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Marketing Plan 2015-2016

Objective:  MHA will expand the organization’s visibility in the community
	STRATEGY 
	DETAILS
	TARGET AUDIENCE
	TIMELINE
	RESPONSIBLE PERSON

	1. Materials:  distribute information (flyers, brochures, annual report, etc.) in community

a) Develop annual report following audited financial statement completed

b) Update MHA results in all current materials
	-Compile mailing list
-Design materials 

-Manage data to report outcomes in all materials


	General public

Community leaders

Public officials

Funders


	Ongoing
	ED/Staff

	2. Social Media/Website:  maintain and update website, Facebook, including stories, outcomes, donor opportunities, events, and wish list
	-Assign regular website updates
-Schedule Facebook status updates 

	General public
Clients of MHA

	Ongoing
	ED/Staff
Board

	3. Media Kit:  Create templates for PSA’s (newspaper, radio and TV), press releases and letters for educating community
	-Plan for PSA’s prior to events

-Keep media outlets informed


	Community leaders
General public
Funders
Legislators


	Distribute throughout the year (i.e., events, news, accomplishments, etc.)
	ED/Staff

Board

	4. E-newsletter:  Write a local e-newsletter for keeping community leaders, volunteers, donors, and agencies informed (Quarterly – October 1)
	-Share success stories
-Highlight board members

-Request donations/support

*Seek sponsors 
	Donors
Community leaders

Funders
	Quarterly
	ED/Staff

Board



Fundraising Plan 2015-2016
Case statement:  Mental Health America in ____________ is a unique organization. We address the needs of individuals and families dealing with mental health. MHA is committed to helping people meet their critical needs and long-term economic goals. Our services help better equip individuals to be successful as a community resident. 

Financial Support:  The MHA will maintain a fundraising campaign that is structured to ensure adequate funding to support the operations and programs offered to residents in the community. The Board of Directors recognizes that a fundraising campaign requires staff, materials, postage, planning, and a marketing plan. The following sources of funding will be developed and utilized by the board and staff:
1. United Way

2. Individual donors

3. Corporate sponsors

4. Fees for service

5. Special Events

6. National foundations

7. Government

8. In-Kind

Fund development process:
· Establish short- and long-range goals and enlists support from members of staff and volunteers.

· Maintain accurate files and research material on potential new donors and sponsors.

· Update donor and funding databases effectively for managing fundraising activities. 

Fundraising Plan 2015-2016
Objective:  MHA will build financial resources to establish or expand programs, operations, and discretionary funds.

	STRATEGY 
	DETAILS
	INPUTS
	FINANCIAL GOAL
	Timeline
	RESPONSIBLE PERSON

	Grants 

Ensure that agency programs receive sustained funding from existing funders and potential new funding streams. 


	1. Research organizations with an interest in funding education, case management and advocacy, including companies, foundations, government and individuals. 

2. Submit well researched funding applications to support agency programming.


	Grant writing

Program planning
	$100,000 - 2015
$150,000 - 2016
	Submit at least one new grant by January 1, 2016
	ED/Staff

	Donor development & cultivation
Facilitate individual donor relations to raise financial and in-kind support
	1. Board members will solicit friends in the community to participate in the roadblock. 
--This strategy hopefully will increase proceeds from our fundraisers. Conduct face to face meetings to cultivate new and existing donors.

2. Organize direct mail campaign and membership pledge drives for support from individual and corporate donors.

3. Maintain ongoing relationship with donors and sponsors i.e. thank you letters, invitations to events, newsletters, public announcements, etc.


	Letter writing

Face to face meetings

Mail campaigns

Donor tracking

Mailing list
	$5,000 – 2015
(achieved)

$7,500 - 2016

	Send appeal letters May and November
Meet with donors: 2 major individual donors monthly (Board assigned)
	Board

ED/Staff

	Special Events

1. Christmas Gift Lift

2. Annual meeting (friend raising event)

3. MHA event (to be determined)

	1. Hold annual Christmas Gift Lift to gifts will be delivered to the state hospital and community living people to insure that all of our people receive specific gifts at Christmas time. Mail over 120 requests to churches and past supporters at the beginning of the holiday season.

2. Plan and coordinate benefit events such as annual meeting, banquets, balls, or auctions. (TBD)
3. Conduct solicitation drives for pledges of ongoing support from corporations.


	Invitations

Letterhead

Mailing list

CGL-wrapping, delivery, gift shopping


	$5,000 per event (excluding annual meeting)
	Mail requests for Christmas Gift Lift: November 1

 
	Board

ED/Staff

	Corporate Sponsorships
	1. Maintain and nurture relationships with existing corporate sponsors and researching new sponsors

2. Seek sponsors for special events and/or projects that meet corporate goals


	Sponsorship levels (per event) – financial support and in-kind


	$5,000-$10,000 per event
	Meet with 10 potential sponsors
	Board

ED/Staff
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