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The objective of this consultancy was to provide capacity
building to each participating BirdLife/EuroNatur partner in
marketing and fundraising, including:

• Trainings through marketing and fundraising workshops
• Mentoring sessions supporting each participating

BirdLife/EuroNatur partner in the creation of a marketing and
a fundraising plan.

• Creation and publication of a handbook containing all the
content for fundraising and non-profit marketing.

This training in Fundraising and Marketing
for BirdLife and Euronatur partners are part of a bigger capacity
building program. Branded as ‘Hatch’ it comprises a simplified,
three-pronged approach emphasising Partner Development,
Innovation and Leadership as three main strategies to ensure
that BirdLife conservation organisations become secure, strong
and influential and able to deliver sustained conservation
impacts in the long-term.

PROJECT OBJECTIVES



Fundraising Sessions:

• Introduction to Giving and Private Sector Fundraising
• Introduction to different fundraising streams
• How to develop your first fundraising plan?
• What internal processes are needed to support sustainable giving 

and fundraising?
• How to do a fundraising campaign?

Marketing Sessions :

• Let’s talk about marketing @nonprofit organizations (NPO)
• Opening the marketing toolbox
• What is the Marketing Mix in a nonprofit context?
• Digital Marketing
• Marketing plan

Final double session: membership strategy and web shops
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CONTENT OF THE TRAINING SESSIONS
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• This practical handbook shows how you can use some of the
existing marketing and fundraising tools and methodologies.

• The aim is to focus on tools useful for nature conservation
organisations like BirdLife and EuroNatur partners, working
with small teams that are simultaneously in charge of
fundraising, communications, marketing, or membership.

• This handbook will guide you through the essential steps in
building effective marketing and fundraising strategies and
plans.

• It will also present real examples of organisations that have
built effective solutions to the challenges they faced - some
maybe like those your organisation faces.

HANDBOOK OBJECTIVES
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• Despite the fact that there are similar methodologies and tools
in both fields, like the SWOT analysis or the donors’ journey, we
separated marketing and fundraising into two chapters for
explanatory and clarity purposes.

• Each part is composed by a summary of the training sessions
and a practical toolbox.

• We included a section called “Dive deeper” for in-depth
learning about a topic:

• Each tool presented in the toolbox section is rated by difficulty
and shows the expected results:

HANDBOOK STRUCTURE
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• Each marketing or fundraising tool used during the training
and/or mentoring session is described in a section of the
marketing/fundraising toolbox

• Visually, the reader can understand quickly where the tool fits
in the whole process (here: 1. Assessment and 3. Market
segmentation).

TOOLBOX
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• The handbook features real life case studies from
BirdLife/EuroNatur partner organisations.

• These are good practices that are worth sharing with other
organisations:

- Description of the project / activity
- Actors (internal / external)
- Execution
- Results
- Resources
- Lessons learned

CASE STUDIES
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• The handbook also feature boxes to highlight techniques or
concepts (for instance here: the best available fundraising
techniques for individual donors).

BOXES



10

The handbook covers the following topics for marketing that go
through the different key stages of a marketing plan:

- What is marketing?
- What is non-profit marketing?
- What is a marketing strategy?
- Target groups
- What is a marketing plan?

The tools described in the Marketing Toolbox are the following:

- Creating a marketing strategy: Marketing mix, Branding
- Definition of a marketing plan: SWOT Analysis, Surveys and

interviews, SMART objectives and targets, Stakeholder
mapping, Empathy map, The journey map, Uniqueness
exercise, Data analysis, A/B testing, Brainstorming

MARKETING



11

CRUCIAL LESSONS FOR 
MARKETING

Three crucial lessons before building or following a marketing plan:

1. There are different ways of achieving the desired results within the field of
marketing. It is important that an organisation is always open to testing, and for
this, it needs to collect data, measure its results and analyse data on marketing
tools, messages and channels.

2. Every best practice becomes part of the status quo in the industry. Creativity and
innovation are very important in differentiating your organisation from others,
attracting the necessary initial attention from the general public or individual.

3. The process of building a good marketing strategy, and respective plans, depends
on hard and continuous work. Results are not immediate, so patience and
consistency are required in every marketing effort.
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TIPS FOR MARKETING

To conclude the marketing section, we wanted to highlight the following advice :

1. Understand your audience above all. Adapt visual and textual language according
to your goals and target groups.

2. Testing and monitoring will allow your organisation to understand the context, the
channels, and your target groups. Your marketing activities should be informed by
previous data analysis through a continuous testing process.

3. Deploy and repeat call-to-actions (CTAs). Almost every message should have one
practical, actionable, and engaging key ask.

4. Best practices can be inspiring, but creativity brings uniqueness. Brainstorming is
therefore essential to the marketing process.
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FUNDRAISING

Similarly, the handbook covers the following topics for fundraising that go
through the different key stages of a fundraising plan:

- What is fundraising?
- Fundraising for nature conservation
- What is a fundraising strategy for a non-profit organisation?
- Setting up strategic goals for fundraising
- Understand your funders: Individuals, Corporate giving, High-net-

worth individuals, Foundations
- How to reach donors?
- Main steps towards creating a fundraising ask
- Building a lasting relationship with donors
- Financial sustainability
- More tips for financial sustainability (dos and don’ts)

The tools described in the fundraising toolbox are the following:

- Assessing the fundraising situation: SWOT analysis focused on
fundraising, Boston matrix for fundraising

- Strategic planning: Fundraising plan / roadmap
- Raising Funds: The donor’s journey, Fundraising campaign, Corporate

giving: definition of a partnership offer
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TIPS FOR FUNDRAISING

Keep in mind these key messages on fundraising:

1. Fundraising is a process that should be based on ethical principles, due diligence, and
building trust-based relationships with donors. This takes time, but your efforts will
most probably pay off in the long run.

2. Raising short term funds to finance a project is just the beginning. With continuous
engagement, non-profit nature conservation organisations may end up finding
something even more valuable like unrestricted funding, technical support, capacity
building programmes, networking opportunities, etc.

3. Always be ready to pitch! Have your organisation’s main activities, results and key
projects in mind and train yourself/your team to share it in a compelling and attractive
way.

4. Communicate the on-the-ground impact your organisation creates thanks to the
donation and the donors’ support. Engage in meaningful and transparent relationships
with your donors.

5. Always monitor your fundraising campaigns and use their results as a learning
opportunity. Do not decrease your overheads if you want to reach financial
sustainability, and always justify how you will spend these to your donors.

6. Finally, value the importance of being within a network of non-profit nature
conservation organisations as it allows for mutual and constant knowledge-sharing as
well as the joint implementation of projects which will contribute to systemic change.
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CRUCIAL LESSONS FOR 
FUNDRAISING

Financial sustainability for non-profit organisations means
getting enough funding to be able to cover current
programmes, without jeopardising long-term financial security.

The ability of an organisation to raise funds through different
funding streams is key to creating more resilient, and more 
financially sustainable non-profit organisations. 

In practice, this means developing fundraising routines to 
manage and monitor your relationships with your existing or
potential donors through: 

- Strategic alignment
- Trust 
- Engagement
- Feedback & reporting (accountability) 
- Transparency
- A database / customer relationship management (CRM) tool
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CONCLUSIONS

To conclude this handbook, it is important to remember that here we present only an introduction of the 
above-mentioned tools. Their practical use should be accompanied by further theoretical reading and testing 
inside your organisation. 

You may check recommendations provided within the Appendix session, which includes: 

1) Stone Soup's training and capacity building materials
2) Further reading materials
3) Useful links to external resources.
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APPENDIX
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LINK TO THE HANDBOOK

https://www.birdlife.org/wp-content/uploads/2023/02/A-Handbook-for-marketing-and-fundraising-

for-non-profit-nature-conservation-organisations-BirdLife-Hatch.pdf

https://www.birdlife.org/wp-content/uploads/2023/02/A-Handbook-for-marketing-and-fundraising-for-non-profit-nature-conservation-organisations-BirdLife-Hatch.pdf
https://www.birdlife.org/wp-content/uploads/2023/02/A-Handbook-for-marketing-and-fundraising-for-non-profit-nature-conservation-organisations-BirdLife-Hatch.pdf
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