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Present: Jenni Asman, Rita Barker, Jim Burns, Lori Center, Angela Halfacre, Mary Douglas Hirsch, David Johnstone, Mellone Long, Phyllis Martin Sally Sarratt, Liz Seman

	
Absent: Mark Cothran, Rebecca Crown, Allen Hamada, Curtis Harkness, Alfred Middleton, Josh Lane, Gene Smith, Ralph Sweeney

Staff:  	Russell Stall, Brock Koonce, Kate Hofler

Quorum Present: Yes (55%)  

Welcome


A. Icebreaker: Balloon “get to know you” game

B. Welcome and “Wise Words” by Sally
Sally mentioned that Russell and Sally met with some of the original visionaries to discuss sustainability. This meeting is a discussion about mostly sustainability. 

C. Minutes from last meeting motioned to be approved by Liz Seman, Seconded by Angela. The minutes were approved

D. Financial Statements
We will meet budget on revenue as long as the $90K due this month comes in. We are slightly under budget on the expense side. 
Angela: Announced that the Shi Center has $3,500 to support a student to work on the Gardening for Good program. 

E. Major programs this week: Eye on Education on Friday; Gardening for Good event on Wednesday; Pecha Kucha is next week

F. We are now using Donor Snap to manage our database instead of using Excel and our database is as good as it ever has been; We are going to be doing much more direct mail, newsletters, etc. We are no longer just relying on emails, facebook, etc. to reach people. Liz mentioned that we need to be sure that we make “asks” with all the people who are attending our events. 

G. What went well in 2010? (From the board’s perspective)

Momentum
Heroes Luncheon 
More clarity in communicating the mission
New staff
Pecha Kucha turnouts have been huge
Healthcare Check up at I-CAR
Immigration Event
We are more comfortable in who we are—we don’t question as much whether we need to be here.
Definition of the groups within various events (i.e. our message is clear)
Coordination of calendar with various bubbles (January starts creativity)
We did sustain ourselves in a huge economic meltdown; we should make budget!
So far, only one pledge hasn’t been honored. 
Mary Douglas suggested we attempt to get 100% board giving next year
Press; Greenville Journal relationship
Social Media is strong
We are becoming connectors more consistently
Variety of programs (times and topics) 
Presence in other community leadership programs
Russell’s speaking circuit

H. Opportunities

Give the task forces more to do and get them more involved in programming; we are not good at getting volunteers engaged 
Always focus on mission and continuously remind ourselves of what we are doing and not venture far from it
Competition for bubbles; how do we prioritize for the next year where we should put our time and efforts?
Need to determine how we relate to the Chamber. Do they acknowledge our existence? Or do they even validate us? Can Mark Cothran’s connection help shape that relationship?
How is Greenville Forward perceived as a group? Do our fans and volunteers represent us everywhere they go?
There are other communities that are trying to do what we are doing—do we need to pull them into our umbrella or could we franchise going out to communities and offering the infrastructure of what we have done? 
Every program should be a chance to ask for money
We need to strive to improve our corporate awareness and relevance within the business community—that connects back to the Chamber. We need to also improve our general community awareness. The newsletter helps that a little. 
Access Health South Carolina will be a great venue and Russell is on their board. 
Refinement of what we do within the task forces. 
We are giving studies and research away. There could be a huge opportunity here to make more money. 

I. 
J. Fundraising Challenges

Perception that we have “plenty” 
	There is a perception that if we get in trouble, there is a safety valve somewhere. We 	have to break from the perception that Russell is Greenville Forward. 
Is there a shift of funders to basic needs? Phyllis suggested that it is very important to show that you are having a greater emphasis on community development. It is easier for direct service for people to give funds—that is always true. People are beginning to understand more about social capital. 

Special events have not been productive yet from a fundraising perspective. There is some expense control possible but that isn’t really the answer. We are exploring going to some less expensive space, but we are already pretty lean and mean (and fiscally responsible).

Board is young and energetic but not a “money” board. 

K. 
L. Mentor Group Comments: Russell brought together some of the original founders/supporters of Vision 2025 to ask for guidance, including: David Shi, Hayne Hipp, Erwin Maddrey, Bill Bridges, Bob Morris, and Baxter Wynn. 

We need to push the “economic development/quality of life” hook in Greenville.
They wondered where BMW and GE are (i.e. international groups) not in our support group.
Why is the Greenville News is not heavily involved?
We need to answer why we matter and why. 
How can we better integrate philanthropists into the structure of Greenville Forward? We need philanthropists on our task forces, on our board, etc. etc.

Revisit membership model.

If the United Way serves the poor, can we form a collaborative group serving the quality of life—bring together groups that involve quality of life goals like Trees Greenville, Upstate Forever, etc.  (Liz: Should we get away from the quality of life piece? We should focus on engagement, leadership development, etc.) 

Hold a large event in the spring to bring people back together. Tell the community what we have done so far. Can we get in front of the Chamber’s Annual Meeting? 


M. Connection with Vision 2025 is a huge issue

PHYLLIS: As an organization, we still do not make the connection to Vision 2025. We can’t just sell our programming. Since we aren’t talking about our mission very specifically, the intention of our organization and our connection to the Vision is muddled. 

DAVID: Our website does a really good job of giving a comprehensive look at Greenville. Shows what we are doing behind the scenes. May want to be careful about how we target groups.

We have all the pieces there, but do not have the connection with the Vision stated in a clear way. Community Indicators Project will/would achieve this connection 

Our Healthcare Study was a huge connecting force and was repeated over and over.  Very successful because of partnerships with hospitals, Piedmont Healthcare, United Way, etc. 

DAVID: But we have to be able to explain to people why this is important. We need to show how Greenville Forward’s work has helped to save various entities money. How do we show the financial value of a study? 

PHYLLIS: We need to talk about and show what has happened because of the study. 


N. Financial Outlook 

Russell showed the Financial Outlook graph that showed where funding drops off in the next two years. 

We are losing the Hayne Hipp Foundation pledge, both hospitals, etc. 

Russell showed a pie chart of the source of revenue over the past five years. The majority is from Hollingsworth. Corporate giving takes up roughly 25%. Grant funding makes up roughly the other 25%. 

All of our giving is a total of about 80 people—we are not tapping as deeply as we could. 

LIZ: Our giving actually looks pretty diverse. We have more individuals giving large gifts than most nonprofits. 


O. Moving Forward

What should our funding mix look like in the future as we move forward?

Goal should be to raise $350K a year
Vehicles of giving: Individual giving (35%) [Legacy, memberships], Corporate giving (25%)[example 35 companies x $2500], Corporate sponsorships (25%)[Momentum, Headstrong, Eye on Ed, Heroes], Studies/Research (10%), Foundations/Grants (20%)[projects specific, unrestricted], Special Events (5%) 

LIZ- National trend is that 80% of gifts come from individuals

Some of our gifts exist because of Russell’s connections. 

We should strive to get small gifts from people who come from to our events. 

We have done very indirect asks in the past. We have not done an individual giving ask. 

We have different audiences so we must figure out what the hook is for each audience.

Transition that needs to happen is moving from this general ask to a very targeted strategy around each of the above areas. 

Russell recently made 40-50~ sales calls and that fell apart because his “ask” was too complex and was not targeted. 

In the past, all of the grants we have gone after have been local. We need to pursue state and federal grants. 

We need to make the connection between federal grants and research projects. 


P. Break Out Sessions: The Board divided up into two groups and discussed strategy associated with both

Individual Giving and Membership
Corporate annual campaign/Corporate sponsorship-  (Lori)

KEY QUESTIONS to address in groups:

Who is the audience? 
What are their reasons for giving to us?
What are the obstacles in reaching them?
What is our message?
What is the strategy for reaching them?
What should we do tactically?


Q. Corporate Annual Campaign and Sponsorship:

These are two different categories and we must establish financial asks as it relates to programming; depending on the audience. 

We are perceived as financially sound for the future and all volunteers involved with GF are community leaders; but, we need to educate folks to realize that we are not financially sound for the future and that we do have needs and utilize the strengths of the community leaders involved.

GF must determine hard facts and hard measurement outcomes from the current programs and for future programming. We have a beautiful narrative summary, but we need to be able to share and document facts and outcomes.

We need a strong message that states our mission. We are an organization that recruits engaged people into renewed leadership for our community.

Think of each GF bubble and be able to relate the financial ask to program implementation in the areas strongest for that audience or corporate sponsor. 

Utilize the five year anniversary in order to bring back dollars 


R. Individual Giving and Membership

MEMBERSHIP
Who is the audience? Anyone we speak to…but whom are we speaking to? The people who come to our programs; property and business owners in Greenville County; We should look to Upstate Forever to model their program 

People want affiliation. We are mostly a grassroots organization. The people who come to events give up lunches and what not because they want to be affiliated with us. 

We have a very limited amount of people involved with us when you count the numbers. But if you believe enough to give time, you will eventually give money. We need to be able to show them how the time they have spent has lead to action and therefore showing them why their impact is evident.

It is good for Greenville Forward that we are so nonpartisan. However, people often get confused and think we only do environmental things.

The clear thing is that we are not currently asking. So, we must ask. 

For a membership, what is it going to look like? Is it an affiliation? What is the vehicle going to be and how and when? 

How many people can we reach with the infrastructure that we have? We need to have a packet ready for people to help them join us and help us be grassroots. There is a limit to how far we can go as a staff.  We have to be able say “This is what we have done. This is the impact we have had. Come and join us.” You cannot program your way to greatness on your own.

Angela showed the Lowcountry Open Land Trust as a good example.

Show them, “If we had you with us, we could fill in some gaps.”

Organizations want their clients to see how they are interested in the community’s growth—it would benefit their business to be affiliated. 

What would be the perks of the membership? Access to special events?

Do we have any guidance to people with giving levels? They may not know what is an appropriate amount?

PHYLLIS: In our first year, we aren’t sure about our database. In the first year, perhaps we can get 750 members. This educates us about our members so we can track who has been coming where and what they are capable of giving. This lets us know the vehicle to approach them. 

Letter should ask what they have participated in thus far, what would they like to see?
Should we do cold calls? Reach out to our Facebook fans? 
The letter to task force people inviting them to be members would be different from the generic letter. We can be more vulnerable in the letter inviting them to join. Perhaps we can start there with leadership gifts. 

We are going to have to mail membership invitations at least four times next year. 

Before we roll the whole thing out—use a “New Years Resolution” theme and send to Task Force members. The next group to roll out would be the PKN, Momentum attendees—we obviously have these folks hooked in some way. It is no harm in saying we need their help. We are like ETV- If you want continued programming, we need you to contribute. 

It is Incredibly helpful to list how many members we have on grants, etc. 

Is it better to say that folks who have been involved are already members? Talk to them as though they are already friends. We can use our social media friendliness to share the campaign.

We need to have an online vehicle of GIVING!!!

Communication on social network cannot be flippant. Must say we are moving the world. 

We need to go ahead and say what we have accomplished—and then show how we are taking it to the next level.

Good to show the “Did you Know” facts. (Like Penny Fisher’s facts about the school system)
RITA: Example: Southern Environmental Law Center

Important to be very regular about the information we are sharing. We need to affiliate ourselves with whomever we are speaking 

Is there a nonprofit audience we are missing out on? Should other nonprofits be involved somehow? Perhaps on a nonprofit giving level? Greenville Forward could serve as an advocacy group for other nonprofits. That would also be helpful for co-branding on grants. 

GROUPS to pursue: Corporations, Nonprofits, Individual Members, Students, Clever titles; 
Would be cool to have people receive letters that were affiliate-related, not asking for money. They could check “give time” or “attend task force gatherings,” etc.  (college students)

We should focus on the individual memberships instead of individual giving. The Upstate Forever model allows you to join and do nothing, or you can be a part of the things as you wish—they could get advanced notice, early registration to events; do things that do not cost anything

Rely on Task Force Chairs

What about board members? They can network in their circles. Use their connections.  There should be a range of levels so there is a way for people giving very little dollars so they still feel like they could participate. 

There is going to be a cost. We are going to have to spend money to make money. 
We need to take time to craft the message. It can’t just be on letterhead. It must be marketable. The maintenance of the program will be time consuming and challenging. 

The message of “what we do” is still challenging. 
MEMBERSHIP LEVELS: Student/Junior Membership: Perhaps the lowest level is a “fill in the blank” level; or should the lowest amount be $25-49; High School; College; Young Professional --- Perhaps we should look into best practices methods out there
Accucheck?

Testimonials are good; Fire card important

Do we have people giving legacy gifts? This would be a separate piece but since we are an organization moving to the future, which would be good. 

WHAT WE DO- It is people who love Greenville who want to see their future improve. It needs to be positive. Take our bubbles and figure out specific impacts for each bubble. We need to say “Look what we have brought together” Look what fans of Greenville Forward have done—we only said we were supposed to shepherd, we never said we were going to do it all. One tangible thing is how many volunteer hours (converted to money). 

HEROES NEXT DOOR should become lifetime members

S. Are there any calls board members should make at the end of the year to say thank you? All write thank you notes? We should write thank you notes this time of year because people are getting all of these requests for money now. 

T. We should do an email blast with links to Heroes Next Door 

U. Follow the TED model of videos being distributed every quarter

V. Board Self Evaluation- Sally 

What should we start, stop, and continue doing?
Do we have the right make up of skills and talents? 
What do we need to do to strengthen our ability to move forward?

MARY DOUGLAS: We need to get 100 percent board participation in gift giving; do that in January

LORI: We need a stronger commitment to attend events

Do we need to check with these folks to see if they want to roll off? This is a critical time for Greenville Forward.

In January, Russell should re-up board commitments; we will upgrade the attendance policy.

Has the need changed for the people who are on our board?

Is our board actually engaged? Would their time be better suited to specific activities? Should we just mail the packets that are updating what we are doing? Sally should be running the meeting; Russell should not talk; board leadership should run the various parts of the meetings --- have key questions; weigh in on the issues; use the expertise on the board
Sally will contact those who are fairly inactive and ask them if they want to keep their commitment going.

Access to financial resources needs to be a focus 

W. We are going to move back to monthly board meetings with active engagement instead of having committees—with a key question using all the brainpower in the room; send the key question in advance and any auxiliary materials.

Sally will talk to the people who could rotate off by January and then we will examine what skills we need to add to our toolbox. 

Russell is looking for engagement. He would love to see more presence at Momentums and events that we have. 


The Board Adjourned.  Next meeting will be Wednesday, January 12 at 8:00 am. 
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