Grassroots Fundraising: 5 Moves That Actually Work
For nonprofits with $350K or less budget

If you lead a small nonprofit, you know the reality: big mission, limited capacity, never enough time. This guide cuts through the noise and gives you five concrete moves that grassroots organizations can actually implement. Pick one. Do it for 30 days. Then tell me what happened.

1. BOARD GIVING & GETTING
Why this matters:
1. If your board isn't giving or getting, nothing else works.
1. Donors don't give to organizations where leaders aren't invested.
1. Foundations and corporations notice when boards are checked out.

What works:
1. Every board member gives an annual gift (amount flexible, based on capacity—could be $100 or $1,000, but they give).
1. Every board member gets involved in fundraising (introduce people, write thank-yous, host events, attend things). Not cold calling. Just opening doors.
1. If someone won't do both, they shouldn't be on the board. You can't afford dead weight when you're lean.

YOUR MOVE THIS MONTH:
Schedule one board meeting. Go around the table. Say: This year, every board member commits to giving $X and making 5 introductions. Make it explicit. Hold them to it. See who is actually in.

2. GRANTS ARE BROKEN FOR SMALL ORGS
Why this matters:
1. You are spending 40+ hours writing grants and getting rejected or getting less than you asked for.
1. You are competing against bigger organizations with grant writers on staff.
1. If you are spending 40 hours/month and your success rate is below 40%, that is a broken investment of time you do not have.

What works:
1. Stop chasing large, general competitive grants.
1. Go after grants designated for grassroots orgs, local foundation grants, or government funding (less competition, better odds).
1. Do not replace grant time with more grant time. Use those hours to build individual donor relationships instead. A loyal donor giving $500/year beats a grant you have to reapply for every year.

YOUR MOVE THIS MONTH:
Audit your grant portfolio. For every grant: What is our success rate? How many hours? If hours divided by dollars = less than minimum wage, STOP. Reallocate those hours to individual donors.

3. BUILD 10 KEY INDIVIDUAL DONOR RELATIONSHIPS
Why this matters:
1. Individual donors are the most reliable revenue for small orgs.
1. You do not need 100 donors. You need 10 loyal ones who know your ED, have been to your office, and give consistently.
1. Deep relationships beat breadth every time.

What works:
1. Identify your top 10 donors (or prospects you want as donors).
1. Create a simple tracking sheet: name, gift history, last contact, next planned contact.
1. Touch base with each one monthly. Not an ask—just a share. We did X, wanted you to know or Let us grab coffee.
1. Monthly touches = trust. Trust = yes when you ask. And they KEEP giving.

YOUR MOVE THIS MONTH:
List your top 10 donors. Create a tracking sheet. Pick one person on your team to own monthly touches. Calendar it. That is your fundraising foundation.

4. CORPORATE SPONSORSHIPS & RECURRING DONORS
Why this matters:
1. Corporate sponsorships are underused by grassroots orgs but they work.
1. You do not need massive revenue to get a sponsor. You need alignment and clear ROI.
1. Sponsors are easier than major donors because they fund specific programs, not general ops.

What works:
1. Start with local businesses (banks, law firms, accounting firms, retailers) that care about your community.
1. Create simple sponsorship tiers with clear benefits: Title sponsor = X visibility for $X. Make the math simple.
1. Ask your 10 key donors if they own a business or work for a company. Warm intro beats cold ask.

YOUR MOVE THIS MONTH:
Identify 5 local businesses aligned with your mission. Create a one-page sponsorship prospectus with tiers and benefits. Reach out.

5. DIVERSIFY YOUR FUNDING
Why this matters:
1. Government contracts are stable but they can shrink or disappear (budget cuts, policy changes).
1. If government is more than 60% of your budget, you are fragile.
1. Diversification is not nice-to-have. It is essential survival.

What works:
1. Goal over 2–3 years: Get government to 40–50% of revenue. Build the other 50–60% from individual donors, corporate, selective grants.
1. This is the long game. But it starts now. The moves above (board giving/getting, 10 key donors, corporate sponsors) build alternative revenue.
1. Map where you are. Set a target. Work backwards.

YOUR MOVE THIS MONTH:
Map your current revenue mix (% from government, grants, individual, corporate, other). Set a target for where you want to be in 2 years. That is your strategic to-do list.

NEXT STEPS
Pick ONE of these five moves. Do it for 30 days. Email me and tell me what happened.

I am including templates with this guide so you do not have to start from scratch. Everything you need to implement these ideas is in the packet.

Your mission matters. You deserve sustainable funding for it.
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