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FUNDRAISING AND ITS REALIZATION IN
COMMUNITY SERVICES PROVIDING”

Abstract. The target of this paper is to present the results of a qualitative research in fundraising with a specific focus on the non-
profit sector in the Czech Republic. A complex analysis and comparison of non-profit organizations taxonomy was performed, fur-
ther on, the definition, position, content and meaning of fundraising and its role in providing community services was identified. The
primary output of the researched fundraising issue is the methodical process proposal of fundraising realization in the non-profit
sector in the context of fundraising methods efficiency evaluation. Fundraising together with the public relations, marketing and lob-
bing influences internal and external relations quality at every organization and directly influences its brand, reputation and image.
Fundraising demands strategic planning and thorough linking with the main activity of the organization, it should count with exter-
nal influences changing and flexibly react to them.
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Jlunua [iBoxxakoBa

[OKTOP 3KOHOMMYECKMX HayK, npodheccop, 3aBeaytolan Kageapon hHaHCcoB 1 byxy4yeTa,

YHusepcuteT 3anagHon boremnn, Yewckana Pecnybnmka

Mapua MaukoBa

NOKTOpaHT, YH1BepcuTeT 3anaaHon Boremun, HYewickan Pecnybnvka

SAHAOAPAU3UHI U EFTO PEAJIN3ALINA B COEPE NPEAOCTABJIEHUA OBLLECTBEHHO MOJIE3HbIX YCNYI
AHHOTaumA. Llenb aTol cTaTbn — NPeACTaBUTb Pe3ynbTaThbl, MOMy4YeHHbIe NyTEM KayeCTBEHHOro uccrnenoBaHua daHapansmH-
ra ¢ oOKycoM Ha Takyto creumncmyeckyto obnactb, kak HErocyaapCTBEHHbIN 6ecnpubbinbHbI cekTop Yewckon Pecnybnuku.
Bbiny npoBeAeHbl KOMMNIEKCHbIN aHanu3 u cpaBHeHe TakCOHOMUM 6eCcnpubbInbHBIX OpraHn3aumn, naeHTUUUMPoBaHb Aedu-
HULUMA, cTaTyC, COAep>XXaHne, 3HayeHre 1 ponb haHapansuHra B oKasaHnn OBLECTBEHHO MOMe3HbIX YCryr. AKTyanbHOW npo-
6nemMor B paMKax paccmaTpvBaemMon TemMaTUKN ABMAETCA NOMCK METOAMYECKOro noaxoda AnA peanvsaunn haHapanisvHra B
HerocyaapCTBEHHOM HeNpUObINIBHOM CEKTOPE B KOHTEKCTE OLEHKU ero aheKTUBHOCTU. daHapai3uHr COBMECTHO ¢ nabnmk
PUNENLLH3, MapKeTUHIOM 1 1066MpoBaHNEeM HENOCPEACTBEHHO BO3AENCTBYET HAa Ka4eCTBO BHYTPEHHUX N BHELLHMX CBA3EN Mto-
6011 opraHu3aumm, a Takxe Ha ee 6paHA, XOPOLUYO penyTaumio 1 uMmak. GaHapansmHr TpebyeT cTpaTerMyeckoro niaHMpoBa-
HUNA “n nocnep.osaTeanoﬁ OpraHI/I‘-IeCKOVI B3aMMOCBA3U C OCHOBHOW AEeATEeNbHOCTbIO OpraHmn3aunn, OH OO0JIXXKEeH y4YUTbliBaTb U3-
MEHAIOLLeeCA BMUAHNE OKpPY>KatoLen cpeabl U r’mMbKo pearmpoBaTh Ha Hero.

KnioueBble cnosa: haHapanisunHr; 06LWEeCTBEHHO NOME3HbIE YCNYrn; HErocyAapcTBeHHaa HenpubbinbHaA opraHusauma (HIO);
TaKCOHOMMUA.

Ninia ABo)kakoBa

[OKTOP EKOHOMIYHMX HayK, Npodhecop, 3aBigyBayka kadenpu ciHaHciB i 6yxranTepcbkoro obniky,

YHiBepcuTeT 3axigHoi borewmii, Yecbka Pecnybnika

Mapia MaukoBa

AOKTOpaHT, YHiBepcuTeT 3axigHoi borewmii, Hecbka Pecny6nika

SAHOPAU3UHI TA MOIro PEANI3AUIA Y CPEPI HAOAHHA CYCMIJIbHO KOPUCHUX NOCNYr

AHoTauifa. MeTa ujei cTaTTi — npeacTaBuTH pesynbTaTi, OTPUMaHI LWAAXOM AKICHOro SOCHiAXKEHHA haHapanamnHry i3 oKycom
Ha Taky cneundidHy rany3sb, AK HeAep>XaBHWUIA HenpubyTKoBU cekTop Yecbkoi Pecnybniku. Byno npoBeaeHO KOMMIEKCHWIA
aHanis i NopiBHAHHA TaKCOHOMII HeNPMBYTKOBMX opraHisauin, ineHTudikoBaHo AediHiuito, CTaTyc, 3MiCT, 3HA4EHHA Ta posib haH-
[pan3vHry B HaJaHHi CycninbHO KOPUCHMX NOCnyr. AKTyaslbHOO NMPO6eMoro B paMkax TeMaTUKW, L0 pO3rNAAAETbCA, € MOLYK
METOAMYHOro niaxody ANnA peanisauii haHApan3uHry B HeAep>KaBHOMY HernpubyTKOBOMY CEKTOPI B KOHTEKCTi OUiHKM 1Oro
eheKTMBHOCTI. PaHapan3uHr pa3om i3 Nabnik pUunenwHs3, MapKeTUHrom Ta nobitoBaHHAM 6e3nocepenHbO BMIMBAE Ha AKICTb
BHYTPILLHIX | 30BHILLHiX 3B’A3KiB 6y Ab-AKOI opraHisauii, a Takox Ha ii 6peHa, rapHy penyTauito Ta iMmigx. PaHapanavHr notpebye
CcTpaTeriyHoro nnaHyBaHHA i NOCNIAOBHOMO OPraHiyHOro B3aeMO3B’A3KY 3 OCHOBHOK AiANBHICTIO opraHi3auii, BiH NOBUHEH ypa-
XOBYBaTW BM/IMB HABKOMULLHBOrO CEPeAoBMLLA, WO NOBCAKYAC 3MIHIOETLCA, Ta FTHY4KO pearysaT Ha HbOro.

Knio4yoBi cnosa: haHapan3nHr; cycninbHO KOPUCHI Nocnyru; HepgepxxaBHa HenpubyTkoBa opranisauia (HOO); TakcoHoMmiA.

Introduction the whole society. It is mainly about the synergy and reciproci-

Our society looks for answers to a lot of everyday life ques- ty between private and common good, as Figure 1 demon-
tions. The answer and solution to many of them can be found in strates. Fundraising represents a significant source of financing.
non-profit sector organizations where the target is not profit, but The article focuses on the research of fundraising in the non-
welfare and success of an individual, welfare and success of profit sector area.

"The paper was made within the project SGS-2013-40 Paradigm of Development in the 21st Century and its Impact on the Behavior of Economic Entities.
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Individual good /

Non-profit sector

/ Good of society

Fig.1 : Synergy and reciprocity of non-profit sector
Source: Own processing, 2014

Problem formulation
The objective of the paper is to perform analysis and com-
parison of non-profit organizations taxonomy, further on to iden-
tify the definition limits, position, content and meaning of
fundraising at providing public utility services in the non-profit
sector. The primary output of the researched fundraising issue
is the methodical process proposal of fundraising realization in
the non-profit sector in the context of fundraising methods effi-
ciency evaluation.
The results presented in the paper are based on the quali-
tative research of literary and also electronically processed
sources of authors from academic sphere as well as from prac-
tice. Specifically they are monographic publications, research
reports, professional studies, papers, review articles in profes-
sional magazines published to the topic of non-profit sector
taxonomy and meaning of fundraising in the national and world
context.
Problem solution
Analysis of non-profit organizations definition
From the extensive literature which deals with non-profit
organizations we can present the following examples of non-
profit organizations definitions according to individual authors
(Stejskal, 2012) [1]:
¢ Non-profit organizations were not found with the purpose to
do business, they work within the non-profit public sector as
well as private sector (Tetrevova, 2008) [2].

® The often used term «non-profit organization» is a non-defi-
ned term in the legal system of the Czech Republic. It indi-
cates an organization which was founded with the purpose to
perform public utility activities, not with the purpose to make
a profit (Stejskal, 2010) [3].

e The term «non-profit organiza-

tal non-profit organizations (NGO) as a set of institutions which

exist out of the state structures, but which basically serve pub-

lic interests unlike the non-state interests. They consider five
basic qualities to be determining, thus, according to them, NGO

are (Skarabelova, 2003) [6]:

e organized - i.e. they have a certain institutional structure,
organization reality, regardless the formal or legal registration;

e private — thus institutionally separated from the state authori-
ties. It does not mean that they cannot have significant state
support or that state officials cannot be in the management;

e non-profit — i.e. they do not allow any reallocation of profits
created by activities of the organization among owners or in
organization management. Non-profit organizations can cre-
ate profit by their activities but they must use the profit for the
targets given by the organization mission;

e self-governing and independent — are equipped by their own
processes and structures which enable the control of their
own activities, it means they are not controlled from outside,
they can manage themselves. They are not controlled either
by the state or by the outside institutions;

e voluntary — they use the voluntary participation in their activi-
ties, work for organization which is not paid according to per-
formance, donations or honourable participation at managing
boards.

Non-profit organizations can be further devided from a lot of
points of view for various purposes, we state only the most
important:

A. According to the global character (Tetrevova, 2008) [2]
e Publicly beneficial organizations, which satisfy the needs of

general public, i.e. of everyone who needs the provided ser-
vices (e.g. Czech Red Cross).

e Mutually beneficial organizations, serve their members (or
their loved ones) — it means a limited group of people who are
members of the organization (e.g. a sports club).

B. According to the realized activity (Skarabelova,
20083) [6]

It is based on three different classifications:

e International classification of non-profit organizations -
ICNPO.

e UN classification system of non-market activities — COPNI.

e Sector classification of economic activities (non-production) —
OKEC.

The following Table 1 presents the comparison of the main
ICNPO classification with the UN classification and the classifi-

tion» indicates legal entities or
organizations which primarily
deal with acquiring and reallo-

Tab. 1: Comparison of non-profit activity structure in classification ICNPO,

COPNI and OKEC

cating of financial funds for the

purpose of charity, religion Classification ICNPO

Classification COPNI Classification OKEC

development, culture, educa-

tion, social purposes or for Culture, sport, free time

Recreational, cultural and sport

Recreational, cultural services S
! activities

other «good deeds» realization

(Special Recommendation VIII, Healthcare

Educational services, research Education and research

2012) [4].

Non-profit organizations are
legal or social subjects which
were created to produce goods
and services, whose status
does not allow them to be a
source of income, profit or
another financial revenue for
the entities which founded
them, manage or finance them
(Handbook on non-profit institu-
tions in the system of national
accounts, 2003) [5].
Taxonomy of non-profit or-
ganizations
The international taxonomy of
non-profit organizations features
was processed by scientists
Salamon a Anheier. Both authors
understand the non-governmen-
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Social services

Medical services

Healthcare

Environment

Social services

Social services

Community development and
living

Civil and legal education and
political organizations

Charity

International foundation
activities

Religions and churches

Religions and churches

Unions and professional
associations

Professional and union
organizations and civil
associations

Social organizations activity
(unions, political parties,
churches and professional
associations)

Unspecified, others

Other services, mixed and
unspecified

Other services

Source: Skarabelova, 2003 [6]
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reminds the European classification ESA 1997

1996

S

& Foundations
« Endowment funds

95 (it is based on the system of accounts)

1995 "'y . v
and GFSM (public sector classification in 1094 —3&9184__00 = Gen.erally beneﬁc‘al. comipanies
terms of financing) (Neubauerova, 2012) 1o & Registered legal entities
[71. 1991 Jmss) 9366 & Organizational units and associations
C. According to different typological 1090 =0 3879
features (Rektorik, 2011) [8] 0 20000 40000 60000 80000 100000

Based at theoretical and practical
knowledge, the taxonomy appears to be the
most complex one; it divides organizations
in five groups:

1. Non-profit private mutually beneficial
organizations, with global mission of mutually beneficial activity.

2. Non-profit private publicly beneficial organizations with
global mission of publicly beneficial activity.

3. Non-profit public organizations of an organizational units
type and contributory organizations of the state an regional
authorities with global mission of public administration and pub-
licly beneficial activity.

4. Other public non-profit organizations with global mission
of publicly beneficial activity.

5. Non-profit private organizations of a business company
type and similar with the possibility of global mission of public
and mutual beneficial activity.

According to the authors of the paper the clearest division is
the one according to the typological features and it is because
this division is the most complex and the most universal.
According to the CZSO data in 2011 there were altogether
112.547 non-profit organizations of the non-state type (NGO) in
the Czech Republic, their structure and development is illus-
trated in Figure 2.

Definition and meaning of fundraising in non-profit
sector

The concept of fundraising consists of the English words
«fund», i.e. stock, reserve, capital, ...and «to raise» i.e. to
increase, to start, to get, ...(raise money — get money).

It is a systematic activity which result is getting special
financial funds for the organization’s or individual’s activity. The
organization that conducts fundraising activity is usually non-
state non-profit organization, budgetary or contributory organi-
zation, municipality, microregion, region or a legal busi-
ness entity. However, we can see fundraising as a

Fig. 2: Development of the NGOs’ number in the Czech Republic in 1990-2011

Source: Own processing on the basis of CZSO, 2012

that we really need the resources that we ask for it is the first
step. However, the key to success is only these both parts of
this rule to be together.

Il. We are not gaining money but a person. We cannot
assume automatically that our opinions are shared by others.
Everybody has his scale of values, we should start with the
donor’s interests. The worst mistake is when we are more inter-
ested in money than in the person who we ask for it. To learn to
honour values and opinions of other people is the essential
human skill not only for fundraising. The situation of fragmenta-
tion of population’s interests is demonstrated by the example
from the USA in Table 3. It is important to know the values pre-
ferred by the society around us. Also, NGO have their «market»,
their customers, and it is necessary to take this into account.
There are a lot of various links and relationships among organi-
zations, customers, donors and supporters, promoters and
competitors. If we understand these relationships, a non-profit
organization can work long and successfully.

1ll. We must ask. If we need something we must ask for it,
we must address potentional donor actively. The most efficient
is a personal request, face to face. The most difficult part is to
learn to overcome the basic shame and prejudice. It is difficult
to hide insecurity, distrust or little respect to the other person
when you deal with somebody face to face.

The following Figure 3 defines the position and importance
of fundraising in the non-profit sector. Fundraising is one of the
supporting activities which the organization has to do. The area
of activities, the reason and meaning of the organization and its
mission are in the centre. Around it there are other activities

120000

«science» how to motivate others to do good deeds, Tab. 2: Sources of NGO's income in various countries
convince them that money is not everything, and give
people a chance to donate also their time, interest, Sources of income
trust.
. ) . . o] Public budget: Private sect

Foreign authors Finlay Craig & Dick Cook stated D— wn sources HIEIlE Bl rivate sector

their definition of fundraising: «Fundraising is involving feesifoncnstomer Sratelarants; shonsordonations,
. . i . . services, sale of things, state authorities business contracts,

others in what is your goal in the way which makes it public services etc. | support, income from | shared marketing etc.
easier for them to support you. A lot of people want to (in %) foundations etc. (in %) (in %)
get involved more, but they do not have the time. Japan 60 38 5
Money is the easiest way to show interest. Fundraising
is the offer of exact possibilities what for and how to Sweden 62 29 9
give the_m.» Both alfso emp_has_ise that the bigg(_ast mis- Hungary 57 23 20
take which non-profit organizations could make in fund-
raising is not to start it (Sobanova, 2010) [9]. Table 2 Italy 53 43 4
shows the structure of NGO's sources and therefore USA 51 30 19
also the basic conditions for fundraising in various coun-
tries around the world. Great Britain 48 40 12

Three basic rules of successful fundraising France 33 60 7
(Ledvinova, 2010) [10]

1. Only the one who is convinced himself can con- Germany 28 68 4

vince others. If we believe that what we do is right and

9-10(1)’2014
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Tab. 3: Division of incomes in the
non-profit-making sector in the USA
in 2010

Non-profit-making sector Incomes ratio
in the USA (in %)
Religious 35
Education and training 14
Social services 8
Healthcare services 9
Culture and art 5
Public intersts enforcing 8
Environment protection 2
International activities 5
Others 14

Source: AAFRC Trust for Philanthropy [11]

FINANCE
EVALUTION

ACTIVITY AREA

RESOURCES

PUBLIC
RELATIONS

Fig. 3: Position of fundraising among other activities of NGO
Source: Hlousek, 2011 [12]

which the organization has to do to be able to complete its mis-
sion. The practice shows that the role of fundraising is often
associated with the activity of finance, administration and pub-
lic relations. It is obvious that these activities penetrate one
another but fundraising must have its determined firm position
otherwise there is chaos when everyone does everything which
cannot function in the long term.

Proposal of fundraising realization metodics process in
non-profit sector

Fundraising is a process which participates in creating qual-
itative internal and external relationships together with Public
Relations (PR), marketing and lobbing. It directly influences the
brand, good name and image of an organization (Sedivy, 2012)
[13]. We can see in practice that those who start working in
fundraising at first feel like beggars who come asking and
pleading. On the contrary, fundraising offers the opportunity to
take part in realization of the meaning of the organization, in
completing the mission. And it is not little. People can become
a part of common effort to do a right thing according to the spi-
ral of the non-profit organization success.

In the Table 4, individual methods of fundraising considering
various donors groups are briefly evaluated.

Fundraising methods efficiency

The order of fundraising methods efficiency from the least
efficient to the most efficient is as follows (Ledvinova, 2013) [14]:

1. Advertising — the least efficient method. The contact bet-
ween the donor and the organization is anonymous. We do not
see the person who we ask for support. The advantage is that
we can address a great number of people at the same time.

EKOHOMIYHUA YACOMUC-XXI
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2. Actions organizing — we can meet the potential donor in
person, talk to him. However, most times we cannot spend a
long time with the donor because of the high number of parti-
cipants at the action. The contact is too short to start a long-term
cooperation.

3. Postal campaign - personal contact is started by a letter.
Unfortunately we cannot reach the same effect as by a perso-
nal meeting. On the other hand, we can address a much higher
number of people.

4. Telephone campaign — we can talk in person with the
potential donor and such communication has a lot of advan-
tages of personal meeting «face to face». We can achieve great
success by sensitive voice usage. We can also address more
people by phone than we could visit in person.

5. Membership — it has a great advantage of a long-term
relationship between the donor and the organization. It is very
important to be in touch with the members regularly, meet them,
write letters to them or call them occasionally.

6. Personal meeting — «face to face» is undeniably the
most efficient method of fundraising. We can use all the advan-
tages of personal communication. However, thorough knowled-
ge of successful negotiation and enough experience is needed.
It is the most time demanding method of all above stated.

Criteria of fundraising methods efficiency evaluation

For systematic monitoring and fundraising methods effi-
ciency evaluation we need to identify the evaluation criteria
which the authors primarily divide in two main groups — non-
financial and financial criteria. For example they are the fol-
lowing non-financial criteria (see criteria 1, 2, 3, 6, 8, 9, 10, 11,
12) and financial criteria (see criteria 4, 5, 7) (Kroupa, 2006)
[15]:

1. Increase of public awareness and awakening of interest in
the organization’s mission and targets.

2. Increase of our potencial donors number.

3. Increase of number of our organization’s members.

4. Increase of the volume of our current donors donations.

5. Great financial returnability of the spent time.

6. Minimalization of the spent time of professional and vo-
luntary workers.

7. Maximal decrease of financial costs.

8. Repeatability of the method and creating of a regularly
contributing group of donors.

9. Amount of limitations and conditions which are related to
the money which we get for their use. Their aquisition is not
bound by other liabilities.

10. If the time which we devote to obtaining money is not the
time which distracts employees and volunteers from the main
activity. On the contrary, it connects our employees more with
the organization’s mission.

11. Improvement of morale and personal activity of volun-
teers or employees.

12. Space for creating new leadership personalities in the
organization and development of employees’ abilities and skills.

Based on the performed qualitative research, the authors
propose a methodic process of fundraising realization in the fol-
lowing five stages:

1. Understanding the nature of fundraising

Understanding the nature of fundraising — offers the possi-
bility to take part at realization of the organization’s meaning and
at completing the mission in society.

2. Fundraising planning

Fundraising planning, a good decision which financial sour-
ces to prefer (municiple authorities, individual donors, firms, do-
nations, endowment funds, other institutions and income from
their own activity) and following planning of efficient methods
which will be used to create and further develop the relation-
ships with the donors.

3. Selection and realization of fundraising methods

By fundraising methods realization, we can see that they do
not serve just for obtaining money, but mainly for bringing new
friends and members in the organization, and, therefore, fund-
raising becomes friend-raising.

4. Fundraising methods efficiency evaluation based at se-
lected criteria

9-10(1)’2014
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The third rule: Fundraising is
Tab. 4: Fundraising methods and basic donor categories in ethics context.
Fundraising is an ethical disci-
Donor category pline. It means that each organi-
e EETESSpEshE zation before it starts fundraising,
“;e::'::l"g ot e e Individuals, has to agree and decide from
Foundation church business B EITE e EAHEETS, whom it will not accept offered
5 authorities promoters, . .
and other NGOs | companies, public funds. There is no general instruc-
il 216l @il tion or the right solution. For each
Z:};i}t in Erfestlﬁod only if requested| only if requested| basic method not suitable organization Somethlng. e_lse IS
ping ' A unacceptable. However, it is nec-
Presentation only if sometimes it is ) sometimes it is often is essary to have a clear vision and
i requested : basic method, : suitable X R .
and advertising a suitable part g a suitable part to find a compromise which can
ffer asa pal_'t of of the offer often conditions of the offer an(_:l : H
° the project efficient be accepted by the whole organi-
Beneficial gnpla?'lo?:ct basic method basic method only as a project basic ZatIOI.‘]: from W'hom and at what
action o e & supplement method conditions it will not take money.
ee ‘ _ _ There have been a lot of cases
Ielephione not suitable | basic method basic method SOmEUMEs siitable | Dasic when the organization did not do
campaign as an extra part method . .
this and later it had to return the
?aenTt)a?rihlp not suitable | efficient method | basic method not suitable 2‘?e5tlﬁod money to the donor Wh|C.h is high-
paig ly unpleasant for both sides, and
necessary . ) } o -
Persco_nal project basic method basic method necessary project basic for the fUl:ldI’aISGI’ It. is an unusual
meeting supplement supplement method ly frustrating experience.
ERp not suitable | can be efficient | can be efficient | not suitable s | 'Re-malmng| prn_10|ples o f?I-
inheritance method owing. people give tq people,
— fundraising is about obtaining sup-
cg’r]ft)r?gfteizn not suitable | can be efficient basic method can be efficient not suitable porters and friends; you never get
- - - what you need if you do not ask
Materal =itabls basic method | basic method | is not efficient baslc for it; it is essential to tell the truth
support method method
il to the donors; you must not forget
Per_sotnal as a project | basic method basic method not suitable bastlﬁ 4 to thank. The point _'S OOt to get
Gl supplement metho money for the organization, but to
Shared et i ] ) . - get people for the organization’s
marketing not suitable | can be efficient | basic method not suitable not suitable mission, to bring new members,
: friends, fans in the organization
Business . : . . can be o =<
relationships not suitable | basic method basic method basic method efficient and in such a way «fund-raising»

Source: Jana Ledvinova, 2006 [10]

Personal meeting is the most efficient fundraising method,
but also the most time-demanding. It is based at thorough
knowledge of successful negotiation principles and sufficient
experience.

5. Integration of fundraising methods efficiency evaluation
results in the strategic plan

In reliance on the results of fundraising methods efficiency
evaluation, we get new topics for strategic planning of the
organization, work on team-building, voluntary cooperators
base development and organization’s image making. We get
great financial returnability of spent time and space for new
fundraisers.

Conclusions

Based at the results of qualitative fundraising research in
non-profit sector and obtained practical experience with
fundraising, we present summarised main rules and principles
of fundraising, as well as its realization within the public benefi-
cial services providing in non-profit sector:

The first rule: Fundraising is about topics.

Fundraising is not about money. The meaning of the non-
profit organization existence is not the organization itself, but the
topic or the topic it deals with, its mission, the offered service. It
also does not raise money for itself, but for its mission.
Therefore, fundraising is not about money, but about topics.

The second rule: Fundraising is in education context.

Fundraising and education go hand in hand. Fundraising is
a unique opportunity to educate the donors. When you ask
somebody to give you money, he always asks what is it for. At
such moment, the donor is interested in what you do, what he
can participate in when he decides to support you. Good fund-
raising educates donors and, at the same time, obtains funds.

9-10(1)’2014

can become «friend-raising».
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