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The not-for-profit sector in Europe is going through a period of intense change. As demographics,
needs and competition all evolve we are having to move with the times, professionalising our
administration and resource development as we go. Fundraising organisations in Europe are
innovating, improving and stepping up to challenges in a way that has never been seen before.

But what is innovation if it is not backed up with solid learning? What is professionalism if it
is not associated with real-life competencies and skills? In a word, what is fundraising without
training? In the fast-moving world of today’s not-for-profits, learning and sharing are key factors
of success. And it is with a vision of promoting this success that the European Fundraising
Association has developed the EFA Certification programme.

EFA Certification is a the first European recognised certificate in fundraising. It is a milestone in
ensuring that fundraisers, wherever we are in Europe, have the same access to high-quality
fundraising training that will boost our experience and let us develop new skills. It is a major
development in the recognition and the setting of standards in our profession. But more than
that, it is a passport to success for fundraisers, allowing us the mobility to work in other cultures
with a recognised qualification. 

This handbook contains the three key elements that compose EFA Certification: the Competence
Framework (what an EFA Certified fundraiser needs to know), the Syllabus (what an EFA recognised
training course should include) and the Guidelines for Delivery (how to deliver such a training
course). It is aimed at national fundraising associations or training providers, but contains
information on skill-sets that will be of interest to all professional fundraisers. 

The European Fundraising Association Board joins me in thanking you for your interest in EFA
Certification and we sincerely hope that this handbook will help move fundraising training
forward in your country! 

Marita Haibach
President of the EFA (since 2004)
Vice President of the EFA (2002-2004)
Managing Director Brakeley Ltd (since 2003)
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The third sector is gaining an ever more important place in society. It has already
created a significant number of jobs in the last few years. There are around 60 000
professionals involved in fundraising across Europe at the present time. And research
indicates that this figure will increase by a factor of five in the next ten years.

In recent years, civil society organisations have had to become more dependent on
their own fundraising capacities, which in turn has increased their reliance on professional
fundraisers. However, at the same time, NGOs and other employers in the civil society
sector have neither a benchmark nor the tools to be able to identify effectively trained
fundraisers. 

EFA Certification will deliver a European standard for fundraising training which will
provide such a benchmark and such tools, thereby improving the workforce and in
turn the effectiveness of fundraising organisations. 

This framework is here to improve the skills and competencies of fundraisers and
ensure their increased employment potential by delivering a series of training program-
mes and modules, and by designing a recognised certification process. By providing
qualified fundraisers throughout Europe, the project will promote and reinforce the
impact of this new and dynamic market.

EFA wants to join forces with educational institutions in each of the partner countries
to develop the capacity to deliver EFA Certified fundraising training. EFA also wants
to help fundraising organisations across Europe to develop new fundraising training
schemes, exploiting the EFA Certification model, and submit them for certification.

This handbook has been produced as a guide for national fundraising associations
and providers of vocational education and training throughout the European Union.
It aims at helping to produce a series of high quality and culturally appropriate training
modules and curricula that can be put into practice by civil society organisations,
educational institutions, NGOs, universities and all types of fundraising organisations.

General Introduction
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European Fundraising Association (EFA)

★ ★
The European Fundraising Association was founded in 2002 in Brussels. After a number of key discussions and meetings,
and with the generous support of the Resource Alliance, it was registered in Amsterdam in 2004.
The essential objective of the EFA is leading the way in developing training, education and ethical fundraising across
Europe to meet the challenges of tomorrow's civil society.
EFA Members are Fundraising Associations from across Europe. EFA brings together three types of membership associations
(depending upon the situation in the individual countries):
● Associations with individual fundraisers as members;
● Associations with fundraising organisations as members;
● Associations with both individual fundraisers and fundraising organisations as members.
TheEFA is leading to promote the work of not-for-profit organisations and philanthropy by stimulating fundraising in
Europe.

Specific objectives are:

● To build and maintain a European network of organisations representing those involved in the profession and practice
of fundraising, defending and furthering the common interests of its members and providing them with a forum for
discussion and for exchange of information;

● To educate and inform the public and their elected representatives about fundraising and related issues;
● To promote and develop philanthropy through the sharing of knowledge, skills and expertise;
● To protect philanthropy through the setting of professional standards and the encouragment of ethical practice;
● To undertake or promote the undertaking of studies of fundraising and related issues;
● To work together with other bodies which share its aims;
● To watch over, and act for, the well being of philanthropy and fundraising in Europe and anywhere in the world.

Associations from 14 countries have joined EFA in its mission of in the sharing and working together for “good fundraising
practice”: Austria, Belgium, Denmark, Finland, France, Germany, Italy, Netherlands, Norway, Poland, Spain, Sweden,
Switzerland, United Kingdom.
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The creation of a European Certificate in Fundraising, presented here in the EFA
Certification Handbook, is the result of more than a year of work that has brought
together fundraisers and fundraising organisations from 15 different European
countries. Moreover, it could not have happened without a grant from the European
Commission Leonardo Da Vinci programme, for which both the EFA and its members
express their gratitude.

Organisations from eight partner countries (France, Germany, Hungary, Luxembourg,
Netherlands, Spain, Sweden, United Kingdom) have worked hand in hand with the
EFA through all stages of this project, bringing their experience, their energy and
their commitment to making EFA Certification a reality through a comprehensive
three-stage process:

Creating EFA Certification: A Reference Point of True Partnership  
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1. The Competence Framework
Both the Institute of Fundraising in the UK and the Fundraising Akademie in Germany have been running very successful
fundraising training schemes for a number of years, and their competence frameworks were the basis for the development
of the EFA’s skills and competence based Certification Programme. Representatives of nonprofit organisations as well
as academics in more than 15 countries were then involved in analysing, commenting and modifying this initial basis to
take into account national, cultural and economic specificities and to ensure that the EFA Competence Framework
would really be a true reference point for fundraisers across all European countries.

2. The European Fundraising Syllabus
To create a syllabus based on the Competence Framework that could be applied by the EFA’s members in their own
countries, a similar work process was followed. A draft syllabus was created by three partner countries (France,
Germany, United Kingdom). Twelve national fundraising organisations then participated in a rigorous examination process.

3. The Guidelines for Delivery
The EFA took full advantage of the great experience available within its membership, using various training models to
provide a draft set of guidelines designed to optimise the quality of the fundraising training provided within EFA
Certification programmes. The consultation process was again meticulous, bringing together fundraisers from across
the continent to share their thinking and their visions about how best to implement training, in order to develop a fully
operational European training standard.

We hope you will find the results of this work to be a useful tool, that will bring real added value to the profession of
fundraising, wherever it is carried out. For more information, please contact the EFA: www.efa-net.eu / info@efa-net.eu.
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Competence
Framework
This section gathers together all the knowledge and competencies that fundraisers
require in order to maximise fundraising and ultimately to improve the effectiveness
of their organisations. 

It will help you to design an appropriate training module.
The Competence Framework (CF) is divided into four major parts:
● Key Area 1 (CF 1): Communicating a Case for Support
● Key Area 2 (CF 2): Managing Resources for Fundraising
● Key Area 3 (CF 3): Managing Fundraising
● Key Area 4 (CF 4): Managing People

Case for Support
The case for support is an important document which is prepared at an early stage
of any fundraising development activity. It presents the rationale for supporting a
fundraising campaign or project. This carefully prepared document should present
the reasons why an organisation needs and merits financial support. It is one of
the most compelling tools an organisation can have in communicating its fundraising
objectives and in persuading prospective donors to make a commitment.

A case for support is a central element based on the the mission, the vision and
the values of the organisation. It enables each fundraiser to find the right positioning,
the right fundraising strategy to communicate to the right audience, with the right
technique.

The case for support brings together in one document the fundamental elements
of your mission and your project. 

To be effective, the case must be valid and dynamic, creating enthusiasm and
emphasising what the proposed fundraising will accomplish. It must be stated in
terms that reflect the interests and concerns of potential supporters, as well as
those of the project itself. The case addresses important questions such as: What
is the need? Why are we raising funds? What is the best and simplest solution?
How to make the change?

It should answer the initial questions that any potential supporters might have.
One organisation can have several cases for support. Fundraisers should work to
develop an appropriate case for each target audience.



CF 1.1: IDENTIFY AN ORGANISATION’S 
FUNDRAISING REQUIREMENTS

Requirement

In order to develop effective fundraising strategies it
is vital to understand the organisation and reasons
for fundraising. Fundraisers should demonstrate an
understanding of their organisation in relation to the
charity/voluntary sector and of the link between its
service provision and its fundraising requirement.

Performance Criteria

Fundraisers should be able to:
a) Describe the organisation's primary purpose and mission
b) Demonstrate how the organisation's legal and constitu-

tional powers impact upon its fundraising potential
c) Identify the costs of current organisational needs and 

service programmes
d) Describe the organisation’s branding strategy
e) Identify fundraising objectives

Fundraisers should demonstrate knowledge of:

● Information sources to identify an organisation's fundraising
requirements

● The importance of maintaining the organisation’s identity
● Tools for analysis

CF 1.2: ESTABLISH A CASE FOR SUPPORT

Requirement

Fundraisers should produce a case for support for a
specific event or campaign. These should be based
on the organisation’s mission and when applicable
on a larger campaign.

Performance Criteria

Fundraisers should be able to:
a) Identify relevant stakeholders and their needs
b) Prepare a case for support that emphasises the facts and

benefits of the proposal
c) Recognise the benefits/limitations of the fundraising

event/campaign proposed

Fundraisers should demonstrate knowledge of:

● Donor relationships, their motives and roles, approaches
to asking for money  

● Materials and time
● Established methods of fundraising
● Creating case statements for support
● Issues, policies, legislation and regulations within the

fundraising sector
● The principles of ethical fundraising

CF 1.3: COMMUNICATE  A CASE FOR SUPPORT

Requirement

How a fundraising proposal is presented and to whom
will have a major effect on the likelihood of success.
Fundraisers should demonstrate their knowledge of
a range of communication skills in written, verbal,
audio, video or other format and justify its use.

Performance Criteria

Fundraisers should be able to:
a) Prepare a campaign for a discrete piece of work
b) Select the communication method most appropriate to

the needs of the campaign
c) Demonstrate effective communication skills when preparing

a publicity programme
d) Follow the organisation's communication policy (or good

practice) when preparing a publicity programme

Fundraisers should demonstrate knowledge of:

● The range of methods and media required to communicate
arguments and the reasons for the campaign  

● Support to different audiences
● Different methods for communicating the fundraising case
● The relative cost benefits of reaching individuals through

different communication media
● The psychology of communication
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CF 2.1: RESEARCH AND ANALYSE INFOR-
MATION TO SUPPORT AN ORGANISATION’S
FUNDRAISING STRATEGY

Requirement

Research is vital to any successful fundraising operation.
Fundraisers should demonstrate that the fundraising
strategy is based on well-researched, up to date
information. Fundraisers should research and analyse
the organisation's stakeholders, identifying their
motivations and linking this to a range of fundraising
activities. Research should be carried out using a variety
of methods. 

Performance Criteria

Fundraisers should be able to:
a) Identify the organisation's stakeholders and their needs
b) Analyse information regarding the current and future

fundraising environment
c) Analyse sources of historical income
d) Analyse information to identify potential sources of financial

support

Fundraisers should demonstrate knowledge of:

● Research and analysis methodologies
● The management of data
● Competitor analysis
● The motivational needs of a range of stakeholders
● The external fundraising environment
● A range of fundraising techniques
● Criteria for selecting appropriate fundraising programmes/

campaigns
● Creating and maintaining donor records and databases

CF 2.2: PLAN, ORGANISE AND ALLOCATE
RESOURCES FOR FUNDRAISING

Requirement

No fundraising operation will succeed without a clear
and structured plan. Fundraisers should demonstrate
how the fundraising event/campaign will be developed
into an executable operation.

Performance Criteria

Fundraisers should be able to:
a) Identify the fundraising objectives of the event/campaign
b) Establish a level of cost effectiveness acceptable to the

organisation
c) Create a time-scaled plan of resource allocation linked to

a specific fundraising event/campaign
d) Create an income/expenditure forecast based on the

proposed fundraising plan
e) Organise resource allocation to ensure that expenditure

does not compromise the organisation's financial proce-
dures.

f) Identify particular elements of the fundraising plan that
are to be serviced by a supplier

g) Gain approval for the fundraising plan

Fundraisers should demonstrate knowledge of:

● Planning techniques
● Budgetary control systems and forecasting
● Objective setting

CF 2.3: MANAGE A PRODUCTIVE WORKING 
RELATIONSHIP WITH SUPPLIERS

Requirement

Fundraisers should demonstrate how and why suppliers
are used to support the fundraising operation. The
term supplier should generally be interpreted as a
third party who is providing a service in support of
the fundraising plan. This might be internal (another
individual or department within the organisation) or
external (another organisation).

This requirement does not demand evidence of formal
contract management skills in establishing contracts
with suppliers. However, it does require that, at the
minimum, the candidate has prepared a brief or spe-
cification that will lead to the formulation of an
agreement with an internal or external supplier.

Performance Criteria

Fundraisers should be able to:
a) Identify the roles and responsibilities of suppliers within

a discrete piece of work
b) Prepare a brief for a discrete piece of work to be provided

by the supplier
c) Maintain accurate and complete records of the suppliers’

contribution
d) Liaise with and co-ordinate the work of suppliers
e) Evaluate the service provided against the original criteria

Fundraisers should demonstrate knowledge of:

● Selecting, briefing and working with suppliers
● Writing specifications
● Evaluation techniques
● Fundraisers who are suppliers should demonstrate how

they respond to the fundraising plan
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CF 3.1: DEVELOP A FUNDRAISING STRATEGY

Requirement

To provide a fundraising operation that meets the needs
of the whole organisation depends on developing
fundraising strategies closely aligned to organisational
objectives. The fundraising strategy should not focus
simply on fundraising plans for individual pieces of
work. Rather it should take a holistic view of the
contribution of fundraising to the attainment of the
organisation's overall objectives. 

Performance Criteria

Fundraisers should be able to:
a) Design a fundraising strategy, within the specific area of

responsibility
b) Identify those required to implement the fundraising

strategy
c) Identify barriers to fundraising
d) Establish an ethical framework for fundraising
e) Demonstrate how the fundraising strategy is informed by

business objectives
f) Prepare an action plan describing how the fundraising

strategy will be implemented
g) Analyse any risk involved in implementing the fundraising

strategy

Fundraisers should demonstrate knowledge of:

● A range of fundraising techniques
● Criteria for selecting appropriate fundraising programmes/

campaigns
● Issues, policies, legislation and regulations of the fundraising

environment 
● Issues and principles of ethical fundraising
● Factors to consider when formulating strategic/operational

business plans
● Objectives, targeting potential supporters/resources/facilities
● The effective use of human and other resources

CF 3.2: PROBLEM SOLVING

Requirement

Fundraisers should demonstrate competence by using
recognised methods and techniques to resolve problems
associated with the fundraising strategy.

Performance Criteria

Fundraisers should be able to:
a) Identify and articulate problems associated with the

fundraising strategy
b) Analyse key issues to identify their cause
c) Apply established techniques designed to solve clearly

identified problems
d) Generate options based on systematic and rational judg-

ments using a creative approach
e) Evaluate options and make recommendations for the

resolution of the problem

Fundraisers should demonstrate knowledge of:

● Creative techniques for problem solving

11
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Key Area 3 (CF 3): MANAGING FUNDRAISING

CF 3.3: IMPLEMENT THE FUNDRAISING 
OPERATION

Requirement

Fundraisers should demonstrate that they have deli-
vered the fundraising plan, that the fundraising
methodology has been consistently applied and that
the appropriate legal obligations have been fulfilled. 

Performance Criteria

Fundraisers should be able to:
a) Apply fundraising methods appropriate to the situation
b) Integrate the legal requirements appropriate to the fundrai-

sing activity into the fundraising operation
c) Monitor and manage targets

Fundraisers should demonstrate knowledge of:

● Established methods of fundraising
● Issues, policies, legislation and regulations within the

fundraising sector
● Ethical issues relevant to fundraising activity
● Codes of practice and other relevant material

CF 3.4: EVALUATE THE EFFECTIVENESS OF
THE FUNDRAISING STRATEGY

Requirement

Fundraisers should evaluate and consolidate past and
present fundraising performance and demonstrate
that fundraising has met the organisation's current
needs. Evaluation and consolidation should be
undertaken not simply in the context of the fundraising
process itself but also from a broader organisational
perspective.  

Performance Criteria

Fundraisers should be able to:
a) Describe how the motivational needs of the supporter 

(individual, corporate or otherwise) have been reconciled
through the fundraising strategy

b) Assess the non-financial contribution of fundraising to 
the attainment of organisational objectives

c) Identify the outcomes of the fundraising strategy
d) Recommend changes to the fundraising strategy
e) Forecast the future contribution of fundraising

Fundraisers should demonstrate knowledge of:

● Evaluation techniques
● The nature of change

CF 3.5: EVALUATE THE EFFECTIVENESS OF 
FUNDRAISING

Requirement

Fundraisers should be able to show that fundraising
activities meet the objectives identified in the fundraising
strategy and that the cost benefit ratio of the campaign
is acceptable.

Performance Criteria

Fundraisers should be able to:
a) Identify the level of cost effectiveness of the fundraising

event/campaign
b) Assess the effectiveness of a fundraising event/campaign
c) Make recommendations for the future

Fundraisers should demonstrate knowledge of:

● Evaluation techniques
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Key Area 4 (CF 4): MANAGING PEOPLE

CF 4.1: SELF-MANAGEMENT

Requirement

Fundraisers should know what makes them an effective
member of a fundraising team.

Performance Criteria

Fundraisers should be able to:
a) Collaborate with colleagues to achieve common goals
b) Communicate effectively with others
c) Display effective and efficient prioritisation skills
d) Identify opportunities to establish productive relationships
with volunteers and others (COUPES)
e) Demonstrate awareness of the boundaries of their role

Fundraisers should demonstrate knowledge of:

● Team working
● Communication skills
● Working with volunteers
● Skills of prioritisation
● Equal opportunities
● The role of the fundraiser in the organisation

-

CF 4.2: WORKING WITH OTHERS TO ACHIEVE 
ORGANISATIONAL OBJECTIVES

Requirement

Fundraisers should demonstrate their ability to work
effectively with a range of staff, volunteers, stakeholders
and donors to achieve the fundraising objectives.

Performance Criteria

Fundraisers should be able to:
a) Induct others into the fundraising operation
b) Delegate appropriate tasks to others
c) Adapt their working style to enable others to perform
effectively
d) Involve others in the decision-making process
e) Review the performance of others

Fundraisers should demonstrate knowledge of:

● Principles of team roles and working
● Leadership styles
● Delegation and empowerment
● Motivation theory as it relates to individuals, groups, staff

and volunteers
● Principles of constructive feedback
● Negotiation skills



The EFA Syllabus for fundraising training divides the teaching content into six
Main Teaching Areas (S 1 - S 6) which are sub-divided into Specified Teaching
Areas (S 1.1; S 1.2, etc.) indicating the qualification required by the teacher for
each teaching area. It also links the six Main Teaching Areas (S 1 - S 6) to the four
Key Areas of the EFA Certification Competence Framework (CF 1 - CF 4). The
form of a table allows a full cross reference between the EFA Syllabus and the EFA
Competence Framework. 
The following table gives an overview of the six Main Teaching Areas and the
required hours spent on the teaching areas to develop the required competencies
within the EFA Certification. The EFA Fundraising Training Programme is devised
to last 300 hours (minimum) in order to allow the required competencies to develop
and to meet the assessment requirements.

As much as there are universal principals to fundraising, EFA aims at fundraising
training programmes that are tailored to blend into the specific national social
and cultural contexts – also taking into account specific organisational contexts
to assure professional standards and a lasting success in fundraising. Reflecting
on the social and cultural context of fundraising (S 1) is therefore an integral part
of the fundraising syllabus.

EFA Fundraising Syllabus
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Syllabus

Main Teaching Areas Teaching Other Research Assesment 
Hours Learning  and  and

Hours Reports Preparation 

S 1 Social & Cultural Context 2 8

S 2 FR-Management 16 30

S 3 FR-Strategies 20 50

S 4 FR-Methods 24 45

S 5 FR-Forms 16 29

S 6 Legal Regulations 2 8

Total 80 170 30 20

300 hours (1 teaching/other learning hour = 60 mins)
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Fundraising Management (S 2) is looked at and dealt
with here at an institutional level. The (personal)
management skills and (technical) management
tools needed in order to act professionally are dealt
with in S 4 (Fundraising Methods).
Strategic decisions in fundraising are dealt with in
Fundraising Strategies (S 3). They are based on the
institutional vision (S 2.1) and involve detailed know-
ledge about (potential) donors, basic strategical
options and means of analysis.
Fundraising Methods (S 4) refer to (personal) skills
and (technical) tools, including different communication
channels.
“How to do” a particular fundraising form is specified
in S 5. It draws upon the knowledge gained within
the other Main Teaching Areas.
Last but not least, fundraising also has a regulatory
framework which needs to be introduced to candi-
dates aiming at professional standards in fundraising.
(S 6). 

Key to read the tables integrated into the Syllabus: 

teacher qualifications: 

fp = fundraising practitioner

g = generalist

Key to read the requirements of the Competence Framework:

CF 1.1 : identify an organisation’s fr requirements

CF 1.2 : establish a case for support

CF 1.3 : present a case for support

CF 2.1 : research and analyse information to support an organisation’s fr strategy

CF 2.2 : plan, organise and allocate fr resources

CF 2.3 : manage a productive relationship with suppliers

CF 3.1 : develop a fr strategy

CF 3.2 : problem solving

CF 3.3 : implement the fundraising operation

CF 3.4 : evaluate the effectiveness of the fr strategy

CF 3.5 : evaluate the effectiveness of fundraising

CF 4.1 :  self-management

CF 4.2 : working with others to achieve organisational objectives

Normally each main teaching area needs to be covered by a generalist as well as a
fundraising practitioner, except S 5 (fp only), and S 6 (g only). The involvement of
fundraising practitioners suggested here is normally regarded as a minimum requirement
whereas the involvement of generalists is regarded as a maximum.



As much as there are universal principals to fundraising the EFA fundraising training programme sets out to be tailored to the specific national contexts 
– also taking into account specific organisational contexts to perform fundrasing professionally.
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Main Teaching Area S 1: SOCIAL AND CULTURAL CONTEXTS OF FUNDRAISING

S 1
Social and Cultural
Contexts of
Fundraising

S 1.1
The Third Sector

S 1.2  Cultural and
Ethical Dimensions of
Fundraising

The fundraising market
(national + European)

g

g

fp

fp

Cultural, political and
social background of fr
(national + European)

in the national and
european context

key issues of ethics

in the organisational context key issues of ethics 

- exisiting sources for (market)
research relevant to fundraising
- results of market research as

relevant to fundraising
- different areas of fundraising

Specified Teaching Areas Suggested Teaching Content
CF 1
Communicating
Case for Support

CF 2
Managing
Resources

C 3
Managing
Fundraising

CF 4
Managing
People

Teacher
Qualific.

CF1.1

x

x x x

(x) x x x xx

x x x x x x

x x

CF1.2 CF1.3 CF2.1 CF2.2 CF2.3 CF3.1 CF3.2 CF3.3 CF3.4 CF3.5 CF4.1 CF4.2



Fundraising Management is dealt with here at an institutional level. The (personal) management skills and (technical) management tools needed in order to act profes-
sionally are dealt with in S 4 (Fundraising Methods).
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Main Teaching Area S 2: FUNDRAISING MANAGEMENT (INSTITUTIONAL LEVEL)

S 2 
Fundraising
Management 
(Institutional Level) 

S  2.1 
Institutional
Requirements 
for Fundraising

S 2.2 
Implementing 
Fundraising into 
an Organisation’s
Management  

S 2.3 
Working with
Suppliers

S 2.4 
Budget Planning

S 2.5 
Quality Management

Financial resources

Personal resources 

Technical resources

Implementing fr into the
organisation’s management

Working with suppliers

Efficiency control 

g

fp

g

g

fp

fp

fp/g

- investment into fr resources

- the role of the board in fr 
- the role of (qualified) fr staff 
- the role of fr training 
- volunteers in the fundraising
process 

other ressources than database (S 4.3)

Specified Teaching Areas

Institutional readiness - institutional vision and mission
- branding 
- corporate identity  
- corporate design 

- change management / 
institutional development 
- organisational structures 
- advocacy

- commercial and pro bono 
relations 
- elements/components of a
briefing

- income forecast 
- expenditure forecast

return on investment (see S 4.3) 

g

Suggested Teaching Content
CF 1
Communicating
Case for Support

CF 2
Managing
Resources

C 3
Managing
Fundraising

CF 4
Managing
People

Teacher
Qualific.

x x x x x

x x x x x

x

x x x x x x

x x x x x x x

x x x x x x

x x x x x x

x x

x x x x(x) (x) x

x x x x

x x

CF1.1 CF1.2 CF1.3 CF2.1 CF2.2 CF2.3 CF3.1 CF3.2 CF3.3 CF3.4 CF3.5 CF4.1 CF4.2



CF1.1 CF1.2 CF1.3 CF2.1 CF2.2 CF2.3 CF3.1 CF3.2 CF3.3 CF3.4 CF3.5 CF4.1 CF4.2

Strategic decisions in fundraising are part of fundraising management. They are based on the institutional vision (S 2.1) and involve detailed knowledge about basic
strategical options, (potential) donors and means of alaysis.
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Main Teaching Area S 3: FUNDRAISING STRATEGIES

S 3 
Fundraising
Strategies

S 3.1 
Strategic Planning of
Fundraising Activities

S 3.2 
Managing Donor
Relations

S 3.3 
Tools for Fundraising
Strategies

General options for 
fundraising strategies

fundraising cycle (need,
audience, forms, evaluation)

- steps in strategic planning 
- setting objectives 
- project management 
- campaigning 

- motives of inidividual giving
- motives of corporate giving

- fundraising pyramid 
- means of donor segmentation
and identification  
- donor solicitation 
- donor cultivation 
- donor recognition 
- complaint management

- SWOT 
- Stakeholder Analysis 
- STEP/PEST 
- competitor Analysis

Donor identification
and segmentation

Donor relationship
management

Techniques of analysis

Strategies of strategic
planning

Motives for giving

fp

g/fp

fp

fp

fp

g

Specified Teaching Areas Suggested Teaching Content
CF 1
Communicating
Case for Support

CF 2
Managing
Resources

CF 3
Managing
Fundraising

CF 4
Managing
People

Teacher
Qualific.

x x x x x x x

x x x x x x x x x x x

x x x x x

x x x x

x x x x x x

x x x x x x x x x x x



CF1.1 CF1.2 CF1.3 CF2.1 CF2.2 CF2.3 CF3.1 CF3.2 CF3.3 CF3.4 CF3.5 CF4.1 CF4.2

Fundraising Methods are skills and tools, as well as different communication channels, that are fundamental to the whole process of fundraising.
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Main Teaching Area S 4: FUNDRAISING METHODS (SKILLS AND TOOLS)

S 4 Fundraising
Methods 
(Skills and Tools) 

S 4.1 
Fundraising
Communication
Channels

S 4.2 
Skills for Fundraising

S 4.3 Tools for
Fundraising

Interrelation between
fundraising and public
awareness 

- effective use of media for fr
(including branding, campaigns,
PR, news management)

- mass media, online communi-
cation, mailings, telephone,
stalls, events, merchandising and
product selling, face to face,
multi-channel-communication 

- self reflexion 
- developing your own potential
and competencies 
- time management

- leadership styles 
- share responsibility 
- empowerment 
- motivation 
- feedback 
- managing voulounteers 

- psychology of communication
- problem solving 
- negotiation 
- presentation 
- creativity

- requirements for fr-database 
- maintaining donor records

how to conduct basic research

- cost benefit ratio (see S 2.5) 
- a variety of evaluation techniques
as appropriate

Self-management

Team work 

Communication

Database

(Market) research

Techniques of evaluation

Overview of different
communication channels

g

fp

g

g

g

g

g

g

Specified Teaching Areas Suggested Teaching Content
CF 1
Communicating
Case for Support

CF 2
Managing
Resources

CF 3
Managing
Fundraising

CF 4
Managing
People

Teacher
Qualific.

x x x x

x x x x (x)

x x x x x

x x x x

x x x x

x x x x x x x x x x x

x x x x

x x x

x x x x x x x x
(x) x x x x

x x x x
x x x x x x

x x x



CF4.2CF1.1 CF1.2 CF1.3 CF2.1 CF2.2 CF2.3 CF3.1 CF3.2 CF3.3 CF3.4 CF3.5 CF4.1

“How to do” a particular fundraising form draws upon a knowledge of all the other Main Teaching Areas.
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Main Teaching Area S 5: FUNDRAISING FORMS

S 5 
Fundraising Forms 

Gifts from individuals - overview of different forms/
programmes to generate gifts
from individuals: e.g. raffles, 
charity shops, sponsorship

sponsoring 
- corporate giving/partnership

- elements/components of
major giving programmes  
- legacies

- elements of an application to
trusts and foundations

- differences of application at a
regional, national or European
level 

Major giving

Grants from trusts and
foundations

Statutory grants
(government)

Corporate fundraising

fp

fp

fp

fp

fp

Specified Teaching Areas Suggested Teaching Content
CF 1
Communicating
Case for Support

CF 2
Managing
Resources

CF 3
Managing
Fundraising

CF 4
Managing
People

Teacher
Qualific.

x x x x (x)

x x x xx (x)

x x x xx (x)

x x x xx (x)

x x x xx (x)



CF1.1 CF1.2 CF1.3 CF2.1 CF2.2 CF2.3 CF3.1 CF3.2 CF3.3 CF3.4 CF3.5 CF4.1 CF4.2

A basic understanding of the regulatory framework of fundraising is an integral part of professional fundraising.
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Main Teaching Area S 6: LEGAL AND OTHER REGULATIONS

S 6 
Legal and Other
Regulations

Data protection 

Right of exploitation/
Copyright

- VAT 
- tax deduction on gifts 

Competition law

Fiscal law with regard to
donations and foundations 

g

g

g

g

Specified Teaching Areas Suggested Teaching Content
CF 1
Communicating
Case for Support

CF 2
Managing
Resources

CF 3
Managing
Fundraising

CF 4
Managing
People

Teacher
Qualific.

x x x

x x x

x x x

x x x
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Study for an EFA Certified Fundraising Training Programme requires a serious
commitment from candidates. Those successfully completing courses will be capable
of operating with considerable autonomy, which is likely to include responsibility for
staff and volunteers. This work will include the design and implementation of
fundraising activities and providing others with the support necessary to be able
to fundraise effectively.  

1. Induction
It is strongly recommended that an Induction Session is run for students to explain
the course approach, attendance requirements, tutorial support, assessment processes,
submission deadlines, and so on. The individual Learning Contract can form part
of this process 

2. Syllabus Coverage
The delivery programme must cover 100% of the syllabus outlined in the EFA Syllabus
and Competence Framework.  

3. Course Duration
EFA Certified Fundraising Training Programmes should comprise of at least 300
notional learning hours. There is no formal upper limit. This figure represents the
estimated learning time taken by the average student to achieve the specified
learning outcomes of the programme, and thus earn the qualification. It is deli-
berately not a precise or prescriptive measure – but is meant as an indication of
the magnitude of the commitment being taken on by students, in terms of study
and assessment load. Even though the figure of 300 hours is not prescriptive, training
providers should be able to demonstrate that the amount of study associated
with any programme leading to the EFA qualification is sufficient to ensure achie-
vement of the appropriate learning outcomes and standards.

Notional learning time includes:
● teaching contact time (lectures, seminars, tutorials, workshops, etc.)
● time spent on preparing and carrying out assessments (written coursework, oral

presentations, in-class questions and problem solving in groups or individually,
examinations, etc.)

● time spent in private study (library research, term-time and vacation reading and
information retrieval online or in a direct social context)

For a professional qualification it also, crucially, includes:
● work-based activities which lead to assessment
● practice, gaining, applying and refining skills to achieve the threshold level of

competence
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4. Group Size
Because of the specialised professional nature of an EFA Certified Fundraising
Training Programme, it is strongly recommended that a maximum group size of
one tutor to 20 students is not exceeded.

5. Learning Contracts
Given the professional commitment of the candidates, it is highly recommended
that EFA Certified Fundraising Training Programmes include individual Learning
Contracts with their students regarding study hours both inside and outside their
formal teaching sessions so that expectations are as explicit as possible.

6. Managerial Support
Because of the work-related nature of the assessment for EFA Certified Fundraising
Training Programmes, there are resource implications beyond basic classroom or
distance learning delivery. Individual students will need to be guided on their
choice and interpretation of assignment topics, and supported in their research
and gathering of evidence for such assignments as appropriate.

7. Links with Employers
Wherever possible links with fundraising organisations should be encouraged so
that students can apply their learning in a practice context, fully supported by col-
leagues and managers. A supportive atmosphere at work will help students
embed their learning, as well as facilitate access to information and examples to
be used in their assignments. This has the effect of creating a learning community
who can share their insights and network effectively outside as well as inside
organisations. It may also encourage employers to sponsor or contribute to the
fees of students as well as giving them help with study time or equipment. Linking
employers to a programme is not only good marketing, but also an excellent learning
resource in its own right.

8. Tutor Support
As with any adult learning situation, EFA Certified Fundraising Training Programmes
included, a facilitative style of teaching where candidates can learn from and with
each other is preferable to a didactic approach. As well as group teaching (whether
face to face or online), each student should receive individual tutorial support. 

9. Tutor Profile
Parts of the EFA Certification Syllabus relate to generic management topics and
most suitable educational training partners will have staff experienced in teaching
such material. However, the specialist fundraising elements of the programme will
need to be taught by specialist fundraising or other professional staff. EFA recom-
mends the following as a guide to the qualifications required by these specialists:
● at least five years fundraising experience 
or
● significant experience of managing fundraising staff as a line manager or consultant
or
●  training experience within a fundraising environment 

Trainers must be able to provide a reference from a senior member of the profession
in good standing with his or her national fundraising body/association.

10. Administrative Support
As well as tutorial staff responsible for teaching and assessment, training providers
must have administrative staff responsible for managing the programme as follows:
● registering students on the programme and providing full and accurate details

of the assessment strategy and timetable
● ensuring that hand-out and hand-in dates are adhered to
● informing EFA via the national fundraising body/association of any changes to

an accredited fundraising training programme and/or assessment schedule

11. Development Costs
These can be quite high. National fundraising bodies/associations should consider
actively fundraising with local agencies to raise start-up funding. Thereafter, local
fundraising groups and the training provider will determine the price of the program-
mes. The cost should be based on the local market and general costs. EFA advice
is that fundraising training programmes should be profitable and not directly sub-
sidised at source, as this is the most likely business plan to ensure the programme’s
longevity and add value to the training for candidates. If funding is available it is
advisable to create bursaries allocated to students on a needs led basis.
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Fundraising Training Programmes certified by EFA aim at introducing and maintaining
common standards for fundraising training across Europe. They are intended for
people who fundraise in a wide range of areas and situations within the European
voluntary sector. EFA Certified Fundraising Training Programmes aim to familiarise
candidates with a wide range of fundraising techniques, which will give them the
knowledge and understanding on which to build their careers beyond a functional
specialism, as well as equipping them with the general management skills which
are an essential part of any fundraiser’s development. Those successfully completing
EFA Certified Fundraising Training Programmes will be capable of operating
within their profession as a fundraiser with considerable autonomy, which is likely
to include responsibility for staff and volunteers. Successful candidates will have
demonstrated their knowledge and understanding of theoretical principles of
fundraising through their application in practice and, where appropriate, the provision
of evidence of their skills in the form of professional projects or artefacts.

1. Entry Requirements
While there should be no formal academic entry requirements, candidates should
have completed secondary education and demonstrate some experience and current
involvement in fundraising (either in a paid or voluntary capacity).  

2. Achieving Course Outcomes
At the end of an EFA Certified Fundraising Training Programme candidates will
have demonstrated the skills, knowledge and understanding outlined in the EFA
Certification Competence Framework and Syllabus. In general terms assessment
strategies should be designed to measure each candidate’s ability to: 
● demonstrate knowledge and understanding of:

● models, theories, forms and techniques relevant to the development of fun-
draising strategy in a domestic and international context

● the role of fundraising at an organisational and societal level
● the cultural and ethical dimensions of fundraising

●  think critically and make judgements:
● evaluation: e.g. of fundraising and campaigning strategy and practice
● analysing and researching information to support strategy
● critical and creative thinking in contexts relevant to fundraising and problem

solving

●  demonstrate key skills:
● information technology: e.g. using IT as a research tool
● teamwork (to include working with volunteers and other employees)
● effective communication orally and in writing in a range of media
● use of numbers: e.g. in analysing fundraising opportunities from a budgetary

perspective

●  manage and develop professional skills:
● identifying an organisation’s fundraising requirements
● ability to establish and communicate a fundraising case
● planning, organising and allocating resources for fundraising
● managing a productive working relationship with suppliers and partners
● improving own learning and performance
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3. General Principles of Assessment
Assessment for EFA Certified Fundraising Training Programmes should aim to
maximise the opportunity for learning and provide opportunities for students to
experiment with and reflect on concepts as applied to their working practice.
Students should receive structured feedback from tutors thus demonstrating their
knowledge and the understanding gained by attending the fundraising training
programme. It should also seek to demonstrate to external stakeholders (such as
employers or donors) the highest standards of rigour and objectivity.  

Assessment Must:
● determine the standards defined in the EFA Certification Competence Framework

as outlined in the EFA Syllabus
● assess students' attainment of course outcomes
● be as transparent as possible about assessment criteria and processes and having

an appeals process available
● be appropriately varied – if at all possible a mixture of assessment methods should

be used 

Assessment Should:
● guide and inform students’ learning: this mainly refers to feedback, but also implies

that students are guided by assessment to what they should prioritise in a course
● be reliable: two candidates with the same levels of skills and knowledge should

do equally well in the same assessment (across providers) 
● be cost effective
● be valued by students as part of the learning process

4. Routes to Assessment 
EFA Certified Fundraising Training Programmes should include elements of the
following assessment techniques as appropriate to the various course outcomes
being assessed.  

Academic Assessment
EFA considers an assessment strategy consisting of tutorial participation, two formal
written assignments of 3000 words each, and a three-hour examination as being
appropriate for a course of this length. In a distance learning context, the mixture
would be similar except for the tutorial participation element, but with three to four
assignments totalling between 7000 and 9000 words, and a three-hour examination.

Vocational Assessment
Vocational Assessment is the process of judging evidence of competence against
specified criteria. To meet the requirements of this type of assessment candidates
combine performance evidence and evidence of knowledge and learning, and
present them in a chronicled Portfolio of Evidence. Specialist assessors who are
linked to a formal qualification structure normally undertake this form of assessment.  

Accrediting Prior Experience and Learning
It is one of the fundamental principles of vocational assessment that credit should
be given to those who can clearly demonstrate their competence outside of a
learning programme by reviewing and presenting existing evidence of achievement.
This process is called Accrediting Prior Experience and Learning (APEL). The following
should be considered when designing APEL options for EFA Certification.
● The APEL process should not devalue the taught programme. APEL should not

be seen as an easy route to the qualification.
● Programme designers should be clear regarding qualification for this route. If it

is for experienced fundraisers there should be a clear definition of what is required.
● APEL candidates should not be embarrassed by their inability to reflect the materials

that have been taught. To prevent this, there should be a formal briefing process
for those taking part in the APEL process.

The provision of APEL routes to any qualification will be at the discretion of the
national fundrasising bodies/associations.
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5. Assessment
Regardless of the method used, any assessment strategy should combine elements
of continuous assessment during the study period with a final assessment at the
end. The precise content and detailed format of the assessment can vary between
countries and providers (subject to validation), but all must satisfy the following
points:
● a clear link between the workplace and the assessment 
● minimum coverage of the syllabus (70%)
● address all of the course outcomes
● include a combination of formative and summative assessment
● provide a clear demonstration of the independence of the assessment process

Quality Assurance
EFA Certification of Fundraising Training Programmes aims at introducing and
maintaining common standards for fundraising training across Europe. It is therefore
essential that the level of skills and knowledge being tested are of a consistent
level between providers. 
This is likely to involve systems of first and second marking, and the active participation
of EFA Certification Board members to act as an external moderator.

Fundraising Training Programmes that will be accredited by EFA aim at introducing
and maintaining common standards for fundraising across Europe. EFA will ensure
that these programmes will cover the material required to ensure consistency of
standards through National Fundraising Organisations, that are members of EFA.

The first step consists in developing a Fundraising Training Programme, based on
EFA Standards

National Fundraising Organisations will then be responsible for recognising suitable
programmes and making recommendations to the EFA Certification Board.

Finally, the EFA Certification Board will ratify local recognition, validate programmes
leading to EFA Certification and accredit recommended programmes. The suc-
cessful programmes will carry the mark “EFA Certified”.

Where there is no National Fundraising Organisation, educational providers will be
encouraged to form such an organisation in accordance with EFA strategy and
apply for EFA membership before being considered for EFA Certification.
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Denise Dawes . Executive Officer
Schulzendorfer Str.138b 
D-13467 Berlin . Germany
www.efa-net.eu . info@efa-net.eu

Belgium
Belgian Fundraisers Network, 
Belgian Association for Ethical
Fundraising

Denmark
The Danish Fundraising Council -
ISOBRO

Finland
Finnish Fundraising Association 
(VaLa - Association for
Responsible Donations)

France
Association Française des
Fundraisers

Germany
Deutscher Fundraising Verband e.V.

Italy
ASSIF - Associazione Italiana
Fundraiser

Netherlands
NGF - Dutch Fundraisers
Association
VFI - Association of Fundraising
Organisations

Norway
FIO - Forum for
Innsamlingsorganisasjoner

Poland
Polskie Stowarzyszenie
Fundraisingu

Spain
Asociación de Profesionales del
Fundraising 

Sweden
Swedish Fundraising Council
(FRII)
Swedish Fundraisers

Switzerland
Schweizerischer Fundraising
Verband - Association Suisse de
Fundraising

United Kingdom
Institute of Fundraising

EFA Members :
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