Revenue Diversification: Two Paths, Two Outcomes

Case Study A: Steady Steps Toward Stability
Organization: BrightPath Youth Services
Mission: After‑school and mentoring programs for rural middle‑school students
Primary Risk: 60% of revenue tied to a single federal grant
What Happened
There was a lot of uncertainty around the cancelation of federal grants. Rather than reacting to potential grant loss with urgency and panic, BrightPath’s leadership chose to slow down. Staff and board mapped their full revenue picture and asked not “What can we fundraise?” but “Where is our risk concentrated?”
They realized that:
· Most major funding was outside their control
· Staff already had valuable training expertise
· Small, flexible revenue streams could reduce pressure without mission drift
What They Tried
· A modest, fee‑based training for schools using existing curriculum
· A monthly giving program focused on current donors, not new events
Both pilots were intentionally limited and regularly reviewed.
Results
· No single revenue source exceeded 40%
· Staff anxiety decreased
· Leadership gained more planning flexibility
Key Theme: Diversification as risk management, not hustle.


Case Study B: Busy, Broke, and Burned Out
Organization: Community Roots Housing Alliance
Mission: Housing stabilization and tenant advocacy
Primary Risk: Heavy reliance on contracts and one major event
What Happened
When a contract was delayed, leadership declared diversification an emergency. Staff were asked to generate revenue ideas quickly—without a shared framework for evaluating them.
Ideas multiplied faster than capacity.
What They Tried
· A consulting arm with unclear pricing
· More grant applications
· Two additional fundraising events
Every idea moved forward. Few were assessed for fit or sustainability.
Results
· Short‑term revenue increased—but unpredictably
· Staff burnout rose sharply
· Programs suffered
· Most new efforts were abandoned within 18 months
Key Theme: Diversification as addition, not strategy.


