
	
 

RAISING FUNDS WITHIN OUR OWN 
COMMUNITIES MEANS WE LEAD STRONGER 

CAMPAIGNS AND ACTIONS. 
 
Funding enables our movement to grow and for us to build more people power. When 
our own communities financially support our work, we become more resilient, 
independent, and strategic because we rely less on foundations to resource our 
movement. 
 

Thank you for your support! 
 

 

HOW TO START:  

 
1. Go to <https://www.facebook.com/fund/uprootedandrising/> 

and follow all 3 steps to create your online fundraiser 
 

* If you do not use Facebook, email us at 
sarajo@realfoodchallenge.org and we’ll get you set up 
with another platform 

 
2. Review this document (it’ll take about 15 minutes), which is 

filled with information, tips, and ideas to support your 
fundraising efforts  
 

3. Start telling your community about Uprooted & Rising and 
why you feel this work is important, asking for support, and 
thanking your donors! 



	
CREATING YOUR ONLINE FUNDRAISER 
 
The screenshots and instructions below were last updated spring 2019. If your screen 
looks different and Facebook has changed this process, please notify us at 
sarajo@realfoodchallenge.org so we can update this guide accordingly. Thanks! 
 

1. Create your fundraising goal.  
 
In general, fundraisers with a goal 
raise more than those without, 
and you can change your 
fundraising goal at any time 
(especially when you reach it!). 
We recommend setting your 
initial goal at $500, as that is the 
average amount raised for UNR 
fundraisers.  
 
2. Choose an end date for your 

fundraiser.  
 
Pick a deadline to create urgency 
and milestones along the way to 
build support (for example – “Only 
1 week left!”).  
 
3. (Optional) Customize the title 

for your fundraiser. 
 
4. Share your story by 
customizing “Why are you raising 
money?”  
 
Completing this section earnestly 
will not only make your 
fundraising efforts easier by 
clarifying your message, but 
completing it is also one of the 
biggest indicators of successful 
fundraisers.  
 

 
 



	
  
5. (Optional) Customize a photo for 

your fundraiser.  
 
Choose from the suggestions that 
come up, or upload your own image 
that represents why you are fundraising 
for Uprooted & Rising.  
 
 
 
 
 
 
 
 
6. QUICKSTART your fundraising:  
 
- Invite your friends so that they know 
about your fundraiser; 
 

- Share your fundraiser on your 
newsfeed to promote it; 
 

- And donate yourself, if you are able. 
 
People are more likely to donate when 
the fundraising balance is above $0, 
and donating can indicate your 
personal commitment as you ask 
others to do the same.  
 

 
DON’T STOP NOW! KEEP READING! 

 

It is important that your fundraising extends beyond social 
media posting.  

 

People raise the most funds and support for our work when 
they have personal conversations with their community. 



	
FUNDRAISING FOR UPROOTED & RISING 
 
Now that the online “home” for your fundraiser is set up, it’s helpful to spend a 
few moments planning out who you will ask to donate, and how you’ll ask.  
 
To raise money, you have to ask people to donate. Your community won’t know 
what you are doing or how they can help if you don’t ask. It may sound simple 
but it’s true. The #1 reason people don’t give is that they weren’t asked.  
 

WHO WILL YOU ASK? 
 
Spend a few moments brainstorming people in your life who you’d like to 
donate to your fundraiser. Think about family members, friends, and neighbors, 
but don’t forget to also consider past/current teachers, mentors, co-workers, or 
acquaintances (think mailperson, dentist, your local dairy farmer, etc.) that you 
maintain a relationship with.  
 
It’s important that you include EVERYONE in your life who would be interested 
in hearing about Uprooted & Rising on your list. It is their place to decide 
whether or not they can and would like to donate. Refraining from asking 
because of a personal assumption (for example, “My friend just had a baby so 
they probably aren’t in a financial position to donate right now, I better not 
ask.”) can be exclusionary. Furthermore, it ultimately prevents that person from 
learning about and supporting this work in whatever way that they can. When 
in doubt, ask thoughtfully instead of not at all.  
 

HOW WILL YOU ASK? 
 
Posting about your fundraiser on social media is not the most effective way to 
raise money, so those efforts should be secondary to having personal 
conversations as a way to ask your community to donate.  
 
The most effective “channel” for these conversations is to have them in-person. 
If that isn’t possible, a phone call is the next best option, so be sure to reserve 
some time to make phone calls. For folks who experience a high level of social 
anxiety or are otherwise unable to connect to someone in-person or over the 
phone, a personalized email or letter is the next most effective option.  
 
While you don’t need to, it can be helpful to get creative your fundraiser:  
 
 

- Some people ask for donations in lieu of an upcoming birthday, a 
wedding, or another gift-giving occasion.  
 



	
- Others pledge to do something (ex: run a marathon, shave their head, 

wear a costume in public, etc.) when they reach their fundraising goal. 
Creative ideas can be very compelling, and they can help you fundraise 
without centering money. Be sure to integrate whatever you are pledging 
to do as a storytelling tool in your fundraising efforts. And, when adding a 
pledge to your fundraiser, it’s important that you set your goal high!  
 

- If you are able, offering to match all (or some) of the donations made to 
your fundraiser is a very effective way of motivating your community to 
give. Make it easy to track by asking folks to send you a photo of their 
donation receipt. (Matching only some of the funds can look like: “I will 
match all donations made TODAY – on the last day of my fundraiser!”) 

 
When asking for a donation, it can be helpful to specify an amount – especially 
if you are asking someone who you know to have the ability to give at higher 
amounts. If you ask someone for $10, then you will probably get $10, and most 
people won’t offer more. But if you ask someone for $100 you might get that 
amount if they can give it. But if not, they might give $75 or $50 or $30. 
Regardless, they’ll probably give more than just $10. 
 
Here’s a sample table that you can use to track your fundraising: 
 

Name Channel Amount Asked? Donated? Notes 

Joe  Phone no specify Yes Yes - $35 Send thank you 
Mom & Dad In person $100 Yes Not yet Must follow up 
      
      

 
Ask the people most likely to donate first. Likely, those people will also be the 
people who you are closest to, which can help shake any nervousness in the 
first conversations. As those first donations come in, you will build your 
confidence and momentum. More than that, early success encourages other 
donors to give because people like to be part of something successful. 
 

WHAT WILL YOU SAY? 
 
Asking those in our personal communities for donations requires us to shed 
some of our pre-conceived notions and assumptions that are tangled up in 
thinking about and asking for money. Learning to do this work of resourcing 
the movement is a critical skill in building power.  
 
Start by clarifying your story. 
 



	
Ask yourself why you care about this work. What about your experiences, 
background, beliefs, and identity compel you to fight white supremacy and 
corporate control in the food system? What is your vision for food sovereignty?  
 
Write it down, and be sure to include it in your Facebook page. More 
importantly, though, get comfortable talking about it, since it’ll be the 
foundation of your fundraising conversations.  
 
A great fundraising “ask” has 4 parts, plus a bonus.  
 
 

1. Identify the need you seek to address.  
 

2. Explain why it is important to you 
 

3. Share what you are doing about it 
 

4. Ask the person you’re talking with to take specific action – donate! 
 

5. Here’s the bonus and perhaps the most important factor – you must stop 
talking, and allow them to respond. Do not immediately follow up your 
request with something like “but… I know you have a lot going on right 
now so no pressure!” or you may end up talking them out of giving. 

 
Here’s how this could look: 
 

Identify 
the need 

Our food system is killing us. When companies merge and force 
the consolidation & decimation of small producers, they profit 
off of the exploitation of labor, land, and water, cause increasing 
rates of food insecurity (on college campuses!), and export their 
unsustainable models of industrial, patented agriculture abroad. 

Explain 
why it’s 
important 

“Business as usual" - a corporate-controlled food system - can no 
longer be an option if we want healthy, safe, culturally 
appropriate, and sustainable food for all. 

Share 
what 
you’re 
doing 

That is why I'm asking for donations to Uprooted & Rising for my 
21st birthday. This movement is supporting the growth and 
power of youth-led activism around the US so that we can 
organize for a future that prioritizes the needs of our 
communities, however we define them and wherever they 
might be. Your donation will fund leadership development, 
communication, and trainings for the movement. 

Ask  My birthday wish this year is for collective investment in a 
generation of leaders building a just, community-oriented 
society. Will you help by donating $30 to the Uprooted & Rising 
movement? 

Stop talking & wait for their response! 



	
 
After you ask, you must:  
 
FOLLOW UP 
 

Everyone lives busy lives. Until those you’ve asked for a donation say no, that 
door is still open, you just may need to knock again in case giving has slipped 
their minds. It’s important that you reconnect with those you’ve asked to 
reiterate how important their donation will mean to you.  
 
SAY THANK YOU 
 

Every donation should be acknowledged immediately. You can call, text, send 
an email, send a handwritten note, or say thank you in person (if you will see 
them in the next day or two following their donation). In addition to a personal 
thank you acknowledgement, you can tag and thank donors in social media 
posts about your fundraiser.  
 
For example: “Thank you so much to those who have given to my birthday 
fundraiser this week: @donor1 @donor2. Your donations are helping create a 
future of food sovereignty. There’s 1 week left to donate! <link to fundraising 
page>” 
 

UTILIZING SOCIAL MEDIA 
 

While social media may not be as effective as personal conversations, there are 
several ways to use it toward your fundraising goals.  
 
Be sure to maintain your fundraising page. Add updates as you raise more 
money, increase your goal if you reach it, and modify your story based on what 
you find is resonating most with your community.  
 
Some find it effective to make Facebook posts to thank people publicly for 
every donation. This is a great way to recognize your donors, while also 
promoting your fundraiser.  
 
Finally, post frequently about things relevant to Uprooted & Rising. Share 
inspiring quotes, posts from the UNR Facebook page with your commentary, 
and new reasons why you are fundraising for Uprooted & Rising. Highlight 
urgency – especially towards the end of your fundraiser. “1 day left!” can be a big 
motivator for people! For all your posts, don’t forget to include the link to your 
fundraising page. 
 

 
  



	
 
 

HAVE QUESTIONS?  
 

If your donors want to give, but do not have or want to use Facebook, please direct 
them to give online at http://bit.ly/unr-donate or via mail using the following 
instructions:  
 

Please make checks payable to "Real Food Generation" (the organization which houses 
Uprooted & Rising) and address the envelope to RFG’s fiscal sponsor: 
 

TSNE MissionWorks 
Attn: Real Food Generation 
89 South Street #700 
Boston, MA 02111 

 

NEED ADDITIONAL SUPPORT? CONTACT US:  
 
Sara Jo Malinske – Director of Development for Real Food Generation 
sarajo@realfoodchallenge.org 
 
General inquiries 
info@realfoodchallenge.org  


