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PROFESSIONAL ASPECTS OF FUND RAISING *

by DONALD B. HURWITZ

Federation of Jewish Agencies of Greater Philadelphia
Philadelphia, Pa.

VERYONE of us knows how difficult
it is to have a proper perspective on
those things which are very close to us.
Qur youngsters may be growing very
rapidly but it takes a visit from an out-
of-town relative and an execlamation of
surprise as to how a child has grown to
make us realize the important changes
which are taking place. And it is more
than a question of size, because some
matters of great importance develop
around us without our fully realizing
how important and how part of our lives
they really are. One of the great dangers
we all recognize in a Democracy is the
error of taking basic privileges and
ideas for granted, forgetting the pain of
their birth and development, and the
fundamental importanee of their place
in the general scheme of things.
Something like this has apparently
happened to us in the field of voluntary
fund raising which has become so much
a part of our daily life that we take it
for granted. Perhaps we have not given
enough thought to some of its aspects
which are important to us and, from the
point of view of our own best interest,
must not be neglected or accepted pas-
sively.
To discuss at this late date the posi-
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tion of the professional fund raiser in
our communal activities, and his rela-
tionship with other representatives of
the field of social service, is perhaps an
indication of the fact that we are con-
scious of many important developments
which should have received much more
formal attention and thought during the
past few years than we have given to
them. However, relatively little atten-
tion had been paid to one of the basie
factors in social work, and I am very
pleased to present a few thoughts and
ideas, not in an effort to develop any
revolutionary or visionary propositions,
but merely to organize and record some
of the thinking which has developed
through the years and which has become
almost axiomatie.

Progress by Specialty

The history of social service in recent
years has been the development of a
number of specialties in the field, such as
casework, group work and community
organization., For some time much at-
tention was given to methods of working
out mutual relationships between these
special phases of the work, with good
results. Agencies in the group work
field met regularly with those in the
casework field to work out methods of
cooperation, to set up joint projects,
to use the skills of each in a manner



supplementary to the other, to find areas
in common and to clarify and develop
mutual interests and objectives. Today
there is little question about the special
roles played by the various fields of social
service and health work and the inter-
relationship of these services in the total
concept of community work. We take it
for granted that the group worker, the
caseworker, the community organizer
and all of their related specialties are
partners in one enterprise, each carrying
his share of one over-all responsibility
and all tied together for reasons of
philosophy and optimum practical re-
sults.

Throughout these many discussions
and during the course of many confer-
ences the role of the fund raiser, and
where he fits into this picture, has rarely
been considered on a formal basis. How-
ever, as we all know, parallel with the
current growth and development of the
various accepted fields of social work
there has been a comparable develop-
ment in the field of fund raising. One
could not take place without the other.

The tremendous upsurge of campaign-
ing in the national and local scenes
during the past three decades is an un-
precedented development which brought
our many services, local, national and
overseas, to a level of development which
makes continued successful fund raising
imperative. In other words, the progress
which has been recorded in the fune-
tional fields could be seriously jeopard-
ized if sueccess in the fund raising field
did not keep pace. We are aware of the
fact that the picture varies from com-
munity to community depending on size,
history and other factors, but the ob-
servations attempted in this paper should
be appropriate to all but the smallest
of our communities. As with the other
fields of social service, fund raising has
been a reflection of the level of develop-
ment and the needs of the times. In the
days when social work was typified by
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the friendly visitor and lady bountiful,
and levels of service were hardly to be
compared with those we enjoy today,
the status of fund raising and the posi-
tion it occupies was relatively compara-
ble to these other activities.

“Spaceship” Period of Fund Raising

The intensification of need and serviece,
the rapid growth of communities, the
hectic and demanding days through
which we have been living, especially
since the advent of Hitler in 1933, have
created a much greater sensitivity on
the part of individuals and communities
to their responsibilities in the develop-
ment and support of community
agencies and institutions. Fund raising
had its own spaceship period of de-
velopment in the thirties and forties,
flying off into vast expanses and discover-
ing great new resources and techniques.
Recruitment into this field was rapid and
unplanned. Men and women from a
wide variety of other careers were at-
tracted by the rapid growth and excite-
ment of campaigning. Perhaps because
of the wide divergence of background,
training and interest, and because of
the preoccupation of our functional
workers with their own expanding and
developing fields, the kinship between
the fund raiser and the practitioner
has not always been as obvious as it
should be. The two fields developed
simultaneously and along parallel lines
but, as we all know, parallel lines do not
meet except at infinity. We are still
living in a finite world and, if these lines
are to meet properly, we must develop
the proper angles.

Pattern and Principle

The kind of pattern of community life
which has developed in our American
scene is obviously not the only kind
which is possible. In other communities,
in other countries, other answers to com-
munity problems have been found.
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Sometimes the answer has rested almost
exclusively with government, but even
those of us who have pressed most
urgently for increased governmental sup-
port of our growing community re-
sponsibilities have philosophically ad-
hered to the opinion that it would be
wrong for all social services to be the
full reponsibility of governmental bodies,
financially or otherwise. It is our con-
vietion that in our free voluntary so-
ciety we have captured the essence of
Democracy, and in our social services,
and in our methods of supporting these
services, we have brought the spirit of
voluntary participation to a high plane,
so that our methods contribute not only
to the institutions of community life
which we have developed but to De-
mocracy itself. All of our free demo-
cratic institutions, like our public edu-
cational systems or religious bodies, our
civic organizations, and, of course, our
social services and health agencies, form
the heart of the philosophy of our society.
In spite of the evidence of some of the
techniques which have been used in cam-
paigns from time to time, we believe
strongly that people should contribute
because they want to contribute, because
they believe in the causes to which they
are contributing, and because they
realize that this kind of voluntary sup-
port is essential to the strength of our
philosophy of community life.

As with all problems in a Democracy
these are basically questions of educa-
tion and pressures of one kind or an-
other. We believe, of course, in govern-
mental support of many social services
but we also believe that private resources
must be expanded and strengthened, and
exploited to the fullest possible degree.
As a matter of fact our government
subscribes heartily to this point of view,
as is shown in the public-private pro-
gram partnerships which do exist and in
the special arrangements which are
made enabling citizens to support com-
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munity activities with government help
through tax exemption both privately
and corporately.

Campaigns a Rallying Point

Voluntary campaigns serve two great
purposes. They are, of course, a means
to an end—a method of providing the
support for our institutions, agencies
and services. We cannot properly view
any contribution to any campaign with-
out seeing beyond the dollar into the
deed which is performed by the dollar.
On the other hand, the campaign per-
forms another function by virtue of its
own special existence. It is a rallying
point, a method of expression on the
part of members of the community of
their feeling of oneness, of their need
to exercise their rights and privileges
as citizens, and to carry their responsi-
bilities as members of a free society.
The campaign is a generator. It pro-
duces strength and energy, and brings
to those involved a high sense of satis-
faction in the accomplishment of some-
thing worthwhile and in the sharing of a
great community responsibility.

These more intangible aspects of our
voluntary campaigns are, paradoxically,
very concrete and the whole pattern of
our modern community development in-
dicates recognition of the importance of
this kind of group activity in a com-
mon constructive cause which is so im-
portant a factor in our modern civiliza-
tion. The Community Chest movement,
for example, dates back to the early
days of World War I. There were many
reasons why fund raising should have
been difficult at that time, including
rising taxation, widespread purchase of
government bonds and the various pres-
sures and insecurities of war time which
surrounded every community. Many
of these same factors, however, actually
stimulated communities toward the de-
velopment, rapid growth and spread of
this kind of voluntary fund raising.
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People came to accept the fact that this
was a responsibility which they were ex-
pected to carry and the tremendous
personal satisfaction which came to both
worker and contributor was evidence of
the far-reaching importance and depth
of meaning of this development. There
was also the factor of self-protection
through central planning and clearance.

In our Jewish communities we have
seen a similar kind of development cul-
minating in the ereation in 1938 of the
UJA and the sky-rocketing of local or-
ganizations and campaigns. What
greater demonstration can we see in
retrospect of the strength of joint ae-
tion and the security of common inter-
est than we found in the campaigns
and the spirit which they generated.

Today voluntary fund raising, with
professional direction, is normal and
natural, and, in fact, in some areas so
many fund raising seeds have been
scattered that there is danger of jungle
growth unless there is planning both
loeally and nationally on an organized,
professionally directed, volunteer con-
ducted basis. Fund raising activities
are here to stay for many good reasons
and have become as much a part of our
society as any phase of communal
activities.

Role of Fund Raiser in

Community Organization

Let us now consider some of the fune-
tions of the fund raiser to indicate spe-
cifically where he fits into the field of
social work beyond the actual supplying
of money. The fund raiser is ome of
the key figures in the field of community
organization. For one thing he is a re-
cruiting agent who attracts men and
women from all sections of the com-
munity into the Campaign and in many
cases provides them with their first in-
terest and experience in communal serv-
ice. In most fund raising organizations
this activity includes year round plan-
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ning and educational activities to bring
continuity and increased effectiveness
into the picture. The involvement of
men and women in community work
through this channel is one of the great
contributions to the field of community
organization and is the open door for
many of these people through which they
enter into every other phase of social
service. The majority of volunteer work-
ers have become active members of the
community through campaign organiza-
tions and have gone into other fields from
this rallying point. Certainly in a situa-
tion where recruitment, training and in-
spiration of volunteers is basic to the
success of the entire program, this con-
tribution on the part of fund raisers is of
major importance.

The referral of cases to the various
agencies in the community is a key
aspect of the relationship between the
fund raiser and the practitioner. Quite
often, especially in the larger communi-
ties, the agencies may not know of
certain needs which exist and many po-
tential clients seriously in need of com-
munity help do not know of the resources
available to them. The fund raiser fre-
quently serves as a medium for bringing
these two groups together.

Any campaigner knows that the vol-
ume of eomplaints against community
agencies is at its heaviest during a period
of fund raising. Sometimes, of course,
this is because the potential contributor
is not very interested in giving his sup-
port and is using these complaints as a
means of escape. However, many times
the solicitation itself presents an oppor-
tunity to record a complaint or to pre-
sent pertinent and helpful information
which was formerly not fortheoming be-
cause of inertia or lack of opportunity
or lack of knowledge. Every agency
knows that somewhere in the community
there are negative attitudes towards it-
self, sometimes justifiable, but for the
most part based on partial or faulty
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jnformation, or based on experiences
over which the agency had no control.
It is very difficult to locate these atti-
tudes so that they can be dealt with
effectively.

Experience has shown that by direct
and honest handling of all complaints
an agency can do tremendous good and
can often turn negative attitudes into
very friendly responses. Here again
the fund raiser has an important role to
play if he knows fully what his responsi-
bilities are and is truly interested in
the community as a whole. Let us not
minimize the question of attitudes.
Someone once referred to a colleague as
a trouble shooter—‘‘when you are in
trouble,”” he said ‘‘he will shoot you.’’
The fund raiser is in a very strategic
position for handling these complaints,
requests and suggestions as part of the
community team.

Seeing Beyond the Dollar

In order to do so properly, however, he
must know and understand the com-
munity’s resources. He must appreciate
that he has a primary stake in the com-
munity’s overall program. He must see
himself as an individual with responsi-
bilities transcending the raising of
funds. He can be a helpful channel for
promoting community goodwill, in ar-
ranging for the services of the agencies
where they are needed or, on the con-
trary, he can have a negative influence
on the contributor, if only by default.
The fund raiser must remember that the
immediate solicitation, important as it
is, is not always the only key factor in a
contact with a member of the com-
munity. Many instances can be cited to
illustrate this point but one very fre-
quent experience should be sufficient.
During a campaign one of the solicitors
approaches the fund raiser and asks his
help in arranging an adoptive placement
for himsgelf, a friend, or a member of the
family. The fund raiser, in his eager-
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ness to maintain the worker’s interest,
promises immediately to get the agency
to make the necessary arrangements, The
agency is placed in an untenable posi-
tion because it cannot satisfy the cam-
paigner’s wishes and has not found much
of an ally in the fund raiser whose im-
mediate interest in a contribution may
have alienated a valuable resource both
from the immediate and long range point
of view. The manner in which the fund
raiser involves himself at the first point
of contact and interprets the services of
an agency is of course crucial.

Social agencies, as we all know, de-
pend on the partnership which exists be-
tween the professional staff and the vol-
unteers who constitute the boards,
committees and special aides. We have re-
ferred to the fund raiser as an invaluable
resource in the recruitment of agency
leadership. In many communities, for
example, social agencies turn to the
fund raising organization for recom-
mendations on new Board members and,
frequently, interest demonstrated in the
campaign is translated into very con-
structive activity for many years in the
social agencies. But here too a sensitivity
on the part of the fund raiser is re-
quired as well as a sense of direction and
continuity. Otherwise a great and rich
mine of ecommunity leadership will go
untapped and unexplored. The reverse
situation is also true and often members
of social agency boards are recruited into
the campaign organization. The supply
of community volunteers, however, flows
much more heavily from the campaign
organization to the agencies.

Still another important role which
the fund raiser should play is as an inter-
preter of community need, community
service and community resources. The
fund raiser again is in a very favorable
position from which to discharge this
responsibility. For example, we have
referred to the complaints and the many
questions which he receives in his day
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to day contacts. This gives him an op-
portunity to talk with individuals who
are displaying an interest in community
life and these invaluable opportunities
should be exploited to the fullest degree
in the community’s interest. Social
workers have always been preoccupied
with problems of interpretation and pub-
lic relations. Agencies employ staffs, or-
ganize committees, create house organs,
set up speakers’ bureaus and spend con-
siderable money in their efforts to effect
a favorable climate in the community
toward themselves. This is all to the good,
but most of us know that often the audi-
ence is quite limited and the agency’s
own words about itself are sometimes
looked upon with suspicion by those who
may like the program but who do not
care to listen to the commercial. Our
problem is preventing these people
from switching to another channel. The
question is not whether the fund raiser
should participate in this interpretive
program but how well he is equipped
to do so and how well he actually does
the job. In order to do a capable job
he must be well versed in the com-
munity’s resources as well as in its prob-
lems and liabilities, and must be as
deeply interested in raising community
attitudes as he is in raising funds. It
should be obvious that attitudes and fund
raising are inseparable and that even
from the point of view of self-interest
in the fund raising field it is important
to develop constructive and positive at-
titudes from a long range point of view.

Common Denominators

It is clear that the fund raiser and the
other representatives of the field of com-
munity service have much in eommon
from the point of view of responsibility
and objective, and can augment and
fortify the work which each does by
recognizing the mutual responsibility
which each has for the other. The rela-
tionship between the fund raiser and

the other practitioners, however, does
not rest on an analysis of responsibility
alone. The principles of human be-
havior and human relations can be ap-
plied to any endeavor where people are
involved. This is certainly true in the
fund raising field and much of the
knowledge and understanding which
underlies the work of a easeworker is
applicable in the field of campaigning.
A successful campaigner knows he must
adjust his approach to the many volun-
teers with whom he has contact to fit
the individual interests and charae-
teristics of each. Great care is taken by
the campaign organization to see that
every potential econtributor is ap-
proached in the most effective way and
that every group is addressed in a man-
ner which will be of greatest interest
to itself. In short, a knowledge of the
fundamental information employed by
the various fields of social service can
be of great help in successful campaign-
ing.

I would not want to leave the impres-
sion that all fund raising is conducted
on the basis of a conscious application
of social work principles and techniques
any more than I would want to imply
that we have reached the state of per-
fection in any of our social service
specialties. Quite often the ardent and
devoted campaigner, both professional
and volunteer, is so engrossed in the
campaign itself and in the task of rais-
ing funds that this task becomes the end
rather than the means to an end. Fund
raising is an exciting experience. It
has drama. It has pageantry. Unless
a conscientious and continuous program
of education and interpretation is car-
ried on, the Campaign can seem to many
people to be much more important and
meaningful than the on-going day to day
work of the agencies actually on the
front line helping people. It is surpris-
ing how many individuals lose sight of
the fact that the allocation, budgeting
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and spending of money which is raised
in any philanthropic campaign is the
other side of the campaign coin and re-
quires skill, delicacy, diplomacy, vision
and very often courage.

Social work practitioners are some-
times resentfully aware of the fact
that many fund raisers do not appre-
ciate the work which the practitioners
are doing and, therefore, tend to mini-
mize the importance of the campaign
organization in a kind of defensive-
offensive action. They often wish that
the fund raiser would be mueh more
sensitive about the end product, the work
of the agencies. But the reverse is also
true and it is equally important that
the practitioners know and appreciate the
role of the fund raiser and the many
problems with which he is confronted
in securing support for the agencies.

In my own early days in Federation
service I was on loan from a social
agency to help during a campaign
period. This was a very enlightening
experience and has led me to the belief
that social service practitioners would be
well advised to participate wherever pos-
sible in other phases of community serv-
ice, including actual fund raising. How
often does the campaign organization
have to plead with social agencies for
good public relations material, for case
stories, for human interest items which
occur daily in the agencies?

Unfortunately it is often true that the
functional practitioner is as little aware
of the fund raiser’s role as the fund
raiser is of the practitioner’s. We might
well ask ourselves whether it is enough
for a caseworker or a group worker
to be proficient in his own skills without
some understanding of the difficulties
which are inherent in the raising of
funds which permit him to exercise these
skills on the job. The fund raiser and
the social worker must view each other
as partners, and must recognize that
each is carrying out one necessary phase
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of our volunteer method of supporting
and executing our social service responsi-
bilities. The fund raiser is a kind of
bridge between the contributor and the
social service program, bringing the help
of the contributor directly to the agency.
The practitioner in receiving this help
must realize that without this bridge his
work cannot be conneeted to the source
of communal support. The skills of each
are essential to the sucecess of both.

Preparation for Fund Raising Career

Most of this discussion is based on prac-
tical experience and clearly indicates
the importance of a strong kinship be-
tween the fund raiser and the social
worker, and of a wholesome working
relationship between the two. It is
necessary to recognize that the fund
raiser must be one of the family of
specialists in the field of communal
service. We should not think of our-
selves as working side by side but as
working hand in hand. Perhaps the time
has come to do some serious thinking
about the preparatory phase of a fund
raising career. If we believe that the
fund raiser should play all of the roles
outlined in this paper and should play
them with skill and in the proper at-
mosphere, then all of us should join
forces and start planning ways and
means for strengthening the situation
which now exists. It is one thing to
pledge allegiance to a point of view but
we all know that a pledge is not good
unless it is paid off.

Orientation programs for the social
worker and fund raiser should be or-
ganized wherever both are functioning.
Each should be expected to participate
in the activities of the other and to ac-
quire the greatest possible understand-
ing of the principles, problems and
limitations of each other’s work. In
Philadelphia, we have taken the first
steps in arranging such orientation pro-
grams. For example, the members of the

S
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Federation staff have special depart-
mental meetings to discuss their own
problems but full staff meetings and
additional inter-departmental meetings
are arranged from time to time to de-
velop a sounder understanding of the
whole picture. Our Director of Social
Planning, by way of illustration, ad-
dresses meetings of the fund raisers and
the public relations departments. In-
teresting and enlightening diseussions
take place which are already producing
encouraging results. In addition, spe-
cial meetings are arranged involving
the executive directors and key staffs
of the social agencies for discussion of
fund raising problems and other phases
of community service. This is just the
beginning and has to be sandwiched into
a picture of great pressure and im-
mediate responsibilities, but the re-
sponse has indicated the keen interest
which each group has in the work of the
others as well as the importance of this
demonstration of mutual respect and
feeling of partnership.

Perhaps we are now reaching the point
where preparation for a fund raising
career should be approached in the same
manner as any other position in the field
of social service. Schools of social work
usually have courses dealing with com-
munity organization but full training
in this field is still at a minimum. More
specifically, training for fund raising
within this field is hardly available ex-
cept in on-the-job training programs. If
the technical aspects of community serv-
jee are to progress satisfactorily they
must be accompanied by increasingly ef-

fective fund raising and more wide-
spread acceptance of the philosophy that
in a voluntary society this system is the
best which has yet been devised and that,
if it is truly effective and preserved,
it must be strengthened and insured for
the future. Many fund raisers in the
field today, especially in the executive
and sub-executive groups, are trained
social workers and have found that this
training and background have given
them a depth of understanding of the
fund raising responsibilities which is dif-
ficult to achieve in any other way. As
time goes on, increasing numbers of
fund raisers should have the benefit of
this kind of training and experience to
more closely knit the separate fields of
social service into an increasingly ef-
fective whole. In the meantime, we
must start where we are, concentrate on
in-service orientation and training and
plan now for more intensive prepara-
tion programs in the future.

The fund raiser is indeed a member
of the professional family and his
recognition in this role brings with it re-
sponsibility for the acquisition of knowl-
edge, for the appreciation of his part-
ners in the job and for participation
with an eye towards the future and full
community interest, rather than the
immediate goal of extracting dollars
from contributors. By the same token
his colleagues should recognize the basic
role which he has come to play in our
society and should do everything possible
to encourage this role and to accelerate
the process of developing a full and
effective partnership.
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