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This document was created through two mechanisms— 1) The presentation was produced and presented
by the facilitator, Nowshad Ali. 2) The session notes on six topics was created through group dialogue

during the session. The participants therefore most be credited for their excellent work and individual as
well as group contributions.
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About The Session Facilitators— On Purpose L eader ship Inc.

To survive and thrive in a fast-changing world, executives and organizations must out-work, out-think, and
out-perform their competitors... every single day.

At On Purpose Leadership Inc. our goal isto create breakthroughs and assist clients in moving systematically
and decisively towards extraordinary results. Our facilitated process creates a learning culture and
environment that results in maximum growth and a position of strength for the client-participant and the
organization.

Our interactions serve to develop skills and intensify motivation of people at: executive, management, and
core personnel levels. The bottom line being to positively affect key performance outcomes and sustainable
long term personal, professional and organizational growth and devel opment. We define success as the
effective pursuit and attainment of purpose without compromise of core values.

Our primary focusis on assisting clients to improve Productivity, Effectiveness and Resullts.

Our program offerings are primarily in six key areas:

e Leadership
+ Management
« Sdes

« Behaviour Dynamics
» Fund Development & Not-for-Profit Management
»  Group Facilitation and Strategic Planning

How to reach us:
Website: WWW.onpurpose.ca
Telephone: (905) 467-7673 (GTA)
(306) 652-1400 (Saskatoon)
Email: success@onpurpose.ca

Participants in the course and readers of this document are encouraged to use the document as a basi/foundation for
discussion within your own organizations. It is hoped that the document will become a catalyst, a point of departure for
stimulating useful and productive dialogue among colleagues and within and across organizations on these various
topics and issues thereby leading to the formulation of viable solution options. The document is organized in three
sections:

1. Notesfrom discussion groups, on six topic areas, during session
2. Copy of dlides from presentation, with a few additional ones that were not covered but that might be valuable.
3. Appendices of Prospect Clearance and Donor recognition tools and protocoals.

I

-
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Decision M aking

1. Whyisitanissue?
- Not everyone can aways be actively involved in the process\

>

Aretheright people being involved?

Enforcing top-down decisions

- “Breaking the mold” of habitual/traditional thinking of community level
- How to get buy-in?

>

“How will this decision affect me?”

- Decision-makers (head office) don’t always have al the information/credibility
- Impacts of “big picture” decision within diverse communities
- Communication & interpretation:

>
>

Discrepancies
The“why” behind decisions

2. What are the impacts?
- “Begrudging” implementation of decisions? Can lead to:

>
>

Wasted resources
Unrealized potential

- Lack of/miss-communication can lead to confusion or not knowing about new
confusion/policies

- Animosity — affects:
>

>
>
>
>

Relationships

Trust

Morae

Pressure

FINAL RESULTS & MISSION

3. What must we do to overcome?
- Gaining buy-in:

>
>
>

Knowing stakeholders & their roles
Consulting/involving stakeholders in decision-making process
Building the “best” consensus & addressing objections

- Maintaining/ Communicating a focus on the “big picture”
- Re-evaluating results of decision — being flexible & transparent
- Communication, Communication, Communication

>

Two-way + organic
-  What isdecision?
- How isit made?
- Where did we come from?
—  Where do we want to be?
- How will implemented & evaluated?
- How supported?

- Involving stakeholdersin ALL parts of process — including implementation

Presented By: Nowshad Ali,
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Donor Recognition

4. Why isit anissue?
- Donor loyalty (donors want more for the gift)
- Vaue of the donation — across levels (value of total)
- Limited recognition vehicles at local levels
- Stewardship tool — bring donorsto a higher level
- Future value — bottom line
- WIIFM —What's In It For Me?
- Trade off between guidelines & flexibilities
- Donor confusion between different levels
- Maintaining consistency and equity (Added by Facilitator — Nowshad Ali)

5. What are the impacts?
- Not properly recognizing donors
- Inconsistency
- Long-term partnerships
- Cultivating donorsto higher levels
- Stronger relationships

6. What must we do to overcome?
- Tota picture (whole picture vs. level breakdown)
- Policies~involveal levels or buy-in on al levels
- Seeing the greater good
- Organization structure must see total picture
- Communication between you & donor, also between all levels
- Ensure clear policies and procedures exist ((Added by Facilitator — Nowshad Ali)

- Proper use of appropriate database, gift histories, and contact records ((Added by
Facilitator — Nowshad Ali; See also dlides 19 through 21)

Presented By: Nowshad Ali, CFRE; CPBA On Purpose Leadership Inc.
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Prospect Clear ance

1. Why isthisanissue?
»  Coordination — avoid double tasks.
* Avoid embarrassment.
» Avoid leaving resources on table.
* ldentify best relationship manager.
»  People management tool — create internal relationships.
e Consistent message/professional.
e  Strategic approach to donors.
» Developing comprehensive programs
)<Affinity & Capacity ratings
Protecting territory
e Not maintaining comprehensive database.

2. What are the impacts?
»  Confused (or angry donors).
*  Waste of time — staff, volunteers & donors.
e Institution’s reputation.
e Integrity of message & mission
e Impact of organizational culture.
» Right hand not know what the left hand is doing (Added by Facilitator — Nowshad Ali)
* Leaving $ onthetable.
»  Poor/decline donor relations (Added by Facilitator — Nowshad Ali)

«  Multiple asks and risk of compromising higher potential gift due to lower gift already committed (Added by
Facilitator — Nowshad Ali)

»  Lack of focus/ineffectiveness.
* Not fulfilling goals.

* Missing good prospects.

3. What must we do to overcome?
» Policies & procedures.
e Training there of
e Institute org. buy-in & ownership
e Establish clear roles & responsibilities.
e Creating awareness
*  Good research/info
e Building internal relationships.
»  Create open & trusting atmosphere.
» Persistence & effort (*patience!)

«  Seealso attached release for right to approach tool and prospect clearance protocol (Added by Facilitator —
Nowshad Ali)

4. To be successful?
» Organization
*  Communication — targeted
»  Enforcement/adherence processes.
e Meaningful recognition — celebrate successes.
e Efficient mgmt. Structures

Presented By: Nowshad Ali, CFRE; CPBA On Purpose Leadership Inc.
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Hard vs. Soft Credit

1. Whyisthisan issue?
* Performance Management
* Resource Allocation
* Employee Morde
» Accounting

2. What are the impacts?
* Meeting budgets on various levels
» Lack of synergy:
- Disgruntled/de-motivated staff
- Donor confusion
» Lack of focuson the org.”s mission

3. What must we do to overcome?
» Create ashared vision through jointly created policies
*  Open communication
* Respecting perspectives from all levels

Presented By: Nowshad Ali, CFRE; CPBA On Purpose Leadership Inc.
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Valuation & Pricing

1. Whyisthisan issue?
= Loca chapters are sometimes forced to wait for direction from National or Provincial
levels.
= Lack of consistency in evaluating gift (or potential) or recognition.
= Return on Investment.
= Reporting relationship might be different than your objectives.

= Equity across levels of sponsorship and levels of organization (added by facilitator —
Nowshad Ali)

=  Market and flexibility to respond to the market.

2. What are the Impacts?
= Credibility could be damaged (recognizing donor in lesser way)
= Ability to motivate for greater gift. ©
= Missing opportunities.
= Strained relationships w/ internal & external audiences.

3. What must we do to Overcome?
= Takethetimeto create a comprehensive set of protocol & procedures that will be
suited for your organization.

- Naming ops.
- Gift recognition for all types of donors (corp., fdn., S.C., ind., etc.)
- Etc.
= The document must evolve w/ org.
»= Must also match mission & vision.

Presented By: Nowshad Ali, CFRE; CPBA On Purpose Leadership Inc.
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Stewar ding Resour ces

1. Whyisthisan issue? (ie. human, financial, data/info)
- Establishing priority
- Limited
- Accessto...
- Credibility
- Distribution of ...

2. What are the impacts? (or the reverse)
- Inefficiency
- Missed opportunities
- Lack of direction
- Unableto retain staff + vols.
- Lose credibility
- Onthe bottom line

3. What must we do to overcome?
- Develop + adhere to protocols
- Communication (Effectiveness!)
- Traning
- Orientation
- Increase access to appropriate individuals
- 360/Self-Evaluation process at all levels (include anonymous feedback)
- Relationship building
- Budget developed with input from all levels

Presented By: Nowshad Ali, CFRE; CPBA On Purpose Leadership Inc.



