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This presentation will be added to the National Council website under Fund Development resources. 
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2. Donor’s Journey
3. Transformational Fundraising
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4. Questions 

Presenter
Presentation Notes
Thank you for joining today’s presentation. As part of this presentation, you will learn about how the Fund Development Committee came to be, hear about a donor’s journey and motivation to give, transformational fundraising and resources created by the Fund Development Committee that are available to all Councils and Conferences across Canada, tips for fundraising, followed by time for questions at the end of the presentation. You will hear from 3 presenters who are members of the Fund Development Committee, myself being the Chair of the Committee, Mike Marasco from Vancouver Island Particular Council who is joining us remotely and Peter Albano from the Ontario Region.



Introduction
Jan-2021: National Council conducted an environmental scan with input from Vincentians across Canada 

• to help develop the national three year strategic plan, 2021 – 2024.

Key observation: donations to SSVP decreased during COVID-19. 

Strategic Plan actions include:
• Create Fund Development Committee;
• Identify new funding sources for financial diversification;
• Develop associated techniques and mechanisms to support diversification of funding sources from first 

contact and securing a first donation, to becoming a regular donor and/or major donor, including legacy 
giving.

Fund Development Committee objective:
• To identify and develop communications and fund development strategies to be used by the multiple 

levels within the Society of Saint Vincent de Paul in Canada.  

Committee Terms of Reference,  Committee Terms of Reference Guidelines (ssvp.ca)

Fund development resources, Fund Development - Society of Saint Vincent de Paul - National Council of 
Canada (ssvp.ca)

Presenter
Presentation Notes
In 2021, National Council conducted an environmental scan and received input from Vincentians across Canada to help develop its 3-year strategic plan for 2021 – 2024. As part of the input received, it was evident that donations to SSVP had decreased during covid-19 as a result of Churches being closed and then having limited capacity once able to re-open. The feedback received was the necessity to have alternate fundraising/fund development initiatives to support our Mission. As defined in the strategic plan developed after receiving input from Vincentians, actions included to create a Fund Development Committee, identify new funding sources for financial diversification, and develop associated techniques and mechanisms to support this diversification of funding sources, from first contact, securing a first donation, to becoming a regular donor and/or a major donor, including legacy giving. As a result, the Fund Development Committee was created in June 2021. Our objective is to identify and develop communications and fund development strategies to be used by the multiple levels within the Society of Saint Vincent de Paul in Canada.   Our Terms of Reference for the Committee can be found on the National Council website at the link noted on the slide. We had 6 Committee members when the Committee was first formed with representation from 4 regions, and we currently have 3 members.

https://ssvp.ca/wp-content/uploads/2021/11/4.3.17-National-Fund-Development-Committee-Nov21.pdf
https://ssvp.ca/members/committees/fund-development/


Donor’s Journey
A Lifetime of Engagement

Introduction to SSVP

Engagement*

First Gift

Regular Giving

Monthly Giving

Major Giving

Legacy of Hope
(Planned Giving)

Presenter
Presentation Notes
While this graphic may seem like a ladder, it reflects a person’s journey that they might follow with the Society. It does not indicate that one type of giving is preferable over another, but rather that you might speak to a potential donor differently, depending on where they may find themselves in their journey with the Society or life in general.   For example, a person who is later on in life may be thinking about estate planned giving or a major gift, whereas someone who has recently started a family may be more in a position to make periodic gifts where they fall under regular giving or become a monthly donor. While the subtitle of the slide refers to a lifetime of engagement, in this graph, engagement refers to a variety of opportunities for people through membership, advocacy, signing a petition, viewing an ad, attending an event, or being invited to give. 



What Is The Percentage Of Adult Canadians
(19+) Who Make A Deliberate Financial
Contribution To One Or More Charities Every
Year?

5 % 33% 58% 70% 82% 100%

Presenter
Presentation Notes
Did you know that 82% of adult Canadians age 19 and over make a deliberate financial contribution to one or more charities every year, which is quite significant when you have over 24 million donors. This statistic along with additional statistics that will be shared were provided by Hussey Philanthropic Consulting who made a presentation to us in 2022.



When We Add In Non-financial Donations
To Charities (i.e. Food) What Is The
Percentage?

94%

10% 43% 61% 82% 94% 100%

Presenter
Presentation Notes
When we add in non-financial donations to charities such as food, the percentage actually increases to 94% of adult Canadians making a deliberate contribution.



Who Makes More Financial Donations 
To Charities?

Presenter
Presentation Notes
Did you know that women are more likely to give donations to a charity. As can be seen on this slide, 84% of women gave a financial donation compared to 80% of men; 66% of women gave food compared to 53% of men; and 82% of women gave clothing, toys or household goods compared to 70% of men.



What Age Cohort (10-year Groups)
Gives the Most Dollars To Charities?

Presenter
Presentation Notes
This slide shows the percentage of donors by age and the average amount given per donor. People between the age of 45 and 64 are included in the highest percentage of donors at 87%.  And older Canadians give more on average where the average gift for donors between age 65 and 74 is $715, and the average gift of donors 75 and older is $726.



Motivation to Give

Presenter
Presentation Notes
People give for various reasons with the 3 highest motivating factors being compassion to those in need, their personal belief in the cause and wanting to make a contribution to their community. Other reasons for giving are being personally affected by the cause, they were asked by a friend, family member, neighbour or colleague, and the 2 lowest motivating factors are religious obligations and getting a tax credit.



Who donates more? Corporations, 
Foundations, or Individuals

$14.3
Billion

$4.2 Billion

Individual Donors

2014 - 30 Years of Giving in Canada - Rideau Hall Foundation & Imagine Canada

Corporate Donations

$5.6 Billion Foundation Donations

Presenter
Presentation Notes
Interestingly, individual donors donate the most and overall Corporations donate less than Foundations.



Elements of the Fund Development 
Program

First Time Annual Giving
Door-to-door, social media, online, special events, direct mail, etc.

Repeat Annual Giving
Personal contact, letters, phone call, monthly donor

Major Giving
Personal contact, letters, 
phone call, endowment

Planned
Giving

Wills, bequests

Identification

Information

Interest / Involvement

Investment

Presenter
Presentation Notes
On this slide you will see the various elements of a fund development program.  It starts with identifying potential donors and receiving the first time annual gift from a donor as a result of a social media or online appeal or attending a special event. The donor then receives more information on how their gift made an impact on the people being served and may progress to repeat annual giving by becoming a regular or loyal monthly donor.  From there, the donor shows more interest and may want to be involved in a larger capacity and may progress to being a major giving donor and later in life may become more invested and decide to leave a gift in their Will. The important thing to remember is to always stay engaged and steward your donors.



Fundraising Methods by Mature Charities

Source: Indiana University - Center on Philanthropy the Nonproit Fundraising and Administrative Cost Project Study

Presenter
Presentation Notes
Mature charities receive 66% of their donations through major giving, 62% through special events and 43% through direct mail. Special events are labour intensive with the rate of return not being worth the amount of effort that goes into planning the event, and here is why….
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* Campaign is a bundle of urgent needs, capital or programmatic
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Planned 
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Every Dollar Spent =

Getting 
Harder

Source: Indiana University - Center on Philanthropy the Nonproit
Fundraising and Administrative Cost Project Study
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Presenter
Presentation Notes
You can see on this slide the amount of earned donation for every dollar spent on a particular type of fund development plan. For example, special events earn the least amount rate of return as mentioned earlier. And major gifts and planned giving has the highest rate of return.



Big Visions = Big Gifts

Presenter
Presentation Notes
Therefore, big visions means receiving big gifts. I want to discuss transformational fundraising, which is how we develop Big Visions



Transformational Fundraising

Is the fundamental building 
block to obtaining BIG GIFTS

Presenter
Presentation Notes
Transformational Fundraising provides the roadmap to developing that BIG VISION and how to position it with potential donors to obtain BIG GIFTS



Transformational Vision Storytelling

Fundraising Leadership Donor Identification

Discovery Visits

Stewardship

Track Record & Authority

Key Elements to 
Transformational Fundraising7

Presenter
Presentation Notes
The foundation for transformational fundraising is to develop a compelling vision which we will discuss further, however on its own, it isn’t enough, you need to have strong leadership, you need someone who is a master at story telling.  You also need the systems and processes in place to identify donors and schedule visits. Potential donors want to feel confident in your organizations ability to deliver, and we need communicate how their donation helped achieve the vision.I will now talk about each of these elements.



Transformational Vision

Big Visions = Big Dreams
A Transformational Vision is the foundation

of your fundraising.

It is the most critical element in fundraising and

every other element builds upon your

transformational vision.

Presenter
Presentation Notes
Transformation vision has to be:Compelling – evoke interest,Inspirational – making you feel hopeful or encouragedImpact – Breadth and depth (see next slide)Urgency – why do we have to solve this problem now – explain what it can’t waitWe see a world where….Need to ensure our solution will get to the root causeWhere do we want to go and what does it look like when we get there?E.g.  Imagine telling someone that we want to be the biggest provider of affordable housing in Canada.  Is this realistic?



?
What is the problem

we are trying to
solve?

Presenter
Presentation Notes
The vision needs to clearly articulate the problem we are trying to solve. For example:  St. Vincent de Paul in Arizona “Our community is experiencing a homelessness crisis with an estimated 13,500 Arizonans living without a place to call home. By the year 2025, St. Vincent de Paul will move 2,025 of those people into permanent housing.  That goal is a 20% increase in St. Vincent de Paul's permanent rehousing rate and a commitment to meeting this moment of immense need with urgency, skill and compassion. 



?
Where do we want to go and 
what does it look like when 

we get there?

Presenter
Presentation Notes
This vision describes where they want to go, and what it looks like when they get there.“By the year 2025, St. Vincent de Paul will move 2,025 of those people into permanent housing.”



? 
We see a world where …

Presenter
Presentation Notes
What does the world look like when we achieve the vision…..Housing 2025 focuses on three things: Moving people into permanent housing (not shelter, not transitional housing, not temporary housing). We are moving people HOME.Increasing SSVP’s permanent rehousing rate by 20%. While we work on all kinds of rehousing, this goal looks to increase specifically permanent rehousing so that people are less likely to return to homelessness.Offering the community a shared goal to rally around and inviting people to do their part in helping address the homelessness they see.� 



A Transformational Vision is 
compelling, inspirational, 

impactful, and urgent.

Presenter
Presentation Notes
In summary, a Transformational Visions is compelling, inspirational, impactful and urgent.To be compelling, it must Evoke interest, attention, and admiration in a powerfully irresistible wayTo be inspirational, you need to make donors feel full of hope or encouragementTo be urgent, you need to explain why the problem can’t wait to create a sense of urgency.



You may have a great vision and all of 
the best solutions to problems, but 
you must be able to communicate

this in a way that resonates with 
donors

Presenter
Presentation Notes
You need to inspire donor. To do that, you have to be a great story teller to be able to communicate with donors in a way that resonates with them. This requires Fundraising Leadership



Fundraising Leadership
Being Bold, Willing to Learn, Telling 

a Compelling Story
Individuals who enthusiastically accept
fundraising leadership by giving generously of
their personal time, talent and treasury.

Most importantly, they deliver on their promise to

conduct discovery visits with potential donors.

Could be a full or part time Fund Development 

Coordinator

Presenter
Presentation Notes
Fundraising Leadership can come from individuals or a group or committee.  It can be from volunteers or paid staff.  It can be full or part time.  The important attributes are that these individuals need to be willing to learn and tell a compelling story.



Fund Development Coordinator
Consider recruiting a Fund Development Coordinator for your Council
◦ Volunteer or paid position (increased fundraising should cover cost)
◦ Your Council could approach your Marketing/Communications/Social Media Director to also take on the 

role of Fund Development Co-Ordinator

Role:
◦ The Fund Development Co-Ordinator will be responsible for the development and implementation of 

fundraising strategies, planning and running fundraising events, and for social media presence in support of 
the Society of Saint Vincent de Paul’s mission and achieve annual fundraising targets.  

◦ has the opportunity to communicate with other FDCs across Canada and share information nationally

Job Description  and posting can found at: https://ssvp.ca/wp-content/uploads/2023/04/Fund-
Development-Coordinator-Role-Description-and-posting-Feb-2023.pdf

Presenter
Presentation Notes
One of the tools we have created is a posting and job description for a Fund Development Coordinator.  As I mentioned, this could be volunteer or paid position.  Or it could be a part time role.  This job description can be found in our Fund Development Toolbox on our website.

https://ssvp.ca/wp-content/uploads/2023/04/Fund-Development-Coordinator-Role-Description-and-posting-Feb-2023.pdf


Track Record &Authority

Trust, Performance, Execution
Indicators and empirical evidence that the

organization, and its leadership, can be judged as

relevant, competent and worthy of future

investment.

Potential donors gain confdence in your ability to

deliver the Vision based on past performance.

Presenter
Presentation Notes
Potential donors need to have confidence in your organizations ability to deliver, so you need to provide evidence that your organization and its leadership are capable and have a track record of execution



Storytelling

Storytelling, Not Selling

A Case for Support is your "story" that clearly articulates your Vision, the impact of achieving

your Vision and the need for funds.

Your Case for Support is presented with powerful and deliverable benefts, demonstrates costs

that are justifable, and outlines the benefts of funding the Vision.

Presenter
Presentation Notes
Storytelling not selling.  The best way to compel donors is through storytelling.  You need to be able to clearly articulate the impact of achieving your vision and the benefits that will result, o it resonates with donors.



Donor Identification 
&Research

Ability, Belief, Connection
A suffcient supply of potential donors who will

hear our story.

We build a master potential donor list starting with

the Ability to donate, a Belief in your cause and

someone you can Connect with through your

network.

Presenter
Presentation Notes
You need to identify a supply of donors to hear your story and create a master list of potential donors.  This can come from your current donors, from publicly available databases.  This can be somewhat challenging because of privacy laws, so you need to be careful how you acquire and use the information.Use IWAVE to look at your donor databaseDirect Mail is starting to come back because of the overload of emailsEmail – good for stewardship, not for solicitationWhen we have good donor data, we can measure the responsiveness to various methodsRazor’s edge donor – database / SalesforceCanadian association of gift planners – once you reach out to a potential donor via a newsletter, you need to arrange face-to-face meeting to discuss (discovery visit).  Look at your data on giving patterns



Discovery Visits
Determining Value Alignment 

Through Permission Based Asking
A customized series of face-to-face encounters,
supported by inspirational communication tools, so 
potential donors can receive a slow and safe
orientation to your Vision and your Case.

The outcome over several visits is qualifed

potential donors who have indicated they are

willing to donate to your cause.

Presenter
Presentation Notes
Discovery visits are used for major gift requests where you have a series of  face-to-face  meetings with a potential donor to first learn about what is important to them.  Initially it may require a rigorous analysis to figure out who knows the donor to get the door open (60%-70% of the time). Once you know what’s important, you can then tailor your story to align with their values.The three potential responses you may get are:I love what you are doing, how can I helpThis is all very new to me, I need more informationI give all my charitable contributions to AIDS orphans in Africa (and who could you dare push back on that)Ideally, you want to get to the first response, and they series of meeting will give you the best chance of getting there.



Stewardship

Delivering and Sharing the Transformational Vision
Using stories, photos, videos and personal interactions with donors to show them how their

donation helped deliver the vision.

Presenter
Presentation Notes
Ongoing communications with donors on what a difference their contribution has made and how is has contributed to achieving the vision is very important. This may lead to them telling their friends & associates.



Resources
Our Committee has conducted monthly virtual meetings since June 2021. 

We have developed various resources which can be referenced and 
implemented by Councils / Conferences across Canada, including:

• Fund Development Ideas 
• Monthly Donor Program 
• Guide to approaching Foundations 
• Guide to approaching Major Gift Donors 
• Year-end stewardship letter template 

Available at 
https://ssvp.ca/members/committees/fund-development/

Presenter
Presentation Notes
The Fund Development Committee has been meeting virtually since June of 2021 to develop a variety of fundraising resources that can be used by SSVP Councils and Conferences across Canada. Our committee has developed over a dozen practical and easy to use ‘How-To Guides’. You will receive a package which includes these resources.  Some examples are listed on your screen. All of them are available with step by step instructions on the ssvp.ca website link seen on the slide.

https://ssvp.ca/members/committees/fund-development/


Online Giving
Ensure you have a “Donate” button on your home page with an option for a one time gift or 
monthly gift. 

Our resource on Monthly Donor Program –
Become a Partner in Hope  
https://ssvp.ca/wp-content/uploads/2022/01/ENG-Guide-to-Monthly-Donor-Program-
Jan22.pdf

encourages having monthly donors which ensures a guaranteed stream of revenue. 

Your Council/Conference can receive donations through the National Council website portal 
Online gift - Society of Saint Vincent de Paul, National Council of Canada 
(imakeanonlinedonation.org)

that will, in turn, re-direct funds to your Council/Conference.

Online vehicles include:
• Benevity - an organization that has employer-employee donor engagement platform
• CanadaHelps - issues instant tax receipt to donor online on behalf of charity
• DonateACar - accepts vehicle donations
• PayPal Giving Fund Canada – you can create an account at a Conference or Council level – no fees

Presenter
Presentation Notes
If your conference or council has a website make sure you include a highly visible graphic image called a Donation Button.  The Donation Button is designed to link to one of many optional, approved donation collection internet portals. The money is deposited directly into your designated bank account. Make sure that donors have the option to make a One-Time Donation or an Ongoing Monthly Gift which ensures a guaranteed stream of revenue all year long. The SSVP recommended resource for monthly gift giving is the ‘Become a Monthly Donor Program’. Check out this helpful guide on the ssvp.ca link shown on this page. Funds can be directed to your local office or through National Council. The National Council will re-direct funds to your Council or Conference.  Recommended On-line donation portals include: Benevity, CanadaHelps, DonateACar, PayPal Giving Fund Canada. The PayPal option has no fees.

https://ssvp.ca/wp-content/uploads/2022/01/ENG-Guide-to-Monthly-Donor-Program-Jan22.pdf
https://www.imakeanonlinedonation.org/ssvp-national/DONATION/


PayPal Giving Fund
https://www.paypal.com/ca/non-profit/paypal-giving-fund

Presenter
Presentation Notes
Set up a monthly giving planPublish in your church bulletin and websiteSet up for your Conference or Council Can be used for regular giving, special events, specific campaigns

https://www.paypal.com/ca/non-profit/paypal-giving-fund


E-mail/Facebook Appeals
E-mail appeals are a great way to raise funds. 

Appeals can be posted on your Facebook page or another social media platform.

These appeals can be promoted at different times of the year such as:
• Christmas 
• Beginning of school year for school supplies
• Giving Tuesday in November
• Thanksgiving, etc.

Presenter
Presentation Notes
e-Mail appeals are an easy way to create and manage ongoing fundraising campaigns. These appeals can also be posted on your Facebook, Instagram or other social media platforms for extra exposure.  Start with an e-Mail data base of authorized recipients. This means that you can create your data base by starting with your past, current and regular consistent donors. They already know you and you already know them so you are starting from a position of familiarity. Always ask for their permission to receive your email and give them an option to ‘opt out’ of your email. Put this statement in every message that you send.  The key to successful email fundraising campaigns is consistency. Don’t just try this once and give up due to unexpected poor results. Create an e-Mail/Social Media Campaign that reaches your previous donors at different holiday or special times of the year. Example: 4 X per year. Repetition gets the best results. Check the National Council website for ideas. 



Foundations/
Corporate Organizations

Foundations are a great source of revenue.
National Council has access to an online search tool of 
Foundations and corporate Foundations. 
More information about approaching Foundations can 
be found at:

https://ssvp.ca/members/committees/fund-
development/

Approaching Corporate Organizations in your 
community and sharing the good work done by the 
Society is a great source of revenue. 

Presenter
Presentation Notes
Foundations are a great source of revenue that can provide annual support on an ongoing basis.  Many Foundations and Corporations require that funding requests must be submitted every year. If you can find someone who has Grant/Foundation/Corporate submission experience ask them to volunteer to run this campaign for you.  Also, you can check with National Council for access to an online search tool of Foundations. Look for this Guide to approaching foundations that is available at the website link shown on the slide. 

https://ssvp.ca/members/committees/fund-development/


Major Gift Donors
A Major Gift program is the logical sequence that follows as a result of 
thoughtful and strategic relationship-building with the donor from the 
moment they make their first gift, and shows that the donor’s commitment 
to the organization is strong.

More information can be found at 
https://ssvp.ca/members/committees/fund-development/

There are 5 critical steps to major gift fundraising:
1. Develop a transformational vision
2. Identification of potential donors
3. Cultivation of a relationship
4. Solicitation
5. Stewardship

Presenter
Presentation Notes
The advancement process from transforming a regular donor into a Major Gift Donor is through a thoughtful & Strategic Relationship Building process called Transformational Vision, right from the time that the donor makes their very first gift.  However, this process takes time. You must show the gift giver that you appreciate their gift and that their donation can be directed to many ongoing and important ways to serve our neighbours in need. The 5 Steps to this process are detailed in the ‘Guide to Approaching Major Donors’. They include: Transformational Vision; Identification of potential donors; Cultivating the relationship; Solicitation and Stewardship. 

https://ssvp.ca/members/committees/fund-development/


Legacy Giving
The Society of Saint Vincent de Paul joined the Will Power campaign to help raise
awareness for donors to leave a legacy gift in their Will. 

What is Will Power?
• National public education effort
• Intended to inspire more Canadians to leave a gift in their will to charity
• Aim is to have at least 8.5% of all Canadians to designate a charity as part of their will

National Council has more information on this campaign at:

https://www.willpower.ca/charities/society-of-saint-vincent-de-paul/

Presenter
Presentation Notes
Will Power is a National Public Education effort that was designed to inspire leaving a gift in your will. The Society of Saint Vincent de Paul joined the Will Power campaign to help raise awareness for donors to leave a legacy gift in their will.  The goal of Will Power is to have at least 8.5% of Canadians designate a charity of their choice in their will. More information is available at the website link shown on the slide.

https://www.willpower.ca/charities/society-of-saint-vincent-de-paul/


Fund Development Ideas
Sample content:

• Online Giving

• World day of the Poor

• Major Gift Donor Program

• Stewardship

• Fundraising Galas

• Corporate Fundraising

https://ssvp.ca/members/committees/fund-development/

Presenter
Presentation Notes
The Fund Development Committee has created another useful and simple to follow 7 Page Guide with 15 fundraising ideas called Fund Development Ideas. Some examples contained in this guide include: Online giving; World Day of the Poor; Major Gift Donor Program; Stewardship tips; Galas; Corporate Fundraising; etc. Again, the Fund Development Ideas guide can be found online at the same website link.

https://ssvp.ca/members/committees/fund-development/


Fund Development Videos

• Why Donate to SSVP?
• Become a Regular SSVP Donor
• Giving to SSVP is Rewarding
• How Did You Find Out About the SSVP?
• How Has the SSVP Helped You?
• What Difference Has Your Relationship With the SSVP Made in Your Life?

Presenter
Presentation Notes
There are three emotionally inspiring videos from a couple who are ongoing, regular donors to SSVP and three from a previous recipient of support from SSVP.  All of these videos are unrehearsed, impromptu messages delivered from the heart that can be used in presentations to potential donors. These videos can be accessed on the ssvp.ca website: www.ssvp.ca/members/committees/fund-development/We will now share a couple of these videos with you.

https://www.youtube.com/watch?v=T6OLvJGai4c


Fund Development Videos

https://www.youtube.com/watch?v=FtJkAG5wwMM&t=3s


Fund Development Videos

https://www.youtube.com/watch?v=oJhMqu6gJqc


Fund Development Toolkit
The Fund Development Ideas resource document 

https://ssvp.ca/members/committees/fund-development/

Sample content:
◦ School / Youth Partnerships
◦ Workplace fundraising
◦ Friendraising
◦ Bequests and planned giving
◦ Church collections

Presenter
Presentation Notes
The Fund Development Tool Kit is an excellent resource to be used to kick start or maintain any fundraising activity.  Some of the ideas included in this guide that can be considered ‘3rd. Party Fundraising’. They include: School/youth partnerships; Workplace fundraising; Friendraising; Bequests/Planned giving; Church collections. The Tool Kit can be found at the same website link shown on this slide.

https://ssvp.ca/members/committees/fund-development/


Technology Toolkit
Touchless giving tools:

• TipTap
• Square Reader
• Canada Helps
• PayPal Giving Fund

https://ssvp.ca/members/committees/fund-development/

Presenter
Presentation Notes
The Technology Tool Kit includes samples of touchless giving tools that allow gift givers to simply “tap” a device to leave a financial donation like: TipTap; Square Reader; Canada Helps and PayPal Giving Fund.

https://ssvp.ca/members/committees/fund-development/


Closing

Should you have successful fund development initiatives, 

please share them by email to  l.dollard@rogers.com

Presenter
Presentation Notes
If you have already established successful fund development initiatives, please take a minute to E-Mail Linda Dollard at l.dollard@rogers.com  and share your successful fund development initiatives with us.

mailto:l.dollard@rogers.com


Q & A

44

Presenter
Presentation Notes
Thank you for participating in this Society of Saint Vincent de Paul Fundraising Presentation. We are now happy to take your questions.



Thank you!
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