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FUNDRAISINGFREEDOM
WHAT YOU NEED TO KNOW TO SOUND LIKE YOU’VE READ THE BOOK

ABOUT FUNDRAISING FREEDOM

ABOUT MARY VALLONI

In 2007 fundraising professional, Mary Valloni, walked through the
doors of another nonprofit organization determined she was
going to break the cycle of fundraising burnout and frustration.
She wrote on the white board in her new office “WORK SMARTER,
NOT HARDER”.
This is the eye-opening journey of a fundraiser who was looking
for freedom and found it after years of successfully creating and
implementing the 7 Steps on the pages of this book. Wouldn’t it
be incredible if nonprofit leaders around the world had the ability
to act, speak and think without holding back? Could we dare to
change the way we think so we could engage more donors and
volunteers than ever before?

ENDORSEMENTS
"You are reading a tool that will enhance your ability to do something
great. Fundraising Freedom will help you care for your donors well so
you can tap into the wealth of resources just waiting to be released into
your care." – Dan Miller, New York Times bestselling author, 48 Days
to the Work You Love
“If you only read one fundraising book - make it this one! Fundraising
Freedom will transform your thinking around how fundraising should be
done. This is a plan every nonprofit should be implementing.”
– Kary Oberbrunner, Author, Day Job to Dream Job
“Mary has shared the essence of true volunteer and staff fundraising in
this short read. Work this PLAN. A fundraiser who reads and works the
7 steps outlined in Fundraising Freedom cannot go wrong.”
– John Kyger, Income Development VP, Retired, American Cancer Society
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Former Development Director for the
American Cancer Society, the ALS
Association and Special Olympics,
Mary Valloni has raised millions of
dollars and spent countless hours in
the field of development. In the
process, she realized too many charities were being underfunded and
missionaries were coming off the field
due to their lack of training. Mary knew
things had to change.
In 2014, she started Mary Valloni Consulting with the dream of spreading a
message of hope and encouragement
to nonprofit leaders and missionaries
across the country as a fundraising
coach, consultant, trainer and author.

CONTACT MARY VALLONI
Phone: (417) 496-5906
Website: maryvalloni.com
Email: mary@maryvalloni.com
Facebook: maryvalloniconsulting

WHY MARY’S MESSAGE IS IMPORTANT
Retaining and bringing in new gifts is a challenge nonprofits are facing.
There are

1,571,056
533,306

tax-exempt nonprofit
organizations in the United States
For every $100 a charity raises,

$95

is lost due to lapsed donors and
downgraded gifts.

bring in less than $1 million in
total revenue.

Organizations raising less than
$100,000 had an average loss of

The average retention rate of
first-year donors is just

7.8%

– Target Analytics, a division of Blackbaud

29%

.
The average small gift is

$50
$4,245

and the average large gift is

– 2015 Fundraising Effectiveness Project

– National Center for Charitable Statistics

– 2015 Fundraising Effectiveness Project

- Blackbaud

Fundraising burnout and turnover negatively impact nonprofits and fundraisers.
The average amount of time a
fundraiser stays at his or her job
is 16 months.

Fundraisers most want help
balancing the pressure of career
and family duties.

- Cygnus Applied Research

- Cygnus Applied Research

The direct and indirect cost to hire
a new fundraiser is

$127,650

.

- Cygnus Applied Research

Individuals want to volunteer and give.
In 2015, Americans donated

$373.25
billion

95.4%

to charitable causes.

– Blackbaud

– Giving USA

Volunteers give twice as often to
charity as non-volunteers.

79.2%

76%

of charitable giving in the U.S.
comes from the three oldest
generations.

of high net worth American
households (income of $200,000+)
give to charity
– Bank of America Study of High Net Worth
Philanthropy

71%

of volunteers are likely to give.

of all giving comes from
individuals.

– Corporation for National & Community Service

– Giving USA
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FUNDRAISINGFREEDOM
EXCERPTS FROM FUNDRAISING FREEDOM
Introduction (Page xiv)
“I encourage you to jump in and scan through the seven proven steps below and identify where you are in the
plan. The steps spell out the word FREEDOM and will be the most effective if you can put them to memory.
Memorizing the steps will allow you to reflect on previous steps and plan ahead for what is to come.”
Step 1: Focus Your Vision
Step 2: Run Your Research
Step 3: Enlist Your Team
Step 4: Enhance Your Brand
Step 5: Deploy Your Team
Step 6: Organize Your Ask
Step 7: Make Your Difference
Excerpt from Step 1: Focus Your Vision (Page 10)
“Having focus on your vision will allow you to determine with clarity what you are and what you are not. The
best way to do this is through a mission and vision statement. During the vision step, you create legitimacy. You
say to yourself and to others that you’re going to do it, you’re going to do it well, and you’re clear about the
direction you’re going.”
Excerpt from Step 3: Enlist Your Team (Page 43)
“It only takes one volunteer to get started. I hear it often from fundraisers that fundraising is overwhelming.
They say, “I don’t know anyone who would want to give to my cause. I don’t even know where to start.” You
start with one. It doesn’t matter if you are starting a board of directors, an advisory group, or an event-planning
committee. It only takes one.”
Excerpt from Step 5: Deploy Your Team (Page 90)
“The more informed you are about a cause, product, or service, the more likely you are to make the investment.
If you have trained and educated your volunteers well they will feel compelled to give without being asked, but
don’t become complacent and miss out on the opportunity to invite them to donate.”
Excerpt from Step 7: Make Your Difference (Page 127)
“Before you can celebrate an individual supporter, reflect back on Step 2 when you ran your research. You
should have identified key details about each of your donors and volunteers. Pay attention to the details about
their lives. The information they share will give you key information as to how they want to be thanked. Creating a donor stewardship or “thank you” plan ensures that donors don’t slip through the cracks.”

M A R Y VA L L O N I

FUNDRAISINGFREEDOM
SAMPLE INTERVIEW QUESTIONS
1. Why did you write the book FUNDRAISING FREEDOM?
2. What is the book about?
3. Who is this book for?
4. Why should they read it?
5. What drove you to write a book?
6. How long have you been fundraising?
7. What does it mean to have fundraising freedom and how did you arrive at that title?
8. How did you come up with the 7 steps?
9. How does someone become Sherlock Holmes?
10. I love how you explain the A+ Volunteer in Chapter 3 and share a chart of the grading system.
Where did the A+ Volunteer concept come from?
11. This book was created to reach fundraisers at many different levels. How can someone use this book at
the beginning of his or her career vs. an experienced fundraiser?
12. What have you learned as you wrote this book?
13. What are the ways that we can connect with you?
14. Where can our audience get their copy of FUNDRAISING FREEDOM?

THE FUNDRAISING FREEDOM 7 STEPS INCLUDE:

