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ABSTRACT

Like the NPOs sector globally, the number of NPOs in Namibia has been increasing yearly.
Most NPOs depend on government subsidies or local and international donor agencies to
finance their operations. This scenario has been threatening their survival and ability to attain
their aims and objectives for social transformation. Donor agencies have reduced their support

for Namibian NPOs owing to the global economic crisis and financial headwinds facing the
Namibia economy.

As a result local NPOs have limited access to funding from both local and international
donors, as well as private philanthropic organisations. This is attributed to factors such as:
global financial crisis, economic recession, the re-classification of Namibia to an upper

middle-income country, the downgrading to junk economic status, and the increase in the

number of NPOs in Namibia.

Therefore, the purpose of this study is to analyse factors influencing the level of fundraising
for NPOs in Khomas Region. Based on the study, this paper explores the influence of sources
of funding on the financial sustainability of NPOs. A quantitative research design was used as
the principal research methodology for the study. The target population was six hundred and
ninety six (696) NPOs registered with Business and Intellectual Property Authority (BIPA) under
Section 21 of Company Act No. 28 of 2004 of the Republic of Namibia. One respondent per

NPO was selected as per their role in the organization either: managements, administrative or

financial personnel. The study made use of a random sampling methodology of which the, a

total of forty (40) of NPOs were sampled each per year from 1950 to 2018. For the purposes

of this study, a quantitative research method was employed and quantitative data were

collected using a questionnaire. Data was processed using Stata software and the coded data

gnificance level of .05% using an ordered logistic regression model.

was analysed at the si
|



Significant variables to the study were identified and interpreted accordingly and where
possible compared to the literature review to gain a full understanding from both primary
research data and secondary research. The chi-square test was done to test the model and it is

statistically significant as it has a chi-square value below the 5% level.

The findings of the study showed that there are factors influencing the level of fundraising in
NPOs. These are gender, years of working experience, number of staff members, fundraising
procedures, number of student interns, fundraising through electronic media, local and
international donor’s agency and partnership or joint projects with other organizations.
Therefore, this situation has left Namibian NPOs with no options, but to develop alternative

fundraising strategies to access new sources of funding in order to increase the level of

funding to finance their operations.

It is recommended that the NPOs should move from being dependent on government subsidies
and local donor agencies for self-sustainability and have a more international outlook and
indeed focus on establishing income generating activities and venture into multiple sources of
funds for their projects. This would improve their financial sustainability. It is further
recommended that there is a need to create and develop alternative fundraising strategies in
order to increase the level of funding and remain competitive in the markets. Furthermore, it is
recommended that NPOs should engage individuals, corporate sectors, government and local
and international donors to develop interest in their activities for future donations.
Alternatively, NPOs should give timely reports, thank you letters, issue donation certificates
and offer a free luncheon for donors even once a year. With regard to media, it is advisable for

NPOs to partner up with the media for marketing purposes as well as forming joint ventures

with business and universities.
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CHAPTER 1

INTRODUCTION AND BACKGROUND OF THE STUDY

1.1 Background of the study

A report by the National Planning Commission (NPC) (2005) titled “Government of the
Republic of Namibia Civic Organisations Partnership Policy” elucidated that Namibia’s first
democratically elected Government realised the importance of Non Profit Organizations
(NPOs) in the development and reconstruction of the country. The report further showed
that there was a rapid growth in the number and size of NPOs as well as other civic
organisations in Namibia after independence in 1990. Some of the NPOs in Namibia are
registered with the Ministry of Health, Ministry of Gender, Master of High Court and

BIPA. Data collected from BIPA indicate that NPOs can be a Trust, a Company or any

other Association of persons with a public purpose and that does not function for profit
There are different types of NPOs in Namibia, under the current legal and regulatory

framework, having the option to be registered and to operate as NPOs (National

Planning Commission 2005, Namibia European Union, 2017). The types include the
following:

% Voluntary Associations (VAs) (under common law) with very few regulatory

requirements;

< Trusts and Foundations (Trusts Moneys Protection Act No.34 of 1934) where the

trust deed is a more formal legal document, which is registered with the Master

of High Court;



& Section 21 of the Companies Act, No. 28 of 2004 (Companies not for gain, not
having a share capital, as part of the Companies Act) where the most formal legal
document defines the rights and obligations of members, and more public
reporting about the management and finances of the organisation is required;

& Welfare Organisations (Welfare Act No.12 of 1979), granted by the Ministry of

Health and Social Services;

-

7
*

Registration and/or incorporation within the framework of the Acts of

*,

Parliament, official Government policy or Cabinet decision. Co-operatives
(under the Cooperatives Act No. 23 of 1996), Trade Unions, Councils, such as

the Sports Council and Youth Council and School Boards are all examples;

Although the registration of NPOs in Namibia is voluntary, it gives the organisation
some legitimacy if they are registered with relevant legal authorities. For the purposes of

this study, it only focused on NPOs that were registered under Section 21 of the

Companies Act, No: 28 of 2004.

Generally, NPOs all over the world develop strategies that enable them to achieve and
attain their strategic goals and objectives in the long run. Meanwhile, Namibia was
downgraded by Moody’s from Bal to Ba2 (Schlettwein, 2019). This was exacerbated
by yet another downgrade by Fitch from BB+ to BB (A report from Irwin, Jacobs,
Greene Group (1JG Group) Namibia, 2019). Like many countries in the world, Namibia
is facing many socio-economic challenges as a result of the downgrade (Namibia
Planning Commission, 2018). Since then, Namibia fell into recession and has so far

recorded 13 consecutive quarters of recession from 2016- 2019 (International Monetary

Fund Country Report, 2019). According to the Institute for Public Policy Research
2



(IPPR) (2019) Namibia subsequently fell into a ... great economic depression in 2019.”

This economic status breeds serious economic head-winds for Namibia.

The Namibia Country Report (2018) clearly postulated that, as of now, Namibia has not
been able to weather the economic head-winds as a result of the downgrades by Fitch
and Moody’s. The Country Report (2018) further observed that United States Agency
for International Development (USAID) classified Namibia in the Upper-Middle Income
Country group, and therefore, no longer qualifies for development support from the
United State of America (USA) and European Union (EU) development partners.
Consequently, NPOs from USA and the EU were officially advised to divert from
Namibia and should begin to focus and direct their efforts elsewhere, particularly such
countries like Malawi, which were considered as poverty-stricken and where many
citizens were living in squalid conditions, far-below the poverty datum-line. The
classification of Namibia in the Upper-Middle Income Status and the downgrade paint a

negative image of Namibia and creates a bad perception to global investors. Capital

flows in the world are highly sensitive to the Moody’s and Fitch ratings.

Therefore, the current economic environment in Namibia is somewhat negative to
global investors (1JG Group Namibia, 2019). These factors indicated above, and many

other economic indicators, led to the flight of funding for NPOs out of Namibia.

In many instances funding dried-up completely; to such an extent that, some NPOs were
either reducing their activities or closing down. Therefore, Namibian NPOs were left
with no choice than to develop the best alternative fundraising strategies to ensure that

they do not only perform well, but also focus on their core-business and pursue their



goals and objectives, in line with their missions and visions. This would guarantee their

long-term survival, in the face of many challenges engulfing the NPOs such as the

global financial crisis, economic recession in Namibia, the re-classification as an upper

middle-income country, the downgrading to junk economic status and the increase in the

number of NPOs.

Rhoden (2014) stated that the numbers of NPOs that have been registered over the years

have increased and this contributed significantly to the reduction in the amount of

funding available for NPOs. Similarly, Shuria (2014) and Harir (2015) acknowledged

that fundraising is an extremely important component that under-writes, not only the
survival of NPOs, but guarantees their subsequent long-term success and sustainability

in the long-run. Thus, financial challenges are forcing Namibian NPOs, particularly

those in the Khomas Region, to focus on funding issues in order to raise more funds to

finance their operations. Therefore, factors influencing the level of fundraising have

become vital components for NPOs in the Khomas Region.

The level of funding is very important to any NPO across the globe (Rhoden, 2014).
Thus, the focus of this study was to analyse factors influencing the level of fundraising

for NPOs in various sectors in the Khomas Region. The intention of this analysis is to

explore various fundraising strategies to ensure continuity of NPOs and their long-term

sustainability. Recession and political influence in donor source countries was imminent,

however many of the local NPOs never saw it coming (IPPR, 2019). This made NPOs

more vulnerable to donor-fatigue. During such times as the current global recession, one

believes that the revenue generated from external sources such as international donors

has been declining significantly, particularly so for Namibia at large.

4



On the other hand, the appetite and demand for donor funding by local NPOs was

significantly higher (Jauch, 2017). This placed most of the NPOs in a very precarious

and vulnerable position. As a result of this, many NPOs suffered a decline or drying of

donor funding. This syndrome has been commonly known as “... donor fatigue” (Harir,

2015). Other scholar such as Jauch (2017) revealed that many NPOs recounted that
government did not provide sufficient funds during the downturn, neither did they step

in to replace other sources of revenue that were reduced during the recession.

Organisations such as: Namibian Network of AIDS Service Organisations (NANANSO),

Forum for the Future (FFF), National Federation for People with Disabilities (NFPD)

and National Association of Non-Governmental Organisations Fund (NANGOF) just to

mention a few, were desperately struggling for funding (Namibia European Union,

2017). For that reason, some NPOs like New Start Voluntary Counselling and Testing

Center, Catholic ADIS Action and Lironga Eparu completely collapsed.

In such desperate times, one believes that the NPOs must come up with alternative

fundraising strategies in order to increase their respective levels of funding, so that they

can become more economically independent and financially secure from donor-fatigue.

NPOs play a vital role in providing a catalyst for community development, political

awareness, promoting grassroots activism, youth and women empowerment, political

suffrage, rural engagements and creating a voice for the voiceless and the masses

Rhoden, 2014). Since independence in Namibia, NPOs have engaged in commendable

(

work in funding and implementing development programmes and projects in specific

and cross-cutting sectors, at local, regional, national and international levels (Shuria,



2014). Thus, their valuable contribution to the national developmental discourse was

widely recognized and should never be taken for granted.

1.2 Statement of the Problem

The survival of NPOs in the current global financial crisis has become almost impossible
to fore-tell because of the ever-changing business environment. Most NPOs would
develop fundraising strategies if not the best alternative fundraising strategies in order to
increase the level of funding and sustainability. Existing literature emphasise that the
global financial crisis, economic recession, the re-classification of Namibia as an upper
middle-income country, the downgrading to junk economic status and the increase in a
number of NPOs has reduced the level of funding for NPOs. Robertson, Levey and
Crosby (2013) argue that there was a significant decline in the level of funding for NPOs

especially for those that rely on funding from their respective governments and global
development partners.

Mudezeri (2015) clarified that “the European Union (EU) currently contributes aid to
around one hundred and forty (140) developing countries; but of these developing
countries those considered as middle income have had their aid cut and channelled to
other developing countries considered as least developed” (as cited in Thomas, 2013).
According to Bezuidenhout (2017) many NPOs experience a scarcity in resources due
to the increase in non-profit organisations and the decrease in donations (as cited in
Tabaku and Mersini 2014,). Similarly, Shuria (2014) further stated that the level of

funding equally gets reduced due to an increase in the number of NPQOs competing for

funds from local or international donors.



Although previous studies have examined factors influencing the level of fundraising
for the NPOs, most of the studies focused on multinational NPOs. Not so much studies,
if any, had been done to specifically examine the Namibian NPQs registered under
Section 21 of Company Act, No. 28 of 2004. It is within this context that the study
emphasises that there was an urgent need to analyse factors influencing the level of

fundraising and methods needed to increase the level of funding for NPOs

1.3 Objectives of the Study

The main objective of the study was:

To analyze the factors influencing the level of fundraising in Non-Profit Organisation
s

of the Khomas Region of Namibia;

1.3.1 Secondary Objectives

The study was supported by the following specific objectives:

To identify factors influencing the level of fundraising for NPOs

e To identify the effectiveness of the fundraising strategies for NPOs, and:

e To determine the opportunities and challenges related to fundraising strategies

1.4 Hypotheses

Ho: There are no factors influencing the level of fundraising for NPOs, and:

Ha: There are factors that have an influence on the level of fundraising for NPOs



1.5 Significance of the Study

The knowledge generated in this study may considerably contribute to the understanding
of factors that influences the level of fundraising for NPOs in Khomas Region and
Namibia at large. The study could accordingly be of interest to the following groups:
managing directors, chief executive officers, small and medium enterprises, scholars,
policy makers, NPOs and donors agencies in view of fundraising strategies to raise
more funds. Furthermore, this study is essential in guiding the implementation of the
fundraising strategies and coming up with a funding model for the NPOs. Hence, this
study is useful for filling the knowledge-gap in the literature on factors influencing the
level of fundraising for NPOs in Namibia. The empirical evidence from this study shows
that factors such: gender, years of working experience, number of staff members,

fundraising procedure, student interns, electronic media, just to list a few: have an

influence on the level of fundraising for NPOs.

1.6 Limitation of the Study

The study was limited to NPOs registered under section 21 of companies Act, No 28 of
2004 in Khomas region only. Essentially, the study design has some limitations, given

that only NPOs in Khomas Region were studied. Therefore the outcomes of this study

cannot be generalized to other public or private organisations in or outside Namibia. The

following limitations were also applicable to the study: difficulties in accessing

confidential information and challenges in making appointments. However the

researcher has consistently followed up with the respondents to ensure that the

questionnaires are filled in.



1.7 Delimitation of the Study

This study covered the analysis of factors influencing the level of fundraising and thei
nd their
impact on the level of funding for NPOs in the Khomas Region. This study did
4 1d not
include other organisations which are not NPOs, neither did it cover managerial and/
and/or

administrative issues, but only focused on factors influencing the level of fundraisi
raising

pertinent to NPOs in the Khomas Region.
1.8 Outline of the Study
The study was organised in the following manner:

1.8.1 Chapter One - concentrated on the introduction in which the background of th
of the

study, statement of the problem, objectives, limitations, delimitations and significa i
nce o

the study were discussed.

1.8.2 Chapter Two — this chapter looked at both the theoretical and empirical literatu
re

on factors influencing the level of fundraising for NPOs.

1.8.3 Chapter Three — gave a critical outline of the research design and methodol
ogy.

This covered the research approaches, population, sample, research strategies d
’ y AL

research instruments, sampling strategies, data collection methods and analysis

1.8.4 Chapter Four - this section gave a detailed summary of the findings, discussi
’ ussion

and interpretation of findings. The relationship between the funds (income) raised and
ised an

the strategies have been estimated using the ordered logit model. The data are pr ted
. esente



in table’s format and they were discussed and interpreted to make a meaningful

judgment thereafter.

1.8.5 Chapter Five - was a snapshot of the conclusions and recommendations. In thi
. S
chapter, conclusions and recommendations were drawn from research results, based
s on

the objectives of the study, findings and data analysis.

1.10 Summary

This chapter dealt with the introduction and background of the study, problem statement,
research objectives and the research questions. It established the scope and significance
of the research being conducted by summarizing the understanding and background
about the topic, stating the aim of the study, delimitation, limitations, key definitions and
organisations of the study. The next chapter discusses in depth the available literature on

factors influencing the level of fundraising for NPOs and find, the link to the research
’ arc

problem and the result gap.
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CHAPTER 2
LITERATURE REVIEW

2.1 Introduction

This chapter explains the literature review and empirical analysis of relevant studies
pertinent to this study. It also defined key concepts used in this research study and their
meanings in line with factors influencing the level of fundraising for NPOs as articulated
in the literatures. It further explains how the phenomenon manifests itself in the

Namibian context, which has been studied from different perspectives and approaches

and its relevancy to this study.

2.2 Theoretical Review

2.2.1 Understanding of Fundraising

Fundraising in general is such a complex topic that there are hundreds of books, articles,
journals and secondary literature that explain the factors influencing the level of
fundraising for NPOs (Bricic, 2013). According to Busienei (2017) state that fundraising
refers to requesting donations from those individuals, corporations, government, local
and international donor agencies who are willing to make contributions in support of the
institutional development of the organisations. Therefore, one believes that those

donations and sponsors will help the NPOs to increase their level of funding to finance

their operations.

Furthermore, Busienei (2017) spells out that fundraising also refers to increasing equity,
whether by building infrastructure or building up an endowment fund. Hence, it is
imperative for NPOs to develop a coherent fundraising plan to address the challenges
and best promote the mission of the organisations.

11



Viravaidya & Hayssen (2011) state that traditionally, NPOs rely on the goodwill and
generosity of development partners to cover the costs of their activities through grants
and donations. Nonetheless in the contemporary world, such traditional funding sources
are often insufficient to meet the growing needs and rising costs (Harir, 2015). In
addition, restrictions imposed on many grants and donations, along with the uncertainty
of these funds over time, make it difficult for NPOs to do long-term planning, improve
their services or reach their full potential (Rhoden, 2014). The existing literatures further
suggest that some institutions will go as far as appointing a fundraising consultant to
initiate innovative ways to raise funds. According to O’Keane et al. (2012) raising
money is often one of the most challenging issue that many, if not all of the NPOs, are
facing on a day to day basis. Arguably, one can state that raising funds for the
improvement of the operations and development of your NPOs require suitable
fundraising strategies. A rock-solid fundraising plan is the first step that NPOs needs to
identify in pursuit of such remedial intervention strategies. The strategy should,
therefore, entail such things as the objectives, programs, processes, tactics and timelines,

and by so doing, it will help the organisations to meet and even exceed its financial

targets (Rhoden, 2014).

For that motive, various scholars were of the view that fundraising strategies are

tremendously significant, and should be adapted to each organisation’s five-year
strategic plan. A report from NPC (2018) explains that due to the current economic
recession in the country, for the last three years were driven by significant declines in

sectors such as construction, manufacturing, wholesale, retail, international trade, and

utility, fishing, agriculture, hotels and restaurants sectors among others, which have been

12



pre-dominantly key growth drivers of the economy. Given the significant declines in
those sectors mentioned above that normally contribute significantly to government

revenue, it became difficult for government to give subsidies and support to NPOs in the

country.

2.3 Factors influencing the level of fundraising

2.3.1 Global Economic Crisis

A report from the United Nations Development Programme (UNDP) (2010, p. 1)
emphasis that the “current global financial and economic crisis has clearly demonstrated
that, through international trade and financial transactions, countries of the world have
become so integrated that an economic crisis in one economy, especially a big world
economy, is likely to affect many other economies”. Furthermore, Obstfeld, Cho and
Mason (2014, p. 131) argues that one of the interesting aspects of the current financial
crisis started in the United States and it spread to Europe by way of problematic results

on the books of European banks and then by the freeze in credit markets in the wake of

the Lehman Brothers and the Greek bankruptcy.

Moreover, Kates (2011, p. 1) asserts that the Global Financial Crisis (GFC) has come
and gone, leaving behind a trail of mutilation and devastation that will take many years
to repair. Ever since then, the global economy experienced an almost total breakdown of
the financial and credit creation system and claim. The finding from Bezuidenhout
(2017) shows that the majority of participants indicated that the economic situation
locally and internationally was one of the main reasons for the funding challenges of
NPOs. The participants opined that the cause of the decrease in funding by individuals,

companies and international agencies was caused by the GFC. Therefore, the economic

13



situation in Namibia was one of the main reasons for the funding challenges that the

NPOs are experiencing.

Kates (2011) further explain that nonetheless the financial crisis had departed and
receded into history, as a result the recession had left the economy significantly worse
off than it had been before, with higher levels of unemployment, less robust growth,
public debt has increased and the future seems less secure for Namibia. As a result of the
recessionary pressures from 2016 to 2019, the Namibian economy is significantly worse
off such employment levels declined significantly, retrenchment of employees from
various industries more than quadrupled, public debt sky-rocketed (Namibia Statistics
Agency, 2019). As companies and individuals tightened their belts, this meant that there
were less funds made available to NPOs, from individuals, government and private
sectors (Namibia Statistic Agency, 2019). Furthermore, a report from Bank of Namibia
(2018, p.3) state that “After gaining momentum in 2017, global economic growth is
estimated to have weakened slightly in 2018”. A report from UNDP (2010) stresses that

the global financial crisis has exposed vital defects in the working of the global

economic and market structures, and served as a symbolic of how the world and its risk
S

are highly interrelated.

NPC (2018) reported that the effect of GFC on the Namibian economy had an adverse
and precarious influence on the Namibian NPOs, to the extent that they were forced to
reduce their operational activities. Hence, this put at risk the livelihoods and the well-
being of the most disadvantaged and vulnerable members of society. Although the world

economic recession begun in 2008, Namibia only begun to feel the pain of this recessio
n

in 2016,2017,2018 and even worse in 2019, owing to many development partners

14



pulling-out and divesting from Namibia, citing the re-classification of Namibia as an
upper middle income country (Obstfeld, Cho and Mason, 2014). Duca, Muellbauer &
Murphy (2010) state that a crisis that began in a small segment of the United States of

America’s (USA) resulted in the spillover of housing market to the global financial

system.

As a result, this donor fatigue resulted in many NPOs losing their funding from their
long-time development partners such as USAID, Global Fund, EU, and ICEDA, just to
mention few. It is against this background that it was important to carry out a study and
analyze factors influencing the level of fundraising for NPOs and to mobilize funding
options for NPOs in Namibia. The Government of the Republic of Namibia (GRN),
found it challenging to continue giving subsidies to NPOs in the country, simply because
its revenue base had shrunk and declined sharply over the same period under review

(Marsden, 2017). Thus, the Namibian NPOs needed to be motivated to come up with the

best if not alternative fundraising strategies to enable them to increase the level of
0

funding and guarantee sustainability in the long-term.

2.3.2Economic Recession

“Given that Namibia is a very open economy, with domestic production geared towards
export markets and domestic consumption being heavily dependent on imports, it is one
of those developing economies that are very highly vulnerable to external economic

shocks” (UNDP, p.2. 2010). It is therefore essential to understand the source, the scope

as well as the impact of the current economic crisis in order to institute the links betwee
n

the economic crisis and adverse improvements.

15



The report from USAID (2018) states that since 2015 the Namibian government has
faced serious fiscal challenges and that the national economy remained in recession over
the last three years. As a result, many public works and infrastructure projects were put
on hold due to funding deficits. Unemployment spiked-up significantly to thirty-four
percent (34%) from twenty-two percent (22%). Several thousands of industrial workers
lost their jobs (Namibia Statistics Agency, 2019). This put in jeopardy the sustainability
of funding levels for most Namibian NPOs, particularly in the Khomas Region, because
they often received funding from some of those individuals and corporates. The report
further explained that the financial viability of NPOs was worsened significantly as

foreign donors continued to withdraw funding for various reasons.

A report from UNDP (2010) observed that the economic recession in Namibia, came at
the wrong time, due to the fact the timing was coincidental and too bad, at a time when
development partners Were closing shop and many of the NPOs were left miserable and
exposed to serious financial risks. All firms and organisations were tightening their
budgets and spending habits. They withdrew funding from non-core activities.
Furthermore, corporations experienced reductions in their profit margins. The argument
in the NPC report are perhaps best articulated in a publication by Gebreselassie-Hagos
and Smit (2013) who postulated that the NPO sector would suffer significantly as

corporates, donors and philanthropists typically contribute less during economic

downturns.

The Namibian NPOs are the cornerstone of Namibian society, as government alone
cannot address all societal needs and challenges (NPC, 2018). Their contributions

particularly, to social support services are necessity for the betterment of the Namibia
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society. One believes that the NPOs can provide various basic services, mainly in the
social, educational and health sectors, and therefore, factors influencing the level of
fundraising cannot be ignored. The recent economic recession has threatened the
sustainability of the Namibian NPO sector, at a time when their services were already in
high demand, and yet, the sources of funds from government, corporates and individuals
toward NPOs were diminishing (Bank of Namibia, 2019). Meanwhile, Namibia was
down-graded to junk economic status by Fitch and Mood’s rating agencies (NPC, 2018).

This saw capital flight from Namibia to other destinations considered investment

friendly by capital and stock owners.

Since most of the NPOs were dependent more on the international donors, their funds
were most affected by the economic recession, as international sources of funding
reduced or withdrew funding subsequently. This was also confirmed by (Bank of
Namibia, 2019) which observed that Namibian NPOs did experience budgetary crisis as
government, international donor agencies, corporates and private donors all donated less
and/or even cancelled their usual donor funds toward local NPOs. Similarly, Raid (2009)
reported a drop in corporate giving and noted that lower profits made it tougher to raise
funds from the corporate world in 2018 and even worse in 2019. It became so difficult
for NPOs to receive corporate and social obligations from corporates and individuals.
Therefore, most of the NPOs in the Khomas region were bound to reduce their
operational activities due to fewer funds from individual, corporate and the Government.

Some NPOs in the Khomas region either closes their doors to communities or reduced

their operational activities because of poor funding support (NPC, 2018).
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2.3.3 Re-classification of Namibia to an Upper Middle Income (UMI) country

Namibia was re-classified as an Upper Middle-Income country in 2010 (World Bank
Group, 2010, Mudezeri, 2015). This brought a decrease in the funding from local as
well as international donor agencies. This shift in status did affect the NPOs financially
due to the reduction of funding from international donor agencies. As a result, this
negatively affected donors funding for NPOs (Mudezeri, 2015). Despite its status as an
upper middle income country, Namibia remains one of the world’s poorest countries,

with vast income disparities between the rich and the poor.

The reductions from international donor agencies was as well supported by Robertson,
Levey and Crosby (2013), who stated that the Namibia’s NPOs did face a sharp
reduction in external donor funding due to the country’s being re-classified as an upper
middle income country. This decline may prompt NPOs to seek out alternative revenue
streams to in order to remain competitive in the market and to ensure the continuation of
their services. At the same time, this means that NPOs in Namibia were now pressed to
come up with alternative fundraising strategies and tactics to ensure their continued
operations (Pezzullo & Rice 2001). This might actually result in re-structuring of
programmes, retrenchments of employees and closure of some organisations in the

absence of alternative funding sources,

Thus, this has necessitated and prompted most of the NPOs to develop fundraising
strategies to increase level of funding to maintain their programmes and seek financial
sustainability in the long-run (Obstfeld, Cho and Mason, 2014,). For instance, as result

of Namibia being rated as an upper middle-income country, some NPO’s such as the
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New Start Centre (NSC), the Catholic Aids Action (CAA) had to close their doors
(Robertson, Levey and Crosby, 2013). One concurs with the scholar that the
organisations such as NANASO, FFF, Human Rights Watch and Lironga Eparu were

hard hit by the withdrawal of funding by donors agencies.

2.3.4 Downgrading to Junk Economic Status

Both internal and external borrowing became very expensive (Bank of Namibia, 2019).
Debt levels were rising unsustainably and economic growth was stunted. LaBrosse,
Oljvares-Caminal and Singh (2013, p.21) speculate that credit-rating agencies and
external auditors should be viewed as information intermediaries, who play an important
role and have greater influence on capital flows globally. Schlettwein (2019) explain that
a decision to downgrade a country or re-evaluate a country status has huge effects on
economic well-being and future on that country in the long-term future. NPC (2018)
reported that after the downgrading of Namibia to junk economic status, Namibians
could no longer cope to leave the standard of life they have been living before. Every
facet of life and business was now unbearable. Furthermore a report from the World
Bank Group (WBG, 2010), state that there were little or no capital flows into Namibia
and one believe that most of the funding channels and options ran dry. Namibia is now
officially in a depression and economic stagnation (NPC, 2018). Donor fatigue and
donor flight was rife in the country. Funding for most NPOs in the country was

terminated and/or funding mechanisms were reviewed downwards.
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2.3.5 The Increase in Number of NPOs

Bezuidenhout (2017) asserts that “there has been an increase in the number of NPOs
globally” (as cited in Ito & Pilot, 2015:1). Although the history of the NPOs sector in
Namibia dates back to the colonial era, a large and vibrant NPOs sector emerged in the
aftermath of independence in 1990 (Obstfeld, Cho and Mason, 2014). Shortly after

independence a number of NPOs emerged in an effort to, amongst others, ensure social

justice in the Namibian society.

Many of the NPOs were receiving funding from the state, corporates and international
community, in order to fulfill their mandate and offer services on behalf of government
in return for financial assistance in the form of subsidies. With rising economic
misfortunes and financial difficulties across the globe, financial support for NPOs

started dwindling and diminishing, year-on-year (WBG, 2010). NPOs were the most

affected entities as all organisations began tightening the belts with passage of time.

As economic head-winds worsened, austerity measures got worse each year, and
therefore, NPOs were on the receiving-end of the negative economic outlook (Kates,
2011). Notwithstanding, the increase in the number of NPOs significantly reduced the
level of funding per capita. This was because funding was now diminishing spread over
all the NPOs who were competing for the same dollar (Kates, 2011). This raised the
competition among the NPOs, instead of co-operation (Rhoden, 2014). This puts the
emerging NGOs under immense pressure to prove themselves to international donors of
their capability to manage resources and sustainability, in the face of declining global

aid, donor fatigue and waning government fortunes (Batti, 2014).
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2.4 Measures adopted by NPOs in response to reduced funding

Rhoden (2014) believes that hard-hitting times lead to tough choices and painful
scenarios. Nevertheless, there is a Chinese proverb which says “tough time kills and
difficult seasons should be treated as an opportunity, rather than a misfortune” (United
Nations Agencies, 2018). Therefore, one believes that organisations, corporates and,
individuals should learn to embrace challenges as opportunities, so that they will emerge
stronger and smarter from the economic downturn. On the other hand, one believe that
the organizations that are experiencing economic slumps need to be innovative to
come up with alternative fundraising strategies in order to increase the level of funding

and enable them to address the shortfalls that they experience and guarantee them a long

term survival.

The finding from this study indicate that some of the measures adopted by NPOs
includes reaching out to new sources of funding, hiring of qualified consultants, grant
proposal writing and fundraiser. Furthermore other strategies developed by NPOs to

cope in difficult times includes; retention strategies by offering more competitive

salaries, increased collaboration and partnership in sharing space and services to reduce
costs. Lastly NPOs also make use of volunteers and student interns, and come up with

some austerity measures to ensure more efficient use of resources and increased

financial accountability and transparency.

Understandably, many NPOs rose to the occasion in an attempt to remedy their financial

osition caused by reduced level of funding as result caused by a number of factors. In

p
most cases many NPOs intensified their focus in response to dwindling sources of
‘ncome to enable them to finance their operation. This is perhaps in line with a statement
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issued by the Namibian minister of finance Honorable Calle Schlletwein that NPOs
neeed to identify new funding models, reduce the travelling, revise funding strategies
and establish new partnerships with other organisations (Schlettwein, 2019). Worldwide
most NPOs, did implement the following measures to cope with reduced funding
through: reduction of fringe benefits, modification of staff costs by cutting positions,
reduction of staff hours, replacement of full-time staff with part-time staff and interns,
freezing salary increases and vacant posts, and salary cuts their actions adopted included

outsourcing, cancelling special events and re-negotiating contracts (Gebreselassie-H
-Hagos

& Smith, 2013).

Consequently, NPOs in the Khomas Region can learn from sister NPOs in other parts of
the world with regard to best international practices to mitigate the impact of reduced
funding. However, Rhoden (2014), argues that the best practice strategies that NPOs
can benefit from are: reductions in administration, staffing and programme costs,
adoption of appropriate strategies, use of IT, funding from wealthy individuals and

stable organisations can enabled them to survive the negative consequences of th
of the

reduced funding.

A study done by Gebreselassie-Hagos & Smith (2013) highlights that the NPOs in North
America adopted a number of strategies in order to cope with reduced funding. These
are: supporting more people with the same staffing level, increasing fundraising efforts,
applying for funding from another funding source, increased use of volunteers, using
agency reserves to cover programme hours, reducing professional development

resources, engaging in new partnerships, increased unpaid management overti d
ime an

reducing agency administrative support or systems (as cited in Social Planning Network
wor
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of Ontario (SPNO) 2009). Hence, Namibian NPOs can also benchmark these global best
practices. Other fundraising strategies that the NPOs can adopted include, but not
limited to: expansion of programme staff time and service hours, more funds from
private sectors to expand programmes and the re-allocation of agency administrative

funds to expand programs (Gebreselassie-Hagos & Smith, 2013).

An analysis of the Namibian literature indicate that even under the current economic
circumstances a few NPOs in the Khomas Region continue using traditional
fundraising strategies to raise fund. However, there are some NPOs that have initiated
new strategies to mitigate the impact of the current economic hardship such as:
reallocation of administrative resources, usage of student interns, redirecting of funds
between programmes and increase of volunteer hours. Undoubtedly, many of the
measures adopted strengthened organisations in such a way that they are now better

placed to weather the storm of the current economic hardship.
2.5 The significance of effective fundraising strategies for NPOs

While some other organisations achieved effectively by attracting philanthropic support,
many are still struggling to succeed as far the fundraising strategies are concern.

According to Scott (2014) the concept of what distinguishes and drives successful

fundraising, such as those who suggest that successful fundraising is more than

collecting money (as cited in Rosso and Tempel, 2003). Fundraising strategies provide

the realistic bottom-line of what has to be done to raise the funds prior to being able to

achieve all of the ambitious programme goals. Bath at el., (2011, p. 30) clarify that all

strategic plans including fundraising strategies address three critical questions such as:
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Where are we now? Where do we want to be? How do we get there? Thus, Kaplan and
? : an
Norton (2018), suggest that strategic and fundraising plans are roadmaps to the suc
cess
of an organisation. Hence, all planning takes time and energy. Neverthele
; ss, a

fundraising strategy ties the strategic plan to the ability to actually implement i
ent it

(Salamon et al., 2013).

According to Rugendyke, (2007, p. 169) states that several NPOs produces material
als

appoint a fundraising consultant who has the experience in raising funds. Longfield
2 ie

(2012), acknowledge that contemporary fundraising landscape is quite complex and
n

changes quickly. However, it was observed that most NPOs never follow the best
es

fundraising practices, particularly so in Khomas Region. Marsden (2007) emphasized
ize

the importance of “thank you calls” and “letters or certificates of appreciation.”
Donors feel significantly more valued and reward the organisation with increased loyalt
¥

and money. In fact, there is a direct relationship between “thank-you calls” and th
e

following year’s giving. Donors who received thank-you calls give more the followi
ng

year. Braiterman (2012) identified the best fundraising strategies for NPOs in order t
r to

increase the level of funding such as: a successful peer-to-peer fundraising strategi
gies,

online use and e-communications, standardized tracking and reporting, creat
s ate a

recognition program, public collections, door-to-door or street fundraising

Phillips, Belden and Pinder (2004), states that by developing a careful funding strate
gy
that is well integrated into the organisation’s larger strategic planning process, NPO
. S
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need to follow the following critical steps in order to become an effective fundraiser.
These include having: a successful fundraising strategy and having a business plan in
place, from which a fundraising plan can be developed. One believes that NPOs will
benefit from developing a simple fundraising strategy that matches its funding needs
with available resources. For the NPOs to maximize the level of funding, Longfield
(2012) believes that they need to plan the fundraising more effectively by bearing in
mind the maximum and minimum of how much they want to rise. Thus, effectiveness of
fundraising strategies should incorporate the timeframe of when to start and end the
fundraising activities. In the same breadth, McLaughlin (2012), have identified five

proven effective fundraising strategies that can help make the events fundraising

successful:

» Embrace all the stakeholders in your organisation and they should be properly
and officially assigned to a suitable staff member within the organisation;

» Subsequently the invitations are sent, the allocated staff member will be
communicated and personally invite them to the event;

» Improve a fundraising strategy of engagement towards the stakeholders and link

them to the board members;

Categorise the donors into classifications such as: Platinum, Gold, Silver,

Bronze, Patrons, Friends, Partners and supporters,

5 Identify whether the new friends are qualified as a major prospect or simply a

loyal supporter to the organisation;

McLaughlin (2012) further states that as an organisation, without a fundraising strategy

of engagement towards the potential donors / sponsors, your events could become
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simply a line item. Scott (2014, p. 16) stat :
Jipi e that “successful fundraisi
raising requires stron
i o g
organisational support and a commitment of i
resources, primarily bein
: g focused on donor
interests rather than the needs of the organisati
ganisation”. Hence, one beli
y elieves that if the
fundraising strategies is successful im it wi
plemented it will help the isati
organisations to become
effective in terms of level of fundin i
g. Scott (2014) identified t
wo model theories of
fundraising effectiveness that stand
out as thought contender idi
s, providing input fro
m

different perspectives, and are discussed separately below:

2.5.1 Strategies to Increase Funding for NPOs
According to Raid (2009), a fundraising strategy should be incorporated into th
into the
organisation’s business and strategic plans. Morrone (2016) argue that in order ft
order for the
organisation to increase its level of funding, it must consi
: sistently communicate its v
alue
in order to remain viable and relevant. Morrone (2016) identified the followi
ollowing

strategies which can help an organisation to increase its funding:

< Develop a plan to attract donors and sponsors using social media platfi
orms

& Point out accompli i
: plishments in a regular communication with donors and

stakeholders

Highlight the organisation’s staunch fi
ocus on measuring out
comes and their

o,
0.0

achievement

T] if{]l'e initiaﬁves are Constructed ” &
’ aroun ] p gi S a .Sa[.
d we deve 0 e(l Sl]ale | I()I organi lonal
( Ievelopment OCused on ] g g l i i
: f the ong-term . a lng a I‘eSl]iel’lt and ib i
oais H AY \% rant fundlng
t UndS due tO the faCt [ i i
I more i S tha 1t Wl“

provide NPOs with a framework of plans and actions to be followed (Kates, 201
£S, %
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Nonetheless, it is widely believed that fundraising strategies such as hiring a qualified
consultants, direct solicitation to donors, peer-to-peer fundraising and online fundraising
strategies normally increases of funding for the NPOs (Marsden, 2007, Longfield, 2012
Braiterman, 2012). Gebreselassie-Hagos & Smit (2013) stated that when thinking about
fundraising strategies, it was of paramount importance to think long-term plan. Thus
one believes a successful organization in terms of fundraising starts with a with a ]ong,
term fundraising strategy, which should help to recognize what funds will be required in
order to reach a fundraising objective. NPO funding can be classified as restricted or

unrestricted, short term and/or long-term funds (Kates, 2011)

2.5.2 Unrestricted and Restricted Income
Most of the NPOs can earn more income through providing key programme-related
e-relate

services and capitalizing on an asset they own such as an office. A report fi Th
’ rom The

University of Texas System (n.d) explains that unrestricted funds include all fund
unds

received for which a donor or other external ag
gency has not specifi
ied an expense

purpose. Whilst Restricted Current Funds are available for financing operations but
are

limited by donors and other external agencies to specific purposes, p
, programs,

departments, Or schools. Rhoden (2014) said that NPOs also can earn extra incomes th
es that

.

day to day operations activities. Hence, one believes that unrestricted incom h
e suc

activities may include but not limited to consulting services i
S In core competenci
ies, office

sub-letting, fund investments, ticket sales, t-shirt sales, music festivals, safari t j
A ours, just

to mention, but a few.
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2.5.3 The Concept of Funding
Funding plays a very significant i
role in any organisati i
sations. Therefore, it s
, 1t should be
highlighted that financial mana i
gement comprises plannin rganizi
g, organizing, controlli
! ing and
monitoring the organisation’s monetary i i
y incomes to attain its : ]
purposes. As from Brici
ricic
(2013) explain that in order to increase th " i
e level of fundin
g, there are two main vi
in vital

ways of fundraising: Opportunistic and strategic (as citied in UNDP, 2006, p. 6
] N p )),

Figure 2.1: Diagram of different approach in planning / writing project p
roposal

Problem

Strategic Planning of the Project
Opportunistic

Approach
Approach

Analysis of problems,
hold
Stakeholders Calt S Darbks

Writing according to standard
procedure Aralyets of probie i

Accordance with Donors

Research of Donors

Adaptation of project Writing project
proposals Project proposal proposals
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Sources: Bricic, 2013 (As cited in BricJ. Draganic, Sehovic & E. Pulic, Handbook fi
L ] or

Non- Government Organisation, 2006, p. 7)

2.5.4 Funding by Government

Most NPOs in developing countries rely on government for funding. Therefore
government plays an important role influencing the functioning and funding of NPOs

(Bricic, 2013). According to Poole (2014, p. 21) “the single most important source of

funds for the majority of NPOs is bilateral funding from Government donors and

regional entities” Therefore one believes that the bilateral donors can capitalize in
a

diversity of new methodologies and instruments.

2.5.5. Funding by Corporates

[smail (2009), state that the issue of corporate social responsibility (CSR) has been

debated since the 1950s. This is perhaps for this reason that Ismail (2009) observed that

the definition of CSR has been changing in meaning and practice (as cited in Secchi

2007 & Lee, 2008). In clarifying the changing definition of CSR Ismail (2009) explains

that the classical view of CSR was narrowly limited to philanthropy and then shifted to

the emphasis on business-society relations particularly referring to the contribution that a

corporation or firm provided for solving social problems. Hence, for the corporate to

donate monetary and in-kind donations more regularly, corporations do appreciate

having their names appear in events or other publicity by the NPOs. According to Kates
(2011), for the NPOs to retain and maintain the good relationship with their corporate

sponsors, they need to keep and develop the lists of businesses in terms of donations

received.
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For this reason it is commendable fo
r NPOs to target compani i
panies with good reputati
ion
for generosity and who have given s i
ponsorship the other NPOs b
efore. NPOs need
to
identify corporations that are connected to thei
eir board members or
other close netw
orks
that are interested in linking their name for i
marketing purposes (Sal
amon et al., 2013)
A report from PricewaterhouseCoopers (“PwC”)
(2016) state that s
ome corporates
prefer the benefit of receiving a donation certificate fi
rom NPOs and a lot iti
of entities
make donations as part of their CSR programs or provide assistance in form of donati
nations

where a need arises. Hence, the NPOs must register with the ministry of Inland R
evenue

in terms of section 17(1)(s) of the Income Tax Act, 1981 (Act 24 of 1981) so that th
0 that they

amounts donated.

2.5.6 Funding by Individuals

There are many benefits associated with obtaining funds from individuals (Bath
ath at el.,

2011). Acknowledging the importance obtaining funds from individuals Bricic (2013)
c

state that individuals are much more flexible and spontaneous in donatin
g money than

businesses, governments and foundations (as cited in UMCOR, 2005, p. 23). If
’ » P . you

decide to target several audiences, you need t i
0 consider a wi
ider array of

communications methods and tools. Therefore, to motivate people to act, not just to b
> Just to be

aware, other communications vehicles were needed, as media alone was not al
always

sufficient to get people to make a corporate or personal commitment” (Pezzullo & Ri
ice,

p. 14.2001).

Bath et al., (2011, p.26) states that “many organisations across the globe mana
ge

individual donor programmes from memberships, annual appeals as well as web sit
site
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giving opportunities”. The scholars did identify the successful approaches include, but

are not limited to:

e Gifts like calendars, coffee table, books, and invitations to special events

e Giving gifts to NPOs in “wills” and through “estate planning” is now one of the

major sources of NGO funding internationally

Successfully retaining individual donors for repeated giving requires serious staff
dedication and time to follow up with the individual, ensure they stay engaged and
provide the newsletters, emails, updates and emotional connection that keep people
giving. Meanwhile, Salamon ef al., (2013), noted that it was always much easier to
renew existing memberships and individual donors than to recruit new ones. On the
other hand, Gebreselassie-Hagos & Smit (2013) argues that the larger the donation, the
more face-to-face time will be needed. The scholars continue to explain that the
philanthropists are identified; greater energy is required, with telephone conversations,

one-on-one meetings, receptions, field trips, special invitations and interactions. Hence
> o

Namibian NPOs need to learn from international NPOs on how to collect more funds

from individuals and corporates donors alike.

2.5.7 Who needs to be involved in the Fundraising Strategies?

According to McLaughlin (2012), individual donors are the most reliable and consistent
source of income and support for NPOs organisations. Therefore they should be the
center of NPOs core fundraising strategies. It is within this context that Rhoden (2014)

proposed a stakeholder approach to NPOs fundraising. In Rhoden’s words “everybody

who is part and parcel of the organisation has to be on board as far as the fundraising
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. U S : .
strategies are concerned”. Building the team is considered to be an effective fundraising
o

strategy that includes ensuring each person and firm was familiar with the mission and

vision of your organisation.

Additionally, the staff and board members their roles and duties must be clear enough to
sponsors and donors. Everyone in the organisations, including the board members
should be assigned to a specific donor, outreach, and follow up on the pledges and/or
donations. Therefore, these models below are examples of choices that organisations
made when deciding their funding model (Scott, 2014). Bricic (2013) stated that in order
for the organisation to have effective fundraising strategies the people that are involve in

raising funds for the organisation they need to have an understanding of the fundraising
o

cycle in below. The figure below portrays the fundraising cycle with four major

elements.

Figure 2.2: The fundraising cycle

Establish the

Case for support

Monitor and
Evaluate Research

Develop the

Plan

Source: Bricic (2013) as cited in Source Alliance, an introduction to resources
B (A,

mobilization, 2007 p. 21.
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Table 2.1: 10 Non- Profit Funding Models

Model name Funding Tactical tools
source
Heartfelt Individuals Special  events, direct mail, corporate
Connector sponsorship
Beneficiary Individuals Fees, major gifts.
Builder

Member Motivator

Individuals

Membership fees, special events, major gifts
direct mail '

Individuals

r Mejor gifts

Big Bettor
foundations
Public Provider Government Government contracts
Policy Innovator Government Legislative appropriation or earmark, executive
earmark, government pilot project
Beneficiary Broker Government Government reimbursement
Resource Recycler | Corporate In-kind giving
Market Maker Mixed Fees, major gifts (corporate or individual)
Local Nationalizer | Mixed Major gifts, special events

Source: Scott: 2014 (cited in Foster et al., 2009, p. 37)

2.5.8 How can NPOs raise more funds?

NPOs can hire professional consultant as a fundraiser to raise more funds for the

organisation McLaughlin (2012). Nevertheless, to attract more funding, NPOs should
have effective systems in place so that the charity complies with the law and fundraising

legal requirements. Bath at el., (2011) have identified ways that NPOs can raise more

funds, and even Namibian NPOs can apply or learn the same methods as shown below:

e Set up an online donation system;

e Set up a reward program for sponsors and supporters;

e Group them into different categories such as Platinum, Gold, Silver and Bronze;
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Set up annual fundraising events such as Golf day, Health walk, Cycling race and
> an
the proceeds going to the fund;

Enter partnership with air lines such Air Namibia and South African Air lines ft
ines for

free tickets;

According to Kates (2011), the following are considered to be the six (6) principl
iples

in fundraising strategies for NPOs:

e Planning effectively - set-out, agree and monitor your approach t
0
fundraising;
Supervise your fundraisers - establish a system to oversee your fundraisi
aising
methods and fundraising carried out on behalf of the charity;
Protect your charity - make sure there is strong management of your asset
ssets
and resources;
Comply with the fundraising laws and regulations - in particular in are
as
such as data protection and licensing laws;
Follow recognized fundraising standards - the Code of Fundraising Practi
ice
outlines the legal rules that apply to fundraising, and;
Be open and accountable - make sure your charity is well run and
you

comply with the statutory accounting and reporting requirements

This study has observed that Namibian NPOs did not put into practice the six principl
iples

above andthis could be the attributing factor as to why the level of funding was declini
eclining

among Namibians NPOs.
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2.6 The opportunities and challenges related to fundraising strategies

2.6.1 SWOC Analysis Technique

SWOC is an acronym for Strengths, Weaknesses, Opportunities and Challenges. B
es. By
definition, Strengths (S) and Weaknesses (W) are considered to be internal f:
al factors
within an organisation that have some measure of control. Similarly, by definiti
L ) inition,

Opportunities (O) and Challenges (C) are considered to be external factors over which
whic

the organisations have fundamentally no control (Aithal & Kumar, 2015, Kapl
’ ) ap an &
Norton, 2018). The scholars further state that SWOC analysis is the key p
urpose to

recognize the strategies that will create a firm specific business model that will b
will best

; $ gt 2.0
align an organisations resources and capabilities to the requirements of the environ
ment

in which the firm operates.

2.6.2 SWOC Categories

According to Porter (2010), a SWOC analysis groups key pieces of information into t
into two

main categories namely: (i). Internal Factors, (ii). External Factors;

2.6.3 Internal Factors — Strengths and Weaknesses

According to Longfield (2012), there were many strengths and weakne
sses are

associated with each fundraising strategy approach
that NPOs ma
y use to source

different types of funding for their programmes and activities. These forces d
- enote

strengths and weaknesses. Strengths and weaknesses are internal and specific to th
1IC to the

organisation. They are pertinent, unique to NPO, depends on your inside i d
ssues an

conditions under which the organisation is operating. Nonetheless, internal i
, issues may

differ greatly from oné NPO to another.
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According to Porter (2010), the strengths are positive characteristics in the internal
business environment which can be capitalised on to increase the overall organisational

performance. The weaknesses are factors of the internal operational environment which

may restrict and interfere with the positive organisational performance. As observed by

Kaplan and Norton (2018), the internal environment factors of NPOs include finance,

programmes, research and develeopment, experience, goodwill, processes, systems,

facilities, budgeting, fundraising, just to mention, but a few.

2.6.4 External Factors — Opportunities and Challenges
According to Murphy (2017, p. 4) explain that “fundraising is an externally focused

activity, and as such it’s important that your fundraising strategy analyses your external

operating environment”. The scholar further state that there are a number of different

models that can help support this analysis, this toolkit focuses on two, namely: A SWOC

analysis and Political, Economic, Social, and Technological (PEST). Jonker and William

(2018), suggest the following as some of the challenges NPOs face when raising funds:

organisation growth, revenue, funding and fundraising concerns, staffing and volunteer

challenges, technology and software concerns, membership and recruitment, risk

management, leadership and board members, budget and cost, fraud and cyber-crime,
recruitment and retention, managing the charity's finances, minimizing the VAT burden,
shrinking help from the government, stable income and accurate budgeting, pressure to

show results, not running it like a business, attracting the right staff with limited

resources and increase in need for services.

These forces denote opportunities and challenges (Kaplan and Norton, 2018).

Opportunities and challenges are presented and imposed on NPOs by the external
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operational environment. They operate from without and outside the ambits of
its of the

uniform to all organisations across the industri
ustries and world-wide. Th
. They are called

systematic risk (Niven & Ben, 2016), because they exert pressure on all organisati
isations at

once and systemically. Many nonprofits call their planned giving campaign a “L
a “Legacy

Society.” People are quite interested in leaving a legacy in an area they care about d
out deeply

(Longfield, 2012).

2.7 Empirical literature

Ali (2012) examined factors affecting financial sustainability of NPOs in K T
enya. The

study employed exploratory research design. Stratified proportionate random li
sampling

technique was used to select Sixty Seven (67) respondents. The study d th
i used the

questionnaires for primary data collection. The study employed quantitative d
Ive data to

analyse both descriptive and inferential analysis. The study found that local d
cal donor’s

relationship contribute most to financial sustainability of NPOs followed by st
y strategic

financial management then income diversificati i
ion while own i
income generation

are competent in strategic planning, plan implementation and financial analysis. Th
ysis. The

study recommend that management they should maintain a good relationship with both
with bot

local and international donors.
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A further study by Mbuya & Asodo (2018) focused on the financial sustainability and
the increase in number for NPOs in Kenya yearly; most of them depend on foreign
donations. The study sought to establish the relationship between donor funding and
financial sustainébility. Correlation research design was used as the principal research
methodology for the study. The target population was one hundred and forthy six (146)
NPOs that were actively engaged in development projects in Kenya. The respondents
were NPO management and volunteers. The study employed stratified sampling
technique. A sample size of Sixty (60) respondents was selected using Nassiuma’s 2000
model. Data collected was analysed using descriptive and inferential statistics. Test re-
test was done to establish the reliability of instruments results; 95% level of significance
was used to test the hypothesis. The findings of the study showed that there was a
positive correlation between donor funding and financial sustainability of the NPO’s in
Kenya. Improved financial sustainability could be achieved as a result of diversifying
sources of funds, retaining qualified staff and improving governance practices and
organizational capacity. Therefore, it was recommended that NPOs' should limit

overdependence on donor funds and indeed focus on establishing income generating

activities and venture into multiple sources of funds for their projects; this would

improve their financial sustainability.

Wachira (2016) carried out a study to investigate the local NPOs in developing countries

experience sustainability challenges that make them close down after few months of

operation due to financial challenges. The study sought to determine the factors affecting

financial sustainability of local NPOs in Kenya. The study was based on survey research

design. The target population of the study was local NPOs in Kiambu County. The target
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population was thirty eight (38) local NPOs in Kiambu County. The study sampled 38

local NPOs. Purposive sampling was used to select five (5) employees from each NPO

giving a sample of one hundred and ninety (190) respondents. The study was based on

primary data. The data was collected through a structured questionnaire. Content validity
index (C.V.I) was used to establish whether the questionnaire measured what it was to

measure. Test-retest reliability was done where cronbach’s Alpha was used to measure

of reliability. Both descriptive and inferential statistics were used in analysis of the data.
The data was presented through tables, pie charts and graphs. The study found that the
respondents indicated that donor relationship management, income diversification,
financial management and management competence affected financial sustainability of

their firms. The study concludes that donor relationship management, income

diversification, financial management and management competence positively affect
financial sustainability of local NPOs in Kiambu County. The study recommends

management training, adoption of proper financial management practices and

establishment of income generating projects.
An empirical study conducted by Brown (2019) to investigate many leaders of NPOs

lack strategies to build and maintain a financially sustainable organization to continue

providing vital social services. The study was to explore the financial strategies some

NPO leaders used to maintain financial sustainability during general economic

downturns. Five purposively selected leaders of NPOs in United State of America

participated in the study. The resource dependency theory and the change management

theory were the conceptual frameworks that guided the study. Data were collected from

face-to-face telephone interviews and a review of company documentation. Member
- g 2
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checking was conducted with participants and data triangulation occurred with an

analysis of organization documents that reinforced the validity of the findings. Data

were analysed using Yin’s 5- step process of coding of participants’ responses, including

examining, categorizing, tabulating, creating a data display and testing the data. Data

analysis of organizational documents, interview transcripts, and the organization’s social

media sites revealed three (3) themes: partnerships, fundraising, and diversification as

the strategies used to maintain financial sustainability during periods of economic

downturns. The findings of this study might contribute to positive social change by

providing information to NPOs leaders to help improve financial strategies and

sustainability for community service organizations during general economic downturns

and maintain social services.

Love (2018) claimed that NPOs are essential in providing goods and services to the

under resourced in the community. The study used explorative and descriptive study to

analysed Non-profit fundraising strategies for providing sustainable quality services.

The methodology used in the study was qualitative and thematic research design. The

sample consists of nineteen (19) participants who held executive level positions in their

organizations. Data were collected through a series of recorded in-depth interviews and

analysed using a contrast-comparative qualitative thematic analysis of the recording and

written transcription and the NVivo Software Data Management Program. The findings

of the study revealed that leaders with transformative attributes and demonstrably

connected to the mission drive the fundraising success of the organization by influencing

donor relationships, strategies and performance. The implications of the study include

sustainable delivery of service by development of effective leadership models for the
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internal stakeholders thus, positively influencing donor behavior and improved qualit
ality

of life for the under resourced over a sustained period. Future research using the mixed
e mixe

methods is recommended for examining how leadership styles may influence fundi
ing
sustainability.

In another study conducted Snipes & Oswald (2019) focused on today's era of
0

evaporating operating profits, numerous organizations, including hospitals, universiti
| ities

and not-for-profit entities, are increasingly focusing on charitable giving as a fundi
ing

source. This paper, examined the organizational and consumer demographi
aphic

characteristics which influence charitable giving. This study adds to the body of re h
searc

that has been conducted in charitable giving area to help us better understand th
an e

relationship between these two aspects. An exploratory analysis of one hundred and
an

forty three (143) males and one hundred and sixty one (161) females suggests that
a

people are most likely to make their charitable giving decisions based on the reputati
ion

of a charity. The results of this study also suggest that some factors have differi
ing

influences across demographic groups. Managerial implications are discussed

2.8 Summary

[t has been the purpose in this review to highlight the factors influencing the fundraisi
ing

for NPOs in Namibia. Evidence from the field outside Namibia suggests that NPO
S

number of NPOs in the Khomas Region was increasing, whilst funding mechanisms and
an
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opportunities were declining and diminishing gradually and steadily. The next chapter

presents the research methods employed in the gathering and analysis of the data.
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CHAPTER 3
RESEARCH DESIGN AND METHODOLOGY

3.1 Introduction

The previous chapter covered the literature view. This chapter presents th
e research

participants of this study. It discussed all methods and approaches used in the h
researc

process. In conclusion, ethics, validity and reliability of research instrument
ents are

elaborated.

3.2 Model Specification

[n order to understand the factors influencing the level of fundraising for NPOs of th
S of the

Khomas Region, this study adopted the ordered logistic regression model which i d
is use

to determine funding levels in NPOs of the Khomas Region.
The dependent variable (raised income) in the study is coded in ordered intervals. A
ails. n

ordered logit model was used for the analysis and the Probability > Chi-s P
d -square =

0.0014, therefore it means that the model is significant. The ordered logit model i d
is use
when the dependent variable takes a number of finite and discrete values that i
contain

ordinal information such as the raised income levels that are coded in ordinal interval
intervals.

The model is specified below as:

y = Bixg + B2Xz T Bsxs + -+ Bixi+ €= xp+ €

Where:
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X1 Bl

X2 B2

=the And B = : and where € O N (0, 1).
Bi

Xj
y* Is an unobserved (latent variable) that captures the ordered raised income level
.

i Ranges from 1 to k (where k is the number of independent variables in the model)

« Is the vector of exogenous variables? The exogenous variables could be categorical
1cal or

continuous.
B Are the regression coefficients

¢ Is the error term in the regression equation?

The latent variable y* is defined by the cut off levels (equivalent to different constant
an

terms in the logit equation) defined below.

Define cut-off points:ay < 0z < O3 < ay. Since the latent variable,y*, is not

observable the observed choices can be used to define them. The observed choi
- ices are

specified according to the following rules:

y=1if y"'< o

IA
"<‘
IA
&

y=2 if oy

A
<
A
&

y=3lf (08))
y=4lf Q3 < y'S Oy

In the model marginal effects can be computed to learn about the partial effects of
a

small change in explanatory variables x.
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Expected outcomes are defined by the following equations

9Py =109 _

0 —AK'B — a1)B;

dPr(y = 2|x)
= (AWB - ) —AKB - a;)p

dPr(y = 3|x) _
ax; = (AX'B—o) —ABK'B — a3))Bj

0Pr(y = 4|x)
an

= Alx B— CX4)B]
Where A() is the cumulative standard logistic distribution function?
The probabilities in the model above are i
generated using a logi
git model. The logi
git model
is
Pr(y = 1|x) = A(B1x1 + Boxy + B3xz + -+ + Bix;) = A(XB)

.l 1
1+ exB

The model is nonlinear. The model is linearized usi
ng the logarithm of th
¢ odd ratio

defined as

log—— = By + B1x1 T B2Xz Bzxg + +-+ BiX;)

Where B, is the intercept term?

45



‘he 02 0 . Ince l e mOdC] haS

some discrete X; then it is necessa ;
j ry to compute the discrete change i
hange in the i
predicted

probabilities associated with changingx;.

3.2 Research Design

According to Creswell (2018), there are th
Z ) ree research designs n
g amely: quantitativ
¢,

used in this study. Saunders et al., (2016) argue that ... quantitative re h h
. search has a

distinct difference in that it deals with numb
ers and figures, ratl
3 her than feelings

opinions, perception, intuitions and/or observation.” .
n.” Quantitative
research design
s are

generally used 10 interrogate variables that are easil
y measured with numb
ers and

statistics.

3.3 Research Strategy

According to Creswell (2018), there are many types of research strategi
egies namely

l 4it0ry research. explanato y res i i
T ear Ch deSCl I I Ilq mpal ative reseatr Ch

. Cl ? 5

others. A descriptive research strategy was used in this study
Descriptive research, as the name suggests, enu i
' sug , merates descriptive d
ata about the

between events, though it may at times (Creswell, 2018).

3.4 Philosophy

According to Creswell (2018), research philosophy is a belief about the way i
ay in which

data about a phenomenon should be gathered, anal
g s ysed and used. Two maj
! major research
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philosophies have been identified in research traditions i
of science namely: T
y: positivist

(sometimes called scientific) and interpretivist (Saunders ef al., 2016). This study i
¥ i study 1s

basically positivist.

3.4.1 Positivism

Positivists believe that reality is stable and can be observed and described fi
ed from an

objective viewpoint, without interfering with the phenomena being studied (C 11
reswell,

2018). They contend that phenomena should be isolated and that observations should b
e

repeatable. This often involves manipulation of reality with variations in only a singl
a single

independent variable so as to identify regularities in, and to form relationships bet
etween,

some of the constituent elements of the social world (Saunders et al., 2016)

3.5 Population of the Study

Saunders ef al., (2016, p. 161), define population as, “A group of individuals, object
] JE€CLs,

elements or items from among which samples are taken for measurement duri h
uring the

research study.” On the other hand, Bryman and Bell (2015, p. 191), says that a *
L > abit e

population is a well-defined set of people, services, elements, events, group of thi
g ’ ings or

households that are being investigated.” The population of study was computed from all
m a

the NPOs in the Khomas Region. Data obtained from BIPA indicated that in 2018

Namibia had a total of one thousand seven hundred and five (1705) NPOs registered
JISLere

country wide most of which were based in the Khomas Region (BIPA, 2018). Although
2 . ug

the Khomas Region has a large number of NPOs, the study was only limited to NPO.
AY

that were registered with BIPA under section 21 of Companies Act No: 28 of 2004, and
; ) , an

operating in the Khomas Region.
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A total of the above mentioned NPOs only one thousand two hundred and seventy eight

(1278) of them were active from 1950 to 2018. These NPOs registered with BIPA from

2010 to 2018. However of the one thousand and two hundred and seventy eight (1278)

NPOs only six hundred and ninety six (696) of them are based in Khomas Region and

constitute the population sample for this study. Given that some years went by without

any NPO registered and operating in Khomas Region only a total of forty (40) NPOs per

year could be sampled. This study defined the NPOs as any entity in Namibia that is

registered under Section 21 of Company Act No. 28 of 2004 or any organisation

involved in community development activities, but not profit oriented.

3.6 Sample

A sample is a smaller, sub-set of the research population. Samples that do a good job at

conveying accurate information about the whole population are referred to as

2018). Sampling is the method of selecting a

representative samples (Kumar,

representative subset of the population called sample. Sampling makes research more

accurate and economical (Bryman and Bell, 2015). It is the sampling method which

determines the generalizability of the research findings. In simple words, the process of

choosing a sample of the population to study is called sampling (Creswell, 2018). The

study made use of a random sampling methodology of which the, a total of forty (40) of

NPOs were sampled each per year from 1950 to 2018. However it must be noted that

historically the NPO registered and operating in Khomas Region was in 1950, however

from 1951 to 1962 no NPOs was registered in Khomas region. In 1963 another NPO

was registered in Khomas Region. From 1964 to 1978 there was no NPOs registered in

Khomas Region. From 1979 to 1984 there only 5 NPOs registered in Khomas Region.
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Again in 1985 there were no NPOs registered i
g in Khomas region. Majori ;
. Majority of the NPOs
in Khomas Region were only registered from 1986
to 2018 as per the da

ta collected
from BIPA. The sampling of forty (40) NPOs per year is influenced by the f:

e facts that

there is considerable number of years since 1951 t
0 2018 that went by wi
y without any NPO

registered in Khomas region. In fact throughout that period only forty (40) NPO
s could

be sampled. This sample was drawn from the population of six hundred and ni
ninety six
(696) NPOs.

3.7 Sampling Strategies

According to Creswell (2018), there are two t
’ ypes of sampling strategi
gies namely

probability and non-probability sampling. Probability sampling is typically used
used when

there are clearly defined and accessible populations
. Non-probability sz ko
y sampling is

about a population, but rather estimates of particular behavior and feat £
atures of the

phenomena.

3.7.1 Probability Sampling

In probability sampling. each element has an equal probability of bei I
Ing chosen.

Probability sample is one in which each element of the i
population has a k
nown non-zero

probability of selection. This method of sampling gives the probabili
= bility that a sample i
y that a sample is

sentative of a population (Denscombe, 2017). There are many types of probab
s of probability

repre

sampling techniques but for the purpose of this study, the si
phng dy, the simple random sampling

method was used.
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3.7.1.1 Simple Random Sampling

According to Bryman and Bell (2015), simple random sampling is a sampling technique
o

where every item or element in the population has an equal chance and likelihood of

being selected in the sample. Here, the selection of items completely depends on chance

or by probability.

3.7.2 Non-Probability sampling

Unlike the probability sampling method, a non-probability sampling technique makes
use of non-randomized methods to draw a sample from the existing population

(Creswell, 2018). Non-probability sampling method mostly involves judgment. Instead

of randomization, participants are selected because they are easy to access. For example

your class-mates and friends have a better chance to be part of your sample. Even
o 4 1
though in certain cases, non-probability sampling is a useful and convenient method of

selecting a sample, the method is not appropriate where huge populations exist and

where generalizations may be required (Bryman and Bell, 2016). The findings obtained

through this method apply mostly to the group studied. It may be wrong to extend these
findings beyond that particular sample. Nevertheless, through the non-probability

method, a particular phenomenon can be studied with a potential to generate valuable

insights (Saunders ¢/ al., (2018).
3.8 Research Instruments

According to Creswell (2018). research instruments are the tools or techniques that are

used to gather data from a study. The study used the ordered logistic regression model

The accuracy of the research instruments and the relevance of the data collected
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data from the respondents. The research used a questionnaire as its use offered
offered several

time-consuming. They also allowed for the uniformi
ormity of questions
as each responden
t

received the same set of questions phrased in e
xactly the same w
ay (Saunders et al

2018). Questionnaires Were also chosen as they yielded data more comparabl
omparable than

information obtained through open discussions (Kumar, 2018). They
, ; were also

advantageous since they allowed for standardizatio is i
n. This is because i
is the questions
are

highly structured and the conditions under which
& they are answer
ed are controlled
, then

the questionnaire could become standardized (Denscombe, 2017). As fi |
; . As for all the

respondents, questionnaires with five-point Likert-t
‘ -type scale questions
were used to

collect data.

3.9 Pilot Study
According to Creswell (2018), a pilot survey is a tool used to test th
e research

instrument. Creswell (2018) observed that a pilot study gi
y gives room for the res
earchers to

review if the data collection instrument will achieve the i
intended results of
the research

NPOs in the Khomas Region, prior to the commencem ;
0 ent of the full rese
search process.
This helped to establish the feasibility, time and other re i
; sources required to co
nduct the

research. The pilot study also provided an opportunity to ;
pre-test research tool
s and the
research process to ascertain the readiness of the researche i
er. The five partici
ipants who

took part in the pilot survey were excluded from the main study
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3.10 Administration of the Questionnaire

The questionnaire Was administered to the sample during the study by th
y the researcher

The respondents Were given 0
ne (1) week to answer
the questionnai
aire and then, th
. e

researcher went about collecting the completed questionnaires. All partici
1 icipants received

e : A : -
questionnaire and a covering letter, explaining the aims, objectives, i
> S, intention
and

ssible outcomes of the research. The participants were assured that thei
ir participation

po

was voluntary and that their responses would [
remain anonymous and
confidential at all

times. They were also informed that they may recuse themselves as partici
ipants of the

study at any time, without having to explain themselves. Again, d
y , respondents were

informed that the completion of the questionnai
ire was not compulsor ici
y. Participants had

all the freedom to answer the questionnaire or choose not to, if th
, if they so wished

ents were assured that their data would be cod
ed and kept under |
ock and key

Respond

od of five (5) years before it could be dis
posed of through inci i
neration and/or

for a peri

No third parties would be given acces
s to raw data and/or i
or information fro
m

shredding.

the study. No other organisations would be allowed to get the data f
ata for whatever

purposes, under whatever circumstances. The hi
; ghest and strict
est levels of

confidentiality were guaranteed.

3.11 Procedure

ollecting primary data have been used in quantitati
itative

Structured questionnaires for ¢

reswell, 2018). In this study, data was collected by th
Yy the

research designs for centuries (C

use of questionnaires distributed and administered by researcher. Th
. The questionnaire
S

cted NPOs in the Khomas Region. The research
er

were distributed across the sele

< sl . : g
questionnaires which were individually distributed

distributed about forty (40) printed
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cither door-to-door at the offices of each participant or via email. After a week or th
; or three

weeks, the researcher collected the questionnaires back from the respondents. Th
ents. This

process of collecting back the completed questionnaires was done over a period of
10d of one

(1) to three 3) weeks. This means that the time period covered in the data collecti
ection

process is three (3) weeks. This was necessary to allow respondents who needed
ed more

time due to work constraints.

3.12 Data Analysis

Data analysis is the process of systematically applying statistical and/or logical
gica

techniques to describe and illustrate condense and evaluate data (Creswell, 2018). Aft
J . After

the data collection, the data was captured, computed and coded in order to enh
enhance

accuracy and precision. This was done using stata software and the model used
ed was

ordered logistic regression to analyze the research findings. The organized infi ti
ormation

was interpreted on account of concurrence to objectives.

3.13 Research Ethics

The researcher obtained informed consent from the NPOs. This was critical in ord
rder to

respect autonomy, privacy and confidentiality of all participants by getting informed
me

om all the respondents (Bryman and Bell, 2015). Thus, the respondent
¢ s

consent fr

participated in this study out of their own volition and there was no coercion or duress of
S 0
any form. A cover Jetter was also attached to the questionnaire to give the participant
nts

the necessary comfort and assurances for their privacy and confidentiality. The data and
: an

udy will be kept under lock and key for the next five (5)

information pertaining to this st
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ears and cannot be iven to 39 i .
y a g o 3" parties under whatever circumstances. Data and

information will be incinerated after five years.

3.9 Summary and Research Gaps

Research on the analysis of factors influencing the level of fundraising for NPOs of th
S of the

Khomas Region, the sustainability of NPOs focused more on the fundraising strategi
rategies,

alternative fundraising strategies and the economic aspect, which defi h
’ ines the

sustainability of NPOs in the Khomas Region and the country at large; however th
» er there

has been limited research on other variables. Additionally, most research h
? rc as

investigated specific areas under one of these variables, like sustainability of the United
e Unite

States Government (USG) aid-funded NPOs in the Namibian health sector, just to
) name

a few, however, very little research has looked at the variables in this study in thei
in their

totality. The study therefore demonstrated the factors influencing the level of fundraisi
raising

as well as the alternative fundraising strategies adopted by NPOs on financial
ancia

sustainability.

This part discussed the research methodology that was employed during in the stud
udy.

The chapter looked at the methods which were applied to design the study and to collect
ec

data from the primary and secondary sources for the successful completion of the stud
y.

It concluded with the ethics which all researchers have to adhere to in gathering data and
an

ensuring that participants have the trust and confidence in the study. Chapter four that
J a

follows presents and discusses the findings of this study.
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CHAPTER FOUR
DATA PRESENTATION AND ANALYSIS

4.1. Introduction

This chapter covered data presentation and discussi
sion of the findin
gs of the study.
Primary data was obtained through questionnaires
and the secondary i i
y information was
compiled through literature review and document analysi
ysis. The study surve
yed NPOs

which are based in the Khomas Region.

4.2 Rate of Return

A total number of forty (40) questionnaires were ini
administered to th
e targeted
respondents through a simple random sampling method and all of the f
e forty (40)

represents one hundred percent (100%), return of rate.

4.3 Findings from the Study

The relationship between the Sfunds (income) raised
and the strategi
gies have been

estimated using the ordered logit model. In the in
. come regression, i
, tncome levels are

coded in intervals:
1. NIAS 2.5 N$ 100,000.00, 3. N$ 100,000.00 — N$ 500,000.00. 4
2 * L) . >N$

500,000.00 which is ordinal information.

Consider the above four observed outcomes: y = 0,1,2,4 whi
: »1,2,4 which are ordered. The i
- I'he independent

variables are:
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V101: Gender

1.

2. V20la: Years of working experience

3. V30la: Number of staff members

4. V402: Fundraising procedures

5. V702a: Number of student interns

6. "¥1309: Fundraising through electronic media

7. V1503: Local donor’s agency

8. VI1504: International donor’s agency

9. V1701: Partnership or joint project with other Organisations

All the independent variables have been treated as categorical. The log odds and th
&

odds themselves were estimated using Stata’s survey data methods:

The whole model is statistically significant as it has a chi square value below the 5%
€ ()

level.

From the estimated ordered logit model only a few of the parameter estimat
es are

insignificant. Therefore only the statistically significant parameter estimat
es are

discussed. Probability > chi2 = 0.0014 the model ordered logistic regression i.
is

statistically significant.

Table 4.1: Confidence of interval

Odds Ratio  Std. Err. Z P>jz] [95% Conf. Interval]

1. V101: Odds Ratio Std. Err. Z P>[z| [95% Conf. Interval]

Male | 204.1422  324.0192 3.35 0.00] 9.096751 4581.202

2. V20la
2 16.05288 16.62568 268 0007 21085206 122.2157

3 | 0275775 0428854 231 0.021  .0013088 .5810973
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3 v30la| 1025367 1159576  2.06 0.040
- 1.117544

94.07925
4. V402 |
No | 0517308 .0799854 -1.92 0.055 .0024982 1.07
5. V702a| oo
2| 2258466  2.110172 0.87 0.383 3618289 14.096
: 09691
34 4039221 4035843 -0.91 0.364 0569912 2.86
6. V1309 | R
No | 1844577 1915988 -1.63  0.104 0240847 1.412
7. VI503| Gt
No | 6.033847  5.4615 1.99 0.047 1.02361 35.56
8. VIS504| -
No | 7295176 6964172 -0.33 0.741 1123197 4.7
. » 3
9. V1701 | i
No | 3082213 2663479 -1.37 0.1
. 170 0669
. 1.610302
_____________ Ao mmm
Table 4.2: Sub-Section of the table
_____________ +__..-_-__.._--------_-
Jeut] | -.5042462 1.830924 4.09279
= 2 3.084
feut2 | 1.933903 1.7596 i Sraek g
il 9 5.3826
Jeut3 | 3.46969 1.83146 119905 4
o3 7.059286
Interpretation: From cut I to cut 3, given that the Order
2 ed Logistic Re, i
gression Model,

that the different level of fundraisin
g has the same slo
pe, therefore the

assumes
cut 1 to cut 3 are they intercepts of different level of funds raised

numbers given from

The margins which show the predicted probabilities we
re also estimated. Th
. The results are

shown below: The probability that anybody is in a given category eith
er:
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The P-values are in the fourth numerical column which is labeled Pr (>|z]). X-variables
with P-values that are less than 5% would generally be considered to be significant
meaning that there is statistical evidence that they affect the probability that the Y-
variable is 1. More generally, for a given significance level a, a variable is significant at
the a level of significance if the P-value is less than a.

If we examine the P-values in the logistic regression output above, we see that the
following variables are significant at the 5% level of significance:

1. V101 (gender): The P-value is 0.001 = 0.1%. This means that there is extremely
strong statistical evidence that the level of funding is related to the probability
that being male you raise more funds (i.e., that Y=1)

Srijanani and Vijaya (2018) examined why female differ from male counterpart in

many ways including the aspects like attitude toward money in India. The study used

primary data collected through the questionnaires. Out of two hundred and ten (210)

questionnaires distributed only one hundred and eight (108) questionnaires were

correctly filled and received. The study examined that women are more cautious and
the literature supports the notion of gender differences in investing, pointing out that
male investors are the more risk tolerant and self-confident investors. As per the
empirical evidence, the study shows that there is extremely strong statistical

evidence that the level of funding is related to the probability that being male you

raise more funds than female counter parts.

2. V201a: (Years of working experience):

a) < Syears of working experience: The P-value is 0.007= 0.7%. Thus, there is

extremely strong statistical evidence that you are more likely to raise funds if

you in the organisation < 5 years.
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b) > 5 years of working experience: The P-value is 0.021= 2.1%. Thus. there
is extremely strong statistical evidence that you are more likely to raise funds
if you in the organisation > 5 years.

Murali et al. (2017) carried out a study to examine the year of working experience that
employees are considered the core of an organization and the success or failure of an
organization is attributed to the performance of the employees in India, a survey was
conducted by using a questionnaire through online survey. The study used internet based
survey using Google Form, in which a questionnaire was made in order to record the
responses of the people who were responding to the study. Murali et al. (2017) argues
that for the employee (s) to gain experience, is when they are loyal to the organization
and don’t actively search for other alternative opportunities. The Murali et al
(2017)further state that loyalty, as a general term can be defined as a person's devotion
or sentiment of attachment to a particular object, which may be another person or a
group of persons, an ideal, a duty, or a cause (as cited in Encyclopedia Britannica,
1998). Thus, one concur with scholars that when employees have sentiment of
attachment to their job they won’t search for other alternative job, but rather remain in
the same environment and gain adequate experience. As an employer, one needs to
understand why your employees are emotionally connected to your business. Research
has shown that emotionally connected employees are the best employees as they are
engaged, productive, and they feel authorized and appreciated. Thus employers usually
prefer experienced candidates to fill the vacancies in their organization. Therefore hiring

experienced candidates can also help the organization in many ways when compared to

fresher.
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3. V301a: (Number of staff members): The P-value is 0.040= 4%. There is extremely
strong statistical evidence that you are more likely to raise funds if your organisations
have more number of staff members on board. In NPOs, manpower comprises of paid
staff members and volunteers. The volunteers could be student interns, social workers or
any person who is willing to work for a social cause for the benefit of society. Staffing
process involves identifying jobs according to the needs of organization, recruitment of
human resource based on their qualification and skills and providing training as per their

needs. Staffing is an important component of human resource management.

4. V402: (Fundraising procedures): The P-value is 0.055 = 5.5%. This is
basically 6%, which is just higher than 5% significance level that is often used as a
cut off. Thus, there is statistical evidence (approaching strong statistical evidence)

that the organisation that are having fundraising procedure in place are likely raise

more funds.
Magbool et al, (2019) carried out a study in Pakistan explaining that fundraising
procedure is a basic task of NPO’s and such procedure is essential for the survival of
the NPOs when there is a lack of support from government and donor’s agencies . A
study done by Cacija (2016) explains that fundraising procedure for NPOs in Croatia
did implement marketing orientation to focus on all their key stakeholders, which
consequently led to better understanding of stakeholder’s needs and organizations’
performances (as cited in Modi, 2012). The study employed Structural Equation
Modeling (SEM) methodology to assess the hypotheses regarding the positive influence

of the NPOs marketing activities on two dimensions of fundraising performances.

There is no statistical evidence that the following variables matter.
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Firstly, to say that an X-variable does not matter means that the corresponding
regression coefficient (the corresponding f3) is 0. Thus, the above discussion about which
variables matter is really a discussion about whether statistical hypothesis tests show that

the corresponding regression coefficient is not 0 (B=0 is the null hypothesis). Secondly

regression coefficients assess the impact of the X -variable conditional on the other

variables in the regression equation (Y=a + b x).

5. V702a: (Number of student interns):

a) <5 student’s intern: The P-value is 0.383 or about 38.3%. There is no statistical

evidence that having < 5 students matters.

b) > 5 Student interns: The P-value is 0.364 or about 36.4%. There is no statistical

evidence that having > 5 students matters.

Thus, when we say that there is no statistical evidence whether or not the oreanisations

having less than 5 student interns or is associated with the probability that they raise

funds more than N$500,000.00 (in this regression).

6. V1309: (Fundraising through electronic media): The P-value is 0.104 or 10.4%. There is
no statistical evidence that the organisation that raises funds through electronic media affects
the probability level of funding. A study from Pakistan, done by Magbool et al (2019)
acknowledge that Social media is a new concept for effective fundraising in such a way
that it creates awareness, two-way communication channel and built public relations.
Generally experts in this subject suggest that social media is another fundraising
technique that is used to create relationship between organization’s people and donors
due to the quick information flow and network organization generate more funds.
Therefore one concurs with scholars that indeed if Namibian NPOs make use of the

electronic media tools such as: Twitter, Facebook, YouTube, E-newsletter, E-mails and

Skype they will increase their level of funding.
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If we relax the significance level a bit (that is, consider P-values greater than

5%), we see the following additional variables may also matter:
7. V1503: (Local donor’s agency): TheP-value is 0.047= 4.7%. Thus, there is

extremely strong statistical evidence that organisations are more likely to raise funds if
i

their current major sponsors are local donor’s agency.

An empirical study conducted by Aipinge (2015) focused on examining the relationship
between local donor’s agency and Namibian NPOs. Worldwide NPOs generally relied
on funding from donor agencies, multilateral lenders, charitable institutions, as well as
government ministries for conducting their operations and carrying out programme
activities (as cited in Viravaidya, 2001). Although the civil society sector in Namibia

emerged inexperienced and fragmented, the situation improved rapidly within the first

few years after independence (Aipinge, 2015).

8. V1504: (International donor’s agency): The P-value is 0.74 1or about 74.1% There

is no statistical evidence that international donor agency matters in terms level of

funding.

According to Aipinge (2015) argue that due to the democratic principles and practices
that the government established, Namibia became a favourite ground for international
donor agencies that were eager to extend support to the fast evolving civil society
sectors, which then assumed policy lead roles and became increasingly available for
partnership in development (as cited in NPC, 2015). Since independence in 1990, the
Namibian NPOs sectors continue to benefit from foreign aid to address various
challenges.

9. V1701: (Partnership or joint project with other Organisations): The P-value is
0.170 or about 17%. There is no credible statistical evidence that if NPOs enters into

partnership or join project with other organisations matters. According to Magbool et
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al (2019), there is only one solution for quick fundraising through combined
ined group

effort and with the joint collaboration (as cited in Neale, 2011, p. 152

What this means is that there is no evidence th i i
at this variable mat
ters above and b
eyond

the other variables (which includes variables such as ¢ i
gender which may alread
y capture

some of the impact Four Category of funds raised). If one were to run a |
a logistic

regression of Four Categories of funds raised behavior, only on International d
) ational donor

agency status, one might get a very different result.

The margin will calculate the probability that they are in four categories such a
s:

Table 4.3: Four Categories of funds raised

Variables Four Category of funds raised Cod
e
V90l N/A 1
V902 < N$ 100,000.00 >
V903 N$ 100,000.00 — N$ 500,000.00 3
V904 >N$ 500,000.00 4
L s

4.4: Margin Probability

Table
| Delta-method
_____________ oo
Table 4.5: Category 1: Gender vs Funds raised N/A
; yio1 Margin  Std: Err. z P>z [95% Conf. Interval]
S . Interva
Female | 3280875 0827253 3.97  0.000 165949 490226
Male | 0224812 .0180607 124 0.213 -.0129172 057;;96
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AAPs (Average Adjusted Predictions):

VI01: are the variables while the margins are the probability and the purpose the

study will concrete on the variables and the margin.

The results give the AAPs for female and male for each category of the ordinal
dependent variable (Funds raised). The results show that 32.8% of the times one would
find females are reporting that no funds applicable categories as opposed to 2.2% of
males are reporting that they are not in the applicable category. Therefore, the females
are reporting the highest percentage of probability (32.8%- 2.2%) = 30.6% that no funds

applicable. It means that when funds not applicable category:; they have higher

proportion of ratio at 0.3280/.02248= 14.64.

Table 4.6: Category 2: Gender vs Funds raised < N$100,000.00

2. V101 Margin Std. Err. z P>z [95% Conf. Interval]
Female| 2854049 .0810162 3.52  0.000 126616 4441937
Male| .0859019 0302402  2.84 0.005 0266322 1451716

APPs: The results give the AAPs for female and male for each category of the ordinal
dependent variable (Funds raised). The results show that 28.54% of the times you would
find females are reporting that have raised the funds less than N$100.000.00 per year as
opposed to 8.59% of males are reporting that they have raised the funds less than
N$100,000.00. Therefore, the females they have a highest probability reporting the
(28.54%- 8.59%) = 19.95% that they receive less than N$100,000.00 per year. It means
that when funds received are less N$100,000.00 per year category, the ratio stands at

2854/.0859=3.32. and it decreases from 14.64 to 3.32. Therefore, this will explain how

the funds raising behavior occurring between female and male.
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Table 4.7: Category 3: Gender vs Funds raised between N$ 100,000.00 — N§

500,000.00
3. V101 Margin Std. Err.  z P>z [95% Conlf. Interval]
Female| .1801163 .0536927 3.35 0.001 0748806 285352
Male| .0999274 .0369065 2.71  0.007 0275919 1722629

APPs: The results give the AAPs for female and male for each category of the ordinal
dependent variable (Funds raised). The results show that 18.01% of the times you would
find females are reporting that have raised the funds between N$100,000.00 to
N$500,000.00 per year as opposed to 9.99% of males are reporting that they have raised
the funds between N$100,000.00 to N$500,000.00. Therefore, the females are reporting
the highest probabilities of 8.02% that they receive between N$100,000.00 to
N$500,000.00 per year. It means that when funds raised between N$100,000.00 to
N$500.000.00, the ratio stands at .1801/.0999= 1.80, and it decreases from 3.32 to 1.80

Table 4.8: Category 4: Gender vs Funds raised > N$500,000.00
4. V10l Margin Std. Err. z P>z [95% Conf. Interval]

Female| .2063914 0494159 4.18 0.000 1095379 3032448
Male | 7916895 .0565618  14.00 0.000 .6808304 9025486

AAPs (Average Adjusted Predictions):

APPs: The results give the AAPs for female and male for each category of the ordinal
dependent variable (Funds raised). The results show that 20.6% of the times you would
find females reporting to have raised funds more than N$500,000.00 per year as opposed
to 79.1% of males. The opposite is true for the category that raised more than
N$500,000.00 where males are almost four times as likely as females to have raised
funds (more than N$500.000.00). It means that when funds raised more than

N$500,000.00, the ratio stands at .2063/.7916 = 0.26, and it decreases from 1.80 to 0.26.
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Overall the ratio explains that when no funds N/A the ratio is at 14.64 and when funds

were raised more N$500,000.00 the ratio is at 0.26.

Table 4.9: Working experiences vs Funds raised N/A
V201a Margin Std. Err. zZ P>z [95% Conf. Interval]

1. <5 years: 1741459 .0745524  2.34 0.019 0280259 3202658
2. 6-10years:.0208047 .0183756 1.13  0.258 -0152108 .0568202

3. > 11 years: .6064718 .1644142 3.69 0.000 2842259 9287178

AAPs (Average Adjusted Predictions):

V201: are the variables while the margins are the probability and the purpose the
study will concrete on the variables and the margin.

The results give the AAPs for < Syears, 6-10 years and > 11years of working experience
for each category of the ordinal dependent variable (Funds raised). The results show that
17.41% of the times one would find people that have worked in the organisation < 5
years of working experience are reporting that no funds applicable categories, on the
other hand, people that worked in the organisation between 6-10 years of working
experience the results show that 2.08% of the times of are reporting that they are not in
the applicable category as opposed to people that worked in the organisation > 11 years
are reporting that 60.6% are reporting that no funds applicable category. Therefore,
people who worked in the organisation for more than 11 years, are reporting the highest

percentage of probability of 60.6% that no funds applicable.

Table: 4.10: Working experiences vs Funds raised <N$100,000.00
V201a | Margin  Std. Err. z P>z [95% Conf. Interval]

1. <35 years: .2886457 0772196  3.74 0.000 .1372981 4399933
6-10 years: .1221416 .0534972 2.28 0.022 .017289 2269942

2,
3. >11 years: 2462257 .1053825 2.34 0.019  .0396798 4527716
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The results give the AAPs for < Syears, 6-10 years and > I lyears of working T
for each category of the ordinal dependent variable (Funds raised). The results show that
28.86% of the times one would find people that have worked in the organisation < 5
years of working experience are reporting that they have raised funds less than
N$100,000.00. On the other hand, people that worked in the organisation between 6-10
years of working experience the results shows that 12.21% of the times, they are
reporting that they have raised funds less than N$100,000.00. This is opposite to people
that have worked in the organisation > 11 years who have reported that 24.62% have
raised the funds less than N$100,000.00. Therefore people. who worked in the

organisation for less than 5 years are reporting the highest percentage of probability of
ility o

28.86%.

Table 4.11: Working experience vs Funds raised between N$100,000.00 —

N$500,000.00
V201a | Margin Std. Err. z P>z [95% Cont. a—
1. <S35 years: 1891673 .0581114 3.26 0.001 075271 3030636
2. 6-]0years:.|638426 .0550999 2.97 0.003 .0558487 ‘2%18°65
3. >11 years: 0869346 .0481325 1.81 0.071 -.0074034 ' 18137777

The results give the AAPs for < Syears, 6-10 years and > 11years of working experience
for each category of the ordinal dependent variable (Funds raised). The results show that
18.91% of the times one would find people that have worked in the organisation < 5
years of working experience are reporting that they have raised funds between
N$100,000.00 to N$500,000.00. On the other hand, people that worked in the

organisation between 6-10 years of working experience the S
. g exp he results show that 16.38% of

the times they are reporting that they have raised funds between N$100.000.00 t
.000. 0
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N$500,000.00. This is opposite to people that have worked in the organisation > 1]

years who have reported that 8.69% have raised funds between N$100,000.00 to
N$500,000.00. Therefore people, who worked in the organisation for less than 5 years

are reporting the highest percentage of probability of 18.91%.

Table 4.12: Working experiences vs Funds raised > N$500,000.

V20la| Margin Std. Err. z . P>z [95% Conf. Interval]

1. <5 years: 3480412  .0619663 5.62  0.000 2265896 4694928
2. 6-10 years: 6932111 .0864381 8.02  0.000 5237955 8626266
3.>11 years: .0603678 .0473819 1.27  0.203 -.0324989  .1532346

The results give the AAPs for < Syears, 6-10 years and > 11years of working experience
for each category of the ordinal dependent variable (Funds raised). The results show that
34.8% of the times one would find people that have worked in the organisation < 5 years
of working experience are reporting that they have raised the funds more than
N$500,000.00. On the other hand, people that worked in the organisation between 6-10
years of working experience the results show that 69.32% of the times they have raised

funds more than N$500,000.00. This is opposite to people that worked in the

organisation > 11 years are reporting that 6.03% have raised the funds more than
N$500,000.00. Therefore people, who worked in the organisation between 6- 10 years,

are reporting the highest percentage of probability of 69.32%.

Table 4.13: Staff mem bers’ vs Funds raised N/A
v30la | Margin Std. Err.  z P>z [95% Conf. Interval]

2[<5$taffmembers: 270611 .1042752 2.60 0.009 0662354 4749865

41>13 Staff members: 1069983 .030684  3.49 0.000 .0468587 .1671379
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AAPs (Average Adjusted Predictions):

V301: are the variables while the margins are the probability and the purpose the
study will concrete on the variables and the margin.

The results give the AAPs for < 5 staff members, and > 15 staff members of each
category of the ordinal dependent variable (Funds raised). The results show that 27.06%
of the times one would find people that have less than 5 staff members are reporting that
they are in the category of no funds applicable. However, organisations having > 15 staff
members are reporting that 10.69% of the times that they are in the category of no funds
applicable. Therefore, for the organisation that are having less than 5 staff members, are

reporting the highest percentage of probability of (27.06%-10.69%) =16.37%

Table 4.14: Staff members’ vs Funds raised <N$100,000.00
V301a | Margin  Std. Err.  z P>|z| [95% Conf. Interval]
2|<5 Staff members: .3101583 .0774943 4.00 0.000 1582722 4620443

4 |> 15 Staff members: .1747579 .0537247 3.25 0.001  .0694593 2800564

The results give the AAPs for <5 staff members, and > 15 staff members of each
category of the ordinal dependent variable (Funds raised). The results show that 31.01%
of the times one would find people that have less than 5 staff members are reporting that
they are the in category of less than N$100,000.00 raised per year. Yet for the
organisation having > 15 staff members are reporting that 17.47% of the times that they
egory of less than N$100,000.00 raised. Therefore, for the organisation that

are in the cat

are having less than 5 staff members, are reporting the highest percentage of probability

of (31.01 %-17.47%) =13.547%.

69



Table: 4.15: Staff members’ vs Funds raised between N$100,000.00 — N$500,000.00
Margin Std. Err. z P>|z| [95% Conf, Interval]

0651547294 0.003 .0639635 .319365]

V301a |
2| <5 Staff members: .1916643
4> 15 Staff members: .1876558 .0588486 3.19 0.001 .0723147 .3029969

The results give the AAPs for < 5 staff members, and > 15 staff members of each
category of the ordinal dependent variable (Funds raised). The results show that 19.16%
of the times one would find people that have less than 5 staff members are reporting that
they are the in category of funds raised between than N$100,000.00 to N$500.000.00 per
year. This is opposite to the organisation having > 15 staff members are reporting that
18.76% of the times that they are in the category of funds raised between N$100.000.00
to N$500,000.00 per year. Therefore, for the organisation that are having less than 5

staff members, are reporting the highest percentage of probability of (19.16%-18.76%)

=0.4%.

Table 4.16: Staff mem bers’ vs Funds raised > N$500,000.

V301a | Margin  Std.Err. z P>z  [95% Conlf. Interval]
2 | < 5 Staff members: .2275665 .0727169 3.13 0.002 .085044 .3700889
4 |>15 Staff members: .5305881 .0768389 6.91 0.000 .3799865 6811896

The results give the AAPs for < 5 staff members, and > 15 staff members of each
category of the ordinal dependent variable (Funds raised). The results show that 22.75%
of the times one would find people that have less than 5 staff members are reporting that
they are the in category of funds raised more than N$500,000.00 per year.As opposed to
isation having > 15 staff members are reporting that 53.05% of the times that

the organ
they are in the category of funds raised more than N$500.000.00 per year. Therefore. for
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the organisation that are having more than 15 staff members, are reporting the highest
(=)

percentage of probability of (53.05%-22.75%) =30.3%.

Table 4.17: Procedures vs Funds raised N/A

V402 | Margin Std. Err.  z P>z [95% Conf. Interval)
Yes| .1017125 .0380151  2.68 0.007 0272041 1762208
No| .3957184 1944531 2.04 0.042 0145975 7768394

AAPs (Average Adjusted Predictions):

V402: are the variables while the margins are the probability and the purpose the
study will concrete on the variables and the margin.

The results give the AAPs for the organisation having fundraising procedures in place,
and for the organisation having no fundraising procedure in place of each category of the
ordinal dependent variable (Funds raised). The results show that 10.17% of the times
one would find organisations that are having fundraising procedures in place are
reporting that they are in the category of no funds applicable. However for the
organisation with no fundraising procedure in place are reporting that 39.57% of the
times they were in the category of no funds applicable. Therefore, for the organisations

that having no fundraising procedure in place, were reporting the filos i
probability of (39.57%-10.17%) =29.4 %.

Table 4.18: Procedures vs Funds raised <N§$100,000.00
V402 | Margin Std. Err. z P>z [95% Conf. Interval|

Yes| .22641 0555484  4.08 0.000 1175371 335283
No| 3199674 100545 3.18 0.001 1229028 5170321
The results give the AAPs for the organisation having fundraising procedures in place

and for the organisation having no fundraising procedures in place of each category of

71



the ordinal dependent variable (Funds raised). The results show that 22.64% of the times
one would find organisation that are having fundraising procedure in place are reporting
that they are in the category of less than N$100,000.00 raised per year. However for the
organisation with no fundraising procedure in place are reporting that 31.99% of the

times they are in the category of less than N$100,000.00. Therefore, for the organisation

that are having no fundraising procedure in place, are reporting the highest percentage of
probability of (31 .99%-24.64%) = 7.35%.

Table 4.19: Procedures vs Funds raised between N$100,000.00 — N$500,000.00

V402 | Margin Std. Err.  z P>|z| [95% Conf. Interval]
Yes| .204766 .0586666 3.49 0.000 0897816  .3197505
No| .1443258 .0799165 1.81 0.071 -.0123077 .3009592

The results give the AAPs for the organisation having fundraising procedures in place,
and for the organisation having no fundraising procedures in place of each category of
the ordinal dependent variable (Funds raised). The results show that 20.47% of the
times, one would find organisations that are having fundraising procedures in place
reporting that they are in the category of funds raised between N$100.000.00 to
N$500,000.00 per year. However for the organisation with no fundraising procedure in
place they are reporting that 14.43% of the times they are in the category of funds raised
between N$100,000.00 to N$500,000.00 per year. Therefore. for the organisation that

are having fundraising procedures in place, they reported the highest percentage of

probability of (20.47%-14.43%) = 6.04%.

Table 4.20: Procedures Vs Funds raised >N$500,000.00
V402 | Margin Std. Err.  z P>z [95% Conf. Interval]
Yes| 4671115

11399884 0852548

0600131 7.78 0.000 349488 5847349

No | 1.64 0.101  -.0271081 .3070848
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i s vs Funds raised N/A
Table 4.21:,Student lnl\t;;:gin Std. Err. z P>|z| [95% Conf. Interval]
V702a

No student interns: .1428262 .0510776  2.80 0.005 0427159 .2429365
1. No stu B

5 student interns: 1014843 .0325408  3.12 0.002  .0377056 165263
2. <5stu ¥

6 student interns: .210936 .0853457  2.47 0.013 0436615 3782105
3. >6stu § s

AAPs (Average Adjusted Predictions):
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702: are the varia
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of no funds applicable. However for the organisations that are having less than § student
interns, are reporting that 10.14% of the times they are the category of no funds
applicable. For the organisation that are having more than 6 student interns, they are
reporting that 21.09% of the times they are the category of no funds applicable.

Therefore, for the organisation that are having more than 6 student interns, are reporting

the highest percentage of probability of 21.09%.

Table 4.22: Student interns vs Funds raised <N$100,000.00
Margin Std. Err. z P>|z| [95% Conf. Interval]

V702a |
1. No student interns: .24061 12 .0671016
0612789  2.97 0.003 0620661 .3022749

3.59 0.000 1090944 372128

2. < 5 student interns: .1821705

3 > 6 students’ intern: ~ .2953358 0789616 3.74 0.000  .1405739 .4500978

The results give the AAPs for organisations that are having: no student’s intern, < 5
student’s intern and > 6 student’s intern of each category of the ordinal dependent
variable (Funds raised). The results show that 24.06% of the times one would find

organisations that are having no student’s intern, are reporting that they are in the

category of less than N$100,000.00 raised per year. However for the organisations that

are having less than 5 student interns, are reporting that 18.21% of the times they are in
o

the category of less than N$100,000.00 raised per year. For the organisations that are

having more than 6 student interns, are reporting that 29.53% of the times they are in the

category of less than N$100,000.00 raised per year. Therefore, for the organisations that
re having more than 6 student interns, are reporting the highest percentage of
a g g

probability 0f 29.53%.

Table 4.23: Student interns vs Funds raised between N$100,000.00 — N$500,000.00
a ad Margin Std. Err. z P>'Z' [95% Conf. lnterva]]

V702a |
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. No student interns: .2087433 .0595564 3.50 0.000 .0920148 3254718
2. <S5 studentinterns: .1970721 .0591267 3.33 0.001 0811859 3 129583
3. >6students’ intern: .1999932  .059301 3.37 0.001 0837654 3 16221

The results give the AAPs for organisations that are having: no student’s intern. < 5
student’s intern and > 6 student’s intern of each category of the ordinal dependent

variable (Funds raised). The results show that 20.87% of the times one would find

organisations that are having no student’s intern, are reporting that they are in the
category of funds raised between N$100,000.00 to N$500,000.00 Per year. However for
the organisations that are having less than 5 student interns, are reporting that 19.70% of
the times they are in the category of funds raised between N$100.000.00 to
N$500,000.00 per year. For the organisations that are having more than 6 student
interns, are reporting that 19.99% of the times they are in the category of funds between
N$100,000.00 to N$500,000.00 per year. Therefore, for the organisations that are having

no student interns, are reporting the highest percentage of probability of 20.87%.

Table 4.24: Student interns vs Funds raised >N$500,000.0¢
Margin  Std. Err. z P>z [95% Conf. Interval|

V702a |
1. No student interns: .4078193 .0831454  4.90 0.000 2448572 5707813

2. <5 student interns: .5192731 .0924129  5.62 0.000 3381473 700399
> 6 students’ intern:.2937349  .0890867  3.30 0.00] 1191283 4683416

3.
The results give the AAPs for organisations that are having: no student’s intern. < 5

student’s intern and > 6 student’s intern of each category of the ordina] dependent
variable (Funds raised). The results show that 40.78% of the times one would find
organisations that are having no student’s intern, are reporting that they are in the
category of funds raised more than N$500,000.00 per year. However for the
organisations that are having less than 5 student interns, are reporting that 51.929, of the

times they are in the category of funds raised more than N$500,000.00 per year, For ghe
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organisations that are having more than 6 student int
erns, are reporting th
g that 29.37% of
the times they are in the category of funds more th
an N$500,000.00
»WU0.00 per year. Therefore

for the organisations that are having | i
g g less than 5 student intern ;
= S, are reporting the hij
g the highest

percentage of probability of 20.87%.

Table: 4.25: Fundraising Strategies vs Funds raised N/A
V1309: Fundraising Through Electronic Media such as online fundrajsi
raising,

YouTube
Std. Err. z  P>z|  [95% Conf. Interval]

1.88 0.060 -.0025153 .1249884

Margin
Yes| .0612365 .0325271
No| .1396038 .0457362 3.05 0.002 0499624 2292451
AAPs (Average Adjusted Predictions):

V1309: are the variables while the margins are the ili
‘ probability and the
. purpose the
study will concrete on the variables and the margin.
The results give the AAPs for organisations that they fundrai
raise through Electroni,
onic
Media such as online fundraising, YouTube each category of the ordinal d d
ependent
variable (Funds raised). The results show that 6.12% of the times one would f;
‘ou ind
organisations that are making use of the electronic media, are reporting that the I
¢ y are the

cat
of the electronic media, are reporting that 13.96% of the times they are in the cate 1
gory of

egory of no funds applicable. However for the organisations that are not makj
(ng use

no funds applicable. Therefore for the organisations that are not making use of tl
S€ of the

electronic media, are reporting the highest percentage of probability of (13.96%-6 12%)
e 0= L L 0

=7.84%.

Table 4.26: Fundraising Strategies vs Funds raised <N$100,000.00
V1309: Fundraising Through Electronic Media such as online fundraisi
aising,

YouTube
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Margin  Std. Err.  z P>|z| [95% Conf. Interval]
0671095 2.08 0.037  .008186 .2712502
3.89  0.000  .1354406 .4099567

Yes| .1397181

No| .2726986 .0700309
The results give the AAPs for organisations that raise funds through Electronic M,
S ORnic edia

such as online fundraising, YouTube each categor i
y of the ordinal de i
pendent variable
(Funds raised). The results show that 13.97% of the tim
! es one would find organisatj
ganisations
that are making use of the electronic media, are reportin
\ g that they are in t}
g e category of
less than N$100,000.00 raised per year. However for the organisations that
g at are not
making use of the electronic media, are reporting that 27.26% of the times t}
S they are in
the category of less than N$100,000.00 raised per year. Therefore, for the organisati
1 ganisations

that are not making use of the electronic media, are reporting the highest percent
= rcentage of
probability of (27.26%- 13.97%) =13.29%.

Table 4.27: Fundraising Strategies vs Funds raised between N$100,000.00

N$500,000.00
V1309: Fundraising Through Electronic Media such as online fundraisi
raising,

YouTube
Margin Std. Err.  z  P>[z]  [95% Conlf. Interval]
ves| 1886254 0678523 278 0.005 0556374 3216134
No| 2291939 0641706 357 0.000 1034218 354966

The results give the AA Ps for organisations that they fundraise funds through Electronic
Media such as online Sfundraising, YouTube cach category of the ordinal dependent
variable (Funds raised). The results show that 18.86% of the times one would find
organisations that are making use of the electronic media are reporting that they are in
i At 688 funds raised between N$100,000.00 to N$500,000.00 per year, however

reanisations that are not making use of the electronic i
g 2 media, are reporti
) orting that

for the o
22.91% of the times are reporting that they are in the category of funds raised bet
) etween
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N$100,000.00 to N$500,000.00 per year. Therefore, for the organisations that are not

making use of the electronic media, are reporting the highest percentage of probability

of (22.91%-18.86%) =4.05%.

Table 4.28: Fundraising Strategies vs Funds raised >N$500,000.00
v1309: Fundraising Through Electronic Media such as online fundraising

YouTube
Margin  Std. Err. z P>z|  [95% Conf. Interval]
Yes| 61042 .1302769 4.69 0.000 .355082  .8657581
No| 3585037 0662017  5.42 0.000 .2287508 .4882566

The results give the AAPs for organisations that they fundraise funds through Electronic

Media such as online fundraising, YouTube each category of the ordinal dependent

variable (Funds raised). The results show that 61.04% of the times one would find
organisations that are making use of the electronic media are reporting that they are in

the category of funds more than N$500,000.00 per year. However, for the organisations
that are not making use of the electronic media, are reporting that 35.85% of the times

are reporting that they are in the category of funds more than N$500,000.00 per year.
Therefore, for the organisations that are making use of the electronic media, are

reporting the highest percentage of probability of (61.04%-35.85%) = 25.19%.

Table 4.29: Local donor’s agencies Vs Funds raised N/A
V1503: Margin Std. Err.  Z P>z  [95% Conf. Interval]

2167843 .083997 2.58 0.010 .0521531 .3814155

Yes |
No | 0914337 0319135 2.87 0.004 .0288844 .153983
AAPs (Average Adjusted Predictions):
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V1503: are the variables while the margi.
’ rgins are the probabilit
v and the pur,
‘pose the
study will concrete on the variables and the margin.
The results give the AAPs the Local d i
onor’s agencies: are th
: €y current maj
jor
donors/sponsors for the organisation each cate i
gory of the ordinal de i
pendent variable (F
unds
raised). The results show that 21.67% of the times o isati
' rganisations that are havi
ving the local
donor agencies that are the current maj
jor Sponsors, are reportin
5 g that they are the i
e in
category of no funds applicable. However for the organisati
ganisations that are no i
t having the
local donor agencies as their current major s
ponsors, are reportin
g that 9.14% of th
e
times they are in the category of no funds applicable. Th
. Therefore for the organisati
ganisations that

are having local donor agencies as their major current
Sponsors, are reporti .
2 ng the highest

percentage of probability of (21.67%-9.14%) =12.53%.

Table 4.30: Local donor’s agencies vs F unds raised <N$100,000.00
Std. Err. z P>z [95% Conf. InterVaI]

3.77 0.000  .148673 4702476
3.62 0.000 .0896832 .301168

V1503: Margin
Yes| .3094603 .0820359

No| .1954256 0539512
The results give the AAPs the Local donor’s agencies: are they
2 current major

donors/sponsors for the organisation each category of the ordinal dependent variabl
ariable (Funds

raised). The results show that 30.94% of the times the organisati
ganisations that are havi
aving the
local donor agencies as current major sponsors, are reporting that the
y are in the

category of less than N$100,000.00 raised per year. However for the organisati h
2anisations that

are not having local donor agencies as their current major sponsors, are r: i
> eporting that
19.54% of the times, they are in the category of less than N$100,000.00 raised
Lot sed per year.

lherefore, for the organisations that are having local d
onor agencies as thei 1
€Ir major
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current sponsor, are reporting the highest percentage of probability of (30.94%-19.54%)

=11.40%.

Table 4.31: Local donor’s agencies vs Funds raised between N$100,000.00 —

N$500,000.00
V1503: Margin  Std. Err.

1981912 .0622987 3.18 0.001 .0760881 .3202943
0579825 3.51 0.000 .0896738 .3169612

z P>z [95% Conf. Interval]

Yes|

No| .2033175
The results give the AAPs the Local donor’s agencies: are they current major

donors/sponsors for the organisation each category of the ordinal dependent variable (Funds
raised). The results show that 19.81% of the times the organisations that are having local
donor agencies are the as current major sponsors are reporting that they are in the
category of funds raised between N$100,000.00 to N$500,000.00 per year. However, for
the organisations that are not having the local donor agencies as their current major
sponsors, are reporting that 20.33% of the times, they are in the category of funds raised
between N$100,000.00 to N$500,000.00 per year. Therefore, for the organisations that

are not having local donor agencies as their major current sponsor, are reporting the

highest percentage of probability of (20.33%-19.81%) =0.52%.

Table 4.32: Local donor’s agencies vs Funds raised >N$500,000.00
Std. Err. z P>z [95% Conf. Interval]
3.50 0.000 .1214529 4296756
0.000 3776408 .6420056

1503: Margin
Yes| .2755642 .0786297

No| .5098232 0674412 7.56

The results give the AAPs the Local donor’s agencies: are they current major

donors/sponsors for the organisations each category of the ordinal dependent variable

(Funds raised). The results show that 27.55% of the times the organisations that are

having the local donor agencies are the as current major sponsors are reporting that they
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are in the category of funds more than N$500,0
,000.00 per year. H
. However, for the

organisations that are not having the local donor agencies as thei
Ir current maj
jor

sponsors, are reporting that 50.98% of the times, the i
, they are in the categor
y of funds more

than N$500,000.00 per year. Therefore, for the organisations that are not havi
aving local

donor agencies as their major current
sponsor, are reporting the hi
’ e highest perce
ntage of

probability of (50.98%-27.55%) =23.43%.

33: International donor’s agencies vs Funds raised N/A
Std. Err. z P>z  [95% Conf. Interval]

04628 248 0013 0238576 205272
0510919 2.61 0.009  .0333845 2336612

Table 4.
V1504: Margin

Yes| .1145648

No| 1 335229
AAPs (Average Adjusted Predictions):

V1504: are the variables while the margins are the probability and the
? purpose the

study will concrete on the variables and the margin.

give the AAPs the

anisations each category of the ordinal dependent variabl
iable

The results International don ;
or agencies: are th
: ey current major

donors/sponsors for the org

he results show that 11.45% of the times the organisations that
at are

(Funds raised). T

having the [nternational donor agencies as the current maj
jor sponsors, are reporti
’ porting that
f no funds applicable. However for the organisations that
are

they are in the category O
ernational donor agencies as their current m i

ajor sponsors :

, are reporting

not having the Int
he category of no funds applicable. Therefore, for

that 13.35% of the times they are int

the organisations that are not having International donor agencies :
as their major curre

nt

sponsor, are reporting the highest percentage of probability of (13.35%-11.45%) = 1.99

= g . 0)=1. /0.
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Tabl:,4.34: Internzftional donor’s agencies vs Funds raised <N$100,000.00
1504: Margin Std. Err. z P>|z| [95% Conf. Il’lter\.faI]

Yes| .2313483 .0626511 3.69 0.000 .1085544 .3541422

No| .2551646 .0802135 3.18 0.001 .097949 4123801

The results give the AAPs the Internati
national donor’s agencies:
: are they current maj
jor
donors/sponsors for the organisation each ¢
ategory of the ordinal de i
pendent variable (Fund
s
raised). The results show that 23.13% of i
; the times the organisati
ions that are havin
' g the
International donor agencies as the current major sponsors, are reporting that th
) ey are in
the category of less than N$100,000.00 rai
,000.00 raised per year. However ft
; or the organisation
s
that are not having the International donor a i i
gencies as their current maj
JOr SPONSors, are
reporting that 25.51% of the times they are in the
category of less than N$10
0,000.00
raised per year. Therefore, for the organisations that are not having International d
ional donor

agencies as their major current sponsors, they are reporting the highest percent £
entage o
probability of (25.51%-23.13%) = 2.38%.

Table 4.35: International donor’s agencies vs Funds raised between N$100,000.00

N$500,000.00
Std. Err. z: Pz [95% Conf. Interval]

V1504: Margin
Yes| .2190256 .0614715 3.56 0.000 0985436 .3395076

No| .2215562 .0629659 352 0.000 0981453  .3449671

The results give the AAPs the International donor’s agencies: are they current major
donors/sponsors for the organisation each category of the ordinal dependent variable (Funds
raised). The results show that 21.90% of the times the organisations that are having the
International donor agencies as the current major sponsors, are reporting that they are in

the category of funds raised between N$100,000.00 to N$500,000.00 per year. H
,U00. . However

for the organisations that are not having the International donor agencies as thei
eir current
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major sponsors, are reporting that 22.15% of the times the i
y are in the category of fu
nds
raised between N$100,000.00 to N$500,000.00
! ,000.00 per year. Therefore, for the oroanisati
! rganisations
that are not having International donor agencies as their major current spon h
Sors, they are

reporting the highest percentage of probability of (22.15%-21 90%) = 0.25%
s WM, 0.

Table 4.36: International donor’s agencies vs Funds raised >N$500.,000 00
Std. Err. z P>|z| [95% Conf, Int’erva.l]

.0784049  5.55 0.000 2813905  .588732
3.65 0.000 .1807503 5987624

V1504: Margin
Yes| .4350613

No| .3897563 . 1066377
The results give the AAPs the International donor’s agencies: are they
. current major

donors/sponsors for the organisations each category of the ordinal dependent variable
(Funds raised). The results show that 43.50% of the times the organisations that are
having the International donor agencies as the current major sponsors, are reporting that
they are in the category of funds more than N$500,000.00 per year. However for the
organisations that are not having the International donor agencies as their current major
sponsors, are reporting that 38.97% of the times they are in the category of funds more
than N$500,000.00 per year. Therefore, for the organisations that are having

International donor agencies as their major current sponsor, are reporting the high
’ e highest

percentage of probability of (43.50%-38.97%) = 4.53%.

Table 4.37: Charity Organisations vs Funds raised N/A
Std. Err.  z  P>[z|  [95% Conf. Interval]

0330744  2.85 0.004 0295241  .1591735
2.88 0.004 0505601 .2655719

V1701 | Margin
Yes| .0943488

No| .158066 .054851

AAPs (Average Adjusted Predictions):
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V1701: are the variables while the margins are the probability and the purpose the
study will concrete on the variables and the margin.

The results give the AAPs the organisations that have partnerships or joint projects with
other charity organisations each category of the ordinal dependent variable (Funds
raised). The results show that 9.43% of the times the organisations that are having
partnerships or joint projects with other charity organisations, are reporting that they are
in the category of no funds applicable. However for the organisations that are not having
partnerships or joint projects with other charity organisations, are reporting that 15.80%
of the times they are in the category of no funds applicable. Therefore, for the
organisations that are not having partnerships or joint projects with other charity

organisations, are reporting the highest percentage of probability of (15.80%-9.43%) =

6.37%.

Table 4.38: Charity Organisations vs Funds raised <N$100,000.00
V1701 | Margin Std. Err. Z Bl [95% Conf. Interval]

Yes| .1904775
2771649 .0708199  3.91 0.000 1383604  .4159694

0632335 301 0003 0665421 3144129

No |
The results give the AAPs the organisations have a partnerships or joint projects with

other charity organisations in each category of the ordinal dependent variable (Funds
raised). The results show that 19.04% of the times the organisations that are having
partnerships or joint projects with other charity organisations, are reporting that they are
in the category of less than N$100,000.00 raised per year. However for the organisations
that are not having partnerships or joint projects with other charity organisations, are
reporting that 27.71% of the times they are in the category of less than N$100,000.00
raised per year. Therefore, for the organisations that are not having partnerships or joint
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projects with other charity organisations, are reporting the highest percentage of
o

probability of (27.71%-19.04%) = 8.67%.

Table 4.39: Charity Organisations vs Funds raised between N$100,000.00 —

N$500,000.00
V1701 | Margin

Yes| .2136876
No| .2256766

Std. Err. z  P>z|  [95% Conf. Interval]

0615306 3.47 0.001 0930899 3342853

0630426  3.58 0.000 1021154 3492379

The results give the AAPs the organisations have a partnerships or joint projects with
other charity organisations in each category of the ordinal dependent variable (Funds
raised). The results show that 21.36% of the times the organisations that are having
partnerships or joint projects with other charity organisations, are reporting that they are
in the category of funds raised between N$100,000.00 to N$500,000.00 per year.
However for the organisations that are not having partnerships or joint projects with
other charity organisations, are reporting that 22.56% of the times they are in the
category of funds raised between N$100,000.00 to N$500,000.00 per year. Therefore,
for the organisations that are not having partnerships or joint projects with other charity

organisations, are reporting the highest percentage of probability of (22.56%-21.36%) =

1.2%,

Table 4.40: Charity Organisations vs Funds raised >N$500,000.00
V1701 | Margin Std. Err. z P>z [95% Conf. Interval]

Yes| .5014861

No| .3390925
The results give the AAPs the organisations have a partnerships or joint projects with

.0902189 5.56 0.000 3246604 .6783118
0759336 4.47 0.000  .1902653 .4879197

other charity organisations in each category of the ordinal dependent variable (Funds

raised). The results show that 50.14% of the times the organisations that are having
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partnerships or joint projects with other charity organisations are reporting that th
at they are
in the category of funds more than N$500,000.00 per year. How f
3 ever for the
organisations that are not having partnerships or joi i
Joint projects with othe i
r charity
organisations, are reporting that 33.90 % of the times the i
y are in the category of fu
nds
more than N$500,000.00 per year. Therefore, for the organisations that are h
re having

partnerships or joint projects with other charity organisati
lons, are reporting the hi
ighest

percentage of probability of (50.14%-33.90%) = 16.24%.

4.6 Conclusions
This section provides a brief summary of the study on factors influencing fundraisi
raising in

NPOs in Khomas Region. The study made use of sim
ple random samplin
g methodology
and the data were interpreted using ordered logit model. The variables assessed
essed such
as: Gender, Years of working experience, fundraising procedures, number of stud
s of student
interns, fundraising through electronic media, use of I
’ 5 ocal donor’s a i
gencies, use of
international donor’s agencies and partnership or joint project with other organisati
anisations

to determine the extent they have an influence on the level of funding for NPO
.

e The study results shows that 79.1% of the times males reporting that they have
raised more than N$500,000.00 compared to females with only 20.6% claiming
to have raised more than N$500,000.00. This shows that the NPOs that are
headed by males are able to raise more funds in comparisons to those that are
headed by female counter parts.

Furthermore the study shows that 69.32% of the times people that have worked
in the organisation from 6-10years are reporting that they have raised more than
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N$500,000.00 per year. On the other hand, for people that worked in the
organisation for less than 5 years, the results show that 34.8% raised more than
N$500,000 per year. However it must be noted that for people that stayed in the
organization for more than 11 years only 6.03% raised more than N$500,000.00
per year. This implies that the longer the times the persons stays in an
organisations, the lesser the funds they raised.

The results also show that 53.05% of the times one would find organisations that
have more than fifteen (15) staff members raised more funds above
N$500,000.00 per year compared to 22.75% of the organisations having less
than five (5) staff members. This shows that the higher the number of staff
members, the higher the funds the organisations could raise.

The study furthure shows 46.71% of the organisations that have fundraising
procedures in place, reported that they raised more than N$500,000.00 per year.
However 13.99% for the organisations with no fundraising procedure in place
were able to raise more than N$500,000.00 per year. It is imperative to state that
fundraising procedure are a necessity for an organisations to be able to raise
more funds.

The results shows that 40.78% of the times, organisations that have no student
interns reported that they are in the category of those having raised funds more
than N$500,000.00 per year. However organisations having less than five (5)
student interns, only 51.92% reported that they had raised more than
N$500,000.00 per year. Organisations that have more than 6 student interns,

only 29.37% reported that they raised more than N$500,000.00 per year.
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Therefore it is important for NPOs to take note and consider the number of

student interns for it has an influence on the level of fundings for NOPS.

The use of the electronic media as a fundraising strategy also has an influence
on the level of funding for NPOs. It was observed in this study that 61.04% of
the times organisations that are making use of the electronic medias are in the
category of those raising funds more than N$500,000.00 per year. This is
incomparison to 35.85% of the organisations not making use of the electronic
medias who were able to raise more than N$500,000.00 It is advisable that
NPOs consider the usage of electronic medias for fundraising purpose.

The results show that 27.55% of the times o organisations have local donor
agencies as their major sponsors are reporting that they were in the category of
raising more than N$500,000.00 per year. However, for the organisations that do
not have the local donor ageniesy as their major sponsors, only 50.98% reported
that they were in the category of raising more than N$500,000.00 per year. This
shows that local donor agencies contribute less to funding of NPOs.

Unlike the organisations that have local donor agencies as their major Sponsors,
vthe results show that 43.50% of the times organisations that have international
donor agencies as theirt major sponsors, are reporting that they were in the
category of those raising more than N$500,000.00 per year. However only
38.97% for the organisations without international donor agencies as their major

sponsors reported that they were in the category of those raising more than
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N$500,000.00 per year. It is recommendable that local NPOs consider
prioritizing international donor agencies for funding.

Moreover, the study shows that only 50.14% of the times that the organisations
having a partnership or joint project with other charity organisations are
reporting that they were in the category of those having raised more than
N$500,000.00 per year. However the organisations that have no partnerships or
joint projects with other charity organisations, only 33.90 % reported having
raised more than N$500,000.00 per year. It is important for NPOs to have

partnerships or joint projects with other organisations to help to raise more fund
S

and share costs.
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CHAPTER FIVE
CONCLUSIONS AND RECOMMENDATIONS

5.1. Introduction

This chapter gives a brief summary of the stud i
y, findings and recom :
mendations for the

tO

improve their funding and ensure their financia i 1
| sustainabilit Furt
Y. hermore, th
) € Study

also makes a few suggestions and recommendati
ations for NPOs to i
improve their level
of

funding and ensure financial sustainability.

5.2 Summary of the study and recommendations

The study focused on factors influencing the level of fundi
unding for NPOs in
Khomas

Region. A simple random sampling methodolog
y was used and the data w.
as analysed
using an ordered logistic regression rriodel which is wsed fo ¢ :
etermine funding level
s for

mas Region. The dependent variable (raised income) in the study is cod
y is coded

NPOs in Kho
in ordered intervals. The Probability > Chi-square 2=0.00
= 0.0014, therefore it mea
ns that

the model is significant. The ordered logit model is used when the depend
ent variable

f finite and discrete values that contain ordinal information such
such as the

takes a number O

raised income levels that are coded in ordinal intervals. Al i
. All the independent vari
p nt variable
d S

have been treated as categorical. The variables assessed such as: Gend
: Gender, Years
5 of
working experience, fundraising procedures, number of i
student inte
rns, fundraisi
ing
h electronic media, use of local donor’s agenci
cies, use of int i
ernational donor’
or’s

throug
p or joint project with other organisations to determine the ext
extent

agencies and partnershi

they have an influence on the level of funding for NPOs.
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The study find out that the NPOs that are headed by males are able to raise more funds
in comparisons to those that are headed by female counter parts. Furthermore the study
shows that in terms of percentages, for people that stayed in the organization for more
than 11 years only 6.03% of the time could raise more than N$500,000.00 per year,
compare to 69.32% of the time, for people that stays in the organization between 6 to 10

years that raise more N$500,000.00 per year. This implies that the longer the times the

persons stays in an organisations, the lesser the funds they raised.

The study further states that the number of employees plays a big role as far as
fundraising are concern. The higher the number of staff members, the higher the funds
the organisations could raise. The study found that organisations that have fundraising
procedures in place were able to raise more funds. It is thus imperative to state that

fundraising procedure are a necessity for an organisations to be able to raise more

funds.

Other equally important factor that should be taken in to consideration is in terms of
fundraising is student interns, because the number of student interns influences the level
of funding for NPOs. It is therefore important for NPOs to take note and consider the

number of student interns for it has an influence on the level of funding for NOPS.

Another factor that has influence on the level of funding for NPOs is the use of the
electronic media. It was observed in this study that 61.04% of the times NPOs that are
making use of the electronic Medias are in the category of those raising more funds. It

is therefore advisable that NPOs consider the usage of electronic Medias for fundraising

purposes.
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The study shows that local donor agencies contribute less to funding of NPO i
the NPOs that have local donor agencies as their major sponsors, the results 1 e
43.50% of the times NPOss that have international donor agencies as th:' 7 tflat
sponsors, are reporting that they were in the category of those Tl (‘)Z m:JOr
N$500,000.00 per year. It is recommendable that local NPOs consider pri e.:.t.an
international donor agencies for funding. it
Moreover, the study shows that only 50.14% of the times that the NPOss having
partnership or joint project with other charity organisations are reporting that they w :
i ere
in the category of those having raised more than N$500,000.00 per year. It is import
; ant
for NPOs to have partnerships or joint projects with other organisations to help to rai
raise
more funds and share costs. The study found that there has been increase in the numbe
rs
of NPOs worldwide of which Khomas Region is not an exemption. Nonetheless th
e

study shows that some NPOs in Khomas Regi
gion were able to survive
the current
global

financial crisis that caused a decline in the funding for NPOs

Lastly, based on the findings of the study and the literature, it was recommended
: ended that:

NPOs should consider issuing donation certi
ertificates of a iati
ppreciation to don
ors,
development partners and sponsors as this moti
otivates them to conti i
ontinue giving, i
g ,in
the long-term;
Due diligence and critical considerations sh
ould be undertak -
en from time to ti
time
by all NPOs to ensure that their systems
and operations w in Ii
ere in line with
relevant legislation;
NPOs should partake in research to pursue n -
ew funding level
s and fundraisin
g
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e NPOs should appoint competent managers and hire qualified consultants j
in

fundraising, business and marketing.

5.3 Recommendations for Future Studies

This study was limited to NPOs in the Khomas Region only. It is theref
: ore
recommended that future research should be conducted to reflect the overall view of
0

factors influencing level of funding for NPOs across the whole of Namibia. Fut
. ure

studies should use a larger population and larger samples to allow for generalisation of

the study.

5. 4 Conclusions

The finding of the study shows that it is important for NPOs to have fundraising
strategies to improve their level of funding. The empirical evidence from this study
uncovered unique aspects of fundraising strategies and levels of funding for the NPOs
that have been supported in other studies. The study also uncovered the need for further
research into fundraising strategies and the level of funding to be conducted in order to

reflect the overall view of NPOs fundraising strategies and methodologies across the

whole country in general.

Furthermore, the study noted that hiring of a qualified consultant in fundraising, issuing
donation certificates to donor(s) and recognising and acknowledging the donors has an
influence on the level of funding for NPOs. Furthermore, continued research on factors
influencing the level of funding, and testing of theories will be of great benefit to any

NPOs worldwide. The study revealed that are many NPOs that are struggling as a result
of the current global financial crisis.
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7. APPENDICES

Topic: An analysis of factors influencing the level of funding for Non. p fi
- Profit

Organisations (NPOs) of the Khomas Region

® Objective: This questionnaire is a snapshot aimed at collecting data from at |
east

40 persons dealing with fundraising strategies for each NPOs in Khomas regi
ion.

Information provided by the respondents will be treated confidentially and wiy only b
. ly be

used for the purpose of this research only. The questionnaire has only 26 questions,

NPOs unique Identification code number: 2019/000
Please put a cross in the appropriate box (s).

V101. Gender (Please Tick)
F Gender lCode lTick 7

S

I L

V201. Tick the years that you have been working for the organisation? (Please Tick)

/Wo of years j Code } Tick 7

f<5years [ I [
7
7

F6—10years (2

|
F 10 years [ 3 ]
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Vv300. Indicate the number of staff and board mem

(Please Tick)

V301 Staff | Code | Tick | V302 Board members | Code | Tick
members

PR G
None 1 None 1
< 5 Staff | 2 <5 Board members 5
members
6-15 Staff | 3 6-15 Board members 3
members

P e R
> 15 Staff | 4 >15 Board Members 4
members

(av i eSS A

V40

bers that your organisation has?

(Please Tick)

V500. Indicate

V401 Policies

|l Lienee
Yes

| Lsgaiee
No

I e
V402 Procedures

bR ST
Yes

WA RN

No
I

AT

[
V501
sending

Sponsors

[t B

0. Does your organisation has fundraising

Code

what policies or procedures your organis

Policies and procedures for

letters

Tick

to donors/

Tick

policies or procedures in place?

ation has in place? (Please Tick)

Policies

Procedures | N/A

Code |1
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V502

V503

V504

V505

V506

V507

V508

V509

V5010
ket
V5011

g
V5012

Policies and procedures for

receiving and giving money

Policies and procedures for
accepting and giving-in-kind

donations

Policies and procedure for

acknowledging and recording

money

Policies and procedures for

pledges and donations received

Policies and procedure for

maintaining database accuracy

Policies and procedures for the

restricted and unrestricted

income

Policies and procedures for

establishing endowments

account

Policies and procedures for

conducting  new events /
activities
Policies and Procedures for the

local and international donors

Policies and procedures for

recognition of the donors

Others (please specify):
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V600. Do you have volunteers or student interns in your organisation? (Please Tick)
- ic

V601 Volunteers Code Tick
Yes 1

(F S e SR
No 2

N Dy SRS
V602 Student interns Code Tick

R D B
Yes 1

(AT st WS S S
No 2

i T S S el

cate how many volunteers or student an intern does yo
ur

V700. If yes, indi
s? (Please Tick)
Code | Tick | V702 student interns Code | Tick

organisation ha
v701

volunteers

VIR
No 1 No student interns 1

volunteers

PR
< 8D < 5 student interns 2

volunteers

L’//
> 6|3 > 6 student interns 3

volunteers
SRS

e

s

v800. Which of the following plan does your organisation have in a place? (Plea
! se

Tick)
//'_f
Number | Plan Code Yes | No
| - L
V801 Business Plan 1

//
V802 Strategic Plan 2

Management Plan

(P SR
V803
/ .
V3804 Action Plan
on L
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V900. Indicate

Number

V901
___/

V902
ESATRCTE

V903

V904

V100. What is your €X
Number Experiences Code | Rating Please
scale Tick
V1001 N/A 1 0
V1002 Poor experience 2 1
V1003 Bad experience 3 5
V1004 ~Neither good nor bad 4 3
V1005 good experience 5 4

V1100 Does your organisati
strategies? (Please Tick)

Plan and Budget

the amount your organisation raises / donations received per year?

Amount

Code

V901(a)A
mount

raised

V901 (b)
Donation

Received

N/A

<N$ 100,000.00

e
N$ 100,000.00 — N$ 400,000.00

>N$ 500,000.00

perience with fundraising in your organisatio

n? (Please Tick)

Code | Tick
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V12. Does

strategy
Yes

No

Vv1300. Which o
funds? (Please Tick)

e

AR B
V1301

| St
V1302

| S
V1303

| e
V1304

BEEE 1 R
V1305

BREETEEE
V1306

[ e
V1307

e ALE
V1308

e Do )
V1309

S 4
V13010

|l
V13011

ol
V13012

| L =5
V13013

L b e
V13014

Fundraising
]
1

i b St
2

Code | Tick

e, e |

ez

e

f the fundraising strategies does your organisation use to rai
ise

your organisation have a fundraising strategy in place? (Please Tick)
; ic

Fundraising Strategies

Yes

No

Code

Sales

Events Fundraising

Direct solicitation

Rentals

Pledges

Face to face fundraising

Peer to peer fundraising

Fundraising in Schools
Fundraising Through Electro

Online fundraising, YouTube

nic Media such as

House to House Collections

Fundraising from Grant Making Trusts

Payment of fundraiser on a commission basis

Telephone fundraising

Hiring of qualiﬁed consultant in fundraising
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V13015 Interest received from the banks

uccessful at your Organisation?

your fundraising strategy have been s

V1400. Has

Successful fundraising Strategy Code | Tick
Yes 1

No 2

MR e 0 o et R,

nsors for your organisation? (Please Tick)
Yes No

V1500. Who are your current major donors/spo

e N
Number | Donors

Code |1 2

/ . .
V1501 Individuals

/ .
V1502 Businesses

[
V1503 local donor agency
ternational donor agency

(R
V1504 In

[
V1505 Government

V1600. Are you aware of any other NPOs that provide similar services like y
our

organisation? (Plea
V1601. Local NPOs

g U

No

.International NPOs | Code Tick

se Tick)

Code | Tick

V1602

T O
2

No

SR AN




V1700. Does your organisation has i joi ect w
partnershlp or joint proj i
ject with charity or oth
er

Organisations‘? (Please Tick)

V1701. Charity Organisations Code
Tick
YCS 1
No )
V1702. Private or Public Institutions Code
Yes 1
No 2
v1800. Does your organisation has a database for potential donors / s P
on
(Please Tick) e
Potential Code | Tick
donors
Yes 1
//___,,_
No 2
/,,,.__,_._

Vv1900. Does your organisation issue donation certificate to your donor / sponsor(s)?
nsor(s)?

(Please Tick)

Donation certificate ’C—oie’ Tick
Yes ’14"‘

No T—_/
/,/__.——-—/
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V2000. Does your organisation do a benchmark with other local or jnte

: : rnational
that are well established in terms of revenue? A

LVZOOI. Benchmark: Local NPOs , Code | Tick
Bes / 1
LNO / 2
LVZOOZ. Benchmark: international / Code | Tick

- i
B\Io I 2

V2100. Are there any legal requirements or certain conditions that should b

o € met

before an Organisation secure funds from donor / sponsor (8)? (Please Tick) s
l Legal Requirements / Code / Ticq
Yes / 1 / 7
[NO / 2 / ]

V2200. If the answer is yes, please indicate them
[ / Yes

lNa

/ Legal Requirements

Audited Financial Statement

/fV2201
i

Fzzoz Good standing certificates: Inland Revenue and
S8C

[72203 / Deed of Trust/ Registration certificate
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duals for donation / sponsor (s)?

v2300. What are the best ways to approach indivi

Code
——
Yes
P 7.
N
g 3
Yes No

—
Individuals Approach

—
V2301 Social media

'—_’/ .
12302 | By selling products to individuals

By Writing letter requesting for sponsors

-
V2303

R

rganisation compete with other competitors. If yes how?

v2400. Does your ©

R
Code
[
Yes F
No 2
Yes No

/ o . .
Competition Strategies

—— - -
v2401 | BY being Internationally recognized

IESS—
V2402 Technology approach

nga qualified consultancy in fundraising

/ . .
12403 | BY Hirl

oviding @ unique product

[ .
V2404 by Pr

[
v2500. What are the other fundraising strategies used by your RO —
i e rder
to raise more funds?
B
Code
i
Yes ;
No 2
/ . %
fundraising strategies Sl
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V2501 Proposal and Grand writing /

V2502

F/2503

V2600. Has your Organisation initiated new fundraising strategies to cope with th
e

Fun Day /

Consultancy work /

current economic crisis and limited funding?

I YeSI Noj

I New Fundraising Strategies ] ' 7

V2700. Indicate if there are factors that you think led to the decreased level of funding

in your organisation?

F
r !Yes II ’
it ey
% |

’ Decreased factor l Yos o

V2701 The country being up grated as an upper middle
income ‘]
[7/2702 / Economic catastrophe (crisis) I I —]
F/zm More NPOs registered ’ ) 1

Appendix 2: Results of the ordered logistic regression
. ologit V90la i.101 i.V20la i.V30la i.V402 i.V702a i.V1309 i.V1503 i.V1504

i.V1701, or

[teration 0: log likelihood = -52.345697
Iteration 1: log likelihood = -38.390898
Iteration 2: log likelihood = -37.166467
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log likelihood = -37.14387
g likelihood = -37. 143821
ikelihood = -37.143821

[teration 3:
[teration 4: 1o

Iteration 5: log]

Ordered logistic regression Number of obs = 40
PseudoR2 = 0.2904

Log likelihood = -37.143821

rdered logistic regression

Appendix 3: Results of the o

. ologit V90la i.v101 i.v20la . V30la i.V402 i.V702a i.V1309 i.V1503 i.V1504
i.V1701, or

Iteration 0: 10g likelihood = -52.345697

[teration 1: log likelihood = -38.390898

[teration 2: 10g likelihood = -37.166467

Iteration 3: 10g likelihood = -37.14387

g likelihood = -37- 143821

[teration 4: lo
ikelihood = -37.143821

[teration 5: 108 |

Ordered logistic regression Number of obs = 40
LR chi2 (11) = 30.40
Prob>chi2 = 0.0014
Log likelihood = -37.143821 PseudoR2 = 0.2904
Appendix 4: Results of the ordered logistic regression
v90la| Odds Ratio Std. Err. Z P>jz| [95% Conf. Interval]
_____________ +----_---—----—------—-------—--------
V101 |
Male | 204.1422 324.0192 3.35 0.001 9.096751 4581.202
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V201a |
16.05288 1662568 2.68 0.007 210850 122.2157

2|

3 0275775 0428854 231 0021 0013088 5810973
4.V301a |

: 1025367  11.59576 206 0.040 1.117544 94.07925
V402 |

No| 0517308  .0799854 -1.92  0.055  002498> 1.071184
V702a |

2| 2258466 2.110172  0.87 0383 3618289 14.09691
4035843 -091 0364 0569912 2863775

3| .4039221
V1309 |
No| .1844577 .1915988 -1.63 0.104 0240847 1.412707
V1503 |
No| 6.033847 5.4615 1.99 0.047 1.02361 35.56757
V1504 |
No| .7295176 .6964172 -0.33 0.741 1123197 4.738226
V1701 |
No| .3282213 .2663479 -1.37 0.170 0669 1.610302
+ e e o s
Appendix 5: Sub Section of the tablet
/eutl | -.5042462 1.830924 -4.092792 3.084299
fout2 | 1833903 - 1.7596 -1.514849 5.382656
1.83146 -.119905 7.059286

fout3|  3.46969

T+

Appendix 6: Variables Lists

V90la:

Amount organisation rises

V101: Gender

V201]a:

Years of working experience
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V30la: Number of staff members

V402: Fundraising procedures

V702a: Number of student interns

V1309: Fundraising through electronic media

V1503: Local donor’s agency

V1504: International donor’s agency

V1701: Partnership or joint project with other Organisations

Appendix 7: Amount raised per year
1. Indicate the amount your organisation raises / donations received
per

year? (V901a)

Variables | Amount raised per year Code | Amount

raised

Vo0l N/A

V902 <N$ 100,000.00 3

V903 N$ 100,000.00 — N$ 500,000.00 3

V904 >N$ 500,000.00 4

Appendix 8: Gender
2. Gender (Please Tick) v101

Variable

b it bl o
V101 Gender Code Tick

b D
Female 1

e o
Male D
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Appendix 9: Working experience
3. Tick the years that you have been working for the organisation? (Please Tj k)
‘ c

L Variables

L V201 / Working experience
L , <5 years

L I 6 — 10 years

L , > 11 Years

Appendix 10: Staff members
4. Indicate the number of staff and board members that your organisation has?
as?

(Please Tick)

LVariables I ] /

V301 Staff members Code

Tick

—— ]
]

None ' I
|

L I < 5 Staff members 2 :/I
[ 6-15 Staff members | 3
, > 15 Staff members ) 4 ;]

Appendix 11: Procedures
5. V400. Does your organisation have fundraising policies and procedures in place?

(Please Tick)

Ffariable { 1
F V402 Procedures } Code Tlc
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Yes 1

No 2

Appendix 12: Student interns
6. If yes, indicate how many volunteers or student interns do you work with?

(Please Tick)

Variables
V702 student interns Code | Tick
No student interns 1
< 5 student interns 2
> 6 student interns 3

Appendix 13: Fundraising Strategies
7. Which of the fundraising strategies do your organisations use to raise funds?

(Please Tick)
Variable | Fundraising Strategies Y [\
es | No
Code 1 2
V1309 Fundraising Through Electronic Media such
as Online fundraising, YouTube
—_—

Appendix 14: Local and internal donor agencies
8. Who are your current major donors/sponsors for your organisation? (Please

Tick)
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Variables Donors
Yes No

Code | 1 2

V1503 Local donor’s agency

V1504 International donor’s agency

Appendix 15: Partnership or joint project with another charity work
9. Does your organisation have a partnership or joint project with another charit
rity

work or Organisations? (Please Tick)

Variable
V1701 Charity Organisations Code | Tick
Yes 1
No 2

Appendix 16: Results of the ordered logistic regression |
1. V101 | Margin Std. Err. z P>z [95% Conf. Interval]

3280875 0827253 3.97 0.000 .165949  .490226
0224812 .0180607 1.24 0.213  -.0129172 .0578796

Female |

Male |

2.V101 |

Female | 2854049
el GhSO01S 00040 284 GO0S . 020652 14517l

0810162 3.52 0.000  .126616 4441937

3.V101 |
somalel 1801163, Ds36927 335 OO 0748806 285352
Male| 0999274 0369065 271 0.007 0275919 .1722629
4. V101 |
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Female| 2063914 .0494159 4.18 0.000  .1095379 3032443
Male| .7916895 0565618 14.00 0.000 6808304 9025486

Appendix 17: Results of the ordered logistic regression
Margins i.V101 i.V201a i.V301a i.V402 i.V702a i.V1309 i.V1503 i.v1504 i.V1701

predict (outcome (1))
Predictive margins Number of obs = 40
Model VCE : OIM

Expression : Pr(V901a==1), predict(outcome(1))

: Pr(V901a==2), predict(outcome(2))

Expression
Expression : Pr(V901a==3), predict(outcome(3))
Expression : Pr(V901a==4), predict(outcome(4))

Appendix 18: Predictive margins (outcome (1))
. Margins i.V101 i.V201a i.V301a i.V402 i.V702a i.V1309 i.vV1503 i.V1504 i.v1701

predict (outcome (1))

Predictive margins Number of obs = 40
Model VCE : OIM
Expression : Pr(v901a==1), predict(outcome(1))
Appendix 19: Margin
| Delta-method
Margin  Std. Err. z P>|z| [95% Conf. Interval)

—+.

124



1. V101 |

Female| .3280875
Male | .0224812
2.V201a |
1| 1741459
24 .0208047
3] 6064718
3.V301a |
24 270611
4]  .1069983
4. V402 |
Yes | Q017125
No| .3957184
5.V702a |
1] 1428262
2| .1014843
3] 210936
6. V1309 |
Yes| 00612365
No| .1396038
7. V1503 |
Yes| 2167843
No| .0914337
8. V1504 |
Yes| .1145648
No | @ 1335229

.0827253
.0180607

.0745524
.0183756
1644142

1042752
.030684

.0380151
.1944531

0510776
.0325408
.0853457

.0325271
0457362

.083997
0319135

.04628
.0510919

3.9
1.24

2.34
1.13
3.69

2.60
3.49

2.68
2.04

2.80
3. 12
2.47

1.88
3.05 0

2.58
287 0

248 0
2.61

125

0.000
0.213

0.019
0.258
0.000

0.009
0.000

0.007
0.042

0.005
0.002
0.013

0.060

.002

0.010
.004

013

0.009

165949 490226
-0129172  .0578796
0280259 3202658
-0152108 .0568202
2842259 9287178
0662354 4749865
0468587 1671379
0272041 1762208
0145975 7768394
0427159 2429365
0377056 165263
0436615 .3782105
-0025153 1249884
0499624 2292451
0521531 3814155
0288844 153983
0238576 205272
0333845 2336612



9. V1701 |
Yes| .0943488 .0330744 2.85 0.004 0295241 1591735
No| .158066 .054851 2.88 0.004 .0505601 .2655719

Appendix 20: Predictive margins (outcome (2))
. Margins i.V101 i.V201a i.V301a i.V402 i.V702a i.V1309 i.V1503 i.V1504 i.vV1701
predict (outcome (2)) d

Predictive margins Number of obs = 40
Model VCE :OIM
Expression  : Pr(v901a==2), predict(outcome(2))

Delta-method

| Margin Std. Err. Z P>|z] [95% Conf. Interval]
3

. V101
Female| .2854049 .0810162 3.52  0.000 126616 4441937
Male| .0859019 .0302402 2.84 0.005 0266322 .1451716
2.V201a |

1] 2886457 .0772196  3.74  0.000 1372981 4399933

2N 1221416 0534972 228  0.022  .017289 2269942

3 2462257 .1053825  2.34 0.019 0396798 4527716
2.V301a |

2| 3101583  .0774943 4.00 0.000 .1582722 4620443
4| 1747579  .0537247 3.25 0.001 0694593 2800564
2.V402 |
Yes | 22641 0555484  4.08 0.000 1175371 335283
No| .3199674 .100545 3.18 0.001 1229028 5170321
2.V702a |
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1| 2406112 .0671016 3.59 0.000 .1090944 372128
2| 1821705 0612789 297 0.003 .0620661 3022749
3| 2953358  .0789616 3.74 0.000 .1405739 4500978
2. V1309 |
Yes| .1397181 .0671095 2.08 0.037 .008186 2712502
No| 2726986 .0700309 3.89 0.000 .1354406 4099567
2. V1503 |
Yes| .3094603 .0820359 3.77 0.000  .148673 4702476
No| .1954256 .0539512 3.62 0.000  .0896832 301168
2. V1504 |
Yes| 2313483 0626511 3.69 0.000 .1085544 3541427
No| .2551646 .0802135 3.18 0.001  .097949 4123801
2.V1701 |

Yes| .1904775 .0632335 3.01 0.003 0665421 3144129

No| .2771649 .0708199 3.91 0.000 1383604 4159694

Appendix 21: Predictive margins (outcome (3))
- Margins i.V101 i.V201la i.v30la i.V402 i.v702a i.V1309 i.V1503 i.V1

504 1.V1701,
predict (outcome (3))

Predictive margins Number of obs = 40

Model VCE :OIM

Expression  : Pr(v901a==3), predict(outcome(3))

Delta-method

Margin  Std. Err. z P>|z] [95% Contf, Interval)

e A e
3.V101 |
Female | 1801163 .0536927 3.35 0.001 0748806

285352
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Male |
3.V201a |
1| .1891673
2]  .1638426
3] .0869346
3.V301a|]
2| .1916643
4| .1876558
3. V402 |
Yes| .204766
No| .1443258
3.V 702a|
| 2087433
2| .1970721
3 .1999932
3.V1309 |
Yes | .1886254
No| -2291939
3.V 1503 |
Yes | 1981912
No | 2033175
3. V1504 |
Yes| 2190256
No| -2215562
3.v1701 |
yes| .2136876
No| -2256766

0999274 .0369065

0581114
.0550999
0481325

0651547

.0588486

0586666
0799165

0595564

0591267
.059301

0678523
0641706

0622987
0579825

0614715
0629659

0615306
0630426

2.71

0.001
0.003
0.071

3.26
2.97
1.81

0.003
0.001

2.94
3.19

0.000
0.071

3.49
1.81
3.50 0.000
0.001
0.001

3.33
3.37

0.000
3.52  0.000

3.47 0.001

3.58 0.000
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0.007

0275919  .1722629
075271  .3030636
0558487  .2718365
-.0074034 .1812727
0639635 3193651
0723147 .3029969
.0897816  .3197505
-.0123077 .3009592
0920148 .3254718
.0811859 .3129583
0837654 .316221
0556374 3216134
1034218 354966
0760881 .3202943
0896738 3169612
0985436 .3395076
0981453 .3449671
0930899  .3342853
1021154 3492379



Appendix 22: Predictive margins (outcome (4))
. Margins i.V101 i.V20la i.V30la i.V402 i.V702a i.V1309 i.V1503 i.V1504 i.V1701

predict (outcome (4))

Predictive margins

Number of obs =

40
Model VCE :OIM
Expression  : Pr(v90la==4), predict(outcome(4))
| Delta-method
Margin  Std. Err. z P>|z| [95% Conf. Interval]
_____________ ommmmmmemmmm e
4. V101 |
Female | 2063914  .0494159 4.18  0.000 1095379 .3032448
Male | 7916895 .0565618  14.00  0.000 6808304 .9025486
4.V201a |
1] 3480412 .0619663  5.62  0.000 2265896 4694928
2| 6932111 .0864381 8.02  0.000 D237955 8626266
3 0603678 .0473819 1.27  0.203 -.0324989  .1532346
4.V301a|
2] 2275665 0727169  3.13 0.002 .085044 .3700889
4| 5305881 .0768389  6.91 0.000 3799865 .6811896
4. V402 |
Yes | 4671115 .0600131  7.78 0.000 349488 .5847349
No | 1399884  .0852548  1.64 0.101 -.0271081 .3070848
4.V702a |
|| 4078193 0831454 490  0.000 2448572 5707813
5192731 .0924129 5.62  0.000 3381473 .700399

2
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1191283 4683416

3] 2937349  .0890867 3.30  0.001
4. V1309 |
Yes | 61042 1302769 4.69  0.000 355082 8657581
No | 3585037 .0662017 5.42  0.000 2287508  .4882566
4. V1503 |
Yes| 2755642 .0786297 3.50  0.000 1214529 4296756
No| .5098232 .0674412 7.56  0.000 3776408  .6420056
4.V1504 | Margin  Std. Err. z P>|z| [95% Conf. Interval]
Yes| 4350613 0784049 5.55 0.000 2813905  .588732
No| .3897563 1066377 3.65  0.000 1807503  .5987624
4. V1701 |
Yes| .5014861 0902189 5.56  0.000 3246604 6783118
No| .3390925 0759336  4.47 0.000 1902653 4879197
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Appendix 23: Research Permission letter

NAMIBIA BUSINESS SCHOOL
UNIVERSITY OF NAMIBIA

19™ June 2019

TO WHOM IT MAY CONCERN

Re: MBA FINANCE STUDENT — MS LUISE NDATEELELA SHADUKA — STUDENT NO:

201101680

As part of our Master of Business Administration Programme, students are expected to
submit a research report after completion of their course-work. They need to explore in
detail, some concepts and issues pertaining management strategy. To do that effectively,

they need to conduct interviews and obtain practical examples.

Ms. Shaduka has chosen your organisation to approach for information. It is against this
background that I wish to kindly request you to assist Ms. Shaduka with the information
she requires. Accept our assurance that the data will be used for academic purposes
f the completed document will be available at the Namibia Business

only. A copy O

School for perusal.
tors influencing the level of fundraising for NPOs of the Khomas Region

Her research synopsis indicates that her topic touches on “An

analysis of fac

in Namibia .

Your kind assistance is highly appreciated.

yours sincerely
/AVXLSL/
pr. Greenfield Mwakipesile

Head of Research

Namibia Business School
University of Namibia

Tel: +246 61 413 500

Fax: +246 61 413 512

Email: mwakipg@nbs.edu.na ; mwakipg@unam.na
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Appendix 24: Research permission to BIPA

13" March 2018

Business and Intellectual Property Authority (BIPA)
188 Sam Nujoma Drive

PO Box 185
Windhoek

Attention: Ms. A. Husselmann

cc. Mr. Lazarus Tembo

Re: MBA STUDENT — MS LUISE NDATEELELA SHADUKA — STUDENT NO: 201101680

Master of Business Administration Programme, students are expected to

As part of our
submit a research report after completion of their course-work. They need to explore in
detail, some concepts and issues pertaining management strategy. To do that effectively,
they need to conduct interviews and obtain practical examples.

Ms. Shaduka has chosen your organisation to approach for information. It is against this
background that | wish to kindly request you to assist Ms. Shaduka with the information

she requires. Accept out
y of the completed document will be available at the Namibia Business

assurance that the data will be used for academic purposes

only. A cop

School for perusal.
actors influencing the level of fundraising for NPOs of the Khomas Regior
. d? ‘C‘ on

Her research synopsis indicates that her topic touches on “An

analysis of f

in Namibia ™.

vour kind assistance is highly appreciated.

Yours sincerely " \
@—{/—ff—)\\ "
pr. Greenfreld Mwakipbsf‘jz‘ﬂk

Head of Research

Namibia Business School

University of Namibia

Tel: +246 61 413 500 Fax: +246 61 413 512

Email: mwakipg@nbs.edu.na ; mwakipg@unam.na
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Appendix 25: Language and Copy-Editing Certificate

The Rev. Dr. Greenfield Mwakipesile

ThD. MBA. HBS | mwakipg@outlook.com

CONTACT
Libceac i o B s e el

PO Box 99539,
UNAM,
Namibia

S’

greenfield. mwakipesile

LANGUAGE & COPY-EDITING CERTIFICATE
Lty il B B G SR e e T s S (G i i S S T L S

22" December 2019

RE: LANGUAGE, COPYEDITING AND PROOFREADING OF LUISE NDATEELELA
SHADUKA’s THESIS FOR THE MASTER OF BUSINESS ADMINISTRATION DEGREE OF
THE NAMIBIA BUSINESS SCHOOL OF THE UNIVERSITY OF NAMIBIA

This certificate serves to confirm that I copyedited and proofread LUISE
NDATEELELA SHADUKA'’s Thesis for the MASTER OF BUSINESS ADMINISTRATION
DEGREE entitled: AN ANALYSIS OF FACTORS INFLUENCING THE LEVEL OF
FUNDRAISING FOR NON-PROFIT ORGANISATIONS OF THE KHOMAS REGION OF
NAMIBIA

I declare that I professionally copyedited and proofread the thesis and

removed mistakes and errors in spelling, grammar, and punctuation. In
some cases, | improved sentence construction without changing the

content provided by the student. I also removed some typographical
errors from the thesis and formatted the thesis so that it complies with the

University of Namibia’s guidelines.

I am a trained language and copy editor and have edited many
Postgraduate Diploma, Masters’ Thesis, Dissertations and Doctoral
Dissertations for students studying with universities in Namibia,
Zimbabwe, Eswatini, South Africa and abroad. I have also copy-edited
company documents for companies in the region and abroad.

Please feel free to contact me should the need arise.

Yours Sincerely,

The Rev. Dr. Greenfield Mwakipesile

© ©

@mwakipg +264813901701 Dr. Greenfield
Mwakipesile
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