GPUS 2012 BUDGET 
FUNDRAISING REVENUE AND EXPENSE NARRATIVE
REVENUE
I. Sustainers - $78,000

Sustainers are Green Party supporters who make a regular, monthly contribution to the Green Party. The income projected from sustainers in 2012 is $78,000. This is an average of $6,500 per month, which we believe is a realistic figure. It requires the minimum addition of 12 new sustainers (giving at $10/month) every month to provide an increase in revenue of $8,000 over 2011 sustaining donations.
Let it be repeated that the Finance Committee, the Fundraising Committee, and the Steering Committee retain the notion that all day-to-day operations of the party could and should be covered by sustainer contributions alone. This would free all other sources of funding for such activities as ballot access, candidate support, communications, capital improvements and all other programs.  

II. Individual Donations – Under $100 - $81,600

Small donations make up the plurality of donations received each year. The small and medium category totals were ultimately derived based on methods of solicitation. Analyzing the historical donor data reveals that the funds raised for the under $100 category are slightly more than the funds raised in the $100-$500 category.  For budgeting purposes, it's much easier to distill the numbers to small, medium, and large rather than the method of solicitation. For example, online donations spike after a mailing, but online contributions aren't traceable back to a specific mailing. Similarly, phone banking increases online donations and the returns on recent mailings.

Mailings. Two re-solicitation mailings have been executed in 2011 with a third one planned. The first two mailings of this year have brought in approximately $21,447 and $18,575, respectively. This gives us an average of $20,011. The plan is to increase the number of mailings to four in 2012. The mailings provide a large portion of our base revenue for small donations. The four mailings are expected to bring in $80,000 total (a $20,000 increase over 2011), with approximately $48,000 in small donations.

Online Donations. Online donations come in from varying sources every month. They also provide for our base level of donations expected next year. $22,000 is expected to come in next year via the web (excluding what is counted as merchandise sales or sustainer revenue), which matches our current levels of revenue from that source.  $13,200 of this total is expected in small donations.
Phone Banking. We have not traditionally taken many small donations in over the phone, but phone banking has proven itself effective this year. We find that phone banking is particularly necessary with regards to donor retention. Our analysis has shown that we lose 85% of our first-time donors each year. We also have done a poor job in the past of getting many of our core donors to give every year. Phone banking provides an effective method for reaching many of these donors to make sure they give again. Effective phone-banking next year is estimated to bring in $24,000, or $500/week. The fundraiser's recent phone banking revenue has matched or exceeded this weekly goal. $14,400 of the $24,000 is expected to be in small donations.

Database Efficiency. The Salsa Database is not tied to any specific revenue, but it will aid all methods of solicitation. Particularly, it will help with issues of retention. By the beginning 2012, weekly reports will be run displaying first-time donors, soon to be lapsed sustainers, and donors that have gone over a year without donating. These reports can be used in a variety of ways, including generating automatic thank-you emails, reminder emails, and mail merges for postal follow-up. It will also be able to track and correlate communications across mailings, phone calls, and email blasts with the timing of an individual's donations.

Prospecting. While it hasn’t been fully determined what lists will be mined or purchased, or how many prospect mailings are being done next year, a conservative estimate was made of raising an additional $6000 in small donations in 2011 through effective prospecting. This equates to breaking even on our prospecting expenses.

III. Individual Donations – of $100 to $500 - $54,400 

While there are quite a few people who give between $100 and $500, their volume can’t be matched by the number of our small donors or the large amounts of our major donors. The methods of bringing in medium-sized donations are the same as small donations. 

Mailings. The mailings also provide for some of our base revenue for medium-sized donations. Approximately $32,000 in medium donations should come in next year across the four mailings. 

Online Donations. At least $8,800 in medium-sized donations is expected to come in next year via the web, which matches our current level of revenue from that source.
Phone Banking. The same issues of retention apply to our mid-sized donors, and phone-banking this year has proved particularly effective at this level. Phone banking next year is estimated to bring in $9,600 in medium-sized donations.

Database Efficiency. The increases in database efficiency will enhance medium-sized contributions in the same way as small contributions.

Prospecting. A conservative estimate was made of raising an additional $4000 in small donations in 2011 through effective prospecting. This equates to breaking even on our prospecting expenses.

IV. Individual Donations – Over $500 - $60,000 

Over the years, The Green Party has been fortunate in being able to find dedicated citizens of means who have found that a large contribution to our efforts maintains a strong alternative voice in the national dialogue. We realistically feel that we can return to former large donors, those whom we classify as giving $500 or more each year, and receive a total of $50,000.

Prospecting. We also feel that we can access new sources of large contributions and that we can derive fully $10,000 from those efforts.
V. Planned Giving - $5,000

Some of our members have set up trusts to provide us with major individual donations. We are expecting approximately $5,000 from the Juoni Trust in 2012, which is our final distribution from that source. There are plans to enhance our planned giving program and have additional trusts created, but such a program can’t be counted on to generate any additional revenue next year. 

VI. Merchandise & Literature Sales - $20,000

Merchandise sales have been an underutilized source of revenue, as well as advertising, for far too long. It’s a double play. Whether we are talking about T-shirts, bumper stickers, or other paraphernalia, the party can make money from the sale of the item at the same time that the citizenry sees our name in the public domain. It’s good to “be seen being Green.” We should also expect that a closer relationship between the national and the state parties that is being brought about by our enhanced computer networking will encourage increased sales. We estimate $17,000 in merchandise sales next year - $12,000 in retail sales at a 50% profit margin and $5,000 in bulk sales at a 10% margin.  It should be noted that merchandise sales in 2006 and 2007 exceeded $25,000 and were nearly $40,000 in 2008, so this is a modest goal for 2012.
Literature Sales. The Fundraising Committee recognizes that literature sales will never be a major part of our income stream. We do expect that we will be able to sell various campaign and issue related materials to candidates and state parties, and that those materials will, like merchandise, carry an additional, this time educational, multiplier that should benefit the Green Party on all levels. The goal is at least to break even and pay for printing costs. We expect this category to generate $3,000.

VII. Annual National Meeting - $28,000

The annual national meeting is presented as a break even item in the budget.  An equal amount is entered as the cost of producing the annual meeting.  The actual budget may vary, but will have no net effect on the overall GPUS budget bottom line.  
VIII. TOTAL - $327,000
The sum of the categories above is $327,000. This total is very close to the mid-point of our annual budgets over the last ten years.  While it is a substantial increase over 2011 revenue, there is precedent for such a jump. The last time revenue increased similarly for GPUS was 2007 to 2008, going into a presidential year. The categories and totals can be seen in the charts below.
Breakdown By Budget Category Comparing 2011 and 2012


[image: image1.emf]Category 2012 2011 Est.Growth Over 2011 %

Sustainers 78,000 70,000 8,000 11%

Under $100 81,600 48,000 33,600 70%

$100-$500 54,400 36,000 18,400 51%

$500 and Over 60,000 44,000 16,000 36%

Planned Giving 5,000 30,400 -25,400 -84%

Merchandise 20,000 7,500 12,500167%

ANM 28,000 24,812 3,188 13%

Total 327,000 260,712 66,288 25%


2012 Breakdown of Small and Medium Donations by Solicitation Method


[image: image2.emf]MailingsOnlinePhone BankingProspecting Total

Under $100 48,000 13,200 14,400 6,000 81,600

$100-$500 32,000 8,800 9,600 4,000 54,400

Sub-Total 80,000 22,000 24,000 10,000136,000

Growth Over 2011 20,000 5,000 17,000 10,000 52,000

% 33% 29% 243% NA 62%


FUNDRAISING EXPENSES
There are costs associated with several forms of the fundraising listed above. Here is a brief statement of expected costs for next year's revenue generating programs.

Staffing. The fundraiser will continue as a three-quarter time position at the same rate of compensation in 2012.
Direct Mail. The cost of the four planned 2012 re-solicitations is four times the cost of the most recent mailing plus a 10% allowance for growth in our donor base and postage costs. This will be $22,000. We also intend to execute two medium-sized prospect mailings to pre-existing lists. $2,000 has been budgeted for the cost of purchasing these lists and another $6,000 for the printing and mail prep. We are including $9,000 for the postage to all the mailings, both re-solicitations and prospects. 
Donor Database. Our Salsa database provides several functions beyond managing the fundraising. It is an essential tool for our organization's revenue and finances, and currently costs us $500/month or $6,000 for the year.

Phone Banking. Expenses with phone banking have been minimal with the advent of unlimited minutes on cell phones. Still, if the volunteer phone banking team expands, there will likely be some costs associated. We have budgeted $1,000 for miscellaneous expenses related to phone banking.

Merchandising. Cost of merchandise sold is 50% of retail sales and 90% of bulk sales to states and locals.  

Electronic Payment Processing. This is the cost of bank processing charges for all online donations.
Donor Follow-up/Acknowledgment. A significant number of letters are manually sent out by the fundraising team, either in response to a phone conversation or as a thank you for a donation. We have budgeted $2,000 for these activities, under the miscellaneous fundraising costs line item, with the most significant cost being postage.

SUMMARY
In response to allegations that the 2011 fundraising goal was higher than it should have been, the Fundraising Committee engaged in a very realistic set of expectations this year.  We expect that we will not only meet, but exceed next year's budget revenue, setting a new trend of surpassing our goals. The top chart above itemizes the revenue growth expected by income category. The bottom chart identifies how the numbers in the narrative aggregate to the numbers in the budget document.
The growth in the 2012 budget is due to a variety of smart investments and decisions made in 2011. We will greatly enhance our fundraising capabilities by moving to four re-solicitation mailings instead of three, employing professional prospecting methods, having an active phone-banking program in place at the start of the year, revitalizing the merchandise committee, developing a technologically sophisticated database, and taking serious steps to fix donor retention. The Green Party rightfully expects all of us, just as our country rightfully expects all of us, to provide a viable alternative in the political arena. Let us be optimistic and work hard to achieve our goal.
Respectfully Submitted

The Fundraising Committee
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		Sustainers		78,000		70,000		8,000		11%								Under $100		48,000		13,200		14,400		6,000		81,600

		Under $100		81,600		48,000		33,600		70%								$100-$500		32,000		8,800		9,600		4,000		54,400

		$100-$500		54,400		36,000		18,400		51%								Sub-Total		80,000		22,000		24,000		10,000		136,000

		$500 and Over		60,000		44,000		16,000		36%								Growth Over 2011		20,000		5,000		17,000		10,000		52,000

		Planned Giving		5,000		30,400		-25,400		-84%								%		33%		29%		243%		NA		62%

		Merchandise		20,000		7,500		12,500		167%

		ANM		28,000		24,812		3,188		13%

		Total		327,000		260,712		66,288		25%
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		Category		2012		2011 Est.		Growth Over 2011		%										Mailings		Online		Phone Banking		Prospecting		Total

		Sustainers		78,000		70,000		8,000		11%								Under $100		48,000		13,200		14,400		6,000		81,600

		Under $100		81,600		48,000		31,200		65%								$100-$500		32,000		8,800		9,600		4,000		54,400

		$100-$500		54,400		36,000		20,800		58%								Sub-Total		80,000		22,000		24,000		10,000		136,000

		$500 and Over		60,000		50,000		10,000		20%								Growth Over 2011		20,000		5,000		17,000		10,000		52,000

		Planned Giving		5,000		30,400		-25,400		-84%								%		33%		29%		243%		NA		62%

		Merchandise		23,000		7,500		15,500		207%

		ANM		28,000		24,812		3,188		13%

		Total		330,000		266,712		63,288		24%
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