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Purpose of this tool

As the funding landscape continues to develop and change, what is your organisation doing
to ensure that it benefits from a diverse range of income sources? Different sources bring
new and different levels of restriction and regulation and some require expertise to access
and manage which you may not currently have in your organisation. Not all the ways of
developing and attracting income described may be congruent with your mission or your
programmes but understanding the spectrum and ensuring that you have explored all
options appropriately will help you understand and build your financial capacity.

This tool will allow you to carry out a quick diagnostic of the different ways in which your
organisation currently brings in funds and also what resources, both staff and cash, are
outlaid against each income type.

Once the tool has been completed, please review the checklist questions to allow for a
deeper investigation.



The income spectrum: template
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Donor

Funder

Social Investor

Purchaser Consumer

—

Typical forms

Philanthropic

e Trusts & Foundations

e Individual Giving

¢ Payroll-giving & memberships
» Legacies

Grant funding

¢ Public sector grants

Loans&investment

e Loans

e Endowments

 Patient capital

« Venture capital/philanthropy
e Social investment (SI) grants

Structured market Open market
» Box Office

¢ Merchandising
 Bar/catering

e Specialist consultancy
e Intellectual Property

* Service Level Agreements
 Public Service Contracts
» Sponsorship

Description ¢ Mission-related funding * Mission-related funding  Provides alternative sources * Payment for goods and * Range of services and goods
e Restricted or unrestricted e Usually restricted for charities who are largely services according to the than can be sold is potentially
» Requiring specific outputs reliant on grant funding terms set out in a contract endless
and/or outcomes ¢ Or do not have a large base between an organisation and * Some types of trading are
¢ Close monitoring and of individual donors a third party purchaser undertaken purely to
accountability e Or who are looking at ways e Client can be from public, generate profit
of financing new initiatives private or voluntary sector o Other channels can
Can provide invaluable contribute to the delivery of
unrestricted income to cover an organisation’s mission
core costs. ¢ Unrestricted
¢ Larger charities may use SI
to make their resources go
further
Your organisation
Source % [ <insert> ] [ <insert> ] [ <insert> ] [ <insert> ] [ <insert> ]
Staff resource [ <insert> ] [ <insert> ] [ <insert> ] [ <insert> ] [ <insert> ]
Cash resource [ <insert> ] [ <insert> ] [ <insert> ] [ <insert> ] [ <insert> ]
< | B
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ASKING CAPITALISING EARNING

(Mission Models Money 2006, adapted from NCV@)
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CHECKLIST: questions to consider upon completion of the Income Spectrum tool

General

* Do you assess and agree cost per income ratios against each of the source columns you currently
attract income from?

* Are there any significant mismatches between level of income secured in each column and the
human and financial resource expended to ensure that source?

* If any of the five source columns are empty, have you fully considered that form of income?
* What are the perceived barriers for not entering a particular income type?

* What planning cycles do you use to set each kind of income target?

* What level of discussion about each of the source columns do you have with your Trustees?

Income relationship management

* Do certain income sources require more time from your organisation’s senior management and other
colleagues?

* Do some relationships require more lengthy management lead time before fruition?

* How many external relationships are needed in order to secure funds? (e.g. ratio of successful
sponsorship partners to total approaches)

* How would you classify each of your relationships with regards to risk?
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Further resources

« MMM focus section on Money: http://www.missionmodelsmoney.org.uk/resources/money/



