I. What Is a Case Statement?

The case statement: 

· Extracts the conclusions of your group's mission statement; argues for its support; outlines a plan to accomplish definite goals for its overall program and special projects; and sets a dollar amount to meet these goals.


· Conveys a sense of relevance and urgency. It is designed to move people intellectually and emotionally.


· Presents the formal rationale for the fundraising campaign.


· Is a summary document that declares and validates the Partnerships's past service, current challenges, and future plans.


· Argues for the very existence of the Partnership as well as for its growth. Reveals the organization's productivity and how it benefits society, the community, and its citizens.


· Presents clearly the ways the organization wants to improve its service to society and the new resources required.


II. What is the Purpose/Use of a Case Statement?

The case statement is a: 

· Formal Definition of the Need and the Solution

It presents a summary of what the Partnership has accomplished, what it has the potential to do, and what benefits the support will bring.

The case statement must include the facts, the data, and the dollars to support its argument. Facts alone, however, will not convince supporters to act. The statement must also have emotional appeal.


· Tool for Internal Consensus Building

By including staff, volunteers, and even potential funders in drafting the case statement, one develops a consensus concerning an important question, namely: "What does your organization hope to accomplish through this campaign?"

Potential funders are looking for groups of individuals who can articulate a shared vision and perspective.


· Tool for Testing the Donor Market, Recruiting Campaign Leadership, Attracting Volunteers and Potential Funders, and Building Community Awareness

While effective case statements include an internal organizational perspective, they should also incorporate the donors' need to feel they are part of the effort.

Experience has shown that the strongest arguments for support come from those individuals who will give and work for the cause--from their deepest concerns, desires, and aspirations. It makes sense, therefore, to involve them in developing the case, not just approving it, even though this takes additional time.

The organization should take cues from the people who can make the program a success, such as funders and State and community leaders. They should be interviewed, and even quoted, in the case statement. The case that seeks out the prospect's responsive chord, and resonates with it, is the case that produces support.

On average, foundation and corporate funders decline more than 60% of the proposals submitted. Therefore, the time and effort it takes to build a consensus around the case statement, which is the core of every proposal, will help to position the Partnership above the competition for limited resources.


· Tool for Obtaining Major Gifts

A case should be written from the potential supporters' perspective. They need to feel that supporting the mission of the organization will make life better for them, their children, and their grandchildren. They need to feel that the community and the Nation will be strengthened--even that civilization itself will be advanced by their contribution.

The best casemakers have found that in order to move people on this level, it is essential to make the case larger than the organization. It is not enough to "tell the story" of the organization and to recite its history. It is equally ineffective to try to convince the prospect that the organization needs the support to avoid deterioration or collapse.

It is essential that the leaders of the organization develop a compelling vision of the future--one that people find attractive, achievable, and worth working for. The case demonstrates how the organization can make a special contribution to building that future. Prospects must be inspired and challenged to play a part in making it happen. They should feel that they have a chance to make history--and that the time for action is now. 

III. How Does One Write a Case Statement?

A. Write in the present tense. Include what is envisioned as if it is already a reality.


B. Include distinctive and innovative programs. Give examples, illustrations, and case histories of the organization's success stories.


C. Keep the case simple and brief. Do not drown supporters in data. All the "vital statistics" belong in the attachments.


D. Highlight evidence of the planning behind the program. It shows prospects that the organization is managed in a businesslike way.


E. Explain how supporters' contributions will be applied in a timely fashion to the areas where they will produce the best results and the greatest benefits.


F. Anticipate questions and answer particular concerns that may be expressed by every reader of the case statement, e.g., clients, legislators, bureaucrats, business people, spiritual leaders, and leaders of faith.


G. Be concrete and specific. Do not say, "Our organization is a model of success"; describe how it is successful, and why it is a model.


H. State your goals in positive terms. Relate what the organization is, rather than what it is not. Negative statements set the wrong tone and allow people to concentrate on what is wrong with the organization and not on what they might help it to accomplish. 

IV. What Is the Content of a Case Statement?

A. Title Page - Who Your Organization Is


B. Mission - Why It Exists


C. Achievements - What It Has Done


D. Future Plans - Where It Is Going


E. Needed Resources - What It Needs To Get There


F. The Campaign - What Are the Goals and Timeframe


G. Summary - What It Will Do With The Resources


H. Attachments may include: 

H. Leadership Lists


H. Case Studies


H. Budgets


H. Project/Program Plans


H. Demographics


H. Statistics


H. 501(c)(3) Document (for funding campaign purposes)


H. Letters of Support 

Exposición del caso (Case Statement): Explica por qué una persona debería dar apoyo a la organización. Los elementos de un caso incluyen: 

· La misión 

· La articulación de una necesidad o una oportunidad para aprovechar 

· Una meta: ¿Qué quiere lograr la Fundación? ¿Cómo lo va a lograr? 

· La capacidad institucional (el valor agregado que la institución está brindando a la comunidad) 

· Relaciones con otros grupos en la comunidad (sinergias y socios) 

· Un cuento (o mito fundante) que comunica lo que quieres lograr en una forma profesional y con pasión. Un testimonio de una institución o poblaciopn beneficiada por la Fundación también sirve bien. Se pueden solicitar tesimonios a los beneficiados por nuestro trbajo. 

