AFP Monthly Meetings & Audioconferences 2009
January 21, 2009: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: A panel discussion - 21st Century Communications for Nonprofits: a medial panel discussed important topics for nonprofits in these challenging times, such as the importance of branding, tips on building a message, and crisis communications – what happens when there is bad press, a crisis for your organization.  Panelist discussion also included the importance of branding and tips on building a message.

Panelists included:

Kimber Flynn & Ali Hintelman – Indiblu Design Group (Branding)

Mark Martindale - American Video Productions (Video)
Mia Holshouser – Granite Sky Design (Graphic Design & Messaging)
David Hains – Diocese of Charlotte (Crisis Communications) 

Feb 5, 2009: Audioconference Major Gift Donors Who Deliver 1:00 – 2:30 pm at the Catholic Diocese of Charlotte. 

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.

Learning Objectives

· Participants will learn how to:

· Sort and rate your existing prospect base 

· Gather essential prospect research to create donor profiles for each prospect 

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

· Manage your time and your staff's time 

· Work with your next tier of prospects so that you are constantly adding new donors to your major gift prospect pool 

Target Audience: Entry to mid-level 

Laura Fredricks, JD 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.)

February 18, 2009: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: 
Jerry Smith of the J.F. Smith Group speaks on the topic – Major on the Majors: Identifying Gift Prospects.  The session focused on the major gift prospect. Attendees learned all the appropriate steps in dealing with prospects, including building a prospect pool, compiling and managing prospect information effectively, prospect evaluation, and prospect communication.
Jerry F. Smith, CFRE  
Author, lecturer, teacher and fund-raising consultant Jerry F. Smith founded the J.F. Smith Group in 1991.

Following a successful  development career as Executive Director of Alumni and Development at Auburn University (including a $110 million dollar capital campaign, ending in 1985), Smith was asked to speak to the board of a large Christian school in Birmingham, to offer advice with regard to a possible capital campaign.  At the end of the Board meeting, Smith was asked if he would take the job.

Since then, the J.F. Smith Group has conducted feasibility studies and capital campaigns for clients all across the country - from Edmond, Oklahoma to Washington, D.C. and from Chicago, Illinois to Orlando, Florida.  Significantly, the company has conducted two and three campaigns for many of these same clients.

Mr. Smith is a popular and respected convention presenter. He has conducted seminars on an assortment of fund-raising topics both here in the United States, for CASE, ACSI, Blackbaud, AFP, NAADD and in Germany for the Catholic Fundraising Institute.

March 18, 2009: (3 hours total for both sessions) Lunch meeting at the Crowne Plaza hotel: Allan Burrows with Capital Development spoke about Giving & Getting: Giving trends and how to shape your development strategies around them: As so many nonprofits balance their visions of growth with the realities of limited funding, Giving and Getting explored how changes in philanthropic giving trends have reshaped the way nonprofit organizations need to compete for their piece of the philanthropic pie. Participants came away with a better understanding of the donor community and how to shape your effort to increase giving.

Allan  Burrows  was  named  President  of  Capital  Development  Services  in  1996,  after  12  years  with  the  company.   Allan  manages  the  company's  marketing,  operations,  campaign  and  search  divisions.   In  his  20+  years  of  fundraising  experience,  Allan  has  supervised  capital  and  endowment  campaigns  throughout  the  Southeastern  U.S.  for  various  clients  including  cultural,  environmental,  educational,  social,  religious,  health  and  human  services,  and  economic  development  nonprofits.  He  has  experience  working  with  leadership,  major  gift  solicitation,  development  and  executive  search  in  all  kinds  of  nonprofits  and  has  expertise  in  estate  planning,  board  development,  organizational  strategic  planning,  and  capital  campaigns.  
An  alumnus  of  the  University  of  North  Carolina  at  Chapel  Hill,  Allan  began  his  work  in  1986  as  a  development  officer  at  the  Baptist  Children’s  Homes  of  North  Carolina.   In  1990,  Allan  became  Vice  President  for  Development  and  Operations  at  the  North  Carolina  Child  Advocacy  Institute,  prior  to  joining  Capital  Development  Services  in  1994.  A  Warrenton,  NC  native,  Allan  and  his  wife,  Laura  have  two  children,  and  live  in  Winston�]Salem.   Additionally  Allan  has  served  on  the  board  of  Big  Brothers/Big  Sisters  of  Forsyth  County,  volunteered  with  his  children’s  activities  through  scouting  and  sports,  and  served  as  past  stewardship  chairman  and  related  activities  of  St.  Paul’s  Episcopal  Church  in  Winston�]Salem.   Currently  he  is  serving  his  second  term  on  the  board  of  Ronald  McDonald  House  of  Winston�]Salem,  and  a  new  term  on  the  North  Carolina  Center  for  Nonprofits  Board  of  Directors.

April 15, 2009: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Martin Novom, CFRE, speaks about Gearing up for our Capital Campaign: Are we ready for this? Whether you have been through a capital campaign or not, it can be an energizing and exciting time or it can be an experience you don't want to repeat.  As philanthropic professionals we need to understand what works and what doesn't even if we are convinced there is no campaign in our short term future.  If you have no capital campaign experience this presentation gave you an overview of what you can expect and how you can succeed.  If you've had campaign experience, this was more than a refresher, it highlighted those areas where even senior professionals can run aground. 

Martin Novom, CFRE, is with Skystone Ryan.  He is a Certified Master Teacher with AFP International and editor of the AFP/Wiley book, The Fundraising Feasibility Study: It's Not About the Money.  Martin consistently receives high ratings from his presentations with his warmth, humor and fearlessness on tough issues. 

May 20, 2009: (3 hours total for both sessions) Lunch meeting at the Crowne Plaza hotel: Annual Giving Topics with Karla Williams, CFRE - Individual Giving in a Challenging Economy: Exploring Trends and Developing Strategies: a medial panel discussed important topics for nonprofits in these challenging times, such as the importance of branding, tips on building a message, and crisis communications – what happens when there is bad press, a crisis for your organization.  Panelist discussion also included the importance of branding and tips on building a message.

Part I: What’s Happening With Individual Giving?

-Recent individual giving trends and how the economy has impacted gifts

-Why some organizations are raising more and some less during the recession.

Part II: Let’s Get To Work!

-Planning donor segmentation

-Constituent analysis

-What to expect over the next 5 years from a new generation of donors

Karla A. Williams, MA, ACFRE

Karla Williams is recognized as a national leader in the philanthropic field, an innovator of organizational development models, originator of the philanthropic culture concept, and an advocate for donor-focused practices. She is principal of THE WILLIAMS GROUP, a North Carolina firm that serves clients across the country who want to enhance and expand their philanthropic efforts.

Most of her professional work is in the classroom, giving presentations or writing about development trends and issues. She serves as lead faculty for The Fund Raising School at IUPUI/Center on Philanthropy; as core faculty in St. Mary’s University master’s program in Philanthropy and Development; as adjunct faculty in the Center for Business Excellence at the University of St. Thomas in Minnesota; and is a member of the AFP Faculty Academy and Master Trainer. 

She has an M.A. of Philanthropy and Development from St. Mary’s University of Minnesota.
June 10, 2008: Audioconference Evaluating Your Development Program: How Do You Measure Up? 1:00 – 2:30 pm at Catholic Diocese of Charlotte with Linda Lysakowski, ACFRE

How does your development program measure up to accepted standards? Are you doing as well as your competition? Is your development program growing or is it stagnant? 

Does your organization have a philanthropic culture? What tools can help you assess your performance? How do you find the time to "take stock" of your program?

These questions and more were answered in this interactive discussion on evaluation methods and processes, led by Linda Lysakowski, ACFRE.

Learning Objectives

· Following this session participants will be able to:

· List acceptable standards for fundraising methods 

· List the things that help an organization measure its philanthropic culture 

· Utilize tools to measure performance of the development office 

Linda Lysakowski, ACFRE is President/CEO of Capital Venture. In her sixteen years as a philanthropic consultant, Linda has managed capital campaigns ranging from $250,000 to over $30 million; helped dozens of nonprofit organizations achieve their development goals, and has trained more than 12,000 professionals in all aspects of development.

Linda is a graduate of AFP's Faculty Training Academy. Linda is a prolific writer and Wiley Press has published her books, Recruiting and Training Fundraising Volunteers in 2005, The Development Plan in early 2007. Linda is a contributing author to The Fundraising Feasibility Study - It's Not About the Money, also published by Wiley in early 2007.
July 8, 2009: Audioconference Forty Ways to Maximize Fundraising Through Your Website 1:00 – 2:30 pm at the Catholic Diocese of Charlotte with Allan Pressel 
Your website has two strategic objectives – first, to inform the website visitor about your organization and its mission, and more importantly, to garner support for your nonprofit. 

Learn how to plan and build a site which not only has a lot for the user to see, but a lot for the user to do as well. Consider the impact of a site that offers online donations, event tickets, membership dues, e-store purchases, affiliate marketing, even in-kind donations, planned gifts, investment donations and much more.

Learning Objectives

At the conclusion of this session, participants will:

· Know which fundraising transactions and information to include in your website – and how to easily incorporate them in your site (or build a new site) 

· Understand innovative techniques for maximizing the fundraising results you achieve with your website -- many of these techniques are easy to implement (and free or low cost) 

· Hear e-philanthropy case studies whose lessons they can apply to their own nonprofit and its website 
Allan Pressel is founder and CEO of CharityFinders, which helps nonprofits use the Internet to further their mission. Allan was named as one of the world's leading e-philanthropy experts by the ePhilanthropy Foundation. He was given the Volunteer Service Award by President George W. Bush.
September 16, 2009: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Transparency & Accountability in the Nonprofit Sector: All Eyes on Us!  Fellow development professionals take an informative and very honest look at how nonprofits can use Stewardship to Earn Public Trust.  Panel is moderated by Bart Landes, Foundation for the Carolinas.

Topics included:

· Transparency and accountability 

· Board governance and the staff/board relationship 

· Connecting donors to the outcomes of their gifts

Followed by a Q&A session.

 Panelists included:

Dianne Chipps Bailey – Attorney, Robinson, Bradshaw & Hinson, P.A.

Kimberly Flint Keel – President, United Way of York County

Bart Landes – SVP-Development & Planned Giving, Foundation for the Carolinas

Dianne Chipps Bailey is an attorney with Robinson, Bradshaw & Hinson, P.A.  Her practice is dedicated to the representation of nonprofit organizations, their senior management and volunteer leaders. Dianne has extensive experience advising a diverse group of nonprofits in all aspects of their organization, administration and management. She has represented schools and universities, churches and other religious organizations, endowments, supporting organizations, corporate and family foundations, museums, business leagues, social clubs, trade organizations, and a complement of charitable groups.  Dianne graduated with high honors from the University of California at Berkeley and received her law degree, cum laude, from Georgetown University Law Center.  Dianne is an active community volunteer, currently serving as Co-President of the Presbyterian Hospital Foundation and Chair of the Women’s Impact Fund.  She was selected by North Carolina Super Lawyers as a “North Carolina Rising Star” in 2009.  Dianne may be reached at (704) 377-8323 or dbailey@rbh.com.

Kimberly Flint Keel is the President of the United Way of York County.  Prior to serving in this capacity, Kimberly was the Executive Director for Family Resources of Rutherford County, Inc for 19 years.  She received her undergraduate degree, a BA in Human Resources Development, magna cum laude from NC State University.  Kimberly earned her MBA from the McColl Graduate School of Business at Queens University in Charlotte in 2001, where she was a Blumenthal Fellow in the Executive MBA program.

Kimberly brings 28 years successful leadership in non-profit and local government programs providing services that develop local capacity to meet emerging community needs.  She is currently the Chair of the Chief Professional Officer’s Council and a member of the Executive Committee of Board for the United Way Association of South Carolina.

Kimberly is also Chair of SC Child Care Resource & Referral Advisory committee, a member of Winthrop University’s Community Leaders Advisory Council, and a member of Rock Hill Rotary Club.  She is a Trustee of Episcopal Church of Our Saviour Foundation, Rock Hill, SC. 

Bart Landess is SVP-Development & Planned Giving at Foundation For The Carolinas, the community foundation for the Charlotte region.  He came to FFTC in 2000.  Bart regularly works with donors and nonprofits on tax and estate planning and lifetime gifts of non-cash assets.  In addition to his work with donors, he also assists with management of the institution, including Board governance, investment of the $650 million of assets FFTC holds for the community, grantmaking, community development and legal matters.  

Before coming to FFTC, Bart worked for Davidson College for nine years as a fundraiser, General Counsel and the President’s Executive Assistant.  Prior to that, he practiced law at Smith Helms Mulliss & Moore from 1986-1990 and was on the staff of US Senator Sam Nunn and an analyst at the US Department of Justice prior to attending law school at the University of Virginia.  His undergraduate degree is from Davidson College.

Bart is a member of several professional organizations, including the North Carolina Network of Grantmakers, Association of Fundraising Professionals, Charlotte Estate Planning Council, North Carolina Planned Giving Council, North Carolina Bar Association Estate Planning Section and the ABA Section of Real Property, Probate and Trust.  He also assists several community groups as a Board or Committee member, including Legal Services of the Southern Piedmont, Partners for Parks, Johnson C. Smith University, Charlotte Country Day School and the Southeast Council on Foundations.
October 21, 2010: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Women in Philanthropy presented by Georgette “Gigi” Dixon: Working with Women Donors: Their Motivations, Generational Differences, Models of Engagement - an understanding of how women's motivations for giving and generational differences may influence fundraising strategies; examination of distinctive women's philanthropic structures & Appealing to Women Donors: Communication and Marketing Strategies - an understanding of key factors of communicating effectively with women and how marketing to women can build organizational loyalty and increase involvement and contributions. 

Georgette "Gigi" Dixon is the Director of National Partnerships for Wachovia Bank, a Wells Fargo Company. In this role, Ms. Dixon develops and manages relationships with national nonprofit organizations. Her responsibilities include contributions and foundation grant-making, special projects and consulting with internal lines of business to leverage national community partnerships for building and maintaining corporate community brand and reputation. 

Ms. Dixon has been with Wachovia for over a decade in various capacities including Senior Vice President & Director of Emerging Markets, Corporate Marketing. Ms. Dixon currently serves on the board of Opera Carolina. 

Ms. Dixon is a graduate of Tennesse State University. 

A lifetime advocate for diversity and the advancement of women in business and philanthropy, Ms. Dixon brings a unique perspective to women in philanthropy.
December  9, 2009: Audioconference How to Have Conversations with Donors About Planned Gifts 1:00 – 2:30 pm at the Catholic Diocese of Charlotte with Kathryn Miree, J.D. 
Fundraisers and volunteers have a natural fear of the planned giving conversation, worried that it requires a discussion of technical issues -- or worse, the donor's death. 

This practical session helped participants overcome those fears to have conversations that will increase your organization's long-term (and even short-term) revenue. Participants learned 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.

Learning Objectives

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 

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.
AFP Monthly Meetings & Audioconferences 2008

January 16, 2008: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Roundtable discussions on various topics led by senior AFP – Charlotte members: career transitions, time management, annual development plans, staff retreats, volunteer management and board training.  Members were able to join an additional table mid-way through the session if so desired.  At the conclusion, a representative from each table shared the top three highlights.

February 20, 2008: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: 
A panel discussion, moderated by Tom Norwood, with young professionals and development staff on how philanthropy is changing to recruit, cultivate and solicit a new generation of donors.  (It’s not your father’s philanthropy). We discussed the role technology plays (including social networking sites), how motivations for giving have changed, what appeals youth respond to, and how organizations must position themselves to engage this generation in philanthropy. 

Panelists included:

Maria Aldrich, Director of Annual Giving- Davidson College

Lauren Evans, Collective Giving Fund Coordinator at Foundation for the Carolinas

Dan Ogburn, Major Gifts Officer for the American Red Cross

Jay Cipriani, Volunteer Chair for the United Way of Central Carolinas Young Leaders Council

Caitlin Goforth, Student Winner 2007 Bank of America Neighborhood Excellence Initiative Award

Shaun Kruse, President of the Young Affiliates of the Mint Museum

March 19, 2008: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Tom Lawson, Mid Atlantic Director for Bank of America Philanthropic Management: Everyone has to be in the Planned Giving Business!

Highlights:

· Remove the mysteries and myths surrounding planned giving 

· Review trends in Planned Giving 

· Provide a checklist for checking your organization’s planned giving program status 

· Share your planned giving questions and receive suggestions from your colleagues

Tom Lawson is responsible for new business development and developing new client relationships with regard to the firm’s endowment, foundation and individual philanthropic solutions. He has over five years experience marketing investment management services to institutions and high net worth individuals and over 25 years experience serving non profit organizations. Previously, Mr. Lawson served as Senior Vice President for Donor Services for the Winston-Salem Foundation, Associate Vice Chancellor for Development for Appalachian State University.  Mr. Lawson currently serves on the boards of the North Carolina Planned Giving Council, South Carolina Planned Giving Council. Ronald McDonald House of Winston-Salem and Winston-Salem State University Foundation.  Mr. Lawson earned his bachelors and masters degrees from Appalachian State University.

April 16, 2008: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Molly Phillips from Pursuant Group on E-marketing trends and The Future of Online Fundraising 

Highlights: 
            a) Introduction 

            b) The Development Cycle within the Online Channel 

            a. Acquisition 

            b. Cultivation 

            c. Solicitation 

            d. Recognition 

            c) Integrating the Online Channel into existing mail/phone programs 

            d) What about those Major and Planned Gifts? 

            e) Observation – what if you knew everything? 

Molly Phillips joined The Pursuant Group in July 2006 as the Director of Development for the Southeastern Region.  Pursuant is the national leader on online fundraising, with more than 150 non-profit clients.  They are a full-service online fundraising agency, assisting development professionals to utilize e-mail and the Internet to strengthen their fundraising programs. Before becoming part of the Pursuant team, Molly worked in the non-profit sector for more than 8 years, most notably in alumni and development at Arkansas State University in Jonesboro, Arkansas.  Molly now lives in Franklin, North Carolina with her husband, Randy and daughter, Kate.
May 20, 2008: Audioconference Advanced Annual Giving Techniques  1:00 – 2:30 pm at Council for Children’s Rights 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.

Learning Objectives

Participants will understand:

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.

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.

May 21, 2008: (3 hours total for both sessions) Lunch meeting at the Crowne Plaza hotel: Extended session with Jim Bush from Blackbaud on Moves Management.  


Part I: We've all heard that Moves Management is important to our organization, but do we really know what "it" is, or why "it's" important?  And where do we begin?  In this session we’ll help you find and prioritize groups your organization needs to move, identify different types of moves you can use, help you begin to create a moves strategies, and show you how to measure your success.  If your organization is new to moves management, or if you've been doing "it" for awhile, this session has something for everyone.

Part II: Now that you have a better understanding of moves management, it’s time to take what you’ve learned and start moving!  In this session, you will develop a moves plan to take back and use at your organization.  We’ll help you choose your group to move, develop and test your moves strategy, create your moves plan, and investigate tools you can use to measure your success.  By the time we’re done you’ll have a plan you can take back and use that matches your organization's need with your constituents' interests

Jim Bush, CFRE, has more than 14 years of experience in nonprofit fundraising and program development.  His fundraising experience includes annual giving, major gifts, reunion and special events, government/foundations, and planned giving in the higher education and nonprofit sectors. During his tenure as a fundraiser, Jim raised over $60 million for various organizations. 

Jim has also become a respected speaker in the nonprofit sector, presenting on topics such as moves management, annual and major giving, board and staff development, and other topics.  Jim has presented at over 50 regional, state, national and international conferences throughout his career.  Today, Jim works for Blackbaud as a Fundraising Principal.

Jim holds a bachelor's degree in political science and public administration from Elon University and a certificate in nonprofit management from Duke University.  A native of Virginia Beach, VA, Jim now resides in Charleston, SC

July 9, 2008: Audioconference Building Donor Centered Relationships 1:00 – 2:30 pm at Council for Children’s Rights with Simone P. Joyaux, ACFRE. 
Donor-centered relationship building: do this well and you'll significantly improve your donor retention. But where do you start? This audioconference teaches you the essentials of building lasting donor relationships. You will learn how to upgrade your fundraising program from one that is merely "transaction-based" to one that is profitably "relationship-based." You will learn to become truly donor-centric and avoid counter-productive -- yet common -- "donor-indifferent" behaviors. You'll take a guided tour of the eight steps that guarantee good relationships.

Participants will:

1. Understand the importance of donor-centrism and emotions. 

2. Appreciate the twists and turns of the relationship-building process. 

3. Be introduced to the components of relationship building. 

4. Identify measures of effectiveness in relationship building. 

Simone P. Joyaux, ACFRE is recognized internationally as an expert in fund development, board and organizational development, and strategic planning. She is the author of Strategic Fund Development: Building Profitable Relationships That Last, now in its second edition, and, with Tom Ahern, author of Keep Your Donors The Guide to Better Communications & Stronger Relationships (AFP Fund Development Series).

September 17, 2008: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Glimpse of Diversity presented by Joanne Jenkins

Group and individual exercises, as well as discussion on race, gender, age and sexual orientation diversity led by Joanne Jenkins. 

Ms. Jenkins currently serves as the Family Health Education Coordinator for Substance Abuse Prevention Services of Charlotte.  She is a well-respected community facilitator and consultant, past part-time instructor at CPCC and current presenter for E4 Collective for many state agencies.  

Joanne received her B.A. in Vocational Counseling and Rehabilitation from Pennsylvania State University and her M.Ed. in Educational Psychology from the University of Pennsylvania.  

Her professional associations and affiliations include: the North Carolina Association of Black Substance Abuse Workers; OutCharlotte Board of Trustees; Diocese of North Carolina Anti-Racism Commission; Latino Community Resource Center Board; and Mecklenburg Ministries.

October 2, 2008: Audioconference Motivating Your Board and CEO 1:00 – 2:30 pm at Council for Children’s Rights with Ken Ramsay.

Learning Objectives

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. 

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.

October 15, 2008: (1.5 hour) Lunch meeting at the Crowne Plaza hotel: Did You Know?  Today’s world, the future and how fundraising will be impacted.  A video presentation followed by Roundtable discussion led by senior AFP – Charlotte members.  

Discussion questions:

1) What does your non-profit need to do to raise money in the “new” world?

2) What kind of donors will the “new” generation be and how do we get them?

3) How can you position your board to be open to the changes necessary?

4) How should we/can we collaborate with other organizations to most effectively market in this changing world?

December 10, 2008: Audioconference Motivating Your Board and CEO 1:00 – 2:30 pm at Council for Children’s Rights 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.

Learning Objectives:  Participants will:

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

· Learn how to inspire and persuade with grace. 

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

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

 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.

AFP Charlotte 2007 Monthly Meetings

January 17, 2007
The Changing Face of Corporate Philanthropy

Join us for a panel on the trends and changes in corporate giving featuring Kevin McCarthy, Associate Vice President for Institutional Advancement at Central Piedmont Community College and Robert Egleston, a community relations manager at Lowe’s in Mooresville. Tom Norwood of Capstone Advancement Partners will moderate the panel. 
February 21, 2007
The Internet and Beyond: Fundraising Opportunities and New Technology

March 21, 2007
The Team Ask

Patton McDowell, Ben Hawfield and Dr. Pamela Davies from Queens University of Charlotte discuss how the chief development officer works with the President and Board Members.

April 18, 2007

Inspirational Fundraising for Your Board:  Engage Your Board Members’ Hearts, Minds and Energy for Fundraising
Presented by Gail Perry, CFRE.
May 16, 2007

Why Donors Give
Panel discussion with previous National Philanthropy Day winners, including Tommy and Patty Norman and Lesley McKendrick, Small Business winner from Fuel Pizza.  Come discover what key factors motivate them to give and what they like about their favorite organizations.


June 7, 2007

AUDIOCONFERENCE: A Planned Giving Program Anyone Can Create

June 20, 2007
June Summer Social
Join your fellow AFP members and guests for drinks and munchies in a casual networking environment.  

July 10, 2007

AUDIOCONFERENCE: Foundations Are People Too

September 19, 2007
Demystifying the Donor Visit
A brief presentation by Laura Simic and Niles Sorenson of UNCC followed by roundtable discussions.
October 17, 2007

Working With Foundations
Panel discussion with:  Gayle Sims, Director of Corporate and Foundation Relations, UNC Charlotte; Phillip H. Redmond, Jr., Duke Endowment and Susan Patterson, Knight Foundation.

December 11, 2007

AUDIOCONFERENCE:  Navigating Beyond “No”: The Nuances of Negotiation for Major and Planned Gifts

AFP Charlotte 2006 Monthly Meetings

January 2006

Senior Forum: Maximizing Matching Challenges 
(only for members with 10+ experience or ACFRE/CFRE)

February 2006

Social Venture Partners: Will Miller with Foundation for the Carolinas shared information on the organization’s efforts to implement a venture philanthropy initiative in Charlotte.
March 2006

Stewardship best practices: roundtable discussion

April 2006 

Planned Giving Top Ten
 Bart Landess

May 17, 2006

Tax Issues Affecting Non Profit Organizations

Anne M. McGeorge

June 21, 2006

June Social

September 2006

Year-End Appeals Strategy

October 18, 2006
Diversity Trends in Philanthropy

David Stewart, Executive Director of the International House will moderate a panel of community leaders including: Jessica George from the Latin American Coalition, Dr. Nini Bautista, Asian Chamber of Commerce and Mike Duvall, YMCA. 

December 5, 2006

AUDIOCONFERENCE:  What Fundraisers Need To Know About Budgets and Financial Statements

AFP Charlotte 2005 Monthly Meetings

January 19, 2005

Women In Philanthropy

Panel Discussion moderated by Karla Williams.  With:  Patton McDowell, VP Advancement, Queens University; Kristin Bradberry, VP Advancement, Davidson College; Lori Hurd, Executive Director Girl Scouts-Hornets Nest Council

February 2005

No meeting

March 2005

The Fundraising Profession: Challenges, Demands and Our Bright Future
Vincent Seale from Johnston & Wales 

April 2005

Women’s Impact Fund
Mary Lou Babb & Claire Tate 

May 2005

The Many Faces of Philanthrophy
Panelist from UNCC, Vandever Batten, Hospice 

May 23-24, 2005

First Course in Fundraising

June 2005
Summer Social 

July 2005

AFP Audioconference: Empowering Your Board to Succeed in Fundraising vs. Challenging them to Fail

August 2005

AFP Audioconference: How to Engage Your CEO in Fundraising

September 21, 2005

Special Event-itus:  Fundraising Disease or Cure?

Roundtable Discussions

October 2005

What have you done for me lately?  
AFP Board and Committee members to discuss their roles/Annual meeting

December 2005

AFP Audioconference: The Widow’s Might-Understanding a Vital Source of Current and Future Funding
