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Planning Template
This planning template is a companion piece to the Communication Frames document. The four steps in this template and the sample template that follows will help you frame a powerful message to convince individuals or organizations to support your AFI IDA program.
1. Know Your Audience
Name of an individual or organization whose support you would like to have:  
													
What specifically do you want to ask this prospect for?  						

													

What do you already know about this individual or organization that might positively or negatively affect the likelihood that they will be interested in providing that support?  

													

													

How might you be able to gather more information about this individual or organization?  
																										
1. Craft Your Message
Based on the information you have about your “prospect,” what kinds of messages do you think would resonate well?  What kinds of messages might not go over as well? 

													

													


Jot down a couple of keywords, phrases, or concepts that you would like to be sure to include in your “pitch” to this prospect.

													

													

1. Gather Your Background Information
What kinds of quantitative or qualitative information about your IDA program would this prospect likely find compelling? 

													

													

													

Which of these kinds of information or statistics do you already have, and which will require more information-gathering?

Already Have						Need to Gather

 													

													

													


1. Make the Ask
In the lines below, jot down notes for a draft of a “pitch” for your prospect. Include:
1. The specific “ask” you want to make
2. Some or all of the key words or messages that you identified earlier
3. A fact, figure, statistic or story from your program that illustrates your point

													

													

													
													

Creating a Powerful Message to Build Partnerships and Gain Support for Your AFI Program:
SAMPLE Planning Template

1. Know Your Audience
Name of an individual or organization whose support you would like to have:  Mary		 Johnson, President of Acme Technologies, a local company.				

What specifically do you want to ask this prospect for?  Funding to support the 		
program, and the opportunity to market to her employees.			

What do you already know about this individual or organization that might positively or negatively affect the likelihood that they will be interested in providing that support?  
Mary employs a lot of low-wage workers. She is active politically and leans conservative. She supports many local nonprofits already. 				

How might you be able to gather more information about this individual or organization?  
One of our Board members goes to church with Mary.				

2. Craft Your Message
Based on the information you have about your “prospect,” what kinds of messages do you think would resonate well?  What kinds of messages might not go over as well? 
Strong messages: Investment, competitive edge						
Weaker messages:  Social justice									

Jot down a couple of keywords, phrases, or concepts that you would like to be sure to include in your “pitch” to this prospect.
More stable workforce				Long-term family stability		
Community investment				“Hand up, not handout”			

3. Gather Your Background Information
What kinds of quantitative or qualitative information about your IDA program would this prospect likely find compelling? 

Numbers of families served; credit score increases; graduation rates; total	 savings accumulated; value of assets purchased.  She might also like to	 hear	 about the benefit	 of the IDA program for her employees through personal	 stories and pictures of successful program graduates.					

Which of these kinds of information or statistics do you already have, and which will require more information-gathering?

Already Have						Need to Gather
Data on families served and 			Better data about our work with	 
savings outcomes 					employers					
							Data on value of assets purchased	

4. Make the Ask
In the lines below, jot down notes for a draft of a “pitch” for your prospect. Include:
1. The specific “ask” you want to make
2. Some or all of the key words or messages that you identified earlier
3. A fact, figure, statistic or story from your program that illustrates your point
Our IDA program offers working families a “hand up, not a handout” to	 help them save. Of our 110 savers, 50 have used their funds for education to increase	skill levels and employability. These working families have		 invested an	 average of $1570 in savings into our local economy.	 We think	 Acme’s workers could benefit from our program, and Acme would benefit from increasing the skills of its employees and offering them a benefit that increases employee retention. We would also love to	see Acme contribute to the program as a funder.  Would you allow us to make a presentation to your employees? And, would you consider making a	contribution to the program?  Your investment will enable us to draw down the same amount of federal funds – and double the value of your gift.		
Questions?
If you have any questions or concerns about how to message your AFI IDA program, please contact your AFI Program Specialist or the AFI Resource Center:
1-866-778-6037 │ info@idaresources.org │ www.idaresources.org
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