Amearican

Council omn
Educatiomn

FOURTH SUMMIT FOR WOMEN OF COLOR
~ ADMINISTRATORS IN HIGHER EDUCATION

_ ADVANCING AS LEADERS: CELEBRATING
 ACHIEVEMENTS, ADDRESSING CHALLENGES :
. OCTOBER30,2008 . . . . .

ELOISE ALEXIS, VP COLLEGE RELATIONS SPELMAN COLLEGE
: : : KASSANDRA JOLLEY, VP DEVELORMENT SPELMAN COLLEGE : :
iU KARIN GEORGE, SENIOR ASSOCIATE WASHBURN & MCGOLDRICK, INC it

. Discuss the key concepts of philanthropy, development
1 and. fund raising 3 3 3 3 3 3

Discuss the process of S'ec':'l'jr'i'n'g'Sig'h fic ah't'|jh' 'Iajnth'r'op'i?c':' N

,,,,,,,,,, support .

3 Focus your attention on the critical role of relationships
~andlanguagein fundraising
-~ Identify the challenges and opportunities

WwHBURN@MCGOLDmCK, Inc.
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 WhyDoPeopleGive?

"""" :Paoplé'givar?none*yfbecaus?e theyﬁrwant'tbr.r
Peo le don't give unless they are?as;kedj. : |

rrrrrrr People givetopeople.
‘ ‘People give money to opportunities, not to needs,

- People give to success, not to distress.

‘People give money to make a change for the good.

Fiéhe' Howe, “The Board Members Guide”

2007 U.S. Contributions: $306.39 Billion

Where Did It Come From?

he answers may surprise you

1. Bequests 5 23.1
| 2.Corporations .~ $ 156 i
inAdatinnc : H : 2
rounaations— : P00

4. \ndividuals Outright =~ $229.0

. WASHBURN ‘@‘MCGO‘LDR‘ICK, Inc.




2007 Contributions: $306.39 Billion by

- Source of Contributions

Corporations
$L .09

5.1%

Foundations
$38.52
12.6%

Bequests
$23.15
7.6%
Individuals
$229.03
74.8%

uresiare ré)LAndc Tdtal may nof be 100%
Giving USA:2008

2007 Contributions: $306.39 Bilion by

Te f cinient.- Oraanization....
YV FINCUIIITH U Urygarirzauur H
: Unallocated Giving
R Gifts to Foundations $23.73
$27.73 7% S
9.1%
"""" Environment; Animals
$6.96
: 23% \ Y Religion
$10232 il]
. International Affairs —» 33.4%
"""" $13.22
VVVVVVV 4.3%

Arts, Culture, Humanities

$13.67
"""" ) 4.5%
: Public-Society Benefit "W e G
: $22.65
7.4%

Health EDUCATION
$23.15 $43.32
6% Human Services 14.1%

. All figures are rounded. Total may nét be 100%:
: . Giving.USA.2008 :

WasHBURN €»McGoLprIck, INC. 3




— aclass, or one-time effor

,,,,,,,,,,,, Capital campaign — for buildings (“bricks &
ortar”) only OR everything but annual
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| time period, includir
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stated period of time
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rrrrrrrrr To add urga cy to the vision — i.e. move an

~linstitutional agenda forward quickly

,,,,,,,, To galvanize internal and external constituencies —

rrrrrrrr pep rally effect ...
To achieve tangible, quantitative, financial growth

. for the institution . S0 JO0 SOV T8 e
To attract and engage new donors

,,,,,,, Secure a strong major gifts infrastructure

""" Build a te ‘volunteer
,,,,,,,, advocates
"""" Idehtify'ah'd"i”\\iO’Ive-"the"ne)f(t' genferatioh'Jf"l'éad'ers"'
i aqdrrdronofrs I BN rrrrrrr
"""" Enhance t e College’s 'i"ﬁ'ag'i"h@d’st’éhjt’lréfn” ts
"""" reputation among its critical constituencies
,,,,,,,,,,,,,, S‘rrpngtpnl ternal morale

- WasHBU

’N € McGOLDRICK, INC.
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» Building Constituency Relations
‘ Staff, Faculty, Alumni/ae, Friends, ( 1
"'“'F’OLln(jations;'Org)a'r1i2at ons
~ People are ndt ATMs : ‘ : ‘ :
-+ Times require touches

-+ Genuine internal commitment and external interests

'".r'“Alu'mnii'relaﬁohsraisés 't'h'e"mo'n'e'y;'develo'pme'nt'just ‘
‘ picks up the checks. : - Vartan Gregorian :

Circle of Giving

>
@

WASHBURN @‘MCGO‘LDR‘ICK, Inc. : : 14
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_+Greater involvement of current and prospective
—donors-leade-to-concict taivina-anhd-lara i
Ul |U|:J Cauvuo v \U|:|O|QL =L g:IVI IH arui IH ulllo

~+ Success depends on building relationships

~ between current and prospective

o

Q
L

D

n

nr1nfqlun unteers and key campu
< Everybody has to play arole in connectingthe

~circle, especially campus leaders

bard’s Campaign Responsib:

lities |

=
=
-
W
o
Q)

Repr esénst'c rgﬁan’i'z a’tibn Wlth 'passién and gcommlftm ent S

. Become informed and engaged with the campaign

Be among the first to make a leadership gift

::f:: :::::::C{:rqllrecrt:iyely'gi\f/é'ap'p'fO)'i'rr'1at:'er:30'435§'%"Of’t'otal'f”'

cam aign goal (varies by board and institution). .

=IO N [ A S K 7

 Identify, engage and, when appropriate, solicit gifts

: tarmd and. ~ R I R P S B S
unaerstanad ana communicate gitt impact

> Support and partner with the President, Vice President
‘ for Advancement, Advancement staff and others ‘

. WASHBURN %‘MCGO‘LDR‘ICK, Inc.
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\mpaign Landscape

2
Q)

=S
4%
>
BY
4

annla 11:\31 N n ri\r\i-:vv\:}r-f;n n 11
rC J}Jl > !JIV o "ARLv] | UIJI.IIIII;D[I\.: (o} u
the future | |

- People give more when they anticipate

-
4]
Q
C

<

-
(T
<
<
(T

iealth they are giving

- People hesitate in times of economic

stress

Giving during recession typically falls
2%-5% adjusted for inflation 1

lomentum 1S threatenead

" WASHBURN €»McGOLDRICK, INC.

- Historically, religion and education are

not drastically affected
Aan n carefully and ask with

|

D

b}

(o)

-
5.0
. c
=

—

D

>

(@)

Q

=

D

-~ Communicate the priorites

" WasHBURN €»McGoLDRICK, INC.




Collision of campaigns

"{""'Currén'teconﬁorry'
‘ Increased doﬁnor snphisﬂcatidn and expe ctatidns: donor- :er1tefed
philanthropy, e-philanthropy, DAFs etc. ‘ ! ‘

Donor demand for gift impact and stewardship

@)
@
.
a

Af : Lt : ;
need formessage clarity-and-consistency

Focus on critical needs linked to plan‘and messaging '

Affinity-based giving - ‘ 1 |
-n erise rcompet tion fbr qualifiéd staffrandrassbciate dfinancial%resou ,rcés,,,,,
Fa cujs on ROI' = A(jvéncen entasa b@smess arm of the nstitution 3
Winning er:rlgé: \oImtieer,Ie,ad?ers,hip/staﬁ,partrﬁersrhrip”jm - i

,,,,,,,,,,,,,,,,,,,,,,

WASHBURN €» McGOLDRICK, INC.

,,,,,,,,,,,, The Ten+ Sure-Fire, Never-Fail, Money-Back- =
Cuarantoead. Ctanc.faor crrina.a. Cift :
ual I LC}C\J \JLC de ] IU! oouurl I\‘:’ A I

| Stepdl.Mooo ¥ O G F |
rrrrWhenrtherIette'srareffilledrinrvxf/hatrarerthewo ds:to
. complete this basic rule? -
.| Step 2. Know Your Potential Donor (Discover and Qualify)
iefe- o What-are- his/her interests/connections to-your-institution-------

f ‘ « How has the interest been manifested? 1 3
b e What IS the doNer's Capacity 1o GIve? -t i

: Step 3. Establish the Link : : : :
“o e Mateh donor needs with institutional priorities
7 s Examine the request from the donor's pointof view

: } + Look for an-emotional link between your prospect and you
Y1711 oYZ N A A N N
""""""""""" R ”7“7VWAS‘HBURN‘%‘MC‘GOLDR‘ICK,IN:C;7




... Step 4. Prepareand Rehearse oo
: ‘ * Who will make the request? You? President? Teams? ‘

aq
equest Yo
o H

A 7 1
\anllntfnpro staff? What's the “ri

«Q
= =
—~ .
_O-
o
3

abination?

L e Howwillyou begin?

]

« Think about "transitions."

« What words will you use to present the case?

Thin it Call:
Hre-rirst-odati: : Y
~ L e Lt 1T I
* LDOINELUIMaKe assu IlelIUllb...Ilblel ana IQUI ! : .
"""""""""" « Confirm relationships: College, personal, business i
+Observe capability and-inclination : ‘ :
Eetalbich o fall i~ f i . R
1 : o ES1ablisn d 10H0OW-Up 10l g IIl;'XL IS U’I rnext LUIJb : :
e Look for the right idea...it may notbeyourst

WASHBURN €» McGOLDRICK, INC.
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A Noment:
D LAV <

e

<

-Wat:handllsterforp)snvecues

* Listen to the pronouns; move from “You/Th
» Use language and aspiration to your advant

 Float trial solicitations:

“If | could dream in Technicolor...

‘ Remember that you are earning the right to ask for a gift! ‘
... eltwill likely require more than one meeting before you are ready ..
... to  askforthebestgift - . o

WASHBURN %‘MCGO‘LDR‘ICK, Inc.




- the Gift

-you-will jo

in-me in suppo

rting...”

uiet! ...
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S

C =

* Identify
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jections or concerns

WASHBURN €» McGOLDRICK, INC.
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he Ten+ (

Contd)

p10. Say "Thank You"
,,,,,,, ,”-,Tihank,every,joror;seven?’,times
. . \/ﬂll can't. thanl nr:\nn
l:\JU cairovaiarninecra luuu T
"""" St’épl’l’””z”” Plan the Next Steps -- Followup: =+
*Recognition 3 1
,,,,,,,,,,, __cStewardship

inuing communication and involvement

~The Development Concept

”ndRaisin'gﬁ”””

a series of miserable failures, follow
|l of which were ac

ntal.”

Fn

ilanthropy"

and
1d

.is a lifela

)

Q.

-
D)

2velopment

. the mystical mingling of a joyful giver,

an,artf

ul aske

of building support ba

se

~long-term

-positive, m
ween a donor and

J 1T

utually beneficial r
a worthy cause.”
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