FOCUS ON FUNDRAISING

Join us for this exciting new series of webinars!   

Convenient – High Quality – Affordable

To register, click this very long link:

https://dnbweb1.blackbaud.com/OPXDONATE/donate.asp?cguid=D7AFB222%2DED1F%2D48E5%2D84C7%2DA44AF995DA19&dpid=17543
Partners:  

AFP Brandywine Chapter

Chester County Community Foundation 

Greater Brandywine Cultural Alliance

West Chester University Foundation

Location:

WCU Graduate Business Center, 1160 McDermott Drive, West Chester

Cost:  $25/AFP Brandywine member or GBCA member; $35/non-member
Cost if you register by July 23 for the whole year series of 12 sessions:  $200 (that’s $17/session; no refunds, but you can send a replacement if you  miss a session)
Time:  

12:00
Registration, networking, bring your own lunch
12:15
Webinar begins, Q&A

 2:15
Depart

Thurs., July 23, 2009:  Guerilla Tactics: Motivating Your Board and CEO to Raise More Money with Paula K. Parrish

August:  Summer break - No program

Wed., Sept 16, 2009:  Blueprint for Fundraising Success in Any Economy:  Creating a Sustainable, Comprehensive Development Model with Kent Dove

Wed., Oct. 21, 2009:  Advanced Annual Giving Techniques: Taking Your Program to the Next Level with Kathleen E. Pavelka
Wed., Nov 18, 2009:  Developing Major Gift Donors Who Deliver with Laura Fredericks

Wed., Dec 9, 2009:  Prospect Research with  Kathleen Rogers

Wed., Jan 20, 2010:  How to Have Conversations with Donors About Planned Gifts with Kathryn Miree, Esq.

Wed., Feb 17, 2010:  Marketing Planned Giving - Maybe We Have It All Wrong? with Ken Ramsay

Wed., March 17, 2010:  Creating a Successful Fundraising Culture: 12 Tools for Motivating Your Board with Carole Rylander

Wed., April 21, 2010:  Boom Generation Women Create New Horizons for Fundraisers with Margaret May Damen

Wed., May 19, 2010:  Mobilizing Next Generation 2.0 with Ben Rigby

Wed., June 16, 2010:   Donor Touchpoint Management:  A Marketing Approach to Donor Relations with Janet Hedrick, CFRE
Wed., July 21, 2010:   Listening to Donors - Essential Skills for the Win-Win Ask with Thomas D. Wilson

August:  Summer break - No program

Click here for directions, information about the presenters and upcoming program details
Click here to REGISTER NOW!!! 

Each session is approved for AFP Continuing Education Credit.

Register online for any/all at the Community Foundation’s secure website.

Questions?  Contact the Community Foundation at (610) 696-8211 or info@chescocf.org
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Directions to West Chester University Graduate Business Center

1160 McDermott Drive, West Chester

-Travel North on Route 202, exit at Boot Road; turn right at the end of the ramp. 

-Turn right at the first traffic light, about 100 yards, which is Greenhill Road. 

-Continue on Greenhill Road approximately 1/2 mile.  Pass under bridge.  Turn left into Greenhill 

Corporate Park at McDermott Drive.  If you pass Chesterbrook Academy sign you have gone too far. 

-1160 McDermott Drive is the 3rd building on your right. 

-Enter the second parking lot entrance at the green West Chester University sign.

PROGRAM DETAILS
Thursday, July 23, 2009:

Guerilla Tactics: Motivating Your Board and CEO to Raise More Money…with Paula K. Parrish, CFRE


The enduring reality of fundraising for nonprofit organizations is the need for the board to help with the solicitations. They might be reluctant, reticent, or resistant, but the bottom line is that they must DO IT. So how does a development officer persuade board members to assist? Using guerilla tactics! These include much personal contact, putting books into their hands through executive summaries, weekly task assignments and committee-driven goal setting, among other tactics. If they have fiduciary responsibility and you demonstrate the needs, they will follow your lead.

Participants will:

1. Learn how to combine the care and feeding of your board with their tasks. 

2. Learn how to inspire and persuade with grace. 

3. Learn how to take the fear out of asking for your board. 

4. Learn how to raise more money by employing your board's relationships. 

Target Audience

This presentation will help any Development Officer or CEO of any experience level who works with a board that is not pulling its fair share of fundraising.
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Paula K. Parrish, CFRE, has been raising funds and educating boards for 20 years. Her nonprofit experience stems from educational institutions, health care organizations and the arts, so she has vast expertise in dealing with the idiosyncrasies of unique boardroom situations. She has worked with well-intentioned provincial boards and high-end boards and she knows how to move them to the next level.
Wednesday, September 16, 2009:

Blueprint for Fundraising Success in Any Economy: Creating a Sustainable, Comprehensive Development Model …with Kent Dove

Based on experiences gained and lessons learned during a career that spans five decades, Kent Dove will describe and detail a comprehensive, integrated development model that has allowed numerous nonprofits to create programs that have grown exponentially and been able to sustain that growth over time. Dove will present a blend of fundraising basics and cutting edge trends on changes in donor attitudes. Learn how to apply techniques to build solid relationships with donors that provide annual, special major, planned and capital gifts over time and permit nonprofits to maximize their private giving potential.

Learning Objectives:
Model a comprehensive program that will provide sustainable fundraising success

Build a new culture of giving for the 21st Century

Suggest at least three key things (in each area) you can do today to ensure sustainable success going forward.

Building and maintaining a continuous lifetime giving program

CASE stating process

Annual Fund

Major Gifts/Planned Giving

Communications/P.R./Marketing

Share at least one idea you can implement tomorrow at work.

[image: image5.jpg]



Kent Dove, CFRE is the senior vice president of development at the Indiana University Foundation. Dove has taught both graduate and undergraduate courses as a member of the IU faculty and has served more than 100 nonprofits as a consultant and coach including institutions of higher education, hospitals and health care centers and community based nonprofits. He also is the author of the acclaimed Dove on Fundraising series, published by Jossey-Bass.

Wednesday, October 21, 2009:

Advanced Annual Giving Techniques: Taking Your Program to the Next Level…with Kathleen E. Pavelka, CFRE
Annual giving is both art and science. This session will discuss techniques to create annual leadership donors including utilizing prospect screening tools and applying them to a broader base constituency. Participants will learn how to maximize renewals to limit the "loss" of donors each year as well as advanced techniques to most cost-effectively acquire new donors. Finally, we will discuss the Case for Support and elements needed for the best response.  
Participants will learn:

1. How to increase, substantially, the average annual gift and uncover major gifts prospects. 
2. How to maximize your resources for the greatest result. 

3. How to maximize donor renewal rates. 

4. How to create new Leadership donors. 
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Kathleen E. Pavelka, CFRE is President of Telecomp, Inc., a company she founded in 1986 to raise funds for non-profit institutions utilizing telephone outreach programs and direct mail. Ms. Pavelka is an active volunteer, currently serving on the Association of Fundraising Professionals (AFP) International Finance and Human Resources Committee and most recently served on the Board of Directors. She also served as President of the New York, Genesee Valley Chapter and several leadership roles on the Chapter level.  Ms. Pavelka has presented at international, national and regional conferences for CASE, AHP and AFP. She has been recognized as a CASE "Stellar" speaker.

Wednesday, November 18, 2009

Developing Major Gift Donors Who Deliver with Laura Fredricks, JD, LLC

One of the hardest aspects of major gift fundraising is finding your best major gifts people. With development professionals staying in their positions an average of one year and eight months, it is often very challenging to use institutional history to guide you on finding the best major gifts people. Many groups have these hidden major gifts prospects locked in their databases, attending special events and making planned gifts, but the key is to knowing which groups of major gift prospects to approach on a priority basis, so that you create and build a solid major gifts program.

Participants will learn how to:

1. Sort and rate your existing prospect base 

2. Gather essential prospect research to create donor profiles for each prospect 

3. Cultivate one prospect pool at a time to the point of asking for major gifts 

4. Manage your time and your staff's time 

5. Work with your next tier of prospects so that you are constantly adding new donors to your major gift prospect pool 
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Laura Fredricks, JD, LLC is a consultant and motivational speaker for business and nonprofits. She is an internationally known fundraiser, speaker and the author of Developing Major Gifts (Jones and Bartlett) and The Ask (John Wiley & Sons.)


Wednesday, December 9, 2009

Prospect Research: How to Use Philanthropy Data for the Most Effective Fundraising with Kathleen Rogers

Philanthropy data is critical to a strategic solicitation with a major gift prospect. All nonprofits and fundraising consultants should have access to the latest technologies and philanthropy data available. This session includes research fundamentals, advanced research and data mining/prospect identification (of current individual, corporate and foundation donors/prospects as well as new, external sources). Beginning or ‘accidental' prospect researchers will learn how to quickly and easily find philanthropy data. Advanced fundraising professionals will become more efficient and effective researchers. Affinity, capacity, planned giving potential and non-donor matches will be discussed. Participants will also receive a complimentary prospect research workbook, a profile template and the opportunity to do independent hands-on research at a later date.

Participants will learn about:

· Prospecting: the goals of research--identification, cultivation, solicitation and stewardship 

· Finding Donors--Search specific individual, corporate and foundation examples 

· Understanding Private Foundation (990-PF) Tax Records 

· Keeping current with resources and trends including constituent exact-match screenings 
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Kathleen Rogers is director of strategic alliances for NOZA. Kathleen teams with nonprofits, fundraising consultants, AFP members and community organizations to benefit the nonprofit community by ensuring all have access to philanthropy data to build donor relationships and boost fundraising results. The architect of NOZA's website design, new features, and beta test program, Kathleen brings customer feedback into NOZA and teams with customer relations and software engineering groups to ensure the site is easy to use and nonprofit customers are happy.

Wednesday, January 20, 2010

How to Have Conversations With Donors About Planned Gifts… with Kathryn Miree, Esq.

Fundraisers and volunteers tend to fear planned giving conversations, worried that it requires a discussion of technical issues -- or worse, the donor's death.  This practical session will help you overcome those fears to have conversations that will increase your organization's long-term (and even short-term) revenue. You will learn how to identify the top planned gift and endowment prospects, prepare for the conversation, set up the visit, use volunteers on the call, define the roles of each party on the call, and how to open, advance and finish the conversation.


Participants will learn:

Why it is so important to talk to donors about deferred and planned gifts

How to identify the best prospects for conversations

The role of staff and volunteers in making planned giving calls

What you must know before you call

How to set up the call

How to have the conversation: the opening, the exploration and the close

Involving the donor's advisor
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Kathryn W. Miree, J.D. is president of Kathryn W. Miree & Associates Inc., a consulting firm that works with boards and staff of nonprofits and foundations to develop planned giving programs and endowments. Miree is a past president of the National Committee on Planned Giving, is the current chair of the editorial advisory board of The Journal of Gift Planning, has chaired and served on a number of nonprofit boards, is a frequent national speaker, and is the author of two books. Her clients include a variety of nonprofits and foundations across the country.

Wednesday, February 17, 2010

Marketing Planned Giving - Maybe We Have It All Wrong?

Presenter: Ken Ramsay

The potential for planned gifts is great. However, we tend to employ marketing models that are productive for only a few select types of organizations. Even these programs leave much on the table.  It really isn't that difficult to create a great planned giving program. Take the right steps in the right order and results will happen.
Participants will:

1. Acquire information on available research that will demonstrate the broad-based propensity for planned gifts in North America. 

2. Reconsider the traditional reactive approach to planned gift marketing and open their minds to the possibility of radically new approaches. 

3. Learn simple, highly practical first steps to implementing new approaches to securing planned gift commitments from their constituency. 

4. Be challenged to strategically assessing or reassessing their planned giving programs to fully exploit the significant potential of gifts of assets and be able to immediately integrate such assessments into their programs.  
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Ken Ramsay, one of the most experienced planned giving professionals in North America, joined Legacy Leaders in 1996 as President and CEO. Prior to Legacy, Ken spent seven years as the Special Gifts Officer of the United Church of Canada, responsible for the Planned Giving and Direct Mail programs. That program doubled in size to average $20 million in realized planned gifts annually.

Ken was long-time Chair of the Canadian Association on Charitable Gifts (formerly the Canadian Association on Charitable Gift Annuities). He was the founding Chair of the Canadian Association of Gift Planners and has lectured and taught extensively on Gift Planning in Canada. An original faculty member, Ken co-founded the course on Planned Giving at the Banff School for Management and has taught many of the planned giving professionals in Canada today. He has chaired the North American Conference on Christian Philanthropy, created the first Planned Giving Track for the AFP Congress and acted as Dean of the Pre-Congress/Executive Development Track. Ken has spoken frequently at AFP, NCPG, AHP, and CAGP events throughout North America.

Legacy Leaders, under Ken, has been acknowledged by the C.D.M.A. as a Merit Award winner for an Integrated Telemarketing program and the Associated Health Care Philanthropy Canada for the Showcase Award for Best Planned Giving Program for three successive years.

Wednesday, March 17, 2010

Creating a Successful Fundraising Culture: 12 Tools for Motivating Your Board…with Carole Rylander

Why are so many volunteers and staff members reluctant to participate in approaching prospects and donors? How can board chairs, development committee members, nonprofit CEOs and professional fundraising staff lead their board teams to own -- and even enjoy -- the essential and ultimately rewarding work of major gifts fundraising? In this practical train the trainer session, topics address the needs of nonprofit leaders who want to increase volunteer and staff participation in approaching and engaging prospects and donors.

This workshop provides 12 tools and activities that board leadership and staff can use to:

Provide a framework for understanding prospect and donor needs

Increase the comfort level and confidence of staff and volunteers in approaching prospects and donors.

Target Audience

Anyone who needs tools/materials to train their board in concepts about raising money to motivate them and gain their cooperation will benefit from this session. Appropriate for all levels.

[image: image11.jpg]



Carole V. Rylander, CFRE is principal of Rylander Associates, a professional consulting firm serving not-for-profit organizations since 1998 in funds development, planning and governance. She has worked in the nonprofit sector for more than 23 years. Rylander was named the 2006 Outstanding Fundraising Executive of the Dallas Chapter of AFP. She is a past president of the AFP Dallas Chapter and is Chair of the Association of Philanthropic Counsel, Inc., a national association of consulting firms.

Wedmesday, April 21, 2010:  

Boom Generation Women Create New Horizons for Fundraisers with Margaret May Damen, CFP, CLU, CHFC, CDFA

Boom generation women have the emotional literacy, financial confidence and control the economic means to make major lifetime and legacy gifts that mirror their core values and beliefs, and fulfill their number one issue - a desire to make a difference. Organizations that understand how to create a sustainable environment for gender and generational synergy will attract and maintain the trust, loyalty and commitment of the nation's largest cohort of women impatient for and receptive to advice and counsel as to how to direct their philanthropic dollars. This session will identify the key psychosocial peer-personality traits of this generation, discuss how to implement effective communication, marketing and gender receptive programs and provide you with the tools to align your organization's mission more closely with donor's values and interests.

Participants will:

1. Deepen their understanding of the "culture" of boom-generation women and their extraordinary potential to impact and influence philanthropic methodology 

2. Gain powerful techniques for marketing, communicating and connecting with affluent women. 

3. Become confident in their ability as a trusted advisor to identify, solicit and retain boom-generation women's wealth, power and influence. 

4. Learn strategic ways to align donor's interest and values with organization's mission. 
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As founder and president of the Institute for Women and Wealth, in Palm City, Florida, Margaret May Damen is passionate in her quest to empower women to embrace their unique philanthropic legacy of values and virtue. Her 35-year career in education, financial planning, fund-raising and philanthropic consulting began at Boston University and included 18 years as a Senior Advisor with American Express Financial Advisors.


Wednesday, May 19, 2010

Mobilizing Generation 2.0 with Ben Rigby

This session will explore the ways in which young people are using Internet technology (so called "Web 2.0") to engage in civic and political life. We'll review the most popular tools such as blogging, social networking, video sharing, mobile phones, mapping and virtual worlds. The discussion will center on how organizations are using these tools to engage young people around their causes.
Participants will learn about:

1. The term "Web 2.0" and its many nuances 

2. The most popular tools and how organizations are using them in creative ways 

3. Strategies that lead to successful engagement 

4. Common pitfalls 

Target Audience:

Anyone who has heard about the many Web 2.0 technologies but doesn't yet have a full grasp of what's possible, what works, and what doesn't work. This session is a primer for non-technical folks. 
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Ben Rigby is the founder of MobileVoter.org, an organization dedicated to using new media to politically empower young people, and the first organization in the world to engage young voters via text messaging (SMS). He has worked as Chief Technology Officer and president of several new media firms, developing and devising web and mobile strategies for nonprofits and Fortune 1,000 companies.

Wednesday, June 16, 2010:

Donor Touchpoint Management – A Marketing Approach to Donor Relations with Janet Hedrick, CFRE

The session will examine donor relations from a marketing perspective and will describe the interactions with the donor, including acknowledgement, recognition and stewardship, as a series of "touchpoints." With this approach, donor relations becomes the management of those interactions or touchpoints. The session will outline specific ways that touchpoints can be planned and managed and how the individuals involved with the donor, both in the development office and beyond, can participate in "touchpoint" management. "Donor Touchpoint Management" expands donor relations beyond the scope of acknowledgement and recognition and describes "everything that happens between asks."

Participants will learn:

1. What "Donor Touchpoint Management" means and how the term redefines donor relations 

2. How to plan and manage "touchpoints" with donors 

3. How to involve members of the development staff and others in the organization - including leadership volunteers - in planning and implementing "donor touchpoint management" 

4. Ways to expand their existing donor relations programs by using the "donor touchpoint management" approach 
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Janet Hedrick, CFRE, has over thirty years of experience as a consultant and development professional. She is a senior associate in the Washington, D.C., office of Bentz Whaley Flessner and is an active member of AFP and the Association for Healthcare Philanthropy (AHP). She is a frequent presenter at conferences and is the author of Essentials in Effective Donor Relations, scheduled for publication in early 2009.

Wednesday, July 21, 2010:

Listening to Donors - Essential Skills for the Win-Win Ask

Presenter: Thomas D. Wilson

To make a gift request that inspires a donor to make a stretch contribution you need to first take the time to listen to their values, their motivations for giving, their life situation, and their understanding of your organization and its need for funding. This session will provide you with the tools to sharpen your listening skills and utilize techniques to broaden your organization's understanding of each major gift donor.

Participants will:

1. See how listening techniques and styles as described by experts in business and life can be applied to philanthropic fundraising. 

2. Understand the importance of taking notes during listening interviews through a probing tool and formalizing these notes in disciplined and timely contact reports. 

3. Find "hands on" ways of structured listening to both individuals and collective groups to immediately improve your fundraising programs and gift requests. 
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Tom Wilson, vice president and western region manager for Campbell & Company, has raised hundreds of millions of dollars over his nearly 30 years in philanthropic fundraising. He brings experiences from 2,600 donor interviews plus a myriad of experiences from running his own fundraising program to consulting with organizations of all types and sizes. Author of Winning Gifts: Make Your Donors Feel Like Winners, 2008, John Wiley & Sons.
###
