO in Accra offers evaluation services to other
organizations who do not have internal M&E capacity. Their fee-for-
service work covers 25% of their annual operating costs.

Publications and toolkits A youth-led CBO in Kampala digitized their community health training
manual, priced it at $15, and sold 400 copies to health departments
across East Africa via their website in the first year.

Space and asset rental An NGO in Lagos owns a conference room in their building. They rent
it to other organizations and small businesses on non-program days,
generating income that covers their electricity and internet bills.

Product sales from program  An agricultural NGO in Tanzania whose farmers produce organic

outcomes goods acts as a marketing cooperative, selling produce and taking a
10% commission. The farmers earn more. The NGO earns operating
income.

Social enterprise spin-off A vocational training CBO in Mombasa created a catering unit staffed

by their training graduates. The unit runs on commercial contracts. It
employs 12 graduates and contributes 30% of the CBO's annual
income.
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Identifying Your Earned Income Opportunity

You do not need to launch a social enterprise to start earning income. Start with what you already
have. Ask yourself:
*  What skills or expertise does our team have that other organizations would pay for?
* What content or knowledge have we created (manuals, curricula, tools) that has value to
others?
*  What infrastructure do we own or manage (space, equipment, vehicles) that sits underused?
*  What outcomes does our program produce (trained people, products, data) that others
would pay to access?
* Are there organizations similar to ours that do not have our specific capacity? Would they
pay us to provide it?

The Power of In-Kind Support

In-kind support is everything your organization receives that has financial value but is not cash.
Organizations that systematically pursue in-kind contributions can reduce their cash budget
requirements by 15 to 25%.

Here is what to look for:
In-Kind Category What to Ask For and From Whom

Office space and facilities Ask local churches, government agencies, universities, or co-working
spaces to donate or subsidize desk space or meeting room access

Professional services Ask law firms for pro-bono legal support, accounting firms for free audit
services, and marketing agencies for donated design and
communications work

Technology and software Apply for Google for Nonprofits, Microsoft for Nonprofits,
Salesforce.org, and Canva for Nonprofits - all free to registered
nonprofits

Staff and volunteer expertise = Recruit professionals to serve on your board or as pro-bono
consultants in areas like finance, HR, strategy, and IT

Goods and materials Ask suppliers, manufacturers, or retailers for donated equipment,
printing, food, or program materials relevant to your work

Transport and logistics Partner with logistics companies, vehicle hire firms, or community
transport networks for donated or subsidized transport for program
activities

QUICK WIN: Apply for These Free Resources Today

Google for Nonprofits: Free Google Workspace, YouTube Nonprofit Program, Google Ads
Grants ($10,000/month)

Microsoft for Nonprofits: Free Microsoft 365, Azure cloud services, and discounted software
Canva for Nonprofits: Full Canva Pro free of charge for registered nonprofits
Salesforce.org: Free or discounted CRM tools for nonprofits

TechSoup: Discounted and donated technology products for nonprofits globally
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‘ Apply at each platform's website. Most require proof of nonprofit registration.
|

TOOL 5: Earned Income and In-Kind Opportunity Identifier

What expertise or capacity does your team have that other organizations would pay for?

What content, tools, or training materials have you created that have value beyond your
programs?

What physical assets (space, equipment, vehicles) do you own or control that could generate
income?

Your top 1-2 earned income opportunities to explore in the next 90 days:

What in-kind resources are you currently missing that you could seek from partners?
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Which free nonprofit technology platforms have you NOT yet applied for?

Chapter 5 Quick Recap

* Earned income is not selling out your mission - it is using your expertise to fund it

»  Start with what you already have: skills, content, space, program outcomes

* In-kind support can reduce your cash requirements by 15 to 25%

*  Apply for free nonprofit technology resources today - they cost nothing and save thousands
* Identify one earned income or in-kind opportunity to activate in the next 90 days
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m Your 12-Month Resource Mobilization Action Plan

You have done the hard work. You know your funding gaps. You understand the five channels. You
have a donor pipeline with qualified prospects. You have a communication system. You have
identified earned income opportunities.

Now it is time to put it all together into one written, actionable plan.

This chapter will guide you through building a 12-month Resource Mobilization Action Plan that is
specific, achievable, and board-ready. By the end of this chapter, you will have a complete plan you
can present to your leadership and start executing immediately.

Step 1: Set Your Annual Funding Target

Start with the number. Based on your current programs and your growth ambitions, how much do
you need to raise in the next 12 months?

Be specific. Break it down:

* How much do you need to cover current programs at existing capacity?

* How much do you need to grow or launch a new program?

* How much do you need for organizational sustainability (staff, operations, administration)?
*  What is your total annual funding target?

FINANCIAL TARGET FORMULA

Total Annual Funding Target = Current program costs + Growth investment + Organizational
sustainability costs

Example:

Current programs: $85,000
New program launch: $30,000
Organizational costs: $20,000
Total target: $135,000

Now divide by channel: If grants = 45%, individual donors = 25%, earned income = 15%,
in-kind = 10%, corporate = 5%, your targets per channel become clear and manageable.

Step 2: Set Channel-Specific Targets

Using your 5-channel funding map from Chapter 2 and your total funding target, set a specific
income target for each channel. These targets should reflect both your ambition and your realistic
current capacity.

Funding Channel Current Income Target Income % of Total ‘ Key Activities
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Institutional Grants
Individual Donors
Earned Income
In-Kind Support

Corporate Partners

TOTAL

‘ 100%

Step 3: Build Your Monthly Action Calendar

Break your annual plan into monthly activities. Assign each activity a responsible person, a
deadline, and a target amount where relevant.

Quarter

Priority Mobilization Activities

Quarter 1 (Months
1-3)

Quarter 2 (Months
4-6)

Quarter 3 (Months
7-9)

Quarter 4 (Months
10-12)

Complete donor pipeline research. Send introduction messages to all new
prospects. Submit 2 grant applications. Apply for free tech platforms. Activate in-
kind partnership conversations. Launch monthly impact newsletter.

Follow up all Q1 prospects. Submit 2 more grant applications. Launch individual
donor campaign or recurring giving program. Initiate one earned income
conversation. Board fundraising skills workshop.

Mid-year funding review against targets. Strengthen relationships with
responsive donors. Submit Q3 grant applications. Activate any earned income
opportunity identified in Q1. Corporate partner outreach.

End-of-year giving campaign to individual donors. Renew relationships with
existing funders. Submit final Q4 applications. Annual donor appreciation and
impact report. Plan and budget next year's mobilization strategy.

Step 4: Assign Responsibilities
A resource mobilization plan fails when everyone assumes someone else is doing it. Assign a
named person to each activity area:

+ Grant research and writing: Who is responsible?

* Individual donor communications: Who is responsible?

+ Corporate and partnership outreach: Who is responsible?

+ Earned income development: Who is responsible?

» Donor tracking and pipeline updates: Who is responsible?

+ Board fundraising engagement: Who is responsible?

If you are a small organization, one or two people may hold multiple responsibilities. That is fine.
What matters is that someone is hamed, and they know it is their responsibility.
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Step 5: Track Your Progress Monthly
A plan without tracking is just a document. Use this simple monthly dashboard to stay on target:

Target Amount Actual Received Variance Actions Taken / Notes

January
February
March
April

May

June

July
August
September
October
November

December

TOTAL ‘

TOOL 6: My 12-Month Resource Mobilization Plan Summary

Total Annual Funding Target (USD or local currency)

Target by channel: Grants __, Individual Donors __, Earned Income __, In-Kind __, Corporate

My top 3 funding priorities this year:

Biggest funding risk / vulnerability to address:
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Person responsible for driving this plan:

Date to present this plan to the board:

Date of quarterly funding review meetings:

What does success look like at the end of 12 months?

Chapter 6 Quick Recap

«  Start with your total annual funding target, then break it down by channel

» Assign every mobilization activity a named responsible person

*  Track progress every month - a 30-minute monthly review is enough

* Review and adjust your plan every quarter, not just at year end

* Present this plan to your board - they should be active partners in resource mobilization
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You Have a Plan. Now Execute It.

You have just completed the Resource Mobilization Blueprint.
You now have:

* A clear picture of your current funding dependency (and the risks it carries)
* A 5-channel funding model mapped to your organizational stage

* A Donor Pipeline with qualified prospects across three or more channels

* A 6-touch donor engagement sequence and 10 outreach templates

* At least one earned income and one in-kind opportunity to activate

* A complete 12-month resource mobilization action plan with targets, activities, and a
tracking dashboard

The organizations that thrive are not the ones with the biggest programs or the most impressive

reports. They are the ones that treat resource mobilization as a core organizational system,
something they work on consistently, not only when they are in crisis.

Your plan is ready. Your pipeline is built. The next step is to open your calendar and block the time

to execute it.

Start this week. Start with one message, one application, or one conversation from your pipeline.

That is how sustainable funding is built: one deliberate action at a time.

NEED MORE SUPPORT?

NobleCause Consultancy Firm offers the following services to help your organization go
further:

Donor Mapping Service: We research and build your full donor pipeline for you.

Resource Mobilization Strategy Session: A deep-dive consultation to review and strengthen
your plan.

Grant Writing Support: We write and submit your priority grant applications.
1-Hour Strategy Consultation ($20): Get personalized feedback on your blueprint.

Impact Growth and Funding Retainer ($1,000/month): We become your strategic funding
partner,

managing Google Ads Grants, social media, grant applications, and donor relationships.

Book at: noblecauseconsultancyfirm.co.ke
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