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Midway through its fourth year of operation the ARRL Development Office faces steep challenges to meet the substantial goals set at the beginning of the 2005 fiscal year.  While Development has successfully held expenses below the initial projections, some of those savings can be attributed to the delay of the spring Spectrum Defense campaign.  More serious is the shortfall in Diamond Club results that is expected to produce a significant overall gap in Development revenue by the end of the year.  The expanded commitment to the critical need for operating revenue was addressed in the 2005 plan by a dramatic expansion of the Diamond Club offer to the entire ARRL membership and a larger 2005 Year End campaign that will build on the success of the test at the end of 2004.  

While continuing to monitor programs to generate revenue for current needs, Development will continue to expand the Planned Giving program to build the ARRL Endowment as a savings account for the organization’s future. 

Annual Giving

Mail production of the large first mailings of campaigns will continue to be produced out-of-house with the smaller follow up mailings prepared in-house at ARRL using computer and mailing capabilities. The target audience for each campaign of recipients and follow up segmentation continues to be based on prior results.  Thank you gifts continue to be selected as “billboards” for ARRL, and higher-level gifts are based on donor interest.  The thank you gifts are becoming less important as donors indicate that they want their entire gift to go to program expenses.  In the 2005 Education & Technology Program campaign, more than 75% of donors declined a thank you gift. This percentage has increased from a 40% decline rate in 2002.  This shift in interest produces solid savings in Development’s donor recognition budget. 

The Spectrum Defense Fund remains the cornerstone of Development campaigns.  In 2005 two campaigns to the full membership will be executed, one in the summer and one in the fall. Due to timing delays the two campaigns may produce lower and expected annual return of approximately $497,000 rather than the $575,000 originally projected.  

ARRL’s commitment to education and wireless technology literacy through the Education & Technology Program continued with an early 2005 campaign to the full ARRL membership. The 2005 campaign fell short of its target by $19,000, producing $104,000 to fund ARRL stations in schools initiatives.  In addition the Teachers Institutes to be conducted in summer 2005 are fully funded by grants from individuals totaling $55,000. Other grant initiatives have not been successful.

The W1AW Endowment appeal will not be mailed in 2005.  Through May receipts against prior pledges total $12,992 against an expected annual total of $18,750 in pledge payments by year-end. 

Unrestricted Revenue

The ARRL Diamond Club holds a key position as a base for building unrestricted revenues.  The partnership with the Circulation Department for 2005 has successfully merged the Diamond Club solicitation with the monthly membership renewal process. While revenue results through May 2005 fell far below projections, growth of the Diamond Club still holds promise moving forward. Growth in Diamond Club donors from term members has increased 46% through May, and the total number of donors has grown 30%.  The average contributions are on target.  

The second half of the year is expected to produce continued growth, though far short of the original target.  

The bulk of renewal activity of Diamond Club donors falls in the third and fourth quarters.  The program is producing an 80% renewal rate of Diamond Club donors – a nearly 10% increase over last year – and the average renewal contribution is on target as $125. 

A strong “peer Member” letter from Gene McPherson, N0MHJ, will be mailed to Life Members at the end of July and solid results are expected.  

The upgrade technique of including a thank you message and upgrade form to current members with their new membership card was put in place early in 2005 and will continue. This technique is producing an average of 10 new Diamond Club participants each month with an average contribution from this initiative of $50 - $14 more than the $36 average originally projected. 

The majority of the shortfall in new Diamond Club donors is coming from the membership renewal program. This expansion of the Diamond Club program in partnership with membership is an exciting shift for ARRL and will continue.  Circulation is managing the incorporation of the Diamond Club into the member renewal process and the Development Office manages the benefits processing and stewardship.  This strategy is producing good results – approximately 100 new donors per month with a higher than projected average contribution of $104.  But these results are far less than required to meet the projected Diamond Club goal of $373,818 by the close of 2005.  


The second unrestricted revenue program is the Year End Campaign that raised more than $21,000 in 2004 against a goal of $25,000.  This solicitation will be expanded in 2005 to reach 75,000 selected ARRL members with a goal of adding to our efforts to balance the budget.  

Other Revenue

ARRL has been approved as a participant in the Combined Federal campaign for federal employees for 2005.  This campaign has yielded revenue of approximately $10,000 for past campaigns and should add to our general unrestricted funds in the second half of the year.  


Through May the general unrestricted revenue line has topped $26,000 and last year this line produced $20,000 during the second half of the year. So the projection for this line item has been increased accordingly. 

Grants

By the close of 2005 ARRL will have exhausted both the federal CNCS ARECC training grant and the United Technologies training grant.  Both programs are on track to exceed targets by the close of the three-year grant period for both.  To date, new opportunities for grant funding for the Emcomm courses and the CEP program are not evident.  


In September 2005 ARRL will seek a second grant of  $3000 from CNCS in New York State to recognize volunteers.     


To date, efforts to secure corporate or foundation funding for the Education & Technology Program have not borne fruit.  Development continues to research and identify potential funders. 


A grant proposal was submitted to CNCS to fund a licensing/Emcomm training initiative for disabled citizens earlier in 2005.  A decision is on this $891,000 request is expected in summer, 2005. 


Development worked with Chwatt & Co. early in 2005 to request a $500,000 Congressional appropriation to fund a new Emcomm training module in BioChemNuclear disaster communications.  A decision on this request is not expected until the end of 2005.

Other activities


As part of the 2005 ARRL National Convention in Dayton Development hosted more than 100 key donors at a reception at Wright State University in Dayton.  A gift of 2 leather luggage tags embossed with the ARRL Diamond was presented to each attendee. 


As part of the expanded ARRL presence in Dayton, Development was provided with a space in the ARRL Expo to highlight Development.  The result of Development’s opportunity to spend time with donors, discuss their concerns and thank them personally yielded tangible results. Nine donors have made planned giving commitments as a direct result of the Dayton experience, including two potential trust commitments.  In addition, upon the occasion of honoring a new Maxim Society donor, CEO Sumner received contribution checks from that donor totaling $20,000 in support of the Spectrum Defense and Education & Technology Programs.     


During the second half of 2005 Development will visit conventions in Huntsville, AL and Riverside CA to make contact with donors and prospects.  


In 2005 Development expanded the Member Loyalty Program and honored 40-year members in addition to recognizing members whose loyalty reached 50 years or more.  The total cost of this initiative in 2005 is approximately $13,000.  The largest expenditures in this program are certificates, pins and postage.  While a handful of contributions have been received from these members when they received their letter, pin and certificate Development will conduct a full test of the strength of this new recognition program by sending a follow up appeal for the summer Defense campaign to the more than 8000 members who have been honored since November 2004.


ARRL Development will continue to market the planned giving program to build the stable of commitments beyond its current level donors.  The additional commitments made in Dayton bring the total number of estate commitments to 49. In addition a small bequest of $1000 was received this spring. Due to timing and budgetary considerations, only two issues of the Legacy Circle letter will be mailed in 2005, reaching 10,000 unique ARRL members. In addition, the first full page QST promotional ad for the ARRL Endowment will be inserted in August 2005.


After a full year of operations the integration of the ARRL Foundation administration into the Development Office is moving forward.  A new logo was been incorporated into a new informational brochure and promotional materials for scholarships and grants in time for Dayton 2005. Those materials will continue to be available for hamfests and conventions to promote Foundation activities and to encourage contributions.  One goal for the third quarter is to merge the Foundation and Development into a single fund raising section of the ARRL website.


There are activities in the ARRL Development Office that do not appear in the budget or on any report.  Development staff spends important and valuable time to establish and maintain the donor relationships that result in initial, repeated and larger contributions.  The first years of the Development program have yielded solid results and now the challenge emerges to expand the personal outreach by staff and the Board family to secure new donations (both individuals and grants) and cultivate continued and larger contributions from ARRL’s most loyal donors.  The Diamond Club will continue to be the valuable centerpiece of Development’s search for vital unrestricted operating revenue, while continuing to fund the core initiatives of advocacy and education. 

Respectfully submitted, 

Mary M. Hobart, K1MMH

Chief Development Officer

