Learning to Hold Hands:  The Integrated Development Operation
or

Development is Everyone’s Job
It Wasn’t Always This Way


-that’s not a “membership” typewriter

-answering phones is not in my job description

-viewer must call 3 different departments if they had 3 different questions
-viewer inquiry prospects were not given to development
Station Culture Now


-all departments answer pledge phones when needed

-viewer service representatives answer and respond to all incoming calls


-membership receives prospect lists from other departments on a regular basis


-pledge team comprised of development, programming and production staff


-membership events are planned and staffed by all departments

Integrated Development Department

-integrated development plan


-business plans
-weekly meetings

-everyone celebrates an upgrade even when the donor moves into another    revenue center

Successes


-corporate contracts resulting from major gift cultivation visits


-planned gift (gift annuity) resulting from major gift cultivation visit


-major gift resulting from planned giving cultivation visit

-preview/cultivation parties with major gifts, planned gifts and corporate donors/prospects 
-Director’s of Major Gifts, Planned Gifts and Corporate all seek funding for projects on our “Opportunities List”
- 8 board members involved in cultivation, solicitation and stewardship of major gifts
-integrated Viewer Services Department comprised of membership and programming staff which brings in approximately $60,000 annually
Lee Ann Lee

Vermont Public Television
Description of Business Plan Process

A business plan is a road map of what we want to accomplish during the year.  You state your overall objective (goal) for your revenue center, say how you will accomplish it (strategic objectives) and list your measurable steps (success measures).  The previous year serves as a  base for what you can accomplish the next year. 
There are always four stages to business plans for each fiscal year.  They are as follows:

Preliminary... this is usually put together around February along with the "update" stage for the previous year.  This is used for budget planning for the next year.

Initial... this is where you finalize your plans for the fiscal year once you know how the previous year ended.  This is usually done in July once we know how the previous year ended and is presented in conjunction with the previous year's "final".  

Update... this is usually done in February following the close of the second quarter... in conjunction with the "preliminary" for the following year.

Final... this is the final reporting for the fiscal year that is done directly after the close of the fiscal year... usually in July in conjunction with the presentation of the "initial" plan for the next year.

Once the plan is put together after the initial phase the only changes made are to the success measures in the form of updates.

So we end up meeting twice a year as follows:

Feb... presenting "update" of current year and "preliminary" for next year.

July...presenting "final" of year just ended and "initial" for year just starting.

Please keep in mind as you work on these that they should be very basic (simple) and only include over arching concepts that are measurable... not fine details.  I have included two samples.  If you still have questions please come see me.

Lee Ann Lee

Vermont Public Television

VERMONT PUBLIC TELEVISION

MAJOR DONOR BUSINESS PLAN FY 2006

INITIAL – July 15, 2005 

Matt Rizzo

GOAL:  (State your overall objective in very general terms.)
The goal of the Major Donor program is to secure higher level gifts ($1,000+) for the operating budget, designated as the Leadership Circle, as well as fund capital and endowment projects through identification, cultivation, solicitation and stewardship.  

STRATEGIC OBJECTIVES: (State your plan for carrying out your goal.)

To improve and grow our Leadership Circle ($1,000+) annual giving program for individual donors.

Secure additional sizable gifts for restricted purposes through one on one personal contact with donors with informative, project-centered materials. 

Continually research and identify leadership circle prospects for the Board of Directors to cultivate, solicit and steward major gifts.

Expand on our “major gifts” mindset.  Continue researching and cultivating current donors and new prospects for larger special endowment type gifts.

SUCCESS MEASURES (Tactical Objectives): (List the actual steps you will take.  These MUST be measurable.)

Increase income from the Leadership Circle by 14.4%. The income target is $325,000 an increase of $40,996 over the FY05 actual revenue.

Maintain retention rate of 80% in the Leadership Circle.

Attend board nominating committee meetings and actively provide committee with names to consider for board appointment.  Map out a cultivation plan for each prospective board member.

Continue MGI work with eight board members.

Cultivate donors face to face (3 donors/prospects per week) and present Investment Opportunities if appropriate, seek referrals and continue to cultivate long-term involvement leading to larger gifts.

Secure one large restricted gift (approx. $250,000).

Hold at least six cultivation parties for major donors and prospective major donors hosted by individual board members or VPT. Tentatively scheduled: 

Encourage the involvement of Board Members in cultivation events. Encourage board members to host events.  Target: each board member attends 3 of the cultivation events tentatively scheduled for FY 2006.  Keep track of board attendance.

2005 PLANNED GIVING BUSINESS PLAN

Vermont PublicTelevision Planned Giving

Final Report

July 15, 2005

Lee Ann Lee and Trish Sweeney

GOAL:

The goal of the Planned Giving program is to promote and secure gifts through charitable gift annuities, bequests and other planned giving means.

STRATEGIC OBJECTIVES:

· To be a resource to the VPT constituency about the benefits of planned giving and to assist donors and their advisors in the estate and charitable gift planning process.

· To position VPT within its constituency and the greater community at large, as an attractive, strategic, and invaluable resource to attract planned giving dollars.

· To educate and build relationships with community professionals such as attorney’s, CPA’s, investment advisors, trust officers, etc. about VPT and the planned giving opportunities available to their clients with our organization. 

SUCCESS MEASURES (Tactical Objectives): (Report your progress here.)
· Increase Legacy Society membership from 48 to 62 individuals. 
We added 9 names to reach 57 members.

· Hold at least three estate-planning seminars – Oct, Feb and Jun. 
The October seminar attracted 65 attendees and the February seminar with the VYO had 32. 
· Write seven (7) gift annuities with a face value of $75,000. 
For 2005, we wrote one annuity for $10,000.  Bequest income received was $23,900. Deferred gifts closed include a $300,000 FLIP CRUT and $184,000 from 7 future bequests. 
· Continue to use communications strategy for all planned giving donors/prospects with a goal of generating 2 prospects a week 

· ad in Journal every month

· gift annuity or bequest promo on air

· Gift annuity or bequest buck slip in every acknowledgement (General, JB & LC)

· Send newsletter, Insider, three times a year (Oct, Feb and Jun)

First quarter FY '05 we had one prospect, 2nd quarter we had 19 prospects, and) for the 3rd quarter we had 17 prospects, and last qtr we had 8 for a total of 45 prospects.

· Go on one face to face cultivation visit per week with planned giving prospect. 
We went on a total of 19 visits.

· Develop gift acceptance policy, planned gifts policy and endowment agreement. All done.

· Set up advisory team of community estate planning professionals. This year we have added Chris Smith CFA, Attorney Sarah Tischler, Claude Schwesig, CPA, and Sandra Enman, CPA, and Attorney David Carter  to Jeff Corey, Jason Cadwell CPA, Tom Smith CFA, Jack Davidson,  and Attorney Mark Melendy.

· Plan and execute at least one cultivation tour. The Portugal Tour was cancelled due to lack of participation.

