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Introduction

1. Basic concept of the cooperative, the Interfaith Mission Service

· Congregations join because they want to expand and grow their capability and capacity for engaging the community
· Some have a ministry area that they favor for their congregation. Therefore, designation of their investment is encouraged. 
· They are also interested in having service learning opportunities offered to their members
Resource Development Responsibilities

2.1.4 Resource Development Committee 

The Resource Development Committee is the committee that has the responsibility for developing the financial resources needed by the cooperative. A properly functioning Resource Development Committee is vital to successful accomplishment of the cooperative’s mission and vision statements. 

The major functions are:

1.
Develop a plan for raising the revenue needed to fulfill the planned ministries of the cooperative. The plan developed by the Resource Development Committee will be an input to the Support Services Ministry Area as they develop the annual plan.

2.
The Resource Development Plan will include, but not limited to, the following income streams.

· Member congregation investments

· Member congregation judicatory investments

· Individual member investments

· Investments by businesses

· Investments by foundations

· Investments by government agencies

· Fundraisers 

3.
Determining the financial investments of the member congregations, their judicatories and individual members will be delegated to the Membership Committee as they are the primary interface with the member congregations and manage the individual membership program

4.
Conduct a search of foundations and government agencies to identify potential financial investment sources 

5.
The committee will maintain a listing of easy to conduct fundraisers that member congregations might use to raise funds for their outreach ministries.

6.
The main focus of the annual dinner is the faith community celebrating cooperatively building a beloved community. In addition it is a major fundraiser. However, the committee will develop at least one other major fundraiser that involves all of the member congregations.

The Resource Development Committee is a committee of the Leadership Council and reports to the Leadership Council Chair.
Goals for 2017
Description:

The Resource Development committee finds funding for ongoing operations and for special ministry areas. This committee researches resources for grants from foundations, corporations, families, and the federal, state, and local government.

Goals/Objectives:

1. Provide 25% of income needed to cover operations and programs.

2. Develop an up-to-date pipeline that lists the requirements and application dates for grants from a variety of sources.

3. Research sources of grants from foundations and government.

4. Participate in the annual budgeting process.

5. Prepare “boilerplate” that can be used for grant applications.

Service Learning Opportunities:

1. Research grant sources, requirements, and deadlines

2. Help prepare reusable text (boilerplate) for grant applications.

3. Help maintain the pipeline of grants.

Organization

Explain organization and the relationship with the ministry areas.
Be sure to cover the CR’s role
Member Congregation Investments

Description & Discussion – Our by-laws describe two classes of congregation memberships Full Membership and Advisory Membership. Full members are those that want to be part of the governance of our cooperative and do not designate their investment. Advisory members are those that do not want to be a part of the governance, but are interested in and financially contribute to a specific ministry. 

As a practical matter designating of funds does not cause a management challenge unless more funding is designated to a ministry than is required to operate the ministry e.g. $10K is designated to FOODLine when its operating costs approximately $4K.

Plan Description – We have started down this road several times. Before we start again we need to have a champion that will promote and manage the program. Steps involved: 

1. Define how the program will work e.g. on an annual renewal basis by calendar year or birthday, 

2. Develop the promotion and operation material and procedures e.g. how do people sign up and renew

3. Set goals and track performance

Note: Our ministry areas have progressed to a point where we have several tools developed for empowering a congregation to grow its outreach ministries. There will be a charge for these tools to defray the cost of their development and maintenance.

Judicatory Investments

Description & Discussion – Many, in fact most, of our owners are members of connectional systems. The organizations beyond the local congregation, e.g. Diocese

Presbytery, conference, etc are often capable of funding local initiatives. Past examples – the Episcopal Diocese provided $25K to start IMS First Stop. Recently the North Alabama Conference of the UMC has been funding our Daybreak in Alabama Resources. 

Plan Description

1.
Update and resubmit our proposal to the General Board of Church & Society of the UMC

2.
Investigate what’s available from the Episcopal Diocese of Alabama

Plan Description

1.
Update and resubmit our proposal to the General Board of Church & Society of the UMC

2. Need champions in each faith tradition that will search within their tradition potential funding sources

3. The MA managers could designate someone from their steering committees to be the researcher as a member of the Resource Development Standing Committee

4. The results of the research would we captured in our pipeline and proposal writers would take it from there.



Individual Member Investments

Description & Discussion – We have started down this road several times. We need to make sure that we have sustainability.

Plan Description – Before we start again we need to have a champion that will promote and manage the program. Steps involved: 

1. Define how the program will work e.g. on an annual renewal basis by calendar year or birthday, 

2. Develop the promotion and operation material and procedures e.g. how do people sign up and renew

3. Set goals and track performance

I. General Plan

1.  Determine guidance on individual memberships provided by IMS Charter, Bylaws, and Policies.

· CRV comments

· Articles of Incorporation (charter) Article V states that congregations are the members

· By-laws allow individuals, businesses, students

· We probably need to think our way through that so that we have a rationale for what we do

· Both of these documents are in the Operations Plan

2.  Define how the program will work based on the guidance, including but not limited to: 

· Membership requirements 

· Individual member responsibilities

· Eligibility for Leadership Council, Board of Directors, Standing Committees, Ministry Area Managers, etc.

3.  Develop the promotion, operation materials, and procedures, including but not limited to:

· How to sign up and renew membership – CRV: suggest an annual renewal. If they become a member after July1 they will be listed in the appropriate class at a reduced rate. At renewal it would be full value for the level.

· Accessing IMS proprietary information – CRV: What proprietary information do you have in mind?

· Public announcements – CRV: Generally made public in annual reports. Is this what you had in mind?

· Etc.

4.  Set goals for individual members as a single or grouped resource and track their performance. – CRV: Are these tasking goals or is number of individual members?

II. Specific Implementing Actions

1.  Use IRIS to list congregations in Huntsville identified as Affiliate or Potential members of IMS. CRV: Briana has this in IRIS

2.  Use IRIS to identify potential Points of Contact in each listed congregation. CRV: Same as 1. However, the info is hard to keep accurate

3.  Contact potential Points of Contact to establish a Confirmed List of Designated Contacts.

4.  Contact everyone on the List of Designated Contacts to set up as many presentations as required to present:

· Provide background information on IMS (as developed in Nos. 2 & 3 above)

· Extend an invitation to the congregations represented to join or rejoin IMS.

· List of Service Learning Opportunities in the IMS 2013 Annual Plan.

· Current IMS Membership/Financial Status

· The Challenge given to IMS Member Congregations for matching funds for 2013.

· Extend invitations to the individuals present to become members of IMS regardless of the membership decision of their congregation’s governing body

· Potential to input ideas for the IMS 2014 Annual Plan

· Potential in 2014 of individual and congregational involvement in national and global Health Care Issues

· A new challenge to IMS Individual Members for matching funds for 2013 & 2014 (TBD)
o
A new challenge to IMS Individual Members for matching funds for 2013 & 2014 (TBD)

Jeannie inpu

Plan Description

1.
Devise campaign plan for reaching individual members


Components – 

· Explanation of benefits to individuals (update current one)

· Overview flyer on IMS

· Design return envelope with all info for joining on flap of envelope

· ｷ
Revisit individual membership costs

· Ask each congregation rep to suggest names of people in their congregation who would be interested in individual membership

· Schedule –

· Sustainability – investigate software that flags membership renewal dates each year.


2.

3.

Investments by Businesses

Description & Discussion – Businesses will be interested in specific ministries and/or events and how they will benefit e.g. advertising, 

Plan Description

1. Find a champion

2. Review past investors 

3. Develop the strategies to be used. They will be different for the categories of businesses

4. Develop the appeal for each of the categories

Jeannie input

Plan Description

1.
Devise campaign plan for reaching company/corporate members


Components –  collateral materials

ｷ
Explanation of Benefits to Business (update current document)

ｷ
Overview flyer on IMS

ｷ
Figure out what they get for sponsoring an IMS event (like the dinner)

ｷ
Prepare dog-and-pony show for a visit to a business prospect. Include a brief document focusing on our 40+ year history of successfully addressing the needs of the community, of being an incubator to highly successful non-profits. And on how we continue to focus on uncovering what the community needs (by talking to CoC, Uway, leaders in business, etc.)

      Schedule -- 

ｷ
Before annual celebration dinner, contact appropriate businesses and offer them an opportunity to sponsor a table or some scholarship tickets.

ｷ
After the annual dinner, schedule visits to the different levels of businesses:

ｧ
Small, local businesses

ｧ
Large, local corporations

ｧ
Large national and international corporations

Investments by Foundations

Description & Discussion – The first step is to do the research to find a match or our ministries and the purpose of the foundation. The next step is to complete the information requirements of our Funding Sources Pipeline.

The more we know about the foundation the better. It may be possible and beneficial to do some missionary work prior to preparing the proposal.

Plan Description

1. Find a champion – Rather than train someone to do this it would be better to find an experienced person. This is long haul work requiring research, vetting and proposal preparation activities that take some time to learn.

2.
Maintain a pipeline or a section of the common pipeline

3.

Investments by Government Agencies

Description & Discussion – The first step is to do the research to find a match or our ministries and the purpose of the foundation. The next step is to complete the information requirements of our Funding Sources Pipeline.

The more we know about the foundation the better. It may be possible and beneficial to do some missionary work prior to preparing the proposal.

Plan Description – Much the same as Foundations

1.

2.

3.

Fundraisers

Description & Discussion – We have the Annual Celebration Dinner and it would be good to have another annual event. In the past we have organized an annual auction. Our intention was to have an upscale auction, however it settled into mostly garage sale items. In addition to raising money fundraiser have the benefit of building community among the congregations and individuals.

Another possibility is to have a canned fundraiser that our owner congregations could conduct within their congregation e.g. spaghetti supper

Review the document 55 Ways to Raise Money

Possibilities and comments:

Item 11 – Give some or a lot of things to your organization's garage sale, making sure they are worth $500, and then help to sell it all.

We did this several years in a row. It used to be one of our annual fundraisers

Item 12 – With 4 or 5 friends, have a spaghetti dinner at a church or union hall or other big room with a large kitchen. Charge $10 per person and feed more than 50 people. You can charge extra for wine or garlic bread, or for dessert.

This could be a cookie cutter operation. Several congregations host the dinner. All food is provided and they just host. Other congregation might provide the food and do the hosting.

Item 13 – Have a fancy dinner at your home or a regular dinner at someone's fancy home. Serve unusual or

Have been involved in this type of fundraiser. Bought a dinner at an auction.

Item 14 – Get three friends to help you have a progressive dinner. Start at one person's home for cocktails and hors diseurs, progress to the next person's house for soup or salad, the next person's for the main course, and the last person for dessert. Either charge by course, or for the whole package. To make it extra special (and much more expensive), get a limousine for the evening that carries guests from house to house.
This might be a good mixer for us. People from different congregations.

Item 15 – Host a wine and cheese party. Do not charge admission and invite as many people as you can. During the party, give a short talk about your organization, and ask everyone to consider a gift of $25, $50, or $ 100 or more (depending on the crowd). Either pass out envelopes and ask people to give then, or after the party contact everyone individually who came and ask for a major gift. Indicate that you have given, and if appropriate, how much you have given.
Good possibility

Item 26 – Invite people to your birthday party and ask that in lieu of gifts they give money to your organization.

We could find out when our clergy birthdays are and have monthly birthday parties

Item 28 – . Lead or get someone to lead a nature walk, an architectural tour, a historic tour, a sailing trip, a rafting trip, or a horseback ride. Charge $15-25 per person, or charge $35 and provide lunch. Advertise the event in the newspaper to draw in people from outside your organization.

Related to our pilgrimages. CASA does the kitchen tours

Item 29 – Start a pyramid dinner, or a chain dinner. Invite 12 people and charge $12 each. Get two people of the twelve you invited to invite 12 people each at $ 12, and two people from each of those two dinners to invite 12 people at @$12, and so on. Here's the income: Your dinner -- 12x$12 = $144 From your dinner -- 12x(12+12) = $288 From those dinners -- 12x(12+12+12+12) = $576 Twelve is used in this example because it worked very well for the Nuclear Freeze Campaign in California, which was Proposition 12. In many communities, most of the income for the campaign was generated by 12x12 dinners.

Related to Item 14. Good racial and interfaith mixer

Item 34 – Organize a service raffle. Get four people (one can be you) to donate a simple but valuable service that many people could use and sell raffle tickets for $3-$5 each. Keep the price a little high so you don't have to sell so many and so that the buyers have a higher chance of winning. Services can include child care for a weekend or for any weekend night two weekends in a row; one day of housecleaning; yard work; house painting (interior or exterior), etc. Sell the tickets to neighbors, work mates, and to other board members. Encourage people to buy several by offering discounts for multiple purchases, such as one for $5, 3 for $ 13, 4 for $ 17, 5 for $20. If you are really bold or live in a more affluent area, or have few friends, sell the tickets for $20 each. A full day of housecleaning for $20 is a real bargain, and buyers have a high chance of winning with fewer tickets sold.

We have done this at TUMC

Items 45 & 46 – For the church-going: ask if your organization can be a "second collection." The church passes the plate for its own collection and then you or someone from your organization gives a brief talk (or sometimes the whole sermon) about your group and the plate is passed again; the proceeds go to your group.


A variation on the above is to organize a "second collection Sunday" and get as many churches as you can to take up a second collection for your organization. Someone from your group will need to be at each service and give a brief talk. Second Collection Sundays can be very lucrative, as witnessed by the Catholic Campaign for Human Development, which collects $8 million on one Sunday in all the participating Catholic churches in the United States.

David Freeman has brought this up several times

Item 47 – If, as a child, you collected something avidly that you now store in a basement, consider selling it. Coins and stamps are particularly valuable and have usually increased in value over the years. But your collection of rocks, toy ships, rockets, arrowheads, or dolls can also be valuable. When you donate the income from the sale, you can deduct that amount from your taxes -- an added bonus of this strategy, since you probably paid little or nothing for the items in the collection.

Cousin of an antique sale

Item 48 – Have a sidewalk sale or garage sale for your whole neighborhood or building. Go around to your neighbors and tell them you will take their stuff outside and sit with it all day to sell it if they will donate half or all of the proceeds to your group. Since this is stuff people want to rid of anyway, it is a good deal for them. In one apartment building with ten units participating in donating stuff, an organization netted $3,000 in one day. Three people from the organization helped with the selling. With a few high-ticket items, such as a washer/dryer or some nice lamps, you can make good money.
Related to Item 11

Item 50 – Create a take-off on the "adopt-a-highway"techniques by naming budget items of your group as available for adoption. You could develop a flyer that reads, "The following items have been found near death from negligence and abuse. Won't you help? $25 per month will ensure that our computer is maintained. $100 per month will release our photocopy machine from toiling with no toner and a dying motor. (We can lease a new one."
We are doing this via designated giving and relation to the interests of businesses, foundations and public funding. 
Bob:

In speaking with Chuck, he indicated that you were looking for fundraising ideas for IMS.  I had a couple of ideas.

I would like to get more people involved with lower overhead and lower entry fee.

1.  Have a Faith Run/Walk  All faiths and charge $25 a head to participate. Have Fleet Feet mark off a 5k area.  Everyone gets a T shirt.  When at the Care Center, I think we had a source that would print T shirts for about $4.00 a piece. Runs are popular in this town and if Fleet Feet marks it and officiates all the people who are runners will participate.  We would need to see when we could get on their calendar.

2.  Have an old fashion dinner on the ground but this time with all faiths.  Get the congregations to supply the food.  Get the use of somewhere like the Roundhouse.(Preferably for free)  Charge $25 a head to sample all the different foods.

We need a way to get more people engaged and at the same time make money.

People love to eat and in this town they love to run.

Just some ideas....

Let me know what you think.

Best regards,

Patricia Smith
Note to Aladin & Doug


Use this document to speak to RDC responsibilities on Sat. The plan needs updating, but the responsibilities on page 3 are sufficient for the time allotted. I will try to send you a representative Pipeline  to discuss also.  Beyond the responsibilities you might cover a couple key points:


The RDC is responsible for the total RD picture


The Investment on the part of the congregations and their judicatories is delegated to the Membership Committee (MC). In doing this function the MC reports to the RDC.


Chuck
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Note: CRs and other members should become familiar with their judicatories and look for their organizational elements that support outreach ministries.
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