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Executive Director, Foundation for Community
Care (Sidney, Montana)
Came back to the community in 2009

Arizona — American Heart Association Blood
Bank

Retall experiences
Marathon runner



Foundation for Community Care

Staff funded by Sidney Health Center
Staci on the SHC Management Councill

Mission — to support healthcare in Richland
County

2/3 of funds to SHC,
balance to community
organizations

for healthcare




Our Foundation’s 30" Anniversary

2013 will be the Foundation for Community Care’s
30" anniversary

$3 million granted to Sidney Health oL
Center & community health projects

g [ .
throughout Richland Co. f "ﬁ
e
.

$6.5 million in endowment assets
5% distributed every year
To Sidney Health Center
Richland County healthcare grants




Tom Wilson
Trusted Advisor & Coach

Campbell &g Company

Classical musician, conductor, teacher, jazz sax

Weblog — dﬁ) MajorGiftsGuru
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Assessments are part of every
campaign feasibility study GIFTS
Strategic planning experiences Winnes

TOM D. WILSON

SWOT analysis
New trend — stand along assessments



3 Keys for Our Presentation

1) How to sell the benefits of an assessment to your
CEO and your board

2) How to prepare for your assessment

3) Highlights of Our Assessment & It's Impact




Understanding Our Audience

How many regional medical centers are here today?
How many urban?
How big is your staff?

3 or fewer staff?

4108

9 or more

How many of you have gotten an outside assessment
of your organization in the past 2 years?

5 years?
Ever



What Are We Trying to
Discover in Our

Assessments?



Fundraising Success Factors

Case Statement
Your sticky message

Volunteer . Financial
Leadership | . Support
The law of the few / / Gifts to set the pace

Organizational Readiness
Board, senior management, fundraising office

9 Campbell ¢&’Company



Giving U.S.A. Foundation

2011 Sources of Giving
Nearly $298 Billion

Individuals
73%

Bequests
8%

Corporations Foundations
5% 14%

1/3 of individual giving directed to religion
10% of individual giving to foundations & advised funds



3 Work Rules of Philanthropy

Work

1) Top down
Follow Pareto’s Rule

« 80% (or more) of your revenue
should be coming from
20% (or fewer) of your donors
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3 Work Rules of Philanthropy

Work
Board, Physicians, Staff

1) Top down Grateful patients

2) Inside out Community
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3 Work Rules of Philanthropy

Work
1) Top down
2) Inside out

3) Mature

Have all donors 5 years or longer and 70 and
older considered a planned estate gift?
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14 Call reluctance factors
pp. 237- 252

#1 Don’t understand the impact of the gift
#2 Outrageous goal
#4 Focus diffusion

#13 Disorganized
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Situation Analysis
Foundation for Community Care

The Foundation has a great heritage
$6.4 M in assets in the first 30 years

1) Clear focus on endowment

 Unusual clarity and agreement between ED, CEQO,
long-time, and new board members

2) The Foundation also helps community organizations
« Somewhat unusual — a strategic advantage

3) Physical location reinforces distinctness
o Hospital support of staffing ties everyone together

15



Why | Knew We Needed an Outside
Assessment
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How | Sold The Need for
Assessment

With my CEO

With my Foundation Board

17



Other Ways to Sell Your Assessment

1) You need a strategic plan for your operations just as
the other managers do

2) You know you need more staff but you need outside
help to sell it

3) A major campaign is coming up and you know
you're not ready

4) The CEO wants more philanthropy and you're not
sure how to respond

18



1-on-1 Discussions

Pick a partner
1 minute to describe why you need an assessment
Switch

Be ready to report out
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How to Prepare for Your

Assessment



Select the Right Consultant

Knowledge of your state or region
Experience with similar size hospitals

Good chemistry
With you
With your CEO
With key members of your board

21



Respond to Consultant’s Requests
for Information

Top 100 to 250 cumulative donors (living)
Donor aging report

Fundraising results (3 years)
Board giving (3 years)
Special events net
Recent foundation proposals (successful)

Board meeting minutes

Interviews with staff, administrators, board members
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Be Open to Change & New ldeas

You're seeking best practices

What could we do better?

What should we abandon?

Can we make the case for more staffing?

How can the current staff raise more money using the
same amount of time?
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1-on-1 Discussions

Pick a different partner

1 minute each to share what you’ll need to do to
get ready for an assessment

Be ready to report out
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Highlights of Our Assessment
& It's Impact



Assessment Summary

The Foundation for Community Care Board and staff are
commended for their fundraising achievements to date

We are excited by what you do now and your potential

The current economy and healthcare needs in Richland
County present a positive opportunity for the Foundation

1) Make case for endowment more tangible

2) Present non-endowment fundraising options
3) Add staff to seize opportunities

4) Involve volunteers in more major gift requests
5) Consider redefining and expanding the board

26



Case Statement
Recommendations

1) Sell the big picture of a healthier Richland County
because of Foundation investments

Impact on SHC & community projects heightened

2) Make endowment giving more tangible through named
endowments and personal testimonials from champions

3) Create a vision for the next thresholds of endowment
a) $10 M in assets by 2020 (or sooner)
b) $30 M in another 30 years — the 60" anniversary

4) Develop compelling non-endowment projects
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Volunteer Leadership
Recommendations

To enable the Foundation Board and other potential
fundraising volunteers to be successful we recommend:

1) Use The Tipping Point’s “Law of the Few” concepts of
Champion — Connector — Asker
Provide ongoing training for each role

2) Consider changing the size and structure of the Board
a) 7 to 10 member Board of Directors for operations
b) 30 to 50 member Board of Trustees for fundraising
c) Create Emeritus board member status
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Sources of Giving

Overall
A distribution analysis of 2011 giving shows the following:
$10,000 4 donors, 2 individuals
$5,000 9 donors, 7 individuals
$2,500 15 donors, 11 individuals
$1,000 67 donors, 56 individuals

We find this is data well weighted toward individual giving

The Foundation is commended for its excellent donor wall
In Sidney Health Center

29



Create an Annual Giving

Major Gifts Club

Promote habits of annual giving to The Chair’s Club or
The Foundation Society to elevate donors’ expectations

30

Use one brand name and then indicate levels of
giving above basic membership

e $5,000 or more
e $2,500
« Members
$1,000 a year or monthly giving of $85

A Foundation board member should chair the Club
and establish projects for yearly funding

e.g. Endowed advanced nurse education fund



Begin an Active Planned Estate
Giving Program — Legacy Society

One of the best indicators for securing planned estate gifts
IS duration of giving — donor loyalty

We found the following information encouraging
e« 25years or more 1 donor

o 20 - 24 years 18 donors

» plus 2 companies whose owners
may be able to be approached

e 15-19 years 149 donors

» plus 7 companies whose owners
may be able to be approached

 10-14 years 178 donors
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Add More Staff

Over the next several years we recommend hiring 3 staff

1) Office manager to provide infrastructure support to
Foundation operations and leverage as much of
Stacli’s time as possible for donor interactions

 Provide basic training in prospect research

2) An experienced major gift officer to join the
Foundation staff

« Cross train in planned estate giving

3) A second major gifts officer to focus on corporate
giving and gifts of mineral rights
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Questions & Answers
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Always remember . . .

Think big



Evaluating the Past
Charting the Future

Staci Miller

Smiller@FoundationForCommunityCare.orqg

Tom Wilson

Tom.Wison@ Campbell Compan.com
(503) 789-4366




