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Goalsforthis Session

Help you understand your current revenue
model

Learn how to use the Revenue Matrix Tool to
help lead you to a stronger and more
sustainable revenue model

Complete the first three steps of the tool



Tasksd{orcoloday

Determine the evaluative criteria that are
Important to your organization

ldentify a universe of revenue sources that are
potentially available to you.

Score the sources against the criteria



Process for doday

Explain each of the major tasks built into the
tool

Describe possible evaluative criteria and
potential revenue sources

Highlight concerns with each

Break from presentation at 7 key points to let
you chat with colleagues and make your own
Spreadsheet entries




Remaining Steps«dn Process

Rank the sources by their scores
Eliminate less likely sources

Research potential for most likely sources,
especially the new ones

Develop revenue model & phas® schedule
Note expenditure and structural impacts



Revenue Matrix Template
Triplett Consulting July 2010

Scale: 2=very positive; 1=positive; 0=neutral or "don't know"; -1=negative; -2=very negative

Revenue Source 1 2 3 4 5 6 7 Avg Rank
Contributed Income

Foundation grants for specific programs 0.0
Foundation grants for general operations 0.0
Corporate contributions and sponsorships 0.0
Individual donations; e.g. 0.0
Major donors (i.e. above $1,000) 0.0
Crowdsourcing 0.0
Annual campaign 0.0
Cause-related marketing 0.0
Planned giving 0.0
"Friends ofé" 0.0
Fundraising events 0.0
0.0

Public Sources
Federal grants and contracts, e.g. 0.0
Agency grants and contracts 0.0
Stimulus funding 0.0
State govt grants and contracts 0.0
Local govt grants and contracts 0.0
Fed/state/local earmarks 0.0
Dedicated tax or fee source revenues 0.0
0.0

Membership Revenues

Core member dues 0.0
/Affiliate member dues 0.0
Sustaining member contributions 0.0
IAdd-on services to members 0.0
0.0

Earned Income
Selling current services (e.g. to new market) 0.0
Selling accumulated knowledge 0.0
Selling products 0.0
Selling excess assets 0.0
\Website revs (ads, job search, etc) 0.0
0.0

Quasi-equity Revenues
Profits from a for-profit subsidiary 0.0
PRIs and MRIs from foundations 0.0
EQ2s from federally-chartered banks 0.0
Tax Credits 0.0
Social enterprise foundations and investors 0.0
0.0
Miscellaneous Revenues

Debt (e.g. for cash flow, capital purchases) 0.0
Leasing and subleasing 0.0
Interest and investment earnings 0.0

Sale of assets 0.0




First Step-in Matrix

A Decide what criteria to use in evaluating revenue
sources

A Clients typically use-3 criteria

A Examples:
A Relative returron-investment
A Missionrelatedness
A Stakeholder acceptability
A Reliability
A Growth potential
A Impact on visibility
A Ability to withdraw without major disruption
A Minimal impact on other activities



SecondStep

|dentify potential revenue:sources
in 6 major categories:

Contributed
Public/governmental
Membership

Earned income/social enterprise
Quastequity

Debt and other miscellaneous



1.. Contributed lncome

Foundation support for specific projects
Foundation support for general operations
Corporate contributions and sponsorships
Crowdsourcing

Causerelated marketing

Planned giving
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Fundraising events



Concerns:with
Contributed income

Huge growth in number of nonprofits
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Income uncertainty of donors; overall drop In
contributions

Escalating interest of Congress, IRS, states and otl
regulators

Constantly changing priorities of donors




2.. Public/Governmental

Federal grants/contracts (incl stimulus)
State govt grants and contracts

_ocal govt grants and contracts
—ederal/state/local earmarks
Dedicated taxes or fees




Concernswith Public Income

Huge growth in number of competing nonprofits
Federal stimulus but escalating federal deficit
Tanking of state/local revenues

Intense financial oversight and reporting
reguirements

Political uncertainties



3.. Membership'Revenues

Formal or informal memberships
Basic core members

Affililate membership categories
Sustaining member contributions
Add-on services for members



Concernswith
Membershipiincome
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Effort needed to geaind maintainmembers

Can be costly to provide basic services
Difficult to charge for adan services

Losing control over organizatiayi.e members
elect board




4.. Earnedincome

Definition: sale of goods or services
The fastest growing revenue category
Includes concept of Social Enterprise

Appeals to other funders
Wil spend more time on this revenue source



Earneddncome Examples
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to a new market
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curricula and consulting

Building onto your basic social missma.g.
workforce development & affordable housing

Making use of excess assetS @3 d &4 S{ Ay
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Generating revenues from website



A Great:Resourcerce

enture
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Earneddncome
Structural-'Solutions

Train existing staff

Bring in new staff with more entrepreneurial spirit
and expertise

Spin off earned income activities to another
venturec e.g. a subsidiary

Partner, license or franchise the activity to another
entityc@ 2dz R2y Qi KI @S (2 K
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Girl Scout Cookies
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© 2007 Pioneer Human Services

@aafl,va®

© 2007 Boeing
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PLAY IS IMPORTANT WORK

Minnesota |
Children’s /\b% g
3 ,‘/
Museum

E 2007 Minnesota Childr

SPARKING CHILDREN'S LEARNING THROUGH PLAY
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ROMOTIONS & RETAIL

© 2009 St. Croix Promotions and Retail
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Concernswith Earned income

Often oversold aset revenue generator

Can create cultural dysfunctions

May lead to losing touch with primary mission
Will result in closer scrutiny

May result in unrelated business income taxes if
earned income activities are not related to core
mIssion



© Copyright 2007 Fieldstone Alliance
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