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The Senior Administrator (S.A.)/
Development Relationship

e Different histories
e Different approaches
e Different language
e Can be frustrating




Why Does It Matter?
-

e Most important champion

e More credibility, more respect

e Donors want to see cohesiveness
e Get inspired

e Better results



Inside the Mind of the S.A.
G

e Top-tier professional

e Driven, results-oriented, accustomed to
being successful

e Tracking activity across the organization
e They don't understand what you do!
e They may be afraid of what you do




How Do | Make It Work?
N

Treat your S.A. like your most
iImportant donor

e Get to know them inside and out

- hot buttons, danger zones, what energizes them,
what motivates them



Act Like An Anthropologist
-

e Ask early, ask often

e Pay attention to body language

e Identify road blocks

e \Watch how they work with others



How Do | Make It Work?
N

e Trust and respect
- Must flow both ways
- You need it, be worthy of it
- Confidentiality is sacred



Reality of Fundraising #1

Fundamentally,

fundraisers are

glorified Border
Collies




Developing The Relationship
-

e Carry yourself like a professional

e Think about how you use language
- words like “prospect” and “move”
- grand claims
- “advertising” language

e Use their time effectively

e Report often — show progress



Developing The Relationship
-

e Take care with the quality of your work
— attend to the detall, every detall

e Show no fear
e Anticipate EVERYTHING

e Scan the environment; bring them
Information



Developing The Relationship
-

e Position yourself as strategic counsel
e Demand your place at the table



Survival Skills
N

e Avoid crossing into parenting
e Maintain professional distance
— Quasi-social relationship

e Don’t expect that they will know you as well
as you know them



But My S.A. Hates Development!
Overcoming The Fear of Fundraising

e Substitute pride for apology
- A worthy organization deserves external support
- We represent the organization with integrity
- Giving Is a privilege, not a nuisance or a burden
- We are not mercenary, we are missionary
- We are ambassadors of the cause

- People draw creative energy, a sense of self-
worth, and a true joy from giving

- Rosso, Temple; 2003



Overcoming Fear of Fundraising
-

e Personalize the process
- Ask where they give, and why

e Set them up for success
- Prepare them really, really well
- Remind them that it's all about storytelling
- Remind them that authenticity is key

e Start with a thank you visit or phone call
e Make the first ask an easy win



Some Of The More
Chall engi ng Sce



The Academic
G

e Highly intelligent; often a star

e Used to pursuing a single idea with incredible
focus

e Believes funding will come because “we do
good work”

e Every word or idea must be provable
e Finds money distasteful
e Needs help being more “right brain”



The Visionary
-

e Big ideas, huge dreams, very inspiring
e BUT no structure, no coherency

e Often impatient

e Hard on credibility

e A new idea for every donor

e Needs grounding, reality checks



The Social Worker
N

e Deeply passionate

e (Going to save the world

e \Wants everyone to get along

e Full disclosure; all the negative info up front
e Anything business-oriented is distasteful

e Often difficult to move the agenda ahead

e Needs permission to ask



The Founder
G

e It's my organization, | started it
e Knows all of the right answers
e Issues of ownership, turf, expertise

e Often also in conflict with their boards and
other staff

e Needs reassurance




Ways of Working
-

e Understand where they're coming from
e Help them do what they love

e Anticipate, strategize, solve

e Develop a “collapsible ego”

e Choose your battles



Things | Wi sh |
—

e [here’'s always an answer

e Your job really is about managing the
Impossible and undoable

e With the crazy ideas, walit a day
e Sometimes, just listen

e The world usually doesn’t end if you don'’t
walt for permission



If you run around pulling your hair
out, vyou’'l Il Just



Resources
«

e Communications Toolkit
— Www.causecommunications.org/clients-cause.php

e Hank Rosso’s Achieving Excellence in Fund
Raising
- Eugene Tempel, ed.; 2005; Jossey-Bass

e (Google news alerts
-~ www.google.com/alerts



