
 

Adapting Your Overall Fundraising Plan: Instructions to Modify 
Your Worksheet During A Crisis  
 
 
1) Make adjustments across all revenue streams based on the 
findings of your ‘listening tour’. (Listen/Learn). Be specific.  
 
Ex: Wright Family Foundation $5,000 RFP  
Based on conversations, likely to be able to apply for $10,000 this 
Fall 
RFP due October 1 and doesn’t want to attend any events or receive 
updates until 2021.  
 
Projection: $10,000  
 
Ex: John Smith $10,000 annual donor  
Based on conversations, likely to attend a small scale virtual event 
about the program and updates.  
Coming to our virtual house party on October 15th and inviting (1) 
guest. He said he may not give as much this year but said he will 
give.  
 
Projection: $5,000 
 
2) Add a column at the end of the sheet for each category that says 
Engagement. List the event or meeting at which you will engage the 
donor this Fall.  
 
3) Add a column that says Enrollment. List the date by which you will 
invite this donor to give (whether before, after or during the event) and 
the form of communication (whether via personal email, newsletter, 
hand-written card or in the promotion of the event.) Don’t have 
anyone surprised that you are about to ask them for money!  
 
4) Add a column that says Solicit. List the date by which you will have 
the conversation with this donor or the date of the event that they will 

 



 

be asked. Include the amount in this column (as reflected by your 
projections earlier on in the workbook.)  
 
5) Total the Solicit column and share the new projections with the 
executive leadership team.  
 
6) Begin to create a separate list of all tasks/activities associated with 
these various engagements and solicitations. Prepare for 
appreciation as well.  

 


