


The Base Power Learning 
Community brings together 
progressive intermediaries and 
leaders to learn, document 
innovation, and create resources 
for multi-entity organizations 
building membership across their 
legal entities. 

About the 
Learning 

Community 



Recordings of previous 
webinars and registration for 
upcoming webinars are here:

www.newleftaccelerator.org/
events

About this 
Webinar Series

1. BASE-BUILDING & MULTI-ENTITY 
MEMBERSHIP MODELS

2. 501(C)(3) AND (C)(4) MEMBERSHIP 
PROGRAMS: NAVIGATE THE LAW

3. USING YOUR 501(C)(4) TO ENGAGE 
YOUR MEMBERSHIP

4. RESOURCING THE BASE: C3/C4 
FUNDRAISING AND DUES 

5. MEMBERSHIP AND DATA: DO YOU 
HAVE CONSENT FOR THAT?         
(11/10/21 12pm PT)

6. POWER OF THE MEMBERSHIP: 
HOW TO ENGAGE YOUR MEMBERS 
FOR ENDORSEMENTS                   
(Schedule TBD)



3.  We believe in collaboration.

Community 
Core Beliefs

1.  We recognize & name the 
complexity of base building work.

2.  We take a learning stance to 
disrupt the traditional expert-
learning mode.

4.  We aspire to change 
structural limitations.



This is a learning 
space.  

What we learn 
here will also help 

us build better 
content for the 

movement in the 
future. You are 
contributing to 

movement 
learning-so please 

respond/share

Community Norms

Take care of 
you.  

We have two 
breaks scheduled 
but do what you 
need to be fully 
present in our 
conversation.

Anonymity.  

What is said or 
learned here will 
not be attributed 

to you or your 
organization in 

any way. 

Your info.  

We aren’t going to 
sell your info - we 

promise!

Recording.  

We are recording 
so we can share 
the presentation 
with others - but 
all questions or 

speaking from the 
audience and all 
attribution to any 

individual or 
group will be 

edited out.



In the spirit of learning, we are 
requesting that you answer 
questions about the topics 

we’ll be discussing throughout 
the presentation.  

We’ll send a report following 
the presentation.

Thank you for sharing your 
insights!

1)  Go to www.menti.com now on  
your phone, or if you have 2+ 
computer monitors, on one of those.

Active 
Participation in the 

Learning 
Community

2)  Enter the code 19288728

3) You should see our first question, 
“What are the two greatest 
challenges you face in building 
support across your c3/c4 
organization?” 

4)  Answer away!

http://www.menti.com/


•

•

•

Learning stance (aka I’m no expert) in action

• Why aren’t my clients who I donate to and volunteer with?

• The barriers to rev gen for power building and realizing 
you’re the poster child for white supremacy in fundraising

• A little help from my friend and fellow fundraiser

Me outside of rev gen

• Student of yoga & working toward beloved community

• Partner and caretaker to a PLWHA with an ABI  

• My ancestors’ wildest dream and worst nightmare 

• Runner.  Reader.  Baker.  Bulldog mom.  



Learning Goals 1) The “whys” behind the hard of 
progressive rev gen

2) How rev gen aligns with organizing, 
base building and mobilizing

3) The infrastructure elements you 
need to maximize multi-entity rev 
gen

4) What kinds of revenue you can 
raise

5) How to decide what kinds of 
revenue you should raise

At the end of this session, you 
should understand:



Schedule 1) Now - 3:26pm ET Real Talk

2) 3:27– 3:46pm ET The Who, What, Why and 
How of Rev Gen within a Base Power 
Building Vontext

3) 3:47 – 4:00pm ET Knowing the Framework: 
The Business of Multi-Entity Rev Gen, Part 1

4) 4:01 – 4:10pm ET Break

5) 4:11 – 4:51pm ET Knowing the Framework: 
The Business of Multi-Entity Rev Gen, Part 2

6) 4:52 – 4:56pm ET Designing the Rev Gen 
Model Mix That’s Right for Your Group

7) 4:57 – 5:00pm ET Lessons Learned & 
Homework 

Ready to 
get 

started?
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IN YOUR CHAT INTRO, HOW MUCH DO 
YOU DISLIKE FUNDRAISING ON A SCALE 
OF 1 TO 4?

1: Fundraising IS mobilizing!

2:  Fundraising is what it is, just 
part of the job.

3: I don’t mind picking the pockets of 
the wealthy.

4: It’s gross that we have to beg for 
the spoils of colonization.

C A N  Y O U  B E  A N  A N T I - C A P I T A L I S T  F U N D R A I S E R ? !

A Poll
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N A M I N G  W H A T  W E ’ R E  F I G H T I N G

The White Supremacy of Donor Delight
“(There is a) pervasive, deeply internalized philosophy that as fundraisers, our job is to connect donors to what 
they care about, make them feel relevant and appreciated, and by doing that we help them realize their goals of 
making the world better, and everybody wins. It sounds fine on the surface, even noble, and many fundraisers 
have internalized this message over decades. I find it one of the biggest contributors to the very inequities we’re 
trying to fight.

That’s right, I know it’s fundraising blasphemy, but if we’re going to advance equity and justice, we need to care 
LESS about what donors care about and care MORE about what will actually advance equity and justice… 

For decades, we—everyone in our field, but especially fundraisers—have told rich white donors that they are 
amazing. We tell them that there are so many great causes out there, and they just need to find something that 
resonates with them and make a contribution, and we, like humble tour guides or personal shoppers of equity, 
will help them find just the right fit. This is no longer good enough.

We need a shift in approach. We need a fundamental transformational shift in the world, where solutions do not 
come from the passions and interests of wealthy white donors, but from the communities most affected by 
injustice, the racialized and marginalized communities who have been screaming unheard for so long because 
white supremacy muffles our voices as it kills our people”

- Vu Le

https://nonprofitaf.com/2021/03/white-supremacy-and-the-problem-with-centering-donors-interests-and-emotions/
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N A M I N G  W H A T  W E ’ R E  F I G H T I N G

Our Value Proposition to Donors

Direct 
Service

Behavior 
Change Education Advocacy Direct 

Action

Operates within current power systems Shifts power (starts local)

Thanks to Branden Snyder of Detroit Action for inspiring this slide design!
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N A M I N G  W H A T  W E ’ R E  F I G H T I N G

The Donors’ Motivation
Operates within current power systems Shifts power

Direct 
Service

Behavior 
Change Education Advocacy Direct 

Action

Help a Person/Give Hope to a Person/ Create 
Conditions for Individual Change

Soften the 
ground for 

other people 
to change the 

system

Change the 
system to 

help a group 
you align 

with

Change the 
system to help a 

group you’re not a 
part of in a way 

that doesn’t 
empower you as 

an individual.  Pass 
the mic.
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N A M I N G  W H A T  W E ’ R E  F I G H T I N G

Barrier of Legal Structures

Direct 
Service

Behavior 
Change Education Advocacy Direct 

Action

Largely c3 Multi-entity 
c3/c4

Multi-entity 
c3/c4 with c4 

as primary, 
some 527s

Operates within current power systems Shifts power
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Accomplishing 
Le’s shift requires 
the alignment of 

“pass the mic” and 
donor motivation.
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H O W  D O  W E  D O  T H A T ?

Evolve from Delighting Donors to 
Building a Rev Gen Portfolio that 
includes Donor Organizing & Mobilizing
• Individuals who give money may or may not be directly impacted – this is for mass and 

deep base 

• We have to build enough understanding among donors (individuals, philanthropies and 
businesses) of our work/goals that they want to show up and get their obligation to pass 
the mic
• Make obvious an alignment with their values and world view, not “make them a hero” 

or “give a voice to the voiceless”

• Creates a pathway for donor organizing – deeper understanding and leadership of the work 
and its resourcing needs, a commitment to lead the resourcing drive

• Emphasis on mass donor volume with some tactics and strategic volume with others 
(quantity & quality)



“
"There can be a temptation among movement organizations to think of donors and other 
organizations as externalities. We encounter so many well-meaning and dedicated folks every day 
in our work - we ask them to be 'supporters' but the only way they can support is another donation. 
Over time, this can tempt movement organizations into thinking of their development shops as a 
necessary distraction and their donors as simply ATM's. But the truth is everyone we encounter in 
our work is valuable to the struggle: whether they are potential members, potential allies, or 
potential external partners. At CASA, our members and their dreams, struggles, and ambitions are 
the sole focus of our work, but understanding that we have the capacity (and maybe even the duty) 
to organize these non-members as well - whether with us as allies or in coalition with us as partners 
- means that we can build power across new dimensions we might have understood previously to 
being purely tangential to the work. Donors come and go - we aren't interested in donors. We're 
interested in organizing lifelong allies who will show up in solidarity with our members. That re-
framing has sparked changed organization-wide.“

Elizabeth Alex & Jesse Steele
Lead Organizer & Sr. Director of Development

CASA/CASA in Action

There can be a temptation among movement organizations to think of donors and other 
organizations as externalities. We encounter so many well-meaning and dedicated folks every day 

in our work - we ask them to be 'supporters' but the only way they can support is another donation. 
Over time, this can tempt movement organizations into thinking of their development shops as a 

necessary distraction and their donors as simply ATM’s. 

But the truth is everyone we encounter in our work is valuable to the struggle: whether they are 
potential members, potential allies, or potential external partners. At CASA, our members and their 
dreams, struggles, and ambitions are the sole focus of our work, but understanding that we have 

the capacity (and maybe even the duty) to organize these non-members as well - whether 
with us as allies or in coalition with us as partners - means that we can build power across new 

dimensions we might have understood previously to being purely tangential to the work.

Donors come and go - we aren't interested in donors. We're interested in organizing lifelong allies 
who will show up in solidarity with our members. That re-framing has sparked changed 

organization-wide.





organized people

20
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Power 
Building 
Activity

Who What Why How

In a c3 In a c4+ (high level, check with Bolder 
Advocacy for nuances & disclosure laws on 
partisan work & its funding)

Organize Directly 
Impacted
people (deep 
base)

Become 
leaders and 
take action 
together that 
makes 
demands of 
people in 
power that 
support  
collective self-
interest

Shift power 
to the 
impacted

• Through informal or formal 
membership (where members are 
provided for in bylaws which list 
out members’ powers and rights.)

• Member leadership development
• Participating in and coordinating 

organizational bodies
• Building coalitions and networks
• Speaking for the organization and 

its campaigns
• Issue advocacy and education

• All c3 permissible advocacy 
activities

• Through informal or formal 
membership (where members are 
provided for in bylaws which list out 
members’ powers and rights.)

• Member leadership development
• Participating in and coordinating 

organizational bodies
• Building coalitions and networks
• Speaking for the organization and its 

campaigns
• Issue advocacy and education
• Pay dues that increase org capacity to 

do work to win self-interest

• All c4 permissible advocacy activities

Mobilize Tiers of people 
from broader 
impacted 
community 
(mass base) to 
mildly 
concerned 
supporters

Advocate Demonstrate 
power in 
numbers and 
commitment 
to an issue

• Rallying
• Changing narrative and culture 

and telling stories 

• Limited lobbying (Pressuring a 
legislator in their capacity as 
legislator)

• Non-partisan voter education
• Non-partisan voter registration
• Etc.

• Rallying
• Changing narrative and culture and 

telling stories 

• Unlimited lobbying
• Working on passage or defeat of ballot 

measures
• Partisan political activity (candidate-

specific GOTV, candidate pipeline dev)
• Allowable partisan work must take into 

consideration state and federal election 
laws



SHAMELESS PITCH!!!!

To dig deep into membership
• What a member is legally

• Advantages of having dues revenue from c3 and/or c4 members
• Advocacy advantages and disadvantages of membership in c3 and c4

• Etc.
Please check out Webinar 2 here https://vimeo.com/618358611



focus
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Electoral

Legislative

Judicial

Administration

Communication

Corporate

We focus our power on 
these arenas for change:

24



organized money

—James Pearlstein , Senior Organizer
Virginians Organized for Interfaith Community Engagement

25
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Rev Gen Activity Who What Why How
In a c3 In a c4+ (high level, check with 

Bolder Advocacy for nuances & 
disclosure laws on partisan work & 
its funding)

Mobilize Tiers of people 
from broader 
impacted 
community (mass 
base) to mildly 
concerned 
supporters

Financially support Demonstrate 
personal power 
and 
commitment to 
an issue

• Make tax-deductible 
donations

• Pay membership dues 
(lobbying advantage)

• Buy
• Fundraise 

• Make donations
• Pay membership dues
• Buy
• Fundraise 

Mobilize Institutional 
Philanthropy 
(Foundations, LLCs 
& Hybrids, Labor 
Unions, Donor 
Networks)

Financially support Demonstrate 
institutional 
power and 
commitment to 
an issue

Provide for social 
welfare

Reallocate  
wealth

• General operating or 
programmatic use widely 
available

• Restricted from being 
used for electoral or 
candidate activities (can 
legally be used for non-
candidate GOTV and 
limited lobbying)

• Grants for c4s less widely 
available, if given must be used 
for permissible 501(c)(3) public 
charity activity except lobbying 
and voter registration.  

• Some foundations have c4 
affiliates. 

• Donor networks are key. 
• Labor and LLC may fund c4 and 

c5.

Mobilize For-Profit 
Businesses

Financially support

OR

Take for-profit tool 
set and put it in 
service of 
progressive allies 
and their 
strategies

Demonstrate 
corporate power 
and 
commitment to 
an issue

Improve brand 
image and 
“better society” 

• Corporate social 
responsibility programs 
can include philanthropic 
donations 

• Great source of matching 
gifts for independent 
campaigns, especially at  
aspiring social justice 
companies

• New models emerging

• Likely can’t be used for political 
activity

• Grant terms or any 
documentation that 
accompanies a contribution 
should be carefully reviewed to 
understand what, if any, 
restrictions apply to the funds



Goal:  A Balanced Rev Gen Portfolio

Independent Revenue Philanthropic Revenue

A balanced rev gen 
portfolio protects 
your organization 
against having too 

much revenue (and 
arguably power) at 
risk.  Balance could 

be this 50/50 rule OR 
diversity within a type 
of rev gen (i.e. a broad 

range of types of 
foundations). 



GO.

POLL
(open menti.com,

4186 9779)



GO.

POLL



GO.

POLL





Infrastructure 
you need to 

maximize 
revenue that 

supports power 
building



33

The Big
Question



I F  Y E S …

Three Tactics to 
Maximize c4 
Revenue
• Organizing your entities’ financial resources to work 

strategically and legally together can be one of the most 
impactful mission strategies you deploy in 2022.  In this 
volatile time, (c)(3)-permissible tactics are not enough to 
achieve policy wins and (c)(4) dollars need to be focused on 
that which only they can do like lobbying. 

• There are 3 primary tactics through which we make sure 
we’re set up to maximize c4 revenue

• c3 & c4 list sharing & tech to support it

• c3 to c4 grantmaking

• c3 reserve loans and lines of credit to c4



Multi-entity list 
sharing and tech

P R O C E S S

• Your mass base list is one of your largest 
potential rev gen assets

• It is easier to move resources , including your 
list, from a (c)(4) to a (c)(3)
• Best for those you’re mobilizing for 

financial support to come in through c4
• Privacy policy that allows for c4 to solicit for 

c3 and vice versa

• (c)(3) may sell or rent lists for fair market value—
or trade for equal value

• On web sites, must make sure that c3 is 
segregated from any c4 activity – safest is to 
have 2 sites

• Again, shameless pitch for Webinar 2 from our 
friends at Bolder Advocacy!!



c3 grant to increase (c)(4) 
capacity & flexibility

C4 
Standard 
$50K 
Budget C3 $30K grant to C4 to make budget $80K

Unrestricted 
Fundraising 
Money $35K $25K + $10K of c3 grant= $35K
Restricted 
Fundraising 
Money

Administration $15K $5K + $10K of c3 grant =$15K
Restricted 
Campaign 
Money

$ 10K from Unrestricted Fundraising + $10K 
from Administration + $10K from 
Unrestricted Campaign Money

Unrestricted 
Campaign 
Money $50K $40K + $10K of c3 grant = $50K 

• Review your budget to determine the 
amount (c)(3) should grant to (c)(4) within 
context of meeting (c)(4) 60% social 
welfare primary purpose requirement
• 60% is not law and groups may 

choose a lower split if they are more 
comfortable with risk and have not 
agreed to the 60% as part of their IRS 
approval process.

• Draft grant agreement to ensure funds 
are being used for (c)(3) -permissible 
purposes and lobbying limit of (c)(3) is not 
surpassed,

• Adhere closely to reporting needs of 
(c)(3) 



c3 reserve loan to increase 
(c)(4) restricted activities

C4 Standard 
$50K Budget

C3 reserve $30K loan to C4 to 
make budget $80K

Unrestricted Fundraising Money $35K $35K

Restricted Fundraising Money $15K from c3 loan

Administration $15K $15K

Restricted Campaign Money $15K from c3 loan

Unrestricted Campaign Money $50K $50K

• If you can’t raise the funds 
initially to your c4 from a 
donor source, you may not 
be able to pay them back 
(i.e., a c3 isn’t typically  
advised to give a loan to 
form a c4)

• Loan must be made at 
market rate

• Should not pursue if there’s 
any chance the c4 won’t be 
able to repay the c3

• Can fund restricted 
activities where a grant 
from your c3 can’t



GO.

POLL
(open menti.com,

4186 9779)





Generate Revenue:  
Institutional 
Philanthropy
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I N S T I T U T I O N A L  P H I L A N T H R O P Y

• What you can use it for:
• General operating – much harder to get, especially for c4
• Program

• Where to look for it:
• Grants.gov
• GrantWatch
• Instrumentl
• Foundation Directory Online (Candid)
• JustFund
• Chronicle of Philanthropy
• Board members

• Be aware of:
• Creating a mix of different alignment factors so if you’re not 

“popular” this year you lessen risk
• Contract language that isn’t legally required and limits to power 

building

What most progressive 
budgets are built on
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Think broader
S O U R C E S  F O R  c 4  I N S T I T U T I O N A L  F U N D I N G

• C4 affiliates of progressive public foundations (i.e., 
OSPC)

• C4 health conversion foundations focused on social 
determinants of health (i.e., Northwest Health 
Foundation)

• LLC and hybrids (i.e., Open Philanthropy Project DAF)

• Intermediaries and labor unions (i.e., CPD, SEIU)

• Agile Groups (i.e., Way to Win, Movement Voter 
Project)

• National and state donor tables

• Progressive Multiplier
• Unique IRS approval to grant c3 to c4 to cover 

program costs incurred in the course of c4 
fundraising

National Committee for Responsive Philanthropy/Dan Petegorsky



“

Domenico Romero
Senior Program Officer

Unitarian Universalist Veatch Program at Shelter Rock

I believe that in one of its best versions, philanthropy plays an intermediary role in a process of returning to 
impacted communities' resources that have been historically extracted from them through unjust systems 

and structures, in order to support the efforts of these communities to dismantle such unjust systems and 
structures. This doesn’t mean that philanthropy is the only or more effective way to return those resources to 

communities, strong progressive taxation is of course another way. However, philanthropy can be a strategic tool 
to this end if it sees itself as being at the service of organized communities and not the other way around, 

and if increasingly adopts mechanisms that give those impacted communities more influence and decision-
making power in funding, some of which is being developed on various examples of participatory grantmaking.

Building power groups have done a lot of important work to educate philanthropy about how critical is to support 
base-building organizing in order to achieve long-term, large scale civic engagement impact. This has resulted in 

increasing numbers of grantmakers interested in support groups that build power through organizing, though 
these investments are of course far from what is needed. This is the first way in which philanthropy can build 
power: increase dramatically the funds towards base-building organizing…The second and probably more 

transformative way in which philanthropy can help build power is to shift from a funding strategy of giving 
organizations significant resources for a few months before an election and going away after that, towards a 
long-term funding strategy that provides stability to groups in ways that allow them to develop strong staffs and 
organizers who build strong relationships in the community that allow communities to mobilize more consistently 

and effectively around issues and civic engagement campaigns.



Generate Revenue:  
Corporate 
Alliances
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T R A D I T I O N A L  C O R P O R A T E  A L L I A N C E S

Brand building & social good
• Corporate giving versus corporate foundation grants

• If corporate gift, check with counsel to structure so it’s not 
taxable as advertising income

• What they want from you:
• Subject alignment
• Value alignment
• Activities that will engage and excite their staff without 

burdening them
• A way to quantifiably measure the success of your 

partnership and how it fits into their broader CSR strategy

• What else you want from them:
• Scale and reach you can’t get on your own
• Unrestricted revenue, only take restricted if it makes 

financial sense for you.
• Time, talent and treasure from staff

• Where to find them:
• Obvious subject alignment businesses

• Tougher for advocacy orgs but not impossible
• Large employers in your area; don’t discount branches of 

national companies
• Work your network – especially Board connections
• CSR or marketing entry point, HR for employee 

engagement, potentially DEI lead



“
"There can be a temptation among movement organizations to think of donors and other 
organizations as externalities. We encounter so many well-meaning and dedicated folks every day 
in our work - we ask them to be 'supporters' but the only way they can support is another donation. 
Over time, this can tempt movement organizations into thinking of their development shops as a 
necessary distraction and their donors as simply ATM's. But the truth is everyone we encounter in 
our work is valuable to the struggle: whether they are potential members, potential allies, or 
potential external partners. At CASA, our members and their dreams, struggles, and ambitions are 
the sole focus of our work, but understanding that we have the capacity (and maybe even the duty) 
to organize these non-members as well - whether with us as allies or in coalition with us as partners 
- means that we can build power across new dimensions we might have understood previously to 
being purely tangential to the work. Donors come and go - we aren't interested in donors. We're 
interested in organizing lifelong allies who will show up in solidarity with our members. That re-
framing has sparked changed organization-wide.“

Christopher Miller
Head of Global Activism Strategy

Ben & Jerry’s

The corporate alliance landscape is changing –
whether corporations want to or not they are 
getting pulled into social justice issues.  Look at 
what happened in Georgia to Delta and Coke 
around voting rights; they stumbled and then got 
right with it.  Around our company with Palestine.  
Companies’ consumers are looking for them to 
have a point of view.

How do power building nonprofits create a path for 
companies to be real movement allies?  It’s a really 
interesting moment in the wake of 2020 and 
companies need an authentic path and partners to 
handle this right.



GO.

POLL
(open menti.com,

4186 9779)



GO.

POLL



Generate Revenue:  
Independent 

Revenue 
Generation
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“Having the plan ready 
to fundraise for a 
hardship fund for an 
economic crisis…let us 
launch immediately 
(when the pandemic 
hit). You have to be 
ready when the crisis 
comes, so investing in 
the development of 
frameworks that won’t 
have an immediate 
ROI is critical to long-
term revenue.”

T H E  N E E D  F O R  I N D E P E N D E N T  R E V E N U E  A C C O R D I N G  T O  O U R  G R A N T E E  P A R T N E R S

“Having a sustainable, 
member revenue-
generating system 
allows us to move in 
those moments (like 
the uprising for racial 
justice) at the speed, 
velocity, and size that 
the moment 
demands.” 

“We’re nowhere near 
our aspirations. Even 
when you have a 
robust organization, 
great staff, and a deep 
commitment, raising 
independent revenue 
is hard… Scaling up 
investment allows us 
to have access to more 
independent revenue 
over time to have more 
agility to set the 
priorities for our work.”

“There is a racial equity 
and intersectional lens 
to this effort. This kind 
of fundraising is about 
giving a broader swath 
of the community a 
broader ownership of 
the work (we do)—so it 
becomes your stake, 
and you speak with a 
voice of ownership—it 
becomes what are WE 
going to do about 
this?”

R E A D I N E S S A G I L I T Y S C A L E A C O U N T A B I L I T Y

Erica Smiley Maria Tchijov Andrew Friedman Nadine Smith
Executive Director Vice President, Advocacy & Membership Co-Executive Director Executive Director
Jobs With Justice UltraViolet Center for Popular Democracy Equality Florida



51 Data from Progressive Leadership Alliance of Nevada
https://belonging.berkeley.edu/when-boom-goes-bust
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Independent 
rev gen focus 

started

I N D E P E N D E N T  R E V E N U E  G E N E R A T I O N

Economic liberation from Boom & Bust



D U E S  F R O M  F O R M A L  &  I N F O R M A L  M E M B E R S

• Think about dues through the lens of donor/payer motivation we covered up front

• From the person paying’s perspective, some dues are membership donations through which she’s 
advocating with her dollars for something she is aligned with and may or may not directly benefit her.  
Some are dues which carry an expectation of direct service and/or close partnership in winning power 
starting close to home.

nization, mobilizing mass national 
base through dues

Direct action organization, organizing state-based deep base 
through dues
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D U E S  F R O M  F O R M A L  &  

I N F O R M A L  M E M B E R S

• Unrestricted revenue 
(which in c4 can be used 
for partisan work)

• Predictable cash flow

• Constituent engagement

• Formal membership 
means governance 
considerations (ahem, 
webinar 2) so consider 
this rev gen option from 
all angles

Direct action

organization, 

organizing

through dues

Direct action

organization, 

mobilizing

through donations
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D O N A T I O N S  F R O M  I N D I V I D U A L S

• Be c4 first in at least 
small dollar through 
midlevel approach
• Focus on storytelling 

around policy effect

• The smaller the amount, 
the less of a barrier c4 
status is because people 
are advocating with their 
money not looking for a 
tax deduction

• Be realistic about the 
time and investment 
needed for evergreen 
donor programs and 
moment in time 
campaigns (aka 
lightning in a bottle)

• Mobilize through donations as one of many tactics

• Small dollar/midlevel/major/ planned gifts
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I M P A C T  I N V E S T M E N T S

• Investors, individual or institutional, looking to create social 
good and their own financial gain

• Kiva micro-finance turns small dollar individual donors 
into impact investors

• Impact Assets Donor Advised Fund
• Gates Foundation PRIs in global health
• Omidyar’s LLC is an impact investor for c4s
• Recoverable grants

• Market size is over $700B

• You look for an investment versus a grant when you are 
creating a rev gen stream that can pay the investment 
back

• Look for intermediaries that can help you find investors
• Global Impact Investing Network
• Impact Finance Center (pictured here)
• Mission Investors Exchange
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E V E N T S  &  E X P E R I E N C E S

• Consider if the value proposition you can create with 
event-base revenue generation is worth the 
considerable effort it takes to run the event

• Every event requires different infrastructure (i.e. 
insurances, tech set up, etc.) so make sure you 
research the needs before committing to the tactic

• Virtual events are here to stay

• Events can be part of immediate return or larger gift 
cultivation strategy

• Can be a great way to show mission in action

• Consider embedding rev gen into existing mission 
event

• If the amount of money paid or a ticket is equal to or 
less than the fair market value of what is received by 
attending the event, then none of the ticket price can 
be considered a tax-deductible donation.
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P E E R  T O  P E E R

• USCAN
• Embedding peer to peer commitment in volunteer organizing hubs
• P2P requires a lot of coaching for participants, so make sure staff has 

bandwidth and you can commitment to tool development
• Lots of tech platform options
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F E E  F O R  S E R V I C E

• “What do you get when you combine a 
Sazerac and a bioswale? New Orleans! The 
Water Collaborative offers fun, engaging, and 
informative tours year-round for tourists and 
locals. If you’re interested in the history of 
New Orleans regarding water, ecosystems, 
climate change, post disaster recovery, and 
politics, this is the tour for you. “

• Virtual bike tour and live waking tour sold 
through AirBnB Experiences

• Custom tours geared toward schools, 
conventions, etc.

• Make sure your pricing model is “all in” to 
determine scalability
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S U B S C R I P T I O N

Today is Labor Day, so what better time than to let you know about our brand-new 
zine? It's hot off the presses, and an incredible tribute to the power of our 
movement. Titled PTO (get it?), we hope this periodical will generate a space full of 
creativity and artistic expression within the labor movement.

Our debut issue includes phenomenal submissions from artists, activists, and 
writers from around the country, demonstrating just some of the bold creative 
vision out there. As you thumb through the pages, you'll learn more about about
the Jobs With Justice network, our cutting-edge campaigns, upcoming actions, 
and more. 

Interested?

Good. Because we want you to be able to receive your own copy of PTO in the 
mail.
If you make a donation of just $50 or more right now, we'll mail you a copy of the 
first issue of PTO and you're signed up for an annual subscription. Want to make it 
a monthly contribution? Just $5 per month also gets you a copy of the first issue 
of PTO and an annual subscription.

PTO is a fantastic way to learn more about our movement, the people who power 
it, the artists, creatives, and visionaries leading the way, and more. So please, make 
a $50 contribution to Jobs With Justice right now (or a minimum monthly 
contribution of $5 per month) and we'll send a copy of the debut issue 
of PTO directly to you and you're signed up to receive additional issues of PTO over 
the next year.

https://u1584542.ct.sendgrid.net/ss/c/wehEm_vu1NBVXOKYSqOxTOi34aJoCJC1EivM7Ih953x66XtyMUpW8KYGBBsNxdZBIEo9CY4ymulXKux6NQVsG4qh54oH9FKmGwP2feIfT6r0CVbYpckViJsRFcb4B2ky87wmY_qbaeb6zzl3CJKeAWYp9jmjVHeX3Ay74TffP3qCKAn1ukuUxco7bH88NFCx2l1xnLWUb6s3axbnftSAfVtPo5g7qlpZIYLJdynyR0g0jH6qUiH3LvoDQzHPA7uSJtnhIhUHewcZj083_lwzuIAQeL85sqmEpRB_k31Eu5xvSEHMLe2jffGDgBh8-4NNYAYUFml1n0MKdO_UDduZCxanfXpC3G3WCBC0RZu9VWXvMAKSOFF6kH4bvXkplbKaavUAjtsXBNzTjLV2yyY6ISRjs20D6h0If9lJWLE79a_kgvZTiJwU0ypOK3VrTayOUjoF-giUtajehvdP2VX_eADmWVryegLFbLq8fEWYGv6TDGdEoVbeqyhIOkt-YyyJ/3ez/v5qA6nP2T3GFiUOnROFgEA/h2/EU0UQgOZKswNsTcrqgDXluEgrXth6a9tULby604vtJM
https://u1584542.ct.sendgrid.net/ss/c/wehEm_vu1NBVXOKYSqOxTOi34aJoCJC1EivM7Ih953x66XtyMUpW8KYGBBsNxdZBIEo9CY4ymulXKux6NQVsG4qh54oH9FKmGwP2feIfT6qIkLX1fcuLoK8tCdDhRlcknWH0AJ3o2D2M6UXaP5gWkIjOVIt9Oa1v52w3Ml8pCycOyPYf-bjVxOaxyS5uvabv5fgqYzFGohpI-2UV3kBrk2uk855NBWTfSpZxUcClywqqp7V28eobdXrDnyzCL20mfH6S8m96QOfMxZXcxHz2Yc10x7Ey2_xSRFOn6Y_0Awgiksz05zQ6Wq59c6tu_sMxkMFJuwknlr6PgJ7EM4kJO3f7DC8kSFFn4OIGSO1T_ikVP3HCwOMyXDMNgdiyxSeUaBszbybLNuRpaGBYPmHbugjgYyFNgKzezDEljX1Zrh7R1WmbItzDAWefz_ayIkptFrk88DYE3uV7V0-SQFt7oaCieiW7x0PvSjvPYuaK0Zz489kmg-_Leud_0Pk3PzK9/3ez/v5qA6nP2T3GFiUOnROFgEA/h3/3t6BRebkK8-wo8eUdOr51R7glIlxFqeZ6C131VYJKlg
https://u1584542.ct.sendgrid.net/ss/c/wehEm_vu1NBVXOKYSqOxTOi34aJoCJC1EivM7Ih953x66XtyMUpW8KYGBBsNxdZBIEo9CY4ymulXKux6NQVsG4qh54oH9FKmGwP2feIfT6piTulnMMCSrnCbTNmkhJ0pHFPwUryYG4l_1q2vsuoBYI05lXgeBqVHC-t4Bq2KFFIiuJbirOKRKrFibxu5Bs25cGNEEvB6xabGlnK9FDYfFIKfPBJlaDNL9z9qOyIn0XMjSKhF32dWrdW2HfQ5bw17vDOysnfry706gw1c-BZD9VmyY8LxRTewysFyLR14qPPtUDm_shsBDuncoK94RQKsMDh4P3G1pDvI0L2iQMb32rOc91k3qMEF2YhzivvIOXHRXjlWjJK7zxZh1cUeqQUEX-OnZEsU91orWjbjiFhMGpzrD0p4cNMkVyxk0honLDUruLx6i1oJ3pKz8EGj3uLkUncYhoEMD0lxRvQ0XyqlR8RWZSRFSe1Ll2vXxepEOxClUH0qhP2sAEYWEoJtBNKH/3ez/v5qA6nP2T3GFiUOnROFgEA/h4/xKmpXUaLam06djoQvrxMdhljZOtN6njRUFO_siJB2Nw
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M I S S I O N  C O M M E R C E

National Day Laborers Organizing Network Kentuckians for the Commonwealth
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O T H E R  R E V E N U E  S T R E A M S

For-Profit Subsidiaries

• After tax profits benefit the nonprofit 
which can then deploy them to advance 
its mission

• The business might or might not directly 
advance the nonprofit’s mission (i.e a for-
profit that rents your office space versus 
Mozilla Foundation creating Mozilla 
Corporation)

• Lots of regulations at state level 
governing if nonprofit can acquire or 
invest in starting a for-profit so check with 
counsel before considering this

Unrelated Business Income

• Produced by an income generating 
activity that is not primarily related to why 
you’re tax exempt.

• Anything more than $1K in UBI is subject 
to business income tax

• Good example is you rent part of the 
office space you own to pay down your  
mortgage

• Tax exemption risk exists if the IRS 
decides that your staff is spending too 
much time on UBI activities.

• Often why nonprofits create for-profit 
subsidiaries
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Why It Matters
Your legal structure and where you sit on the systemic 
change spectrum, both in what you do and where you 
do it, changes what rev gen will work for you.

“If you build it, they will come” said no fundraiser ever.  
Rev gen takes “hands on keys” time and staff have to be 
given that bandwidth from leadership.  

If you don’t have development staff, you have to lean 
into rev gen that leverages the skillsets your staff has or 
can be easily trained on.

Invest money to make money.  If you don’t have a 
budget for rev gen, start small and find capacity 
building partners.

Volunteer leaders can be tremendous rev gen partners.  
Think board and advisory councils getting you into 
corporations.

Check Point

01

02

03

04

05

Entity Check

Staff Bandwidth & 
Leadership Buy In Check

Staff Skillset/        
Training Check

Investment Check

Volunteer Capacity & 
Skillset/Training Check
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“Relational organizing is the best way to 
get someone to do something.   That’s 
why it’s core to our organizing model. 

Progressive Multiplier has helped us take 
one of the most effective state-based 
relational organizing programs in the 
country into one of the most effective 

relational fundraising programs. 

This year alone we’re on track to receive 
over 15,000 donations with an average gift 

of $64.”

JONATHAN BIX
Executive Director,

For The Many

The Hypothesis:
By increasing investment in their relational fundraising 
program from $30K to $55K annually, return on investment 
will remain constant and unrestricted revenue will increase 
from $386K to $731K.  

The Goal: 
Increase unrestricted revenue to build power in New York’s 

marginalized communities beyond the Hudson Valley 

through community organizing, civic engagement, and 

leadership development.
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The Outcome:

The Experiment:
For the Many is testing a 30% increase in staff support of 
the program and double the amount of outreach to 
fundraisers.   These efforts will culminate in 2 one-week 
relational fundraising drives conducted through  a 
snowflake model, leaning heavily into volunteers’ 
organizing skills.

Program on a trajectory to be a $1M annual source of unrestricted 
revenue by 2024, sooner with a Scale Grant

Expected year over year increase in revenue of
$344,852 from $25K Test Grant

The Multiplier Effect:  On track to achieve 13:1 ROI





Did you learn that….



1) Please fill out the survey to let us 
know what you thought of this 
webinar. 
(link in chat: 

https://forms.gle/VMmw6iXSKLs2WxJm9)

Homework

2) Look in your email for the results of 
our poll questions AND an extra 
resource or two to help with your 
rev gen journey.

3) Register for the next webinar in the 
Base Power Learning Series 
“Membership & Data:  Do you have 
consent for that?”:
https://www.newleftaccelerator.org/events




