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Section 1
Introduction



How to: Fundraise from Private Sources is part of The Prince’s 
Regeneration Trust’s innovative education programme 
BRICK (Building Resources, Investment and Community 
Knowledge).

The programme aims to empower community groups to find the investment 
and support necessary to save their heritage and build a better future 
for their local area. Over four years to March 2018 it has included annual 
conferences, 35 regional training workshops, project mentoring, community 
/ private sector partnership brokering and a new digital platform BRICKwork, 
designed to serves as a central repository of heritage regeneration 
resources and an online networking and discussion forum for all those 
involved in heritage regeneration. 

This guide has been written for community groups, organisations and local 
trusts involved in projects to conserve, repair and regenerate redundant 
historic buildings for the benefit of the communities within which they are 
located. While it is intended for the non-professional and informed amateur, 
we hope it will also be useful to architectural and other professionals 
involved in the heritage regeneration sector.  

It has become increasingly important that community-led programmes and 
services have a diverse funding structure which enables them to mitigate 
risks and ensure success. This guide offers interested audiences the tools 
and knowledge necessary to set up and deliver a sustainable fundraising 
strategy, focusing on attracting funding from private sources.

This guide is part of a ‘How to’ series published by The Prince’s Regeneration 
Trust, which draws upon a unique ‘knowledge bank’ built up over years by its 
team of experts, working in partnership with other leading specialists. 

How to: Fundraise from Private Sources has been made possible through the 
support of the Heritage Lottery Fund, British Land, Alan Baxter Foundation 
and Purcell.

1 Introduction
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The	Prince’s	Regeneration	Trust

Established in 1996 by HRH The Prince of Wales, The Prince’s Regeneration 
Trust, worked alongside the UK Historic Buildings Preservation Trust 
(UKHBPT) in socially and economically disadvantaged areas of the UK 
to rescue and reuse important local buildings  for the benefit of the 
communities in which they sit bringing new life and vibrancy to those areas. 

In 2016 UKHBPT became an independent charity committed to saving 
and repurposing important UK buildings. UKHBPT are the custodians of 
Middleport Pottery and have a dynamic programme of restoration for the 
future. In April 2018, PRT became part of the Princes Foundation.
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Section 2
Being strategic



In order to be successful in your fundraising you will need 
to take a strategic approach. The best way of ensuring this 
and getting your efforts off to a good start is by developing a 
robust fundraising strategy. 

Fundraising	strategy

What	is	a	fundraising	strategy

A fundraising strategy reflects the vision and mission of the organisation and 
details your funding objectives and how you are going to achieve them. It 
should be an evolving document that is clear, concise and referred to regularly 
by everyone involved. Creating a strategy provides an opportunity for your 
whole organisation to feed in their ideas and encourage everyone to take 
ownership and actively participate in its delivery. A fundraising strategy may 
be part of a grant application, especially for a large scale capital project. It will 
enable potential funders to be confident that you have clear funding goals 
and robust plans in place for how to reach them and deal with any risks and 
challenges that you may encounter along the way.

What	sorts	of	organistaion	is	it	suitable	for?

A fundraising strategy is recommended for all types of organisations looking 
to raise funds for a variety of its project and non-project-specific activities. In 
terms of fundraising for a particular project, a fundraising strategy is essential 
no matter how big or small the project is. 

The timescale that the strategy covers should be realistic, with benchmark 
objectives or targets for each phase of its delivery. A strategy for a small to 
medium scale funding campaign should cover at least 18 months, while a 
major capital appeal one may cover 3-5 years.

The	process:	How	do	you	go	about	setting	it	up?	How	does	it	work?

The content of a fundraising strategy will vary, but generally you should look to 
include:

 –  Executive	summary: One page summary of the strategy

2 Being strategic
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 – Introduction: Your organisation’s / project aims and objectives, governance 
and management structure

 – History	and	current	plans: Your organisation / project’s current income 
and activities; major achievements

 – SWOT	analysis: The strengths, weaknesses, opportunities and threats that 
your organisation / project faces; how you plan to realise opportunities and 
overcome threats

 – Risk	register: Potential risks to your organisation / project and how you 
plan to overcome them

 – Your	experience: Summary of your track record; examples of your policies 
and procedures

 – Unique	Selling	Point	(USP): What makes your organisation / project unique 
and why would funders invest in you; the evidence that demonstrates your 
value.

 – Future	plans: The short, medium and long term plans for the future of your 
organisation / project

 – Budget: The income and expenditure forecasts for your chosen period; 
what do you want funding for and how much do you need?

 – Action	plan	and	timescales: Timescale for achieving your funding goals; 
who will be responsible for applying for funding and how they will do it

 – Donor	contact	plan: When and to who you will contact.

 – Conclusion: Summary of the next steps for delivery of your fundraising 
strategy.

The fundraising strategy is not a static document and should be reviewed regularly 
by your governing board. As you begin your fundraising you will encounter 
unforeseen events, new funding opportunities or gain volunteers/staff with new 
skills – therefore your strategy needs to be responsive. Regular reviews will also 
enable you to establish just how realistic your targets are.

Institute of fundraising
http://www.institute-of-fundraising.org.uk/blog/what-should-feature-in-a-
fundraising-strategy/

Fit4Funding
http://www.fit4funding.org.uk/uploads/files/fundraising_strategy.pdf

FURTHER 
INFO
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Section 3
Effective 
fundraising



The following section covers a number of fundraising 
methods which may be useful for your project, including: 
community fundraising, friends schemes, major donor 
fundraising, Gift Aid, legacies, corporate partnerships, 
crowdfunding and online fundraising.

Community	fundraising

What	is	community	fundraising?

Community fundraising is perhaps one of the oldest fundraising techniques, 
and it is a fantastic way to mobilise the local community in aid of your 
cause. Community fundraising can take various forms including, but not 
limited to:

 –  Large scale events: Benefits, auctions, dances etc.

 –  Small scale events: fetes/boot fairs, coffee mornings etc.

 – Sponsored events: walks, runs, cycling events etc.

 – Collections: donations of cash, clothing, bric-a-brac

 – Raffles and lotteries

Large scale events can be very complex and time consuming to organise 
and will need a dedicated team to organise it, but if planned correctly, 
can generate significant income. Smaller scale events may still require 
involvement of many volunteers but can generate income quickly. 
Volunteers are key to this type of fundraising, often becoming ambassadors 
for your cause, so it is important that they are well managed, recognised 
and rewarded.

What	sorts	of	organisation	is	it	suitable	for?

Community fundraising is suitable for any type of voluntary organisation. If 
your organisation is a registered charity, its status must be indicated on all 
fundraising documents.

3 	Effective	fundraising
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What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

Community fundraising is particularly effective for a specific item or emergency, 
such as fixing a roof or fundraising for an Options Appraisal. It’s often small 
scale and has a low return on investment. However, the power of community 
fundraising should not be underestimated, as it is fantastic for increasing 
community awareness and buy-in to your project. Having your local community 
behind you is invaluable when fundraising from other sources such as public 
grants, or crowdfunding.

The	process:	how	do	you	go	about	setting	it	up?	How	does	it	work?

It is essential that someone is in charge of your community fundraising. Whether 
you are a small community group or a Building Preservation Trust with paid 
staff, your volunteers, donors and suppliers need a point of contact. It is then 
necessary to decide what type of activity you would like to do, how much you 
need to fundraise for and the budget for these activities. When organising an 
event of this nature, keep in mind the motivation of your donors, and make sure 
that you provide them with an event or activity that will inspire them to donate.  

When organising local events, these must be cost effective. The larger and more 
complex the event, the higher the financial risk. Make sure that you consider 
all costs including staff time and calculate your break-even point. In order to 
reduce financial risk and increase return on investment it may be possible 
to attract corporate sponsorship for your event or activity, with a business 
donating a prize for a raffle, providing a venue for your event, or sponsoring the 
whole event.  

Hosting a dinner party 
could be an effective 
fundraising tool
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Tea gowns and tea time 
promotional event at 
Middleport Pottery

Attracting a corporate sponsor for a one-off event may be the start of an 
ongoing relationship.

Make sure that your fundraising event is suitable for you as an organisation 
and the community in which you are fundraising - for example if you are a faith 
organisation, you may not want to run a lottery.

It is also essential to consider the legalities of running a public event.  You will 
need to ensure that you have insurance, a premises license and if you plan on 
selling alcohol or food, then you will need further licenses. Further information 
can be found on the Department for Culture, Media and Sport’s web site. You 
may also need to contact your local authority and even the local ambulance 
service. Undertake a risk assessment early on, so that you are prepared for 
possible problems before your event or activity. Good guidance on this can be 
found online including for example from the Health and Safety Executive. 

To ensure maximum success engage your local radio, TV and newspapers early 
on. This will help not only to advertise your event, but also to share its success 
afterwards. A high profile local media campaign will make it easier to attract 
corporate sponsorship too and to raise awareness of your organisation’s cause. 
Social media is key - make sure you and your volunteers are utilising these tools 
effectively, coordinating on key words and messages.  If appropriate, it may also 
be possible to attract celebrity endorsement, especially if they live locally or the 
cause is one close to their heart. This will result in additional press coverage and 
could leverage more donations.

As with all methods of fundraising, remember to say thank you to your donors, 
sponsors and your volunteers. Follow up on the event in local press and through 
your general social media activity to maintain the momentum. It is a good idea 
to keep a record of your event, adding donors to a mailing list if appropriate so 
that they can be kept up to date with your organisation’s or project progress and 
have the opportunity to get involved again. It is also useful to keep photographs 
of your community engaging with your organisation or project - this will be very 
useful when applying to other funders, as well as for any press opportunities 
that you might have in the future.

Match	funding	-	how	can	you	combine	this	with	other	types	of	funding?

Fundraising from community based activities and events can be combined with 
any type of funding that you have secured for your cause. Like all methods of 
fundraising, transparency is key and you should make sure that the donation 
goes towards the purpose that it was intended for. Funds raised for specific 
activities or projects should be stated in your charity’s accounts as restricted 
income. 

It is often possible to secure Gift Aid on donations made through community 
fundraising.
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Despite needing to fundraise for c.£15 million, GGIFT 
have embraced community fundraising in order 
to kick-start their project and generate community 
support. In April 2013, GGIFT needed match funding to 
produce an Options Appraisal. They held a community 
music event - two musicians John Conolly and The Life 
& Times of the Brothers Hogg performed free of charge 
at the fundraiser with tickets costing just £5. The event 
was a success and the trust raised a much needed 
£330 towards their Options Appraisal fund as well as 
provided publicity opportunities for the project.

The Prince’s Regeneration Trust has been supporting the Great Grimsby Ice Factory Trust 
(GGIFT) who are working tirelessly to save and preserve the Grade II* listed Grimsby Ice 
Factory by finding a sustainable new use for the building.

THE GREAT GRIMSBY ICE FACTORY
COMMUNITY FUNDRAISING

Grimsby, North 
East Lincolnshire

“The great thing about this event was the 
opportunity it gave supporters to get together, 
and realise they are part of a like-minded 
group. Also, a lot of what we do takes the form 
of private meetings, form filling, and so on. A 
community event such as this reminds people 
that we’re still working hard, even when we’re 
not in the news.”

- Vicky Hartung, the Chair of the Great Grimsby 
Ice Factory Trust

GGIFT community music 
event
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Table showing the benefits and risks associated with community fundraising

WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH COMMUNITY FUNDRAISING?

BENEFITS RISKS

Community fundraising is a fantastic opportunity to engage with 
your local community and to increase awareness of your project. It 
is also essential to illustrate community support for other types of 
fundraising, in particular public funds.

There is generally a low return on investment in community fundraising with 
just £2 generated for every £1 expended.

A community event or activity may provide a perfect opportunity to 
establish links with local businesses which could pave the way for a 
long term relationship. 

It takes time and requires dedication to have a successful community event 
or activity. It can also be time consuming to coordinate a large pool of 
volunteers working on smaller scale events.

Gives a good opportunity to engage with local media, increase 
social media activity and even harness the support of a celebrity 
ambassador.

Reliance on volunteers brings its own challenges. Volunteers should be 
appropriately trained regarding key brand messages and the legalities 
involved.

There is a potential financial risk - what if the event does not break even? 

Failure to reach a target in community fundraising may damage morale and 
lead to bad publicity.

Directory of Social Change (Publication)
http://www.dsc.org.uk/Publications/Fundraisingtechniques/@2901

Institute of fundraising
http://www.institute-of-fundraising.org.uk/guidance/about-fundraising/
raffles-and-lotteries/

http://www.institute-of-fundraising.org.uk/guidance/about-fundraising/
auctions/

http://www.institute-of-fundraising.org.uk/guidance/about-fundraising/
volunteer-fundraisers/

http://www.institute-of-fundraising.org.uk/guidance/code-of-fundraising-
practice/guidance/event-fundraising-guidance/

Department for Culture, Media & Sport
https://www.gov.uk/government/organisations/department-for-culture-
media-sport

Health and Safety Executive
https://www.hse.gov.uk

FURTHER 
INFO
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Friends	schemes

What	is	a	friends	scheme?

A potentially lucrative way of securing private donor funding is through 
the creation of a Friends Scheme. This is where members of the public 
become supporters of your organisation by paying on a regular basis 
e.g. monthly, quarterly or annually. In return they would expect some 
benefits not enjoyed by non-members. These might include free or 
concession entry to events you are organising, tours of your building, 
updates on progress via a newsletter, etc.

What	sorts	of	organisation	is	it	suitable	for?

Any organisation that works with the public or for the public, and 
that provides services that can be considered to be of social, cultural, 
economic or environmental benefit can have a friends scheme. It 
works equally well for both small and large organisations, for museums 
and galleries, as well as for health organisations and international 
development. Think of it as another way of attracting funding and 
support for your cause.

The	process:	how	do	you	go	about	setting	up	a	friends	scheme?	
How	does	it	work?

The key issues to consider when setting up a friends scheme are:

 – What is the purpose of your scheme? Do you want annual 
revenue or funding for a one-off project?  

 – Who do you want to attract as friends - will access to it be open 
to the public or by invitation only? If the former you will need 
to develop a marketing strategy supported by an advertising 
campaign. If the latter, you will need to establish a list of 
potential donors and then identify who should make the “ask”.

 – How will you make the “ask” i.e. by letter, meeting or phone call? 
How much money do you want to raise and how much should 
you charge? The scheme could also be tiered with different 
charges for different benefits e.g. bronze, silver and gold levels. 
You can give names to the tiers appropriate to your specific 
project. 

 – What benefits will you offer to friends and how will you 
encourage them to remain supporters year after year? 

 – What programme of events will you hold during the year?  
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Friends of Ironbridge

 – What processes will you need to establish to ensure accurate records are 
maintained?  

 – How will you account for funding raised? 

 – How will you manage your friends scheme – who will have the overall 
responsibility for its success? Who will ensure follow-up and thank 
donors for their contribution?

The aim of a friends scheme is to always retain as many existing donors as 
possible and grow the numbers year by year. Before setting up a friends 
scheme research how other charities run theirs - this can be done on-line or by 
going to meet groups. Good examples of larger organisations include the British 
Museum or the Tate. Smaller charities that have successfully set up schemes 
include the William Morris Gallery in London and Ironbridge Gorge Museums in 
Shropshire.

It is important to set targets over a three year period so that you can accurately 
budget how much net income you are likely to generate on an annual basis. 
Do not forget that holding events can be expensive and you should budget for 
these accordingly.

Ideas for events include hosting a reception (ideally this could be at a key 
supporter’s house or a venue provided free of charge), holding behind the 
scene tours of your building project (which are usually well received as the 
opportunity is not open to the public), as well as providing access to similar 
organisations. Do not forget to refresh your offer as many supporters drop 
away if they get bored or if they stop perceiving your friends scheme as offering 
good value for money.
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Match	funding	-	how	can	you	combine	this	with	other	types	of	
funding?

Funding from friend schemes can be matched with any other income 
source. It is good for match-funding both revenue and capital costs, as it 
represents unrestricted funding.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

A friends scheme has the advantage of generating unrestricted funds, 
which can be used to support your organisation or project in different ways, 
depending on how you set out the “ask” (e.g. it can be a capital or revenue 
“ask”). This kind of fundraising can become extremely important when used 
as match funding against public funding, because it can be very flexible and 
does not have to meet funding or state aid criteria. Friends schemes can 
remain in place for many years in a row; they have no deadlines and do not 
have to be for finite projects.

WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH FRIENDS SCHEMES?

BENEFITS RISKS

Generates unrestricted funding It involves developing other capacities and resources within the 
organisation, such as a marketing strategy; setting out friends’ benefits; 
thinking of securing special services, etc. – it can be quite time 
consuming and may incur additional costs.

Represents flexible funding which does not have to meet state aid 
criteria or specific trust and foundation guidelines.

If not able to provide an engaging and constantly refreshed offer for the 
organisations’ friends, you will most likely lose them. 

Friends of William Morris Gallery, Walthamstow, London http://www.
friendsofthewmg.org.uk/join/ 

Friends of Ironbridge George Museums Trust 
http://www.ironbridge.org.uk/support-us/friends-of-igmt/ 

FURTHER 
INFO
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Major	donor	fundraising

What	is	major	donor	fundraising?

A major donor is an individual donor who gives a substantial gift to your 
organisation in comparison to the size of other gifts you receive. In some 
organisations a major gift might be over £1m but in a small organisation, it 
could be as little as £100. Typical major donor fundraising is very bespoke, with 
communications and approaches tailored to each donor. It often takes place 
face to face and your most senior people (CEO / trustees) will often be the 
ones who build the relationships with your major donors (with support from a 
fundraiser).

What	sorts	of	organisation	is	it	suitable	for?

Major donor fundraising is very popular as it can be very cost effective. The key 
ingredients an organisation will need to have in place in order to be successful 
with this type of fundraising are:

 – A	strong	“case	for	support”: This is a compelling document which 
outlines the problem, your solution, why your organisation is best placed 
to tackle the problem and the call to action – what you want people to do 
to help.

 – Involvement	of	senior	staff: Senior players in your organisation who are 
willing and able to get involved and who see securing major gifts as part 
of their role.

 – Access	to	high	net	worth	individuals	(HNWIs): Ideally you need access 
to individuals who have made philanthropic donations elsewhere and 
who also have an interest in your cause. Being rich is not enough on its 
own to secure a major gift – you should look for people who believe in 
what you’re doing. If you don’t currently have access to such people then 
you need to try and uncover them – look at rich lists (of which there are 
many), look at who supports your “competitors” (annual reports are a 
good place to start), google successful people in relevant locations, speak 
to successful / prominent local people to get their views and suggestions, 
show them your ideas and try to make links.

 – A support resource: This should ideally be a fundraiser, or a dedicated 
volunteer, to carry out research and help you understand what makes 
your potential donors “tick” i.e. who else have they supported and at what 
level, what are their interests & background, etc. Do your homework.

 – Cultivation	&	stewardship	opportunities: These might include visits 
to your project to show the problem / progress you are making so 
supporters can see first-hand the work taking place. You might hold an 
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event – a reception or dinner with key speakers involved in the project as a 
way to create “buzz” around it and have the opportunity to speak with your 
potential major donors face to face, to ask questions and understand one 
another better.

 – Patience	&	resilience: This is an often unpredictable type of fundraising 
where you are reliant on so much from so few. It can take time to build 
relationships with such busy people and get the relationship to a point 
where you can ask for their investment in your organisation. You may be 
lucky and someone might ask you straight away what can they do to help, 
but this is the exception rather than the rule. You will get knock backs and 
have to expect that some people will say no, but don’t give up.

 – Willingness	to	network: The more people you can get in front of and talk to 
about your work, the more people will be interested in finding out more, or 
will know someone else who might be. Get out and tell your story as often 
as you can. Accept invitations and find ways to meet new people.

 – Focus	on	delivery: Do what you say you are going to do. Do not disappoint 
your donors by not achieving the goals you set out to achieve. Without their 
support you would not be able to implement your project so do everything 
you can to show them how credible you are and encourage their continued 
and increased support. Make sure you keep them updated on the impact 
you are making with their help.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

Capital

Major donor fundraising is particularly effective for capital projects, as major 
donors often like to support projects with tangible outcomes. This gives you the 
opportunity to offer “naming opportunities” for parts of your capital project. Such 
a project also gives you the opportunity to run a “capital appeal” which involves 
careful planning to set realistic timeframes in which to secure your funding – a 
defined timescale gives your project a sense of urgency. Your case will be greatly 
strengthened if you can demonstrate that the project will not go ahead without the 
support of major donors.

Revenue

Many major donors will also support revenue costs. They are often successful 
business people who understand the need to keep the organisation running and 
that the day-to-day costs still need to be met. This is the less attractive side of 
funding for major donors, but raising revenue funding can be as effective as raising 
capital funds if you can show the overall impact your organisation is making thanks 
to the support of your donors.
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The	process:	how	do	you	go	about	setting	it	up?	How	does	it	work?

You will need to ensure all the key ingredients for successful major donor 
fundraising mentioned above are in place. Then the classic major donor model is a 
seven-step cycle, as opposite.

Match	funding	-	how	can	you	combine	this	with	other	types	of	funding?

Funding from major donors can be a useful type of funding to aim for if you are lucky 
enough to secure some initial public or statutory funds. It is one of the most cost 
effective ways to fundraise and so ideally suited to organisations with low resource.

WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH MAJOR DONOR FUNDRAISING?

BENEFITS RISKS

Good return on investment (ROI) - relatively low cost method of 
fundraising for what can often be a high return.

Often reliant on a handful of individuals so can be unpredictable as to 
whether and when you will get the money – there is no magic formula so 
could be tricky for cash flow on smaller projects.

Often dealing directly with the decision-maker(s) so have the power to 
influence appropriately to ensure the best outcome.

Donor’s circumstances can change and their attention be taken elsewhere 
– need to ensure you are not too reliant on a small number of donors.

Institute of fundraising
http://www.institute-of-fundraising.org.uk/guidance/about-fundraising/
major-donor-fundraising/

http://www.institute-of-fundraising.org.uk/guidance/code-of-fundraising-
practice/major-donors/

http://www.institute-of-fundraising.org.uk/groups/

HMRC guidelines on tax effective giving
http://www.hmrc.gov.uk/individuals/giving/basics.htm

An introduction to prospect research resources & rich lists
http://prospectingforgold.co.uk/training-and-resources/research-resources/

Useful reading
http://www.amazon.co.uk/Major-Donor-Fundraising-Margaret-Holman/
dp/1903991684/ref=sr_1_1?s=books&ie=UTF8&qid=1396016944&sr=1-
1&keywords=major+donor+fundraising

FURTHER 
INFO
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1 INDENTIFY Uncover your potential major donors - your “suspects”

2 RESEARCH Build your knowledge of “suspects” to confirm they have a genuine fit for you.

3 PLAN Form a plan of how you will engage them. Map out your next three “moves”. 
Know where you want to take the relationship.

4 CULTIVATE Begin the engagement process by meeting & engaging prospects in your work. 
As they start to engage they move from suspects to real prospects. Listen hard 
& learn from them what interests them and how they might be able to help 
you – perhaps they can introduce you to likeminded people.

5 ASK When the time is right (and not before), ask for what you need. You should 
be able to do this after about 3 or 4 meetings. Any sooner and you may come 
out with less than might be possible or worse, nothing! You need to build 
their confidence. You wouldn’t ask someone to marry you on a first date and 
expect a positive response!

6 CLOSE Confirm what has been agreed and how the gift will be made – what you 
need to do next to follow up.

7 STEWARD Thank your donors as soon as they make their donation. Get the senior 
member of your team in charge of fundraising to phone immediately and 
thank them, write a handwritten card or letter to say how much their support 
means to you. Make it as personal as possible – from one human being to 
another. If you can, get a beneficiary of your work or project to also thank 
them - people like to be acknowledged when they do something good for 
others. Make sure you you’re your donors close and continue to build the 
relationship so you can ask for further support when appropriate. Retention 
of your donors if vitally important – it is much easier & less time-consuming 
to keep your existing donors close, than it is to go out and find new prospects 
who might be interested in your work. Do not underestimate the importance 
of this last step – if you don’t steward your donors well, you most likely won’t 
get a second gift or an upgraded gift from them further down the line.
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One example of this is the regeneration of 
Middleport Pottery in Stoke-on-Trent. By 
clearly demonstrating the problem of social 
and economic deprivation in Stoke, how the 
proposed regeneration of Middleport Pottery 
will address and partly solve that problem, 
combined with its excellent track record, the 
Trust was able to secure the support of several 

The Prince’s Regeneration Trust uses major donor fundraising to help fund its many and 
varied projects.

MIDDLEPORT POTTERY
MAJOR DONORS

Burlsem, Stoke-
on-Trent

large major donors for the project. The Trust has 
provided first-hand opportunities to see both 
the problem and solution and major donors 
have been kept closely informed of progress 
throughout the journey. The donors were then 
invited to the official opening of the Pottery and 
acknowledged on a ‘donor recognition’ board 
on site.Middleport Pottery
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Gift	aid

What	is	gift	aid?

Gift Aid is a scheme which increases the value of donations given by UK taxpayers 
at no extra cost to them. If you are a UK taxpayer you can complete a short 
declaration when donating money. This declaration then allows a charity to claim 
back the tax that has already been paid on that donation, which the government 
would otherwise keep. The declaration can vary in layout but all must contain 
a short statement outlining the criteria the donor must meet to ensure their 
donation is eligible for gift aid. The HMRC website offers a Gift Aid Declaration form 
template for charities, based on the following wording:

‘Please treat the enclosed gift of £_________ as a Gift Aid donation.

I confirm I have paid or will pay an amount of Income Tax and/or Capital Gains Tax for 
the current tax year (6 April to 5 April) that is at least equal to the amount of tax that all 
the charities and Community Amateur Sports Clubs (CASCs) that I donate to will reclaim 
on my gifts for the current tax year. I understand that other taxes such as VAT and 
Council Tax do not qualify. I understand the charity will reclaim 25p of tax on every £1 
that I have given.’

The donor must then fill in their full name and address details. This increases the value 
of your donation by 25%. For example, if a UK tax payer donated £10 to a charity and 
also completed a Gift Aid Declaration form, the gift would actually be worth £12.50. 
Gift Aid can only be claimed on monetary donations made by individuals. Donations 
made through companies are not eligible for gift aid. There are also even greater 
incentives for higher rate taxpayers – details can be found on HMRC’s website.

What	sorts	of	organisations	is	it	suitable	for?

Any charity receiving monetary donations from UK tax paying individuals can 
take advantage of the scheme to maximise the value of gifts they receive. These 
donations can be anything from cash dropped into a collection bucket, to regular 
giving and large individual donations. If your charity is not registered with the 
Charity Commission you can still claim Gift Aid, but your organisation must be 
recognised by HMRC as being a charity. This can be done by completing a Cha1 
form, which can be downloaded from the HMRC’s website.

Gift	aid	declaration	forms

A charity must ensure that it provides its donors with a Gift Aid declaration to 
complete. You cannot claim Gift Aid on a donation unless you have a completed 
Gift Aid Declaration supporting the donation. Gift Aid Declarations can either 
be used for one off donations, or can be completed to be used for past/future 
donations made by an individual. There is no standard declaration so a charity 
can design their own, however there is certain key information it must include to 
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ensure it is valid. The HMRC website details exactly what should be included on a 
Gift Aid declaration, and also provides declaration templates which charities can 
use. By using the templates provided by HMRC a charity can be confident that the 
declaration contains all the required information.

The	process:	how	do	you	go	about	setting	up	gift	aid?	How	does	it	work?

Once your charity is either registered with the Charity Commission or is recognised 
by HMRC as being a charity, you can begin the process of setting yourself up 
to make claims. You can submit claims as often as you choose and there are 
three submission methods - online through ‘Charities Online’, through your own 
database or by using a paper form. Details on each of these methods can be 
found on the HMRC’s website. The method you choose will depend on factors 
such as the size of your charity and the frequency with which you will want to 
submit claims.

Registering with ‘Charities Online’ will enable you to submit Gift Aid claims quickly 
and electronically. The benefits of registering with Charities Online and a step-by-
step guide on how to do this, can be found on the HMRC’s website.

Making a Gift Aid claim through your charity database is designed specifically for 
charities claiming Gift Aid on donations over £1,000, but it can also be used for 
smaller claims. This method will allow you to submit one claim daily. If a charity 
chooses this option, they will need to either purchase some software compatible 
with HMRC or develop their own software. The HMRC’s website provides further 
information on both of these options.

For those charities that do not have access to the internet, Gift Aid claims can be 
submitted using a paper CHr1 form. CHr1 forms have replaced R68 forms and you 
need to contact HMRC directly to order them. These must be completed and the 
original (photocopies will not be accepted) must be posted back to HMRC. Please 
note that R68 forms are no longer accepted by HMRC.

Gift	Aid	Small	Donation	Scheme	(GASDS)

Since 6 April 2013 HMRC introduced the GASDS which allows charities to claim Gift Aid 
on small monetary donations up to the value of £5,000 within a period of one year, 
which would give a top up annual payment of £1,250. You can submit any number of 
GASDS claims within a one year period as long as the total amount you are claiming 
for does not exceed £5,000. The GASDS scheme is particularly useful for fundraising 
events involving bucket collections where it would be extremely hard to obtain a Gift 
Aid declaration from every donor. A small donation is any cash (cheques and credit/
debit card payments do not qualify) donation of £20 or under. Although you do not 
need Gift Aid declarations when claiming under the GASDS, you should keep accurate 
and clear records on all cash collections recording amounts collected, dates of the 
collection and the person collecting the money. There are certain criteria that your 
charity must meet to be eligible for the GASDS – see HMRC’s website for details.
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WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH GIFT AID?

BENEFITS RISKS

A large proportion of monetary gifts given to your charity can be 
increased in value and therefore generate more income.

HMRC could carry out an audit on a gift claim you submit at any time, so 
you will need to be able to produce records supporting the information you 
have included in your claim.

If there are errors on your claim then your repayment will be delayed and 
depending on the extent of any errors there may be penalties.

The HMRC website contains a wealth of information on gift aid for charities:
http://www.hmrc.gov.uk/charities/gift-aid-toolkit.ht

Specific HMRC links: Cha1 Form: http://search2.hmrc.gov.uk/kb5/hmrc/forms/
view.page?record=tR6ypm32iVs&formId=3951

Gift Aid Declarations: http://search2.hmrc.gov.uk/kb5/hmrc/forms/view.
page?record=vjOqxad-fqA&formId=5229

Benefits of using Charities Online: http://www.hmrc.gov.uk/charities/online/
benefits.htm

The three Charities Online claim methods:http://www.hmrc.gov.uk/charities/
online/three-options.htm

Charities Online software options:
http://www.hmrc.gov.uk/efiling/charities/soft_dev.htm
http://www.hmrc.gov.uk/softwaredevelopers/gift-aid-repayments.htm

GASDS criteria: http://www.hmrc.gov.uk/charities/gasds/basics.htm
HMRC Gift Aid audit requirements: http://www.hmrc.gov.uk/charities/gift_aid/
record-keeping.htm

Other information:

The Chartered Institute of Taxation also offer some good advice: http://www.tax.
org.uk/gift-aid

Stewardship gives a lot of guidance on maximising donations:
http://www.stewardship.org.uk/

FURTHER 
INFO
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Legacies

Legacies are generally the largest gifts received by charities from individuals. A 
legacy is a donation that someone leaves to a charity of their choice in their will. 
In the UK alone, the legacy fundraising market is worth £2billion, representing 
13% of all voluntary income for charities*.

There are different types of legacies (also called bequests). Below are the most 
common:

 – Residuary bequest: A gift of the remainder of an estate after all other 
gifts have been made and debts cleared. It is possible to leave either the 
total of the remainder or a percentage of it.

 – Pecuniary bequest: A gift of a fixed sum of money. The value of a 
pecuniary gift will decrease over time, as the cost of living increases.

 – Specific request: A particular named item left as a gift in a will. For 
example, a piece of jewellery, furniture, a painting etc. 

 – Contingent bequest: A gift in a will that is dependent upon the 
occurrence of an event which may or may not happen. For example, a 
gift to a charity which applies only if other beneficiaries named in the will 
die before the will-maker.

What	sorts	of	organisation	is	it	suitable	for?

Legacies are suitable for any kind of organisation, large or small. However, 
research shows that in terms of charitable causes, individuals prefer to 
leave legacies to charities working in the medical, animal care, international 
development and environment sectors.  In the cultural and heritage field, legacy 
fundraising remains underdeveloped, however there is significant potential for 
growth. Leaders in legacy fundraising in this field are museums and galleries, as 
they have been historically supported by patrons of the arts through bequests. 
Nonetheless, with the government’s Legacy10 Programme, which aims to 
make legacy giving the norm in terms of charitable giving, the cultural sector is 
expected to expand in the near future.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

The advantage of legacies is that they usually (or ideally) represent unrestricted 
funding for a charity. They can be used for both capital and revenue spending, 
for specific projects or for any other expenses of an organisation.

While being a worthwhile development strategy, legacy fundraising does not 
show immediate results. It usually takes 5-10 years to establish a strong base 

*People living in one of 144 
local authorities identified 
as the 25% most deprived 
in the UK by the index of 
multiple deprivation in the  
2011 census
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of pledgers that will leave a gift in their wills to a specific charity and to see 
any results. Legacy funding should therefore be part of an organisation’s 
long-term development strategy.

The	process:	how	do	you	go	about	setting	it	up?	How	does	it	work?

The easiest way to set up a legacy programme in your charity is to recruit 
potential pledgers from the already existing donor database ( e.g. your 
friends scheme, or major donors). An alternative strategy may be to look 
more widely at your audience and find a ‘gap in the market’, for example 
older people, people who have no children, extremely wealthy individuals, 
etc. who have an interest in heritage. The aim is to try and develop a 
legacy culture among everyone associated with your charity, nourish it and 
maximise legacy pledges.

If you think of your fundraising audience as a pyramid, imagine that legacy 
donors will always be at the very top, representing the most important type 
of support, because often they will leave the largest sums of money as gifts 
to your charity. You ideally want to move all of your donors from the base 
of the pyramid up towards becoming legacy pledgers throughout their 
giving journey. This is illustrated below.

Legacy fundraising pyramid

LEGACY	
DONORS

FRIENDS

MAJOR	DONORS
(Benefactors	&	Patrons)

How To: Fundraise from Private Sources 33



In order to set up a viable legacy fundraising programme, you need to have 
a strategy. Start by thinking how to approach existing supporters about 
leaving a gift in their wills and establish targeted ‘asking’ methods that 
are tailored to their individual profiles. Try to drip-feed legacy messages 
through all of your communication channels (for example in newsletters, 
annual reports, at fundraising events, etc.). 

Because legacies are related to will-making, you will have to think about 
legal issues. Start by writing out a short text that anyone who wants to 
leave a legacy to your organisation can use in their will. Seek legal advice 
from solicitors. Often, they will suggest to their clients charities they could 
consider leaving a gift to, without any binding responsibility on the potential 
pledger.

Legacy fundraising will not show rapid results, so if you are just beginning 
your fundraising, legacies may not be for you just yet. But once you have 
established a group of supporters using other methods and are successful, 
think about incorporating legacy fundraising as well. Results might take a 
long time, but they will represent a large amount of your future income.

Match	funding	-	how	can	you	combine	this	with	other	types	of	
funding?

As legacy fundraising is usually unrestricted income, it can be easily 
matched with any other type of funding and invested into either capital 
or core costs. Due to the nature of legacies, they do not require proof 
of match-funding or even a detailed donor report. The legal aspect of 
managing legacies might mean that you need professional legal advice and 
support, but this will not influence match-funding between legacies and 
other types of funding. It will nevertheless remain essential to show valid 
proof of what you are doing with the money from gifts by using case studies 
or numerical data (once you have a well-running legacy programme).

Examples	of	successful	use	of	legacies	in	heritage	projects

Currently, there are only three organisations within the heritage sector 
that operate successful, nation-wide legacy fundraising programmes: the 
National Trust, the Landmark Trust and English Heritage. Overleaf is a 
case study kindly provided by the Landmark Trust for the purposes of this 
publication.
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WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH LEGACY FUNDRAISING?

BENEFITS RISKS

Provides unrestricted funding Results may take 5-10 years to show; not suitable for urgent / medium term 
funding needs

Legacy pledgers can be recruited from existing donors. Reliance on volunteers brings its own challenges. Volunteers should be 
appropriately trained regarding key brand messages and the legalities involved.

Easily incorporated into overall fundraising strategy in smaller 
organisations.

Requires increased donor stewardship and long-term commitment – you 
are asking for someone’s life gift, not just a big donation.

Easily incorporated into existing communication methods. It is uncertain – there is no guarantee. As people’s circumstances change, 
so they adjust their wills, and your organisation could be removed from it if 
you do not remain an important cause in your legacy funders’ minds.

Institute of Fundraising
http://www.institute-of-fundraising.org.uk/guidance/about-fundraising/legacy-
fundraising/ 

Legacy Foresight 
http://www.legacyforesight.co.uk/index.aspx

English Heritage: http://www.english-heritage.org.uk/support-us/donate/how-
you-can-help/leave-a-legacy/ 

Landmark Trust
http://www.landmarktrust.org.uk/support-us/gifts-in-wills/	

National Trust 
http://www.nationaltrust.org.uk/get-involved/donate/ways-of-giving/leaving-
a-gift-in-your-will/ 

Legacy Fundraising, Sebastian Wilbeforce
http://www.dsc.org.uk/Publications/Fundraisingtechniques/@73980 

Legacy 10
http://www.legacy10.com/ 

Remember A Charity
http://www.rememberacharity.org.uk/ 

Legacy Link 
http://www.legacy-link.co.uk/

FURTHER 
INFO
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For example, one very generous legacy helped it 
purchase Dolbelydr in Trefnant, Denbighshire – a 
sixteenth-century gentry house with many original 
features, including a first floor solar (a room in many 
English medieval manor houses, great houses and 
castles, generally situated on an upper storey, designed 
as the family’s private living and sleeping quarters).

With the help of other legacies, the Landmark Trust 
managed to restore the building and it is now available 
for short holiday lets. Other legacies have funded 
evaluation studies for potential projects, allowed the 
Trust to recreate important interiors, or purchase 
furniture and books for use by all those who stay in 
their buildings. In order to maintain and grow its legacy 
supporter base, the Landmark Trust has developed 
a supporter stewardship programme. This includes 
regular communication through newsletters and 
bespoke updates and invitations to events. Supporters 
have the opportunity to meet the crafts people 
involved, see staff, and generally experience the Trust’s 
work first-hand. In addition, the Trust tries to raise 
awareness of the importance of legacies amongst their 

other supporters through a series of regional legacy 
seminars. Attendees learn about the importance of 
will writing and inheritance tax planning, which is 
delivered by solicitors on a pro-bono basis. These 
are usually held in one of Landmark buildings.

The Landmark Trust sees every legacy as highly 
important and recognises that they can take many 
forms - from smaller cash sums, furniture or 
paintings to entire properties. Their staff usually like 
to discuss the supporter’s wishes to ensure that their 
aspirations can be met and also to make sure any 
restrictions are well understood. The Trust is flexible 
and accepts gifts for specific areas of their work but 
ideally prefers unrestricted gifts in order for them to 
be used where the need is greatest at the time.

The legacy gifts received by the Landmark Trust are 
usually from those who have experienced a stay 
in one of their buildings, although occasionally it 
is because they simply admire what the Trust do.  
According to the Trust is rare for them to receive a 
totally ‘cold’ legacy.

Some of the Landmark Trust’s most successful projects have been funded through legacies.

THE LANDMARK TRUST
LEGACY FUNDING

Case study information 
provided by Linda Millard, 
Development Manager at 
the Landmark Trust

Breakdown of the 
acquisition and restoration 
of Dolbelydr

How To: Fundraise from private sources36



Dolbelydr following 
restoration

Dolbelydr prior to 
restoration
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Fundraising	from	trusts	and	foundations

What	are	charitable	trusts	and	foundations

The term trust and foundation can be used interchangeably and, from an 
applicant’s point of view, they are essentially the same thing. All charitable 
foundations are trusts, i.e. they are managed by trustees, who may or 
may not be supported by paid staff. A foundation is a trust whose income 
derives from an endowment of land or invested capital. Charitable trusts and 
foundations generally invest funds and award grants through the interest 
earned on this. As no tax is paid on this earned income to the government, 
trusts can only give their funds to charitable causes and as a result they 
can often only give to registered charities or charitable organisations 
(i.e. churches). There are approximately 8,000 grant-making trusts and 
foundations in the UK, who invest and donate around £3billion to charities 
every year.

What	sorts	of	organisation	is	trust	fundraising	suitable	for?

Generally, it is best to be a registered charity to receive grants from trusts 
and foundations. However, some trusts and foundations are changing their 
rules so that donations can be made to Community Interest Companies 
(CICs), cooperatives and other legal entities. 

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

Trusts and foundations are often privately endowed and therefore have 
greater freedom to decide where they want their money to go and, 
importantly, take risks. It is essential to read trust guidelines (which can often 
be found on their website) to establish whether they will fund capital projects 
or support revenue funding. Trusts and foundations are flexible funders, 
giving one-off grants to specific projects or developing a relationship over 
many years to support programmes or even support core costs.

The	process:	how	do	you	go	about	applying?	How	does	it	work?

When applying to trusts and foundations research is the key to success.  It is 
unlikely that a mass mailing appeal for your project will be successful. Instead 
make a few well researched applications to suitable trusts and foundations 
where your project matches their aims and objectives.  Although tailor-made 
applications can be time consuming, a considerable amount of time and 
expense can be saved on both sides by reducing the amount of ineligible 
applications being sent to trusts and foundations.  

In the first instance, explore your own fundraising records and identify 
past applications, both successful and unsuccessful. This will establish 
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whether your organisation has approached the trust before and whether 
you may reapply. It is also a good idea to speak to your trustees and existing 
stakeholders to identify any connections that they may have to grant giving 
organisations.  

Next, it is time to embark on external research. There are many directories 
of trusts and foundations which can be found online and these searchable 
databases can help to make the initial sift of trusts and foundations that may 
be interested in your project according to their aims and objectives. If internet 
is unavailable, hard copy directories can be purchased and may be available 
at your local library or Community Service Volunteers (CSV) centre. Once you 
have your ‘long list’, look into trust websites, annual accounts and speak to 
staff (if appropriate) to see if your project is eligible.

Once you have selected the suitable trusts and foundations, it is then 
essential to read all guidelines thoroughly.  Larger trusts often have specific 
guidelines about their applications, and if not look at their annual report 
to establish previous successful applicants. Application processes will vary 
- each funder is different and will require specific information about you 
project.  Some trusts and foundations have application forms available from 
their website, others will ask for a project proposal on two sides of A4 paper. 
Whatever the application process, it is essential that your application is clear, 
concise and jargon free. No matter how brilliant or worthwhile you believe 
your project is, grant making trusts are unlikely to know this unless the 
application illustrates it.

Unless a trust’s application procedure specifies other requirements on 
financial information, it is important that you include a full and transparent 
project budget.  Reasonable management costs should be included, unless 
guidelines specify otherwise. It is also worth thinking about Full Cost Recovery, 
which is explored toward the end of this publication. Trusts also often ask for 
a copy of recent annual reports and accounts.

It is essential that you investigate the trust’s timescales and that your 
application acknowledges this. Trusts are extremely unlikely to fund a project 
that has begun before your application is approved (known as retrospective 
funding).  Once you have drafted your application it is often a good idea 
to invite a ‘critical friend’ to read through it to ensure you are “selling” your 
project well. Double check that you have included all required information 
and submit the application in good time for the deadline in the format 
requested.

Match	funding	-	how	can	you	combine	this	with	other	types	of	funding?

Funding awarded from trusts and foundations gives the recipient far more 
flexibility - this is essential when match funding public funding for your 
project.
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As part of this £1m project the Prince’s Regeneration 
Trust worked in partnership with Cornwall 
Preservation Trust (CBPT) to restore and regenerate 
it and CBPT is now running the building, having 
taken it on a long lease. The building has been 
repaired on a like-for-like basis using traditional 
materials and practices: the slate roof has been 
reslated, the Masonic details are retained and the 
existing concrete floor has been overlaid with new 
slate paving.  We have ensured the building is 
energy efficient by aiming for a BREEAM rating (the 
environmental assessment and rating system) of 
‘Very Good’.
 
The Prince’s Regeneration Trust was keen to 
integrate training in craftsmanship into the project 
to celebrate the unique heritage of the Old Duchy 
Palace.  This was a specific aspect of the project 
which suited approaching smaller trusts and 
foundations.  Research was undertaken to identify 
small trusts and foundations that had previously 
funded similar projects and were specifically 
interested in traditional craftsmanship and 

In 2009, The Prince’s Regeneration Trust acquired the Grade I Listed Old Duchy Palace to save 
the 700 year old building’s unique heritage and develop it into a mixed-use space to benefit 
the local community and economy.

THE OLD DUCHY PALACE
FUNDRAISING FROM TRUSTS & FOUNDATIONS

Lostwithiel, 
Cornwall

heritage. In 2010 the Prince’s Regeneration Trust 
was successful in securing a grant from the Belsize 
Trust Charitable Trust No 1. towards a significant 
portion of the works and after a conversation with 
the trust they pledged further smaller grant to 
meet further costs of the programme. Establishing 
a good relationship with the trust early on and 
acknowledging their support from the very 
beginning ensured the success of the training 
programme. During the works we regularly reported 
to our funder illustrating the difference that their 
support had made as well as keeping them up to 
date with project progress and milestones.
 
Works at the Old Duchy palace were completed in 
July 2013.  As a result of funding from the Belsize 
Charitable Trust No 1. The Prince’s Regeneration 
Trust was able to deliver training for local people 
through practical lime training days, and placements 
for The Prince’s Foundation’s craft apprentices. One 
of these apprentices assisted a highly-skilled local 
craftsman in carving the oak feathers, which have 
pride of place on top of the roof.

The Old Duchy Palace after 
its restoration

Local residents and 
tradesmen on a lime 
training course run by 
Cornish Lime, in association 
with The Prince’s 
Regeneration Trust, at THe 
Old Duchy Palace.
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WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH LEGACY FUNDRAISING?

BENEFITS RISKS

Trusts and foundations are often flexible about what they can fund, and 
some are willing to take risks on new types of projects or locations.

Few trusts and foundations give large grants. Most are too small to fund 
salaries or make a real impact on capital appeals.

Applying to trusts and foundations is relatively simple and is far less 
complicated than other sources of funding.

Finding the right trust and foundation for your project can be research 
intensive. 

Trusts and foundations have a wide range of interests, so it is likely 
that you will find a few that match your project.

The process of applying and finding out whether you have been successful 
can be slow as many trust boards meet no more than twice a year. 

They are often prepared to fund more unpopular causes. Those trusts and foundations that make large grants are often interested in 
setting-up costs, not long-term running costs.

There can often be a high return on investment if successful. Good funding databases, which are updated regularly, can often incur a 
subscription fee. 

Compared with social investment or loan finance, delivering contracts 
or trading, grant funding is usually more accessible and manageable 
for smaller organisations.

It is possible to build a relationship with trusts and foundations (much 
like major donor fundraising) making repeat donations more likely.

Funding directories
http://www.trustfunding.org.uk/default.aspx

http://www.fundingcentral.org.uk/search.aspx (free resource, not suitable 
for Scottish projects)

Advice and guidance
http://www.fundingcentral.org.uk/Page.aspx?SD=1781	-	Grant	application	
checklist

The Institute of Fundraising
http://www.institute-of-fundraising.org.uk/guidance/code-of-fundraising-
practice/guidance/grant-making-trust-guidance/

FURTHER 
INFO
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Corporate partnerships

What	are	corporate	partnerships?

Corporate partnerships can be anything from engaging local businesses in your 
community to forming a large scale partnership on a national level. Examples of 
high profile corporate partnerships include BP and Tate Britain; Morrisons and Sue 
Ryder; HSBC and The Prince’s Trust - these partnerships are very successful and 
the principles can be translated to smaller organisations. Companies can choose 
to give in a variety of ways including (but not limited to):

 – Direct donation to your organisation via a one-off payment or over a set 
term.

 – Providing sponsorship for events or certain programmes. This may of benefit 
for the company e.g. linking their company name (as sponsor) with the charity 
or project could give the business valuable publicity. Being a corporate sponsor 
has certain VAT implications which should be understood clearly by both 
parties, detailed guidance can be found on the HMRC’s website.

 – Organising staff challenge events such as bike rides, marathons or away 
days. This is a great way to involve the staff of your partner and make 
them feel engaged as well as to recruit all important ambassadors for your 
organisation or project.

 – Encouraging payroll giving which is a simple, tax-effective way for 
employees to give to a charity of their choice. Payroll giving is deducted 
before PAYE so the charity receives the full donation including the money 
that would otherwise have been paid in tax i.e. If you pay tax at the basic 
rate, it will cost you only £7.80 to donate £10. Some organisations may 
match payroll giving.

 – Providing a specific service, such as legal advice, architectural services or 
accounting free of charge. This is referred to as pro-bono.

 – Donating goods or products in-kind such as IT equipment, discounted 
venue hire or office space. This can be of enormous value to organisations 
providing help with overheads and service delivery. Ensure you follow 
accounting protocols when receiving gifts in kind.

 – Selecting a Charity of the Year. Many larger companies want to concentrate 
their donations in order to have the most impact, and engage staff. Charity 
of the Year applications are highly competitive and it is usually highly time 
consuming just to get shortlisted. Once shortlisted, charities are then put to 
the employee vote, and usually only one pitch can win. Due to the nature 
of the partnership they generally only last for one year and therefore the 
relationship can be difficult to nurture and results need to be maximised. 
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 – Providing staff for your organisation - secondment. It may be possible 
for your partner to provide you with a member of staff for a certain 
time period. This can be a hugely beneficial partnership for both as 
it not only provides the charity with skills that may be missing from 
the organisation and a new perspective on your activities, but it can 
diversify the skills of the individual seconded to you and give new skills 
to the business.

What	sorts	of	organisation	is	it	suitable	for?

Corporate partnerships are suitable for any type of charitable organisation or 
social enterprise.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

Corporate sponsorships usually feed into revenue costs, as most of the 
support they provide, be it monetary, pro-bono, or in-kind, is to help 
strengthen the internal capacity of an organisation. However, project costs can 
be covered through this as well. Corporate sponsorships can be one-off gifts, 
12 month commitments (in the case of becoming ‘Charity of the year’) or multi-
year renewable sponsorships - it all depends on the kind of relationship you 
are able to build with your corporate partner.

The	process:	how	do	you	go	about	setting	it	up?	How	does	it	work?

Fundraising from corporate partners is much like fundraising from trusts and 
foundations and major donors, and as an organisation you should follow these 
steps:

 – Research: identify businesses in your local area that have synergies with 
your organisation.  For larger companies research key leaders - you may 
find for example that one or more of their founders grew up locally to 
your project, or have a passion for your cause. Never send out blanket 
applications, they rarely succeed.  Instead, a few well researched and 
tailored approaches will stand a stronger chance of yielding results.

 – Be	imaginative: corporate partnerships need to benefit both parties. 
When putting together your pitch, make sure that you have identified 
how the sponsorship will affect not only your organisation but the 
sponsoring business and their customers too.

 – Be	flexible: If a business can’t support you financially, propose 
alternative ways for you to work together, for example whether they 
could provide a member of staff, equipment, or discounted services?  
Once a partner is engaged, you will have the opportunity to develop the 
relationship further.
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 – Be	professional: you are speaking to a business, so ensure that 
you can support your pitch with evidence and communicate in a 
professional manner.

 – Draw up a contract: It is essential that both parties are clear about 
what they are investing in and getting out of the partnership. A 
process needs to be agreed for payments, reviews and reporting. 
There should be no surprises for your partner.

 – Keep	your	partner	up	to	date: Inform them of the impact that their 
support is making, invite them to see your project in action and let 
them know if there are any issues or changes to the project. This will 
keep them engaged and make them feel valued.

 – Say	thank	you: It is essential that you acknowledge the support that 
your partner is giving you. Think about creating a supporters page on 
your website and acknowledging them in your publicity.

Match	funding	-	how	can	you	combine	this	with	other	types	of	
funding?

Corporate partnerships can be a great way to match fund statutory and 
lottery funding. Contributions in-kind can have a value attached to them and 
therefore decrease your match funding percentage. Corporate partnerships 
can also be useful when reaching targets through crowdfunding.

WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH CORPORATE PARTNERSHIPS?

BENEFITS RISKS

Corporate partnerships can be very lucrative relationships. If managed 
well, they can grow and last over many years.

Can be very competitive and labour intensive, especially applying to 
become a Charity of the Year.w

The partnership exposes your organisation to new audiences and 
potential donors.

Management can be complex and time consuming.

Your organisation can gain new skills, and utilise the corporate 
sponsors’ staff through secondments and volunteering.

Some of your current supporters may not agree with the ethics of your 
corporate partner. It is essential to check that you are a good match.

http://www.institute-of-fundraising.org.uk/guidance/code-of-fundraising-
practice/corporate-partnerships/ 

http://www.hmrc.gov.uk/businesses/giving/sponsorship.htm

http://www.gloucestershirewildlifetrust.co.uk/how-you-can-help/corporate-
support/current-supporters

FURTHER 
INFO
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The Royal Bank of Scotland is working with 
The Prince’s Regeneration Trust by providing 
a staff member from their real estate team to 
assist with diversifying fundraising through 
social investment. The partnership has 
been extremely beneficial to the Trust as 
it has brought expertise from banking into 
the organisation, as well as providing the 
opportunity for further collaborations in 
other projects. The secondment is strongly 
aligned with the Bank’s commitment to the UK  
community and social investment sector.

‘I have gained a tremendous amount from the 
secondment. It has truly tested my financial 
knowledge, throwing me into a new environment 
where I need to carefully explain to those with 
less financial expertise how the world of investing 
works. It has allowed me to sit on the other side 
of the negotiating table; for once I am the person 
seeking to raise new finance rather than lending it. 
I have also had to adapt to a very different culture, 
working in a much smaller organisation without 
the infrastructure of a large bank but where the 
influence of each staff member can be clearly seen 
on a day-to-day basis. It has also provided the 
opportunity to learn about an exciting new area 
of finance at a time when the social investment 
market is growing rapidly.’

- Michelle Parry, Director, RBS

RBS logo

A key ambition of The Prince’s Regeneration Trust has long been to establish 
a social investment fund, combining its advice and expertise with a new 
form of funding.

THE PRINCE’S REGENERATION TRUST
CORPORATE SPONSORSHIP
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Crowdfunding

What	is	crowdfunding?

Crowdfunding is the practice of funding a project or venture by raising many 
small amounts of money from a large number of people, typically via the 
Internet. Absolutely any type of project can be crowdfunded for, as long as it 
is designed creatively, it inspires people to want to give and thus participate 
through their donation, and it engages audiences to gain and maintain 
support for a cause. 

Crowdfunding is not just a modern means of fundraising, but also a new 
form of communication. When you put your project on a crowdfunding 
platform, you also create a marketing and media campaign around it. You 
advocate for your project, you can offer people incentives to help you out 
and you can track your social reach, measuring the impact of your project.

What	sorts	of	organisation	is	it	suitable	for?

Crowdfunding has been traditionally used by start-up businesses and 
the creative industries to finance new products, technological advances 
or innovative project ideas. It has then been taken on by artists and 
musicians to propel their career, and more recently, it has become a central 
empowerment tool for community groups and non-profit organisations 
worldwide. Thus, it is suitable for any kind of organisation, especially small 
local groups who want to make a real difference in the communities they live 
in.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

Crowdfunding serves both revenue and capital costs. However, it is 
project-specific, so you will not be able to cover your organisation’s general 
overheads. Through crowdfunding you can raise funds for both the labour 
and materials required to deliver specific projects.

Crowdfunding campaigns do not last longer than 60-90 days. This is an 
ideal amount of time to engage your audience and is usually enough time 
to reach moderate funding targets (under £50k, with the average being 
between £10-£15k), even though very successful projects can raise much 
more. You can fundraise for any aspect of your project, as long as you give a 
clear and transparent breakdown of costs. 

The	process:	how	do	you	go	about	setting	it	up?	How	does	it	work?

Most crowdfunding platforms will require you to set up a username and 
password. From then on, the platform guides you through what you need 
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to do to in order to set up and launch your campaign. Main sections usually 
include a description of who you are, what your project is about, why it is 
important, how much money you need and what exactly you are going to 
do with it, accompanied by a background picture or video. Once all the 
information is verified by the platform managers, you can start fundraising. 

Depending of the kind of crowdfunding platform and type of campaign you 
choose, you can either opt for ‘all or nothing’ funding or flexible funding. 
‘All or nothing’ fundraising means that if you do not reach your target, you 
do not get to keep any of the money. Flexible funding, on the other hand, 
means that even if you do not meet your goal, you are still allowed to keep 
the funds you managed to raise. All crowdfunding platforms charge a 
percentage of the amount raised to cover their own costs. Many of them 
also work on an incentives system, meaning that you are encouraged to 
offer something to your supporters in return for a donation. For example, 
in return for a £5 donation, you could acknowledge the donor’s name 
on your Facebook page; for £10 pounds you could send them a hand-
made thank you card, etc. The more creative you get with the rewards, 
the more successful your project will be in getting fully funded of even 
exceed your target. If you opted for flexible funding at the beginning of the 
campaign, you are allowed to keep all the extra funds and the platform will 
automatically subtract their percentage from the total amount. 

It is important to keep in mind that a crowdfunding campaign requires 
constant engagement with new social media, such as Facebook and Twitter 
and needs to be made attractive to a wide range of very diverse audiences 
through skilful presentation of your goals and the methods to achieve them. 
You must also remember to keep your donors up to date by sending short 
tweets or messages when you reach certain milestones in your funding, 
or by publicly thanking them on your website and other social media 
pages. The impact of visuals such as videos and pictures should not be 
underestimated, as they are the first thing people will see when clicking on 
your fundraising profile page. In fact, developing a video pitch is often the 
backbone of a crowdfunding campaign.

Match	funding	-	how	can	you	combine	this	with	other	types	of	
funding?

While match funding is not a prerequisite for this type of fundraising, it 
is always better to be able to match up the money from the ‘crowd’ with 
grants, statutory support or corporate sponsorships. Having a complex 
funding package is equally important to an internet audience as it is to 
any other donor or supporter. Crowdfunding can actually be a good start 
to find further match-funding for your project along the way and to raise 
awareness about your project. Once people have warmed up to your 
ideas and plans, it is easier to use that momentum to keep attracting 
further funds.
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In 2012, the DigVentures team raised £27,301 (109% 
of their £25,000 goal) for the excavation of the iconic 
Bronze Age site of Flag Fen, where extensive drainage 
and climate change threatened to destroy the world-
renowned archaeology forever. Their online campaign 
enabled DigVentures to organise the world’s first-ever 
crowdfunded archaeological excavation. The project 
attracted a worldwide audience, boosted visitors to 
the site and created an international community of 
enthusiasts, many of whom donated money in return 
for an opportunity to participate in the digs. 

DigVentures is a social business at the forefront of culture, technology and 
entrepreneurship, commited to raising seed capital and increasing participation for 
sustainable archaeology and heritage projects worldwide.

DIGVENTURES & FLAG FEN
CROWDFUNDING

Peterborough, 
East of England

Today, DigVentures is one of the few organisations 
that bring heritage and archaeology straight 
into the hands of people, enabling amateurs 
and unexperienced people to participate in digs 
through field schools, weekend adventures and 
even specialised programmes for businesses 
and corporates. They eventually launched their 
own crowdfunding platform (DigStarter) and are 
currently working with the Heritage Lottery Fund to 
deliver an innovative programme at Leisten Abbey 
in Suffolk, entitled “Digital Dig Team”.

DigVentures advertisement 
for their Leisten Abbey 
project
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WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH CROWDFUNDING?

BENEFITS RISKS

You can fundraise for any type of project or activity. If you opt for ‘all or nothing’ funding and don’t reach your target, you lose 
everything.

It functions as a one-stop shop integrating: fundraising, awareness 
raising, increasing public profile and social reach and campaigning.

Lack of technological and social media skills can impact the quality and 
success of your campaign.

It is faster than traditional fundraising methods. Failure to meet campaign goals or to generate interest result in a public 
failure. Reaching financial goals and successfully gathering substantial 
public support but being unable to deliver on a project for some reason 
can severely negatively impact ones reputation.

There are no complicated application processes or long waiting 
periods.

There is a risk that if the same network of supporters is reached out to 
multiple times, that network will eventually cease to supply necessary 
support

It provides flexible funding – some platforms offer you the chance 
to keep the funds you raise even if you have not met your target, in 
exchange for an increased % of the total sum.

Concern among supporters that, without a regulatory framework, the 
likelihood of a scam or abuse of funds is high. The concern may become a 
barrier to public engagement.

Spacehive
http://spacehive.com/       

Indiegogo
https://www.indiegogo.com/	

CrowdingIn (Nesta UK crowdfunding directory) 
http://crowdingin.com/  

DigVentures 
http://digventures.com/ 

DigVentures Crowdfunding Campaign: 
http://www.sponsume.com/project/digventures-flag-fen-lives-1 

FURTHER 
INFO
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Fundraising	online

What	is	online	fundraising?

Online fundraising tools give you new and efficient ways to communicate and 
interact with your donors and reach a wider audience. They are particularly 
useful for organisations with small budgets, as many of the tools are free and 
only require a time investment to set up and manage them. This can be in 
sharp contrast to the cost of sending out a traditional printed mail campaign for 
example. 36 million people in Britain use the Internet every day, so it is important 
that you engage with potential supporters through this medium, as well as in more 
traditional ways.

There are a number of tools that you can employ in order to fundraise online, this 
includes but is not limited to:

 – Donation	tools: There are several tools you can embed in your website to 
make donating online a much simpler process for your supporters. These 
include Google Wallet, PayPal (especially with donation buttons for qualified 
non-profit organisations) and razoo widgit. Using these tools means that 
the donor doesn’t have to fill in all their personal details every time they 
give.

 – Fundraising	through	other	online	activity: Some tools allow donors to 
give as they shop or do other tasks online. If you register with Give as You 
Live, your supporters can donate to you while they shop. Over 3,500 stores 
have committed to donating a percentage of money spent in their online 
shops to charity if purchased through Give as You Live.  If you register with 
the PayPal Giving Fund, your supporters can choose to donate a part of 
everything they sell through Ebay to you.  If you register with Everyclick, 
your supporters can donate to you just by searching the internet using the 
Everyclick search engine.

 – Fundraising	websites: You can also create your own page on websites like 
Givey, where people looking to give can read a short description of your 
charity and choose to donate.

 – Sponsorship	tools: If you have supporters who are prepared to fundraise 
for your cause, some popular online tools are Justgiving or My Donate. Your 
supporters can register a page explaining how they intend to fundraise, 
making it easy for their sponsors to give and track their fundraising 
progress.

What	sorts	of	organisations	are	they	suitable	for?

Online fundraising tools are ideal for organisations with few resources and with IT 
literate donors. They are suitable for organisations looking to engage with a wider 
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audience. This is especially achievable if you make your online fundraising 
tools compatible with social network tools such as Twitter and Facebook.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	
period?

These online fundraising tools are beneficial for capital or revenue 
fundraising. They invite donors to give to your charity as a whole, rather than 
to a specified cause as in online crowdfunding.

The	process:	How	do	you	go	about	setting	it	up?	How	does	it	work?

An important part of online fundraising is having a website which is 
accessible and interesting. Your website is the first thing potential donors will 
see if they are searching for information about you online, and where you 
will direct people if they want more information about your project. You may 
find it is worth investing in hiring a web specialist, or finding someone who 
might be prepared to do some pro bono work on your site. Your website 
should state clearly what you are trying to achieve in your project and why 
you need to raise funds. The Great Grimsby Ice Factory Trust’s website is a 
good example of an effective website: it has a clear explanation of what the 
Trust wants to achieve in its project and has a clear call to action under the 
‘Supporters’ tab.

Once you have a good website you can make it easy for your supporters to 
give. You can add a donation page to your website and ask your supporters 
to fill in an online form where they can pay by card and sign up for Gift Aid. 
Alternatively you can set up PayPal for your organisation. PayPal provides its 
not-for-profit customers with a donation button, which can be added to your 
website. This will take your supporters through to a secure PayPal site where 
they can enter their card details and transfer money to you. They don’t need 
to have a PayPal account to do this. You can see this, for example, on the 
website of The Peter Pan Moat Brae Trust.

Even if your donors are not familiar with online tools such as social media, 
the vast majority of people do use email, and this is another great way of 
fundraising. You can personalise emails either individually or by using the 
mail merge facility in Outlook. You will need to tell a compelling story about 
your project in your email, why you need donations and how to donate. 
In emails you can also include a hyperlink, directing people straight to the 
donation page of your website.

An important function of online fundraising is the ability it gives you to 
share powerful images and footage of your project with your supporters. 
There is often no substitute for allowing potential donors to see for 
themselves what you are working on and how your project will make a 
difference. You could also upload interviews with Trustees and local people 
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who will benefit from your project. Websites such as Vimeo and Youtube 
are ideal for making video footage accessible to your supporters, and 
this content can again be linked back to your website. The Cleveland 
Pools Trust has a host of images on their website, including historical 
images of the Pools when they were still in use, areas of the site that 
need maintenance work and pictures of people from the community who 
are already supporting the project.

Social media is another extremely important tool to engage potential 
donors and supporters, and most importantly it’s free.  Such platforms 
as Facebook, twitter, Instagram, Vine and Tumblr will enable your 
organisation to reach millions of users who all have the potential to 
donate.  It is however imperative that your organisation takes social media 
seriously and is actively engaged with your target audience. New aps such 
as Chirpify and Soldsie enable users to donate and buy directly through 
social media by linking the user’s bank account to their social media 
account – donations can be triggered by the user tweeting someone with a 
particular word. Even if you do not directly fundraise through social media, 
these tools are important in order to engage with your local community, 
people who share your passion and key public figures who could help you 
achieve your goal.  For example, in February 2012, Glyncoch Community 
Centre in a small rural town in Wales achieved their £30,000 fundraising 
target through Spacehive when British TV personality Stephen Fry rallied 
his four million followers to help the community reach their target by 
donating the amount equivalent to the price of a cucumber sandwich.

Table showing the benefits and risks associated with online fundraising

WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH ONLINE FUNDRAISING?

BENEFITS RISKS

Online fundraising gives you a much cheaper and simpler way to 
communicate with your supporters.

In some cases the online tool will require a small percentage of the money 
given, so it is best to check all the details and exactly how much you might 
have to pay before you sign up.

It exposes your organisation to a worldwide audience. Exposing your organisation to such a wide audience may expose you to 
hackers or trolls.

It has low set up costs.

The donation process is easier for supporters. Some tools enable your 
donors to give without actually putting down money themselves, as 
with Everyclick.
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List of some of the top online fundraising tools available - http://www.
moneysavingexpert.com/family/charity-fundraising-sites#onlineselling

Google for Non-Profits
http://googlefornonprofits.blogspot.co.uk/2012/10/grow-your-gifts-increase-
online.html?m=1

PayPal Giving Fund - https://www.paypalgivingfund.org.uk/fundraise/receive/
uk_receive-donations.html 

PayPal
https://www.paypal.com/uk/webapps/mpp/solutions?mid=sBHLC3RlB%7Cdc
&mplx=AGID_PayPal+-+Exact_KWID_KYWD_ADID_31291120133&campaign=tr
ue&mpch=ads&type=SEA&mplx=3484-147350-8030-0

Razoo Widget
http://www.razoo.com/p/donationWidget

Give As You Live
http://www.giveasyoulive.com/

Everycklick
http://www.everyclick.com/

Givey
https://www.givey.com/

Just Giving
http://www.justgiving.com/ 

A Better Future
http://www.btplc.com/mydonate/index.aspx?loggedin=0

Chirpify 
https://chirpify.com/  

Soldsie
http://new.soldsie.com/

Institute of Fundraising, Networked for Good: How to use Social Media to Give 
Your Fundraising a Boost 
http://www.btplc.com/mydonate/Networked_for_good.pdf

FURTHER 
INFO
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Section 4
Innovative 
financing



This section covers some of the less traditional fundraising 
techniques, such as earned income, community shares, 
partnering with developers, loan financing, and social 
investment.

Earned	income

What	is	earned	income?

Having identified a building that you wish to save, it is important to ensure 
that your project can generate enough income to make it financially viable and 
sustainable in the long-term. Earned income comprises all the activities and the 
uses you plan to deliver through the building you are trying to save, that will bring 
money into your project, making it viable and sustainable long-term.

What	organisations	is	it	suitable	for?

All organisations, charities and businesses alike, rely on earned income in order to 
function efficiently and grow.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	period?

Earned income is mainly used towards revenue funding, as it contributes towards 
the pool of money from which you pay all the bills that keep your building and 
project activities running.

The	process:	How	do	you	go	about	generating	earned	income?	How	does	it	work?

There are a number of ways in which charities and trusts can generate revenue 
income. This is usually achieved in the following ways (though there are other 
potential enterprises e.g. charity shops):

 – Through establishing a tourist destination such as a Heritage Centre, which 
would include a number of enterprises e.g. a shop, a café and hosting tours.

 – Generating rental income from property e.g. letting event space, workshops 
or office space.

4	 	Innovative	financing

How To: Fundraise from Private Sources56



Many heritage projects are hugely interesting to the general public - for 
example Oxford Unlocked at Oxford Castle, which includes a historic gaol, a 
Scheduled Ancient Monument and dungeons! This means that they are prime 
candidates to open as visitor attractions and there are many opportunities for 
generating revenue. Revenue is usually generated by setting up a small shop 
(usually run in conjunction with the café or at reception) selling relevant gift 
items and books; establishing a café; and holding events and tours for which 
you charge a fee. There are considerable operational logistics that need to be 
considered when opening up an enterprise of this nature, these include but are 
not limited to:

 – Developing a business plan to inform decision making 

 – Hiring and managing staff

 – Recruiting and retaining volunteers

 – Establishing training schemes for staff, volunteers, schools and members 
of the public

 – Franchising some operations

 – Cash handling procedures

 – Complying with Health and Safety and any other relevant legislation

 – Taking out suitable insurance policies for the building, contents, staff 
and public

 – Obtaining all necessary statutory consents and licences

 – Preparing a Marketing Strategy and establishing a website

 – Preparing an Operating Manual including all relevant policies  

 – Identifying a schedule of events for the first three years after opening 

 – Setting in place the relevant feedback and learning processes to ensure 
evaluation of the project can be undertaken both for grant funders and 
to improve the offer. 

An easier way to generate income is through rents. It is important to ensure 
that any project includes commercial income generation. This can be achieved 
through, for example, creating workshop or office spaces, residential units that 
can be sold on a long leasehold or rented to short-term occupiers, developing 
meeting spaces for tenants, members of the local community or local 
businesses. The key issues to consider are:
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 – Create suitable facilities that will attract tenants. This means you 
will need to undertake market research at the start of your project 
to find out what demand exists for the space you are proposing to 
develop, what competition you face and what rents you might be 
able to charge. Include an allowance for slow uptake of the space 
and for void periods throughout the duration of the project as you 
are highly unlikely to be able to let 100% of your space all the time.

 – Appoint a local agent to market your space for you. You will need 
to agree a marketing strategy and the type of lease you are likely 
to be able to get tenants to sign up to. You may have to offer a rent 
free period initially or a break clause in the lease to give the tenant 
the confidence to sign the agreement. Conversely it is important to 
ensure that you ask for some form of security from your tenant i.e. 
a rent deposit, guarantor or at the very least ensure the payments 
are made in advance by direct debit.

 – You must also consider what services you might offer your tenants 
and how you will recoup these costs i.e. through a Service Charge. 
This should include cleaning the communal areas, maintenance 
and repair of the building, and servicing fire alarms and security 
systems. It may also include additional services e.g. use of the 
photocopier, IT call out, use of receptionist for messages, deliveries 
etc. Service Charge costs are usually recouped quarterly or annually 
and must be carefully recorded so a schedule can be included with 
all demands.

The advantage of creating workspaces within heritage buildings is that they 
are wonderful spaces for people to work and meet and create new ideas 
and enterprises. Many tenants find that there are synergies within their 
businesses and often cross-sell services to each other creating a ready-
made hub for development of ideas and exchange of goods and services.

WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH EARNED INCOME?

BENEFITS RISKS

Makes your building use and overall project viable long-term. May prove difficult at the beginning and you have to account for gaps in 
revenue income.

It creates financial sustainability. If not viable, your whole project may fall apart in the long-term.

It is essential for running your building as a self-sustaining space.

Middleport Pottery café 
(Opposite page)
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Middleport Pottery extends to c. 80,000 sq. ft. and 
half the space has been re-let to Burgess and Leigh for 
the production of Burleigh ware on a 25 year lease. 
This is a substantial anchor tenant for The Prince’s 
Regeneration Trust and generates c. 65% of the project’s 
budgeted annual income. Approximately 20,000 sq. 
ft. has been allocated for the Heritage Centre, which 
includes the Victorian offices, heritage interpretation, 
a café, an education room and an events/conference 
room. The remaining 20,000 sq. ft. has been turned 
into workshops, which will be let to new tenants. The 
Trust appointed an agent to undertake a local marketing 
campaign and in its Business Plan assumed that 85% of 
the workshops will be let by year 3. So far the project 
remains on target to achieve this.

In order to manage the facilities The Prince’s 
Regeneration Trust has hired a General Manager, 
Visitor Centre Manager, Café Manager and two Visitor 
Services Assistants. The Trust also relies heavily on 
volunteers to manage the Heritage Centre and café. 

There have been 25 volunteers actively engaged in the 
project during the construction phase and this number 
has steadily increased after the building opening. An 
Exhibitions Programme has been developed for the first 
two years to ensure that there are interesting exhibitions 
and displays to encourage repeat visits. The Trust’s 
team organises  weekly events to engage local families 
in activities and spend money in the café. The aim is to 
attract c. 30,000 visitors annually by 2019. Alongside this, 
the Trust has developed a comprehensive marketing 
strategy to attract local, national and international visitors 
to the Pottery.

From the outset The Prince’s Regeneration Trust has 
been keen to ensure that the local community can 
benefit from the new facilities at Middleport Pottery. In 
order to do that, it prepared an Activity Plan, which set 
out who the Pottery’s current and potential audiences 
were, the events and exhibitions that will be held, 
the training and volunteering opportunities it would 
develop and how repeat visits will be encouraged.

Burleigh pottery on sale at 
Middleport Pottery

Visitor Services Manager 
Teresa Fox-Wells leading a 
Factory Tour of Middleport 
Pottery for Heritage Open 
Days

On 1 July 2014 Middleport Pottery opened as a major visitor destination in the heart of 
the potteries in Burslem, Stoke-on-Trent. This was a long-awaited day for The Prince’s 
Regeneration Trust, which bought the site in 2011 to save and restore it with a three-year, 
£9 million regeneration project. It was also an important event in the history of the local 
area as the project will bring wider regeneration by attracting tourists and by turning the 
site into a creative hub in the town.

MIDDLEPORT POTTERY
EARNED INCOME
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The earned income is therefore generated through a 
number of different sources:

 – Burgess and Leigh Ltd, the anchor tenant

 – Rental income from short-term tenants

 – Sales through The Prince’s Regeneration Trust’s shop

 – Income from tours and events

 – Sales through the café

 – Income from the event space e.g. through holding 
conferences and celebrations.

This mix of income protects The Prince’s 
Regeneration Trust from substantial failure 
- if one enterprise is weak the others should 
generate sufficient income to still breakeven. 
This is a particular strength of the business 
model adopted by the Trust and mitigates 
risk of long-term failure.

See https://www.princes-regeneration.
org/middleport pottery/visit-us for more 
information.

Teapot lights at Middleport 
Pottery
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Community	Shares

What	are	community	shares?

The term “community shares” refers to the sale of shares in an enterprise 
serving a community purpose. This type of investment has been used to finance 
shops, pubs, community buildings, renewable energy initiatives and local food 
schemes, along with a host of other community-based ventures.

The Community Shares Programme defines community investment as: “The 
sale, or offer for sale, of more than £10,000 of shares or bonds to communities 
of at least twenty people, to finance ventures serving a community purpose.”

Most community shares offers are made by enterprises registered as an 
Industrial or Provident Society (IPS) in the form of co-operatives or community 
benefit societies as the attributes of the IPS legislation makes them suitable for 
community investment. These attributes are: 

 – Withdrawable	share	capital: This type of share capital, unique to IPSs, 
can be withdrawn by investors from the IPS, subject to its terms and 
conditions of withdrawal. This means that investors can get their money 
back, and do not have to find a buyer to “transfer” their shares to.

 – Shareholder	democracy: Individual members of an IPS have only 
one vote, regardless of how much money they have invested. This 
democratic principle of one-member-one-vote contrasts with the one-
share-one-vote practice of companies that allow majority shareholders 
to dictate terms.

 – Upper	limit	on	shareholdings: Individuals are currently not allowed to 
have more than £20,000 of share capital in an IPS. This helps to reduce 
dependency on individual shareholders and reinforces the need to build 
community membership.

 – Flexible	upper	limit	on	financial	returns: IPSs can pay interest on share 
capital up to a level sufficient to attract and retain the investment. This 
flexible cap respects the not-for-profit motives of members, while at the 
same time recognising that they should be rewarded for investing and 
risking their money.

What	sorts	of	organisation	are	they	suitable	for?

According to the current legislation, an organisation has to be either a co-
operative or a community benefit society in order to set up a community shares 
scheme. If an organisation is a registered charity and a company limited by 
guarantee, it will have to convert to either of the above mentioned models to be 
able to sell community shares.
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The process is not straightforward and it is very important that an organisation 
has the support of its current and future funders for the conversion.

What	sort	of	funding	are	they	good	for?	Capital	or	revenue?	Over	what	time	
period?

Community shares can only be use to raise capital funding. The shareholders, 
depending on the rights described in the governing document, will be able to 
withdraw their share but not transfer it to other people. So far, community shares 
have been used to raise money for projects that range from farming, football 
clubs and pubs, to community retail stores and renewable energy. The common 
characteristic is that they all are enterprises that serve a community purpose. 

The	process:	How	do	you	go	about	setting	up	a	community	shares	scheme?	
How	does	it	work?

There is no standard set of steps you have to follow in order to set up a 
community shares scheme. There are, however, four key interdependent 
elements that will need to be looked at carefully before going down this route. 
They are:

 – Developing	a	business	case: A successful community enterprise requires 
a strong business case which demonstrates that the project will be viable, 
profitable and sustainable. A business plan that meets these criteria will 
then underpin any prospective community share offer.

 – Engaging	with	the	community: Raising share capital from the local 
community will only work with their full support. Enterprises need to 
understand the scale and scope of the community they are appealing to, 
then attract support and finally build membership, often as part of the 
share offer itself.

 – Establishing	governance: Community enterprises wishing to raise capital 
through a share offer need to ensure an appropriate legal form and 
corresponding governance structure. Any organisation seeking to become 
a co-operative or a community benefit society must register and structure 
its rules accordingly.   

 – Drafting	a	share	offer	document: The offer document is the culmination 
of all the hard work that has taken place to prepare for a share offer, and 
so should offer a powerful narrative as to why the community should 
invest. The prospectus also needs to be highly accurate and informative, 
so as not to mislead investors.

Match	funding	-	how	can	you	combine	this	with	other	types	of	funding?

Community shares can match any other type of funding or donation.
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WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH COMMUNITY SHARES?

BENEFITS RISKS

If successful, community shares are a proof of community engagement 
and buy in - this is very important when applying for funding from the 
Lottery or statutory funders, as well as the local council.

Setting up a scheme requires costly legal assistance. Help is 
currently available through the Community Shares Fund ( www.
communitysharesfund.coop), including specialist advice and money to 
start financing your project.

In the long term, investors become loyal customers - a market is 
already there for your services / goods.

Match funding – it might be difficult to fundraise as your organisation will 
no longer have charitable status.

Some investors may see their shares as a donation.

Risks are shared with the local community that has a direct interest in 
the enterprise and is engaged.

It brings together lots of skills in the community.

The community shares hub
www.communityshares.org.uk 

The Community Shares Fund 
www.communitysharesfund.coop 

Microgenius - national platform for community share offers 
www.microgenius.org.uk

Reports by Jim Brown, an expert in the field
‘The practitioners’ guide to community shares’
‘Simply Finance: A comprehensive guide to the different options for financing a 
community enterprise’

Hastings Pier Charity
http://www.hpcharity.co.uk/

The Bell, Bath
http://www.bellcommunity.org.uk/	

FURTHER 
INFO
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This Development Trust’s objective is to secure 
the community ownership of an abandoned 
and derelict Victorian pier, restoring it as a local 
attraction and a source of employment for people 

The Hastings Pier Development Trust is working to secure the community ownership of 
Hastings Pier.

HASTINGS PIER DEVELOPMENT TRUST
COMMUNITY SHARES

Hastings, East 
Sussex

living in Hastings, which contains some of the 10% 
most deprived wards in England. In April 2014 the 
Trust was successful in achieving its community 
shares goal of £500,000.

Hastings Pier
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Partnering	with	developers

What	is	a	partnership	with	a	developer?

Partnering with a developer provides another means of securing funding for 
capital works on your project. Usually, the developer can put some equity funding 
into the project in return for a share of the profits generated from the scheme. 
Partnering up with a developer can be an alternative way of raising funds for your 
building when you cannot secure 100% of the cost through public funding and the 
private sources outlined in this guide. 

Also, if you don’t have a track record of taking on capital projects, you might want 
to consider partnering with an organisation that already has the necessary skills to 
assist you. Again, a development partner can bring considerable knowledge and 
expertise to the party to help take the project forward in a timely manner.

What	sort	of	organisation	is	it	suitable	for?

Partnerships with developers can provide very good solutions for a community 
group looking to rescue a building or for heritage organisations wanting to restore 
and renovate historic sites.

The	process:	How	do	you	go	about	setting	up	a	partnership	with	a	
developer?	How	does	it	work?

There are a number of issues to consider when thinking about working with a 
development partner:

1. Make	clear	your	aims	and	aspirations	for	the	project: Both parties must 
make their aims and aspirations for the project clear at the outset, to 
ensure that there is merit in taking the scheme forward together. If there is 
a fundamental disagreement, for example over the retention or re-use of 
certain buildings, then it is likely that the partnership is not going to work and 
you should walk away before too much time, effort and money is wasted.  

2. Agree	roles	and	responsibilities: It is important to agree in writing the 
roles and responsibilities of both partners at the outset, to avoid confusion 
arising over who will do what at different stages of the project. This should 
include control of finances and who will drawdown grants.  

3. Agree	capital	contributions	and	profit	share: You must also agree any 
capital contributions and profit share - initially this can be done through a 
Memorandum of Understanding or Heads of Terms, neither legally binding. 
While such agreements are usually sufficient for the development phase of the 
project, afterwards a Lease or a Development Agreement (which are legally 
binding) should be put in place and signed by both parties prior to undertaking 
capital works. Generally speaking the community group will bring the grant 
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funding they procure as their equity contribution to the project and the 
developer will contribute financially, usually through a mix of debt and equity.

One of the main advantages of partnering with a developer is the transfer of risk 
from the charity or trust to a commercial organisation. It is extremely important 
that too much financial risk is not allocated to the trust, as this potentially places 
an unfair burden on a local community group. One of the ways to consider this 
is through the development of a Risk Register which sets out all the known risks 
to the project and allocates responsibility to named individuals to develop a 
mitigation strategy for each risk identified. Each risks could also be costed and the 
party that would bear the cost, should the risk arise, identified.

Potential roles and responsibilities for both partners have been suggested in the 
table below:

DEVELOPER COMMUNITY GROUP

Contribute financially through a mix of debt and finance. Provide equity through applying for and securing grant funding e.g. 
Heritage Enterprise Grant from the HLF.

Provide keys skills to oversee the development and construction 
phases and lead on preparing the development agreement. 
 

Undertake community consultations and generate community support for 
the project.

Jointly procure and, where appropriate, jointly appoint consultants.

Secure statutory consents e.g. planning permission. Lead on developing the Activity Plan, Conservation Management Plan and 
heritage interpretation strategy. 

Jointly procure the build contractor. The build contract may be jointly signed or rest with the developer.

Ensure snagging and contract retention is undertaken. Drawdown grant funding and report back to funders.

May manage the commercial spaces depending on the agreement 
between the parties.

Manage the community space created or manage the entire building 
including commercial space depending on agreement.
 

Appoint and manage staff and volunteers

Jointly evaluate the success of the project.

What	sort	of	funding	is	it	good	for?	Capital	or	revenue?	Over	what	time	period?

A partnership with a developer will most likely help you secure capital funding for 
your building.
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The Prince’s Regeneration Trust approached the Trevor 
Osborne Property Group (TOPG) in 2009 to consider 
entering into a partnership to redevelop the Gaol. 
TOPG was identified as a potential suitable partner 
due to the fact that they had previously undertaken the 
redevelopment of Oxford Castle - a grade 1 listed jail - 
in an extremely sympathetic manner, with the resulting 
hotel scheme being financially successful. Both parties 
agreed that working together would be mutually 
beneficial and jointly developed a bid to Armagh 
Council for the regeneration of Armagh Jail. The bid 
was successful and The Prince’s Regeneration Trust and 
the Trevor Osborne Property Group were appointed 
the Council’s preferred development partners. A 
three-way Memorandum of Understanding was signed, 
which committed The Prince’s Regeneration Trust and 
the Trevor Osborne Property Group to securing the 
necessary planning consents and grant funding, so 
that construction work could commence on site within 
an agreed number of years. Prior to starting works 
on site, the three parties would enter into a formal 
development agreement, which would enable The 

Prince’s Regeneration Trust and the Trevor Osborne 
Property Group to repair the building, drawdown the 
grants and then enter into a 200 year lease with the 
Council for the entire site.

As its contribution to the project, The Prince’s 
Regeneration Trust undertook to do the following:
 

 – Jointly procure consultants and the build 
contractor 

 – Agree the design proposals for the conversion of 
the buildings into a 4* hotel, spa, heritage centre 
and enabling residential development 

 – Hold community consultation events to secure 
community support for the proposals

 – Project manage the development phase of the 
project

 – Apply for and secure grant funding

Cell block inside Armagh 
Gaol

Community consultation 
event at Armagh Gaol, 2008

Armagh Gaol consisted of three prisons – one for women, one for debtors and one for 
felons. Executions were common, taking place in the Gaol square, but were later moved 
behind the prison walls. In the latter half of the 20th century, the Gaol accommodated 
high-profile political prisoners. It closed in 1986 and now this impressive site is on the 
Built Heritage at Risk list.

ARMAGH GAOL
PARTNERING WITH DEVELOPERS
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 – Lead on PR and marketing for the scheme

 – Set up a Building Preservation Trust to manage 
the heritage centre once the site is re-opened

 – Have an on-going strategic role in the 
management of the site.

The Trevor Osborne Property Group’s undertook to:
 

 – Lead on negotiations with the Council regarding 
the development agreement (which The Prince’s 
Regeneration Trust would be party to and agree 
with)

 – Lead on procuring planning consents 

 – Contribute debt and equity finance to the 
project 

 – Appoint the consultants and the build contractor 
and be responsible for paying them

 – Oversee the construction phase of the 
project 

 – Secure a hotel operator or manage the 
hotel themselves

 – Have an on-going strategic role in the 
management of the site.

The Prince’s Regeneration Trust and the 
Trevor Osborne Property Group agreed to 
split the developers profit on a pari passu 
basis, with both parties taking an agreed 
percentage of profit. As the Trevor Osborne 
Property Group undertook the greater risk, 
it has been agreed that they should take the 
larger profit share. To date the partnership 
has secured planning consent for the hotel 
scheme and is in the final stages of securing 
grant funding before capital works to the 
building can commence.

Armagh Gaol from Gaol 
Square
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Loan	finance

What	is	loan	finance?

Loan finance refers to the borrowing of money from a bank or another financial institution 
(e.g. a building society), that you have to repay over an agreed period of time. In addition 
to repaying the loan amount itself, you also need to pay an annual rate of interest (typically 
4-7% of the amount borrowed payable per annum, depending on the risks involved in the 
project). If you are unable to pay interest for a period of time (for example whilst you are 
developing a building project and therefore the building is not generating any income) this 
will be added to the final amount you need to repay. 

There are many different types of loans available, depending on what you need the money for:

 – Bridging	loans: These are normally short-term loans that are used to cover an 
interval before a longer term financing becomes available. A good example would 
be a loan taken to facilitate an acquisition of one property before the sale of 
another one has been achieved and before mortgage financing becomes available. 
Typically, it is a relatively expensive form of financing and can carry an interest of 
8-18% per annum.

 – Overdrafts: These are a credit facility that banks provide and allow for a short term 
money withdrawal up to a certain authorised amount. Overdrafts are not intended 
for provision of long term financing but can be used for temporary situations to 
help to balance the books. 

 – Development	loans: They are used to finance building works and are considered 
a risky form of financing for two reasons: 1) There is still a lot of uncertainty 
associated with the project, including project cost overruns and the ability to 
secure a tenant or sell a property successfully and 2) interest rate on the principal 
amount is accrued and only paid on the completion of the project, typically when 
the building is tenanted (or sold). The level of risk involved in development results in 
relatively high interest costs, all else being equal. 

 – Mortgage	loans: A mortgage is a long-term loan secured against property. It carries a 
special legal protection for the lender, that allows them to take the possession of the 
property if payments are not made. In the case of commercial property, the rental 
income provides an extra security. This means that there are relatively low levels of 
risk associated with mortgage financing and this is typically the cheapest source of 
financing available. The long term rates charged can be between 2-6% per annum.

All of the above forms of financing would attract an arrangement fee (c.1-2%) and would 
also have legal costs associated with them.

The amount borrowed is determined by number of facts, the most important ones being 
the value of the project and also where in the economic cycle the loans are granted. Loan 
to value ratios can range from 50% to 95-100%. 
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For nearly all types of loans the bank providing the loan will require security. This is a 
legal right over the assets of the organisation, for example any property or equipment 
it might own, or in the case of a bridging loan, the grants or donations that have been 
secured. In the event that the organisation does not repay the loan, the bank can use 
these assets to get its money back.

What	sort	of	organisation	is	it	suitable	for?

Loan finance is suitable for any heritage regeneration project that will be able to 
repay an element of its funding over a given period of time. This is most likely to be 
the case either where future funding has been secured - for example through grants 
or donations - or where, once redeveloped and stabilised, the building will be able to 
produce a level of surplus income over and above its running costs, that can be used to 
repay the loan over time.

What	sort	of	funding	is	it	suitable	for?	Capital	or	revenue?	Over	what	time	period?

Loan finance can be suitable for either capital or revenue funding, depending on when it 
is needed. The main concern is whether the organisation taking out the loan can repay it 
from one source or another.

The	process:	how	do	you	go	about	setting	it	up	and	how	does	it	work?

All of the main UK high street banks offer a range of loans. There are also a number of 
specialist charity banks that have a strong understanding of charity business models and 
can therefore often lend to charities that a bank might consider too risky. These include 
Charity Bank, Unity Trust Bank and Triados Bank. 

Most banks advertise their loans available on their websites, including details of how 
to apply. If your organisation is seeking to obtain loan finance, you will need to identify 
what loan type is most appropriate (depending on what they need it for), how much 
you need to borrow, for how long, and how you will repay the loan. This information 
will be reviewed and assessed by a bank employee, who may also wish to meet with a 
representative of your organisation to discuss your plans.

The Stanley Mills project in 
Perth utilised a loan from 
the Architectural Heritage 
Fund
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WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH LOAN FINANCE?

BENEFITS RISKS

Loan funding can be sizeable and relate to the whole project rather 
than a particular part, as it is often the case with grants.

Timely repayment of loan principal and interest is required. Failure to 
achieve this can result in financial penalties.

Most loans (although not overdrafts) have a fixed term, which allows 
for appropriate business planning.

There is little flexibility – for example, early repayment may also lead to 
penalties.

Unlike equity financing, only the loan principal and interest are 
repayable, not a percentage of profits.

There is a risk of repossession, if payments are not made.

Loan granting institutions rarely get involved with running the 
business, unless there are significant repayment issues.

UK Government
https://www.gov.uk/business-finance-explained/loans

FURTHER 
INFO

Social	Investment

What	is	social	investment?

Unlike traditional financing, social investment focuses on achieving both 
economic and social returns. It also differs from grants, as there is an 
expectation that the principal amount will be repaid. 

Social investment can take different forms, including debt, equity 
or somewhere in between (for example, loans with a profit share 
participation). The providers of social finance are normally specialised 
institutions, such as community and ethical banks or funds. They often have 
some government-based funding at its source, although there has been an 
inflow of private providers in the last few years and is likely to accelerate as 
the market develops.

What	sorts	of	organisation	is	it	suitable	for?

Social investment funding is suitable for heritage regeneration projects that 
can demonstrate clearly the positive impact on the community, including 
factors such as job creation, improvement in the standards of living or 

How To: Fundraise from private sources72



health benefits. This is particularly relevant for the project based in the more 
deprived areas of the country. Projects planning to apply for social investment 
loans should also demonstrate the ability to repay the loan and derive the agreed 
level of return for the investors.

What	sort	of	funding	is	it	suitable	for?	Capital	or	revenue?	Over	what	time	
period?

Social investment is assessed on project by project basis and all funding 
associated with the project can be considered.

The	process:	How	do	you	go	about	securing	social	investment?	How	does	it	
work?

In addition to outlining the financial return that is available to funders, it is equally 
important to outline the social benefits. The social benefits (outcomes) have to 
be specific and measureable to help you demonstrate the impact that the project 
is making. Often the approach is based on Theory of Change - a framework that 
helps with defining specific and measureable change and that forms the basis for 
strategic decisions.

WHAT ARE THE BENEFITS AND RISKS ASSOCIATED WITH SOCIAL INVESTMENT?

BENEFITS RISKS

Sizable projects can be considered for  social investment. Due diligence process is likely to be extensive, as for any financial 
investment.

Social investors are concerned with social as well as economic returns 
and hence prepared to take social returns into consideration at the 
expense of the lower than market commercial rate of return.

It is important to understand the social investment framework and ensure 
that the social outcomes are reported and measured in the right way. This 
is likely to involve significant time (and some financial) commitment.

Social investors can become board members and provide valuable 
advice and guidance, as well as financial investment.

Unlike grants and donations, social investment has to be repaid and target 
return achieved.

UK Government
https://www.gov.uk/government/collections/social-investment

Big Society Capital
http://www.bigsocietycapital.com/for-investors/opportunities

Social Investment Business
http://www.sibgroup.org.uk/bigpotential/

FURTHER 
INFO
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Section 5
Maximising your 
fundraising
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This section includes advice on how you can maximise 
funding received for your project through full cost 
recovery and appropriate handling of VAT.

Full	cost	recovery

What	is	full	cost	recovery?

The term ‘full cost recovery’ means securing funding for – or ‘recovering’ – 
all your organisation’s costs, including the direct costs of your projects and 
all your overheads, such as rent, equipment and finance personnel, which 
are essential to the running of your organisation. Through full cost recovery 
your organisation’s overheads are shared among your organisation’s 
projects. Therefore the full cost of your project is the cost directly relating to 
the project plus the project’s share of the overheads.

Through full cost recovery, organisations and their funders can ensure that 
the price of projects and services reflect the full costs of delivery, including 
the legitimate portion of overhead costs.  It means that budgets are far 
more accurate and transparent and that there will be no surprises later on 
in project delivery.

There are huge benefits in adopting the full cost recovery approach.  It will 
help both you and the funder to understand the real cost of the project/
service and help you understand whether your organisation can legitimately 
deliver the project when all costs are taken into consideration.  

What	sorts	of	organisation	is	it	suitable	for?

Full cost recovery is useful for any type of organisation, large or small, from 
any field of work. The most comprehensive guidance related to full cost 
recovery has been produced by Acevo and New Philanthropy Capital. An 
extremely useful template, which will enable you to conduct your own full 
cost recovery calculation, is available on the Big Lottery Fund’s website.

5	 	Maximising	your	fundraising
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Acevo
http://www.thinknpc.org/publications/full-cost-recovery-2/   

Big Lottery 
http://www.biglotteryfund.org.uk/funding/funding-guidance/applying-for-
funding/full-cost-recovery 

VAT

What	is	VAT?

VAT stands for ‘value added tax’ and is a tax on a business transaction. A business 
transaction is any exchange that helps to further the cause of your business. The 
standard rate for VAT is 20%, but goods and services fall into different VAT rate 
categories. These categories are standard rate, lower rate (5%), exempt, outside 
the scope or zero rate. The below table shows the types of goods and services that 
fall into each:

EXEMPT ZERO LOWER (5%) OUTSIDE THE SCOPE STANDARD (20%)

• Postal services
• Works of art
• Supplies of goods 

where input tax 
cannot be recovered

• Land
• Investment gold
• Subscriptions 

to TU and other 
professional bodies

• Burial & cremation
• Education
• Fundraising events by 

charities
• Finance
• Insurance
• Health & Welfare
• Lotteries, betting & 

gaming
• Cultural services
• Sport, sports 

competitions and 
physical education

• Transport
• International services
• Talking books for the 

blind
• Sewerage and water 

services
• Imports / exports
• Food
• Children’s’ clothes
• Houseboats & 

caravans
• Drugs, medicines 

and aids for the 
disabled

• Bank notes
• Food
• Construction of 

buildings
• Gold
• Books

• Children’s car seats
• Residential 

conversions
• Installation of energy 

saving materials
• Domestic fuel or 

power
• Residential 

renovations and 
alterations

• Women’s sanitary 
products

• Grant funded 
installation of gas 
supplies, security 
goods and heating 
equipment

• Covenants
• Donations
• Flag days 
• Loans
• Dividends
• Grants
• Religious offertories
• Legacies
• Investment income

• Any goods or services 
that do not fall into 
any of the other 
four categories are 
subject to VAT at the 
standard rate

FURTHER 
INFO
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What	types	of	organisation	need	to	register	for	VAT?

You must register for VAT if your organisation has made or had taxable 
supplies in excess of £77,000 over the last 12 months. Charities and 
not-for-profit organisations have to abide by VAT regulations in the 
same way as commercial businesses, but there are certain exemptions 
and reductions that apply to charities. To qualify for these reliefs, your 
organisation must either be a registered charity, or be recognised by 
HMRC as being a charity. If the goods or services you supply always fall 
into the exempt category, then you cannot register for VAT. 

There are two types of VAT registration - voluntary and compulsory. 
Compulsory registration applies to all those organisations making taxable 
supplies in excess of £77,000. If your taxable supplies fall below this 
threshold, you can register for VAT voluntarily. This could be beneficial 
to your organisation in terms of being able to claim back VAT paid on 
purchases. However, if you do not register based on the fact that you 
do not cross the threshold, you should still closely monitor your taxable 
supplies to ensure you do not cross it. Instructions on how and when to 
register for VAT can be found on the HMRC’s website.

Charging	VAT	on	income

Once you are VAT registered, you will need to charge VAT on any business 
activity you supply. A business supply can be any service you provide in 
return for payment. It will depend on the type of supply you are making 
as to whether you will charge the standard, lower or zero rate. You will 
probably have a combination of business and non-business related 
income.

If your income is non-business related (e.g. a donation) then you cannot 
charge VAT on it. If your income is business related, you need to work out 
whether it falls into the exempt category (e.g. education) in which case you 
cannot charge VAT on it. 

It is important to understand that income generated by charities supplying 
at a fundraising event is generally exempt from VAT. The VAT rules relating 
to fundraising events need to be understood, and the HMRC’s website 
gives a detailed breakdown of what these rules are. It is important to 
remember that VAT cannot be claimed back on the costs associated with 
an event.

Claiming	VAT	on	purchases

If you are a VAT registered charity, you are able to claim back some of the 
VAT you pay on purchases. In the same way as with income, you need to 
split your VATable purchases into to whether business or non-business.
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If your purchase is non-business related, you need to decide whether it is 
a direct cost relating to a non-business activity or a general overhead cost. 
VAT on direct costs relating to non-business activities is irrecoverable. If the 
cost relates to general overhead, you need to work out which proportion 
of that overhead cost relates to business activity and how much relates to 
non-business activity. The proportion which relates to non-business activity 
is irrecoverable but the proportion relating to business activity is potentially 
recoverable. You will need to apply a fair and reasonable method/formula to 
work out the potentially recoverable VAT. 

A commonly used formula is taxable supplies divided by taxable supplies plus 
exempt supplies, and then rounding up. E.g. if your taxable supplies were 
£20,000 and your exempt supplies were £5,000 then the formula would be 
applied as follows:

20,000 divided by 25,000 (20000 + 5000) equals 0.8, so 80%. In this instance 
you can claim 80% of VAT paid.

When looking at business related purchases you need to see whether they 
count as an exempt supplies direct cost, a taxable supplies direct costs or 
overheads. You cannot recover the VAT on an exempt supplies direct cost (e.g. 
a cost directly relating to a fundraising event). VAT paid on taxable purchases 
which are a direct business cost is fully recoverable. Again you will need to 
apply a fair and reasonable formula to the overheads.

More information on recovering VAT can be found on the HMRC website.

De	Minimis	Limits

The VAT de minimis limits are put in place to enable businesses to recover 
the part of their input tax that they would not ordinarily be able to, as long as 
it meets certain criteria.  If a business’s exempt input tax is less than £7,500 
per year OR less than 50% of the total input tax, then that exempt input tax 
becomes fully recoverable. 

For example, imagine your charity’s total input tax for the year is £10,500. Of 
this £3,000 is exempt input tax. This would mean the £3,000 exempt input tax 
becomes recoverable as it meets both parts of the de minimums criteria. Firstly, 
£3,000 falls below the annual £7,500 threshold. Secondly, £3,000 falls below the 
50% threshold of total annual input tax which would be half of £10,500.

Full details of these limits can be found on the HMRC website.

VAT	returns

Once you have registered for VAT, you should submit returns on a quarterly 
basis, one month after your VAT quarter ends. Most VAT quarters fall in line 
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with the financial year, but you are able to change the way your VAT 
quarters fall by completing a VAT 484 available from the HMRC website. 
The point of the quarterly tax return is that you report to HMRC how 
much VAT you have charged on your taxable supplies, and how much VAT 
you are claiming from your taxable purchases. You can submit your return 
online by registering with HMRC Charities Online. Go to the HMRC website 
to understand the benefits of registering with Charities Online and for a 
step-by-step guide on how to do this. You can also submit your VAT return 
on a paper form.

The HMRC website contains a guide on how to complete your VAT return 
section by section

Correcting	VAT	errors

If you realise you have made an error on a VAT return you have submitted, 
you need to inform HMRC. You can do this by either writing HMRC a letter 
explaining what the error was and how it was made, or by completing a 
VAT 652 form which can be found on their website.

If HMRC discover an error when processing your return they will send 
the return back to you with a letter stating what the error is and how to 
correct it. The HMRC website details how and when to contact HMRC 
regarding errors made on VAT returns.

There are time limits on correcting errors, and the rules can vary slightly 
depending how much money the error results in. Careless and/or 
deliberate errors can result in large fines from HMRC.

Keeping	VAT	records

As with all financial records, you will need to ensure that these are stored 
in an organised and accurate manner. The HMRC website lists in detail 
what VAT records you are expected to keep. Should you be audited at any 
time, you will need to produce these records to support any VAT return 
you have made.

Any business records relating to VAT must be kept for a minimum of six 
years. You can store your records either electronically or in paper hard 
copies, but they must be easily accessible should a VAT officer visit. If you 
do not keep you VAT records to the standards laid out by HMRC there is a 
chance you could be fined.
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HMRC
VAT for charities:
http://www.hmrc.gov.uk/charities/vat/intro.html	

Registering for VAT:
http://www.hmrc.gov.uk/vat/start/register/how-to-register.htm 

Charging VAT on income:
http://www.hmrc.gov.uk/charities/vat/income.htm	

VAT & fundraising events:
http://www.hmrc.gov.uk/charities/vat/fundraising.htm	

Recovering VAT:
http://www.hmrc.gov.uk/vat/managing/reclaiming/reclaim.htm	

Registering with Charities Online:
http://www.hmrc.gov.uk/charities/online/benefits.htm	

Completing your VAT Return:
http://www.hmrc.gov.uk/vat/managing/returns-accounts/completing-
returns.htm	

De Minimis:
http://www.hmrc.gov.uk/manuals/pemanual/PE4050.htm	

Correcting VAT errors:
http://www.hmrc.gov.uk/vat/managing/problems/corrections/correct-
mistakes.htm#4	

Keeping VAT records:
http://www.hmrc.gov.uk/vat/managing/returns-accounts/accounts.htm#2	

The Vat People 
http://www.thevatpeople.co.uk/services/training	

Forsters http://www.forsters.co.uk/cmsfiles/docs/NwsltNov09_VAT_Charities_
EAS_without%20steps1-5_FINAL.pdf  

FURTHER 
INFO
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Section 6
Evaluation and 
your Project



Evaluation has become a topic that no project requiring 
capital funding can ignore but, more than that, it is a topic 
that should not be ignored as it can inform what to do in 
the future. Heritage projects may focus on the repair of a 
heritage site, object or building but they are also used by 
communities and enjoyed by people. Funders, such as the 
HLF, have made it clear that projects who seek to apply 
for funding, need to start thinking about the topic and the 
methods used for evaluation at the very beginning of a 
project. This section looks to outline why and offers some 
ways forward. 

Why	measure	impact?

Measuring impact in your heritage project can be used for a variety of 
purposes but mainly to demonstrate:

 – What is working in your project and what is not: This can inform future 
planning of your organisation, including the efficient allocation of 
resources. It may also help with future projects you are considering 
as well as informing others of your experiences.

 – To donors or banks/social investors the impact their ‘investment’ is having: 
All funders will have different ways of assessing your project and 
will ask you to consider different measures, depending on their own 
objectives.

 – A wide range of project impacts: Particularly community benefits 
which may help to attract funders who do not usually support 
heritage projects. This is important today in light of the increasing 
competition for funding from the small number of heritage-specific 
trust and foundations donors. A heritage project can therefore also 
be seen as a means to an end.

 – To staff and volunteers: Demonstrating that your charity is making an 
impact can maintain or boost enthusiasm and morale. 

6 Evaluation	and	your	Project
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Do	Heritage	projects	measure	their	impact	currently?

Research shows that 75% of the charitable sector measures impact and see this 
as a way of life (NPC 2014). However, far fewer charities in the heritage sector 
measure impact. Common reasons given are:

 – Not enough time

 – Preference for staff and volunteers to be doing other things

 – Lack of skills to tackle the process

 – Already having a ‘gut feel’ that the project is doing well good because it can 
be seen and heard

All of these are valuable assertions, but they are not helpful to an external 
organisation wishing to understand how, and in what areas, your project is 
delivering impact.

Where impact is measured in the sector, it usually concentrates on a number 
of case studies, participant surveys and statistics on numbers of volunteers and 
visitor numbers. While this can be enough for some donors it’s not for others 
and more consideration needs to be given to what your organisation could learn 
from the project. Organisations, such as the HLF, encourage organisations to 
think about different types of impact, especially around community benefits and 
outcomes, early on in a project and they have incorporated this into their grant 
applications and reporting procedures.

Inputs,	Outputs	and	Outcomes

There are a number of words used to describe evaluation and impact that are 
present in many funding application forms. Understanding what these each entail 
is crucial to making a successful application. These are explained below

Inputs: What resources are going into the project? This may be financial, time of 
volunteers or even in-kind support.

Outputs: What activities are undertaken as part of the project and what level of 
engagement or participation is achieved? These can be quantative. How many 
events or attendees for example. 

Outcomes: Represent the impact of the project on people, things that are the 
result from participating in the activity or engaging with the project. These may 
be short term things such as awareness, skills, learning and those may develop 
into medium term things such as changes in policies, actions, behaviour which in 
turn may result in long term larger social changes on an economic, social and/or 
environmental level. 
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What	measures	do	social	investors	like	to	see?

Social investors who look for a social as well as a financial return on their loan 
are often less interested in heritage benefits than the wider social impact. In 
other words, with regard to volunteers, they want to see how heritage is changing 
the lives of volunteers who work in heritage, rather than the simple numbers of 
volunteers. 

Many investors do not see a heritage asset alone as a good investment as
 a) it can be seen as high risk and not reliable and;
b) it is (arguably) not obvious that the building itself meets a social need. 

In addition, while heritage projects do often have a strong social impact, this 
impact is not always communicated in a language that investors require. 
Quantitative rather than qualitative impacts are often preferred, e.g. £4 benefit for 
every £1 invested.

What	can	heritage	organisations	do	to	emphasise	wider	impact?

 – Volunteering: 99% of HLF-funded projects have a volunteer element and 
heritage volunteering represents 6% of all voluntary work undertaken 
in England (DCMS, 2016). HLF research reported levels of mental health 
and wellbeing that are far higher than for the general population (DOP 
Consulting, 2011). Many volunteers go on a personal journey with the 
project (increased skills, improved self-confidence, better qualifications 
to take on paid employment, less loneliness, better physical and mental 
wellbeing), which can be measured.

 – Create a sense of place and pride in the community: The wider social and 
economic impact of restoring an ‘at risk’ heritage building and securing 
a sustainable future for the benefit of the community can be measured. 
The Historic England Heritage Counts 2016 survey results indicate £1,646 
wellbeing value per person per year of visiting heritage sites. 92% of 
respondents of a recent survey felt that heritage projects had raised 
pride in their local area and 93% felt that the project had improved their 
perceptions of the local area (AMON and Locum Consulting 2010).

 – Demonstrate economic advantages: For example, businesses that occupy 
listed buildings generate £13,000 extra GVA per business per year (HLF 
New ideas need old buildings 2013); listed properties generate a higher 
level of total Return on Investment (Colliers Encouraging Investment in 
Industrial Heritage at Risk: the investment performance of listed properties 
2011). Economic impact can include income generation, increased business 
around heritage (suppliers, on-site bookstore, cafe), local community 
economic benefits (more business for shops, restaurants and hotels and 
other providers of goods and services).

Restoration work being 
undertaken on the 
Montagu Monuments, St 
Edmund’s Church, Warkton
(Opposite page)
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How	do	I	start	a	programme	of	impact	measurement?

A good first step would be to meet with all the key stakeholders in your 
organisation early on in the project to discuss what impact might be, how it can 
be measured and how it should be communicated.

Examine these six questions before embarking on a programme of impact 
measurement:

1. What impact is the project trying to achieve?

2. Who are we trying to influence with our data?

3. Who are the likely grant-holders or social investors, what is their 
capacity?

4. What can be measured?

5. What kind of evidence will be needed and how will it be collected? 

6. What in-house resources are available?

The	Logic	Model

A useful first step for the initial stakeholder meeting is to consider the logic 
model. The first three steps are outlined above in Inputs, Outputs and 
Outcomes. These need to be considered with the associated assumptions for 
the project - how the activities will create the intended outcomes and then 
reflect on the external factors which may influence what is trying to be achieved. 
Another way you may see this is described is the Theory of Change Model 
which can be summarised as a model which shows an organisation’s path from 
needs to activities to outcomes to impact, i.e. the changes you want to make 
and the steps involved in making that change happen. The process involves an 
examination of the assumptions behind your reasoning.

How	should	I	go	about	measuring	impact?

Much of what is measured is qualitative, e.g. visitor satisfaction, changes in 
people, changes in community. This can be communicated through case studies 
and anecdotal evidence.

But how do you translate the data into a statistic? How do you monetise 
‘happiness’? A starting point can be existing surveys that relate to your project. 
These can include heritage-based reports such as Historic England’s annual 
Heritage Counts. Looking outside the sector, local authorities often have data on 
the social impact of hospitals, schools and other community services and how 
they are measured. 
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What	measurement	techniques	are	available?

There are over 1,000 different methods of measuring impact, so it might be useful 
to examine the methodology behind existing surveys to find the right one for 
your project.  Some donors will want to see the evidence behind the statistics you 
use and these can be found in the footnotes of reports like Heritage Counts. For 
example 93% of residents say that local heritage has an impact on their quality 
of life (HLF 2015 Twenty Years in 12 Places); over 90% feel that investment in 
the historic environment had resulted in a nicer place in which to live, work and 
socialise (AMION and Locum Consulting 2010 Impact of Historic Environment 
Regeneration).

A useful source of techniques used and recognised by government is the HM 
Treasury The Green Book:  Appraisal and Evaluation in Central Government. Local 
authorities, public health organisations and universities may also be willing to 
assist local heritage projects in applying measurement-impact techniques.

Who	should	measure	impact?

This is very much dependent on the size of your project and what you intend 
to do. People working with the project are often the best placed to undertake 
impact measurement. Everyone should measure impact, from volunteers to 
trustees. If the techniques to assess the impact of your project are embedded in 

Volunteers at Brymbo 
Ironworks
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the organisation from the start, then it becomes a natural part of the way 
everyone operates. 

A consultant can be employed to undertake the work but if so, make sure 
you work with them to first establish the parameters and the type of data 
you would like to see, bearing in mind the requirements of your funders. 
Make sure the consultant is clear about the methodology and that it is 
robust. Remember you need to be able to use the information - but it may 
not be the answer you wanted or expected. 

Data needs to be objective and free from bias, but additionally it needs 
to be analysed against the criteria set out within your project plan or 
application. We all need to learn lessons from the projects that we 
complete, so setting out your evaluation report to promote this helps 
everyone learn easily. 
Remember, no story is negative if it can be learned from - criticism can be a 
productive friend.

Heritage Lottery Fund – Evaluation Guidance (2017)
https://www.hlf.org.uk/evaluation-guidance	

New Philanthropy Capital (2014) Impact in the Heritage Sector
https://www.thinknpc.org/publications/impact-in-the-heritage-sector/	

New Philanthropy Capital (2012) Theory of Change
https://www.thinknpc.org/publications/theory-of-change/	

Historic England - Heritage Counts
https://historicengland.org.uk/research/heritage-counts/	

HM Treasury The Green Book: Appraisal and Evaluation in Central 
Government
https://www.gov.uk/government/uploads/system/uploads/
attachment_data/file/220541/green_book_complete.pdf	

Arts and Humanities Research Council (AHRC)
http://www.ahrc.ac.uk/funding/resources-for-researchers/
selfevaluation/	

Associations of Independent Museums (AIMS) - Economic Impact Toolkit
https://www.aim-museums.co.uk/wp-content/uploads/2017/02/AIM-
Economic-Impact-Toolkit-2014.pdf	

FURTHER 
INFO
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Associations of Independent Museums (AIMS) - Advocacy Toolkit
https://www.aim-museums.co.uk/wp-content/uploads/2017/02/Evidencing-
Social-and-Environmental-Impacts-of-Museums-AIM-Advocacy-Toolkit.pdf	

Better Evaluation
http://www.betterevaluation.org/	

Evaluation Support Scotland
http://www.evaluationsupportscotland.org.uk/	

NCVO Charities Evaluation Services
https://www.ncvo.org.uk/practical-support/consultancy/ncvo-charities-
evaluation-services	

The Heritage Alliance ‘Giving to Heritage’ webinar: ‘Measuring and Communicating 
Impact in Heritage’ 
https://www.youtube.com/watch?v=eYf1KhzQlEU&feature=youtu.be	
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Section 7
Summary



We hope that this guide provides a good starting point for 
your funding journey. Whilst you may not use all the sources of 
funding described here, you will need to consider most of them 
during the project life cycle.

This guide will be updated regularly to incorporate the very 
latest fundraising developments. If you or your project have 
used a particular type of funding well and would like to be 
included as a case study, then please get in touch at BRICK@
princes-regeneration.org.

7	 	Summary
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Glossary



Activity	Plan
The document in which you set out 
everything you want to do in your project 
that is not capital works to engage people. 
In it you usually describe the activities 
you will do in order to deliver your 
project objectives and achieve against 
specific donor outcomes for people and 
communities. It is also your opportunity 
to describe the process which led you to 
decide which particular groups of people 
you want to engage with and why.

All	or	nothing	funding
In a crowdfunding campaign, ‘all or nothing’ 
funding means that if you do not manage 
to raise the amount you said you will at the 
beginning of your campaign, you will not 
receive any of the funds. For example, if you 
wanted to raise £10,000 and only raised 
£9,000, you will not receive any of it.
 
Business	/	Non	Business	VAT
You can only reclaim VAT on goods and 
services you buy for your business. You 
are in business if you supply goods or 
services in exchange for payment, and this 
is a frequent occurrence and an ongoing 
activity. You are not in business if you 
occasionally receive income from sources 
such as leisure activities or hobbies. If you 
use an item for both business and non-
business purposes such as a computer, 
you can only reclaim VAT on the proportion 
of the item that you use for your business. 
For more information on how to identify 
business and non-business VAT, please visit 
HMRC’s manual:

http://www.hmrc.gov.uk/manuals/
vbnbmanual/vbnb11000.htm 

Business case
A justification for a proposed project or 
undertaking on the basis of its expected 
commercial benefit.

Business	plan
A formal document of a set of business 
goals, the reasons they are believed to be 
attainable, and the plan for reaching those 
goals.

8	 Glossary

Capital	funding
Money spent on the purchase or 
improvement of fixed assets such as 
buildings, roads and equipment

Case	of	support
A document laying out your argument and 
evidence of the need for your idea, project, 
and the adjacent funding. It is much like a 
piece of research showing that there is a 
legitimate problem you are going to address 
through your work. 

Cashflows	
Revenue or expense streams that change 
a cash account over a given period. Cash 
inflows usually arise from financing, 
investing or through donations, grants or 
gifts. Cash outflows result from expenses or 
investments. 

An accounting statement called the “statement 
of cash flows” shows the amount of cash 
generated and used by an organisation in a 
given period. Cash flow can be attributed to 
a specific project or to an organisation as a 
whole. Cash flow can be used as an indication 
of an organisation’s financial viability. 

Celebrity	endorsement
A form of brand or advertising campaign 
that involves a well-known person using 
their fame to help promote a project, idea, 
charity, or business. 

Claims
The process of sending in all the necessary 
information in order to receive the actual 
money from the grant you have been 
offered. It is a bureaucratic process which 
requires you to evidence all your expenses 
so that your funder is ensured you used it 
for the agreed purpose. 

Claw	back
Money or benefits that are distributed 
and then taken back as a result of special 
circumstances. Usually grant claw backs 
happen because community groups did 
not fulfil all the conditions of their grant 
agreements with statutory bodies or trusts 
and foundations.

‘Cold’	ask	
Asking for money from a prospect you have 
no previous connection to, or you have not 
warmed up through other means (common 
connections, event, talk, etc.)

Commercial	income	
The amount of money your project or 
building generates from business and 
commercial activities (café, gift shop, renting 
out space, visitor attraction, etc.).

Community	enterprise
Community enterprises are social 
enterprises that are community-led 
organisations. They support economic and 
community regeneration and renewal. 
They trade for a social purpose and invest 
surpluses in further enterprise development 
and for community benefit.

Community	fundraising
Raising funds from your local community 
through raffles, large and small events, lotteries 
and other types of fundraising activities. 

Community	shares
Refer to the sale of shares in an enterprise 
serving a community purpose. This type of 
investment has been used to finance shops, 
pubs, community buildings, renewable energy 
initiatives and local food schemes, along with a 
host of other community-based ventures.

Corporate partnerships 
A partnership between a fundraising 
organisation and a commercial entity, where 
the commercial entity provides money, 
skills or other resources to the fundraising 
organisation.

Crowdfunding	
The practice of funding a project or venture 
by raising many small amounts of money 
from a large number of people, typically via 
the Internet.

Crowdsourcing 
Obtaining information or input into a 
particular task or project by enlisting the 
services of a number of people, either paid 
or unpaid, typically via the Internet.
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Development	partnership
A relationship in which a community 
group partners up with a developer to 
deliver a capital project. The developer 
offers equity funding in return for a 
share of the profits generated by the 
scheme.

Direct costs
A price that can be completely 
attributed to the production of specific 
goods or services. Direct costs refer to 
materials, labour and expenses related 
to the production of a product. 

Donor	cultivation	
The long-term process of nurturing 
donors towards higher levels of 
understanding, commitment and 
giving.

Donor stewardship 
The ongoing relationship with a donor 
after a gift has been made and, if done 
successfully, can lead to a major gift. 

Drawdowns
Gradually receiving the grant money 
throughout the development and 
implementation of a project.

Earned	income
Earned income comprises all the 
activities and the uses you plan and 
deliver through the building you are 
trying to save and that will bring money 
into your project, making it viable and 
sustainable in the long-term.

Equity	funding
The process of raising capital through 
the sale of shares in an enterprise.

Flexible	funding
In a crowdfunding campaign, the 
option which will offer you the 
opportunity to keep however much 
you raise from your proposed target in 
exchange of a bigger % charge to the 
crowdfunding platform. 

Foundation 
A foundation is a trust whose income 
derives from an endowment of land 
or invested capital. Charitable trusts 
and foundations generally invest funds 
and award grants through the interest 
earned on this.

Friends	scheme
This is where members of the public 
become supporters of your organisation 
by paying on a regular basis (i.e. per 
calendar month, quarterly or annually). 
In return they would expect to receive 
benefits over and above those offered 
to non-members.

Full	cost	recovery
Recovering the total costs of your 
project or activity, including the 
relevant proportion of all overhead 
costs. Understanding the full costs of 
projects, or services, may not result in 
full cost recovery every time. However, 
calculating the full costs enables you to 
understand the exact level of funding 
you require. It also provides a clear 
picture of how a particular project 
draws on the shared resources of your 
organisation. 

Funder	guidelines
A set of conditions and rules that form 
the basis of the grant contract between 
the grant giving institutions and their 
grantees. 

Funding	milestones
Specific goals an organisation sets 
throughout their funding journey, so 
they can keep track of progress, and 
split up large goals into achievable 
chunks. 

Fundraising 
The act of collecting or producing money 
for a particular purpose, especially for 
a charity.

Fundraising	strategy
A plan that identifies the financial 
requirements of an organisation or 
group so that it may conduct its work 
and carry out its objectives. The strategy 
should outline the actions, timescales 
and resources that will be implemented 
to enable the funding needs to be met.

Gift-Aid
A scheme which increases the value of 
donations given by UK taxpayers.

High	net	worth	individuals
A classification used by the financial 
services industry to denote an individual 
or a family with high net worth. Although 

there is no precise definition of how 
rich somebody must be to fit into this 
category, high net worth is generally 
quoted in terms of liquid assets over a 
certain figure (usually £1million). 

HLF Heritage Enterprise 
The Heritage Enterprise grant through 
HLF funds the conservation deficit of 
a project. The scheme provides grants 
between £100,000 to £5 million It is 
specifically targeted at projects that 
seek to achieve economic growth 
by investing in heritage buildings. 
Applicants can be partnerships 
between a developer and a not-for-
profit organisation though the lead 
partner must be the not-for-profit. The 
project is more likely to secure funding 
if the building is located in an area of 
economic deprivation, is deemed to 
be at risk and has some form of formal 
designation. This grant follows the 
standard HLF two stage application 
process and we recommend reading 
potential application notes carefully. 
In particular, it will be important 
to adhere to guidance about 
the conservation deficit and the 
development appraisals. Please note 
the HLF will not accept applications 
where the developer’s profit exceeds 
15%.

In	kind	gifts
Non-cash gifts of tangible or intangible 
property: equipment, materials, 
services, advice, consulting. 

Innovative	financing
A range of non-traditional 
mechanisms to raise additional funds 
for organisations through “innovative” 
projects such as micro-contributions, 
taxes, public-private partnerships and 
market-based financial transactions.

IT	literacy
Having a basic knowledge of modern 
technology, such as computer, smart 
phone and social media channels and 
platforms.

Legacy
The largest gifts received by charities 
from individuals. It is a donation that 
someone leaves to a charity of their 
choice in their will.
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Legacy10
Legacy10 is an independent UK 
Campaign with the aim of encouraging 
charitable giving in the UK by taking 
advantage of the change in the 
inheritance tax rules.

Loan	finance
The extension of money from one 
party to another with the agreement 
that the money will be repaid. Nearly 
all loans (except for some informal 
ones) are made at interest, meaning 
borrowers pay a certain percentage 
of the principal amount to the lender 
as compensation for borrowing. Most 
loans also have a maturity date, by 
which time the borrower must have 
repaid the loan.

Long-term	development	strategy
Your plan for the future development 
of your organisation. It is a document 
laying out your timescale and objectives 
for several years and the activities you 
want to focus on, including how you are 
going to finance them. 

Lottery	funding
Lottery funding in the UK represents a 
significant proportion of the proceeds 
from the sale of national lottery tickets 
to good causes. 

Major	donor
A major donor is an individual donor 
who gives a substantial gift to your 
organisation in comparison to the 
size of other gifts you receive. In some 
organisations a major gift might be 
over £1m but in a small organisation, it 
could be as little as £100.

Market	research
The action or activity of gathering 
information about consumer needs 
and preferences. It often involves 
a competitor’s review – meaning 
looking into what other organisations 
are offering and how your services 
compare to theirs. 

Marketing	strategy
An organisation’s strategy that 
combines all of its marketing goals 
into one comprehensive plan. A good 
marketing strategy should be drawn 
from market research and focus on the 
right product mix in order to achieve 
the maximum profit potential and 

sustain the enterprise. The marketing 
strategy is the foundation of a 
marketing plan.

Mitigation	strategy
A strategy devised to minimise, to the 
lowest level possible, any risks to your 
project and overall business plan, while 
still managing to maintain the optimum 
output and delivery of services.

Online	fundraising
The use of online fundraising tools 
for newer and more efficient ways to 
communicate and interact with your 
donors and to reach a wider audience. 

Operating	manual
Comprehensive guidelines advising 
employees on how to operate the 
organisation. It covers all aspects of 
the business, and may be separated 
into different manuals addressing 
such subjects as accounting, 
personnel, advertising, promotion and 
maintenance, etc. 

Overheads
Overhead costs vary but often 
include staffing costs, rent, utilities, 
licensing fees, technology, fundraising 
costs, marketing and legal costs. It is 
important to account for these when 
planning your budget or applying for 
grants. 

Payroll	giving	scheme
A plan by which an employee pays 
money to a charity directly out of his or 
her salary. The money is deducted by 
the employer and paid to the charity, 
and the employee gets tax relief on 
such donations.

Procurement
The action of procuring a service or 
item. Usually you have to keep track of 
everything you procure for grant claim 
purposes, as well as keep in line with 
statutory procurement processes. 

Project	budget
All the costs associated with the direct 
delivery of your project.

Restricted	income
Money that flows into your organisation 
for a specific purpose, usually one which 
is specified by the donor. 

Return	on	investment	(ROI)
A performance measure used to 
evaluate the efficiency of an investment 
or to compare the efficiency of a 
number of different investments. To 
calculate ROI, the benefit (return) of an 
investment is divided by the cost of the 
investment; the result is expressed as a 
percentage or a ratio.

Revenue	funding
Revenue funding is for things like 
running costs, salaries, consumables, 
hire of training rooms, insurance, 
maintenance, essential services, 
telephone, post and print charges and 
so on. Also sometimes called ‘core 
costs’. 

Risk	assessment	
A systematic process of evaluating the 
potential risks that may be involved in a 
projected activity or undertaking.

Risk	register
A master document which identifies 
and logs all of the potential risks 
associated with your project,  their 
severity, and the actions/steps to be 
taken. It can be a simple document, 
spreadsheet, or a database system, 
but the most effective format is a 
table. A table presents a great deal of 
information in just a few pages.

Secondment
The temporary transfer of an official 
or worker to another position or 
employment. For example, the charity 
sector in the UK receives a lot of 
secondments from the private sector 
as well as from the civil service. 

Seed	capital
The initial capital (money) used to 
help start a project, idea, venture or 
organisation off the ground. 

Service	charge
A charge made for maintenance on a 
property which has been leased.

Share	offer	document
A description of an organisation’s 
operations, financial background, 
prospects, and the detailed terms and 
conditions relating to an offer for sale 
or placing of its stock by notice, circular, 
advertisement, or any form of invitation 
which offers securities to the public.
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Social	investment
Socially responsible investing (SRI), 
also known as sustainable, socially 
conscious, “green” or ethical investing, 
is any investment strategy which seeks 
to consider both financial return and 
social good.

Social	media
Websites and applications that enable 
users to create and share content or to 
participate in social networking.

Statutory	consent
Statutory consents are the permissions 
you require in order to carry out the 
changes you wish to make to your 
property.

Statutory	funding
Comprises various types of funding, 
such as grants and contracts, from a 
number of different sources, such as 
local authorities, primary care trusts, 
and central government departments.

The	Ask
An actual question inviting a person or 
company to take a specific concrete 
step on behalf of your organisation. In 
the case of major donor fundraising, 
it is usually an ask for money, but it 
can be for other things as well (time 
commitments, attending an event, 
providing other kind of support).

The	Seven-Step	Cycle
A classic model of major donor 
fundraising, laying out 7 distinct steps of 
action in order to ensure efficiency and 
success in this type of fundraising.

Trust 
An organisation that controls property 
and/or money for another person (a 
charitable trust, a housing trust, etc.). 
usually governed by a board of trustees.

Trust	timescales
The deadlines trusts impose on their 
grant applications, grant approval 
and payment, receipt of reports and 
any other grant-related documents. 
The process of applying to trusts and 
foundations usually takes months.

Unrestricted	funding
Money given to a non-profit organisation 
by a donor that the organisation is 

free to use as they see fit. For example, 
when given a donation of unrestricted 
funds by an individual, a charity might 
allocate its use toward helping offset the 
organisation’s operating costs such as 
rent, labour costs and utility bills.

Will
A will is a legal document that empowers 
a person to provide for those people 
and causes they care about  through the 
distribution of their estate after death, 
and may also help to provide closure for 
their family and friends. 
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