
W
E

E
K

 3

It is realistic that a small 1-location boutique
could raise about $2,000 over the course of a
four-week fundraiser, while a busy multi-site
restaurant could raise $10,000 in one week or
less. 

The worksheet below helps you plan all
aspects of partnership, including donation
projections based on the size of the
business, the deal and donation at each
business and the length of time your deal
is live.

MONDAY

Schedule Meetings

Lock In Business Partners
 Now that you’ve completed the initial pitch process, it’s time to re-focus on

your fundraising goal and narrow your list of business targets to only those you
feel confident will be reliable partners. 

To reach $10,000, it’s critical that you are upfront
with your partners about what portion of that total

you’re asking them to commit to raise

If you’ve filled out your worksheet(s) below and you’re feeling unsure how many business
partnerships to accept, you can start slowly and add more partners as you become familiar
with fundraising with Generopolis.

TUESDAY

WED-FRI

Decide which partners to lock-in. Schedule a 30-minute meeting with
each prospective business partner for a date within the next two weeks.
Email them a blank copy of the GOOD DEAL Planning Worksheet on the
next page, inviting them to add their ideas prior to your gathering. These
meetings usually work best in person so that you can be inspired by the
business’ space and offerings, but your meeting can also be effective via
ZOOM. 

Print and complete one draft of the GOOD DEAL Planning Worksheet on
the next page for each of your business partners. Bring this worksheet to
your meeting and use it as a foundation for your conversation while
welcoming the input of your business partner. Note: For all you
perfectionists out there, don't overthink this first draft! Let your business
partner contribute to the GOOD DEAL creation process!

Use the remainder of this week and all of next week to attend any
meetings you've scheduled. Bring your draft of your GOOD DEAL
Planning Worksheet plus a few blank copies so you can update your
notes as needed with your business partner's ideas. After your meeting,
email a copy of the updated worksheet, detailing any necessary follow-
ups and who will be completing those.

Complete                   Planning Worksheets

Attend Meetings

GOOD deal
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Nonprofit Name:
Generopolis Elementary

 
Business Name:
Sunshine Produce

Fundraising Goal: ______________________________________
Note: Four weeks is the average GOOD DEAL promotion window, but fundraiser length is your choice.
Realistic fundraising goal is from $2,000 for a small business with less than 20 transactions per day to
$10,000+ for a large business with more than 50 transactions per day. Cross-check this goal with the
"Donation Math" section on page 2 to ensure your goal is realistic.

Key Messages:
Use these thought-starters to brainstorm messages that tell the story of why and
how you are working together. Then, narrow the choices down to the 1-2 most
important and compelling statements that will capture the hearts and minds of the
customers you want to attract.

Fundraising Need:______________________________________ Fundraising Need:
Generopolis Elementary
needs to fund weekend
meals for 400 students

Fundraising Goal: 
$4,000 

Key Messages: 
 

 

$4.44 = Cost of weekend
meals for 1 student

 
Sunshine Produce is

passionate about helping the
1 in 4 students struggling with

food insecurity at our
neighborhood school,

Generopolis Elementary

We’re working together to fund _______________________________________
because _________________________________________________________

This is exciting/relevant to our community because _______________________
________________________________________________________________

The most important thing we want customers to do/know is_________________
________________________________________________________________

The reason customers must act now is because__________________________
________________________________________________________________

One memorable statistic we want customers to remember is________________
________________________________________________________________

If we don’t fund this project,__________________________________________
________________________________________________________________

This project is a game-changer because________________________________
________________________________________________________________

This business is amazing because_____________________________________
________________________________________________________________

This nonprofit group is amazing because________________________________
________________________________________________________________

Example
_____________________   ________________________   ___________
    Nonprofit Contact Name                       Email Address                         Phone

Nonprofit Name:__________________________________________

_____________________   ________________________   ___________
    Business Contact Name                       Email Address                         Phone

Business Name:__________________________________________

GOOD deal Planning Worksheet
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Donation Amount: 

How much will you require customers to donate to unlock your GOOD Deal?
 

As you decide on the amount that will be programmed into your Generopolis QR
code, consider a level that helps the customer feel they are making an impact for
your cause while not totally offsetting the value of the discount they’re receiving.
Also, calculate whether the math works to reach the business partner's fundraising
goal given the number of transactions and customers the business expects to serve. 

Customers get
deals &

discounts on
healthy items +
Kids get meals

Fundraising Theme: 
Creating a fundraising theme, headline, logo or tag line is optional. A great theme
makes your partnership and GOOD Deal memorable for the customers you want to
attract. It can tie together the business, the nonprofit, the fundraising cause, the
GOOD DEAL offer and/or the donation amount. Your theme can be used in all your
promotional materials like signs, social media, email and more. 

What is the offer you’re making to customers? 

This could be a percent off of the total purchase, a discount on select items, a buy-
one-get-one deal, early/exclusive access, or any other promotion the business
believes will be successful. In creating your GOOD DEAL, consider tying it to your
marketing theme and ensure it has broad appeal to your customer base. 

Fundraising Theme
GOOD 4 YOU,

GOOD 4 THEM 

GOOD Deals:
BUY ONE, GET ONE

40% OFF

4 FREE ORGANIC
APPLES WITH

PURCHASE

44% OFF ONE OF 4
FEATURED ITEMS

Donation Amount:

TOTAL FUNDS RAISED = [# Average Daily Transactions at Business]
x [% Customers Projected to Buy GOOD DEAL] x [Required Donation

Amount] x [Weeks Running GOOD DEAL] 

$4.44

Insert the dates when you plan to run the fundraiser. We suggest starting with a 4-
week window, but longer fundraisers do provide increased opportunity.

Fundraising Dates:

GOOD Deal Dates:
September 1st -

October 1st

EXAMPLE

GOOD deal Planning Worksheet

GOOD 4 YOU,
GOOD 4 THEM 

 TIP: Your donation amount can be any amount you wish. Round
numbers like $5 or $10 keep things simple, while unusual numbers like
$4.44 can help draw attention to your key messages or statistics.

Donation Math
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Employees

Board Members

Friends/Patrons

Influencers

Other

In-Person Marketing

Ambassador Marketing

Paid Advertising

Earned Media/
Public Relations

 

The real magic of your partnership happens when you pool your resources to spread the word about your GOOD DEAL.
Consider all the people, places and platforms you can use to ensure no one misses the opportunity to support you. Put a
checkmark next to each marketing resource your group can tap to market your GOOD DEAL. Then, write notes to include
any additional details about who, when or how you want to use each resource.

Marketing Resources: 

NotesNotes

Social Media

Online

Facebook

Instagram

Other

Email Lists

Websites

Other

Print

TV

Online

Other

Nonprofit Business

Print

Podcasts

Online

Other

Retail/Office Space

Festivals/Fairs

Neighborhood Events

Other

GOOD deal Planning Worksheet
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Example Highlights:

WEEK 1 Cross-Promotion:
Create a series of social media
posts and/or newsletter articles
that each nonprofit and business
partner can share about the other. 

WEEK 2 Social Media Takeover:
Recruit an array of friends / fans /
community influencers to share a
pre-planned social media post
about your GOOD DEAL at a
specific time on a specific day.

WEEK 3 Product Demo: Film and
share a VIP (someone the
fundraiser will benefit, an
executive from the nonprofit, a
community elected official, a high-
profile community influencer, etc.)
trying and liking the products or
services that are featured as part
of the GOOD DEAL promotion.

WEEK 4 Behind-the-Scenes:
Film and share a VIP going
behind-the-scenes in the business
to see how something related to
your GOOD DEAL and/or the
nonprofit’s fundraiser project is
made, assembled, styled, etc.

Marketing Highlights:
We recommend planning one key marketing highlight per week that your GOOD DEAL runs. Use
this space to brainstorm potential highlights, then circle your best ideas and assign a point person
to coordinate their execution. 

Week 1:
_____________________________________
_____________________________________
_____________________________________
_____________________________________

Week 2:
_____________________________________
_____________________________________
_____________________________________
_____________________________________

Week 3:
_____________________________________
_____________________________________
_____________________________________
_____________________________________

Week 4:
_____________________________________
_____________________________________
_____________________________________
_____________________________________

GOOD deal Planning Worksheet

5


