
ESTABLISHING A NEW 
ORGANIZATION



THE FOREST AND THE TREE



THE FOREST: WHAT ARE WE 
HERE FOR

• Human Rights & Liberties (UN Declaration)

• Development of Civil Society

• Your Organization’s Mission

• Your Organization Effectiveness and Development

• Relationships

‣With members and donors

‣ With other organizations

‣ Within your organization

‣ With decision makers



THE TREE

•Objectives, Strategies, Action 
Plans

•The Techniques

•Fundraising



WHICH ELEMENT IS THE 
MOST IMPORTANT?

MISSION

MY 
ORGANIZAT

ION

PEOPLE



DO WE REALLY WANT TO 
CHANGE THE WORLD?

•Do we really want to change my 
country and the world?

•Do we really want to win the 
“culture” war?

•Or  just “do things”?

•Or just win a few battles?



HOW MANY PEOPLE DO WE NEED TO 
HAVE A CHANCE TO CHANGE THE 
WORLD?

• 10 individuals?

• 100 individuals?

• 1,000 individuals?

• 100,000 individuals?

• 1 Million individuals?

•More?



HOW MUCH MONEY DO WE NEED TO HAVE 
A CHANCE TO CHANGE THE WORLD?

• 10,000€?

• 100,000€?

• 1 Million €?

• 10 Million €?

• 100 Million €?

•More?



MAL WARWICK’S 5 
STRATEGIES

GROWTH

INVOLVEMENT

VISIBILITY

EFFICIENCY

STABILITY

G

I

V

E

S



THE 3 STEP PROCESS (FOR 
EVERY ORGANIZATION)

GROW NURTURE ASK



THE 3 STEP PROCESS 
(COMPANIES)

LEAD 
GENERAT

ION

LEAD 
NURTURI

NG
CONVERT



THE 3 STEP PROCESS FOR MASS 
MOBILIZATION (NON PROFITS)

LIST 
BUILDING

FRIENDR
AISING

FUNDRAI
SING



WHICH STEP IS THE MOST 
IMPORTANT?

LIST 
BUILDING

FRIENDR
AISING

FUNDRAI
SING



WHICH STEP IS THE MOST 
IMPORTANT?

LIST 
BUILDING

FRIENDR
AISING

FUNDRAI
SING



HOW DO YOU NURTURE?

WITH COMMUNICATIONS
•NON FUNDRAISING
•A LOT (THE MORE COMMUNICATIONS THE FASTER 
AND STRONGER THE RELATIONSHIP)

•RELEVANT (TARGETED)
•EMOTIONAL
•DIFFERENT CHANNELS



THE 4-1-1 RULE

• Twitter• For every one self-serving 
tweet, you should re-tweet 
one relevant tweet and 
most importantly share 
four pieces of relevant 
content written by others.

• Email

• For every one fundraising 
email, you should send 
one soft promotion email 
(fundraising relaunch) and 
most importantly send four 
emails with report-back, 
launches and re-launches 
of petitions and other 
content sharing emails.



THE 4-1-1 RULE

THAT MEANS THAT WE MUST SEND 
A LOT OF NON FUNDRAISING 
EMAILS IF WE WANT TO BE 
SUCCESSFUL IN FUNDRAISING



CITIZENGO BUSINESS CASE

WE ASK OUR MEMBERS BOLDLY FOR 
DONATIONS TO SUPPORT OUR WORK

FR CAMPAIGN: 1 CALL TO ACTION, SEVERAL EMAILS

WE ACTIVATE OUR MEMBERS AND MAINTAIN 
THEM ACTIVETHAT’S WHY WE SEND SO MANY EMAILS WITH 

PETITIONS, INFORMATIONS…

WE BUILD THE LIST
VIA ONLINE PETITIONS



CITIZENGO BUSINESS CASE

WE ASK OUR MEMBERS BOLDLY 
FOR DONATIONS TO SUPPORT 

OUR WORK
FR CAMPAIGN: 1 CALL TO 
ACTION, SEVERAL EMAILS

WE ACTIVATE OUR MEMBERS AND 
MAINTAIN THEM ACTIVETHAT’S WHY WE SEND SO 
MANY EMAILS WITH 

PETITIONS, INFORMATIONS…

WE BUILD THE LIST

VIA ONLINE PETITIONS

GROWTH / 
INVOLVEMEN

T

INVOLVEMEN
T

GROWTH

ASK 
(FUNDRAISI

NG)

NURTURE 
(FRIENDRAIS

ING)

GROW (LIST 
BUILDING)



THE FUNNEL



THE FUNNEL & MAPS

ATTRACTSTRAN
GERS CONVERTVISITO

RS
• NURTURE
• CLOSE

MEMBE
RS

• NURTURE
• DELIGHT

DONOR
S

• NURTURE
• DELIGHT

PROMO
TERS

CONSTANT COMMUNICATIONS

LEAD GENERATION

CITIZENGO ONLINE PETITIONS

LEAD NURTURING



THE FUNNEL
PROLIFE AND/OR 

PROFAMILY

NEW MEMBER

OPENS AND 
CLICKS

OPENER

SIGNS AND SHARES

SUPER 
ACTIVIST

MADE 1 DONATION

DONOR

MONTHLY 
DONOR

DOESN’T OPEN 
NOR CLICKS

INACTIVE 
MEMBER



MARKETING AUTOMATION 
(IN SUMMARY)

SINGLE 
DATABASE

LEAD 
NURTURING ANALYTICS



MARKETING AUTOMATION

LEAD 
GENERAT

ION
(PETITIO

NS)

CENTRAL
IZE ALL 

DATA 
(BEHAVIO

UR)

SCORING 
& 

SEGMENT
ATION

DRIP 
CAMPAIG

NS

SEND 
QUALIFIE

D 
MEMBER
S TO FR

ANALYTIC
S & 

REPORTI
NG



BIG DATA

DEMOGRA
PHIC 
DATA

COUNTRY 
(FORM)

COUNTRY 
(IP)

NEIGHBOR
HOOD (ZIP 

CODE)

AGE 
(FORM)

WEB 
BROWSER

EMAIL 
SERVICE 

PROVIDER



BIG DATA

BEHAVI
OUR 
DATA

WEB 
PAGE 

VISITED 
(WEB 

ACTIVITY)
PETITION 
SIGNED

REGISTER
ED TO AN 

EVENT

DONATIO
NS MADE 
+ DATE + 
AMOUNT

OPENS 
AND 

CLICKS

RECEIVIN
G AND 

OPENING 
AN SMSINBOUND 

CALLS

OUTBOUN
D CALLS

PERSONA
L VISIT

EVENTS 
ATTENDA

NCE

RESPONS
ES TO 

DIRECT 
MAIL 

(WITHOU
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DONATIO
NS)

SOCIAL 
MEDIA 

ACTIVITY 
(CLICKS 

ON 
SHARE 

BUTTONS
)



THE 3 STEP PROCESS (NON 
PROFITS)

LIST 
BUILDING

FRIENDR
AISING

FUNDRAI
SING



HOW DO YOU FRIENDRAISE 
(NURTURE)?

WITH COMMUNICATIONS
•NO FUNDRAISING
•A LOT (THE MORE COMMUNICATIONS THE FASTER 
AND STRONGER THE RELATIONSHIP)

•RELEVANT (TARGETED)
•EMOTIONAL
•DIFFERENT CHANNELS



FRIENDRAISING

• The future for CitizenGO is now
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