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Guidelines for sustainability



Sustainability

“An organisation is financially sustainable if its 

core work will not collapse, even if external 

donor funding is withdrawn.”

For most NGOs working in a development context, 

meeting the needs of its beneficiaries in the long 

term and in a sustainable manner is an important 

strategic objective.



Different aspects of 

sustainability

• Financial sustainability: ensuring a steady flow of 

funds and generating revenue for maintaining and 

continuing the organisation’s work.

• Organisational sustainability: ensuring proper 

working of your organisation.

• Programmatic sustainability: continuing the 

organisation’s projects and programme in the 

absence of donor support.



Steps to sustainability

Before developing the sustainability plan, consider:

• Clear long-term vision

• Integrating sustainability in all your projects

• Communication and outreach

• Involving key stakeholders

• Diversifying funding sources

• Creating inventory of resources

• Using your donor database

• Assess risks



Know your costs!



How will you ensure 

financial sustainability?

Develop a financial plan:

• Sale of product 

• Diversifying donors

• Service fee

• Membership fees

• Online fundraising

• In-kind donations



Legacies

• Often the result of a long term relationship with an 

individual supporter or major donor

• Promote opportunities as part of Individual mailing 

programme

• Engage solicitors to promote opportunity in their 

offices

• Wealth management offices can influence major 

donors



Major donors

• Often the relationship builds over time

• Is there a personal connection to your cause? 

Understand why they are interested

• Find the right links to the work that you do

• Plan your communications, make them as personal 

as you can

• Think about Return on Investment, Value for Money, 

Sustainability



Trusts & Foundations

• Good source of funding for specific 

projects/equipment

• Need a strong proposal

• Research and review Trusts’ funding criteria carefully 

before applying

• Be mindful of guidelines

• Be able to report back on all activities



Corporates

• Can be great but will open the door to ethical issues

• Think about approach:

o Corporate membership

o Corporate sponsorship

o Corporate partnership

• Cause-related marketing

• Employee fundraising 



Individuals
• Use your storytelling skills!

• Focus on the people whose lives you help to change

• Have a range of donation options

• Send 4-5 mailing packs or emails p.a.

• Think about timing – when do people give?

• Don’t always ask for money; share updates through 

newsletters

• Think about regular giving asks, tax effective giving etc.



Community fundraising

• Works to get peer-to-peer 

engagement 

• Good for increasing profile

• Fosters a sense of 

community

• Extremely time consuming

• Can be expensive to run, 

therefore low ROI



Galas and fundraising 

dinners 

• Needs patrons/development 

board

• High maintenance

• Cost-to-income ratio can be 

negative

• Need clear fundraising 

mechanism (e.g. silent 

auction, donation envelope, 

or follow up) 



Other fundraising 

mechanisms

• Crowdfunding

http://www.infodev.org/

highlights/big-potential-

crowdfunding-

caribbean

• Mobile fundraising

• Online fundraising

http://www.infodev.org/highlights/big-potential-crowdfunding-caribbean


Government funding

• Your government

o Local / regional

o Central

• Foreign governments

o e.g. UK (DFID); US (USAID)

• International bodies

o UN

o EU



In-kind support

• Rise of CSR (Corporate Social Responsibility)

• Donation of expert services such as accounting, 

marketing or business development

• Donation of equipment

• Promotion

• Networking

• Events



Case for support

• Not much different to a business case

• You need:

Summary

Organisation’s background

Project background

What are you aiming to achieve 

Description of activity, outcomes and KPIs

Budget

Acknowledgements  

Monitoring and evaluation



Role of the case for 

support

• Provides a foundation for fundraising success

• Explains clearly why you need the money

• Motivates the donor to give to you rather than 

someone else

• Understands the donor, suggests activities relevant 

to them

• In the case of corporates, think about employees’ 

engagement 



Interactive session 

Activities which you may need to find funding for: what 

are you most likely to find money for and from whom? 

• Newsletter

• Website

• Lectures

• Helpline

• Support groups

• Training nurses, community 

workers

• Training caregivers

• Research project

• Annual conference

• World Alzheimer’s Day/Month

• Day care centres

• Lobby to government

• National/local action plan

• Dementia Friendly 

Communities



Reporting and 

transparency

• Donors like to see how you spent their money

• Report back, publish outcomes 

• Create expenditure committees to check how you 

are spending the money

• If your administration is credible and the outcomes 

good the donor will want to fund you again 



Reporting back

Annual Report, Activity Report, Project Report

• Use of pictures with captions where appropriate

• Use of tables and graphs with descriptions

• Define specific terminology and abbreviations

• Avoid using figurative language. Keep it simple!

• Formatting IS important

• Prepare well in advance and proofread



How to achieve organisational

sustainability?

• Explore new opportunities

• Develop new partnerships

• Boost existing relations

• Communication and outreach

• Volunteer engagement



How to ensure programmatic 

sustainability?

• Community involvement

• Institutionalise local groups

• Community advocacy

• Involving local government and departments



Example: ERMITA, 

Guatemala

• Strongest activity: Diploma entitled “Care for the elderly with an 

emphasis on Alzheimer's and related diseases”.

• They identified the need to support the family carers, as hiring a 

nurse is very expensive in Guatemala. They figured out that the 

best way to do this would be to inform and educate carers and 

therefore created a training course. Over the years, with Dr. 

Eduardo Sugar’s help (Galileo University), this became a Diploma.



Example: ERMITA, 

Guatemala
• In the beginning, the founding President handled the fundraising. 

Currently the Board of Directors and the Executive Director are 

managing this, always under the auspices of the Galileo University.

• The training was very well received by the community, the only 

drawback was that when the activity took off they could no longer 

hold it at the ERMITA HQ (capacity of 25 people). Thanks to the 

University, they now have a classroom with capacity for 50 people, as 

well as a virtual classroom for more than 5,000 people.



Example: ERMITA, 

Guatemala
• Target audience: primary family carers. Now 

open to everyone: auditors, physicians, 

nurses, physiotherapists, psychologists, social 

service graduates, lawyers, designers, 

housewives, etc.

• It was important to develop the 

curriculum/general plan for the Diploma with 

professionals, then make strategic alliances to 

validate it (in this case the Galileo University 

and the Ministry of Public Health). Today it is 

delivered under the Faculty of Health 

Sciences and the Dean participates in the 

workshops.

• The Diploma is currently the main source of 

income for the association - Dr. Eduardo 

Suger donates 100% of the Diploma revenue.



Example: ERMITA, 

Guatemala

+ : The Diploma is now accepted at national level. The online course 

enables them to reach out to other Spanish-speaking countries. 

- : Unfair competition from some other academies that have emerged 

but have no endorsements. 


