Affiliate Organizational Capacity Building 
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One unique features of the NWF affiliate network is the opportunity to share information with organizations that are in the same business yet are not competitors.  This allows us to collect and distribute “how to” information on successful capacity building programs.  

Please provide the following information so we can share your successes with all of our affiliates:

Category:     X Membership     □ Fundraising     □ Board/Staff Development
□ Other

Name of Affiliate:

Kansas Wildlife Federation 

Title of Program: Building up major donor prospects through public speaking 

Description of the Program: Using the needs of Rotary clubs and similar organizations for guest speakers, KWF has built up a roster of major donor prospects by actively seeking out speaking engagements. We’ve also recruited some valuable press and political contacts. 

Steps involved in starting-up the program, and associated timings:  The International Rotary website – www.rotary.org -- has a list of clubs by state, along with contact phone numbers. It should be noted that these contacts are frequently out of date, but usually know who the current contact is. I started by calling through the list of the state’s clubs and booking speaking engagements.  

A typical speaking engagement lasts about 20 minutes. During those times I cheerlead for our state’s natural resources, pointing out the ones that are absolutely unique and are of international importance. I make sure to take questions, sometimes working hard to prompt the audience to ask questions. During that time, I identify people whose business cards I need to snatch up and make sure to socialize with these people after the meeting is over. 

Impact of the program with historic trends: ( i.e. gross vs. net raised, number new members)  Hard to evaluate at this point, but generally at each session I meet at least one person I need to keep in touch with, either a major donor prospect, a local business owner, a potentially valuable political contact, etc. 
Cost of the Event or Activity:  Can be quite high when travel and staff time are taken into account. I try to make sure there are other meetings in the general vicinity to make good use of my time. Examples include shooting ranges, sporting good stores, local news media, previous donors, etc. Generally, smaller the town the easier it is to get an interest. 

Personnel support required by volunteers and/or staff:  Travel time may vary.  
What you consider the “Keys to Success” of this event:  Make sure to find a way to get the business cards.  Rotaries usually do not want you to do a heavy membership pitch, so find an entertaining and fun way to collect cards, like a business card raffle.  

What pitfalls to avoid or lessons you have learned putting this event together:

Avoid politics! This is tough since advocacy is our business, but people really want a light presentation that inspires them for this sort of thing.

If you have questions or want to discuss the specifics of event please contact:

Name: Dan Ward

Phone: 785-232-3238

Email: info@kswildlife.org. 

