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I. EXECUTIVE SUMMARY

A. The Problem

As the eighth largest country in the world, Pakistan is of

critical import:ance with regard to world population growth.

Located strategically between Iran, Afghanistan, China and

India, Pakistan has been the beneficiary of considerable

military and humanitarian assistance from the United states

in recent years:. And yet, despite progress toward

development in some areas, rapid population growth has

impeded the economic development of the country. Although

there have been gains in national income, per capita income

has made little, progress. High ratios of children to adults

have resulted in most income being spent on immediate

consumption needs, such as food, clothing and housing with

little left over for investment in education, industry or

government. As a consequence, unemployment has remained

high, and growth of the economy has been depressed. Lack of

available capital in the economy can only be successfully

addressed by a development policy that includes effective

population planning.

To address the serious population growth problem in

Pakistan, the government of Pakistan has for a number of



years conducted a government-run family planning program,

with assistance of such overseas donors as the united states

and the United Nations. In the cUltural and religious

context of Paki!ltan, however, progress has been slow. As of

the most recent assessment visit by the United Nations, only

11% of married c:ouples were practicing contraception. The

annual population growth rate is 2.7%, resulting in a

dOUbling of the country's population every 25 years.

In the Pakistani context, private providers of family

planning may be in the best position to seek acceptors of

family planning' and to risk the potential controversy of

promoting contraception and the status of women in a Muslim

country. The oldest and largest family planning agency, the

Family Plannin~J Association of Pakistan (FPAP), has

established clinics in most major cities in the country and

has developed rural outreach programs. With 130,000 family

planning clients, FPAP is now planning a major expansion of

its work units to increase accessibility of its services

throughout the country.

~ potential block to this important expansion of services,

however, is the significant loss of available funds FPAP

faces from its parent body, the International Planned

Parenthood Federation (IPPF), as a result of its loss of
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USAID support Like many other non governmental

development or~Janizations faced with limited funds, FPAP is

actively considering how best to expand resources through

income-generating activities within Pakistan.

It was in this context that FPAP asked the Enterprise

Program to provide a resource development consultant to

review their previous efforts and to advise them on future

steps. While the consultation was to be aimed primarily at

helping FPAP achieve a measure of self-sufficiency, it

became clear that the outcome of this process would be

watched carefully by IPPF and its member family planning

associations in numerous developing countries around the

world.

B. Summary of Findings and Recommendations

From January 19 to February 6, 1987, this consultant

travelled to London, Islamabad, and Lahore to provide

consultation on resource development to FPAP. Initial

briefings were held in London with the International Planned

Parenthood Federation and in Islamabad at the USAID Mission.

Most of the consultation took place at the headquarters of

FPAP in Lahore.
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I was accompanied on this trip by Carolyn cantlay and Jerry

Russell of the Enterprise Program.

The major findings and recommendations of this visit are as

follows:

(1) FPAP has e.stablished an effective resource development

activity in the, form of raffles. While restrictions have

recently been placed on the use of raffles in some

locations, theI'e is reason to believe that these

restrictions may be lifted. It is desirable for the

organization to continue this activity.

(2) Commercial ventures being undertaken by FPAP include

the operation e,f a pathology laboratory which, one year

after its start: up, is continuing to lose money. The

business plan for this pathology laboratory should be

revised to project a realistic expectation of revenue and

expense, and a deadline - probably no more than one year in

the future - should be set beyond which the organization

will sell the pathology laboratory or transfer it to the

program division. Even if it becomes profitable, it may be

desirable to transfer this activity into the program

division.
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(3) Before undertaking any other commercial ventures, FPAP

should undertake a donor fund raising campaign to seek

support from individuals, corporations and foundations

within Pakistan and with ties to Pakistan overseas. This

should begin internally with the volunteer leadership and

local volunteers and staff of FPAP and then move to major

gift prospects in Pakistan and overseas. An annual campaign

should be conducted for the next year to two years while a

long-range planning process is underway to determine major

agency needs for a capital campaign.

Prior to this consultation, there have been only limited

initiatives to assist overseas private voluntary

organizations w'ith in-country generation of income. Most of

these have focused exclusively on income generation through

commercial or semi-commercial activities. There have been

few, if any, consultations that have dealt with the

possibility of in-country fund raising by PVO s as a means

of developing self-sufficiency.

While fund raising has been developed to a great extent in

the United states, it is not unique to this country.

Charitable giving is, in fact, found to support numerous

organizations and programs worldwide. Nevertheless, the

potential for using organized fund raising as one element in
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the support of indigenous population and development

organizations has never been explored adequately. For this

reason, this rElsource development consultation in Pakistan

serves as something of an operational experiment to test the

possible applic:ation of fund raising techniques in

generating crit:ically needed support for family planning

services.

II. PURPOSE OF TRIP

The overall objective of the assignment was to conduct a

detailed asseSSlment of the Family Planning' Association of

Pakistan's reSClUrce development needs and capabilities.

The assignment consisted of conducting an internal review

with staff and volunteers at the headquarters level in

Lahore to detel~ine past and current resource development

activities, po1:ential for new initiatives, and specific

recommendations for action.

III. BACKGROUND

As described ill Trip Report: Pakistan (U), the Enterprise

Program team v:Lsited Pakistan september 4 - 22, 1986. While

in Lahore, they met with the Family Planning Association of
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Pakistan which" among other needs, identified the need for a

consultation on resource development.

FPAP has not held any organized donor program in the past.

However, donations from various volunteers have resulted in

ownership of one building in Karachi, a plot of land in

Islamabad, and a small flow of income to support programs.

FPAP initiated a series of raffles in 1980. From 1980 - 85,

these raffles emd a small number of other income generating

events resulted a net savings of $250,000. In the process,

FPAP was publi(~ized to over 5 million people who

participated in the raffles. This income has been used to

purchase facilities and to fund projects of FPAP.

As a result of government restrictions on continuation of

raffles in Karachi in 1986, the primary source of income

from resource development activities has greatly decreased.

In 1986, resource development activities resulted in net

savings of only $20,000. These savings plus $33,000 of

FPAP's unrestricted funds were invested in a start-up

business, the Lawrence pathology Laboratory. After one year

of operation, this enterprise was continuing to lose money.
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As a result of restricted revenue from existing resource

development activities, combined with insufficient funds

from overseas donors to meet growing program needs, FPAP

determined that a major initiative to expand resource

development revenue was called for. As a reSUlt, this

consultation was undertaken to review current resource

development activities and to make recommendations for

future steps to enhance private support.

IV. DESCRIPTION OF ACTIVITES

Prior to departure on the trip, meetings were held with

Winston Forrest, Vice President for Resources at Planned

Parenthood Federation of America and Sterling Scruggs of

UNFPA to obtain background information on fund raising in

the Asian context and the current status of family planning

and population activities in Pakistan. In London, meetings

were held at IPPF with Steve Fermer, Resource Development

Advisor; Barbara Herman, Project Writer; Charlotte de

Winton, Computer Specialist; Frances Pietersz, Director of

the Indian Ocean Region and Sunetra Puri, Information

Officer. In addition, a meeting was held with Mani Rowley,

Deputy Director of Population Concern. These meetings were

all held to acquire background information on FPAP's

resource development activities and the support and
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involvement of IPPF therein. All of the London meetings

were held on January 20 and 21, 1987.

In Islamabad, meetings were held on January 25 with Mr.

Mohammed Abdul Wasey, Program Officer of the Health,

Population and Nutrition Office of the USAID Mission, and

Mr. Qutubuddin Aziz, Chairman of the National Press Trust of

Pakistan. Thesle meetings also provided helpful background

information on population concerns in Pakistan and feedback

on various concepts related to resource development.

In Lahore, a series of meetings were held with volunteers

and staff of FPAP. On January 26, an initial briefing was

held with 17 people (see Appendix A for list of attendees) •

Following that, interviews were held individually with staff

and volunteers over a one-week period. See Appendix A fo~ a

list of interviewees.

See Appendix B for a list of questions and discussion topics

that were raised with each of these volunteers. In each

case, discussion focused on the activities of each

individual in relation to resource development.

On January 30, a meeting was held with Senator Javed Jabbar

to discuss the formation of a pUblic relations - pUblic
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image campaign to be developed by his firm, MNJ

Communications (Private) Ltd. A plan for a print media

campaign and a series of slide presentations to leadership

groups in Pakil;tan was formulated at that meeting.

On January 31, a mid-visit debriefing was held with senior

staff and volunteers and Dr. Attiya Inayatullah, Chair of

the Planning and Program Monitoring Committee.

During February 1 to 4, a series of recommendations were

formulated and an action plan for resource development for

the next 3 years was devised and presented for feedback to

the Resource DE!Velopment Division. In addition, a funding

proposal for support of the "Self Reliance Project,"

encompassing the expenses of the Resource Development

Division, was written, and several potential funding sources

were discussed. In total, 30 potential overseas funding

sources for FPAP's programs were identified. A final

debriefing was held on February 5 for senior staff and

volunteers.

V. FINDINGS

Although the fCICUS of the consultantship was on resource

development, a broad look was taken at the institutional
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framework in which resource development functions to

determine the agency's readiness for a major expansion of

this activity. The findings of this examination can be

categorized under several major headings as follows:

A. Instituticmal Planning and Mission

In each area oj: program and resource development, the agency

has a three-yeclr planning process that involves staff and

volunteer leadE!rship in the planning of objectives and

activities. The agency provides a broad range of

reproductive hE!alth care, including contraceptive services

for approximatE!ly 130,000 clients, sterilization services,

maternity care, infertility services, and immunizations for

children. There are a variety of clinical and field

outreach programs.

Within the organization there appears to be a strong

consensus regal~ding the mission and program objectives and a

belief that fOl~ the most part the agency's obj ectives are

being effectivlaly realized. There is also a strong

conviction that privately offered services, such as those by

FPAP, are more effective than government run programs.
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There is a conslensus within the organization that the

greatest need for strengthening within the agency is the area

of resource development. with regard to programs, there

appears to be E~qual emphasis on the need to strengthen

existing programs and the need to expand into new areas.

FPAP currently has 150 local work units, and has a goal to

expand to 500 work units.

B. Financial Management

There was commcm agreement among staff and volunteers that

FPAP ran a tight ship financially and that financial

controls were adequate. As a result, the organization is

not deficit splmding nor taking any other steps that would

imperil its financial security.

On the other hand, there was also common agreement that

revenues were inadequate for the program and staffing needs

of the organiz.,,-tion.
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There was agreement among those interviewed that reliance on

IPPF was higher than it should be. In fact, the

organization has moved from 96 percent dependence upon IPPF

support in 1975 to 71 percent of its revenues coming from

IPPF in 1985. This shift has occurred as a result of

acquiring additional overseas donors and revenue from

resource development projects.

For many organizations, reliance on anyone source of

support for more than 50 percent of its income is a

dangerous situation that could lead to collapse if the

funding were lost. Perhaps a long-term goal of the

organization should be to have no more than one-third of its

income from anyone source. Therefore, a top priority of

the organization needs to be growth in the number and

diversity of funding sources, both for restricted project

support and unrestricted revenue and contributions.

Fees charged to patients include a ten rupee (Rs.10 = $0.58)

service charge for those who can pay for contraceptive

services, but with the IUD and oral contraceptive pills
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provided free ()f charge. At the time of this visit, the

exchange rate was Rs.17 = $1.00. The following fees are

charged for otller services:

SERVIC1~

Injections

Diaphramls

Biopsies

Lab Tests

Rs.l ($0.06)

Rs.5 ($0.29)

Rs.250 ($14.70)

Rs.IO - Rs.15

($.58 ,;. $.88)

All those inte:rviewed seem to feel that these charges

represented a good value to clients and that they

represented much less than the real fUll cost of services.

But there was a range of opinions within FPAP regarding the

question of whether the fees are high enough. A number of

people felt that fees should be raised, and services should

be provided on a sliding fee scale based on the ability to

pay •

. FPAP is currently in the process of planning a model clinic

in Lahore that will serve middle class patients on a fee

scale that is intended to generate additional revenue.
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One other area of potential internal revenue generation

examined was sUbscriptions to the monthly magazine, Sukhi

Ghar (Peaceful Home). The current subscription price is

Rs.6 ($.35) pel~ year. Of the 35,000 people on the mailing

list for this magazine, 4,000 subscribers generated

Rs.24,OOO ($1,411). In addition, advertisements have

recently been ciccepted into the magazine, and last year they

generated RS.10,OOO ($588). Production and mailing costs

for the magazine are currently running Rs.70,OOO ($4,118)

per month, while income from the magazine is currently

running at about Rs.3,OOO ($176) per month.

Among those in'terviewed, not everyone was aware of the

current size of the endowment or trust. It was reported

that the trust contains Rs.250,OOO ($14,706) raised from

raffles and donations over the last 8 years, including 4

donations from individuals in the range of Rs.2,OOO 

Rs.5,OOO ($118 - $294).

There did not seem to be clear consensus within the

organization on the priority of financial needs. Many felt

that any funds raised by the Resource Development Department

should automatically go into the trust fund, but some felt

that these revenues should be applied to support programs or
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III

acquire buildillgS. There was also no clear agreement on the

use of the incc)me that the trust fund generates between

program suppor1: and reinvestment for additional growth of

the fund.

C. Staff And lloard Leadership

There is agreenlent within the organization that the

volunteer leadership, including the office holders, the

members of the National Executive committee, and the

National Council, were doing a good job. Indeed from this

visit, it was clear that the volunteer leadership of the

National Executive Committee and the Resource Development

Committee were highly committed and well connected in

Pakistani society.

In FPAP, the National Council serves as the board of

directors, but meets only once per year. The National

Executive Commit.tee consisting of officers, chairs of

standing committees, and a number of at-large members, meets

on a regular balsis and oversees the various volunteer

committees. These committees oversee the relevant staff in

each area. For instance, the Resource Development committee

hires and supe~,ises the Senior Director for Resource

Development.

-16-
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outside of the central office, there are five volunteer

zonal councils in the country, each responsible for

overseeing the family planning programs for their region.

The zonal councils oversee local work units. Organizational

charts, showing the volunteer and staff structure, are

attached as Appendix c.

D. FPAP visibility

The communications and pUblications division of FPAP

produces a wide variety of print materials for distribution

to various target groups. As mentioned above, the monthly

magazine, Sukhi Ghar (Peaceful Home) is distributed to

35,000 readers. It is aimed at a low level of reading

ability and emphasizes the advantages of small families.

The agency has offered an honorarium to journalists to write

articles on the subject of family planning and has in the

past encouraged the Film Association of Pakistan to

incorporate family planning messages in films. In addition,

the agency has produced a high quality video tape on the use

of Hakeems (traditional medicirie practitioners) for

promoting availability of family planning in rural areas.
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While the production of materials by FPAP has been

extensive, there has to date been little use of the

broadcast media by FPAP. The government population division

has made use of television to promote the message of small

families being happy families.

Within the organization there is a general belief that the

public has knowledge of the existence of family planning but

that within Pakistan the use of family planning is still not

widely accepted. There is also a belief that FPAP as an

organization remains almost invisible to the public.

spot surveys conducted by the organization indicate. that

between 65 and 90 percent of the pUblic have heard of family

planning and believe it is a good thing. These surveys have

been conducted among young couples who have been chosen on a

random basis and interviewed at home. Because gO percent of

the clients of FPAP report that they have not told in-laws

they are using family planning methods, there is a belief

that the older generation are opposed to the use of

contraceptives.
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There have to date been no pUblic opinion polls to determine

knowledge or at;titudes regarding the Family Planning

Association of Pakistan. It is clear that the primary

thrust of past communications activities has been to promote

the concept of family planning and that this has been done

in a low key and often oblique way. The fact that FPAP and

the Government of Pakistan Population Division have the same

logo may indeed lead the public to believe that they are one

and the same and that FPAP is part of the government. This

is of critical importance to the Resource Development

Division if it begins to develop a donor fund raising

campaign, since. most people will not readily donate to the

government in a.ddition to paying taxes.

other than a dinner for National Council members at the time

of their annual meeting in December, the organization

conducts no regular events, such as open houses or dinners,

for friends of the organization.

The Communications and Publications Division and the

Resource Development Division are separate divisions within

. the organizational structure of FPAP. In the past, when the

Resource Development Division has needed posters or other

pUblicity materials for raffles, they have been requested
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from the Communications and Publications Division. There is

no common sUpElrvision of the directors of these two

divisions. ASI mentioned above, each of the division heads

is hired by and reports to the relevant volunteer committee

rather than tel a chief operating officer.

E. Resource Development

A great deal elf information was provided regarding the

history and ae:hievements of the Resource Development

Division. Thj.s report will not try to repeat all of that

information but will provide a brief summary.

The senior director for resource development was first hired

by FPAP in 1978, and the Resource Development Division and

volunteer standing committee were formally established in

1980.

Both before and after the establishment of the Resource

Development Division, FPAP's primary contributions have been

in the form oJ: time and energy of its many volunteers and

in~kind donations of facility use and material by volunteers

and friends throughout the nation. Records are kept and

reported of the person-hours of time contributed by

volunteers.
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Raffles and Commercial Projects

Beginning in 1980, FPAP organized a series of raffles mostly

in Karachi, wi1:h top prizes of vehicles such as mini vans,

and secondary prizes of various small appliances. From 1980

to 1984 (after expenses which ran at about 65 percent), the

net savings frc)m these raffles were Rs.2,852,000. An

additional Rs.llO,OOO of net income was earned through a

puppet show, wrestling match, and film star cricket match.

The total savings (approximately $195,000) were used for the

construction of. a portion of the headquarters building in

Lahore (one flc)or of which was rented out).

In 1985 income from raffles and rental of the ground floor

of the Lahore property amounted to RS.l,271,000 ($84,747).

After expenses, the net savings were Rs.471,000 ($31,400).

In addition, in 1985 a revolving fund for use by local work

units in revenue generating projects (including raffles and

stage shows) was used to generate an additional net income

of $26,000.
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In 1986 the gove~nment of Sind (the province in which

Karachi is located) placed restrictions on the use of

raffles. As a result, raffles were only held in other

provinces. G:t:'oss income in 1986 from raffles, rent,

interest on deposit accounts, and a pathology laboratory

amounted to Rs.709,000 ($41,700). In that same year,

Rs.910,000 ($53,500) was invested in the pathology

laboratory by the Resource Development Division as part of a

plan to establish commercial ventures to earn income. As of

January, 1987, this laboratory was still operating at a

loss. A previous feasibility study had indicated that the

pathology laboratory could be operating on a self-sufficient

basis by February, 1987. However revenues have fallen short

of this expectation.

Raffle tickets sold by FPAP were done so with the stated

intention of developing a mother and child health care

clinic. At the time of the visit, negotiations were under

way by the Resource Development Division regarding sale of

one plot of land and an acquisition of another on which the

clinic could be built. The expectation of this clinic is

that it would be operating on a self-sufficient basis within

five years.
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A policy decil;ion was made by the National Executive Council

that, startin~J in 1986, volunteers at the local work unit

level would n()t be diverted from project work in order to do

resource development activities, although encouragement to

carry out res()urce development activities continued with the

availability ()f the revolving loan fund. starting in 1987,

work units wel~e asked to generate Rs.5,OOO ($294) per work

unit per year.

Trust Fund

At the time of. the visit, a trust fund had been established

and was in thl~ process of seeking charitable tax status.

This trust is a separate legal entity from FPAP with a

separate board of directors (appointed by the FPAP

president) with the stated intentions of:

supporting family welfare centers:

furthering education, including information about

population planning and responsible parenthood:

establishing mother and child care clinics for the

poo:rer strata of society: and

providing clinical se~ices to married couples,

including treatment of infertility and

ste:dlity.
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At the time of the trust's creation, July 15, 1986, FPAP

transferred Rs.220,176.50 ($12,952) to the trust. One of

the intentions of creating the trust was to create a

separate entity from FPAP that could carry on commercial

ventures which would allow the fund to grow and make

additional income available to FPAP. In addition, the trust

will provide exemption from the property transfer tax,

wealth tax, gift tax and income tax. FPAP, itself, has only

exemption from income tax for charitable donations.

The creation of the trust has raised a number of questions

internally regarding control, investment of assets,

guidelines for operation of commercial ventures, staffing,

and coordination with other FPAP activities. The intention

is also that raffles (which are expected to resume in

Karachi in 1987) will be conducted by the trust.

Donations and Membership

With the exception of requests for volunteer time and

occassional in-:kind contributions, FPAP has made no

organized and regular attempt to seek donations from

individuals or businesses in Pakistan. There are widely

divergent views within the staff and volunteer ranks
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regarding the probability of success of an in-country donor

program. Soml~ view this as a concept with great potential

needing to be tried in a professional manner, while others

fear that the cause of family planning will be rejected by

potential donors in Pakistan.

Interestingly, there are no centralized records of cash

donations to 'the organization at the national and local

level, and yet there is a history of donations in various

locations stretching back over decades. As mentioned

earlier, there is a record of donations to the trust fund.

In addition, there have been some major contributions. For

instance, one individual in Karachi gave FPAP a building.

Individuals working with the local work unit in Peshawar

have raised funds for a model clinic in that city. A plot

of land in Peshawar was donated to FPAP in 1972.

Four wives of foreign ambassadors in Islamabad have been

working as volunteers to raise money for FPAP's Sukhi Ghar

Center in Islamabad. They have been holding morning

coffees, chat'ging Rs.25 ($1.47) per person and have been

raising apprclximately Rs.5,OOO ($294) per month •
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Clients at thE~ model clinic in Lahore with ability to pay

more than the nominal fees charged have been making

voluntary donations for years. Apparently records exist at

the clinic of names and amounts donated over the last 10 to

15 years. In 1986 total contributions at the Lahore clinic

were Rs.35,57S ($2,093).

In addition tCl the above, FPAP has a membership of 3,871

individuals, clf whom 3,650 are involved in local work units •

The organization has the following catogories of membership:

Life Workers - one time fee of Rs.l,OOO ($58.82)

Ordinary Worker - annual fee of Rs.20 ($1.18)

AssociatEI Worker - one time fee of Rs.20 ($1.18)

supporters - one time fee of Rs.IOO ($5.88)

The constitution also provides for a category of patron with

a one time feEl of Rs.10,000 ($588.24).

There was no record of any patrons within the Finance

Department. Clf the work unit membership categories, 3,441

were ordinary Workers and 195 were Life Workers. Twelve

were Supporters, and two were Associate Workers. In 1984,

membership feElS to the central office totalled Rs. 8,000

($574.00).
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At the national level, volunteers and staff reported that

they are not encouraged to make regular donations to FPAP,

although some i.ndicated that they had donated at the

national or local level.

staffing

Although the 1987 bUdget allows for a larger staff, the

Resource Development Division consists of a senior director,

an assistant to the director, and an office assistant. This

staff is responsible for providing support to the Resource

Development Committee, conducting raffles, carrying out

other commercial projects, providing training and

encouragement to zonal resource development committees and

work units to take on revenue generating projects,

overseeing the administration of the revolving loan fund,

and undertaking' any new ventures for resource development,

such as donor campaigns. There was a strong feeling among

several staff a.nd volunteers that the resource development

staff was insufficient in number to handle both current

responsibilities and new initiatives. On the other hand,

there was a strong feeling among program staff that they

should not have to be involved in resource development

activities.
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Overseas Institutional Donors

Relations with overseas donors are handled by the Director

General of Planning and Program Development, surayya Jabeen.

In 1986 - 87, support was received or negotiations were

under way for project support with the following

institutional donors:

IPPF

OXFAM

Pathfinder Fund

Canadian International Development Agency

Overseas Development Agency

International Program for the Advancement of

Volunt.ary sterilization

Save The Children Fund

Population Concern

Intercooperation (Swiss)

Norwegian Agency for International Development

JSI's Ent.erprise Program
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In addition, support was received in 1985 from UNICEF. Also

regular program support has been provided by the Government

of Pakistan and the NGO Coordinating Council of Pakistan.

Incidentally, IPPF support comes in the form of restricted

support for specific programs. If those programs are

subsequently funded by other donors, resulting in a surplus

for that progt'am, IPPF adjusts the following year's grant to

remove the amount of the surplus.

VI. Recommendations

Working together during the two-week visit in Lahore, the

Senior Director of Resource Development and I reached

several conClusions about steps that should be undertaken

for future resource development.

The primary initiative growing out of this consultantship is

the addition of a donor fund raising program among

individuals, corporations, and foundations. At the same

time that this! fund raising initiative is being undertaken,

the successful raffle program needs to be maintained and

strengthened.
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A. Commercial Projects and Investment of the Trust Fund

Raffles

The raffles hClve been a profitable enterprise, despite the

amount of timEl and detail work necessary for a successful

raffle. Althclugh the overhead rate is high, the raffles

should be continued and expanded to cover most the major

cities. As SClon as conditions in Karachi allow for

resumption of the raffles there, they should be undertaken

once again on a monthly basis.

The use of prclfessional ticket sellers on a commission basis

has reduced the profitability of the raffles compared to the

time when tickets were sold by volunteers. Without

interfering with the program responsibilities of the work

unit volunteers, it may be possible to recruit an entirely

new group of volunteers to handle ticket sales on a free or

very low commi.ssion basis.

Raffle tickets; in the past have been sold for either Rs.l

($.06) or Rs.2 ($.12). It would be valuable to carry out a

controlled experiment in which the cost of the ticket was

raised to detelrmine if total income may be increased.
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Similarly, it would be worthwhile experimenting with

different prizes, and specifically different values of the

top prize. It would also be worth exploring the possibility

of conducting a lottery in which the top prize is a cash

award based upon the total income of the lottery before a

winning number is drawn.

Pathology Laboratory

In addition tel losing money, the pathology laboratory is in

need of an additional pathologist and training for the

current staff. It would be worthwhile contacting Rotary

International Foundation in Illinois to seek assignment of

trained pathologists on a six-month rotating basis. The

initial contac:t should be made through the Rotary Club of

Lahore •

The pathology laboratory is currently exploring

possibilities for various contracts and the addition of an

ambulance service which are projected to make it profitable.

A business plan should be adopted for the pathology

laboratory that gives an outside date for profitability to

be achieved. Beyond that limit, the organization should

consider selling the laboratory and cutting its losses.
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Alternatively, whether or not the pathology laboratory

becomes profitable, it may be desirable to retain it as part

of program operations and move it out of resource

development.

The operation of the pathology laboratory requires a good

deal of time of the senior director of Resource Development.

This time should be factored into the profit and loss

statement of the laboratory to determine if it is truly

covering all of its costs.

Real Estate

While the agency has a commitment to establishling a

maternal and child health care clinic, negotiations for real

estate and design of this facility should be the

responsibility of Finance and the Program and Planning

Division. The Resource Development Division should cease

its involvment in this process as soon as practical.

-32-



..i

..I

loll

-

New Businessesl

The Resource Development Division is currently considering a

range of possible projects for investment of the trust fund

and income generation. These include the following:

a model school

a courier service

a pharmaceutical business

children's books, stationery and uniforms

a training institute

a press and publication service

audiovisual production

real estate investment

consultancy services

commercial agencies

operation of a department store

a thrift shop or gift shop

entering the transportation business

import and export business, and

agricultural services.
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Before any of these enterprises are undertaken, the

organization needs to carefully examine the projected cash

flow of its current business venture commitments to be

certain that the organization does not go into debt in

supporting several start-up businesses. Further, the advice

of "sticking t:o the knitting" applies here. The

organization should not enter any business with which it

does not have experience, especially businesses that exist

in a highly cClmpetitive environment. If it is going to

pursue additicmal commercial ventures, the organization

should be opening businesses that provide services or

products that are needed but not generally available.

Particular at1:ention should be given to business

opportunities in areas that others are unlikely to pursue

for cuItural J~easons•

After looking at the current situation, this consultant

feels that taldng on additional business ventures at this

time is fraught with great risk that may both threaten the

current assetl; of the trust and delay more profitable

revenue generating activities that the organization can

undertake, such as fund raising campaigns.
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Special Events

If there are resource development volunteers who will not

participate in solicitation of donations, FPAP may be well

advised to use their energies to conduct such special events

as shows, auctions, dinners and exhibitions. Such events

should not be allowed to move forward however if they will

interfere with. donor fund raising campaigns or if they will

require the time of staff to support them. While such

activities are lower risk ventures, they still carry the

risk of lost opportunity and time as well as financial loss.

To be successful, most such benefit events need to be

conducted year after year to build up a following.

B. Internal Revenue Generation

Outside of donor fund raising, the greatest opportunity for

generating additional revenue +ies within the clinical

services. While maintaining a pOlicy of never turning away

a client for lack of ability to pay, the agency should

experiment with a sliding fee scale based on income.

Although there may be lower cost services available through

government clinics, there is still undoubtedly a shortage of

available family planning services in the country.
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Generating revenue through its clinics will ultimately allow

FPAP to serve additional people for whom services are not

currently avai.lable. with 130,000 clients, each Rs.l ($.06)

increase in average fees paid per client will generate

Rs.130,000 ($7,647).

A model clinic: for middle class clients in Lahore is

currently undElr consideration. The organization needs to

create a business plan for this clinic with revenue and

expense proje(~tions to determine the feasibility of this

approach.

C. Donor Pro9ram

FPAP has arbH.rarily set goals of Rs.10,000,000 (roughly

$600,000) in the next year and Rs.50,000,000 (roughly

$3,000,000) in the next three years to be generated by

resource development. These goals are not based on a

specific set of needs for program support or buildings, nor

has the feasibility of raising this magnitute of money

through any method been studied.
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The organization·needs to undertake a long-range planning

process to determine more specifically the need for major

expense items, such as buildings and endowment, that are

foreseeable over the next five to ten years. Based on this

set of identified needs, the agency then should undertake a

careful feasibi.lity study to determine the advisability and

the best approach for a major capital campaign.

In the meantime" a combination of an intensive public

relations campaign and an annual fund raising campaign

should be undertaken for the next year to two years. An

initial plan fClr a print media campaign and a series of

presentations t:o various leadership groups was drawn up with

Senator Javed Jabbar, of MNJ communications. Attached as

Appendix D is cl three year plan for pUblic relations and

fund raising gl:owing out of this initial plan. Reading the

plan at this st:age will be helpful in setting the context

for the recommEmdations that follow.
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Donor Records

In preparation for a fund raising campaign, it is important

to consolidate donor records in the Resource Development

Department. These records are now located in a variety of

places, including the model clinic in Lahore (client

donations), the Finance Department (trust donors and

membership records), and the work units (local donations).

All of these donations are contributions to some level of

FPAP and should be accounted for in the annual audit and

recorded on donor record cards in the Resource Development

Department.

Membership categories

As mentioned earlier, there are several categories of

membership. Most of the current members are "Ordinary

Worker" with an annual membership fee of Rs.20 ($1.18).

There are apparently no individuals listed as patrons (one

time fee of Rs.10,OOO = $588). It is desirable to

reorganize and consolidate the membership categories with an

emphasis on an annual contribution at every level. one-time

contributions do little to maintain a sense of belonging to

the organizat.ion or its mission, and they generate far less
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revenue than a.nnual contributions. If a life membership

concept is to be offered, it should be set at a high level,

such as Rs.100,OOO ($5,882). The following is a possible

set of membership categories, all to be under the general

heading of "Friends of FPAP."

Inner Circle - Rs.100,OOO and up per year

Benefactors - Rs.20,OOO to Rs. 100,000 per year

Patrons - Rs.10,OOO to Rs.20,OOO per year

Sponsors - RS.5,OOO to Rs.lO,OOO per year

Sustainers - Rs.l,OOO to Rs.5,OOO per year'

Supporters - Rs.lOO to Rs.l,OOO per year

Workers - Under Rs.lOO per year

The "benefits" of membership in each category need to be

determined. At the upper levels, these benefits may include

an invitation to a special dinner or luncheon with the top

leadership of the organization or some appropriate FPAP

gift. In this way, donors at any level will feel that they

belong to a group of donors with some identity, but they

will also understand the advantages of aspiring to give at

an even higher level.
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Fund Raising LEladership

Honoring those who contribute at various levels is important

not only for the acknowledgement it gives to the donor but

also the statement it makes to the other members about the

appropriatenesSI of giving at high levels. While a decision

to give money t:o any cause is often an intellectual one

based on one's feelings about the cause, the amount of the

gift is often determined by such emotional issues as the

example set by others.

For this reason, the top volunteer leadership of the

organization - The National council, The National Executive

Committee, and The Resource Development Committee - will set

the tone for all giving throughout the organization by the

magnitude of their support. Donor fund raising must be an

integral part ()f the organization and cannot run as an

isolated program. Key volunteers and top staff must be

prepared to play an important role in the campaign •
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campaign organization

In an annual campaign and in a major capital campaign, the

greatest limiting factor on contributions will be the nUmber

of volunteer solicitors that can be recruited and trained to

solicit prospective donors of major gifts. In a typical

campaign, one solicitor will make face-to-face calls on five

prospective donors to solicit their support. The plan for

1987 envision:; presentations about FPAP to 600 prospective

donors. This will require 125 solicitors to follow up the

presentations in seeking their support. What is envisioned

in the plan of action are five zonal level steering

committees wit:h an average of 25 solicitors per zone. Large

cities like KcLrachi and Lahore will, of course, have a need

for far more solicitors than this average.

The principle of peer solicitation is important in any fund

raising campaign. All solicitors should be expected to make

their own contribution before they solicit others and,

wherever possible, solicitors should be chosen who are

giving more than any of their prospective donors.
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Training of solicitors must include information about the

societal problems that FPAP is solving on a national and

local level, financial needs of the programs, and the best

techniques for. soliciting contributions. Each solicitor

should be ablE! to make a case for contributions to the

organization 1~hat does not focus on the organization's

needs, but rather on the needs of the clients and other

people served by the organization. The reason for this is

that donors gElnerally care more about the needs of people in

society than t:hey do about an organization's needs.

It is important that early in the campaign FPAP be able to

announce 100 percent participation by the members of its

National council in contributing to the campaign. As donor

fund raising becomes an integral part of the organization

over the years, it would be desirable to make giving

annually one of the stated expectations of membership on the

National Council. No minimum (or maximum) amount should be

set for such donations to avoid elitism, but it is

reasonable to expect that all of the policy makers of the

organization should have more than a passing interest in the

financial health of the agency. In fact, the financial

security of FPAP is one of their primary responsibilities,

and, therefore, any National Council member's contribution
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to FPAP should be relatively large compared to their

contributions to other agencies of which they are not a

trustee. Many organizations ask the members of their top

policy board 1:0 consider making whatever would be a

sacrificial gift for them on an annual basis.

Materials

Among the matElrials that will be useful for solicitors in an

annual campai~Jn is a brochure or booklet that briefly

describes the agency and gives quotes from various community

leaders about "Why I Give To FPAP." In addition, a more

formal case s1:atement will be useful as background

information fClr training volunteers and will be absolutely

necessary for conducting a major capital fund drive in the

future. A case statement is an in-house document that

describes the mission of the organization, gives detailed

information about its program, and spells out what money is

needed for. It generally will include answers to the

following questions:
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1. What I s the, problem?

2. Who is affected?

3. What solutions do you offer?

4. How? (Actions, not methods)

5. What is th.e result?

6. What difference will it make?

7. Why are you unique?

8. What will it cost?

9. What do you need?

10. Benefits for the donorl

Face-to-Face solicitations

The importance of face-to-face solicitation cannot be over

emphasized. organizations that use face-to-face personal

solicitation generally raise far more money than

organizations that use any other method of fund raising. In

advance of each solicitation, the solicitor must understand

enough about the giving capability of the donor to be

prepared to ask for a specific amount and to be able to

justify the need for the amount on the basis of the campaign

. plan.
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The most important source of names of prospective donors and

information about them are volunteers at the local level.

In preparation for any campaign a great deal of time must be

spent on development of lists and the determination of

priorities for sOlicitation.

Acknowledgements and Campaign Record Keeping

It is important that every person who donates any amount to

the organization receive a letter of appreciation - or at

least a card acknowledging their contribution. Personal

letters are especially important for donors of large

amounts. The letter should not only acknowledge the

contribution and its importance to the organization but

repeat the societal need and the mission of the organization

for which this contribution will be used. It may be

desirable to set up a Thank You Committee of volunteers,

whose job it is to write personal thank you notes to donors.

The basics of a manual record keeping system for donor

contributions was presented to the Senior Director of

Resource Development. In follow up to this report,

information about computer programs for tracking donor

information will be sent to FPAP.
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Types of GiftEI

In addition tel contributions of cash and in-kind support, it

is important t:o be open to the possibility of the following

types of donat:ions:

1. AppreciatEld securities (stocks and bonds),

2. Real estat:e,

3. Life insurance (either a gift of the policy with

its cash value or naming FPAP as a beneficiary),

4. Tangible personal property (vehicles, jewelry,

material), and

5. contributions through trusts.

Honorary Advisory Council

In order to ermance the credibility of FPAP and its fund

raising drive, it is desirable to establish an honorary

advisory coune:il of leading and visible figures in Pakistani

society. ThiEl council would have no specific duties other

than the agreElment by its members to lend their names as

endorsing the mission and objectives of FPAP. Of course,

involving these individuals in the organization in more
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in-depth ways, such as National Council membership, Resource

Development COlnmittee membership, or the pUblic relations

campaign is all~ays desirable, but these actions should not

be made a requirement for membership on the honorary

advisory council.

Team solicitincl

To achieve the goal envisioned in 1987, let alone a

$3,000,000 goal of a three-year capital campaign, will

require a significant focus on major gifts from leading

families in Pakistan's business, professional and

governmental circles. Fund raising of this type is very

much a people-to-people business, and a great deal of

thought must be given to the right mix of solicitor and

prospect. In many cases with new solicitors, it may be

desirable to helve a team of two solicitors call on each

prospect. At t:imes, this team may include a staff member

with a volunteElr, or more frequently it may include two

volunteers.
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Long Range Planning

As mentioned eclrlier, the $3,000,000 goal for the Trust Fund

in the next three years needs to be examined as part of the

process of lon~J-range planriing for the organization. The

long-range planning process should envision specific and

measurable objElctives of each program over a period of five

to ten years and determine needs for major financial

resources that are unlikely to be acquired through an annual

fund raising campaign. The needs may include funding for

the purchase and renovation of facilities for clinic sites

as well as funding for the endowment or Trust sufficient to

generate projec,ted shortfalls of needed income from other

sources.

Once the total need is determined, a feasibility study

should be undertaken to ascertain the likelihood of success

of a campaign CJf this magnitude. Major capital campaigns

are commonly cCJnducted no more than every seven to ten

years, and therefore it is critically important that careful

planning be done before the campaign is launched to assure

its success anci to determine whether it is reasonable to

assume that the goal can be achieved. As with an annual

campaign, to be successful in Pakistan, a capital campaign

will need to emphasize very major gifts from the leading
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families of Paldstan. The largest gift should equal 15 - 25

percent of the total goal, the next ten gifts should equal

one-third of the total goal, and the next hundred gifts

should equal another third of the total goal. In beginning

a new fund raieling initiative, it will probably be necessary

to have five tel ten prospects for each of the projected

contributions. If those prospects cannot be identified, the

campaign should not be launched with that high a goal in

mind. Given bE!low is an example of a gift table for a

Rs.510,00,000 ($3,000,000) capital campaign:

#Prospective #Volunteer Gift

Donors Solicitors #Gifts Amounts Total

5 2 1 Rs.I00,00,000 Rs.I00,00,000

5 2 1 50,00,000 50,00,000

10 3 2 20,00,000 40,00,000

iIli
20 5 4 10,00,000 40,00,000

100 25 20 5,00,000 100,00,000

250 60 50 2,00,000 100,00,000

300 75 60 1,00,000 60,00,000

1,000 250 many under ••• Rs. 1,00,000 20jOO,000

1,690 422 Rs.SI0,00,000
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staffing

In order for FPAP to resume active involvement in raffles,

to carry on i'ts current commitments in the pathology

laboratory, a:nd simultaneously to launch a maj or new

initiative in fund raising will require adequate staff

support. The following positions are desirable:

(1) . Di:l:'ector General or Senior Director of Resource

Development, with responsibilities for oversight

of the Division and an emphasis on carrying out

thla major gift donor campaign;

(2) A Senior Director for Commercial Projects, to

OVlarsee the raffles and pathology laboratory;

(3) A Senior Director of Donor Campaigns, to handle

de1:ails of organizing area campaigns and training

vo1unteers and to assist with preparation of

materials necessary to support the campaign;

(4) A Raffle Assistant Director, to handle details

aSElociated with the raffle operation;

(5) A Fund Raising Assistant (Director level), to

handle record keeping, acknOWledgements,

analyses and monthly financial reports on

resource development, and assistance with bUdget

plcmning in the division;
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(6) An Office Assistant, for filing and office

support work; and

(7) A stenographer, for typing correspondence and

reports.

A request has been submitted to two foundations by FPAP as a

result of this consultantship, seeking support for this

expanded staff. Attached as Appendix E is a funding

proposal and budget prepared for this purpose.

If such support is not forthcoming, FPAP will need to make

an internal decision as to how rapidly it can afford to

expand staff in order to allow for greater fund raising

initiative. wr.lile there are clearly risks involved in this

venture, it is also true that it is necessary to invest

money in support of fund raising in order to earn revenue.

In addition to the staffing requirement, a budget has been

prepared to allow for the implementation of the plan of

action. The tCltal budget estimate for resource development

for the three years, 1987 to 1989, is $611,430. This bUdget

is an initial E!stimate which needs to be examined as part of

the bUdget planning process of FPAP.
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Foundations and Overseas Donors

As mentioned earlier, a list of thirty overseas donors

interested in developing-country family planning

associations was supplied to FPAP for investigation. Some

of these donore, may be interested in the "Self Reliance

Project" prepax'ed as part of this consultation. Others may

be interested i.n project support.

It would be desiirable to negotiate an understanding with

IPPF that will allow FPAP to seek IPPF's approval to switch

their funding t;o other approved programs when restricted

project support is received from other donors. This would

be better than having to return the funding through a

reduction in the sUbsequent year's grant and would provide

an incentive tel seek restricted grants from other sources.

In addition to institutional donors overseas, a number of

corporations and organizations with ties to Pakistan were

discussed for possible solicitation. These include the

Pakistani Doctc)rs Association of the United States and the

BC'CI Bank, headquarted in London. In addition, the American

Women's Club ill Lahore and similar organizations of foreign

individuals living in Pakistan are excellent prospects for
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support. Of course, clients who have donated over the years

and other donors and members of the organization should be

routinely approached for support.

D. Public Relations And Communications

The CUltivation of major donors is of critical importance to

the long-term success of any fund raising initiative. For

this reason, it would be desirable for the organization to

hold an annual dinner for Friends of FPAP that would include

an awards ceremony for volunteers. As part of the media

campaign, the same dinner could offer awards for the best

media coverage of family planning and population issues in

various categories. Other types of possible CUltivation

include breakfast presentations, tours of clinic sites, and

written communications. At a minimum, the latter should

include a quarterly newsletter to all donors with

information on program achievements and recent

contributions!, and an annual report that briefly (ten to

fifteen pages!) summarizes accomplishments of the preceding

year. Top rElsource development volunteers should be honored

in both of these publications, and both should include an

appeal for support and a coupon that one can clip and send

in with a donation.
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In order to make it "safe" for people to support FPAP, every

effort must be made to create a positive climate that

emphasizes the high level of support for family planning in

the society. While studies show that 65 to 90 percent of

couples interviewed favor family planning services, it is

desirable that a public opinion poll determine knowledge and

attitudes about FPAP. This will be extremely useful in

designing future public relations campaigns. Senator Javed

Jabbar suggested the following three firms as possibilities

for such a poll: SMAR International, Domestic Research

Bureau of Unilever, and Business Research Bureau.

It is important for the public relations campaign to make a

clear distinction between FPAP and the government population

program, since most people will not voluntarily make

donations to the government. An important element of the

print media campaign should be the issuing of regular press

releases emphasizing the positive accomplishments of FPAP.

E. Organizational Issues

As implied in the above sections, it is desirable to involve

the local and zonal level resource development committees in

donor recruitment and solicitation. The revolving fund, for
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example, can be used to help encourage this process.

It will be necessary, as local volunteers become involved in

fund raising, for FPAP to work out an agreement in advance

on how the unrestricted contributions will be divided. It

would be to the advantage of FPAP to establish some common

understanding among its work units that funds raised through

a donor campaign will support activities at both the local

and national levels, with some equitable division of funds

between the two levels. Every effort should be made to get

all volunteers to see the larger picture and to feel a part

of FPAP so tha't they can understand priorities for support

that go beyond local projects.

In order to ensure that pUblic relations and fund raising

are effectively integrated to achieve common goals, many

organizations combine these two areas into one division of

external affairs. This is not a firm recommendation, but it

is worth considering the possibility as a part of the

long-range planning process of the agency.

Considerable discussion is underway within FPAP regarding

the location of resource development staff within either the

Trust or FPAP, itself. While it is possible for the staff
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associated wi't:h raffles and cOllllllercial ventures to be housed

within the trust, it is desirable that these projects be

effectively coordinated with the donor fund raising

activities. :~or this reason, I favor leaving the resource

development office within FPAP and having the same staff

provide suppo:t't to trust fund activities under contract from

"the Trust. I"t: is absolutely clear that the donor campaign

cannot be run in isolation of FPAP. As stated by D. Chris

withers, Associate vice President for Development at the

university of Richmond, "staff and institutional advancement

cannot function as a adjunct to the rest of the

(organization) but only as a integral part of it. Once you

have obtained the financial resources the institution needs,

you must continue to be involved with how those resources

are used so you can report to the donors how their gifts

have undergirded and strengthened your institution's •••

mission."

VII. NEED FOR ADDITIONAL TECHNICAL ASSISTANCE IN
RESOURCE DEVELOPMENT

There are several steps in the plan of action that would

benefit from additional consulting assistance to FPAP. One
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of these is the conducting of a pUblic relations campaign,

the initial planning for which is being done by MNJ

Communications;.

For the donor campaign in 1987, the primary need will be for

the training of new staff in the general principles of fund

raising and the training of volunteer solicitors in

effective soli.citation techniques.

In planning for the capital campaign, it is desirable for

outside consultants to facilitate the long-range planning

process and to design, if not conduct, the feasibility

study. outsid.e counsel should help to design the specific

plan of actiol1, for the capital campaign, once a

determination is made to move ahead with it. Finally, it is

desirable to have outside counsel periodically review

materials and progress and assist with problems that arise

during the campaign.
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APPENDIX A

PEOPLE CONTACTED DURING TRIP
(JANUARY 19 - FEBRUARY 6, 1987)

Contacts prior to Trip

Winston Forrest, Vice President for Resources - Planned
Parenthood Federation of America

Sterling Scruggs - UNFPA

January 20 & 21, 1987 (London)

Steve Fermer, Resource Development Advisor - IPPF

Barbara Herman, project Writer - IPPF

Charlotte de Winton, Computer specialist - IPPF

Frances pietersz, Director - Indian Ocean Region - IPPF

Sunetra Puri, Information Officer - IPPF

Mani Rowley, Deputy Director - popUlation Concern

January 25, 1987 (Islamabad)

Mr. Mohammed Abdul Wasey, Program Officer - Health,
population and Nutrition Office of USAID Mission

Mr. Qutubuddin Aziz, Chairman - National Press Trust of
Pakistan

January 26, 1987 (Lahore)

Attendees at initial briefing (see attached list)

Agha Kamal Haider Khan, a member of the Resource Development
Committee and Area Vice President for Lahore Zone

Brig. A. Qayum Sher, a member of the Resource Development
Committee and Chair of the Raffles Subcommittee



Col Dr. Abdul Qadeer, Senior Director - Medical Division

Jamil Ahmad, Director General - Management and Finance
...

Salim Chishdi, Director General
Publications

Communications and

,""

surayya Jabeen, Director General - Planning and program
Development

Iffat ChaUdhry, Director - Evaluation

Mian Altaf Ahmad, Director General - Field and Training
Division

January 30, 1987

Senator Javed Jabbar - MNJ Communications (Private) Ltd.

January 31, 1987

Dr. Attiya Inayatallah, Chair - Planning and Program
Monitoring Committee

... Agha Kamal Haider Khan, a member of the Resource
Development Committee and Area Vice President for
Lahore Zone
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Brig. A. Qayum Sher, a member of the Resource
Development Committee and Chair of the Raffles
Subcommittee.

Col. Shahzad Ahmad Khan, Senior Director of Resource
Development

Col. Dr. Abdul Qadeer, Senior Director, Medical
Division

Salim Chishdi, Director General of Communications and
Publications

Jamil Ahmad, Director General, Management and Finance

surayya Jabeen, Director General, Planning and Program
Development

Iffat Chaudhry, Director of Evaluation

Mian Altaf Ahmad, Director General, Field and Training
Division.
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• The £olJ.o..-;'ng ...ere ?resent :-

1. Hs. Carolyn Cant lay

2. Hr. Jerry Russe II

3: Nt. .'illia:n R,'erson

4. Sardar Karim ~a',;az

5. Agha, Kamal haider

6. Dr. QaJ:lar Zaman

7. Brig. A. Qayum Sher

8. Hrs. Rashida ljaz

9. Begum Surayya Jabeen

lO. ,Iilln ,\Itni AII,-,.I J

11. Hr. Sali:l Chishti

12. CoL Shnhzad Ahmad Kllan

13. Hian Abdul Hacid

14. ~Is • ferida Sher

15. Nrs. Iffat Chaudhry

16. Col. (Retd) Dr. A. Qadeer

17. Niss Tahira Rahman

facily Planning Specialist
Enterprise Pr0gra~~e.

Asia Regional Representative
0f Enterprise Progra==e.
fund Raising Consultant.

~onorary General Secretary

Area \ice President. Lijhore Zone

Chair;:an, Y:edical Co=ittee

Y:eUlber. Resource Deyelopoent
Gmr.rnittee.

Chairperson, PP~~ ;, Youth
Co=ittee.
D.G. Planning & Programme Dey.

!'.\:. Held I, Iraillln~ Didsion

~.G. Co~unication & Publications.

Senior Director Rescurce Deyelopment

Senior Director, Planning and
?rogra=e Deyelop;:ent.
Senior Director ~n~en & Youth

Senior Director Research;, E':aluatioc

5enior Director }:edical

Asstt: Director



APPENDIX B

AREAS OF DISCUSSION FOR INTERVIEWS AT FPAP

Institutional Planning & Mission

1. Is the planning process of the agency ongoing and
systematic? Committee and staff structure.

2. What is the mission of FPAP?

What is your attitude about future growth and direction
of FPAP?

How well does FPAP fulfill its objectives? What
evidence can you cite?

What are FPAP's most significant strenths and
weaknesses?

3. What are program objectives of FPAP? What is the
project development process?

What is the level of agreement on mission and program
objectives? Is there a case statement?

4.

5.

6.

•
7.

~

a. Should FPAP's programs be further diversified?
Should current programs be further developed and
reinforced first?

b. Should FPAP seek to grow?

8. Are charges to clients a good value? Are charges too
high, too low, or about right? (patient fees and
contraceptive sales).

9. How do charges relate to the real, full cost?

Financial Management

10. What are your impressions of the general financial
condition?

11. What do you know about the sources and proportions of
revenue and expense at FPAP? Do you consider these
appropriate?

12. What do you know about condition and strategy for
management of annual operating budget at FPAP?
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13. What do you know about the endowment - size, purpose,
investment strategy? Is it adequate?

14. In order of importance, what are FPAP's financial
needs?

Leadership

15. How well does the organizational structure serve the
needs of the agency? Is it workable?

16. What are your impressions of the leadership ability and
commitment of the Board of Trustees? Is a systematic
effort made to identify and recruit new leadership, and
is fund raising a criterion in this process?

17. What is your evaluation of the Chair of the Planning
and Program Monitoring Committee in her roles as
program leader and fundraiser?

18. What is your evaluation of the abilities of the other
administrative officers? Are they supportive of
resource development activities and are they informed
of them?

19. In your jUdgment, who are the individuals who are or
could be FPAP's most important volunteer leaders? What
are their most important responsibilities?

20. How effective are internal communications at FPAP? Do
senior staff meetings include discussion of fund
raising activities?

External Communications

21. Does FPA.P communicate well with its publics?

22. Thru wha.t mechanisms does FPAP communicate best? What
shortcomings do you perceive?

23. Are thez'e any television advertisements, newsletters?
What is your impression of these and of the general
literature?

24. What are, the central themes of FPAP's messages to its
publics? Do they portray FPAP favorably and
accurate,ly?

25. Are there special events at FPAP (building dedecation,
open house, community lunches, annual dinners)? What
is your evaluation of those events.
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26. Is public relationsjcommunlications effectively
integrated with fund raising to achieve common goals?

Resource Development

27. What are FPAP's most important fund raising needs and
what is 'the basis of your judgments? (programs,
capital, endowment).

28. What laws (tax deductibility, regulation of fund
raising by charities, registration) are you aware of in
Pakistan that affect fund raising?

29. Do people in Pakistan pay bills by mail? Do they buy
merchandise thru catalogs?

30. Do you know of other organizations that do appeals for
contributions through the mail? Do they use postage
paid pre-addressed return envelopes?

31. Are you aware of any organilzations carrying out
phonathons?

32. How would you evaluate FPAP's fund raising potential 
in terms of the strenth of its case and the
documentation of its needs?

33. Who are the possible groups of donor prospects to FPAP?
Rank them by fund raising priority.

34. What kinds of activities would be most helpful for
identifying and CUltivating prospects for fund raising
purposes?

35. What is your appraisal of the effectiveness of the
current fund raising initiatives?

36. What are the two or three most important reasons for
anyone to support FPAP?

37. Do you ciontribute to FPAP? Are staff and volunteers
encouraged to give?

38. Are thez:e accurate constituency records?

a. FrODl raffles?
b. CliEmts?
c. Donc)rs?
d. Telphone numbers?

39. Define your area of responsibility.



40. Describe your background and training prior to your
current rClle.

41. Do you have a clear sense of work priorities in your
job?

42. Is job performance measured? Do periodic, formal
evaluations take place?

43. Are previe,us fund raising activities analyzed against
objectives: on an annual basis for success or failure,
and are ce,rrective measures taken?

44. Describe t:he information systems and research process •

45. Describe t:he gift reporting and recording and
acknowledgement process (with institutions as well as
individuals).

46. What effox~ts are made for donor recognition and
stewardship?

47. Are there annual program and bUdget plans for the
following. What are the bUdgets?

a. Fund raising?
b. Commurlications?
c. Education?
d. Revenue-producing projects?
e. Public:ations?

48. What is the goal setting process?

49. What is the staffing structure?

50. How are fund raising volunteers recruited and trained?
How are volunteers informed of resource development
objectives and related operational plans?

51. Describe the annual giving program.

a. Budget.•
b. Degree, of personalization.
c. Numbex' of volunteers. Experience with face-to-face

solici.tations.
d. Giving clubs by amount and number of members.
e. Numbex' and type of mailings.
f. Schedule.
g. Phonathon activities.
h. PlannEld giving activities.

52. Please des:cribe the zonal resource development
activities:.



APPENDIX C

ORGANIZATIONAL CHARTS
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APPENDIX D

PLAN OF ACTION

February, 1987

Administration:

Seek Resource Development Committee approval of Plan of

Action and revised budget.

Consolidate all donor records in R.D. Division.

Commercial Projects - on going.

Public Relations

Feb. 15 -. PresEmtation of Print Media Campaign by MNJ.

Contact Q. Aziz, Press Trust of Pakistan.

By Feb. 15 - Visit Minister of Information,

Chairman PTV and PBC.

Seek estimates on pUblic opinion poll re FPAP.

By Feb. 15 - Develop theme of script for slide show.

Feb. 15 - begin photograph project.

Do proposal fo:r:: Self-Reliance Project. Submit to

foundations.

Acquire copy of Foundation Directory.

Determine national/local split for money raised.

Do presentation to legislators regarding Rs.50,OOO,OOO per

legislator.



...

...

...

March

March 30- Complete photo project.

Begin development of leaflet, "Why I give to FPAP," by

seeking donor quotes.

Begin making appointments for slide presentation•

Identify area chairs for donor campaign in each city

where presentations are to be made.

Resource Development Committee members pledge and solicit

members of National Council. Seek 100 percent

participation by June 1 •

Book presentation to meeting. of Pakistani doctors of US.

Begin process of long range planning for agency's financial

needs - to be done by September.

Develop radio commercial campaign - why I support FPAP. Run

as public service announcements.

Establish gift flow and recording process and

acknowledgement process.

Explore mail (post) appeals by T.B. Association.

Establish relationship with banks for donation payments.

April

Complete "bookings" for June and July presentations.

Completion of text for slide show.

,,"'c;.>_·~

~1



Complete text of donor leaflet.

Agree on categories of giving (National Executive Committee

+ Resource Development Committee)

Publish 1985 Annual Report.

Recruit area steering committees of 7-12 for area donor

campaigns.

Hold steering committee meetings for rating and screening

prospects and identificatioon of possible solicitors.

Recruit volunteer solicitors and ask them to attend

training.

Solicitor kits prepared.

Do proposals to overseas foundations for project support or

Self-Reliance Project, as appropriate.

Meeting of Resource Development Committee.

Completion of slide show.

Print donor lea.flet.

Print gift cards.

Hold training event(s) for solicitors in preparation for

June presentations.

steering commit~tee members pledge and solicit

volunteer sOlicitors. Principle that no one

who hasn't: given should solicit.
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Send appeal to all past donors for contribution

to annual campaign. Solicit past donors of more then

Rs.2000 personally. Include gift card and

postage-paid reply envelop with letters.

Consultant vi~dt for review, staff training, possible

solicito]~ training.

If funding aViailable, hire chief of Resource Development,

Senior Director for Fund Raising Campaigns, and Fund

Raising Director.

Two slide presentations.

solicitors follow up each presentation by soliciting

personal or corporate gifts through one-on-one or

two-on-one, face-to-face meetings at home or office of

prospective donor. Complete task in 4-6 weeks.

Solicitor training for July presentations.

PUblish newsletter for volunteers and donors.

Two slide presentations.

Follow up solicitations.

Report meetings during solicitation process held every

two weeks for 4-6 weeks.

Training of solicitors for August presentations.
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AUgust

Meeting of R.D. committee.

Two slide presentations.

Training of solicitors for September presentations •

Solicitations and report meetings

Send key staff to U.S. for further fund raising training.

Initiate public opinion survey regarding FPAP.

september

Develop long range plan for agency's needs.

Two slide pre,sentations •

Begin development of honorary advisory council.

Training of siolicitors for October presentations.

Solicitation and report meetings.

Plan mailing to appeal to those not solicited personally.

Letter sent t;o all staff and volunteers - soliciting

support.

October

Develop summclry of case for long range needs and

alterna1:ives.

Two slide prE~sentations.

Training of !iolicitors for November presentations.

Solicitationl; and report meetings.
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Send second appeal to past donors for

year-end contribution. Include gift form.

Develop mater:lal on trust giving for use with major older

donors.

November

Meeting of Resource Development Committee •

One slide presentation.

Training of solicitors for December presentations.

Solicitations and report meetings.

Presentation to BCCI Bank in London.

Develop list of interviewees for feasibility study.

Computerize donor records •

December

One slide presentation -- Pakistani doctors of u.S.

Associat;ion.

Solicitationsl and report meetings.

Hold annual dinner for Friends of FPAP

(with major speaker) and awards for volunteers.

Complete list of interviewees for feasibility study.

Mail letter requesting interview to list.

Telephone to schedule interviews •
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First Quarter, 1988

Conduct capital campaign feasibility study.

Report on feasibility of major campaign.

Conduct trial phonathon in Karachi.

Conduct annual campaign as in 1987 •

In January, 1988 conduct analysis of results of each

Resource Development activity.

Seek permission of donors to list names of

all dono:t's of more than Rs.2000 in Annual Report.

Ask all 1987 solicitors to recruit another solicitor.

Second Quarte:t', 1988

Develop prospect lists for capital campaign.

Develop full case statement.

Establish capital campaign steering committee.

Begin solicitation of Nucleus Fund.

Conduct trial for mailing in Islamabad & Karachi.

Third Quarter, 1988

Establish zonal capital campaign steering committees.

Complete development of prospect lists.

Conduct ratin~J and screening sessions.
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Recruit and SCJlicit volunteer solicitors.

Conduct training of solicitors.

Begin campaign solicitations for major gifts.

Fourth Quarter, 1988

Complete major gift solicitations.

Announce goal publicly and launch public phase of campaign.

First Quarter, 1989

Complete pUblic phase of capital campaign.

Celebration dinner.

Conduct annual campaign as in 1988.

Second Quarter, 1989

Complete report and analysis on capital campaign.

Third Quarter, 1989

Annual campaign appeal to all donors.

(Personal solicitation for all gifts over Rs.2000)

Fourth Quarter, 1989

Complete 1989 annual campaign.
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APPENDIX E

FUNDING PROPOSAL FOR

THE SELF-RELIANCE PROJECT



Dear

I am writ:ing to seek the support of the
Foundation for a project on self-reliance bei-n-g-u-n-d:-e-r-t:-a~k:-e-n
by the Family Planning Association of Pakistan.

As is true of many developing country family planning
associations, our organization has been heavily dependent on
assistance frclm US AID supported agencies, especially
International Planned Parenthood Federation, during the last
15 years. In 1975, our IPPF contribution represented 96% of
our total agency bUdget (or $454304).

Prior to the loss of US AID funds by IPPF, we realized
that foreign ~Jovernmental assistance was leveling off, while
we had a rapidly growing program. We now serve over 130,000
couples with contraceptive services, as well as offering
sterilization services and numerous education, out-reach,
and motivation projects nationwide. To allow us to continue
to meet the growing demand and need for family planning
services .in Pakistan, we initiated a Resource Development
Division in !!l80 to develop domestic support for FPAP.
Through opera1:ing raffles and other resource development
projects we WE!re successful in buying buildings for our
headquarters in Lahore and for Model Clinics in Karachi and
Peshawar. OUl:' net income from Resource Development Proj ects
during 1980-84 was $195,489. In the process, FPAP reached
out to over 10,000,000 people who participated in raffles
with information on family planning. In 1985, Resource
Development Pl:'oj ects raised a total of $144,000. Our
success in attracting project support from various overseas
institutional donors together with our revenues from
Resource Development enabled us to achieve 29 percent of our
annual operatilng budget from other than IPPF sources in
1985. At tha1: time our total agency budget was $1,511,491,
and our SUPPOl:,t from IPPF was $1,076,300.

As a result of a resource development .consultation, we
have decided 1:0 expand our Resource Development Division to
enable us to <:arry out a project on self-reliance. The
concept of th:ls project is to build upon our successful

. revenue generating activities of the past by conducting a
donor fund raising campaign among leading families in
Pakistan I s bUldness, professional and governmental circles.
Over a period of three years, we anticipate developing first
an annual campaign for support of agency projects and then,
in the second'and third years, a major capital campaign to
fund an endo~nent and the purchase of clinic sites. Our
goal for the lmdowment is $3,000,000 and our current
estimate of bl1ilding needs is $400,000. By the end of the
third year, WI! are hoping that the annual campaign will be
generating $300,000 per year. While this will not give us
total independence from overseas support, it will allow for 7--;
a fund that can be invested to grow and provide income to r
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support innovcltive family planning projects not supportable
through bilatl!ral assistanqe. A feasibility study will be
undertaken before the capital campaign is formally launched.

This campaign will mark the first time to our knowledge
that a developing country family planning association has
undertaken a I~ajor drive for donor support within the
country. It will be our first attempt at an organized fund
raising campaign, and we realize the risks inherent in it.
While there ils great poverty in Pakistan, there are also
individuals of considerable wealth, and there are tax
incentives fOl~ charitable giving to organizations like FPAP.
While there is a tradition of charitable giving in the
society and s()me indication of popular support for the
concept of FaI~ily Planning, we realise that there is no
history of re~Jular giving to FPAP and that ther is some
controversy surrounding family planning. The Project,
therefore, represents an experiment which will be watched
carefully not only by our National Council, but also by IPPF
and its membel~ affiliates around the world.

As you may know, USAID-originated funds are generally
restricted frc)m being used to pay for direct expenses
associated with fund raising. As a result, there is a
critical role for private foundations in helping agencies
like FPAP achieve some measure of financial independence.
Our budget for Resource Development staff and expenses in
1987-89 is $611,430. It is our hope that the
Foundation will consider helping to enable this project to
move forward 1~ith a three-year grant of
with some luck and a lot of hard work by·---=o:-:u=r:-:::3:";;8:";;0;";;O;O-----
volunteers, this investment will be successful in yielding a
return of clolse to $4,000,000.

I am enclosing a copy of our Biennial Report and bUdget
for this projl!ct. I would be happy to provide a detailed
proposal and any additional information you may need.

Sincerely,

Begum Salim Khan
President, FPAP
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PROPOSAL FOR SUPPORT OF A PROJECT

ON SELF RELIANCE FOR THE

FAMILY PLANNING ASSOCIATION OF PAKISTAN

FEBRUARY, 1987
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I. SUMMARY

The Family Planning Association of Pakistan (FPAP) is

undertaking a major fund raising initiative to seek support

from in-country individuals, corporations and trusts, as

well as overseas individuals and corporations with ties to

Pakistan. The intent of this campaign is to achieve some

measure of financial independence and security for FPAP, as

opposed to the past pattern of reliance upon its parent

body, the International Planned Parenhood Federation in

London. In order to undertake this initiative, FPAP needs

to expand the capabilities of its Resouce Development

Division while continuing to support successful revenue

generating activities of the past. A three-year projection

of the total cost of this initiative is $611,430. Private

support is necessary in order to make this initiative

possible. We currently anticipate that the yield of our .

fund raising initiatives over the next three years will

amount to nearly $4,000,000.

II. BACKGROUND

The Family Pl.anning Association of Pakistan was founded in

1953 under very difficult conditions for family planning •

since that ti.me, it has strived to maintain legal access to

family planni.ng services and related reproductive health

care through intense advocacy efforts with the federal and

-1-



provincial governments. In addition, the organization has

developed a variety of communication, motivation, education,

training and medical service programs. In addition to

serving 130,000 contraceptive clients at model clinics in

larger cities and through traditional medical practitioners

in rural areas, FPAP has developed numerous specialized

outreach progrcLms to various target groups in Pakistan.

Although in a traditional Muslim society family planning is

at best controversial, our spot surveys among young couples

now indicate that between 65 percent and 90 percent believe

family plannin~J services should be available. Regrettably

in Pakistan, which is the ninth largest country in the

world, only abclut 11 percent of couples in Pakistan actively

use contraceptive services.

This statistic highlights the need for expanded

communication cmd service programs. In fact, we are in the

process of planning a greatly expanded media campaign to

more assertively promote knowledge of the benefits of family

planning and of FPAP, itself.

Although overseas institutional donor support is available

to sustain spe,:ific outreach and medical service projects,

funding for many communication and advocacy programs is not

readily available. Furthermore, in recent years the

available funds from international aid sources for family
.rtf
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planning has 1llve1ed off, while overall program needs are

expanding. This has been particularly true of IPPF, which

has been the mlljor donor to FPAP during its existence.

For example, in 1975, IPPF provided project grants to FPAP

which accounted for 96 percent of our total income. In

1984, IPPF 10s1: 25 percent of its total bUdget when the u.s.

Agency for Intllrnationa1 Development eliminated its entire

$17 million grllnt to IPPF. As a result, IPPF has been

forced to redu<:e its assistance to family planning

associations ill developing countries.

Even before that event, FPAP recognized the need to generate

income domesti(:a11y - both to prevent total dependence upon

one funding source and to allow development of innovative

programs for which overseas funding was not available.

Diversifying s()urces of restricted project grants was not a

total answer t() this need, since IPPF has a policy of

reducing its gl~ant by any amount received from other sources

for proj ects i 1: funds. Clearly, unrestricted support was

.needed.

In 1980, FPAP made a major commitment to resource

development. :rn that year a Resource Development Division

was launched, under the supervision of a volunteer Resource

Development COlnmittee. Two types of activities were

undertaken: (:L) assistance to local work units to carry
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out revenue generating events and projects, such as cultural

shows; and (2) raffles in major cities. Local revenue

generating activities were assisted with a revolving loan

fund. In the history of this loan fund, all of the projects

by the local work units have proven successful, and the

loans have been repaid in a timely manner - generally in

less than six months. This fund has been important for

boosting the morale of local work unit volunteers, and it

has resulted in much needed support for local projects •

The raffles have been an even greater success. Raffle

tickets have been sold to over 10,000,000 people in Pakistan

in exchange for a chance to win a variety of prizes,

including a t:op pril!:e of a mini-van. The raffle tickets

have been sold to support FPAP's planned maternal and child

health care clinic and each ticket has carried information

about the cU.nic and FPAP. Prize drawings have been held

near an FPAP facility and FPAP officials, and local

dignitaries have described FPAP's programs and services

before detenllining the prize winners. In addition to the

public relations value of the raffles, they have generated

most of the Rs.4,000,000 (approximately $240,000) profit

earned by thE~ Resource Development Division, since 1980.

In 1986, the government of Sind (the province where the

largest city" Karachi is located) put a stop to raffles by

all organiza1:ions. The government has sUbsequently approved

-4-
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only four orqanizations to hold raffles in Sind, including

FPAP. In the meantime, revenue from raffles fell

dramatically during 1986. We expect to be able to resume

holding raffles in Karachi when the situation following the

riots of last year is normalized. We anticipate this will

be possible J::,y April, 1987.

Also in 1986, the Resource Development Division launched a

commercial venture - a pathology laboratory. As a business

venture, we planned an initial investment of funds to be

followed in a reasonable period of time by a net operating

profit. AftElr one year of operation the laboratory is

closer to thE! break-even point but is not yet generating a

profit •

III. OBJECTJ:VE AND RATIONALE

We have considered other commercial ventures, but have

determined that our next initiative should be an in-country

fund raising campaign for donations from individuals,

businesses, cmd trusts. This will be accompanied by

outreach to <)verseas individuals and organizations with ties

to Pakistan. Our plan is to conduct an annual campaign for

one year, followed by a major capital campaign to provide'

support for 1:he FPAP Trust (endowment) and to allow for the

purchase of <:linic sites. Although a long range planning

process and feasibility study will determine the actual goal

-5-



for the capital campaign, we anticipate a goal of

$3,000,000. We hope the annual campaign will grow during

this time to $300,000 per year. Thus in three years, we

plan to receive contributions or pledges totalling nearly

$4,000,000.

Although we have never conducted a regular fund raising

campaign among our friends and volunteers, we have over 3800

members, 3400 e,f whom pay an annual membership fee. In

addition we have received donations for many years from

clients in our model clinics who could afford more than our

nominal charges:. Donations at the local and national level

have included the gift of a building for our model clinic in

Karachi and contributions of property and cash to our Trust

Fund. Thus we have evidence of considerable good will

toward FPAP by our friends. While a fund raising campaign

for family planning in Pakistan cannot be assured of

success, we fee,l it would be prudent to make a significant

effort among the leading families and businesses of Pakistan

to obtain major private support.

IV. PLAN OF ACTION

We recognize that investment of considerable time and energy

by volunteers lind staff will be necessary to ensure success

of a fund raising initiative. In 1987, we plan on

conducting penonal solicitations of 600 individuals. This C65
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will require training at least 125 volunteer solicitors,

carefully evaluating priority prospects for solicitation,

and putting in place support staff, record keeping systems,

and print and audio-visual materials to support the

campaign. In addition, planning for a capital campaign will

involve conducting a long-range planning process and

feasibility study, as well as planning the major

organizationa.l effort that a campaign of this magnitUde

requires.

We have prepared a plan of action for our fund raising and

resource deve.lopment activities for the next three years, as

follows:

March

March 30- complete photo project.

Begin development of leaflet, "Why I give to FPAP," by

seeking donor quotes.

Begin making appointments for slide presentation.

Identify area. chairs for donor campaign in each city

where presentations are to be made.

Resource Deve.lopment committee members pledge and solicit

members of National Council. Seek 100 percent

participation by June 1•

Book presentation to meeting. of pakistani doctors of us.
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Begin process of long range planning for agency's financial

needs - to be done by September.

Develop radio commercial campaign - why I support FPAP. Run

as publi.c service announcements.

Establish gift flow and recording process and

acknowledgement process.

Explore mail (post) appeals by T.B. Association.

Establish relationship with banks for donation payments.

April

Complete IIboclkings ll for June and July presentations.

Completion of text for slide show.

Complete text: of donor leaflet •

Agree on catElgories of giving (National Executive Committee

+ Resouz:ce Development Committee)

Publish 1985 Annual Report.

Recruit area steering committees of 7-12 for area donor

campaigrls.

Hold steering committee meetings for rating and screening

prospect:s and identificatioon of possible solicitors.

Recruit volurlteer solicitors and ask them to attend

training.

Solicitor kit;s prepared.

-8-
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Meeting of Resource Development committee.

Completion of slide show.

Print donor leaflet.

Print gift cards.

Hold training event(s) for solicitors in preparation for

June presientations.

steering Committee members pledge and solicit

voluntee%~ solicitors. Principle that no one

who hasn't given should solicit.

Send appeal tel all past donors for contribution

to annual campaign. Solicit past donors of more then

Rs.2000 personally. Include gift card and

postage-paid reply envelop with letters.

Consultant vislit for review, staff training, possible

solicitor training.

June

If funding available, hire Chief of Resource Development,

Senior Director for Fund Raising Campaigns, and Fund

Raising Ilirector.

Two slide preelentations.
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solicitors follow up each presentation by soliciting

personal or corporate gifts through one-on-one or

two-on-one, face-to-face meetings at home or office of

prospectj~e donor. Complete task in 4-6 weeks.

Solicitor training for July presentations.

Publish newslEltter for volunteers and donors.

Two slide presentations.

Follow up solicitations.

Report meetings during solicitation process held every

two weeks for 4-6 weeks.

Training of se,licitors for August presentations.

August

Meeting of R.D. Committee.

Two slide presentations.

Training of solicitors for September presentations.

Solicitations and report meetings

Send key staff to U.S. for further fund raising training.

Initiate public opinion survey regarding FPAP.
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september

Develop long range plan for agency's needs.

Two slide presentations.

Begin development of honorary advisory council.

Training of solicitors for October presentations.

Solicitation and report meetings.

Plan mailing to appeal to those not solicited personally.

Letter sent to all staff and volunteers - soliciting

support.

October

Develop summa~l of case for long range needs and

alternatives.

Two slide presEmtations.

Training of solicitors for November presentations.

Solicitations and report meetings.

Send second appeal to past donors for

year-end c:ontribution. Include gift form.

Develop matericLl on trust giving for use with major older

donors.

November

Meeting of Resource Development committee.

One slide presentation.
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Training of se)licitors for December presentations.

Solicitations and report meetings.

Presentation t:o BCCI Bank in London.

Develop list elf interviewees for feasibility study.

Computerize dClnor records.

December

One slide presentation -- Pakistani doctors of u.S.

Association.

Solicitations and report meetings.

Hold annual dinner for Friends of FPAP

(with major'speaker) and awards for volunteers.

Complete list of interviewees for feasibility study.

Mail letter requesting interview to list.

Telephone to schedule interviews.

First Quarter, 1988

Conduct capital campaign feasibility study.

Report on feasibility of major campaign.

Conduct t~ial phonathon in Karachi.

Conduct annual campaign as in 1987.

In January, 1988 conduct analysis of results of each

Resource Development activity.
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Seek permission of donors to list names of all donors of

more than Rs.2000 in Annual Report.

Ask all 1987 solicitors to recruit another solicitor.

Second Quarter, 1988

Develop prospect lists for capital campaign.

Develop full case statement.

Establish capi'~al campaign steering committee.

Begin solicitation of Nucleus Fund.

Conduct trial for mailing in Islamabad & Karachi.

Third Quarter, 1988

Establish zonal capital campaign steering committees.

Complete develc)pment of prospect lists.

Conduct rating and screening sessions.

Recruit and solicit volunteer solicitors.

Conduct training of solicitors.

Begin campaign solicitations for major gifts.

Fourth Quarter, 1988

Complete major gift sOlicitations.

Announce goal publicly and launch pUblic phase of campaign.
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First Quarter, 1989

Complete public phase of capital campaign.

Celebration dinner.

Conduct annual campaign as in 1988.

Second Quarter', 1989

Complete report and analysis on capital campaign.

Third Quarter, 1989

Annual campaign appeal to all donors.

(Personal solicitation for all gifts over Rs.2000)

Fourth Quarter, 1989

Complete 1989 annual campaign.

V. EVALUATION AND DOCUMENTATION

Each phase of our planning and fund raising activities will

be carefully documented and reported to funders

semi-annually (or more frequently if desired). In addition

to the moneta~l success of the campaign, the evaluation of

the results will include the level of participation of our
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National Counc:il and other volunteers as contributors and

solicitors and the total number of people reached through

public relaticlns and fund raising activities. Reports on

our progress will also be sent to IPPF and to interested

family planning associations in other countries.

VI. BUDGET ~TD NEED FOR SUPPORT

To our knowlec~e, this initiative will mark the first time a

developing country family planning association has

undertaken a nlajor in-country drive for donations. As such

it will be followed with great interest by various donor

agencies, as well as IPPF and its member affiliates.

with USAID - originated funds not available to support fund

raising expenses and IPPF support needed to maintain

existing programs, private support is of critical importance

in allowing th.is initiative to move forward. We are seeking

support from a number of foundations and individuals to

provide the $611,430 needed to make this Self Reliance

Project possible. The budget on the following page itemizes

the anticipated costs of our resource development initiative

over the next three years.



Three-Year Total

$ 27,960

16,740

16,740

9,750

11,700

3,600

4,140

$ 90,630

...

...

II.

BUDGET FOR RESOURCE DEVELOPMENT 1987 - 1989

Personnel

Director General - Resource Development

senior Director - Commercial Projects

Senior Director - Donor Campaigns

Raffle Assistant Director

Fund Raising Director

Office Assistant

stenographer

Sub Total:

Direct Expenses

Raffle e~~enses (Prizes, Printing, Publicity,

Travel.) $7500 per raffle x 24 raffles.

operating expenses of Lawrence Pathology

Laboratory.

Donor Prclgram Expenses

Travel and meetings - in country

.. Overseas

Printing

TelephonEl

Postage

Publicity and Public relations campaign

Office supplies

utilitiell

Administr.ative Services

Sub Total Direct Expenses

Toti!l Expenses (Three Years)
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$180,000

156,000

5~,000

18,000

37,700

3,000

3,000

60,000

1,500

600

10,000

$520,800

$611,430 q5


