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Report of the Chief Development Officer


After more than two full years of operation the fund raising department of ARRL continues to fine tune existing programs and test new tactics to maximize contributed revenues with maximum efficiency.  With more than two years of performance data, donor behavior is a bit more predictable, and operational systems are more manageable, providing a more solid foundation for testing initiatives to targeted audiences.  The progress of our Development program is significant as seen by comparing the revenue and expense totals of 2002 and 2003.  For the same eleven month period, revenues in 2003 exceed 2002 revenues by more than 60%, and 2003 expenses are down more than 13% in 2003 over 2002 expenditures. The overall goal remains the increased production of solid net revenues to support general operations and specific ARRL programs.   

2003 Update

The Spectrum Defense Fund took a new and strategic turn in 2003. The emergence of the threat of Broadband over Power Lines (BPL) created an opportunity for a second full membership mail campaign during the summer of 2003.  With approval from the A & F Committee, Development postponed the W1AW Endowment campaign until January 2004 so that the budgeted expenses for that campaign were applied to a full file BPL appeal.  The Spectrum Defense special campaign for Broadband over Power Line was launched in late June and ran through the fall.  Follow up mailings, email solicitations to clubs, ARRL letter and web articles updated ARRL members with current information on this threat and call for contributions to support advocacy activities.  The campaign against BPL offered an opportunity to reach out to Amateur Radio clubs for support. To date more than 200 clubs and organizations have responded with financial support.

The traditional fall Spectrum Defense campaign to the entire ARRL membership was mailed in September 2003 with a revised goal of $225,000, reflecting the possible negative impact of two full Defense campaigns within the year. With a theme of Constant Vigilance and the story of recent successes in spectrum Defense the campaign had a strong response.  To date the campaign has reached $226,303 from 5,093 donors. The average contribution of $44.32 is right on target.   

The results of the adjusted strategy were reflected in a reforecast for Spectrum Defense revenues of $595,000, a composite of Defense fund raising efforts during 2003.  The actual 2003 revenues for Spectrum Defense have reached $606,282 from 12,074 donors, exceeding the revenue reprojection of $595,000 presented in July 2003.  The average contribution is $50.21, an increase of about $5 over the previous year’s average. 

The Education & Technology Fund did not live up to its billing in 2003. The 2003 campaign raised $113,000 from 1494 donors, with a healthy average contribution of $75.64.  These totals fell far short of the projected revenue of $220,000 and far less than 2002 results for the inaugural campaign. The campaign did attract recurring contributions from two very generous donors.  

The Historic Preservation Fund test campaign was mailed on May 15, 2003 to 10,000 random ARRL members in the spring, and after six weeks has produced modest results.  Against a goal of $5000 the response has reached $3,512 from donors with an average contribution of $43.35.  Based on these results and other demanding priorities, a full campaign for Historic Preservation was not implemented. 

The ARRL Diamond Club continues to grow.  In 2003 instead of a single targeted mail campaign, Development worked with Circulation to offer Diamond Club participation as part of the regular monthly membership renewal process.  Those monthly mailings continued through the year and a special repeat appeal to Life Members was added in late spring 2003.  

The ARRL Diamond Club program added a targeted mail campaign to 16,500 members who have been members for 7 – 9 years.  Diamond Club renewals began mailing to Diamond Club donors in the second half of 2003. 

The program fell short of its 2003 projected revenue goal of $178,000 with revenues of $88,265, but the donor total reached a high of 919 donors, but has leveled out at 886 donors, including new and renewed support received in 2003.  Renewal solicitations continue to mail every month to donors whose Diamond Club participation expires.  

The Six inaugural donors who qualify for the ARRL Maxim Society were welcomed in 2003.  An additional donor was added in late 2003.

The ARRL Legacy Circle, honoring donors who included ARRL in their will or other estate plans, was officially launched in the first half of 2002.  The Legacy Circle now numbers 30 members.  Respondents to informational mailings increased the prospect file of interested members to 200.

Two issues of the Legacy Circle Letter were mailed in the second half of 2003 – one in August and one in November.  Each was mailed to Legacy Circle members and prospects, plus each issue was mailed to 4500 members to increase the information sharing process about estate planning.

Donor recognition activities continue to build relationships with key donors.  A reception was held at the Officer’s Club at Wright Patterson Air Force Base for 52 donors and guests who welcomed Vice Adm. (Ret.) J. Scott Redd, K0DQ, and his wife Donna during the Dayton Hamvention weekend.  Donors who contributed $1000 or more (in single or multiple gifts) to ARRL in 2002 and Legacy Circle donors were recognized on a special page in the ARRL Annual Report, in QST and on the ARRL website.  That listing of 61 donors will remain on the web until a new list is posted for the 2003 donors.

A second event was held September 15 in Washington at Gallaudet University where several key donors were welcomed.  Representative Mike Ross of Arkansas, WD5DVR, shared his experiences in Amateur Radio.   

United Technologies Corporation awarded ARRL a second public service grant of $150,000 over three years starting in 2003.  This grant is primarily funding ARECC training for Level II and Level III Emergency communications certification.  

In June 2003 ARRL successfully reached the goals set for the first year of the CNCS federal grant for emergency communications by certifying 1416 radio amateurs in the ARECC Level I program. In August 2003 ARRL was notified that CNCS funding of Level I ARECC courses was renewed. 

In 2002 ARRL was approved as a recipient for funds from the national Combined Federal Campaign (CFC).  While funds are still coming in, the total received in 2003 exceeds $10,000 in unrestricted revenue.  An application was not filed for 2003, but has been submitted for the 2004 campaign.

One of the most significant accomplishments for Development in early 2003 was the completion of the Development section of the ARRL website.  With the team of Sue Fagan, Jon Bloom and Tom Hogerty, a professional and creative presence for Development now resides at www.arrl.org/development that outlines all the major fund raising initiatives for ARRL. 

ARRL 2004 Development Plan
The ARRL Diamond Club


The core of unrestricted revenue remains the ARRL Diamond Club. Nearly 900 members participated in the first year of this young program.  In 2003 the usage of benefits for most Diamond Club donors was far lower than anticipated, so the projected 2004 expenses for this program have been adjusted downward, thereby increasing the projected net revenue for this program.

In 2004 the renewal of those members, with requests for increased contributions, will continue monthly.  Efforts to increase the scope of this program will include a range of member groups, totaling 75,000 members, identified for personalized solicitations. Current Diamond Club members will be suppressed from these solicitations.

· Operating on the premise that the best time to ask for a contribution is right after a donor has made a contribution, a semi-annual solicitation will be mailed to new members about 3 months after their joining ARRL (after the spring and fall membership campaigns).  

· A larger (25,000) targeted solicitation will be mailed in late summer to a selection of long time member/contributors.  

· The Development major donor prospect database of nearly 1000 prospects will be mailed in conjunction with the other solicitations.

· The DXCC database will be divided into three segments for solicitation.

· The two effort solicitation of 2000 randomly selected members as part of the regular member renewal process will continue.

The ARRL Maxim Society is an extension of the Diamond Club, recognizing the lifetime giving of $10,000 or more. The first six participants in this program were welcomed in 2003.  In an effort to build this aspect of annual giving in 2004, a targeted segment of the membership base whose lifetime giving exceeds $5,000 will be contacted to provide an update on their status, and to encourage consideration of the Maxim Society as they consider their contributions during 2004. 

Spectrum Defense


2003 was a unique year for Spectrum Defense fund raising.  The confluence of 

two events – WRC-03 and the threat of Broadband Over Power Lines (BPL) – provided the opportunity to mount three campaigns (two full file campaigns and a small targeted campaign) to generate revenue for advocacy, resulting in higher revenues.  While such circumstances may not emerge in 2004, the unresolved challenge of BPL and the continuing need for advocacy funding, suggest that a new approach to Spectrum Defense fund raising is required.  


Therefore, in 2004 two full file campaigns (spring and fall) will be mounted to generate $585,000 in funds for ARRL’s key mission -- advocacy.  Each campaign will include follow up letters to selected segments of prior donors, license classes or other audiences to be identified. 

Education & Technology 


Since the Education & Technology Fund level is adequate to support the project in 2004, the campaign for funding will be reduced to a smaller targeted campaign to 50,000 members plus a follow up effort of 10,000.  The estimated funds raised - $97,500 -- will support the program in 2005.  


The thrust of fund raising will be based on the assessment of the program by the Project Manager and his ensuing recommendations.  By focusing the program in specific areas of need, based on conversations with participating schools, the fund raising messages will be more specific as to use of funds and should improve donations.  


The fine tuning of the program will also enhance grant writing efforts, by providing more definition to areas where funding is needed most.  In 2004 grants will be a critical source of funds for this program and will be a major focus for Development. 

New giving opportunities


In 2004 Development will test other solicitation techniques to build unrestricted revenue.  A three-month test of a panel card inserted with new membership cards will measure the willingness of members to contribute to one or both of ARRL’s key initiatives, Spectrum Defense or Education.  The new panel card will be mailed with 5000 membership cards per month for three months.  The estimated revenue for this test is $3,750 in three months.  If successful, a roll out will follow.


In 2003 ARRL received 35 memorial contributions averaging $100 per contribution.  These contributions may have been partially the result of ads in QST and on the website.  In 2004 Development will test the direct solicitation of memorial contributions to test segments of the membership – 2000 letters each quarter.  The prospects will be selected from two groups – older members who may wish to honor and Elmer or friends, and younger members who may wish to honor an Elmer or parent who influenced them. This is an extremely delicate program – second only to planned giving -- that will require careful crafting in messaging.  The goal is to secure 100 memorial contributions in 2004 representing $10,000.  


Another new effort will test the viability of turning the long-time member awards program into a fund raising opportunity. Each month Development will automatically mail a congratulatory letter and certificate to 200 members of 25 years or longer. A month after the initial letter, a solicitation will invite the member to contribute and participate in a long-time member society ( The ARRL Key Club).  This program is designed to raise unrestricted revenue and is estimated to raise $2,500 in 2004.


The final test will be a Year End campaign to be mailed to 50,000 donors in mid-November 2004.  The thrust of this campaign is to raise funds to “close the budget gap” for the financial year.  This tactic is successful in other non-profits and may generate as much as $25,000 in unrestricted revenue.  

W1AW Endowment

The full file campaign to fund the W1AW Endowment was postponed in 2003 as the campaign against BPL was mounted.  In 2002 the test campaign to 10,000 members contributed $41,000 to fund the Endowment.  Based on that success, a full campaign will be launched to put ARRL on the path of making W1AW operations funded independent of the operating budget.  

This campaign (as well as the Spectrum Defense and Education campaigns) will encourage pledges over multiple years and suggest gifts of securities to fund those pledges and contributions. While a full campaign may not be mailed every year, the expected return in 2004 of $273,600 will be invested and provide income for future operations.  

Planned Giving


With 30 commitments in hand and 200 members expressing interest in including ARRL in their estate plans, the first year of ARRL’s planned giving program is off to a strong start.  


Plans for 2004 include the continuation of informational mailings to segments of the membership file focused on the content of the Legacy Circle Letter (newsletter). Three mailings of 5,000 pieces each are planned, composed of a personalized letter, newsletter, reply card and return envelope.


One of the key elements of the planned giving program is the definition of the details of the ARRL Endowment.  Once approved, the list of funds, use of income and other details will be shared with Legacy Circle members and prospects with a lead article in the spring 2004 Legacy Circle Letter.


Development expects 10 new commitments in 2004 and the addition of 80 new prospects to the database.

Donor Recognition


As in past years ARRL will celebrate the generosity of donors contributing $500 or more in the ARRL Annual Report, in QST and on the web at year-end, and will recognize these donors with invitations to special events.

Plans call for two donor recognition events in 2004.  The Dayton Hamvention continues to provide the perfect venue to entertain and recognize donors. A second event is planned for July 2004 to celebrate ARRL’s 90th Anniversary and honor donors to the W1AW Endowment, major donors and to hold an Open House at Headquarters for all hams. Events like these continue to offer valuable face-to-face time with donors and prospects.     
Grants
With the addition of part time data entry staff, a new focus for the Education & Technology Fund and youth activities, and the assistance of John Chwat to identify potential sources of government funding for public service, Development will increase grant applications in 2004 by adding the able skills of Development Associate Debra Johnson.  


Funds from the CNCS grant for ARECC training of $120,000 will be available in 2004 through August 31.  Based on performance in year one and the renewal of the grant for year two, $60,000 funds have been projected for the final four months of 2004.  


In addition, the second year of the United Technologies grant for ARECC training is projected to arrive in early 2004 to train 1,000 hams.  These funds have been used primarily for Level II and Level III training, with some Level I if the CNCS certifications reach goal early.  

Summary

In 2004 Development will continue to build on the successes of its first two years of operation and projects an increase in net revenue of more than $250,000 over 2003 projections.  The addition of new test initiatives will add to revenues, while a review of actual expenses will mean lower costs and greater efficiency.  


Entering year three of operations, Development is increasing its importance to ARRL as a key source of non-member revenues.  With cooperation from the economy and the marketplace, revenues should be strong in 2004.

Respectfully submitted, 

Mary M. Hobart, K1MMH

Chief Development Officer
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