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1. Welcome Back

2. Sustainable Revenue
a. Recap
b. Organizational Capacities
c. Putting It All Together

3. The Business Model
a. Defining the Business Model

b. Introducing the Matrix Map
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Characteristics of Sustainable Revenue

(cJ’ Align revenue mix with impact

i Produce flexible income

@ Leverage the organization’s capacities

Sustainable Revenue

Characteristics of Sustainable Revenue

@ Align revenue mix with impact

Af Produce flexible income

Organizational

Capacity
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Programmatic Capacities
Ex: Domestic Violence Shelter

goodwill
Facility Partnerships with job Appropriately
placement agencies certified staff
Emergency
health skills Relationships with Compliance
employers
ional Capacity Q
Revenue Capacities
Government Membership
Contract Dues
oorporae Individual
P P ) Gifts
Event Tickets

@

Why Assess Capacity For Revenue?

Administrative expertise

& Technology needs

Manage risk

= Need for marketing

$ Revenue availability




Organizational Capacity Q

Necessary Characteristics By Revenue Stream

Fee-for- Individual Government Corporate
Service Donors Contracts Sponsorship
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Fee For Service

Sells goods / services that consumers
want to buy and that advance the
mission

Mission-based entrepreneurial
qualities

Product marketing expertise

Skilled staff & access to equipment

Strong cost-accounting / pricing

* Regulatory (UBIT) compliance

Organizational Capacity Q

Individual Donors

» Effective impact messaging

» Relational stewardship / People
intensive

» Managing & adhering to an array of
donor desires

+  Culture of philanthropy with an
engaged and active board
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Organizational Capacity

Foundation Grant

Access to, relationships with, and
stewardship of foundation personnel
A mission that aligns with foundations’
priorities

Compelling communications / case for
support

Ability to track & demonstrate impact

Strong and diverse governance
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Organizational Capacity

Government Contracts

@

Use clear metrics to monitor progress

Strong accounting function and
budget/financial management

Willingness to advocate

Generates additional unrestricted
funds

Organizational Capacity

Corporate Sponsorship

A mission that aligns with
corporations’ priorities

Ability to advertise relationships
with corporation

Strong contacts / relationships with
corporations

Volunteer opportunities

15

6/18/2021




Capacity Analysis
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[ TEMPLATES
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Let’s recap once more, shall
we...




Putting It All Together
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So far, we've looked at our beneficiaries.

Putting It All Together
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Putting It All Together
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Now we need to put it all together
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Putting It All Together

Beneficiary
Analysis

What capacities do
Potential we have to secure

Revenue Streams| T and manage
revenue sources?

Who benefits from our
impact/services?

Can they pay?
Who else benefits or

wants others to benefit
from?

Revenue Strategies
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Revenue Strategies

Revenue Strategies

Forgo payment

Capacities to for services
Manage? 2. Pursue donations
and build capacity

None currently
Limited, but
available

N

Potential Sources of
Revenue

1. Payment for
services

2. Donations

Beneficiary Analysis

1. Who benefits?
2. Who might
support?
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Aligning Revenue Sources And
Capacities

Revenue Stream
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Putting It All Together

Questions To Ask

1. Does the current revenue mix reliably produce a modest surplus?

2. Do we have a reliable source of unrestricted support?

3. Are our largest sources of income paying for work that we deem essential to our intended

impact?

4. Are we relying on a funding stream that is changing substantially, and is that change

beyond our control?

5. Are we relying on a funding stream that is misaligned with our organizational values?

6. Have we fully invested in our current revenue strategies?
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The Dual Bottom Line

Impact Financial
Strategy Strategy
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Defining The Business Model

Leadership’s hypothesis about which impacts will engage
human and financial participation.

|

Impact Financial
Strategy Strategy
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The Matrix Map

Impact—

Profitability —=

@

The Matrix Map
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The Heart Quadrant
Starting Point: Keep and contain costs Starting Point: Invest and grow

The Stop Sign Quadrant The Money Tree Quadrant
Starting Point: Close or give away Starting Point: Water and harvest, increase
impact
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English / Spanish
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Questions To Consider

= What would you hope to uncover about your business model via the matrix
map?

= How would you convey the messages of the matrix map with your
colleagues and the board of your organization?

= How would you engage with each of the components of the nonprofit
marketplace?
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Parting Thoughts
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Parting Thoughts

35

The Dual Bottom Line

Impact Financial
Strategy Strategy

Revenue Strategy
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“True strategy is about placing bets and making
hard choices. The objective is not to eliminate
risk but to increase the odds of success.”

-Roger Martin

Harvard
Business

Review
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