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Introduction

The Dumb Friends League relies on donations to meet nearly 70 percent of its annual expenses. Without raising several million dollars each and every year, the League would not be able to provide the services it does for homeless animals. 

Each member of the Dumb Friends League board has a role to play in fund raising. Although there are countless ways that board members can help raise money, the follow are the minimum requirements for each board member:

1. Support the Dumb Friends League with a personally significant cash contribution.

2. Assist the Development Committee and staff by:
a. Participating in the bi-annual personal letter campaign

b. Participating in monthly prospect screening

c. Participating in the first-time donor "thank you program" 
d. Assisting with the cultivation of major donors
e. Hosting or co-hosting a cultivation event to introduce DFL to your friends, co-workers and/or neighbors.
f. Participating in annual activities including:  Awards Banquet, Furry Scurry, Friendship Circle Reception, Best Friends Reception, Founders Society Functions, Wag N Trail, and Pledges for Pets Telethon2
g. Attending ticketed events like Lulu’s BBQ & Barks N Bowties and encouraging others to do so2
 

Each of these requirements is explained in detail in the following sections.

Donor Thank You Program

Philosophy
A personal phone call, hand-written note, or typed thank you with a personal note as a post-script can do more to build donor loyalty than almost any other form of recognition.

Description

At each Board Meeting, Board Members will be assigned between one and three donors to call and thank them for their recent gift.  It is the League preference for the Board Member to personally call the donor.  If no phone number is provided than the Board Member is encouraged to send a personal note to the donor.

After the donor has been thanked, the Board Member should fill out the form provided with their assignment and return it to the Development staff.  The staff will then record any pertinent information into the donor’s record for future use.

Sample Personal Notes

Example 1:

Dear Freda:

Thank you for your gift of $250.  As I am sure you are aware, your support helps us provide care and shelter for thousands of animals each year.  

Sincerely,

(Your Name), Board of Directors

Example 2:

Dear Freda:

On behalf of the Board of Directors, thank you for your gift of $250.  I know we are making a difference in many animals’ lives, and I want you to know that your gift helps make that difference too.

Sincere,

(Your Name), Board of Directors

Board of Directors

Donor Thank You Program

February 2007

Board Member: 

____________________________

Donor Name:

____________________________


Personal Note 

Date Mailed:_______________________


Phone Call 


Date of Call:_______________________

Notes From Phone Call:

Please return to:

Deborah Rogers

Annual Gifts Manager

Dumb Friends League

Fax: 303.696.0063

Annual Prospect Letters

Philosophy

Personal solicitation has a higher success rate than methods that don’t use a face-to-face approach.  If you ask someone you know for a gift they could afford to a cause they like there is a 50% chance they will give something.  (Compare the 1% to 3% from direct mail or 5% to 10% from phoning.)

Description
Each Board Member will be asked to send an “Annual Support” letter to a minimum of five of their contacts during the fall/winter.  The solicitation would encourage monetary support for the League.  The composition of the letter and printing would be the responsibility of the League staff.   Board Members would sign the letters and be responsible to mail them in a timely manner.

Timeline

	Task
	Responsibility
	Due Date

	Provide Board Member with prospect forms, example letters, instructions, and timeline
	Staff
	April 21

	Board Members return completed prospect forms to staff
	Board Members
	April 30

	Staff to send prospect information Board Members
	Staff
	May 7

	Board Members to proof prospect information
	Board Members
	May 14

	Make any necessary changes and run personalized letters
	Staff
	May 16

	Provide Board Members with instructions, letters, return envelopes and note cards
	Staff
	May 19

	Board Members to sign letters, add personal note, address envelope and mail letters
	Board Members
	May 21

	Board Receives notification of any gifts made by their contacts so they may write personal thank you
	Staff
	ASAP

	Send thank you note from President
	Staff
	ASAP

	Make final report to Board on results
	Staff
	Mid-June


Sample Letter

February 1, 2007

Name

Address

City/State Zip

Dear:

For a while now you have heard me talk about the Dumb Friends League.  As you know, I serve on the Board of Directors and (we have adopted Max from there) or (cannot tell you enough about all the animals they help).  

Each year the League provides care and shelter for more than 24,000 animals.  In additions to adopting pets to new families or reuniting lost animals with the owners, the League also provides free Humane Education to school-aged children and assistance to pet owners through their regional behavior help-line.

Many animals, like “B.J.”, a 5 month old, Rottweiller mix, received a second chance at the League.  When B.J. arrived at the League, the staff realized that she was suffering from a broken jaw, which she had sustained a while back.  B.J. was immediately placed in our Homes with Hearts foster care program, where she is currently recuperating from surgery.  When B.J. is fully healed she will be placed for adoption.  Though the first few months of B.J.’s life have been a little bumpy, I know that she would have not had this chance at a better life without the assistance from the League.

I am hoping you will consider making a donation to the League and help us make the future brighter for many animals, like B.J.

Hope all is well (with your family) and I look forward to seeing you soon.

Sincerely,

Name

Board Member

Prospect List

Board Member:_________________________________________________

	Name
	Address
	City/State/Zip
	Phone (Home)
	Phone (Work)

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


Prospect Screening

Philosophy

The Dumb Friends League is blessed to have a large number of donors—so large, in fact, that it is difficult to get to know all of them. Having board members identify which donors they already know helps the Development staff build relationships faster. In addition, information provided by Board Members is often vital in making an initial contact.

Description

Each month the Development staff circulates a list of names for Board Members to review. Most of the names will be recent donors; however, there will also be names of people the League wants to develop into donors. 

Board Members are asked to review the list and provide any information they may have about any of the individuals listed. Often information that may seem insignificant (i.e. “he likes cats,” or “she plays golf,” or “they are new to town”) will make a difference when the Development staff tries to connect with that individual on a personal level. In some cases, a Board Member might be asked to contact donors they know to arrange for a tour or to encourage them to attend an event.

Note: Prospect screening is usually accomplished via email. However, if any Board Member would prefer to have the list mailed to him or her each month, that can be arranged. 

How it Helps

Past successes include (1) a person who was identified from a screening list and has now offered to host an event for the League, (2) a person who has been identified as a major donor prospect based on information received through screening, (3) a person who came in for a tour after being invited by a Board Member who saw his name on a screening list.

Sample Screening List

	Last Name
	First Name
	Spouse
	Address
	City

	Doe
	John
	Susan
	1 Dog Street
	Castle Rock

	Johnson
	Frederick (Fred)
	Joyce
	2 Cat Avenue
	Englewood

	Smith
	Jane (Dr.)
	
	P.O. Box 5280
	Aurora


Cultivation Events

Philosophy

The Dumb Friends League, like all nonprofits, needs to continually bring in new donors to replace donors who pass away, move or become disinterested. Board Members can help by hosting get-togethers for their friends, neighbors and co-workers. 

Description

Board cultivation events began during the capital campaign as a means of reaching beyond our usual donors. These events worked so well that we have continued them for major gift cultivation.

A typical cultivation event takes place at a board member’s home and there are 20-35 people present. Bob Rohde makes a brief presentation, but most of the time is used for casual conversation with people interested in the League. 

FREQUENTLY ASKED QUESTIONS

· Who gets invited to these events?

Typically around 350 people are invited to each cultivation event. The rule of thumb is that 10 percent will attend. (For those who do not attend, the invitation itself serves as a good contact that puts DFL in the invitee’s mind, even if just for a moment.) 

The host usually provides 20-50 names—people who love animals or have expressed an interest in the League or just folks they know to be charitably inclined. The League staff then chooses the rest of the list from our database (generally people who live close to the host or people whom the League has been interested in cultivating). The host always has the option of reviewing the final list before invitations go out.

· What does the League staff do?

Don’t worry, staff members provide a lot of support. 

The staff works with the host to pick a date and time for the event and then drafts the invitation, which the host reviews. A League phone number is used for RSVPs, and staff members keep the host updated on the numbers of guests attending.

Prior to the event, staff members will do a “site visit” to review the area and ensure that the host has no questions. 

On the day of the event, the staff takes care of signage (if needed), DFL literature and nametags.  And staff members always stay to help clean up. Board Members have the option of being involved in all follow up activities. 

After the event, League staff will follow up with attendees to arrange tours, answer questions and/or ask for a donation.

· What do I serve and what does it cost?

Hors d’oeuvres and beer, wine and soda are generally served. It is always appreciated when the host pays for catering and beverages, although there is small events budget to help Board Member who are unable to cover the costs. 

Catering for these events runs anywhere from $750 to $1,250 depending on the number of guests and the choice of food and caterer. The costs incurred by the host will be consideration an in-kind donation and may be tax deductible.

· What if I can’t host an event at my house?
Consider hosting the event at a different location! You could ask another board member to be a co-host and have the event at his or her house. Or you could try one of these:

· your place of work

· a neighborhood restaurant or shop

· a friend’s house

· an art gallery, museum or other venue you have access to

· a country club

· some other creative location!

· How long does it take to plan a cultivation event?

Invitations should be mailed four to five weeks before the event, and the staff will need a few weeks to order invitations and develop a mailing list. Therefore, at a minimum, an event needs to be scheduled six to eight weeks in advance (the more notice the better, however).

How it Helps

Past successes following cultivation events include (1) a chance for Bob Rohde to meet one of our most generous donors in person, (2) a chance to learn about someone’s interest in joining our board, (3) a chance to make plans for several people to tour our shelters. 

Contacting Major Donors

Philosophy

“People give to people” is a longstanding fundraising motto. It means that donors are usually convinced to make a major gift based on relationship with people at an organization rather than on publications, direct mail or other solicitations. Therefore, it is important for us to try to build person-to-person relationships with as many of our higher end donors as possible. In addition, Board Members are often in the best position to build these relationships because donors will be impressed that they have volunteered their own time for the League.

Description

Until mid-FY2007 this program existed largely at the Development Committee level. Committee members were periodically asked to sign up to contact one or two individuals who already give generously to the League. The point is not to ask for a donation. Instead, the purpose is to invite the donor for a shelter tour or offer answers to any questions he or she might have and, most importantly, to thank him or her for supporting an organization that means a great deal to you.

How it Helps

Starting in 2005, the Development Committee members signed up to contact a total of 50 major donors. In 2006, those donors gave, on average, 21.8% more to the League than they had the previous year. Specific examples of success include (1) a donor who, after being contact by a board member, made a $12,000 gift through his company, (2) a donor who attended a cultivation event after being encouraged to do so by a board member and gave an extra $500 donation, (3) a donor who gave $1,000 more in her annual gift than she did in the year before a board member contacted her.

Getting to Know Our Donors: Sample Questions

When a Board Member contacts a donor, the most important thing is to say thank you. Indeed, it is wonderful when Board Members offer to take donors to lunch as a show of appreciation. After thanking each person for being a wonderful supporter, Board Members can use the following questions to spur conversation:

· Do you have pets? 

What kinds? 

Did you adopt any from DFL or other shelters? When? How was the experience?

· Why do you like the Dumb Friends League? 

Is it based on a personal experience or on reputation? 

Is there a particular program you like the most? 

Is there a program you’d be interested in learning more about (behavior, humane education, investigations, foster, etc.)?

· Have you ever visited either of our shelters?

If not, would you like to? “I’d be happy to give you a behind-the-scenes tour.”

If yes, which one? When was it (before or after expansion)? What did you think?

· Have you ever done Furry Scurry (or Wag ‘n Trail)?

· Are there any questions I can answer for you about anything we do? (“If I do not know the answer I can find out and call you back.”)

Other things you can talk about:
· Tell the donor why you got involved with DFL, how long you have been involved, how many pets you have, what parts of DFL you like the best.

· Tell a nice story: hurricane relief, schnauzer rescue, the impact of the Buddy Center/Quebec Street expansion, your own experiences (adoption, behavior, volunteer).

· Mention events: Furry Scurry, Wag ‘n Trail, Bark ‘n Bow Ties, Telethon, Lulu’s BBQ, Blessing of the Animals, etc.

· Offer to take the donor to lunch to update them on what’s going on at the League (if this feels awkward, invite a staff member or fellow Board Member to join you);

· Offer a tour of either shelter with Bob Rohde and a board member (please check with staff members for available times);

· Offer a chance to visit the Pet Care-a-Van or Meow Mobile at an offsite location;

· Offer a chance to spend an hour working with staff on the kennel enrichment cart (cats or dogs), or shadowing an adoption counselor for an hour on a busy weekend, or observing surgery, intake, etc.

· Offer to send additional information as appropriate (i.e. on volunteering, fostering, behavior topics, estate planning, etc.)

Follow-up:

· After the call, send the donor a note – “It was nice speaking with you about the Dumb Friends League. Thank you for supporting this wonderful organization. Please call me if you ever have any questions or concerns.  My number is _____”

· Once contact has been made, Board Members may be asked to follow-up to invite that donor for a tour, encourage him or her to attend an event or simply offer an update on League activities.

· In addition, Development Staff will let Board Members know when the people they have spoken to give gifts so that Board Members can send thank you notes.

� It is up to each board member to determine what a “significant” gift is based on his or her own circumstances. However, at a minimum, each Board Member is required to contribute annually at the Friendship Circle level (currently $350).


�



2 Event attendance is encouraged, not required.
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