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REPORT ON LOBBYING AND FUNDRAISING WORKSHOP
(3rd – 4th September 2011)
Prepared by Workshop Secretariat
Written by Shaban Ramadhani Maganga – Project Coordinator
Contacts:
Physical Address: Nyamanoro, Ghana Street.

[image: image2.png]


Postal address: P.O. BOX 6369 Mwanza, Tanzania.

E-mail: focustz@hotmail.com 

Face book: Focus Tanzania 
Website: www.envaya.org/focustz 
Leaders/secretariat of the Workshop
1. Chairperson: Jasinta  Mutakyawa (Board member).

2. Secretariat: Shaban Ramadhani (Project Coordinator) and Samweli (FOTA member).

3. Time keeper: Mr. Herman Nganda
Facilitator
1. Mr. Bernard Makachia from Education for Better Living Organisation
1. Opening of the Workshop

This two days workshop started by the opening made by Ms. Jasinta Mutakyawa, FOTA Board member, at 8:30 DVN - Hall. In her opening remarks before 19 FOTA members and staffs, she gave out the main training objective which was “To build the capacity of FOTA members and staffs on lobbying and fundraising techniques” She said the training is of great importance since it will help FOTA team to create relationship with different stakeholders and mobilize funds from local to international level for undertaken different interventions and ensure organizational sustainability.  
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2. Achievement of the training - Topics covered
Within two days of the workshop, the facilitator, Mr. Bernad Makachia, managed to  cover the following sub - topics on lobbying in relation to internal and external fundraising techniques:- 
2.1 Introduction of the topic which focused on explaining the real situation of many organizations to extremely focus on external fundraising and forget about the local potential existing for project funding. Additionally, he talked about the importance of the overseeing funding as the balancing act.
2.2 Dependency: Too much continued dependency on external funding can result to serious consequences. One of the consequences if the donor stops funding then the project collapses which becomes a waste of resources. Under this point, he also talked about inertia which is the tendency of people to seat and wait for things to be done for them. 
2.3 Believe in self: People will need to come to believe in themselves, what they have and what they can do. They need to realize that they often have enough of what they need to attain their dreams. It may take longer without external funding but it will eventually be achieved. 


2.4 The ability to ask: Emphasizes on having the tendency of asking repeatedly with clear plans in hand. 
2.5 The personal approach: Here he used the phrase “People give to people to help people” meaning that donors give funds to people organization to help beneficiaries. This phrase reminds also that fundraising is the art of nurturing relationships.
2.6 Credibility: People, donors, prefer to give to organizations and causes they have heard of. This means that the organization credibility and good public relations are extremely important. 
2.7 Understanding the Donor: It’s very important to understand the donors, what are their hopes, fears, dislikes, needs? Are they companies, individuals or international agencies? If you don’t know the donor then you can’t even know the tone to adopt.
2.8 Relative Standard of Giving: People give in relation to their means and in relation to what others give. For some people, $ 1.00 or $ 10.00 is a generous gift.
2.9 Show the people’s needs that your work is addressing the needs of beneficiaries of your work and the difference which your intervention makes to the beneficiaries. 
2.10 Understanding the Six Rights: “The successful fundraising is the right person asking the right prospect for the right amount for the right project at the right time in the right way” Carefully looking to this phrase, the word Right has been used Six times. These six “Rights” turn out to the six critical success factors in any fundraising campaign. 
2.11 The 80/20 Rule: 80 percent of the results will come from 20 percent of the efforts. The truth of this observation in visible in many facets of life. 
2.12 Say Thank you: Saying thank is extremely important. It recognizes the value of the donor’s generosity. Don’t just say thank when you only received contribution just say it even if you haven’t been given anything. 
2.13 Long-term partnership: What is real wanted is the people who will give you support regularly and substantially. To achieve this means making them involved with the work of the organization and committed to its success. You can try achieve by: Say thank you immediately and tell them what you plan to do with their money, sharing ideas and hopes for the future and encouraging them to visit you; Accountability, Transparency and Reporting back; and the need for balance – it is dangerous to have few donors. 
3. Challenge
In this training only one challenge observed and that is the delay of some participants on the day 2 of the training.  They delayed for half an hour. 
4. Lessons learned
The following learned from the training;

4.1 Fundraising is essential for mobilizing organizational finance.
4.2 Fundraising is not only externally but even locally possible. 

4.3 If you got no lobbying language then it is difficult to win funds.

4.4 A word THANKS means a lot in ensuring sustainable relationship and support. And,
4.5 The effort of 20% can result to a success of 80%. 
5. Recommendations
5.1 All participants should be punctual.
5.2 FOTA should start organizing fundraising events from local to external level.
5.3 FOTA should increasingly create strong relationship with different private sectors, governmental departments and Civil Society Organizations. And,
5.4 Since the word Thanks means a lot, then FOTA should maintain its culture of saying THANKS to any support given or not given. 
6. Conclusion and Way forward
The two days workshop was closed, at 5:00pm, on 4th September 2011 by FOTA Executive Director Mr. Damas Mkama who expanded his thanks to all FOTA members and staffs for their commitment and active participation during this two days workshop. He also gave his thanks to facilitator for opening the mind of FOTA. Additionally, he asked FOTA members and staffs to start looking forward on organizing various fundraising events from the local level towards the External one. 

The end of activity three was just the beginning of activity four, in the FOTA Capacity building Project, which will mainly focus on building the capacity of FOTA staffs and members on financial management. The next activity will be undertaken on 7th September 2011 as shown in the Project Tentative Schedule.

Attachments:

1. Registration and payment forms.

2. Training manual entitled External and Internal Fundraising. 
3. Time table. And,
4. Photos of the workshop.
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Ms. Jasinta Mutakyawa, FOTA Board member, is opening the workshop
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Mr. Bernard Makachia – Facilitator of the workshop
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