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Constant requests

As I travel extensively and am rarely obtainable by telephone, I receive numerous email requests for advice on fundraising (which I provide happily and then include generically on the FAQs on our website) and requests to set up consultancy sessions. I never make an appointment without establishing the gist of the client’s requirement as I learnt many years ago that NPO staff and trustees are sometimes not clear on the specific professional advice required. As a fundraising consultant, I am not always the appropriate person to handle a query/problem, even if it involves a fundraiser. Before beginning to screen requests for paid consultancy time, I had a few meetings where it was apparent that different professionals were required.
In one case, I was asked to consult at an NPO’s offices as they were not managing to raise much money. I arrived early and was shown into a waiting area which contained posters, pamphlets, newsletters and annual reports. The person whom I was to see was running late which meant that I had about half an hour to read up on the organisation. Despite over two decades in the NPO sector, I was baffled as to what the organisation actually did. Twenty minutes into my meeting with the CEO, I was still not able to gather what services they carried out – ie:  what their projects were.

She freely admitted that they always had difficulty explaining their work and felt that possibly donors were confused and that that could account for their lack of donor funding. I suggested to her that she in fact required a marketing consultant (possibly after a strategic planning exercise) and that once the projects, mission, vision and goals were clear, those could be communicated to potential donors. Had I established all this by email, everyone’s time would have been saved. I did not charge for my ‘non-consultation’ of course, but wasted three hours in travelling time and time at her office.

On another occasion, I was asked for a consulting session only to find at the meeting that it was the old chestnut of commission-based fundraising rearing its tired head. This time however it was the fundraiser who wanted advice as she had a contract giving her a generous salary plus 10% commission and she had raised a once-off amount of R8million and the NPO’s board members were refusing to allow her to cream off R800 000.
After getting my dig in about being the wrong person to consult on this as I don’t believe in fundraisers taking a commission, I told her that she did not need a fundraising consultant but a labour lawyer as she in fact had a labour issue.

My screening process isn’t fool proof though! I recently had a request to consult to someone new to applying to the Lottery. The Lottery’s call had been made and, although the person had seen the guidelines, he still wanted to book time with me. Seven minutes after he and his ‘partner’ arrived, complete with multimedia presentation, expensive brochures and business cards, I realised that theirs was a for-profit company and explained that the meeting was pointless as they would not receive Lottery money.
Jill Ritchie
------------------------------------------------------------------------------------------------------------------
A history of corporate giving in South Africa

Formal support via charities for people in need (as well as causes such as the arts, animals and environmental issues) by South African companies has evolved in only four decades. Today, South Africa has arguably one of the most (if not the leading) sophisticated and developed cultures of corporate giving amongst the over 100 developing countries globally.

The seventies

In 1972, UCT Professor of Business, Meyer Feldberg, lobbied local captains of industry to follow the American example of providing funding to uplift the communities where their goods or services were marketed and specifically those neighbourhoods from where their work forces hailed. Although this concept was based more on being in the interests of the long term success of the companies than altruism, corporate South Africa began taking note of Professor Feldberg’s advice. At this time, with apartheid’s inhumane iron grip on the country, NGOs were multiplying in number every few years as more and more concerned citizens (often from faith based initiatives) formed organisations to care for people doubly disadvantaged by both legislated discrimination and poverty.

The apartheid era was a tougher time for NGOs than was generally known. In order to be allowed to raise money, they were required to apply for a Fundraising Number, in terms of the Fundraising Act of 1978. Such applications were vetted by none other than South Africa’s version of the Gestapo – the Security Police – as many NGOs were in fact conduits for foreign funds to support the fight against apartheid – hence the unfortunate term ‘struggle accounting‘. (One could hardly keep transparent and proper records of funds for ‘illegal’ purposes and, sadly, greed, fraud and corruption occurred on occasion.)

1976 saw the Children’s Uprising in Soweto and nationwide rioting. The people were showing their anger and frustration at their state orchestrated and imposed suffering. To the disdain of the then Prime Minister, the country’s wealthiest and most dynamic company chairmen arranged a conference attended by 180 delegates from leading companies. Held in November of 1976 at the Carlton Hotel in downtown Johannesburg, this initiative led to the formation of the Urban Foundation. This first ever South African formalised major donor initiative, which lasted two decades, provided R1.8billion for schools, housing for the poor, community centres and teacher training.

The Sullivan Principles
The most catalytic development to influence corporate support for South African NGOs was the adopting by the United States Congress of the Sullivan Principles. This code of conduct governed American corporations (and their partner companies) worldwide. Aimed at promoting social, economic and political justice, the Sullivan Principles required that a percentage of American companies’ payrolls be donated to NGOs in countries operating contrary to international human rights norms (such as South Africa) should they elect remain and do business in such countries. International support to end apartheid saw the advent and escalation of trade sanctions against South Africa. Those American companies that elected not to pull out (as others divested) their businesses, suddenly had millions that they had to give away. Overnight, Corporate Social Responsibility (CSR) departments were started and staff appointed specifically to give these funds away.
Local companies, notably led by the Anglo American group, followed suit and, by the early eighties formal corporate giving had been established in South Africa’s top 100 companies.

Cheque book charity 

Corporate Social Responsibility in the first two decades after its advent was relatively unstructured and grant-making criteria were not as clearly defined and strategically arrived at as today. Terms such as ‘outcomes’, ‘sustainability’ and ‘evaluation’ had not yet entered the corporate giving lexicon. In most cases of early CSR, a small senior group within a company would decide on the areas of support.

Corporate Social Investment

Corporate Social Responsibility evolved into Corporate Social Investment (CSI) along side the advent of democracy in South Africa in the nineties. Giving by companies was, literally, no longer seen as their ‘responsibility,’ but rather as their investment in the future of the country – for the right reasons. Consultation of beneficiary communities and staff involvement in determining grant-making criteria (usually with shop steward representation on CSI committees) became the norm.

Best practice models

The new millennium has seen CSI truly coming into its own. CSI is being strategically planned, partnerships (often with government) are entered into, sustainability and methods of monitoring of NPOs’ projects’ success (or otherwise) are now the norm. After decades of environmental concerns being considered just another left-wing nuisance lobby, environmental issues too have become integrated into CSI policies. Broad Based Black Economic Empowerment (BBBEE) requirements (although compliance on some levels is voluntary – government contracts and tenders are dependant on ‘scorecards’ of tendering companies and their suppliers), are also beginning to have an effect on CSI. The initial challenge for most business owners – large and small – is to understand the BEE Act! But it is sure to bring more support – money, donations in kind and skilled volunteering services – to the NPO sector.

(The above is an extract from our new book Funders on the Web.)
------------------------------------------------------------------------------------------------------------------
SAIF Fundraising Convention

Have you booked for the only convention of this magnitude (unfortunately still only every two years) on fundraising in South Africa? The programme is growing and looking more and more exciting. The UK’s phenomenal public speaker, Bernard Ross, alone, is sufficient reason to attend! www.saifundraising.org
------------------------------------------------------------------------------------------------------------------
Training
Although we continue to offer in-house training, in support of the Southern Africa Institute of Fundraising’s (SAIF) Learning Centre initiative, Jill Ritchie now trains under SAIF’s banner. Our in-house training is, however, arranged directly with Jill jill@papillonpress.biz More and more NPOs are benefiting not only from upgrading of their own staff and volunteers’ skills by undergoing selected, often tailor-made training courses focusing on their own organisations’ needs but many are also utilising this opportunity as an excellent income generating mechanism. As we charge a training fee (plus travel/accommodation costs), irrespective of the number of delegates, by arranging training in your area and providing the venue and catering, all profits can be retained by your NPO.
------------------------------------------------------------------------------------------------------------------
New in the Papillon Press Book Range
The Art of Asking + 62 more Fundraising Tips + Trends by Terry Murray
Published by Papillon Press ISBN: 978-0-9584434-8-7 R200 (excl)
At last! A book that’s time has come. Terry Murray, one of South Africa’s leading and most experienced fundraisers, has been writing a column in DMI’s quarterly Fundraising Forum newsletter www.dmi.co.za for over 20 years and this superb volume comprises these columns. Papillon Press has had the honour of publishing this book and including it in our range. We reread every single article and, with the exception of two or three that were dated – such as speculating on the impact of the advent of the National Lottery or the introduction of the NPO Act – we recognised that, as much as things change, so they stay the same. Terry’s invaluable advice, philosophy and insights are as relevant today as the wisdom, tips and pointers were when they were written. No fundraising office should be without this invaluable resource. 
To order, visit www.papillonpress.biz, email books@papillonpress.co.za or 
tel 021 851 4793.
Funders on the Web by Jill Ritchie and Khandiz Towill

Published by Papillon Press ISBN:  978-0-9584434-9-4 R400 (excl)
We have listened to you, the fundraising community and noted your repeated requests for focussed donor information. We have had numerous emails asking for lists, databases or directories of donors to specific fields or sectors of NPO involvement. In response, we have compiled Funders on the Web. This book with CDrom offers an update of corporate, trust, embassy and foreign fundraising for local NPOs, practical examples, tips and advice (such as examples of proposals and budgets) and feed back from donors telling us what they love and hate about fundraisers. In addition, the publication groups together donors and their websites that give to 61 sectors ranging from arts to youth. The accompanying CDrom replicates this information, offering click-through links to the websites of donors, both locally and overseas who fund in each sector.
The immense task of the research and preparation of Funders on the Web has removed the time consuming aspects of searching the Internet in order to readily identify donors to specific fields of endeavour.

Obviously only donors with websites could be included and our popular Donor Directories which offer in-depth hardcopy information as well as databases in Microsoft Access remain an option to people preferring this system with ongoing updated information on our website www.papillonpress.co.za/copy/donorchanges.asp
To order, visit www.papillonpress.biz, email books@papillonpress.co.za or 
tel 021 851 4793.
------------------------------------------------------------------------------------------------------------------
QuickGuides – Everything you need to know fast
Papillon Press is the African distributor for the innovative QuickGuides range of short books dedicated to the non-profit sector. Beautifully laid out and in full colour on top quality paper, QuickGuides offer you a thorough yet succinct look at a topic. In this issue we feature:

Fundraising from Companies
This guide provides a comprehensive overview of the various ways companies provide support to non-profit organisations. It covers, amongst other types of support, CSI donations and sponsorship relationships.
------------------------------------------------------------------------------------------------------------------
Book reviews
Please note, books reviewed are featured as a service to subscribers to our newsletters and are not sold by Papillon Press (we receive numerous calls and emails from people wanting to order these titles from us). To purchase reviewed books, enquire at your local bookstore or via the publishers’ websites/details below each book.

Race, Repression and Resistance by Phiroshaw Camay and Anne J. Gordon

Published by The Co-operative for Research and Education 

ISBN:  978-0-9802605-2-6

What a pleasure to receive a book to review from someone whom I hold in such high regard as I do Phiroshaw Camay! This unique publication will fill a gap on the book shelves of everyone interested in the history and evolution of civil society holistically over South Africa’s true history (and not that skewed version taught to all but learners since 1994). It was special too to read of NPOs battling against difficult odds that I was part of during the oppressive past.
Although I struggled with the tiny print, I found this work fascinating – my two passions in one publication – history and NPO sector. Camay and Gordon’s research has clearly been painstaking and meticulous. I highly recommend this book to anyone interested in the roots of what has become our thriving civil society, interwoven with an extremely well researched history of our country.

Available from CORE at a special price of R140 inclusive of VAT and postage – to order email corejhb@mail.ngo.za or tel 011 836 9942/3

Information, Ethics and the Law by Hannes Britz and Marius Ackerman

Published by Van Schaik ISBN:  0-627-02638-9

Along with information technology and the ease with which information can be shared and publicised had, inevitably, to come laws to protect those whose details can be made so freely available with this new media.
This book examines the constitutional basis for legislation governing the access, preserving, interception and destroying of information. The topic has immense importance to NPOs whose fundraisers are constantly seeking lists of potential donors. Just last month the laws governing irritating SMS spam were tightened up and it is now a criminal offence to send a spam SMS if the recipient has opted not to be harassed in this manner. The weaving in of ethical issues regarding information make this a most thought provoking read.

www.vanschaiknet.com
Government and Politics in the new South Africa Edited by Albert Venter and Chris Landsberg

Published by Van Schaik ISBN:  0-627-02637-0

What an interesting book! Many of us not directly involved in government or party politics go about our everyday lives, reading snippets in the media, see-sawing from pride to shock in the performance or lack of in the world of government. This refreshingly reader-friendly work brings the lay person an analysis and evaluation of all three tiers of government and the political parties active in our country today. We, the people of South Africa, voted in the government and opposition parties that run the country. This book tells us how they do so and how they’re doing.
www.vanschaiknet.com
