Inaugural MNA Fundraising Cohort Application - 2026-2027

This page is a tool to help you prepare to submit your cohort application. When you are ready, please submit online here: Inaugural MNA Fundraising Cohort Application - 2026-2027 – Fill out form

Applicant Information

1. Applicant Name:
2. Title:
3. Organization Name:
4. Email:
5. Address:
6. City:
7. County:
8. State:
9. Zip:
10. Phone Number:

12. This applicant will be the primary contact and participant in the cohort.
· Yes
· No, we will have another primary contact
If there is another primary contact, please list below:

13. Please indicate the name of the Executive Director or, if the primary applicant is the ED, the Board Chair of the organization:

Organization Overview

14. Are you a current MNA Member?
Maintaining MNA membership is a requirement throughout the cohort period.
· Yes
· No, but we intend to become a member if accepted into the cohort

15. The MNA Fundraising Cohort is intended to directly increase the fundraising capacity for nonprofits that provide essential services and support Montana's quality of life and social safety net. Please confirm that your organization is a registered 501c3 in good standing with the IRS and the state of Montana, with bylaws and a board of directors in place, and confirm the Form 990 that you file annually.
· Yes, we file a full 990
· Yes, we file a 990-EZ
· Yes, we file a 990-N (postcard)
· No
· Unsure

16. Please indicate any that describe your organization (definitions on led by and serving here: https://mtnonprofit.org/mna-policies/#demographics)
· Is led by and serves Black, Indigenous, People of Color and Communities.
· Primarily serves rural communities or is headquartered in a rural area.
· Is led by and serves people living with disabilities.
· Is led by and serves people who identify as LGBTQIA2S+.

Fundraising Capacity

17. Does your organization have at least one paid staff member who has fundraising responsibilities? 
Note: It is not required that the staff member(s) dedicate 100% of their time to fundraising. Examples may include an executive director who also writes grants, a marketing coordinator who is building a direct mail program, etc.
· Yes
· No

18. To increase fundraising capacity and provide effective fundraising products for member organizations, at least 80% attendance is required for all cohort activities. This includes two virtual meetings per month and additional 1:1 work with MNA's Fundraising Program Director. Cohort members should plan to spend at least 5 hours per month engaging in cohort activities. 
Do you have the capacity to dedicate this time and effort AND permission from your Executive Director and/or Board of Directors to participate in this program?
· Yes
· No

19. Tracking and using donor data is an important indicator of fundraising readiness and capacity. Please tell us about your donor database.
What type of donor database do you use:
· None
· Excel or other spreadsheet
· Early Database like Green Light or Donor Perfect
· Advanced Database like Raiser’s Edge or Sales Force

20. Please help us understand your organization’s approach to managing donor data.
Donor Database Use:
· Expert User
· Proficient User
· Need more training
· Can't extract donor data or update our database
· Don’t have a database

21. The MNA Fundraising Cohort will address storytelling for fundraising impact. Please rate the following marketing and communications tools based on how your organization uses them.
· Email Service
· Website
· Social Media
· YouTube

Staff and Board Fundraising Activities

22. How many total FTEs (Full-Time Equivalents) does your organization employ?
· 1
· 2-10
· 11-20
· 21-25
· More than 25

23. How many total paid staff directly carry out fundraising activities for your organization?
Please provide the total number of paid staff or FTE (full-time equivalent) who fundraise for your organization and the nature of their roles.

24. Do you work with consultants, or have you done so in the past year, to assist with fundraising, such as grant writers, capital campaign advisors, or others? 

25. How many of your organization's board members are involved directly in fundraising? 
Please provide the total number of board members AND briefly describe how they are involved in fundraising; i.e. do they share your social media posts, solicit sponsors for events, connect fundraising staff with potential donors or funders, personally solicit donors, or participate in other activities?

26. What is your donor retention rate?
What percentage of your donors who gave this year also gave last year? 
To calculate: (donors who gave last year and this year) divided by (donors who gave this year) times 100= donor retention rate
An example: If you had 200 unique donors in 2025, and 80 of those exact same donors made another gift in 2026: 80 / 200 = 0.4 x 100 = 40%

27. How many meetings did your organization’s fundraising staff have with individual donors last year?
· Less than 10
· 10-49
· 50-100
· More than 100

Fundraising Snapshot

28. What was your organization’s total budget last year (expenses for the last fiscal year)?
· Under $399,000
· $400,000-$999,999
· $1,000,000-$2,999,999
· More than $3,000,000

29. What was your organization's total fundraising revenue last year?

30. Share your organization’s percentage of sources of income: on a scale of:
0, 1-20%, 21-50&, 51-70%, 71%+
Individual
Private/Foundation Grants
Government Grants (State or Federal)
Special Events
Earned Income
In-Kind Donations
Other

31. What is your organization's fundraising goal for the coming year?
Please include your fundraising goal for general operations AND any special projects like a capital campaign.

32. The MNA Fundraising Cohort is focused on efforts that engage individual donors. How much of your organization's total annual fundraising revenue comes from individuals? Please provide a $ dollar amount and % percentage of total fundraising revenue for your organization. 

33. How many donors does your organization have in a typical year?

34. How many new donors did your organization have last year?

35. What is the size of the average gift to your organization?
To calculate: total fundraising revenue/total # gifts.

Goals

36. What do you hope will change in your organization as a result of participating in the MNA fundraising cohort program?

37. Does your organization have a goal to increase individual fundraising revenue? If so, what is the goal (total new dollars, total new donors, or increased % of fundraising revenue, etc.), and what is the timeframe?

38. If you had extra time to put toward fundraising activities, what would you do first? Please rank in order of preference.
· Send direct mail appeals
· Send digital fundraising – email/social media
· Make more formal major gift asks
· Identify/engage new donors
· Find new grant funders
· Steward donors
· Increase special event(s) fundraising
· Re-engage lapsed donors
· Engage businesses as sponsors
· Other

39. Please specify ‘Other’ from Question 38.

40. What is your intended focus for this cohort for your organization? Please rank the following.
· Donor acquisition
· Retaining donors and reengaging lapsed donors
· Major gift strategy

41. Do you have any personal professional goals you hope to achieve as a result of participating in this cohort?

42. Please share any other background, comments, or questions. Is there anything else we should know about your organization?


