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 Attachments

ALA Fundraising and Development Plan

Three-Year Plan (FY2004-2006)

Mission

The mission of the American Library Association (ALA) is to provide leadership for the development, promotion and improvement of library and information services and the profession of librarianship in order to enhance learning and ensure access to information for all.  

ALA is committed to focus energy and resources in five Key Action Areas:  Diversity, Education and Continuous Learning, Equity of Access, Intellectual Freedom, and 21st Century Literacy.
The charge to the ALA Development Office is to plan, coordinate, implement, manage, and evaluate ALA fundraising activities, programs, projects and events within ALA and establish strategic alliances and partnerships.  The purpose of the Development Office is to seek and obtain philanthropic resources to support Association work in promoting and improving libraries in America consistent with the goals of the Association.  The Development Office operates under a set of guiding principles (Appendix A).
Background

ALA, through its many divisions, offices, round tables, and other units, has a long history of fundraising through sponsorships, endowments, and grants.  Many of these units have been highly successful in securing funding from sponsors, and some of these units have well developed fundraising activities.  In some cases, sponsors have given the same donation or funded the same activity over many years.  In establishing the Development Office, it was intended that such donors would be increased and the amount of gifts increased, as well.  The ALA Executive Board in fall 2000 mandated that a formal Planned Giving Program be established.    The ALA Executive Board in Spring 2003 charged the Development Office to create a 3-year formal ALA Fundraising and Development Plan (Appendix B).  In creating the plan a SWOT analysis was conducted (Appendix C).

History of Establishment and Staffing

The ALA Development Office was established in June 2000.  At that time, Susan Roman was named the Director of the Development Office and officially started the position at the end of Annual Conference 2000.  In March 2001, Lainie Castle was brought on board as Assistant Director of the office.  In March 2004, Joseph A. Alexander joined the Development Office as the Development Associate.  The position of Senior Administrative Assistant is currently vacant but it is to be filled (Appendix D).

In 1995, The Fund for America’s Libraries, a separate 501(c)(3) organization, was established.  The Fund never realized the goals that were set up at its inception, and the ALA Board moved to dissolve the Fund at the fall 1999 Board Meeting.  At the same time it was voted to establish a Development Office within ALA, with the Director of the office reporting directly to the Executive Director of ALA.  The Board of the Fund took action to dissolve the Fund during the Midwinter Meeting 2000.

Since its establishment, the Development Office has worked with a focus group composed of members who helped in an advisory capacity.  A more formal arrangement will be established by becoming a regular item on the Planning and Budget Assembly (PBA) agenda and through working with an Advisory Council comprised of members and staff.  As part of this plan, the advisory function will be strengthened by making development goals.  The proposed duties of the Advisory Council are as follows:

· Be an active representative to and from his/her constituent group on behalf of the Development Office.

· Facilitate introductions and networking opportunities.

· Provide four hours of consultation time annually.  This may take the form of meetings or email discussions.

· Participate in events and meetings as available.

Fund Raising Results – FY01, FY02, and FY03

Attached in Appendices E, F and G is the history of the past three years of general fundraising at ALA.  Although we have been operating in a challenging economic environment over the past three years, ALA has increased donations, sponsorships, grants, and bequests.  These results are due to the efforts of staff and member leaders of ALA divisions, offices, round tables, and other units, as well as the Development Office.  New giving opportunities have been opened through ALA Tribute Fund donations that allow individuals to donate to their ALA area of choice. The 21st Century Fund was established to fund internal small requests from units for support for their programs, thus avoiding the need to seek small sponsorships funds.  

ALA Development Fundraising Priorities

(Based on ALA Executive Board Directives)

I. ALA Endowment 

     
Goal 1:  Build the Endowment Fund to support ALA priorities



Objective 1.1:  Increase the Endowment Fund by $2 million over the next 3 years




Strategy 1:  Involve the divisions, offices, round tables, and 

other units in establishing or adding to their endowments

Strategy 2:  Work with the awards committee as awards are being established in order to increase award endowments

Strategy 3:  Work with ALA Scholarship units to increase         their scholarship endowments

Strategy 4:  Work with the Office for Diversity to increase the Spectrum Scholarship Endowment

Strategy 5:  Work with Membership Services to strengthen         the Life Membership Endowment

Strategy 6:  Work with the Endowment Trustees in coordinating strategies for growing the Future Fund and overall endowment 

Strategy 7:  Work with units to determine new vehicles that will tap into new sources of philanthropic support not otherwise available to ALA

Background

The Endowment Fund is composed of a variety of funds that have been invested to yield the optimum on investment in order to sustain scholarships, awards, and other funding priorities.  Appendix H shows the Endowment Fund and its constituent components.  Unrestricted, and in some cases restricted, bequests may be added to increase endowment funds.  Appendix I is an overview of the historical performance of the Endowment Fund.  

During the Midwinter Meeting 2003, the Endowment Trustees presented to ALA a Strategic Development Plan that recommended that a high priority for ALA was to build the ALA Endowment Fund over the next ten years.  New strategies for accomplishing this were suggested and many meetings were held during the 2003 and 2004 Midwinter Meetings with various divisions and committees to explain why and how these units can contribute to increasing the ALA Endowment Fund.  Revision of ALA Policy 8.5.1 was approved by Council and encourages investment in the Endowment.  The policy also limits the ability of a unit to draw down from the Endowment’s principal and earnings.

II. The Campaign for America’s Libraries 

Goal 2:  Fulfill funding goals for the Campaign for America’s Libraries (period 2000-2005)



Objective 2.1:  Secure $300,000 in funding per year for FY04 and FY05

Strategy 1:  Actively engage in prospecting new and additional sponsors

Strategy 2:  Actively engage in prospecting for additional Library Champions

 Background
At Annual Conference 2000, the funding plan for the Campaign was approved.  This plan contained the target goals for support of the Campaign through funds raised by the Development Office.  The Board voted to allocate $100,000 of Library Champion dues per year for five years (ending fiscal year 2005) to support the Campaign.  In addition, Campaign sponsors are being sought on an ongoing basis.

III. ALA-APA

      
Goal 3:  Assist in finding potential sources of funding to support ALA-APA

Objective 3.1:  Increase funding to ALA-APA to meet targets in the APA business plan

Strategy 1:  Assist ALA-APA staff in coordination of APA appeals to members and acknowledgement of contributions

Strategy 2:  Assist ALA-APA staff in expanding online giving opportunities

Objective 3.2:  Identify 15 prospects for ALA-APA





Strategy 1:  Cultivate prospects specifically for ALA-APA 


Background

The ALA-APA is a separate 501(c)(6) organization.  The Development Office will assist ALA-APA staff to identify potential sources of funding to support the ALA-APA in order to meet the goals in the ALA-APA business plan.  Development will also assist in coordination of ALA-APA appeals to members and acknowledgment of contributions.  As of February 29, 2004, $12, 811 in contributions have been received to support ALA-APA.
IV. Annual Giving Campaign 

Goal 4A:  Increase the number of ALA members who give on an annual basis and move current donors up the “donor pyramid”   



Objective 4A.1:  Move 2% of individual donors to the next giving level.  During 

   FY03, ALA had 2,744 individual donors.
Strategy 1:  Prepare a three-part annual direct mail appeal to members

Strategy 2:  Prepare an annual direct mail appeal to non-members





Strategy 3:  Develop ongoing print and online advertising





Strategy 4:  Coordinate an annual ALA benefit event

Strategy 5:  Develop an online and/or email campaign with the assistance of outside supporters and internal listservs, to raise the visibility of ALA’s online giving opportunities

Goal 4B:  Coordinate the Annual Giving Campaign with other Association mail appeals in order to prevent duplicate solicitation of members



Objective 4B.1:  Create an annual appeals calendar to track solicitation efforts

Strategy 1:  Meet quarterly with ALA units to gather feedback on upcoming appeals

Strategy 2:  Work with ITTS to post an annual appeals calendar on ALA intranet

Strategy 3:  Work with ITTS to keep track of appeals in iMIS system

Background

ALA needs to maximize fundraising success by attracting contributors who have not recently or ever given, and then by retaining their support and interest in order to progressively move them up the “donor pyramid.”  Essentially this means working with potential donors over time through renewal and larger gifts toward the goal of naming ALA in their estate plans.  Each year, the ALA Executive Board will review and determine the funding priority for the Annual Campaign.

It is the recommendation of the Development Office that the ALA Annual Giving Campaign target both ALA members and other individuals (supporters of PBS, NPR, ACLU, democracy-related organizations, Friends of Libraries, museum members, etc.) to build a broad base of individual support from which to cultivate major and planned gifts.  

V. Planned Giving

Goal 5:  Ensure the future of the ALA by encouraging planned giving



Objective 5.1:  Increase planned giving by 1-2 people per year

Strategy 1:  Create one to two annual appeals to targeted        groups

Strategy 2:  Conduct one to two annual estate planning seminars

Strategy 3:  Develop ongoing print and online advertising

Strategy 4:  Publish a quarterly planned giving newsletter

Strategy 5:  Follow up on an annual basis with self-identified prospects, by a consultant or other planned giving expert

Strategy 6:  Coordinate efforts with divisions, round tables, and offices to make them the beneficiary of planned giving





Strategy 7:  Highlight ALA Legacy Society on Web site





Strategy 8:  Develop ALA Legacy Society logo and lapel pin





Strategy 9:  Work with attorneys to get information out about ALA

Background

ALA established a planned giving program during Fall 2001 that, by its very nature, works to ensure the future of the Association.  Planned giving is not expected to provide benefits in the short run.  Individuals who have named ALA in their estate plans become members of the ALA Legacy Society and want to ensure the future of the organization.  It is understood that the majority of ALA’s gifts will be revocable commitments such as bequests.  

VI. Freedom to Read Foundation/Legal Defense Fund

Goal 6:  Assist the Freedom to Read Foundation (FTRF) in its efforts to secure funds to support First Amendment legal challenges



Objective 6.1:  Identify 15 prospects for FTRF





Strategy 1: Cultivate prospects specifically for the FTRF fund

Background

FTRF is a separate 501(c)(3) organization with a membership of 1,692 as of April 1, 2004.  As of December 31, 2003, the FTRF endowment was $390,846.  During the Midwinter Meeting 2003, a task force that was charged to explore the feasibility of ALA establishing a legal defense fund reported its findings and recommendations.  They proposed that the Freedom to Read Foundation build a substantial amount in the FTRF endowment, distinct from the ALA endowment, to cover legal challenges in the protection of First Amendment Rights.  The report also requested the ALA Development Office to work with the FTRF in identifying potential sources of funding for the Foundation.  Although a separate association, FTRF and ALA have an interlocking relationship, sharing some staff and board members.

VII. Seeking Collaborations, Alliances, and Sponsorships 

Goal 7:  Collaborate with other nonprofit organizations to achieve ALA’s programming and funding goals through in-kind support and service donations and exchanges



Objective 7.1:  Increase the number of nonprofit collaborations by 3

 per year

Strategy 1:  Target groups with whom we work in other areas for fund raising support

Strategy 2:  Focus on mission rather than ALA





Strategy 3:  Connect our mission with national agenda





Strategy 4:  Establish guidelines for nonprofit allies 

Background

ALA will seek other non-profit organizations with goals in common with the Association to partner with in seeking grants, sponsorships, and other philanthropic funds to advance the mission and goals of ALA.  This is a strategy that many grantors look for in awarding funds for programs that will ultimately change the behavior of individuals and enhance the quality of life for those individuals.

Because of the nature of nonprofits, partnerships with other nonprofits could possibly include in-kind donations or donations or exchanges of services.  As a nonprofit, ALA understands that the value of in-kind donations and services will help reduce the overall cost of programs and welcomes these types of partnerships with nonprofits and for-profit organizations.
Ongoing Responsibilities of the Development Office

Objectives, Goals, Strategies

I. Clearinghouse

Goal 1: Assist in coordinating and facilitating requests for funding by ALA divisions and units.

Objective 1.1:  Create a clearinghouse for all divisional and other unit grants

Strategy 1:  Work with units to develop a set of grant procedures and guidelines
Strategy 2:  Communicate with divisions and units about grant opportunities



Objective 1.2:  Create a clearinghouse for all divisional and other unit requests 

for corporate sponsorship and donations
Strategy 1:  Work with units to develop a set of corporate sponsorship procedures and guidelines
Strategy 2:  Communicate with divisions and units about sponsorship opportunities


Objective 1.3:  Maintain donor files and histories for all ALA donors




Strategy 1:  Communicate with divisions and other units




Strategy 2:  Track donors through IMIS system
Background

The Development Office continues to serve in a clearinghouse capacity, which means the Development Office will collect, distribute, and maintain donor files and histories for all ALA donors.  In an effort to better coordinate approaches to potential funding sources divisions, offices and round tables seeking outside funding are asked to work with the Development Office prior to submitting a funding request.  In certain instances, Development may work with units to develop consolidated requests.  This process has been successful in the past and has addressed requests from corporate supporters for coordination.

It is necessary to have open lines of communications with the divisions, round tables, and offices of ALA.  The strength of the divisions, round tables, and offices of ALA in fund raising provides the necessary resources to sustain existing programs, as well as aiding in the development of new programs to meet the needs of their members.  The role of the Development Office serving as a clearinghouse is to be a facilitator in the fund raising activities of the divisions, round tables, and offices.  The Development Office seeks to provide greater coordination among the units in order to increase the efficiency of their fund raising activities and reduce the amount of “duplicate solicitation.”

II. Grant Writing

Goal 2:  Continue and expand the number of successful grant proposals written by Development Office, divisions, and other units



Objective 2.1:  Become a stronger resource for ALA divisions and other

   units

Strategy 1:  Help to identify foundations for potential grants

Strategy 2:  Advise on the format or writing of grants

Strategy 3:  Increase support through meetings with fund raising

committees of various divisions, offices, and round tables on strategies for grant writing and fund raising

Strategy 4:  Seek opportunities to improve coordination among units that are seeking grants

Background

ALA has been successful in seeking grants for a variety of programs.  Generally the various offices and divisions, with subject expertise, have written grants.  All grant proposals are reviewed by the Director of Development and signed off by the Executive Director.  

III. Gift Processing and Acknowledgment

Goal 3:  Acknowledge and record all gifts to ALA and its units in a timely manner


Objective 3.1:  Acknowledge and record all gifts received in the Development 

Office within 48 hours
Strategy 1.  Working with units, develop a complete set of         procedures for all units to follow

Strategy 2.  Conduct meetings with ALA units and divisions to train staff in using new procedures
Strategy 3.  Maintain up-to-date donor records for the association using the iMIS system
Objective 3.2:  Provide accurate reports to verify gifts are being acknowledged
Strategy 1. Generate reports periodically using the donor database and iMIS software

Strategy 2.  Provide reports to ALA units

Background

A basic infrastructure for the Development Office is a complete set of procedures for recording and acknowledging gifts to ALA and for maintaining giving histories and other relevant information about donors and prospective donors.  All ALA units need to provide the appropriate documentation to facilitate this.  

The ALA Development Office will ensure - with the cooperation of divisions, offices, round tables, and other units - that gifts, grants, sponsorships, etc. are properly recorded and acknowledged in a timely manner using the iMIS system.  Reports will be given periodically to gage against established benchmarks and to allow for adjustments being made, if necessary.  A process for monitoring progress towards the goal and evaluating performance should be embedded in all fund raising efforts.

IV. Prospecting and Cultivation

Goal 4:  Expand ALA donor base by identifying and cultivating new donors and sponsors



Objective 4.1:  Increase the number new donors 





Strategy 1:  Designate staff to actively engage in prospecting

Strategy 2:  Establish contacts with new foundations





Strategy 3:  Establish contacts with new sponsors



Objective 4.2:  Promote ongoing and increased giving by existing donors





Strategy 1:  Host donor recognition events





             


Strategy 2:  Provide conference recognition materials

Objective 4.3:  Develop specialized prospecting plans for units and special

 projects



Strategy 1:  Work with units to identify special prospects



Strategy 2:  Advise units on tactics for their approach to prospects  

Background

In order to add new donors to the ALA database, the Development Office will take a proactive approach in its efforts.  Prospecting begins with identifying and researching people and/or organizations that would be most likely to support the ALA mission.  Because prospecting can require a lot of time, the Development Office hired a Development Associate who will engage in donor and sponsor prospecting.

V. Stewardship

Goal 5:  Provide stewardship for donors, major and planned givers, sponsors, and other donors


Objective 5.1:  Generate forms of appreciation for donors on a regular basis
Strategy 1:  Provide conference recognition materials

Strategy 2:  Send year-end thank you to all donors

Strategy 3: Purchase American Libraries ads to recognize donors by name and/or Memorial & Tribute gifts





Strategy 4:  Compile an annual donor recognition roster





Strategy 5:  Publish a semi-annual donor newsletter





Strategy 6:  Plan an annual event for major individual donors  

Background

It is a well-known fact that you cannot say “thank you” too many times to a supporter and contributor to ALA.  It is the responsibility of the ALA officers and board members, Endowment Trustees, members, and staff to assist and strengthen the Development Office’s efforts in this crucial step.  It is important to build strong relationships with all donors, sponsors, members, and anyone that contributes to ALA.  Relationships cannot be maintained if there is a habit of neglecting our supporters.

The Development Office will provide stewardship to major and planned givers, sponsors, and other donors through the various activities, donor recognition events, conference recognition materials, and online and print advertising.  In order to be successful, the Development Office will need the cooperation of all ALA units.  Through open communication and cooperation, the Development Office wants to ensure that no supporter of ALA will be overlooked.

VI. Library Champions Membership

Goal 6:  Encourage more sponsors and corporations to become Library Champions



Objective 6.1:  Add 10 new Library Champions within the 3-year period while

   maintaining current Champions

Strategy 1:  Market Library Champion program as cause marketing opportunity to national companies outside library world; i.e., Fortune 500, those with expressed interest in literacy and reading

Strategy 2:  Continue ongoing Champion marketing to ALA         corporate members and exhibitors  



Objective 6.2:  Expand Champion program by providing additional levels for

  Champion support

Strategy 1:  Determine the value of the benefits given to current Champions

Strategy 2:  Set additional levels with additional ALA benefits 

Background

ALA vendors and Library Champions have been among ALA’s most faithful supporters and many have a business and a personal interest in continuing their support.  The Library Champions program began as a fundraising effort to support an initiative by president Richard Dougherty during 1990-91.  The Library Champions continue their support of public awareness efforts and serve as an example of continuity in programs that began as a presidential initiative.  ALA continues to promote Library Champions dues to vendors and other ALA sponsors.  In addition, ALA is aggressive in marketing sponsorship opportunities.

VII. Online Giving

Goal 7:  Increase online giving 



Objective 7.1:  Increase online giving by 3% per year
Strategy 1:  Maintain an attractive Web site

Strategy2:  Make the site easy to navigate





Strategy 3:  Increase member awareness

Background

According to a study by the Harvard University Initiative on Social Enterprise, it is predicted that by 2010, one-third of all gifts will be given online.  This represents about $64 billion based on current giving levels.  Therefore maintaining an online presence and exploring new options for online and email campaigns will be vital to ALA’s fundraising success.  During the period September 1, 2003 through April 30, 2004, ALA received a total of 45 online donations.

One way to attract online givers is to maintain a visually pleasing and accurate Web site.  All information on the ALA Web site has to be updated on a consistent basis.  It is also important to arrange information in a way that will be easily navigated.  In research conducted on online giving, it was found that people would be more likely to give online if it is made simple and they can navigate the Web site easily.
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Appendix A

Guiding Principles of the Development Office

From the ALA Development Plan (FY04-06) Information Gathering Sessions for ALA Units

2004 Midwinter Meeting

· Assure that ALA development and fundraising sustain relevance to member programs and services

· Deliver timely (24 to 48 hours) processing and acknowledgement for all of ALA donations, sponsorships, and grants

· Seek and establish strategic alliances and partnerships with other organizations, both non-profit and for-profit

· Plan, coordinate, manage, implement, and evaluate ALA fundraising activities, programs, projects, and events

· Work with other units to establish a Management Practice for ALA grant proposals

· Work with other units to establish procedures for processing and acknowledging donations, including pledges and in-kind gifts

· Employ an integrated approach to fundraising, seeking input from and dispersing information to ALA units

· Allow members to support their areas of interest through donations

· Allow members and others the opportunity to make donations through mail, e-mail, phone, fax, and online through the Web site

· Place a dollar value on sponsorship arrangements by building ladders of benefits

· Establish an ad hoc advisory group

· Work closely with a sub-committee of the ALA Executive Board on new sponsorship opportunities

· Create an awareness of donation opportunities through ads in American Libraries and on the ALA Web site, along with periodic targeted mailings to members

· Begin to explore reaching beyond the ALA membership to the public

· Assist all ALA units in researching potential sources for funding specific programs and initiatives and provide guidance in grant proposal development

· Work with member fundraising committees on techniques for successful fundraising for their units

· Explore the support of timely, important areas of interest with compelling messages in order to create new vehicles for donations

Information about Fundraising as Background for Discussion

· According to ASAE’s 2002 study Generating and Managing Revenue in Associations:  A Benchmarking Guide, fund raising is one of the top four non-dues revenue generators for individual membership organizations.  In order to make fund raising the fourth largest non-dues revenue stream for ALA, a strategic, consistent Development plan is essential.  The Board of Directors and members have very important roles in developing this plan, participating in its implementation and personally supporting the Association.

· With over 64,000 members and a high membership retention rate, ALA has potential to cultivate its members into donors and, over the long term, benefit from major and planned gifts from this constituency.  

· There is also potential for ALA to build its support from the retail sector via cause-related marketing efforts, as it is a nationally recognized and respected institution.

· Stewardship of members of the ALA Legacy Society, Library Champions, VIPs from major donors and donors is a major part of fund raising and development work.  

· Since 9/ll donations via the Internet have increased ten-fold and there is evidence that giving online will continue to increase.  A recent study by the Harvard University Initiative on Social Enterprise predicts that by 2010, one-third of all philanthropic contributions will be made online.  This represents about $64 billion, based on current giving levels. 

· More and more, we are receiving inquiries from potential donors and sponsors who have already reviewed ALA online and wish to pursue funding/partnership/sponsorship opportunities.  

· Giving is more likely to be associated currently with the marketing budgets of corporations than with outright charitable giving, and more than ever the dollars may be influenced by the “public relations” implications of an association such as ALA.












Appendix B

Planning Process Used to Create the ALA Fundraising and Development Plan
Step 1: April 5, 2003 - Preliminary Input From ALA Executive Board

The ALA Development Office met with the ALA Executive Board on Saturday April 5, 2003 to gather preliminary input prior to completing the first draft outline of the ALA Development Plan.  During this meeting, the Development Office asked the Board to answer the following questions:

· What do you want to see in the ALA Development Plan?  Where do you see Development in 3 years?

· How far beyond the library world should our fund raising efforts be directed?  Are there key points for a mission or case statement that we should consider, which would help ALA acquire unrestricted gifts to ALA from outside the library world?  

· What role do you see the Board playing in future fund raising efforts of the Association?  What role do you see members playing in future fund raising efforts of the Association?

Based on the information obtained from the Executive Board, the key components of the Development plan should include:

· Association-wide coordination

· Coordination of fund raising, especially to members and corporations

· Diversity of approaches

· Tap into education dollars or Head Start funding for libraries for early childhood education

· Capitalize on libraries’ role as a cultural organization to pitch message to private sector who share an interest in all things cultural

· Extend fundraising outside of the “library world”

· Link to national agenda on literacy

· Planned giving emphasis

· Involve all ALA units in assessing needs

Step 2: June 12, 2003 - First draft of ALA Development Plan outline completed

With information from the first step, the Development Office drafted a preliminary development plan.  Drafted on June 12, 2003, the first draft outlined the concerns of the Executive Board and established funding priorities.  

Step 3: July through August 2003 - Draft Outline given to Treasurer and Focus Group members for review and feedback.

Step three in the planning process involved having the first draft outline reviewed by Liz Bishoff, Martin Gomez, and Virginia McCurdy.  Their suggestions included:

· Clearly define goals, objectives, and strategies

· Include comments from donors

· Include information on the technology, communication, management support, and other things needed to reach objectives

· Establishment of priorities and financial goals

· Explain the methods used to solicit new champions

· Include budgets

· Include a list of partnerships

· Include a list of the grants the Development Office is involved in writing

· Include a section describing the purpose of the fund.

· Include a section discussing fundraising activities

· Require all grants to come through the development office

· Do a needs assessment

· Concentrate more on previous donors for annual giving
Step 4: October 18, 2003 - Meeting with ALA Supporters and Stakeholders

On October 18, 2003 the Development Office held a meeting in Chicago with representatives from Library Champions, private and community foundations, corporate sponsors, major donors, and the ALA Legacy Society.  Questions were asked built around the perspective of donors and donors.  Some suggestions obtained from that meeting include:

· Set targets and time frames

· Profile family foundations

· Strategically approach foundations

· Develop better case statements for unrestricted funds

· Take over operations of other associations

Step 5: January 10, 2004 - Meetings with ALA units at 2004 Midwinter Meeting 

During the 2004 Midwinter Meeting, Susan Roman, Director of Development, provided several opportunities for the divisions, offices and roundtables to provide their input.  Each of the three scheduled meetings focused either on gathering general input or gathering information related to endowments.  These meetings included the Treasurer’s Forum and the Planning and Budget Assembly (PBA) meeting.  Some of the most common suggestions included:

· Provide research and grant writing assistance

· Provide workshops and training opportunities to divisions

· Share prospect information 

· Create an Advisory Committee

· Additional notes and suggestions from PBA were posted on the Treasurer’s Web site following the Midwinter Meeting

Units were asked to provide their feedback about the plan prior to February 15, 2004.

Step 6: February 15, 2004 - Final deadline for feedback and input from ALA units

Step 7: April 12, 2004 - First draft of plan completed for Spring Meeting of the ALA Executive Board

Step 8: April 2004 – Unit Heads and the Senior Management Team review of draft, with suggestions

Step 9: June 2004 – Final draft of plan prepared for ALA Executive Board for Annual Conference in Orlando

Step 10: June 25, 2004 - Update and highlights of the plan to be  reported out to members and staff at Annual Conference PBA Meeting 2004
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Analysis of ALA Development

	Strengths: 
	Weaknesses: 

	· Oldest and largest library association in the world

· Universally appealing mission/vision (reading, literacy)

· Public has positive image of libraries and librarians

· More than 60% of the population uses the library each year

· Ability to provide national exposure and local impact through libraries

· Talented/diverse staff
· 63,000 members and a high membership retention rate

· History of solid, long-term relationships with donors/sponsors


	· Lack of coordination among ALA units

· No formal procedure for grant review or sponsorship solicitation

· Lack of two-way communication

· “Doubling Dipping” – multiple units approaching the same prospects at the same time

· Not all members embrace for-profit sponsorship

	Threats: 
	Opportunities: 

	· Declining funding is impacting libraries nationwide

· Misconception about what ALA does

· Unhappiness with organization due to lack of fund raising coordination

· Perceptions that dues “cover all”

· Other organizations with similar missions have long-standing, well-funded, well-developed fund raising efforts

· “Inertia”
	· Library-using public is a largely untapped potential source for support

· Demographics of the membership and the profession are ideal for planned giving prospects

· Current state of library funding nationwide creates strong funding “need”

· Many members and staff have fund raising expertise
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Fiscal Year 2001 Donations: $3,121,584
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1 Does not include $250,000 from ALA General Fund or $250,000 from ALA Future Fund

2 Includes funds donated to the Spectrum Endowment.  Donations to named Spectrum Scholarship awards, including the Betty J. Turock Scholarship, appear under “Scholarships and Scholarship Endowments”

Fiscal Year 2002 Donations: $3,180,307
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1 Includes funds donated to the Spectrum Endowment.  Donations to named Spectrum Scholarship awards, including the Betty J. Turock Scholarship and the William R. Gordon Scholarship, appear under “Scholarships and Scholarship Endowments”

Fiscal Year 2003 Donations: $3,413,834
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Susan Roman


Director
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Karina Vazquez


Senior Administrative Assistant
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Development Associate
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Lainie Castle


Assistant Director
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Endowment Fund By Type @ 8-31-03�
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Appendix I 





Market and Book Value Since 1995


@ 12-31-03 
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