
“Must have” – not “nice to have” causes, 
projects and programmes
Being a “good cause” is no longer enough. Your 
fundraising case for support needs to scream 
urgency and serious community loss if the 
funds you need are not raised. 

Communications - getting your  
“must have” message over to 
prospective donors
Review how you are communicating with 
your supporters. Remember why your charity 
exists. What difference you make to peoples’ 
lives. And communicate an urgent need for 
additional funding in plain language.

Review your income streams and 
fundraising programmes
Charities that have coped best with the downturn 
have reviewed and diversified their fundraising to 
focus on sources of income with the greatest return 
on investment: major gifts; trusts fundraising and 
“planned gifts” (most notably gifts-in-wills). 

Volunteer fundraising leadership
Leadership by example is needed more than ever 
in these difficult times. The contribution of Trustees 
and other volunteer champions close to your 
charity (in terms of money, time and networking) is 
even more crucial to successful fundraising.

A clear and logical fundraising plan
Stressed organisations can make stressed, knee jerk 
decisions. We are not experiencing a short term 
correction, but a serious, long term adjustment. Big 
picture, longer term vision is needed. Start with a 
written fundraising plan that shows why you are 
using particular fundraising techniques, who’s 
responsible for them, what they have historically 
produced and what’s projected to flow from them: 
short and longer term.

Your fundraising team: no magic wands
Professional fundraisers cannot work in isolation 
but should be able to produce robust fundraising 
plans and report on progress against goals. A 
naïve optimism that your charity can keep its 
head down, do nothing and muddle through 
until better times return won’t hack it. 
Our firm is in its sixth decade of business. We 
have helped our clients to navigate through 
difficult times before. Every generation faces its 
own crises and opportunities. We need to face up 
to ours. And, yes, the current climate does also 
offer opportunities for those charities willing to 
embrace the spirit of the times.
If you don’t have a compelling, “must have” 
fundraising case or you are lacking confidence in 
your fundraising plans – we would recommend a 
fundraising strategy review as quickly as possible.
The end of the world as we know it doesn’t have 
to mean the end of your charity.

The end of the world as we know it 
Since our last newsletter - “Crunch Time” - fundraising conditions for charities in Austerity 
Britain have become even more challenging. We have seen the worst recession since the 1930s 
and the deepest cuts in public spending for a generation will not make fundraising any easier. 
Some of our client and philanthropic leaders are predicting a recessionary decade. The world has 
changed - and we all need to change with it. We are offering our clients the following advice on 
how to deal with the end of the world as we know it:
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Fundraising Management and Consulting Services
Six decades of experience has taught us that no two organisations are the same and that off-the-
shelf consulting packages won’t get the job done. We bring a thorough knowledge of tried and 
tested fundraising principles, combine them with the strengths of your organisation, gear them to 
your audience and help you to identify opportunities to release funding potential. Whether you 
need full-time fundraising management or part-time guidance for your own fundraisers, we’ll 
use the approach that’s right for you.

Recent clients for campaign management and a wide range of 
consulting services include:

Royal Albert Hall: “the World’s Stage” 
A review of the Hall’s development plans and fundraising 
potential.

Ronald Reagan Presidential Foundation:  
centennial celebrations 
Management of a £1.5m campaign to fund the Foundation’s 
centennial celebrations, including a statue of the 40th President 
of the US, Ronald Reagan in Grosvenor Square.

Seafarers Rights International 
A £3m major gifts campaign for programmes to protect the 
rights of seafarers around the world.

British School at Rome: establishing a development office 
A fundraising strategy review and establishment of an in-house 
development office.

University of Bradford: capital fundraising study 
A fundraising feasibility study for a Faith Centre.

 Royal College of Organists: 150th anniversary plan 
The development of a fundraising plan for the College’s  
150th anniversary.

Heriot-Watt University: annual fundraising 
Development of an annual fund.

Diocese of London: fundraising audit 
A Diocesan-wide audit of fundraising activities.

St Dunstan’s: a new 
Centre in North Wales

A Compton team has been 
working alongside the 
Trustees and volunteer 
leaders of St Dunstan’s 

and has raised over £4m to 
date towards a new Centre 

to provide training and 
rehabilitation for blind ex-
service men and women.

Warning Zone:  
major gifts campaign

Management of the 
Leadership Phase of a 
£2m capital campaign 

to purchase new 
facilities for a children’s 

safety programme in 
Leicestershire & Rutland.

World Horse Welfare: 
major donor programme 

and recruitment
Implementation of a major 
donor programme and the 
recruitment of a Director 

of Development.
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Hospitals, Medical Research and  
other healthcare organisations

NHS Trusts and medical research charities are facing massive organisational changes and 
associated financial pressures.  Nevertheless, communities – if asked to - will support their local 
and specialist hospitals. And medical research charities deliver work that can, literally, mean the 
difference between life and death. Our experience suggests that donors will support healthcare – 
even when times are tough.

Addenbrookes Charitable Trust, Cambridge
Provision of consulting services to help develop the £100m “2020 Vision” Campaign strategy, 
including recruitment of a high-profile volunteer Board.

Homerton University Hospital, Hackney
We are working on a number of fundraising studies and reviews for NHS Foundation Trusts and 
their partner charities. At the Homerton – the official London 2012 Hospital – we are managing a 
campaign for a new centre for HIV AIDS treatment, patient support and research.

Rosie Hospital, Cambridge
Management of a £7m capital fundraising campaign to build an extension to the maternity 
hospital.  The public phase was successfully launched with 50% of target already secured.

Cambridge University Health Partners
A capital fundraising Resources Study to advise on the potential to raise £5m for a new Education 
Centre on the Cambridge Biomedical Campus.

The Eve Appeal
A fundraising strategy review for a gynaecological cancer charity.

Foundation66
A fundraising strategy review for one of London’s leading drug and alcohol services.

Arthritis Care
Restructure of fundraising and communications departments. Interim management by a 
Compton leadership team: including membership programmes, trusts fundraising, corporate 
partnerships and legacy promotion in an integrated campaign. 
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Schools and Colleges
As the following spotlights show, schools and colleges that carefully test their potential and 
develop good fundraising plans can be very successful - even in the middle of a recession. 

Henrietta Barnett School, London: In 2009, HBS chose Compton 
to manage a £1m Centenary Campaign for new music, drama, 
art and design facilities.  By the autumn term of 2010, the goal 
had been surpassed.

	 	“A	successful	campaign	requires	a	great	deal	of	effort,		
dedication	and	expertise	–	all	of	which	Compton	provides.”	
Oliver Blond, Headteacher 

 Queen Mary’s Grammar School, Walsall: Queen Mary’s 
embarked on a fundraising campaign for £1m to build a 
new Sixth Form Centre in September 2009. Under Compton 
management, the campaign reached its goal by the end of the 
summer term 2010.

	 		“Compton	has	helped	us	build	a	network	of	support	from	Old	Boys	
and	parents	and	has	provided	the	‘insistent	voice’	that	has	ensured	
that	we	adhere	to	good	fundraising	practice.		By	working	closely	
together	we	have	raised	£1m	and	are	confident	that	our	students	will	
get	the	facilities	they	urgently	need.”  
Tim Swain, Headmaster

Aylesbury Grammar School, Buckinghamshire: AGS has raised 
over £650,000 towards improving its science facilities since the start 
of the 2010/2011 academic year. Following our fundraising study 
we provided full-time campaign management services during 
the autumn and spring terms. We are providing further, part-time 
support to the Campaign Board as the school nears its £1m target.

The Ladies’ College, Guernsey:  In the autumn term of 2009, 
with a fundraising study report in hand and the support of 
a  Compton consulting team, the College launched a £1m 
fundraising campaign for a new Sixth Form Centre.  By the end 
of December 2010 the College had exceeded its target.

School & College Fundraising Workshops
Compton runs workshops for schools which help clarify how best to start a capital fundraising 
campaign. Attendance is free and places are limited, so if you are interested in registering for a 
future workshop, please email: LWheatley@ComptonFundraising.co.uk

 Milton Abbey School, 
Dorset: In 2008 we 
provided full-time 

campaign management 
services that saw the 

School raise over £800,000 
in 18 months towards 
improved boarding 

facilities. 

John Hampden Grammar 
School, Buckinghamshire: 

Our full-time campaign 
management services 

have been engaged to raise 
£1m towards Sixth Form 

facilities.
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Maidstone Grammar 
School for Girls, Kent: 

Have engaged Compton’s 
campaign management 

services to help raise 
£750,000 towards a new 

teaching block.



Hospices
In many ways, hospices are the ultimate, local, grassroots charities. Most hospices are fortunate 
to get even one third of their funding from statutory sources – and the way they get that core 
funding over the next few years is going to change with GP commissioning. Even greater 
demands will be placed on local communities to support their hospices.

Trinity Hospice, Clapham: Even after 120 years of care, the UK’s oldest hospice is not resting 
on its laurels, with a new £10m in-patient centre, an expansion of its community services and 
new celebrity supporters in the form of Huw Edwards and Jack Dee. Trinity fully outsourced its 
fundraising and marketing operations to Compton in 2005.

St Christopher’s Hospice, Sydenham: A specialist Compton team has been at work at St 
Christopher’s since 2005 – working alongside the in-house team, leading annual fundraising, 
managing the £2.5m 40th anniversary campaign and driving one of the best legacy promotion 
programmes in the UK.

Willen Hospice, Milton Keynes: We are working alongside the in-house fundraising team to 
develop major gifts, trusts and legacy fundraising.

Greenwich & Bexley Community Hospice, London: A Compton fundraising team is working 
alongside in-house fundraisers to drive the next stages of the hospice’s development.

Churches and Cathedrals
Over the years we have worked with over 30 cathedrals and abbeys and helped to raise over 
£100m for a wide range of capital, endowment and annual fundraising needs.

St Albans Cathedral: A fundraising study to test the feasibility of raising the money needed to 
build new cloisters for learning and welcome centres.

St George’s Hanover Square: A £2.5m capital campaign to fund the refurbishment of the church 
fabric and the commissioning of a new organ.

St John’s Notting Hill: A £1.25m capital fundraising campaign to restore the organ and 
redevelop facilities.

Peterborough Cathedral: Advising on the management of a £10m 900th anniversary capital 
campaign.

Guildford Cathedral: A Golden Jubilee Patron’s major donor campaign.

Chapel Royal Hampton Court Palace: A £1.5m campaign to establish a Choral Foundation.
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Our Services
Compton Fundraising Consultants is a full-service fundraising management consultancy. We 
work in partnership with our clients’ boards, staff, and volunteers to help plan and manage all 
aspects of their development programmes. We employ a team of professionals, each of whom 
have a proven track record of success in their specialist field, be it capital campaign management, 
consulting, information technology, prospect research, marketing business planning and training: 
in short, all the areas needed to deliver challenging fundraising goals. 

www.ComptonFundraising.co.uk

Suite 316, Linen Hall, 162-168 Regent Street, London W1B 4JN  
Tel: 020 70383555

Compton House, High Street, Harbury, Warwickshire CV33 9HW   
Tel: 01926 614555

Capital, major gifts fundraising
• Capital fundraising feasibility studies

• Full service, capital campaign management

• Periodic consulting services

Annual, operational fundraising
• Reviews and audits of fundraising plans and programmes

• Interim fundraising and executive management services

• Customised training and accreditation programmes

• Formal mentoring programmes to in-house fundraising team members

• Specialist database and Gift Aid reclaim reviews

Marketing and communications plans
• Public and community relations audits 

• Member and supporter surveys 

• Marketing and communications reviews and plans

• Development of a fundraising case for support

Legacy, endowment fundraising
• Audits of legacy promotion programmes

• Development of customised planned giving programmes

For further information and a no obligations discussion, please contact one of our Directors, 
Paul Molloy or Andrew Day.


