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The economic climate in the second half of 2008 dictated a more conservative program for Development in 2009.  Through mid-year the fund raising results have resulted in meeting most revenue targets while holding expenses below plan by nearly $23,000.  The continuing generosity of major donors has enabled Development to meet targets through May 2009 and is expected to carry Development through the balance of the year.  The fund raising strategy for 2009 continues to be one of maintaining solid donor relationships to ensure that when the economic confidence is restored, ARRL members will be ready to contribute once again.  This is especially true for donors whose average contributions are less than $100.  The group has been hit hardest during the past 12 months, resulting in lower response rates and average contributions for that audience.  

The plan for the second six months of 2009 is to continue to build the Diamond Club with monthly solicitations to ARRL members and the Spectrum Defense Fund campaign in September. 
Annual Giving

Development continues to use a single direct mail vendor to provide printing and production for member solicitations. This arrangement gives us the ability to carefully manage costs and optimize production abilities with a solid partner who understands the details of our projects.   
In addition Development continues to work closely with Membership to present giving opportunities to members.  The on-line membership form continues to focus attention on participation in the Diamond Club and encourage donations to other funds. The results of these on-line promotions yield smaller average gifts. For instance, 245 contributions to the 2009 Spectrum Defense Fund that comprise 2.1% of all Defense contributions, average $18.38.  Many of these gifts come from first-time donors who take advantage of the on-line membership function as an easy opportunity to make a donation.  

The ARRL Education & Technology Program was mailed in May 2009 to 36,200 donors and prospects.  After considerable analysis, the 2009 solicitation was mailed to major donors, major prospects, prior donors to the Education & Technology Program and a group of ARRL members selected based on analysis of prior education campaigns by ARRL Division, years of membership, Amateur Radio license class and age.  The campaign has raised nearly $45,000 from 648 donors for a 1.8% response rate and a $69 average contribution.  Over the balance of the year, contributions should meet the $50,000 goal set for 2009.  

The focus of the campaign for education included support for ARRL’s expanded educational mission, thus allowing the organization to dedicate some resources to other related effort. As in past years no thank you gifts were offered during this campaign which increases the net revenue from the campaign. 

In addition to the mail campaign Development solicited contributions for the Teachers Institute in Wireless Technology, a program of the Education & Technology Program. During the first half of 2009 contributions totaling $100,000 were received to fund the 2009 Teachers Institutes.  An additional $5,000 has been pledged by the Dayton Amateur Radio Association for this year and two donations totaling $50,000 are expected in December 2009. 
In the first half of the year the collective results of the fund raising efforts for education have yielded nearly $145,000 to support the Education & Technology program, including the Teachers Institutes.

The Spectrum Defense Fund received contributions totaling $46,539 during the first months of 2009.  The membership solicitation is scheduled for September and October 2009 to reach the 2009 goal of $310,625. The fall campaign will be produced after significant analysis of donor behavior during prior Spectrum Defense campaigns. 

Unrestricted Giving


The ARRL Diamond Club is on track to reach its $250,000 target by the end of 2009.  Net revenues through June 2009 total $105,327, more than 42% of the goal.  The heaviest concentration of Diamond Club renewals falls in September and October, so solid results in the third quarter will help meet the annual goal. 

The Diamond Club members currently total 1818, reflecting a loss of 100 donors so far this year.  The majority of those not renewing are at the basic level of $75 per year. However, the strong response from the higher levels of Diamond Club contributors has boosted both the total revenue by 7% over the same period in 2008 and the average contribution to $129.94 compared to $116.17 for the same period in 2008. 

The Diamond Terrace continues to be the “focus benefit” of the Diamond Club program.  During the first half of 2009 contributions of $250 or more have been made requesting 118 bricks for the Terrace, bringing the total number of bricks to 640 since the Terrace was created.  

Effective February 1, 2009 Diamond Club participants at the Brass Level ($250) and above gained access to the most recent four years of the QST on-line archive, giving them access to virtually all of QST on-line. Unfortunately, the addition of the newest Diamond Club benefit at the Brass Level ($250) and above has not produced significant growth in new Diamond Club members.  In fact, the program has welcomed 51 fewer new donors than in the first six months of 2008.  

The Diamond Club continues to be closely integrated with ARRL membership in the first and second renewal notices.  These membership renewal notices produced 131 new Diamond Club donors in the first half of 2009. For members who renew membership without joining the Diamond Club, a buck slip is mailed with the new membership card encouraging members to consider an upgrade to be part of the Diamond Club.  So far in 2009 this buck slip upgrade effort has attracted 32 new Diamond Club donors. The continuing partnership between Development and Circulation regarding benefits and opportunities to join ARRL is vital to the continued growth of the Diamond Club program, especially as membership continues to grow.  

The ARRL Maxim Society continues to grow as it recognizes donors whose lifetime giving reaches $10,000.  This group of our most generous donors now totals 61 members.   In the spring of 2009 Development sent information about the Maxim Society to donors whose lifetime giving totals more than $5,000 but less than $10,000 to encourage contemplation of larger gifts to reach the Maxim Society level during the year.  Several donors have inquired about the status of their lifetime giving and expressed their intent to reach the Maxim Society level. 

For both the Diamond Club Director Level and Maxim Society donors ARRL offers the benefit of personalized bound volumes of the preceding year’s ARRL publications—QST, QEX and NCJ.  In recent years requests have come from donors to receive this collection in CD format, 
instead of in bound volumes.  Development continues the practice of offering donors a choice of format, which not only responds to the donor’s wishes, but is a cost saving as well in terms of the product itself and the shipping cost.  In 2009 preferences were expressed for 32 CD sets of publications and 17 bound volume sets.
 
The Combined Federal Campaign (CFC) for which ARRL has again qualified under OMB guidelines is available to federal employees and attracts unrestricted contributions as well as some funding for Spectrum Defense, Education, Diamond Club. ARRL has been approved to participate in the program in 2009.  Currently, there are 98 open pledges for contributions to ARRL. These pledges will be fulfilled over many months since they are managed as payroll deductions for the donors.  In the first half of 2009 the CFC program has produced $20,133.37 in contributions.  

Additional unrestricted contributions for 2009 total $18,449.  This amount plus the proceeds of the CFC campaign brings the total unrestricted contributions in the first half of 2009 to $38,582 or 59% of the annual goal of $65,000.  

Planned Giving

The ARRL Endowment grew significantly in 2009 as the recipient of estate contributions. So far in 2009 more than $51,000 has been received in additional distributions from the Coss and Stoner estates. In addition, ARRL has been notified in recent weeks of two additional estate contributions that are being processed. 
ARRL is aware of 98 estate commitments from ARRL members.

Grants

The area of grants continues to be a challenge for Development.  The twelve proposals prepared by the grant writer have not translated into grants for the Education & Technology Program.  
Other activities

ARRL continued to recognize key donors at an annual reception in Dayton during Hamvention in May 2009 at the Meadowbrook Country Club. The 2009 Guest of Honor was newly elected IARU President Tim Ellam, VE6SH.  Three of the newest Maxim Society donors were honored as part of the evening’s program. 

Development sent the 2008 Annual Report to those who have contributed $1000 during the previous 12 months either in a single gift or in cumulative giving.  These donors are also recognized with publication of the donor listing in QST and on the ARRL website.

Development traveled to Visalia, Charlotte (NC) and Orlando to represent ARRL and contact donors from those areas.

In the first quarter of 2009 Development recognized long term ARRL members through the Member Loyalty recognition program, mailing personalized recognition certificates and pins to members of 40 years or more.  In addition, members achieving 50 years of membership support are awarded one year of Diamond Club membership and benefits. While this program has not generated significant revenue for ARRL, it is an important relationship building program. 

In addition to these direct fund raising activities, Development staff continues to engage in activities that support the entire organization, including the Publications Feedline, and the development of the new ARRL website.
Personnel


Development is now staffed with two full-time Development Associates, Mary Ann Macdonald and Margie Bourgoin.  Both Associates continue to perform at high levels and independently with special attention to the details of direct mail campaigns and relationships with donors and prospects.  


I will be happy to answer any questions or provide clarification as needed.
Respectfully submitted, 

Mary M. Hobart K1MMH 

Chief Development Officer

Prepared: July 8, 2009
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