Acceptance or Refusal of Donations

Relevant legal principles mitigated by practical and ethical factors

The purpose of this Code is to allow trustees and the fundraisers who support them to make clear and consistent decisions regarding the acceptance or refusal of donations. 

Irrespective of any internal delegation procedures within the charity, it must be noted that the ultimate responsibility in respect of the acceptance or refusal of all donations rests with the trustees of the charity.

There is no single specific statute to guide trustees in law on this matter. However, there are relevant legal principles that trustees and their advisers must ensure are met when deciding whether or not to accept donations.

The law requires trustees, in deciding whether to accept or refuse a particular donation, to consider which course will, taking an overall view, be in the charity’s best interests.

The law allows practical and ethical factors to be taken into account as long as they are ones that are likely to affect the specific interests of the charity.

These notes therefore seek to provide some general guidance on decision-making in each of these circumstances.

To read the Best Practice Code, please click here: http://www.institute-of-fundraising.org.uk/Resources/Institute%20of%20Fundraising/Codes/Acceptance_or_refusal%20of%20donations%202006.pdf
Best Practice for Major Donor Fundraising

Guidance on important factors relating to major donors

Major donor fundraising is about people and relationships. It involves the entire organisation from the chief executive officer to the administrative assistant working in a team to secure the gift.

It also involves the family, friends and associates of the major donor affecting the timing, size, regularity, purpose and method of the gift and requires the fundraiser to be resourceful and responsive.

Major donor fundraising is usually not an isolated process but a team effort, which yields a mutually beneficial outcome for all, yet it is very rarely done in an overt way. There are no broad-brush techniques and it can often be difficult to define the next step.

Major donations aren’t always planned. Nor are they always made for philanthropic or altruistic reasons, but, whatever the circumstances, the major donor should take pleasure in making the gift and the fundraiser or organisation be pleased to receive it.

This Code has been written to provide guidance on best practice in raising funds from major donors. This Code does not delve into fundraising techniques about how to raise major donations. Instead, the Code is written to inform the reader about important factors which relate to major donor fundraising.

To read the Best Practice Code, please click here: http://www.institute-of-fundraising.org.uk/Resources/Institute%20of%20Fundraising/Codes/Best_Practice_Major_Donor%20Fundraising%202006.pdf
Committed Giving in the Workplace

Information on schemes enabling on-going support through employees' donations

Fundraising within the workplace is varied in form and is subject to both direct legislation and self-regulation.

This Code specifically addresses the interests of donors, employees, employers, Voluntary and Community Organisations (VCOs), Professional Fundraising Organisations (PFOs), other fundraisers (volunteers and employees), and Charity Agencies in relation to the recruitment of donors using committed giving in the workplace.

Committed givers in the workplace are able to set their donations up using the payment methods of:

· Payroll Giving, a tax effective scheme whereby the gift is taken from pay pre taxation 

· direct debits, standing order or authorisation of credit card mandate. These regular gifts can be supported by Gift Aid, a post-tax method of tax-effective giving 

· post-tax ‘round-up’ schemes where employees’ donations come from rounding down/up the ‘odd pennies’ from their pay.

This Code does not address other forms of fundraising in the workplace, such as cash collections.

To read the Best Practice Code, please click here: http://www.institute-of-fundraising.org.uk/Resources/Institute%20of%20Fundraising/Codes/Committed%20Giving%20Aug%202008.pdf
Charities Working with Business

Preparing charities to work with the commercial sector
Corporate Partnerships can bring many benefits. They can provide much needed funds from marketing or community budgets, good PR, brand awareness, awareness of corporate social responsibility, volunteers and gifts in kind.

However, without the correct preparation, they have the potential to bring with them problems and conflicts. Much will depend on how the relationship is set up and the preparation undertaken right at the beginning.

This Code is designed as a guide to how charities can work with the commercial sector.

To read the Best Practice Codes, please click here: http://www.institute-of-fundraising.org.uk/Resources/Institute%20of%20Fundraising/Codes/Charities%20working%20with%20Business%202006.pdf
http://www.institute-of-fundraising.org.uk/bestpractice/thecodes/codesoffundraisingpractice/fundraisingwithbusinessandintheworkplace
Fundraising and Events
Best practice for organising fundraising events

Organising events as a means of fundraising can be a great way to involve an array of different people and the community as a whole.

These Codes provide guidance for a range of events from Charity Challenge Events abroad to a dinner dance in a town hall.

Fundraising in schools can be a particularly daunting but rewarding area, due to the strict regulations when working with children. The Code on Fundraising in Schools provides guidance on this specific area.

To read Best Practices, please click here: http://www.institute-of-fundraising.org.uk/bestpractice/thecodes/codesoffundraisingpractice/fundraisingandevents
