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The third sector received a major boost last year when Gordon Brown pledged that it will receive more than £500m over the next three years as part of the wide-ranging third sector review in July last year. 
But with more funding available, the pressure is on for charities to secure that funding and this is becoming a major challenge for many organisations. They need to plan well in advance; understand the processes involved in securing funding and know how to put together a successful application. They also need to ensure that the right resources are in place if they are to realise their ambitions.  
It is not just applying for new funding that is challenging; many charities rely heavily on government grants or contracts and simply find they reach the inevitable point where the money runs out and they either need to contract (get smaller) or to replace the income from voluntary sources if they are to continue to supply the service. When this is realised by the CEO/Trustees, they often come to me. 
My advice to them is simple. They need to have a financial strategy firmly in place – they need to decide what services they want to supply in the short, medium and longer term. The costs for these plans must then be estimated accurately for these plans including any additional overheads.

Any successful CEO will then work out where the funding will come from, whether it is voluntary or non voluntary sources, or both. It is good practice for any charity to have long term plan in place to secure voluntary income from a variety of different sources ranging from fund raising, legacies, donations, the Lottery or the sale of donated goods. This money could also come from Trusts or foundations, members and supporters. 
Part of the planning should also include how to attract new donors to ensure the Charity’s longevity. A database of names and addresses could be purchased relatively cost-effectively and a direct marketing campaign, involving a targeted email or mailer could be produced to reach out to new members. CEOs should look around their organisation or volunteer base for someone with the appropriate marketing skills to assist them and of course, include any marketing activity in the financial forecasts. 
In a nutshell, planning is key to the success of any charity and any CEO or finance director will need to place service delivery, cash flow issues, short and long term fundraising needs at the heart of any plan. They will need to think about the resource required to ensure their financial planning is successful.  If their accountant or finance director is not skilled in strategic financial planning, then it is time to call in the experts.  

If the appropriate skills do not exist in-house or amongst the volunteer base, they could always recruit an experienced financial Interim Manager who is willing to work on a project basis or even part time to save cost. The better the financial planning, the more organised a charity will be and of course far more likely it is to secure the funding it requires for its future success. 
