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1- PARTICIPANTS 
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2- OPENING SESSION & KEYNOTE 
PRESENTATION 
Eng. Mr. Mufleh Abbadi, on behalf of ROWA-IUCN, introduced the Project MAVA 
that is entitled: “Nurturing NGO Capacity to Engage in Biodiversity Conservation in 
the Eastern Mediterranean: assessing and increasing the capacity of NGOs for the 
challenges of nature conservation”. He stated that the project intends to improve 
the capacity of NGOs and local communities in the Eastern Mediterranean area for 
better and more efficient biodiversity conservation and for effective collaboration 
among communities of the project countries to elaborate national and regional 
conservation frameworks. Similarly, Eng. Mr. Mufleh noted that the project cares for 
the non-profit organizations that are asked to do more with less. He stressed that 
due to economic forces and competition for shrinking sources of funds, these non-
profit organizations are struggling to survive. Both professionals in the non-profit 
sector and the dedicated volunteers who devote years to non-profit organizations 
are taking on the roles of fundraiser, often without appropriate training. Both of 
these groups would benefit from a rigorous and comprehensive training workshop in 
fundraising best practices with a focus on ethics. The ultimate gain will be non-
profits that not only survive, but thrive to serve the needs of the NGO and the 
community. NGOs often get lost when they have to start planning to raise funds for 
their projects and programs. As soon as one project ends, they quickly need to look 
around for more funding to sustain their work. But funding may not be immediately 
available for them to grab it. Besides, with so much competition, it is not easy 
enough to get hold of the desired support from donors all the time. In order to 
counter such a situation, it is important for NGOs to find tools that they can use to 
learn how to raise funds and write grant proposals. This will be the task of Dr. 
Ghassan RAMADAN-JARADI to inform 
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3- THE WORKSHOP AGENDA 
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The trainer explained how to prepare the first tool for the TOOLBOX, the EXECUTIVE 

SUMMARY. He stressed that the latter is a powerful, well written 2-3 pages summary 
that covers the essential points that convince a capital provider to read on and want 
to learn more. Typical explained headings of the executive summary are: NGO, 
Problem/Opportunity, Market size, Competition Decision, Market strategy, Team of 
work and Financing requirements. The second powerful toolbox is the BUSINESS PLAN 
which contains an Action plan, Risk analysis, Contingency plan and Appendices with 
detailed product information, marketing research data, environmental audits, 
financial projections, in addition to the headings indicated above for the Executive 
Summary. Dr. Jaradi indicated that the third powerful tool of fundraising is the SLIDES 

DECK, in which detail on any or all of the business plan points can be kept in hidden 
slides, available at the touch of a button in response to a potential investor's 
question. 
Prior to writing project proposals there are PRE-WRITING TASKS, Jaradi added. For this 
purpose, he explained these tasks that are needs and case statement of the NGO. 
As for the PROJECT PROPOSAL WRITING (SEE TEMPLATE IN ANNEX 3), Jaradi insisted on giving 
the proposal a clear name with a 3-4 lines summary in order to get the attention of 
the audience, perhaps using a statement or statistic relevant to the project. He 
recommended providing a very brief outline of what the project is and what support 
is sought, plus a short line on the benefits/impact of the project. He indicated that 
potential funders should be able to determine from the summary alone whether the 
project is likely to be of interest. 
The project approach includes description of what the project entails, with as little 
jargon as possible and without going into every detail. It should cover the following:
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susceptible to changes, the participants attempted through an intensive brain 
storming session to identify a global goal for the project and a purpose (s) 
(immediate objective (s)) for it. Following a long positive discussion, the participants 
produced the following Logical Framework for a project entitled: onservation of 
economically important plant species indicators of climate change ( see Table (2): 
 
Project’s Title: onservation of economically important plant species indicators of climate change 
 Objectively Verifiable 

Indicators (OVIs) 
Means (Sources) of 
Verifications (MOVs) 

Important 
Assumptions 
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Despite the incompleteness of the above exercise due to time constraints, the above 
table is considered by the Trainer as a logical framework that is a tool to define the 
project structure, testing its internal logic, formulating objectives in measurable 
terms, defining means and costs. On their turn, the participants see in this table an 
unexpected great achievement. 
 
DAY 2, SESSION2: FP7 & ENPI  
 
In this late session of day 2, the Trainer explained the Seventh Framework Program 
that is funded by EU and launched in 2007. FP7 has a total budget of EUR 55 billion 
for research and innovation. It has so far supported some 19,000 projects involving 
over 79,000 participants (universities, research organizations and businesses).  
FP7 supports research projects with a total of more than 8 EUR billion per call. 
Projects funded are open to organizations and businesses in all EU Member States, 
FP7 partner states and specifically eligible countries. 
The calls target both innovation and a range of societal challenges, building a bridge 
to Horizon 2020, the next funding programme for EU research from 2014-2020.  
The specific areas and topics supported include: 
- climate change- industrial innovation - research training - sustainable growth in the 
marine sectors- technologies for urban areas -- 
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The trainer stressed that the Direct mailing is a form of direct marketing widely used 
by nonprofit  organizations to recruit or "acquire“ new donors or members and to 
inform, cultivate, re-solicit, and "upgrade" the level of their contributions or dues. 
The technique has been shown to work equally well. Its use is spreading quickly. In 
the direct mailing it is recommended to: 
�„  Use an empty envelop with your address for replies 
�„  Address the donor a thank you mail immediately 
As per the Trainer, the Telemarketing is a method of direct marketing in which a 
salesperson solicits prospective customers to buy products or services, either over 
the phone or through a subsequent face to face or Web conferencing appointment 
scheduled during the call. 
Doornock appeals (Face to face Marketing), highway collections and public auctions 
are all examples of fundraising activities. 
Events are also types of fundraising like festivals, tree day, waterbird day, mountain 
day, etc. A form for seeking money from funders is given in Annex 7. 
 
 
DAY 3, SESSION2: FINANCIAL MANAGEMENT FOR CONSERVATION  
 
Dr. jaradi explained the Financial Management for conservation which covers topics 
such as budgeting, bookkeeping, internal controls, financial reports, year-end 
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PROJECT OUTLINES: Once again, this session described the project’s outlines that treat 
the proposal as a Letter of Inquiry or as concept paper and show the following main 
headings which require: 

�„  Expected long term results or impacts 
�„  Contribution to Sustainable Development 
�„  Contribution to Sustainable Conservation 
�„  Sustainability of the project 
�„  Duplicability 
�„  Mainstreaming of the project 
�„  The relation of the project to the country strategy 
�„  The relation of the project to the CBD strategy 
�„  Synergy & connection to other projects 
�„  Funding requirements 
�„  Projects developed/ implemented during the last 3, 5 and or last 10 years 
�„  Action-plan and budget (income and expenses) development as it is now time 

to move from broad goals to Specific, Measurable, Achievable, Realistic, 
Time-
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DAY 3, SESSION4: DONOR’S FOLLOW UP & KEY PERFORMANCES INDICATORS 
In this last session of the day 3, the Trainer Dr. Jaradi explains how the Donor’s 
follow up consists of a follow up letter on a previous request for donation that is not 
answered yet. It reminds the reader about the subject; it tells him/her about 
progress from the time of the last request and thanks him/her in advance for the 
expected positive reply. 
The trainer highlights the Key Performance Indicators and demonstrates that the 
latter are selected indicators for monitoring the performance of a strategic objective, 
outcome, or key result area important to the success of an activity and growth of the 
organization overall. KPIs make objectives quantifiable, providing visibility into the 
performance of individuals, teams, departments and organizations and enabling 
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decision makers to take action in achieving the desired outcomes. Typically, KPIs are 
monitored and distributed in dashboards, scorecards and other forms of 
performance reports.  
Dr. Jaradi indicates that KPIs should be used primarily for learning. The role of KPIs 
should be the one of providing the required information to assist in navigating 
towards the desired results. The same principle is used by ants, who leave 
pheromone trails to assist each other in navigating towards the food source. 
Similarly, the nerve impulses travel through the different points of the nervous 
system, transmitting information. KPIs results should travel through the 
organization, facilitating communication, providing a base for analysis /synthesis and 
ultimately decision making across all levels of the organization, Jaradi added.  
 

5- CLOSE OF MEETING 
In the final session, Eng. Mufleh thanked all the participants and the staff of ROWA, 
namely Mr. Saleh Azzam for the logistic services he provided to the training 
workshop and the participants starting from booking their air-tickets to their return 
to their countries, including the excellent meeting facilities he supplied. Finally he 
thanked all the participants for their active contributions to the discussions. 
Dr. Jaradi added that he would also thank the kingdom of Jordan for hosting the 
workshop, Dr. Saeed Shami, ROWA Acting Director for his support, Eng. Mufleh 
Abbadi for his various interests to bring the workshop to success, Eng. Saleh for his 
logistic support, and the participants for their wonderful cooperation and 
understanding. He expressed his satisfaction with the meeting and the feeling that 
progress had been made.  
Mr. Eng. Mufleh then declared the meeting is closed as per the pre-scheduled 
setting. 
 

6- DISTRIBUTED DURING THE MEETING 
1- Three Power Point presentations (one per day) 
2- Mapped Donors document including 66 multilateral, bilateral and individual 

donors. 
3- Golden Fundraising Rules 
4- Event-Proposal-Templaten made.  
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Evaluation Analysis  

 
Ev

al
u

at
or

 Q1 
 
 
 
 

Q2 Q3 Q4 Q5 Q6 

1 Budgeting All - knowledge V.G - 
2 Proposal 

Writing 
Proposal Writing 

Budgeting 
- knowledge V.G Need more 

time 
3 Fundraising 

subject 
Fundraising subject Skill writing knowledge Highly skilled 

Dr. 
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8- Annexes 
 
Annex 1: List of participants 

Participants 
# Name Organization Email Mobile Se

x 
LEBANON 

1 Eng. Amer Haddad Environment 
Protection 

amer.haddad@yahoo.com 9613376828 M 

 9613376828 
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with IUCN. 

15:00- 15:15 Coffee break 

15.15-16.15 FP7 & ENPI 
16.15 Closure of the second day meeting 
 

DAY3 (30/1/2013) 
9.00-10.00 Fundraising tools review (direct mailing, telemarketing, 

events, face-
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Annex 3: Project proposal template 

Project Proposal 
Template 

Prepared by: _____________________________ 
Date: ___________________________________ 
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Section A Project Outline: 
  
Project Rationale You will place here project need for your business 

including background/context and why it require to be 
done 

Project Purpose: You will state overall reason for the project under project 
purpose heading 

Project Goal: What is the goal and end results of your project 

Broad statement of  
Scope: 
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Annex 4: Golden rules for fundraising 
GOLDEN RULES (OR PERHAPS SILVER) FOR FUNDRAISING 

Planning 
�¾ Don't do it alone: Get a group of motivated people (volunteers) to help you 

�¾ Plan & co-ordinate your fundraising activities 

�¾ Don't get yourself in a position that you might get accused of fraud: keep 
everything transparent in the group 

�¾ Keep the group updated on progress (how much you've got-how much you still 
need) 

PROJECT 
�™ Convince yourself of your own project 

�™ Explain why donors should give to you and not to someone else (describe your 
aims & objectives, the disadvantages & advantages) 

FUNDERS 
$ Personal contacts work best: contact the one person responsible and stick with 

her/him 

$ People give to people and not to organisations 

$ Follow up on your actions: call the people you send letters 

$ Use the language & words the donors use: adapt the description of your project 
to the funders 

RETURN 
�© Thank people for their donations 

�© Give something in return for the contributions 

�© Motivate your fundraisers: keep them updated on the project 

LAST BUT NOT LEAST 
�2 Don't give up 

 
Some CRAZY IDEAS (?) for fundraising 
$ sell home made postcards $ sell your mum’s cookies $ babysitting $ wash cars $ 
write to companies for sponsoring $ local charities $ church / mosque $ flee market 
$ make loads of publicity $ ask the local youth club or bar for a small contribution 
per drink sold (10 centimes per beer) $ exchange fair for stamps or telephone cards 
$ garage sale $ auction of drawings $ a party $ lottery $ concert $ local authorities $ 
contributions in kind $ and many many more … 

 
Check out www.fund-raising.com for more…
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Annex 6: Prioritization of Stakeholders (source BirdLife International) 
 
 

 
 
Annex 6: Prioritization of Stakeholders (source GEF Logframe Approach [LFA]) 
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Annex 7: 
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Annex 8: Event Proposal 
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