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How we define and even name Community Fundraising can vary widely across the sector, so 
it’s no wonder we’re not all harnessing the opportunity in a focussed way. However you define 
it, Community Fundraising is about people, and that’s the start of seeing it afresh.

Community fundraising can be a source of dynamic activity, targeted support and predictable 
levels of income.  It is simply untrue that Community Fundraising income must decline, or that 
it can only be reactive or low value.  It can involve bake sales and bucket collections (and they 
are vital!) but it can be so much more.  It can be very powerful.  

The poWer oF CoMMuniTy Fundraising

1. it’s everyone, it’s everywhere

Everyone has something they love to do, 
something they find positive and rewarding, and 
that plays to their strengths.  This is true whatever 
stage of life you’re in and wherever you are in the 
UK.  Community Fundraising is as broad as the 
human imagination.  Almost anything can be a 
fundraising ‘thing/activity’ and a great Community 
Fundraiser will enable and inspire people to 
maximise their efforts and the financial return. 

The biggest trend in the sector is away from staff-led and towards supporter-led activity i.e. 
using your Case for Support to inspire and enable people to support your cause by doing 
their own thing.  Why are so many charities making this significant shift?  Because with more 
modern Community Fundraising, we find:

• Fundraising activity levels are not bound by staff capacity, skillset, networks or   
 experience.
• Your ability to innovate grows.
• A greater reach is achieved.
• You create more motivated advocates for your cause.
• You raise more money.

Today’s Community Fundraisers are relationship managers, as you’d find in Corporate 
Partnership or Philanthropy teams, and they have lots of the same skills.
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Today’s Community 
Fundraising is people 
doing what they love, 
and doing it for a 
cause they believe in.
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2. It can be influenced

Community Fundraising income can be influenced 
because it’s about people, and people try new 
things and get inspired when they are offered an 
opportunity.  It’s the role of Community-based 
relationship management staff to light a spark, 
suggest ideas, build confidence and support talent.  
This is applicable to individuals, groups or small 
and medium companies as they are just made up of 
people. 

This is an example of a pipeline used by a CF team 
to plan and measure this journey:

The stage labelled ‘Delight’ is important in Community Fundraising, as it’s about ‘supporting 
the fundraising’, giving the supporter a great experience by providing information and 
materials that will delight, and ultimately encouraging loyalty and a greater commitment.

The staff member doing the influencing at the front line is THE critical factor in the success of 
this journey. They are the largest expenditure of any Community Fundraising function, and how 
motivated and confident they can feel in their roles will speak directly to your ability to grow 
this income stream.

3. it can be measured and predicted

Pipeline ways of working allows us to identify the behaviours that drive greater commitment /
repeat support for your organisation, so you can consider what to measure to maximise ROI.  
For example:

• New FR Groups established
• No of pitches given
• No of FR activities
• Conversion rate
• Average value
• Repeat support %
• Supporter feedback survey metrics

Average values and conversion rates can lead to an understanding of the optimal volume in the 
pipeline, allowing you to set non-financial targets that will drive the planned growth.

The job of any 
relationship manager
is to take their 
customer or
supporter on a
journey towards
greater commitment.
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4. it can be high value

Extraordinary groups of ‘ordinary’ people are coming together all over the country to 
raise £millions for causes they care about.  Anything is possible if your supporters are well 
supported, feel valued, and know that their ambition will be welcomed by the charity.  If their 
ambition matches the charity’s longer-term vision of making the world a better place, the sky’s 
the limit.

5. it’s current

Today’s Community Fundraising needs supporters’ 
professional and entrepreneurial skills, not 
(necessarily) a Chair and Secretary.  

Charities of all sizes are investing in this type of 
scalable relationship fundraising right now, as it’s a 
chance to build authentic, longer term relationships 
with people who love what your charity does.  
That is timeless.  Today’s Community Fundraising 
needs supporters’ professional and entrepreneurial 
skills, not (necessarily) a Chair and Secretary.  
Community Fundraising is potentially less impacted 
by GDPR than other income streams, as contact 
consent is gained through personal relationships. 

6. it’s worth the effort

There are real advantages to focussing, investing and even establishing Community 
Fundraising:

• CF is and will always be a mixed portfolio, allowing for potential in-year adjustments, so it  
 can be a more dependable income stream than others. 
• At it’s heart, supporter-led fundraising is a straightforward ask– do what you love to do,  
 and do it for us
• An opportunity for growth in the new compliance landscape
• Community fundraisers (and their volunteers) can be eyes and ears to pipeline other  
 income streams as they will get to know who cares about you, and can identify the next  
 fundraising superstar, Charity of the Year or even legacy pledgers.

Takeaways

1. The shift to supporter-led.
2. Think pipeline.
3. Front-line staff are critical.
4. Focus on the behaviours you want to see.
5. Be as ambitious as your supporters.
6. Consider investing.

Today’s Community 
Fundraising needs 
supporters’ 
professional and 
entrepreneurial skills, 
not (necessarily) a 
Chair and secretary.  
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To find out more, check out the Members’ webinar with Helen in the webinars page.
If you’d like to ask Helen a question, you can find her at www.helentrenchard.co.uk

how could you make use of these insights?

What ideas do you have and what are the first steps you could take to apply 
them?

?
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You’ve been working on:

We’d love to hear how you get on. Feel free to share your progress or questions in the 
Members Club Facebook group.


