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Major Giving Plan

As a team, work on the following scenario for 30 minutes.  In the second part of the assignment, be sure to indicate how you will apply this to your own organization.

Scenario

You are the development team for a mid-market station, WUBX, serving a seven county area in a Southeastern state.  There are three cities of more than 100,000 people in your market, and one of 250,000.  You have a membership of 75,000 households, and an annual budget of $10 million.  You have 377 people who give $1,000 or more a year.  Your largest donor gives you $100,000 a year, which is the paydown on a $1 million trust established for the station by the School Board when it sold the license to a community corporation that now governs the station.  The trust will be depleted in five more years)You have completed your conversion to digital, and are beginning to program on your multiple platforms.  Your education program is not stellar; once a leading educational resource for the schools, you have not delivered consistently and have been replaced by other resources in and for the schools.  You would like to regain your position in the classroom. The high tech boom came and went, and seems to be coming again.  You are an overlap market in one of the cities, including the largest.  The other station does not compete aggressively with you, and has its own regional and local programming that serves a predominately semi-rural area.  You do local programming, a healthy amount of outreach in your various communities and are generally well regarded.  The majority of your funding, 62%, comes from membership and pledge.  Major giving comprises 6% of your income.  The remainder comes from CPB, underwriting and foundations.
A new Station Manager has been hired.  She has strong experience in major giving and has set very high expectations for your office.  Her first task on arriving at your station was to engage the board and senior management in a strategic planning process -- one which will call for significant increases in revenue from major giving and planned giving to create an endowment.  She has met with all of you and conveyed her exciting vision for the future of the station and its potential impact on the community, and you feel very inspired to create a plan for major giving to match her vision.  Today you are meeting for the first time to hit the highlights of what needs to be in the plan, what resources (time, people, money) the plan will demand, set a timeline and get a summary report back to the Executive Director for a meeting tomorrow.  
What vision did the Station Manager bring to you?
How will you use this vision to guide your major gift/planned gift planning?

What do you believe are the key ingredients of a major/planned giving plan?

How will you approach setting goals, strategies and objectives -- what key development/major/planned giving activities do you think you need to cover and what process will you use?  (Goals flow out of vision and strategies/objectives flow from goals) 
Who outside of Development needs to be involved in the planning process and how will you engage them around the vision?
If your plan results in having to increase staff, volunteer or financial resources, how will you make the case for these increases to the Station Manager?

Prepare a three-minute summary of your conversation and strategy, and be prepared to tell it to the rest of the participants in this workshop (imagining that one of them is the Station Manager and the others are key decision-makers). Your purpose is to convince the others that you understand the importance of major/planned gift planning and are ready and able to create a successful plan.
Part 2

In our follow up discussion, be prepared to say what you will need to do to implement a similar process in your organization -- who you need to engage, what your timing is, what strategies and activities you will focus on, etc.  Make some notes to take back to your station with you.
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Your name: ____________________________________

Station:_______________________________________

Prospect Plan
Name of the Prospect ___________________________________________

Relationship with your organization _______________________________

Largest gift _____   Last gift _____ Never has given ____

Reason(s) s/he is a prospect for a major gift: __________________________

________________________________________________________________

How much will you ask for (amount or range)? _____________

Describe the prospect/donor's Connection (to your organization):

Describe the prospect/donor's Concern (Interest):

Describe the prospect/donor's Capacity (absolute or relative):

What kind of research do you need to do on this prospect or donor?

What is your timeline for solicitation?

What plans do you have for cultivating the prospect?  (Be specific)

How will you monitor and evaluate the progress of the cultivation so you know when it is time to solicit?

For what purposes will a gift be solicited?  What  evidence do you have that this is an area of interest or an issue for the donor?

Who will participate in the solicitation?  Where and how will it be conducted (refer to the steps in the solicitation)?  Will the prospect be solicited with or without his/her spouse, partner, business associate(s)?

What objections can you anticipate and how will you respond?

How will you deal with "maybe" or "no"?

What stewardship plan will you organize for this individual to keep him/her engaged?

List 5 things you know you need to do to be ready to begin this process:

1.  

2. 

3. 

4.

5.
KQED

Donor Focus Groups

17 May 2005

Discussion Guide

Welcome








6:00-6:15


Thank you


Opinions


Right/Wrong answers


Anonymity


Introductions — your name, where you live, and what you do

Charitable Giving Generally





6:15-6:40

Why do you give generally?

Blank piece of paper:

A list of the QUALITIES / ADJECTIVES that describe what you look for when you consider giving money to a non-profit organization

     Draw a line

What do you EXPECT when you give money to a non-profit?

Why do you give to the places you give?

How do you know, come to believe, have confidence that you money will have the impact you want?


How do you even decide/know enough to know what impact you want it to have?

Giving To KQED







6:40-7:00

Blank piece of paper:

     Draw a line down the center

On the left:  What are the things that make KQED MOST worthy of your gifts?

On the right:  What are the things that make KQED LEAST worthy of your gifts?

Opportunities for impact at KQED?

How do they perceive need at KQED?

How do they view the government’s role?  

Does it change their perception of need?

Role of content in giving

Role of programs other than TV and Radio in giving


Ask about other things


Pass out one sheets



Did they know?



Does it change their perception?

Perceptions of KQED






7:00-7:20

Versus MOBS


Versus your college or university


New Piece Of Paper:  Make a line down the center of the page



If someone walked into KQED and just dropped off a check for $1M




Left side — what do you think KQED WOULD do with the money




Right side — what do you think they SHOULD do with it


Areas to probe:  
KQED is not a good cultivator of big donors





KQED is not a good steward of big donations





Pledge





Direct Mail





Desperate


New piece of paper — make a list

When they think about other people like themselves who have the means to give and a demonstrated willingness to be charitable, why do they think they don’t give to KQED or don’t give to KQED at anything but the most basic levels?

Recognition








7:20-7:40


Lists:  Annual reports, newsletters, honor wall


On Air


Events



Have you been to any



Do they do the right ones?



What should they do that they’re not doing?


Stuff:  tapes, DVDs, coffee mugs, t-shirts, whatever


Do you want a sense of belonging that exceeds membership?  How can you get it?

Relationship with and dialogue with the station



7:40-7:50


Amount of mail


Specific materials



Newsletter



Welcome Kits



Tune in cards


Do you feel you know enough about what is on?



If you want to know more, how would you like to find out?

Thank you, open comments, and questions



7:50-8:00
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