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Developments

These are challenging times.  
Everywhere we turn the talk of 
our slumping economy is a hot 
discussion point.  The Association 
of Fundraising Professionals is 
here to help.  Whether attending 
an AFP luncheon to 
learn new ways to 
raise funds online, 
or consulting with 
an AFP colleague or 
mentor, AFP helps 
provide a continuous 
learning base for you 
and your organiza-
tion that will help 
you stay on top of 
the latest fundraising trends.  The 
AFP Symposium on Fundrais-
ing – scheduled for July 9 at Fess 
Parker’s DoubleTree – is certain 
to be another opportunity for you 
to grow professionally and to as-
sist you in your work.

Another area of focus for 
AFP is to ensure that any type of 
public policy being considered 
or implemented is constructive 
for fundraising and philanthropy.  
AFP is particularly sensitive to 

any sort of legisla-
tion that would affect 
charitable giving, 
such as the presi-
dent’s budget pro-
posal that would have 
reduced the federal 
charitable tax deduc-
tion from 35 percent 
to 28 percent for 
donors earning more 

than $250,000 annually, a propos-
al that could signifi cantly impact 
the magnitude of fi nancial gifts 
from some of our most important 
and reliable donors.  As stated by 
AFP President and CEO Paulette 
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Message from President-Elect
Andrea McFarling 

Network! Get motivated! Learn 
new strategies! The annual 2009 
AFP Santa Barbara/Ventura 
Counties Chapter Symposium on 
Fundraising will be held on July 9 
from 8:30 a.m. to 3:30 p.m. at Fess 
Parker’s DoubleTree Resort in 
Santa Barbara. This year’s theme, 
Finding the Silver Lining – 
Fundraising Strategies to Weather 
the Storm, is aimed at equipping 

anyone involved in fundrais-
ing (for nonprofi ts) with new 
and innovative ideas and 
strategies on how to suc-
cessfully raise money during 
tough economic times.  

AFP would like to thank 
this year’s sponsors to date: 
Santa Barbara Foundation, 
Netzel Grigsby Associates, 
The Fund for Santa Barbara, 

SB Mailworks, 
Food Share, 
Fess Parker’s 
Doubletree 
Resort and 
Hotel, and 
the Lobero 
Theater.

We are 
excited to 
announce that 
Jim Cathcart, 

one of the best known and most 
award-winning motivational speak-
ers in business, will deliver the 
keynote address this year entitled, 
“Intelligent Motivation for a Chal-
lenging World.” With over 31 years 
of professional speaking,

Cathcart has delivered over 
2,700 presentations to audiences 
around the world. He is listed in the 
Professional Speaker Hall of Fame, 
is the recipient of the prestigious 
Golden Gavel Award, and received 
the Cavett Award for a lifetime 
of service.  He is the author of 14 
books, including two international 
bestsellers, The Acorn Principle and 
Relationship Selling.  

Jim will also conduct one of the 
workshops on motivating 
giving from existing donors, more 
referrals to new donors, more sup-
porters and “believers”, and how 
to grow your fundraising team. 
His concept of Relationship Intel-
ligence® involves all of these when 
combined with his concept of 
“Relationship Selling.”  

Keynoter Jim Cathcart To Headline July 9th Symposium
By Lora Barker
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The 46th Annual AFP Interna-
tional Conference on Fundraising 
was held March 29 – April 1, 2009 
in New Orleans, Louisiana.  I had 
not attended a conference of this 
magnitude and was very impressed 
by the caliber of speak-
ers and opportunity  
to network with  
colleagues in the field.
Other AFP members  
attending from the 
Santa Barbara Ventura  
Counties Chapter  
were Beth Dolinsek, 
Caroline Grange, 
Amanda Kastelic, and 
Jill Rode.   With over 3,000 par-
ticipants in attendance, I had the 
opportunity to meet other develop-
ment professionals such as a few 
members of the AFP Los Angeles 
Chapter and an international devel-
opment professional from Norway.

During the general session, it 
was stated that less than half of 
charities raised more money in 
2008 than in 2007, and fundraising 
gains dropped significantly across 
the board, according to figures re-
leased by AFP.  AFP’s eight annual 
State of Fundraising Survey asked 
charities to compare their fundrais-
ing totals in 2008 to their figures in 
2007.  “Based on the survey results 
and anecdotal evidence from our 
members across the country, this is 
probably the most challenging  
environment that most fundraisers 
have seen in their lifetime,” said 
Paulette V. Maehara, CFRE, CAE, 
President and CEO of AFP.   “The 
dip in fundraising is particularly 
discouraging given the increased 
demand for services as many people 
suffer from the economy.”  

The survey also stated that in 

terms of strategy for 2009, a large 
percentage of organizations will be 
increasing their activities in major 
gifts, planned gifts, online solicita-
tions and corporate and founda-
tion grants.  These activities are 

typically less expensive 
and/or focus on existing 
donors who already have 
strong connections to a 
charity.  In contrast, very 
few organizations re-
sponded that they would 
be increasing their direct 
mail, telefundraising and 
special events efforts, 
which are typically more 

expensive and typically are used to 
attract new donors.  

There were many educational 
sessions to select from ranging from 
How to Become a Better Negotia-
tor, Network For Good Session, 
Social Networking and Major Gift 
Solicitation, just to name a few.

There were various sessions  
focusing on social networking.   
Joseph Mouzon, executive director  
of nonprofit services, Network for  
Good, discussed how of the $306  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

billion total giving for 2007,  
the total giving online was $9.0  
billion.  Mark Rovner, Principal, 
Sea Change Strategies, discussed 
three distinct groups of wired 
donors.  The wired wealthy donor 
clusters are:

• Relationship Seeker (29%) 
most likely to respond to oppor-
tunities to connect emotionally 
with an organization online
• Casual Connector (41%) the 
largest of the three clusters, 
question after question this 
group appears to “split the dif-
ference” in terms of attitudes and 
preferences
• All Business (30%) this group 
does not appear to be looking 
for a relationship or emotional 
connection.
Thank you to the Santa Barbara/ 

Ventura Counties Chapter for the 
opportunity to attend this enrich-
ing conference.  I encourage you to 
save the date for the 2010 confer-
ence in Baltimore on April 11-14.

Maddy Sattler is Development Director at 
The Wellness Community Valley/Ventura.

Report from International AFP Conference in New Orleans
By Maddy Sattler, Chapter Scholarship Recipient

Board members Rochelle Rose CFRE and Jeanne Benitez enjoyed  
the June 10 luncheon presentation Why and How to Use Volunteers in 
Fundraising presented by the inspirational Doug Green.
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V. Maehara, CFRE, CAE, “Lead-
ing in public policy means mak-
ing tough decisions based on how 
such decisions will affect the entire 
profession and sector.  Making the 
decision to oppose this proposal  
wasn’t easy, and it wasn’t done in 
haste or without serious consid-
eration.”  AFP strives to ensure 
continued best practices for the long-
term benefit of our entire profession 
and the organizations we serve.

I encourage you to become and 
remain involved in AFP.  Come to 
a luncheon, take advantage of the 
learning opportunities made avail-
able by your peers, join a chapter 
committee, and continue to advo-
cate for our profession and for the 
public good.  AFP is an important 
part of your network, and we are 
here to help and serve.

The Association of Fundraising 
Professionals (AFP) represents 
30,000 members in 172 chapters 
worldwide working to advance 
philanthropy through advocacy, 
research, education, and certifica-
tion programs.

The Santa Barbara/Ventura  
Counties AFP Chapter was found-
ed in 1986. Annual dues are $300. 
With approximately 140 members, 
this vibrant chapter offers a wide 
array of educational opportunities 
and many areas of involvement for 
members. For more information, 
contact Monica Intaglietta, VP of 
Membership at 965-2376 x149. 

The many benefits of mem-
bership include reduced rates on 
conference/event registration fees 
and monthly luncheons and a free 

national newsletter. The greatest 
benefit, however, is a personal 
one: the opportunity to  
interact with 140 other Chapter 
members and professionals in the  
field, plus information sharing, 
networking and other resources. 
Join AFP (link to http://www.
afpnet.org/about_afp/join_afp).

As an AFP member, you 
align yourself with 30,000 like-
minded practitioners of ethical 
fundraising. The Santa Barbara/
Ventura Counties Chapter  
of AFP is pleased to welcome 
 these new members to our  
organization:  

Andrea Barkan  
Grants Manager 
Livingston Memorial, VNA

David Bisol  
Executive Director   
SB Historical Museum 
Mehgan Fay     
Director of Development   
Ensemble Theatre Company
Carmela Galvez  
Development Director  
Just Communities Central Coast 
Peter M. Kellogg  
President and CEO   
The Kellogg Organization, Inc. 
Deborah Sands  
P.R./Sponsorship/Events 
Guide Dogs ofAmerica 
Candis R. Schooley  
Development Associate   
SB Neighborhood Clinics   
Lauri M. Shiffrar  
Development Coordinator   
Marian Foundation 

Join our AFP Chapter!

Other symposium workshop 
topics include Social Networking, 
Media & Messaging, How to do 
More with Less, Stewardship, and 
much more!  The Symposium will 
culminate in a panel discussion  
of the current state of foundation 
giving.

Early registration for the sym-
posium is $115 for AFP members 
and $145 for non members.  Mul-
tiple registrations from one agency 
are $95.  For more information or 
to register please contact Jeanne 
Benitez at (805) 983-7100 ext. 122 
or jbenitez@foodshare.com, or  
visit www.afpsbv.org. Scholarships 
are available! For scholarship  
opportunities, contact Frances 
Goodrow at fgoodrow@fielding.edu 
or (805) 898-2951. 

This year’s Symposium is 

chaired by Beth Dolinsek as-
sisted by committee members Lora 
Barker, Jeanne Benitez, Marti De 
La O, Geoff Green, Patricia Heller, 
past co-chair Dena Jenson, Karen 
Kawaguchi, Kristiana R. Kocis, 
Carrie LeBlanc, Catherine Lee, 
Maddy Sattler, Mitch Sloan, and 
Kathy Wertheim.  

Keynote speaker Jim Cathcart 
has created scores of successful 
training programs in video,  
audio, digital and print.  He has  
also served on the national staff of 
the U.S. Junior Chamber of Com-
merce in charge of Leadership 
Training; he also served 10 years  
on the board and one year as 
president of the National Speakers 
Association. Jim is a donor, a  
civic leader, a fundraiser and an  
active citizen.  

Continued from page 1 Continued from page 1

Keynote Speaker Jim Cathcart President-Elect
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Many Thanks to our Symposium Sponsors to date:

Santa Barbara Foundation

The Fund for Santa Barbara

Ventura County Community  
Foundation

Netzel Grigsby Associates, Inc.

The Kellogg Organization Inc.

SB Mailworks

Lobero Theatre

Food Share

Museum of Natural History

Boone Printing

Santa Barbara Symphony

Fess Parker’s Doubletree Resort 

Nonprofit Support Center  
of Santa Barbara

A study of charitable giving pat-
terns shows women have a strong 
influence on their spouse’s giving, 
while high-income women are 
using more sophisticated giving 
methods than men. 

Conducted earlier this year,  
the study found that women were 
more likely than men to report they  
assumed the role of primary deci-
sion-maker with regard to how much 
was donated to charity and which 
charities would receive the donations.

The study involved men and 
women who donated at least $1,000 
to charity in 2007. The average 
age of respondents was 50, and the 
average total donations (in 2007) 
among respondents was $6,500.  
Average household income of re-
spondents was $136,000. 

High-income women (those 
with an annual household income 
of $150,000 or more) also demon-
strated a high level of sophistication 
in their giving, summarized below.

They are more willing to be pub-
lic about their giving. 58 percent of 
high-income women disagreed with 
the statement “When I make a dona-
tion, I prefer that it be anonymous.” 
By contrast, 46 percent of all donors 
disagreed with this statement.

7 percent of high-income women 
make donations with securities in 
contrast to 4 percent of all donors.

They also seek expert advice 
more than men. 12 percent of high-
income women report they would 
like guidance from a financial 
professional about charitable giving 
compared to 9 percent of all donors.

A substantial majority of men 
(92 percent) name their spouses as 
an influence on how much to give 
to charity or where to direct the 
funds. While 84 percent of women 
name their spouse as an influence, 
they are more likely than men to 
engage a larger circle of influencers 
in their giving including extended 
family, friends, and co-workers.

Finally, high-income women are 
more likely than other donors to 
increase their giving during chal-
lenging economic times because 
they perceive a greater need (35 
percent of high-income women say 
they do so compared to 27 percent 
of all respondents).

The study Gender Differences in Charitable  
Giving 2009 was conducted by Fidelity Charitable 
Gift Fund in January-February 2009. 

Women Play Prominent Role in Giving  
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 heartfelt
                          APPRECIATION

for the continued fine work of the
Association of Fundraising Professionals

www.sbbt.com

A Division of Pacific Capital Bank, N.A., Member FDIC

Organizations have four basic resources: people, 
time, money and the story they have to tell. Every 
organization has elements of these four resources,  
let’s go through each:

People: are your #1 resource. The more people  
you have involved in your cause, the easier fundraising 
will be. There are types of fundraising you can do  
with fewer people, such as grantwriting and perhaps 
direct mail, but generally speaking, the more people 
you have involved, the better. And some kinds of 
fundraising are vastly more difficult without people 
involved, such as special events.

Time: is a terrific resource as well. You will do 
very different kinds of fundraising, based on the 
amount of time you have before you need the money. 
If you have to meet payroll this week, you’ll be on the 
phone raising money. If you have three to six months, 
you can write grants or create larger special events.

Money: Some organizations do have money to 
invest in fundraising. You should have a budget set 
aside, if you don’t now. Consider a formula like this: 
Fundraising should be about one-third of your non-
program budget.

The story you have to tell: is an integral part of 
fundraising. If you have a good story to tell, things 
you’ve accomplished, it makes fundraising much 
easier.

Now, how here’s how to use a formula to decide 
what kind of fundraising to do, based on what resourc-
es you have.

The C.A.T.E. Formula: stands for COST, 
AMOUNT, TIME and EFFORT. Cost is the total cost: 
you should include staff time, although many people 
don’t. Amount is the gross amount raised: subtract 
costs and you have your net revenue. Time is the 
number of days between deciding to do the fundraising 
and having the money come in. Effort is the number of 
people involved.

Let’s consider a couple of types of fundraising: 
special events and grant writing. A special event will 
have costs that run about one-third of the gross raised. 
It might take six months or more to arrange. However, 
you can raise a large amount of money this way.

Grant writing, conversely, takes the effort of one or  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
two people. The cost is very low, and the amounts can 
range from $1,000 to $50,000 or more.

So, is the answer to do grantwriting and not special 
events? Not necessarily. In this case, grant writing 
would be good if you have few people involved and 
not much money. However, there are things that the 
formula doesn’t consider. For example, more people 
understand how to throw a party than understand how 
to write grants. The special event gets your volunteers 
involved in fundraising. It makes it easier to get corpo-
rate contributions.

Also, grant writing has some problems. Founda-
tions tend to like you for about three years, and then 
they want to see a new program or project. Some or-
ganizations may not have a lot of foundations that will 
support them, based on your issue or where you’re lo-
cated. There are only limited numbers of foundations, 
while there are many more individuals from whom you 
can raise money. People have emotional feelings about 
fundraising, and may have an easier time asking for 
money for an event than other kinds of fundraising.

There are more factors to consider than just the 
resources you have. A mix of fundraising will help you 
reach the most people who can support your cause.

How to Figure Out What Kind 
of Fundraising to Do, Based on 
the Resources You Have  
Reprinted courtesy of Katherine Wertheim, CFRE
www.werth-it.com




