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Introduction

About this Training Guide

The goal of this training guide is to help zonetemlunteers plan and prepare
for their role in the 2008-09 Rotary Year.

Following the 2007-08 zone team training, we coteldi@ survey to find out
how effective and useful these training materia¢sfar you in the field, and
how well you felt prepared for the task ahead. fegelback from your
responses was used to revise our materials foy#aiss training.

This guide is broken down by the primary areasamfrielation fund
development work: Annual Giving, major gifts, PladnGiving, Permanent
Fund and effectively working with Rotary Foundatalomni. Each section
concludes with a set of Action Steps and Strat€giestions to be reviewed
during your zone team training. Working throughsthetrategic planning
guestions should help you and your team in devefpgiplan that helps to
address the needs of the districts in your zone.

This guide also includes a resource CD-ROM, whmfitains electronic copies
of Foundation brochures, reports, presentationso#imer club and district
training materials.

Foundation Mission and Goals

The mission of The Rotary Foundation is to enalid&aRans to advance world
understanding, goodwill and peace through the ingament of health, the
support of education and the alleviation of poverty

A Message from the Trustee Chair
Dear members of the family of Rotary,

We have chosen five goals to direct our effort2008-09:

m  Keep our promise to eradicate polio.

m  Embrace the two pillars of support for The Rotaopfdation: the Annual
Programs Fund through Every Rotarian, Every Yedrtha Permanent
Fund.

m Participate in Your Foundation/Our Foundation,entl a hand” program
for sharing funds from club and district foundatidn permanently
establish the Rotary World Peace Fellows prograghsampport global polio
eradication.

m  Enhance Rotary’s public image.

m  Support the Future Vision Plan of The Rotary Fotioda

Thank you in advance for your generous and lastimport for The Rotary
Foundation, bearing in mind that working togetlvez,can Make Dreams Real.

Jonathan B. Majiyagbe
Rotary Club of Kano, Kano State, Nigeria
Trustee Chair, The Rotary Foundation, 2008-09
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Introduction

Training Agenda

Objectives

= Review progress of group and establish zone goalhé coming year.

m  Develop a pro-active, goal-oriented approach ta ypamsition. To review
current priorities of TRF and establishing goalsZ608-09 Rotary year to
include: EREY, Bequest commitments, major giftstaRp Centers, etc.

m  Develop strategies for securing ongoing supportiferFoundation.

m  Share successful strategies in various areas dfdamelopment.

Introduction (30 min)
Greetings and Introductions
About the training manual

Session 1: Discuss objectives, roles and responbiigis (45 min)
Led by various team members

m  Volunteer Roles: Monthly & Quarterly expectations

m  Overview and updates

Session 2: Team Building (45 min)
Led by RRFC
m  The Team Concept — serving effectively in your role

m  Communication

m  Training & engaging subcommittee chairs

m  Collaborating with the Rotary Foundation Alumni Cdimators (RFACS)
m  Collaborating with Senior Leaders

Session 3: Resources available to MGAs, SAs & RFACs (30 min)

Led by SA/IMGA
m Using reports to track activity and performance
m  Staff/PowerPoints/publications/www.rotary.org

Session 4: EREY — Focusing on Key Initiatives & Sategies (1 hour)
Led by SA

m  Goal Setting

m  Paul Harris Society/recurring giving

m  Working with large and non-giving clubs

Session 5: Developing Major Gifts (1 hour)
Led by MGA

m  The Four Key Steps

m  Gift Types

m  Rotary Centers

Session 6: Organizing for Major Gifts (1 hour)
Led by MGA

m  Getting a System in Place

m  Solicitation Exercise

m  Creating Action/Results (Open Forum Discussion)

Session 7: Alumni Relations (30 min)
Led by RFAC

m  Using Alumni to promote fundraising

m  Effectively working with the RFAC and Alumni Chairs

The Rotary Foundation — Zone Team Training Guide
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Key Discussion Points

Working as a Team

m  What training, planning, organizing needs to beedprior to 1 July?

m  How can we keep in better communication with our MGA/RFAC
partners? How do we build strong relationships tanst with another
district’s leadership?

®  What tools do we have to make the job of the DGED@istrict Rotary
Foundation chair, club president and club Foundatimair easier?

m  How can we help DGs & club presidents develop ag®al mission tied
into their successful leadership?

m  How do we create in club and district leadershigsted interest in The
Rotary Foundation?

m In order for TRF to achieve its Annual Programsdrgoal for the year and

to grow in future years, what messages and strestueed to be in place?
m  How do we better manage our time and travel?
m  Who are staff resources in Fund Development? Wieadther resources?

Annual Programs Fund

m  What strategies did you and your districts pursuachieving growth in
Annual Programs Fund giving in the previous Rotéear?

m  How did you monitor the club and district fund digmment goals
established for 2007-08? How can we build on tbatrfonitoring goals?

m  Have your districts had success in motivating lestiip contributions in
July, at the beginning of the Rotary year? Whabueses were the most
useful in promoting EREY this year? DVD, RVM, PoReints, training
manuals, club success kits, club giving informatiete.?

m  How do we change the mind-set of a non-giving chli® is or who are
the key members in the club that can help changecthture?

m  How do we encourage repeat gifts to APF (e.g. TRRELT, quarterly
dues, Paul Harris Society)?

Major and Planned Gifts

m  What role do major gifts play in each position?

m  How do we reach the clubs with the “Two Needs, Ways of Giving”
message?

m  How do we encourage Rotary Foundation Sustainingbtes and Paul
Harris Fellows to become Benefactors or BequesteBomembers?

m  How can we put in place a system to actively manhgeultivation and
solicitation of major gifts?

m  Are clubs, districts, and zones providing time ieatings and events to
express appropriate appreciation to Paul Harri®®s| PHS members,
Major Donors, Benefactors, Bequest Society Memlieosary Foundation
Sustaining Member clubs, 100% PHF clubs, and EREWMS?

m  How can we assist in identifying endowment gifterfRanent Fund) to
support the Rotary Centers?

m  How can Appreciation Events encourage further g9in

Alumni Relations

m  How can we leverage RFACs in promoting supporheffoundation?
m  How do we effectively integrate the alumni chatoiour team?

m  How can we use our alumni connections to bringviaaté speakers to clubs

and districts?
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Position Descriptions and Calendars

Regional Rotary Foundation Coordinator

Role and Responsibilities

Regional Rotary Foundation coordinators servelegsyasolunteer resource on
all general Foundation matters, program and firenaind serve as a vital link
between Rotarians and the Secretariat. In gereaah regional Rotary
Foundation coordinator shall be concerned withpttenotion of The Rotary
Foundation and its various programs, shall activayk in support of Rotary
goals, and shall be responsive to requests byistdes and the general
secretary. The Trustees recognize the importancearflinated and consistent
efforts in providing the most effective traininggsible to all Rotarians.

(April 2000 Trustees Mtg., Dec. 126)

Responsibilities include:

m Lead by example by making an APF/SHARE contribugeary year.

= Plan, promote and conduct a Regional Rotary Foiord&eminar annually.

m  Assist district governors and their Foundation catte®s to plan district or
multidistrict Rotary Foundation seminars.

m  Train existing district leadership to inform clulembership on the
Foundation’s programs and fund-raising.

m  Conduct, when invited to do so, special sessiontherfroundation at
Rotary Institutes.

m Effectively communicate and actively promote thekvof The Rotary
Foundation to Rotarians and non-Rotarians arouadvtirid.

m  Assist the Trustees and the general secretaryplaieing Foundation
programs and the need for funding to district aln® &eaders.

m  Support district governors-elect in establishingjitilistrict Foundation
goals for program participation and financial suppas well as helping to
prepare for their year of service.

m  Promote the importance of stewardship, oversigtitraporting in the use
of Rotary Foundation funds to governors, distriotdRy Foundation
committee chairs, and district subcommittee chairs.

m  Actively support district leaders to achieve th@iogram goals by
conducting information training sessions on Fouiodgbrograms, and
monitoring progress toward goals throughout the.yea

m  Actively support district leaders to achieve tHaimd-raising goals, both
Annual and Permanent Fund, by conducting infornmatidraining sessions
and monitoring the progress toward goals throughmeitear.

m  Work in coordination with the Major Gifts adviseéosaccomplish the goals
of the Permanent Fund Initiative.

m  Provide assistance, guidance and support to digiernors, governors-
elect, assistant governors and district Foundatg@mmittees.

m  Serve as a Foundation information resource for itdémders at the district
and club levels.

m  Conduct zone-level training for governors-electtom Trustee-
recommended Foundation subjects at sessions hetzhjonction with
Rotary Institutes, when invited by the approprethority.

m  Complete reports as necessary and forward thenmotddWeadquarters in
a timely manner.

(April 2005 Trustees Mtg., Dec. 109)

Source: November 1996 Trustees Mtg., Dec. 12; N8y Trustees Mtg., Dec. 181
Amended: October 1999 Trustees Mtg., Decs. 24 énd 2
Amended: April 2005 Trustees Mtg., Dec. 109
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Position Descriptions and Calendars

Regional Rotary Foundation Coordinator

Calendar

Date Action

Ongoing Communicate information
regarding trustee decision:
with districts.

Send frequent reminders t
districts about program
application deadlines.

Communicate with districts
on progress toward
contribution goal.

Host bi-monthly
conference call with Zone
team: Strategic Advisers,
Major Gifts Advisers and
the RFACs.

Quarterly Quarterly Activity Reports
due.

January Begin discussing the Func
Development Club Goal
Form with incoming DGES
and PEs.

February Attend RRFC Training
Institute.

March Send introductory postcart
to each district governor-
elect and incoming
DRFCC.

April Begin planning for zone
Rotary Foundation
Seminars by finalizing
dates and locations.

Immediately Ensure completion of Func
following PETS Development Club Goal
(March-May) Forms.

Ensure districts are aware
of and understand the
Foundation Goals,
including Programs.

Notes/Objectives

Be sure that important Trustee
decisions impacting the future
of our organization are shared
at the district and club level.

Districts want to get a quick
start to ensure there is
adequate time to beat a
deadline.

Help districts track fundraising
activity and initiatives such as
the PHS, automated giving,
large club participation, non-
giving clubs etc.

Use this opportunity to build
team, organize zone & district
events, discuss concerns,
assign responsibilities,
motivate team.

Trustees stay informed about
your activities and learn about
district initiatives.

With support from your zone

team, ensure your districts are
prepared to have goals set and
submitted to TRF either during
PETS or no later than 15 May.

This is a mandatory training
that provides RRFCs the latest
information on Fund
Development and Programs.
RRFCs have the opportunity to
connect with their peers
throughout the world.

This is an opportunity to open
lines of communication with
DGEs and DRFCCs.

The key to high turnout is
plenty of advance notice and
active promotion of the event.

Stay in regular communication
with district teams. Annual
Giving staff will assist you in
monitoring club submissions.

Program staff can assist.
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Position Descriptions and Calendars

April - July Train Zone Team.

Zone level training of
district team and Rotary
Foundation committee
chairs.

Contact districts of
responsibility - “How can |
help you as an RRFC?”
Finalize dates for district
Rotary Foundation
seminars.

July

Send out congratulatory
letters for achieving
Foundation goals.

Plan for governors-elect
training seminar (GETS)
and regional Rotary
Foundation seminars at
Rotary zone institute.
Promote leadership gifts
from district and club
leaders.

July -
September

September Announce appointment of

incoming RRFCs.

No later than
mid-September

Encourage districts to plar
for Rotary Foundation
month; offer suggestions
for special
activities/speakers.
Serve as training team
members at GETS and
Rotary Institute.

Hold Regional Rotary
Foundation seminars at
Rotary Institutes.
Provide DRFC Chair
status.

September -
December

October -
November

Begin actively promoting
year-end gifts.

Ensure districts are educated
on the programs of TRF, how
to promote the programs of
TRF, and aware of processes
and procedures.

Motivational kick off to new
Rotary year.

The Trustees encourage all
districts to hold a district
Rotary Foundation seminar as
early in the Rotary year as
possible, but no later than 15
November.

This is a great time to raise the
profile of your support team:
the Major Gifts Advisers,
Strategic Advisers and Alumni
Coordinators.

Help districts and clubs get off
to a fast start in their
fundraising by having
leadership teams make their
EREY gifts at the start of the
year.

Share the good news and help
prepare for smooth transition
of leadership.

Make sure DRFC Chairs are
appointed based on Trustee
guidelines.

While many major donors
make their gifts in December,
they often begin their gift
planning now.

The Rotary Foundation — Zone Team Training Guide
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Position Descriptions and Calendars

Major Gifts Adviser
Role and Responsibilities

The Major Gifts adviser is responsible for promgtand supporting the
solicitation of major gifts to The Rotary Foundatio assigned territories.
Major gifts, however, are also routinely made te innual Programs Fund and
other causes, like PolioPlus. Major gifts are @agnal component of a
successful fund development effort.

The Major Gifts adviser reports to a Regional Rpfaoundation coordinator
(RRFC) and provides a communication link betweenued Programs Fund
strategic advisers, district leadership (distrimtgrnors, district governors-elect,
assistant governors, district Rotary Foundationmodtae chairs, annual giving
subcommittee chairs, and Planned and Major Gitts@mmittee chairs), and
Rotary Foundation staff for purposes of major fiiftdraising.

The term of appointment for each Major Gifts adviseall be three years,
subject to an annual performance review.

Under the leadership of the RRFC, the Major Gitgiser shall:

m Lead by example through a major gift, Bequest Spademmitment, and/or
Benefactor commitment to the Foundation, accorthngs or her own
financial capacity.

m  Assist RRFCs in promoting major gifts, Bequest 8tycand Benefactor
commitments at Rotary Institutes, President-Eleaining Seminars,
Foundation Seminars, and other Rotary events aested.

m  Train and work closely with district leadership @mongoing basis to
support their major gifts, Bequest Society and Bacter promotion.

- Promote th@wo Needs, Two Ways of Givingssage at club, district
and zone meetings.

- Assist clubs and districts in setting enhanced fenelopment goals,
submitting these goals to the Foundation, and giogistrategies for
goal achievement.

- Encourage clubs and districts to develop and miaiistaong
fundraising committees to establish and exceedsgoal

- Seek at least one major gift to the Annual Progreored per district in
conjunction with district leadership and the AnnBabgrams Fund
Strategic adviser.

- Encourage districts to identify, cultivate, andicbht least twelve
major gift prospects every year.

- Plan cultivation and stewardship events for imparioundation
supporters.

m  Personally identify, cultivate and solicit majoftgj with an emphasis on
gifts of US$25,000 or more.

m  Monitor monthly fundraising progress in assignetiteries and provide
support and strategies to clubs and districts iating or exceeding
established goals.

m  Provide regular progress reports to RRFCs and Faiiordstaff as
requested(June 2005 Trustees Mtg., Dec. 138)

Source: October 1994 Trustees Mtg., Dec. 27
Amended: June 1995 Trustees Mtg., Dec. 214; Ap@b2Trustees Mtg., Dec. 105
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Position Descriptions and Calendars

Major Gifts Adviser

Calendar

Date
Ongoing

March

April

March-May

May-June

July

August

Action

Identify, cultivate, and
solicit prospective donors
for major gifts in support of
TRFs humanitarian and
educational programs.

Participate in bi-monthly
Zone conference call, hoste
by Annual Giving Officer
(North America only).

Participation in PETS and
District Assemblies. Send
introductory e-mails or call
the District Governors,
District Foundation Chairs,
and District Major Gifts
Chair/District Permanent
Fund Chair.

One-on-one meetings with
DGEs, incoming DRFCCs
and DPFCs.

Work with Club and District
Leadership to discuss the
identification of major gift
prospects.

Set dates for district
Foundation seminars and
talk with district leadership
about creative ways to plan
seed for leadership gifts to
TRF. Get contact info from
DGE or district Foundation
Chair for entire district’s
Foundation committee.

Personally become a
Benefactor, Bequest Sociel
member, or Major Donor if
commitment not already
made. Provide RRFC with i
list of 20 possible prospects
for major gifts.

Hold cultivation meetings
with 4 of the 20 major gift
prospects. Work with
RRFCs to assist, plan, and
participate in regional
Foundation training

Notes/Objectives

The primary objective is to
secure major gifts, generally
targeting individuals with the
capacity to make a $25,000+
contribution.

This call helps build the zone
team and is instrumental to
having a successful year.

Relationship building,
educating District leadership
and Rotarians about major
gift opportunities.

Establish mentoring
relationship. Share ways to
help identify potential major
gift prospects. Offer to speak
at clubs in district in the new
Rotary year.

Active management and
coaching will be required
with many district leaders.

Share techniques to
encourage attendance. Help
ensure quality of speakers,
presentations, etc. Carve out
sufficient time for a section
on planned and major gifts.

The most effective
fundraising is generally
between peers who have
made commitments to the
organization. Identifying the
best 20 major gift prospects is
a key component in the
success of major gift efforts.

Face-to-face meetings with
major gift prospects is key to
establishing trust and a
building a relationship for a
future solicitation.
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seminars. Establish
relationships with entire
district leadership and
middle management team.

Hold cultivation meetings
with 4 more of the 20 majot
gift prospects. Contact
district foundation chairs to
assist with district seminars

Hold cultivation meetings
with 4 more of the 20 major
gift prospects.

Hold a major gift prospect
cultivation event, to train or
gift option & tax benefits
and/or recognize existing
Major Donors. Additionally,
hold cultivation meetings
with 4 more of the 20 majot
gift prospects.

Hold cultivation meetings
with 4 more of the 20 major
gift prospects.

Hold 6 follow-up cultivation
meetings with major gift
prospects.

September

October

November

December

January

February Hold 6 follow-up cultivation
meetings with major gift
prospects.

Hold 6 follow-up cultivation
meetings with major gift
prospects.

March

April Personally ask for 3 major
gifts from among 20 major
gift prospects. Participate ir
PETS and District

Assemblies.

Personally ask for 3 major
gifts from among 20 major
gifts prospects.

May

Prepare a significant major
gift component in the
seminars. Include planned
and major gift materials from
the Rotary Foundation.

On average, it takes five
solicitations to secure a major
gift.

A cultivation event can
consist of a fireside chat, a
small reception in

conjunction with a district
event, a dinner or an estate
planning seminar.

Concentrate on the first two
weeks of the month to avoid
conflicts with holiday plans.

Be prepared with any
additional information that
the prospects may have
requested during your initial
cultivation meeting.

Focus on the program area(s)
of interest to the prospect.

The meetings will help you
determine the solicitation
amount and program to be
supported.

Make the “Ask” with
conviction and confidence.
Be prepared for response,
including objections and
follow up activity.

Foundation staff (for North
America: Major Gifts
Officers) are available to
assist with the solicitation,
including formal solicitation
and planned giving
illustrations.

The Rotary Foundation — Zone Team Training Guide
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Position Descriptions and Calendars

Annual Programs Fund Strategic Adviser

Role and Responsibilities

A team of Annual Programs Fund strategic advisasstieen established to
provide the additional leadership and skills neagsto steward fundraising
activities and Annual Programs Fund training atdistrict and club level
toward the achievement of the Trustees’ annuahgigoal.

Source: October 2000 Trustees Mtg., Dec. 23

The Rotary Foundation Annual Programs Fund strategvisers (APFSA)
provide a link between Regional Rotary Foundatioordinators, Rotary
Foundation staff, and district leadership (Distfizivernors, District Governors-
elect, Assistant District Governors, District Rgt&oundation Chairs, Annual
Giving Subcommittee Chairs) within their designatewditories with the
purpose of promoting the annual giviegery Rotarian, Every Yeanessage
and assisting clubs and districts in setting aridestng their Annual Programs
Fund goals. Annual Programs Fund strategic advaersippointed by the
Trustee Chair for a one-year term, renewable upr@ximum of three years.
There shall be at least one Annual Programs Fuategic adviser appointed for
every eight to ten districts.

Under the leadership of the RRFC, the APFSA shall:

m Lead by example and contribute US$100 or more gaahto the Annual
Programs Fund.

m  Promote théevery Rotarian, Every YeaAnnual Programs Fund message
at Rotary Institutes, PETS, Foundation Seminarstridt Conferences,
District Assemblies, and other Rotary trainings amdnts as requested.

m  Monitor monthly fundraising progress in assignetitieries and provide
support and strategies to clubs and districts arayming obstacles to goal
achievement.

m  Work with district leadership on an ongoing basis t
- Promote the annual givirigvery Rotarian, Every Yeanessage at club

and district meetings toward the worldwide Annualg?ams Fund
Goal.

- Assist clubs and districts in setting appropriatedal Programs Fund
goals, submitting those goals to Foundation sl provide strategies
toward goal achievement.

- Assist clubs and districts to develop and mainstiong fundraising
committees to establish and meet goals.

- Seek a minimum of one major donor Challenge Giftgistrict;

- Create awareness about the Rotary Foundation Sugidiember and
TRF-DIRECT Donations programs (US and Canada only).

- Ensure that there are zero non-contributing clokiké district.

- Encourage 100% participation by all clubs in Fouimteprograms.

m  Work in tandem with the Major Gifts Adviser to dulite and solicit major
donors for major gifts for the Annual Programs Fund

m  Provide regular progress reports to RRFCs and Faiiordstaff as
requested.

The Rotary Foundation — Zone Team Training Guide
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Position Descriptions and Calendars

Annual Programs Fund Strategic Adviser

Calendar

Date
Ongoing

Action

Become knowledgeable
about all aspects of The
Rotary Foundation and its
programs.

Proactively monitor district
and club activity by
initiating and maintaining
regular contact with club
and district leadership.

Always show appreciation
for the efforts of Rotarians
in your respective districts.

Arrange for at least 24 club
speaking engagements eac
year, which include visits
with large club boards
(coordinated with RRFC &
DG).

Regularly communicate
messages on TRF
fundraising ideas,
motivating stories, deadline
and performance figures to
district leadership (1-2 e-
mails and calls monthly).

Support MGA efforts for
developing major gifts and
work with district leadershir
to identify major gifts to the
Annual Programs Fund.

Participate in bi-monthly
Zone conference call, hoste
by Annual Giving Officer
(North America only).

Make all of your
introductory calls to district
leadership following the
International Assembly.

February

Maximize club visits and
attend district events.

March Participate in PETS.

Notes/Objectives

To be a valuable resource to
Rotarians in your districts,
you'll need to be able to
convey each of the
Foundation’s programs and
procedures.

Do not wait to receive
summary reports, you'll lose
valuable time.

DGs and district leadership
team need to know they’re a
critical part of the zone team,
their involvement is an asset
to the zone, and that they
always have support.

It's nice to be reminded of
how important your work as a
volunteer is.

Optimize district visits with
major donor prospect
meetings.

This call helps build the zone
team and is instrumental to
having a successful year.

Use the time for relationship-
building, educating DGs that
goal forms are critical
management tool and can
help identify future district
leadership.

Keep the good works of The
Rotary Foundation in front of
members.

Use this time to relationship-
build with incoming club
presidents and to collect their
goal forms at PETS.
Encourage the establishment
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Position Descriptions and Calendars

April

March - May

May - June

June

July

August

August -
October

Hold one-on-one meetings
with DGEs.

Follow-up on submission of
goal forms bi-weekly.

Set dates for district
Foundation seminars and
talk with district leadership
about creative ways to
attract new participants.

Plant seed for leadership
gifts to TRF.

Get contact info from DGE
or district Foundation Chair
for entire districts
Foundation committee.

Be sure DGs know how to
access reports on-line.

Ensure EREY middle
management team is in
place. Make personal gift tc
the Annual Programs
Fund/join Bequest Society.
Contact district foundation
chairs to assist with district
seminars.

Work with RRFCs to assist,
plan and participate in
regional Foundation traininy
seminars.

Contact DGs and DRFCs
about a possible district/are
TRF event in November.

Participate in GETS training
at Rotary Institutes. Provide

of or increase of membership
in PHS to help districts
exceed previous year’'s
fundraising efforts. Be sure to
have a current APF progress
report with you.

Establish mentoring
relationship: help them
prioritize, avoid pitfalls, learn

time management techniques.

Introduce Coach’s Playbook.
Offer to speak at 2-3 clubs in
district after 1 July to kick off
TRF fundraising effort.

Many DGs will mistakenly
believe they’ll only need to
ask for the goal forms just
once or twice! Not true!
These should be collected
prior to the convention in
order for the trustees to
announce their goal for the
next Rotary year.

Help DGs set goals such as
having two members from
each club attend Foundation
seminar. Monitor progress
with follow-up phone calls.

Encourage them to give
personally and, in turn, to ask
each president to lead their
club with a gift to TRF.

Know who is on the team and
how to best communicate
with them.

Identify the districts that lack
organizational structure. If
possible, sit in on DG club
visit presentations to offer
additional feedback and
coaching.

Establish relationships with
entire district leadership and
middle management team.

This is a good opportunity to
award PHFs and further
inspire a large group.

Help build a sense of team in
Zones.
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September

November

December

January

DGEs with practical tips on
club goal-setting, middle
management team, etc.

Review planning for district
seminars. Re-emphasize
Coach’s Playboolas a
training tool.

Quarterly review and
assessment with DGs
regarding first three months
Identify strengths and
weaknesses and provide
support and guidance wher
needed. Plant seed for a
PHS event in February -
Rotary’s birthday.

Remind districts of
performance results year-tc
date. Encourage year-end
giving and be sure they
know how to send in
contributions.

Once December’s final
numbers are in, hold
meeting with DG and
district leadership team for
six-month review of district
activity. Begin talking with
DGEs about club goals
forms and pre-PETS.

Share techniques to
encourage attendance. Help
ensure high-quality speakers,
presentations, etc.

Recognize early trends and
potential areas of concern.
Did every club president lead
with a gift? Are there many
non-giving clubs? Has
contact been made with the
boards of large clubs, etc?

Many club treasurers still do
not know where to send
contributions!

Encourage DGEs to hold pre-
PETS to educate club
presidents on the importance
of goal setting. Goal forms
can be collected at PETS.
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Position Descriptions and Calendars

Rotary Foundation Alumni Coordinator

Role and Responsibilities

The overall goal for the Rotary Foundation alunoominators is to ensure that
Rotary clubs and districts make Foundation alumtggral to Rotary; to urge
clubs to consider alumni as potential Rotary clwmhers and as potential
contributors to The Rotary Foundation; and to usmai as effective advocates
for the programs of The Rotary Foundation.

Responsibilities include:

m  Support and encourage district alumni subcommitieelevelop a strategic
plan for improving alumni activities in the distrignd work with the
subcommittees to ensure the plan is being impleadent

m  Support and encourage district alumni subcommitteegork in
cooperation with The Rotary Foundation Alumni Rielas Section to
maintain an accurate and complete current listi@amni within the
district and to use it locally in appropriate ways.

m  Create and distribute a newsletter to the distdizinni subcommittees.

m  Help organize district and multidistrict orientatiseminars for
Ambassadorial Scholars (including host or sponsanselors), or Group
Study Exchange team members and encourage thd akermi as mentors
for new Foundation program participants.

m  Encourage the district alumni subcommittee to wadosely with the
district Scholarships, GSE, Rotary Centers, Huraaiaibh Grants and
Rotaract subcommittees as appropriate.

= Work with the regional Rotary Foundation coordimaind the zone
leadership team on alumni and Rotary Foundationersat

m  Help districts organize specific alumni events sashbut not limited to,
community, vocational and international servicej@ets or social events to
bring district alumni together; encourage alumnpéoticipate.

m Assist in the creation of district or regional alirassociations, and
- Encourage an annual meeting of a district alumsbeiation,

preferably during the district conference.
- Integrate alumni association activities with loRaltary activity.
- Encourage the use of the Internet and/or othetrelgic
communications to facilitate alumni activities.

m  Promote and encourage appropriate alumni for RotaraRotary club
membership by working with district alumni subcorttegs, Rotaract
subcommittees and the regional RI membership coatoli.

m  Encourage alumni to contribute financially to Theté&y Foundation by
working with district alumni subcommittees, Anniabgrams Fund
strategic advisers and Major Gifts advisers.

m  Promote and encourage districts to maintain a gyeakureau and to
identify distinguished alumni to enable distriatsrtvite alumni as speakers
for district/club events, especially November, Fdation month.

m Help coordinate alumni activities at regional anttinational meetings.

= Encourage alumni and district alumni subcommittegirenen to submit
articles for publication in newspapers and/or othedia outlets both for
the general public and within Rotary.

m  Give presentations on Foundation alumni to zonenBation seminars,
district or club Foundation seminars, fundraisingther TRF events.

Source: April 1999 Trustees Mtg., Dec. 144
Amended by October 2005 Trustees Mtg., Dec. 58
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Position Descriptions and Calendars

Rotary Foundation Alumni Coordinator

Calendar
Date Action
Ongoing Ensure that Rotary Clubs anc

April

May

June

Districts make Foundation
alumni integral to Rotary.
Urge clubs to consider alumn
as potential members and as
potential contributors to The
Rotary Foundation, encourag
the use of alumni as effective
advocates for the programs o
The Rotary Foundation.

Introduce yourself to incomini
district alumni chairs and
work with them to prepare for
the upcoming year.

Attend RI Convention and
related alumni events.

Notes/Objectives
Communicate with all alumni
subcommittee chairs in your
zone regularly, making sure
that they are also in contact
with their district’'s GSE,
Scholarships, Rotary World
Peace Fellows, and
Membership Chairs.

Help each district form an
alumni association,
concentrating on alumni from
the past five years.

Help each district involve
alumni in planning an alumni
event at district conferences.

Ensure that all selection
committees for Scholarships,
GSE and Rotary World Peace
Fellows involve appropriate
alumni.

Encourage all district alumni
chairs to coordinate efforts
with district membership
chairs to ask clubs to extend
an open invitation to alumni
for membership in their local
Rotary Club.

Rotary Magazine Month: Do
your districts have
outstanding alumni who
could be written about in a
Rotary publication?Note: a
three-month lead-time is
required for an inclusion of
suggested articles in Rotary
Magazine).

Rotary Fellowship Month:
Concentrate on promoting
alumni fellowships with
Rotarians.

4th Quarterly Report due 30
June.
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July

August

September

October

November

December

January

February

Determine your personal goa Has your zone chartered any
for the year and communicate new alumni associations? If

them to district alumni chairs.

Attend Rotary Institutes and
help alumni chairs invite
alumni to be involved and to
present.

Attend Rotary Institutes and
help alumni chairs invite
alumni to be involved and to
present.

Attend Rotary Institutes and
help alumni chairs invite
alumni to be involved and to
present.

Attend Rotary Institutes and
help alumni chairs invite
alumni to be involved and to
present.

Attend Rotary Institutes and
help alumni chairs invite
alumni to be involved and to
present.

yes, plan activities for these
associations. If there are no
associations, work to find
interested alumni to charter
new ones.

Membership and Extension
Month: Suggest that alumni
chairs share names of alumni
who are good candidates for
membership to their district
membership chair.

New Generations Month:
Suggest that each district hold
an event specifically for
young alumni residing in

their area.

1st Quarterly Report due 30
September.

Volunteer Service Month:
Remember that Volunteer
Service Grant recipients are
also Foundation alumni and
can be invited to speak to
clubs about their experience.

Rotary Foundation Month:
Make sure that alumni are
involved with the selection of
new program participants.

Family Month: Remember
that alumni are an important
part of the Rotary family and
keeping them connected is
important to the growth of the
organization.

2nd Quarterly Report due 31
December.

Rotary Awareness Month:

Try to make the incoming
district Foundation leaders
aware of the importance of
alumni and to implement the
Foundation’s suggested ideas
and goals.

World Understanding Month:
Emphasize world
understanding by inviting
alumni to speak at events
about how their Rotary
experiences improved their
awareness of world
understanding.
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March

April

May

June

Participation in zone team
training for the coming year
(when applicable).

Participation in zone team
training for the coming year
(when applicable).

Participation in zone team
training for the coming year
(when applicable).

Introduce yourself to incomini
district alumni chairs and
work with them to prepare for
the upcoming year.

Participation in zone team
training for the coming year
(when applicable).

Attend RI Convention.

Rotary Literacy Month.

Concentrate on team
relationship building,

educating, and sharing ideas.

3rd Quarterly Report due 30
March.

Rotary Magazine Month: Do
your districts have
outstanding alumni who
could be written about in a
Rotary publication?

Has your zone chartered any
new alumni associations? If
yes, plan activities for these
associations. If there are no
associations, work to find
interested alumni to charter
new ones.

Rotary Fellowship Month:
Concentrate on promoting
alumni fellowships with
Rotarians.

4th Quarterly Report due 30
June.

The Rotary Foundation — Zone Team Training Guide

21



Every Rotarian, Every Year

The Rotary Foundation — Zone Team Training Guide 22



Every Rotarian, Every Year

Club Goal Setting

The Club Goal Form is an important fundraising tmoéstablish real and
achievable goals for each club and, in turn, easthict. Submitting meaningful
club goals in a timely manner is crucial to ovediditrict planning and
fundraising efforts.

Goal setting is an easy and effective marketingjtteat any club and district can
use year after year, despite the annual leadecsiaipge. Relying exclusively on
individual Foundation “cheerleaders” or a handfuingividuals can lead to
significant inconsistencies in club or district-@iGoundation support. An
emphasis on the goal setting process instills saitypland continuity that
promotes The Rotary Foundation within a Rotary atder structure that is
greatly impacted by annual leadership and persgraianges.

In many Rotary Clubs the incoming president isatiing-time Rotarian. Often,
that individual does not have a comprehensive wtaieding of the role and the
overall work of our Rotary Foundation. Setting alctoal helps raise his or her
awareness of our Rotary Foundation.

Getting those goals is an important structure tp fieu achieve solid TRF
contributions, as shown by the following statisfiesNorth American clubs:
Clubs that do not set a goal have a per capitaibation of $68. Clubs that do
set a goal have a per capita contribution of $5t72% higher.

19% of clubs that do not set a goal end up beimgaomtributing clubs.

Only 4% of clubs that do set a goal end up beingeuntributing clubs.

There are several factors that lead to achieviriyd.th club goals submitted:

m  Provide extensive Foundation education in yourridist present the form
as a means to secure support for Foundation pragratimer than just
setting a number.

m  Present the form and the concept of setting thétgdaresidents-elect prior
to PETS (for example at pre-PETS, if your distrjmtsvide such a training
opportunity). Collect the completed goal forms BTS.

m  Spend time encouraging clubs to not only give t&oRbundation, but to get
a return on what they give. In other words, applyd Matching Grant, or a
District Simplified Grant. Get an in-kind return bging involved with GSE
hosting, sponsoring an Ambassadorial Scholar orld\Reace Fellow.
Foster Foundation understanding through prograrticization.

m  Provide a year-at-a-glance calendar for every Beesielect that includes
the dates that the goal form is due.

m  Use Assistant Governors to help both prepare Rretseelect for the goal
setting process as well as collect any outstanfdings.

m  The suggested average amount per member interabyias1US$100.
Many districts have chosen to promote a doubleaguest minimum
contribution of US$200. Promote a per capita amahetdtis an inspiring
goal for your district.

m  Look at a multi-year giving report for signs of hoevstretch your goal.

m  Contact your district leadership team to revievstadf prior year goals and
total contributions to help determine an appropritetch goal for each
Rotary Club.

m  Consider current Benefactors, Bequest Society mesnBélF+7 awardees
and Paul Harris Society members to determine anfiatgoal for major
gift donors in your club.

m Establish a goal that is realistic, but also buddsyour previous year total.
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Sharing a more Effective Message

Packaging all aspects of the Rotary Foundationantompelling presentation
can be a challenging task. A segment of the Ratembership struggles to
understand how the Foundation operates and hawapadéts our world
community. Others understand the Foundation irdelly, but have not made
a strong personal and emotional connection.

This section is dedicated to the task of telling sliccess stories of our
Foundation in an emotionally compelling way thatpimes Rotarians to act.
Inspiring people to act does not just happen;@lanned and can be based on a
set of proven methods.

Making Presentations more effective

Giving a presentation is a great opportunity. Etleng the presenter says and

does is driven by who is sitting in the audiencetedmine the following:

m  What is the purpose of this speech?

®m  What is the audience demographic? At Rotary, thellef experience
within the organization and with our programs aemes into play.

m  Size of the audience.

Is attendance voluntary or mandatory?

m  When and where will the speech be held? Is thare to view the set-up,
test equipment in advance? Who coordinates onitotat

m  Length of time given to speak.

m  How many other speakers are there? What are tigost? Can you connect
with them prior to the event to ensure that you plemment each other’s
presentations instead of repeating the same tapiongs?

Determine a focus for your presentation. As youewbur speech, review how
each step relates back to your overall messagenastimportantly how it
might affect your audience. Imagine them sayintheanselves: “So what? How
does this affect me?” — Make them care.

Openings that work

m Real questions that require audience participatidaw many have had the
opportunity to travel to another country as pareo&GSE team exchange,
Matching Grant or Polio Immunization Campaign?”

m  Grabber statistics! will be speaking with you for the next 30 minsite
During that time, about 570 children will die besguof unsafe drinking
water and lack of sanitation in their countries.”

m  Atwist. “Last year, | told my family | was preparing to inet. What | did
not prepare them for was that | am now on the romde than ever,
traveling overseas more than ever — and it's allia name of Rotary.”

m A story. All of you have great Rotary stories t@sh At the start of your
presentation, pick a Rotary story that can be itolbout one minute to
help set the stage and the mood for your presentati

Share in your opening statement the main purpoyewfpresentation. Repeat
the purpose and conclusion at the end. Listenadstteremember beginnings
and endings most. Make your opening and closirangtrYou many not have to
remember an entire presentation, but if you carereber the first four minutes
without consulting your notes, you have a bettemnde of connecting with your
audience, get calm and settled into the flow ofryapeech.

The middle of your presentation
The middle section should be about 90% of your, talkh opening and closing
taking about 5% each of the overall time allotméttw you structure this part
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is up to you, but an effective approach can bétmwsase a problem and then
present a possible solution. In the case of Rataxgn be a presentation of a
need in a community and how a Matching Grant hehmittess that need.

Listeners recall information best when ideas aesg@nted in groups of three:
“To me, Every Rotarian Every Yeaeally means that:

- We can give every child the opportunity to read esnite.

- We can give every community clean and safe drinkiater.

- We can give everyone in the world a chance toiliveeace.”
A breakdown like this (Literacy, Water, Peace —iadfaree items) is more
memorable than a long list of options and talkioigs.

To break away from reading your script, use notdsthat take you from
talking point to talking point with trigger words phrases. This may require
some practicing, but it tends to lead the speakepeak more naturally, and
become more engaged with the audience.

Another benefit of using small note cards is théawpto use color-coded cards.
Start of with green cards for your initial remarlkise yellow for the body of
your presentation and red cards as you get clogéetend. The color coding
can help you keep track of pacing and timing. Tékoy cards are the various
taking points during the middle of your presentatioif you have to cut content
due to time constraints, start pulling yellow nos&eds from your presentation
deck. Once you get to your first red card, you krymw have about 5 minutes
worth of content before you have to conclude yaesentation.

Closing the presentation
Close by tying the end back to the beginning. Hst thing you say should be
the key message you want the audience to remeiinesh your talk strong.

Questions and Answers

= Never promise a Question and Answer session up, foora set time or set
number of questions. If you have to cut your sesstwort or end your
presentation early due to time constraints, youdccalienate the audience
and lose their goodwill you worked so hard to fostigring your talk.

m  Repeat questions so you can a) ensure you undeitstamguestion as it was
intended, and b) allow the audience to hear itnDiorepeat negative
guestions.

m  Answer briefly, and do not stray from the questioat was asked.

= Contemplate likely questions and answers in advaheay public talk or
panel discussion.

Tips for addressing difficult or hostile questions:

m  Be prepared for tough questions, but also be peejp@arthink on your feet.

m  One question per person will help you remain intcrof your audience.
Answer the question, and then move on to the nesdqm.

m Don't anticipate what the question will be — listerthe entire question
first. There might be elements in it that can halp diffuse the situation.

m Scan the room — if you sense that there is a lagofement with the person
asking the question, address the entire audienteywur response. If you
feel that the person asking it is alone with tlogiinion, address just that
individual.

m Insist that the questioner stay on the toffRight now we are discussing
__ . lwantto hear all concerns first before mavon to a new subject.”

m  Offer to address difficult questions individuallffex the presentation.

m If you anticipate a hostile environment, opt to éamall meetings instead
to minimize the impact one member could have cargelr crowd.

Present ideas in
groups of three,
such as “Literacy,
Water, and Peace”.

This concept of the
“Magic Three” is a

great tool to help
with information
recall and
reinforces your
ideas with the
audience.

Use the word
“You” as much as
possible to help
build your
connection with
the audience.
“You” is preferable

to using “All of
you”, because it
addresses each
member in the
audience
individually.
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Presentations that spark Action

Often, the audience is already quite knowledgeabtait the subject and cares
about it, but chooses not to take action. The ngessaust first convince
Rotarians that taking action is a good thing. Ed®to reinforce that the result
will be important and of value and benefit to them.

To create a receptive environment, the speakersrieadke the audience
through the following stages:

m  Promote Understanding.

m  Understanding leads to Acceptance.

m  Acceptance leads to Action.

Great things can be accomplished wherridjet people at theight timeare
persuaded ttake an action that leads to measurable changamfomportant
issue

Rotarians need to have basic knowledge of the Fatiordbefore they become
meaningful supporters. To create this basic lef’/&howledge it is important to
share information in a way that helps the targeience.

= Don't overwhelm them.If people already have a high level of awareness
of an issue, they don’t appear to be motivated byerfiacts. Poorly used
statistics can overwhelm. Dramatic language cam @erwhelm them.
Extreme phrasing and exaggerations can cause @&anaedo respond
negatively. What gets and holds their attentiontlaeemost relevant facts,
presented in an honest manner, so they can makarniefl decisions.

m  Show respectSuggest ideas rather than insist on certain swisitiUsing
this approach successfully requires offering thgatrinformation and asking
the right questions, trusting the audience to ctoribe desired conclusions
on their own. When giving information, give Rotargathe chance to learn
more and provide them with ways to do so. Numepirg materials are
available free of charge and the website holdstaadil information in all
nine Rotary languages.

m  Share knowledge so people believAudiences need to trust the
information provided to them. To achieve this, aggnter needs to gain
their trust. One way of making an effective casanigyewitness account of
a successful Rotary project, exchange or experieditare your personal
Rotary moment, but also use other potential ey@asgraccounts. GSE team
members, grant participants and Ambassadorial Schohn tell
compelling stories that establish trust in the paogand in your message.

m  Share knowledge so people car®eople often know about and believe in a
cause and yet still are not inspired to act. Anienck needs to see their
own values reflected in an issue before they amtafy Foundation
materials, including PowerPoint presentations aodhures, are aimed at a
very general audience. Part of the challenge afgoaiRotary leader is to
translate these general message points and empledasiments so that they
become meaningful to your local Rotarians.

m  Tie values to strong and empowering emotion&Vhen presenting, make a
deliberate choice what kind of emotion your worldsidd evoke. Anger?
Hope? Enthusiasm? Emotions like these can becqrogvarful catalyst
when it comes to asking someone to take action.yNpaople talk about
appealing to the heart, but too often presentatimasnade covering mostly
facts and very little emotion. Determine first whkatd of emotion you want
to appeal to and strategically work towards thap#onal response with
your presentation.
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m  Make it personally relevant.People readily admit that they are drawn to
causes that are personally relevant to them. Wheéssae has no personal
relevance, there may not be existing personalrfgelio tap into. Connect
people to issues through their friends and peegariAg from other
Rotarians about the impact of a Matching Grantiioa or finding out
about their participation in an immunization cangpecan be very
powerful. The closer the presenter is to the awdi€a member of the same
club, an Ambassadorial Scholar from their home {owre greater the
impact.

m  Get Rotarians personally involved.People gain great satisfaction from
seeing tangible outcomes of their support. Not aidgs this ease
skepticism about how donations are used, it alsibesdes the issue of
personal relevance. Outline small steps that theytake that collectively
will have a significant difference. The cumulativepact of small Annual
Programs Fund contributions from thousands of Rantaris immense: it
changes communities and saves lives.

m  Give Rotarians a personal incentive to actRewards and benefits that
Rotarians look for can vary greatly. For some feisognition in front of
their peers: Paul Harris Fellow award, Major Doawsard, and
Distinguished Service award. For others it is hrdpa friend, serving a
cause, or just feeling good about themselves. \ighatportant is that the
perceived benefit of taking action outweighs thecpwed personal
sacrifice.

Once the groundwork for understanding and acceptanio place, the next step
is to overcome real and perceived obstacles thegi Rotarians from taking
action. Some reasons for not taking action could be

| do not have the time.

I do not have hope that change or a successfubmgtds possible.

My actions won't really make a difference.

What's in it for me?

This isn’t me.

I’'m already doing so much — others need to stefirsip

| cannot relate to the people involved with thisjpct.

| just cannot get motivated.

Figuring out how to move beyond these obstacléseikey to generating action.
Most people will only act within their own comfaone. They will do what

feels good to them without putting themselves gtrisk. The possibility of
being judged or confronted by others can add wphbiceived risk factor, as can
the fear of failure. However, feeling that one &tpf a like-minded group of
people that is working towards a common goal cgraral one’s personal
comfort zone.

It is often necessary to present a request sayisstithin the audience’s comfort
zone and overall lifestyle. The audience must wtdad what will happen when
it takes the action requested of them. The moreeteest fits within their
comfort zone, the greater the chance for actiontt&m to reach beyond their
comfort zone requires that the risks are worthréveards.

Be cautious not to present the problem as too bigadifficult to solve. If it
seems insurmountable or too great, the problensmigdsed. Focus instead on
creating the hope that positive change is possdi®@ep your message

optimistic. Focus on what could be achieved ifahdience took actioriwith
your support, we can eradicate polidJo not focus on the negative that might
occur if no action was taketJnless we raise these funds, all our progress will
be undone.Let the audience be the hero, not the villain.

Effective
campaigns offer a
story the audience
can believe in and
CEERUEINEIES
taking part in.

People care and
want to make a
difference, but
often are not told
exactly how.

The challenge is to
not only knowing
when to ask, but
also to think about
what to ask for.
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m  Ask for something your audience can actually ddt is more likely that
your request will be heard if it is something rezdue and easy to do.
Requests that are simple, perceived as low-riskvéawded as having a
great chance for success are the most likely tdtrigsaction.

m  Keep it simple. Ask for just one action, not multiple actions. \3feen give
too many choices hoping that the audience willdedemething for
themselves. In most cases, if there are too maoiges, the choice the
audience makes is taking no action at all. Theeeasiu can make it the
better: using TRF-DIRECT (where applicable) or camitig Annual
Programs Fund giving with club dues means thahtpkio action from that
point on means “doing the right thing” by defa®n the other end of the
spectrum, a very difficult task must be made bggycredible source. As
the trust and the level of comfort with the persaaking the “Ask” grows,
so can the “Ask”. Given the annual change in clnd district leadership,
this can pose some challenges. For that reasoessage lik&very
Rotarian, Every Yeatan be very successful. The message itself stays
consistent, and the “Ask” is within the comfort zoof every Rotarian.

m  Show them a leader is doing it firstEncourage club and district leaders to
make their Annual Programs Fund contribution earlthe year. Your
audience needs to know that someone did what neéedezldone, feels
good about it, and was recognized for it. If yoe aorking with a prospect
for a large gift, it can help if the Rotarian makitine “Ask” is already a
Major Donor.

m  Present taking action or supporting the cause as ¢hsocial norm.Again,
words likeEvery Rotarian, Every Yeaan help frame Annual Programs
Fund support as the social norm for every Rotail@mmonstrate actively
the action you want your audience to take rathan fbst telling them why
they should give. Asking Rotarians to join the Pdatris Society is best
done by an established Paul Harris Society mendtsking for Annual
Programs Fund support is best done by a leadethab@lready made their
annual contribution at the Sustaining Member lerdligher.

m  Reinforce the action by recognizing active supports. Share what has
been achieved through their contributions and thaiticipation. Recognize
donors. Positive reinforcement reminds Rotariaas ey can do
something about the things they care about. Dotk this can lead to their
increased support in the future. Celebrate sucsesbeth big and small.
Small successes can be the building blocks to greatcesses that solve
bigger problems. Continue to make recognition peasby sending them a
handwritten letter, making a phone call or sendingmail to create a sense
of ownership in the overall success.

m  Have fun. It is alright to have fun whil®oing Good in the WorldThe
fellowship of Rotarians should play a big part auy fundraising and
humanitarian efforts.

It is also important to use the right timing forlyanessage. Repeating the same
need all the time can cause an audience to thatkttfs not that serious. They
stop paying attention. Approaching the message avitebb and flow can help
keep your Rotarians engaged.

In the case of Rotary, there are natural oppoitsfor certain message points.
At the beginning of the year report on prior yeacamplishments and thank our
supporters. During Foundation month (in time folidey and calendar year-end
giving) the “Ask” for support can be stronger. krly spring and during PETS
the opportunity to provide interim updates and pthetivational messages is a
natural fit. After March, the “big push” toward oannual goal becomes the
main focus. Recognition and acknowledgement is/agleand important
throughout.
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Working with PowerPoint

According to an article published in the Wall Stréeurnal in 2006, there are an
estimated 30 million PowerPoint presentations gisach day around the world!

And most of them are done poorly.

The “point” of using PowerPoint is often missed.ryigresenters use the
program because it makes it easy to put togetpeesentation. They focus on
themselves first rather than the audience. Whyaue fellow Rotarians in the
audience; what do they need to know; what do tlemdrio do as a result of
your presentation? Answer these questions firstcagadte an outline for your
presentation before creating even your first slide.

Why use PowerPoint at all? Combining visual leagniith auditory learning
leads to greater information retention than tallatane (about 80% retention
rate compared to less than 40% retention rateudit@y learning alone).
However, as the presentgu are the star of the show — not your slides. Use
slides sparingly to help illustrate the point, don't draw attention away from
you and to your projected talking points.

Design Tips

In print, black lettering on white is easy to reatl to retain. In PowerPoint
presentations, the opposite is true. Because sigesluminated, the white
lettering will stand out. Visually, the light areadl appear to be in the
foreground. Dark lettering on white or light backgnd is harder to read as the
audience has to “read around” the bright areas;lwban be tiring on the eyes.

Slide 1 Slide 1

Slide: Black on white Slide: White on black

Use a great deal of contrast in your slides. Whiitdlack, dark blue or dark
green is best to read. Often PowerPoint presengtice made in rooms with
lots of ambient light. Light coming through the wows or light from overhead
sources will wash out your slides. Any additionialdd contrast will help.

Slide 1

High-contrast slide Same slide as seen with amdance of ambient light

Certain colors that typically show great in priandie challenging when used as
a projected slide. The color red especially haandéncy to appear darker on
screen, which can be counterproductive when ugdda highlight important
information. Instead, use italics or underline keynts in your text.

Small variations in color (yellow and white) oftappear very striking on your
desktop screen, but blend when the presentatiprojected. The impact you
have tried to achieve is lost.
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Keep your slides simple: a picture, a simple grapa few words can help bring
your presentation to life and add value to what lyave to say. Slides that have
too much written content will force to audiencestart reading — and paying less
attention to you. When you write bullet points, rekem short. Avoid “bullet
paragraphs”. Avoid having too much text in smatideng.

Assigning specific font sizes as “ideal” slide iledt sizes is tricky. In the end it
all depends how large your screen is projectednamdfar away the last person
in the audience is seated. Inquire about the ngspace in advance so you can
make adjustments accordingly.

m 1" letter is readable from 10 ft. (3 cm from 3 mieje
m 2" |etter from 20 ft. (6 cm from 6 meters)
m 3" letter from 30 ft. (approximately 10 cm from fr@ters)

As a general rule, keep the font size on your slisitween 26 pt. and 48 pt.
You can never go too large, only too small. Foosgesgenerally quite small;
consider leaving the footer off altogether. Havleyame topic or thought per
slide. Use non-serif fonts suchasal over serif fonts such &mes. Do not
sacrifice readability for style.

Use slides to highlight data and humbers whichbmdifficult to present in
words only. You can stick to “the story behind thembers” during the talk.

It is important to keep the
information on each slide
simple and easy to

understand. Too many Keep it Simple Simp"fy

words muddle the impact
of your message.

Too much text per slide Narrow the focus of B estié
your message

A word about advanced software features

Animations and embedded multimedia can be very podeols when used
sparingly and in the right context. However, spief@atures like animations,
transparencies and video are not compatible witplatforms, all hardware and
all versions of software.

If you cannot control what set-up will be in pldoe your presentation, keep
things simple or allow for enough time on locattormake changes and
adjustments if necessary. Always have a secondmoptpossibly a low-tech
version of your presentation — available.

Ask yourself: if the equipment broke down during prgsentation, could | still
deliver my message effectively? If you cannot, wdat you do during your
preparation to be ready?

Telling a better story

The purpose of storytelling is to entertain, togerd knowledge, to influence
action. A personal, heartfelt account can bringitmgact of a Rotary
Foundation program to life better than any brochure

Keep your story short, and keep the details focusethe overall theme of your
presentation. The story should illuminate in sonag what you are trying to get
across to your audience. It should fit the mooglafr presentation and direct or
reinforce the emotional response you are tryinigtoke in your audience.
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Analyze your story
The experience may be vivid in your mind, but yoaymot have a way to share
it to its fullest potential. Write out your storg gou can practice the delivery.

Figure out their important traits in order to beetto them in your presentation.
Determine the emotions of the characters in yanyglyou, the people you met
and who impacted you). Determine the predominarddvaf the story, the
feeling you want to leave with your listeners wiyen have finished. The
success of your story depends less on what yolbsayow it makes your
audience think and feel.

Rehearse your story

A story can illuminate an aspect of your preseatatit can be your entire
presentation (if you have just a minute or two avéhan impact, and an iteration
of facts will miss the emotional mark), or it ca your lead into the main
presentation.

If the latter is the case, this short story becoymes perfect opportunity to
present without notes at the very beginning of yaasentation. This
establishes a connection of trust and authentigityan emotional bond with the
audience.

Practice your Rotary story. You want to make antgnal impact on your
audience but not get so emotional when retellingr wbory that the audience
starts to focus on your emotional state. You whataudience experiencing the
emotional connection themselves without distraction

m  What youdon’t want is:; ‘He started cryingelling us that story.”

m  What you want is: “Listening to him tell that stanade me cry

Consider video or audio-taping yourself during yptactice sessions. This can
be an uncomfortable experience for many, but oaewfil make you a more
effective presenter. Identify your strengths intyparsonal style and delivery.
Focus on those strengths and build your story aesemtation around those
strengths rather than focusing on the elementsdgonot like. Having a coach
or trusted friend to be your test audience candrg kielpful.

Final thoughts on story telling

Consider presenter training a potential trainingarfunity at PETS and GETS
to help others become more effective at promotiota® Foundation programs
and Rotary Foundation giving.

Work closely with your Rotary Foundation alumni cdinatorat the Zone level
and Alumni Chairs at the district level to haveaative contact list of alumni in
place that are willing and ready to give preseatetiat club and district events.
Our alumni have great stories to tell and can naa¥ery effective case for the
support of our Rotary Foundation.
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Unrestricted and Restricted Giving

There are three primary giving opportunities toRegary Foundation;
m  Annual unrestricted§very Rotarian, Every Yegpror APF/SHARE
m  Annual restricted (PolioPlus, Matching Grants, )etc.

m  Permanent Fund

The first two earn Paul Harris Fellow credit. Giitssthe Permanent Fund do not,
although they may qualify the donor for BenefadbBequest Society status.

The intent of annual restricted and annual unmstigifts is to spend the entire
gift amount within a short period of time. Annuaktricted gifts are typically
spent within the current Rotary year, annual uniast gifts (also referred to as
our Annual Programs Fund Bwvery Rotarian, Every Yepare invested for

three years and then spent in full. Contributianthe Permanent Fund are
invested with earned interest being spent, buptheipal amount never getting
touched. This principal of our Permanent Fundss ahlled the endowment of
our Rotary Foundation. Interest earned from theoeimdent supports specific
programs and DDF for specific districts and the W&/ é&und.

A restricted gift can only be used for a specificgose (it is literally
“restricted” to polio, a Matching Grant; anythirttat is specified by the donor
and thus it cannot be used for any other purpé&estricted gifts fund our
programs just like unrestricted gifts do, but thare three main downsides:

m Restricted gifts used for a Matching Grant are enitched 50 cents for
every dollar from the World Fund.

m  Funding Matching Grants with restricted contribnacan cause an
administrative delay in the grant approval procgagp to eight weeks
(waiting for the funds to come in, needed creditfigontributions and
recognition to individual members, currency conigrsssues, etc.).

m  Restricted gifts are costly to process for the Eation.

Restricted funds are processed at a loss to thedation. They need to be
administered, recognized and accounted for inaingesway as unrestricted
gifts. Because no part of the gift amount can loleiced to help defray
administrative costs, the Foundation actually takésss on any restricted gift
that comes in. That loss is subsidized with easingm unrestricted gifts.

Unrestricted annual gifts are invested by the Fatind for three years and then
disbursed with 50% going to districts as Distrigtsiynated Funds (DDF) and
50% going to the World Fund. During this three-ymaestment period, called
the SHARE cycle, the invested amount earns enautgheist to cover the
operational expenses of the Rotary Foundationtlamentire contributed
amount can go back to be used for programmaticqseg Generally, effective
non-profits have a $.15 cents on every dollar adsmative cost or better,
meaning that each gift is reduced by 15 centsiid the general operations of
the organization and 85 cents are spent on progdivities.

At the Rotary Foundation, the three-year investnogote virtually ensures that
100% of every dollar donated is being used for o, with the earned
interest funding administrative costs.

The real benefit of unrestricted gifts is that tlvay be used to fund any
program in need. It is not necessarily a requirdrteefund polio eradication
efforts with restricted dollars or support Matchi@gants with restricted dollars.
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50% of our SHARE funds go back to the district anel disbursed by the
district, funding activities such as:

m District Simplified Grants

Matching Grants

Ambassadorial Scholarships

Grants for University Teachers

Additional Group Study Exchange

Rotary Centers

Polio Eradication

The 50% World Fund allocation funds activities sash
One GSE Team per district

Matching Grant match funding

3-H grants

Volunteer Service Grants

Polio Eradication

Rotary Centers

Although the districts control their 50% share tigh DDF, by taking
advantage of GSE team exchange and Matching Qradirfg, the additional
shares quickly add to the 50% share the distréctedd out with. In some cases,
by receiving competitive Matching Grants or 3-Hrgg districts can receive
more in return than the original total Annual Paogs Fund contribution from
their members.

Unlike restricted gifts, unrestricted gifts (if usas DDF) are matched $1 for
every $1 when used for Matching Grants. Matchirangg funded exclusively
with DDF monies are approved an average of 8 weekner than Matching
Grants that are funded — even in part — by resttitinds. Unlike restricted
gifts, a portion of the Annual Programs Fund isrgngéeed to come back to be
used locally in the club’s own community as Digt&implified Grants.

A contribution to the Annual Programs Fund is adjowvestment:

m it can be used locally as well as internationally

m it covers the operational costs of the Rotary Fatind (without getting
diminished by investing it for 3 years)

m it can be used on programs that have the most need

m it offers more opportunities for club recognition

Grant funded with Grant funded with
restricted club gifts, DDF, and club

no giving to contributes to
APF/SHARE APF/SHARE
Cash from Club, $10,000 given restrictec $10,000 given to
Individual or District to a Matching Grant APF/SHARE

DDF contributed to

Matching Grant o ot
Match from TRF ($0.50

to $1 for cashor $1 to  $5,000 $10,000
$1 for DDF)

Funds for Matching

Grant $15,000 $20,000
DDF for district in 3 $0 $5,000
years

lllustration of restricted versus unrestricted Mateg Grant funding
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Developing Paul Harris Societies

About Paul Harris Societies

The Paul Harris Society is a special district rettign program designed for
Rotarians who wish to support The Rotary Foundatican more substantial way
each year. The Paul Harris Society recognizes Rotand friends of The
Rotary Foundation who annually contribute US$1,60fhore to the Annual
Programs Fund, PolioPlus, or the Humanitarian GrBnbgram.

The first Paul Harris Society was established i@8L& District 5340
(California, USA) by District Governor Wayne C. Gaks The idea gained
momentum and quickly spread to other districtsugtmut the world. The
Trustees of The Rotary Foundation officially apm@dthe Paul Harris Society
as a district administered recognition programative 1 July 2006.

As of June 2007, 177 districts have officially labed Paul Harris Societies. In
2006-07, 20,446 donors (less than 2% of total meshiyg) personally
contributed US$1,000 or more to APF-SHARE, représgr80% of our Annual
Giving. The Paul Harris Society has been, and auifitinue to be one of the
most important contribution levels and appreciappoograms towards achieving
our annual giving goals. Increased annual giviisg aheans additional district
funds become available to support local and disthiven projects through
District Designated Funds (DDF).

Most large charities recognize different levelanhual giving. Until the official
adoption of the Paul Harris Society, The Rotaryreation only recognized
Rotary Foundation Sustaining Member contributiomsm annual recognition.
The Paul Harris Society creates a new recognitigallfor those Rotarians who
have the capacity and the desire to make a signifigift to The Rotary
Foundation each year.

Districts with established Paul Harris Societies fanding that contributions
from their PHS members can constitute 10%-20% eif tiotal annual giving.
Having an active Paul Harris Society can ensurg-tenm growth in annual per
capita contributions and secure more funds comaui o your district.

Keys to success:

m  Establishing a structure that will sustain your IR4arris Society for years
to come.

®m  Ongoing promotion of the Paul Harris Society, spkevents and
recognition efforts.

Getting started

m  Secure a commitment from your district leadershifutly support and
promote a PHS in your district: Discuss the idethistrict chairs, past
district governors, assistant governors and Foumdatentors to gain
initial buy-in. Each of these past and presentdeaghould be invited to
become a charter member.

m Identify a team and their responsibilities: Didsithat have successfully
launched a Paul Harris Society have asked a va@utbeserve as a
dedicated district Paul Harris Society coordinat@arking with the District
Rotary Foundation Chair and the Annual Giving Subeattee Chair, the
primary role of the coordinator is to coordinate #fforts of a team of
solicitors, encourage broad participation, andrageafor a membership
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charter event and ongoing annual recognition evémtsther member on
the PHS committee may be asked to actively martag®HS membership
database, keeping track of new members and ongoimtgibutions.

m Set the stage with a charter event: Set a datevibiait conflict with other
district events, find a location that is centratl@ppealing, and bring in an
outstanding keynote speaker. Promote this prestigivent to attract
charter members. At the event, be sure to presemter membership
certificates, the PHS insignia (pin), and a thaold letter from the district
governor. A successful event will automaticallyatt new members.

m  Ensure ongoing promotion of PHS: Promote the PH#dulistrict
Foundation presentations in August and Septemimeoltage assistant
governors to do the same during their club vig€isntinue promoting your
PHS at district Foundation and donor recognitioargs. Use your district
Web site and district newsletters to raise theijgrof the PHS.

m  Follow-up annually: Thanking your supporters isey klement to helping
ensure their recurring support: contact PHS memébenly in the Rotary
year to thank them for their contribution and retinihnem to send in their
gift for the current year. Thank you notes from thierent district governor
and district foundation chair adds a nice touch.

Continue to host annual PHS recognition eventaigerthe profile of the

PHS in your district, thank your supporters, aniddoon your success in annual
giving. The audience for Paul Harris Society red¢tgm events often reaches
beyond those Rotarians who already attend didtrittions and seminars.

Taking the Next Steps

Once your district has the proper structure anddeship in place, work with
your Club Foundation Chairs and Foundation staffiémtify potential
prospects. Become familiar with the guidelines psaul by the Trustees of The
Rotary Foundation for qualifying gifts: any US$1006utright gift towards the
Annual Programs Fund, PolioPlus and Humanitarisan@t

A number of districts promote giving $100 a mortiotigh TRF-DIRECT (US

and Canada) to assist the PHS volunteers with #rabarship renewal process.

From a district perspective, support of the AnrRi@grams Fund is preferable,
because it:

m  helps meet EREY club and district per capita goals

m counts towards Sustaining Membership

® increases the amount of future District Design&bedds

Use the PHS as a platform to steadily develop neyendonors in your district
and build the capacity for significant major gifisd bequests.

PHS District Resources

m  Paul Harris Society brochure (099-EN): PDF avaédbl download at
www.rotary.org. The brochure provides a descriptbthe PHS along with
guidelines and exceptions.

= Membership certificate for charter members and m&mbers: available
for download at www.rotary.org.

m  TRF-DIRECT brochure (998-EN): PDF available for ddead at
www.rotary.org (US and Canada only).

m  PHS insignia (pins) are available to order fronuanber of RI licensed
vendors.
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Action Steps
Goal Setting

Review prior year club goal setting efforts. Howl dlubs do that set goals
compare to clubs that did not? What are the tréamgleur area?

What are the challenges expressed in your distitmbeit the goal setting
process? Is there a way to simplify it? Can clubl getting be emphasized
earlier? Can District Governors-elect collect chidals at PETS?

Do districts use the club goal setting processtgage clubs in talking
about the Foundation? Discuss possible approaotestter promote the
benefits of setting a club goal.

Is there a process in place to help clubs deterthigie goal amount? Or dd
most of them just multiply the number of membersst90?

Discuss strategies to help clubs set stretch gattiier than low and
achievable goals.

Annual Programs Fund giving

What strategies can you develop to have clubs sentlibutions early?
Discuss possible strategies to move districts @@0$der capita/$200 per
capita, etc.

Does each club have a Club Foundation Chair?

Does each district have an active Annual Givingc®ulimittee Chair?
What is the rate of Sustaining Members in your 2idaw can we promote
the Rotary Foundation better to have a greater eambdonors/a greater
number of Sustaining Members?

Sharing our story effectively

Does your Foundation presentation have a strongage® Do you use
personal stories that illustrate Foundation programd allow the audience
to connect emotionally with your message?

Do you ask your audience to take action?

How can District Governors, District and Club Foatidn Chairs and Club
Presidents become more effective ambassadors esdrers of The
Rotary Foundation?

Is it possible to provide training at GETS or PE®O$elp them become
more effective speakers and leaders? What would @wsession look like?
How would you measure success?

Does each district have an alumni chair?

Is there a list of Rotary Foundation alumni that ailling and able to
present at club and district events to allow Ratssito put a face and a
story with the work of our Rotary Foundation?

What is the timing in your zone, your district any club to promote the
Foundation, to thank, and to ask for new suppod@€Cyou develop a zon
or district calendar to promote the Foundation Bodndation giving in a
more strategic way?

Paul Harris Society

How many districts in your area have Paul Harrisi&@es? How long have
they been active? Does each district have a desigi@ociety Coordinator
How many of the districts that do not have an a&cBaul Harris Society
have discussed starting one? How can you help geothe implementation
of Paul Harris Societies?

What resources do districts need that have anirgiBaul Harris Society?
How do they grow their membership?

What resources do districts need that do not hd&®&uh Harris Society?
What other ways of regular giving and regular giviecognition can you
promote?

~NJ
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Framework of Major Gift Fundraising

What is a Major Gift?

The Rotary Foundation defines a major gift as US30® or more. Major gifts
are important to The Rotary Foundation’s fund depeient efforts. They make
up a significant percentage of total dollars raisgd’ he Rotary Foundation and
are key to meeting the fundraising goals for bbghAnnual Programs Fund and
the Permanent Fund.

Key differences between annual and major gifts:

Annual Gifts Major Gifts

= Pay now, usually once per year. = Payment sometimes deferred and
in increments.

= From income. m  From assets.

m  General solicitation, all Rotarians®m  Targeted, personalized appeals.

= Typically given to the Annual = May be made to the Annual
Programs Fund. Programs Fund, the Permanent
Fund, or to a special cause such as
PolioPlus.

Carefully considered decision,
most often in consultation with life
partners and/or family.

®  Quantity of unrestricted gifts = Amount and focus of gift makes
makes impact. impact.

m Repeats, annually at least. m Can repeat, but repeat gifts may
take 18 month to 5 years to
develop(major gift donors are
often the best new major gift
prospects)

= Organization’s timetable drives Individual’s timetable and
giving. circumstances drives giving

= Organizational goals and needs. Individual’s goals and needs and
how they align with the goals of
the organization

= Donors are motivated by being Donors are motivated by potential
asked impact and change their gifts can

make. Gift is seen as a investment
in the organization. Although the
donor’s motivation is different,
most major gifts still require that
the donor is asked at some point to
make a significant gift.

m Easier decision (discretionary
income).

Each major gift solicitation is unique based upoe donor, his or her interests,
the timing of the gift, the current needs of thaiRdation, and a number of other
factors. Each major gift involves a time-intensprecess of cultivating and
soliciting the donor. Volunteers and staff may bweegrivileged to certain
sensitive personal and financial information whilerking on a major gift; the
confidentiality of this information must be respett

Major gifts (a
single contribution
of $10,000 or more)
are different from
Major Donor
recognition, which
also recognizes
donors who make
multiple smaller
gifts that

cumulatively total
$10,000 or more.

This section
focuses on the
cultivation and
solicitation of
major gifts, not
Major Donor
recognition.

The Rotary Foundation — Zone Team Training Guide



Major Gift Development

Characteristics of a Major Gift:

m  US$10,000 or more as defined by The Rotary Fouodati

m  Typically comes from a donor’s capital assets nathan discretionary
income.

m  Typically comes from donors who have contributed i@ Rotary
Foundation in the past.

m  May be made to the Annual Programs Fund, the Pemdfund, or to a
special cause such as PolioPlus or Rotary Centers.

m  Typically the result of personal cultivation andisitation by a volunteer
and/or staff member.

®m  Require both financial capacity of the donor areldonor's commitment to
the Foundation.

m Involves matching the donor’s interests with thedseof the organization.

m  Often developed over an extended period of timeesmajor gifts may
take many months or even years to materialize.

Major Gifts Serve the Goals of the Foundation by:

m  Helping to achieve fundraising goals much morectifely than annual
gifts alone.

m Indicating that Rotary is an organization worth [soiing.

m Inspiring achievement of annual giving goals. Majits to the Annual
Programs Fund, for example, can be leveraged diecba gifts within a
Rotary club or district to spur greater giving amanembers.

®m  Motivating others to make major gifts: Recognizimgjor donors publicly
raises awareness about opportunities for suppatim@oundation and may
encourage others to consider major gifts of thein.o

Major Gifts Serve the Goals of the Donor by:

m  Fulfilling personal philanthropic goals.

m  Offering the opportunity to leave a legacy throaghendowed gift.

m  Providing other benefits such as tax deductiorimtries where
appropriate.

Donors of Major Gifts want to:

Be confident that the organization can put therestment to good use.
Be confident of the organization’s management aadérship.

Be confident of the organization’s prudent stewhiglef their contribution.
Visualize the impact their gift has through the keoof the Foundation.
Understand the outcomes of the gift and its impact.

Know that other donors are making gifts.

The Rotary Foundation’s Major Gift Effort

The Rotary Foundation has received major giftsughmut its history and has
been actively developing a major gifts effort sii€96, when the Permanent
Fund Initiative (PFI) was launched. The objectivéhe PFI was to ensure a
secure future for the programs of the Foundatiobdiiding a strong
endowment fund. The original goal of US$200 millfon the Permanent Fund
by the year 2005 was met six years ahead of schetthal Trustees have
approved a new target of US$1 billion by 2025. (Ferent Fund totals include
both net assets and expectancies.)

The Permanent Fund has become an important soliscgport to programs.
The principal is never spent, while a portion ¢ thterest earnings each year
help pay for programs.
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Before a major gift can occur, the prospect mustrtteee qualifying

conditions oflinkage, ability andinterest:

m Linkage — Is the individual connected to Rotarany way? Is he or she a
Rotarian? Is he or she close to a Rotarian witbrg favorable view of the
organization and the work of The Rotary Foundation?

m  Ability — Does the prospect have the financial megmmake a major gift?

m Interest — Is the donor interested or motivatesiujpport The Rotary
Foundation or one of its programs? Are the programssion and values a
good fit with the donor’s personal values and gdals

All three conditionsnustbe met or a major giftill not be made. Each major
gift prospect needs a solicitation strategy. Theldfaising team determines what
steps are needed, what supplemental materialssateand who will be

involved. Making the case for a major gift involvegplaining why The Rotary
Foundation is worthy of a sizable gift, how it wik used and how it will
address the needs and problems identified by Roisri

The Case for Supportaddresses the following questions:

m  What is the real difference The Rotary Foundatiakes?

= How would the world be worse off if the programsl anitiatives of The
Rotary Foundation ceased to exist? How would thedaze better if these
same programs were better funded?

= How will this major gift help us achieve our goals?

Why this gift amount and why at this particular é&th

m If The Rotary Foundation was to receive this majft; how can we show
that it will make a difference?
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The Four-Step Process

Raising major gifts involves four key steps:

m Identification — Deciding who your prospects are

m  Cultivation — Preparing prospects to be solicitedd major gift

m  Solicitation — Making the ask for the gift

m  Stewardship — A process of recognizing the dondramtinuing the
relationship between the donor and the Foundation

Identification

The first step in major gifts work identifying potential donors of major gifts.
Each district Permanent Fund committee should hdist of active prospects
that is continually evolving and updated based @n mformation and donor
activity. The Identification step also includes the sub-steps of donor
Qualification and Rating andStrategy Development

First, consider whether the prospect has the fiahnapacity to make a gift of
US$25,000 or more. (The Rotary Foundation definempr gift as US$10,000
or more. Because of the large pool of prospectsigjor gifts, however, staff
and volunteer leaders are encouraged to focuseffeits primarily on those
who have the capability to make a gift of US$25,0600nore.)

What are thesignificant characteristicsof the prospect and why do we think
this individual would make a major gift? At thismge, this is a very general
discussion of potential prospects. We are possilolfing at a series of gifts
over time, dedication to Rotary, showing strongoirrement and understanding
of the Foundation.

Which of thesequalities does the prospect have?

Awareness of The Rotary Foundation and its programs

Interest in supporting the Foundation

Involved in Rotary service projects

Concerned about the needs the Foundation trieddiess

Committed to addressing those same needs

Capable of giving a significant gift

Accessible and available to meet with Rotary lesded Foundation staff
Experienced as a significant donor (even with otirganizations)

Desire for personal fulfillment

A potential prospect need not meet all of thesditips but the more qualities
they have and the stronger we can rate them aadéwese qualities, the more
likely it is that a major gift will occur.

Sources for Finding Prospects

There are many ways to identify prospects in a oluistrict. Four of the best
sources are:

Major Donors

®m  Bequest Society members

m  Benefactors who are Paul Harris Fellows

m  Paul Harris Society members and Rotarians who raalge annual gifts

Those who have already made a significant giftaonimitment to the
Foundation are the most likely prospects for arugift. Reports of current
Major Donors, Benefactors, and Bequest Society neesntan be obtained from
Fund Development staff.

Each district
should have a
Major Gift and
Permanent Fund
Committee in
place.

Each district
Permanent Fund
committee should
have a list of active
prospects that is
continually
evolving and being
updated based on
new information
and donor activity.
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Major Gift Development

Getting clubs involved in the identification proseés key. Involving club
leadership increases knowledge about the Foundatioajor gift effort, helps
build advocates, provides a source of accurate laugye about prospects, and
helps cultivate future solicitors. It is recommeddieat the District Permanent
Fund Committee stays in regular contact with thibglin the district.

Qualifying the Prospect

To furtherqualify the prospective donor, determine who best knovgspierson
and could further work with him or her. What is fm@spective donor’s possible
interest and how can we match it with the prografrte Rotary Foundation?

Has the Rotarian or spouse made gifts of US$2500@@ore to other charities?

m  College/University

®m  Religious Institution

m  Hospital/Medical Institution
= Non-profit Agency

Does the Rotarian or spouse have the financialoigpa make a gift to The
Rotary Foundation of $25,000 or more? Factors tsicer:

m  Employment/profession/business ownership/seniocigiee

Family inheritance

Primary residence/vacation home

Real estate owner/rental properties

Limited family obligations

Working/retired

Family foundation

Travels extensively

Do you believe that the Rotarian or spouse hafirthacial capacity to make a
gift of $25,000 or more...

m  Outright in one year?

m  Outright over three to five years (pledge)?

m In deferred form during life (life income agreemént
m  Through an estate distribution (will or trust)?

Once you have determined prospects’ financial aapaou will want to rank
your prospects to determine their readiness to. §ige the following grid:

. Dedicated
I B

Readiness c
to give L Most
Unlikely
l l. Il M. V. V. VL.
Low ¢— Gift Potential Rating — High

Gift Potential Rating Readiness to give
I. — under US$25,000 A. — Ready to contributehhjignvolved
Il. — US$25,000 to $49,999 B. — Requires furtheolwement or
[ll. — US$50,000 to $99,999 cultivation

IV. — US$100,000 to $499,999 C. — Establish intefi@equires further
V. — US$500,000 to $999,999 information and involvement
VI. — US$1,000,000 or above L. — Low readinessite g

[ Gift Prospects (less than $251C] Majoit Brospects ($25K and above)
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Major Gift Development

Together with your committee, you will want to pitize your prospects. Those

of higher priority may be:

m  Prospects who are ready to contribute

m  Prospects who are ranked high in gift potential

m  Prospects whose personal circumstances may regprieattention:

- Revising wills, estate plans, or financial plans

- Approaching retirement;

- Administering a family foundation

- Owners of a business or major stockholder in aamatppon that is
subject to a buyout

- Planning a major transfer/sale of real estate estildp large capital
gains tax

- Selling a business

Developing and Donor Strategy

After identifying and rating your prospects, fogumur efforts on your top rated

individuals. Is additional information about theésdividuals available at the
district or club level that would change their ngt?

What information on the donor is already easilyilatée?

For what purpose should the prospect be asked?

What do we know about the prospective donor? Tih&drests, concerns,
previous gifts to The Rotary Foundation and othrganizations?

Who should be involved from our perspective (kelpateers, district
leaders, staff)? Who should be involved from thespective donor’s
perspective (spouse, life partner, children, finanedviser, others)?
Who should make the “Ask” for the gift?

When is the right time to ask? Can the “Ask” be madconjunction with
staff, RI Director or Rotary Foundation Trusteesédan the area?

What is the specific amount requested?

In what form will the gift be solicited (cash, seities, real estate)?

How much time will be needed — from getting theiahiappointments to
asking for the gift and negotiating the details?

Where does the donor prefer to be solicited?

How would the donor like to be recognized?

Train your districts
to review their
Major Donor and
Bequest Society
list.

Ask the Permanent
Fund and Major
Gift Chairs to rate
those prospects
and seek additional
input from Club
Presidents and
Club Foundation
Chairs.

Develop a
cultivation strategy
for Top 10
prospects.
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Cultivation

Cultivation is the second of the four key steps awdlves preparing prospects
to be solicited for substantial financial support.

The key is:

m  Education of prospect on Foundation programs

m Involvement of prospect in Foundation programs

m  Continuous Connectionbetween prospect and solicitor/team

Establishing Gift Objectives

Amongst the district Permanent Fund committee, witluvant to develop
suggested gift objectives such as gift amount, gagpcultivation/solicitation
timetable, and means of giving for each prospegdtdiscuss these objectives.
For example, you may plan to ask Prospect Joe Sorih25,000 outright for a
named Ambassadorial Scholarship in three monthee tire sale of his business
is complete. Of course, these objectives are tgrtand open to refinement as
understanding of the prospect develops.

Learning more about the Prospect

The heart of cultivation is learning about the jpexgs so their interests and

resources can be matched as efficiently as pogsilthee Foundation’s needs. A

more thorough understanding of prospects leadsrora effective solicitation

strategy. Every contact with the prospect is aroojity to learn important

information like:

m  Biographical information (ages of prospect and sgoghildren’s ages,
hobbies, occupations)

m  Rotary information (current attitudes about Rotdngnds and contacts
within Rotary, level of commitment to Rotary)

®m  Financial information (giving to other institutiongal estate owned,
business interests, stock holdings, collection& siscart or antiques,
retirement plans, estimated income)

m Charitable interests (education, hunger, healtifgrem)

Cultivating the Prospect

A cultivation plan is tailor-made for each prospact! includes multiple
“contacts,” a timetable, and assignments as towilalo what. Remember to
allow sufficient time for prospects to become irnveal and to “sell themselves”
on a major gift.

Cultivation ideas include:

m  Meet with prospect to discuss Foundation programastheir areas of
interest.

m Invite prospect to be a member or chair of a distommittee related to
their area of interest.

m  Ask for prospect’s advice on projects or issueeoning the club or
district.

m Invite prospect to meet with distinguished Rotagders visiting the club
or district.

m  Arrange for Foundation alumni (past scholars, G&fris, volunteers) to
speak at a club or district event and invite prospe

® Invite prospect to meet with alumni and/or attewdres such as
Ambassadorial Scholarship orientation sessions.

m Invite prospect to visit a Foundation project.

m Invite prospect to join district groups visiting Riorld Headquarters in
Evanston.
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®m  Encourage prospect to serve as GSE Team LeadesbalGSE team
member.

m  Encourage prospect to serve as a Rotary Volungxedgéntist goes to India
for a month to practice dentistry there).

m Invite prospect to serve as head of a break-ogi@eat a District event on
a topic of interest to the prospect.

m  Organize a cocktail reception, breakfast, lunchdioner for prospects,
current Major Donors and Bequest Society membeasdidtrict conference
or other district event.

m  Recognize Major Donors and Bequest Society memndiaeceptions or
other events.

m  Call or send notes to prospects on special occagimiidays, birthdays,
etc).

m Hold an estate planning seminar and invite prospect

m Have publications sent to prospect based on intéggsalumni newsletter,
Rotary Centers Chronicl®jsionsnewsletter, Rotary World).

m  Host a cultivation event. Bring in Foundation alirand/or Major Donors
to speak on their experiences with Foundation iogror why they gave.

®m  Anything else to involve them in a special evenadtivity of your District.

Follow-Through

Follow-through is essential. District Permanent dF@ommittees are
encouraged to develop a calendar to track actarity provide a record for
strategizing contacts and reviewing progress atinmgs

Periodic meetings of the committee should be hele:view progress and plan

future contacts. Some questions to discuss at theséings include:

m  How long has it been since the last contact?

m Has each prospect been reviewed to determine vhigeneixt contact should
be made?

m  Have | zeroed in on my prospect’s main interests?

m  Has the prospect experienced any changes in higéénat would alter the
direction of the next contact?

m  Has gift potential been carefully assessed basdithancial capability and
interest?

m  Who are the prospect’s close Rotary friends? Shitgyg be involved in the
cultivation or solicitation? Who would be the bestunteers to work with
the prospect?

m  Am | using the potential “clout” of Rotary leadensthe club or district?

m s it time to make another personal call?

m [s there an upcoming birthday, anniversary, or o#pecial occasion on
which the prospect should be remembered?

m Is there an appropriate occasion for an invitatimy club or other Rotary
event?

m  What is the next move?

All interaction with the prospective donor must hawe a purpose What is the
reason for this contact with the donor and whatésexpected or intended
outcome?

Document the outcome of your interaction with thespective donor and report
all gathered information. Make an effort to moverdénds closing gifts, focus on
the next step in the cultivation strategy to keeqvimg gift discussions along.
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Solicitation

If the prospect has been cultivated properly, tils&ridt Permanent Fund
committee will know when to ask, who should do &ls&ing, how much to ask
for, and what to ask for. Fund Development stadfiarportant resources to you
in supporting, planning and managing any majorgpficitations.

The Major Gifts Volunteer Structure

To ensure success in major gifts work, communicascessential among:

m  RRFCs, Major Gifts Advisers and Strategic Advisers

m  Strategic Advisers/Major Gifts Advisers and Permrteund Chairs

m  Strategic Advisers/Major Gifts Advisers and Rotigundation staff Gift
Officers (Major Gifts, Planned Giving and AnnuaMbig Officers)

m  District Permanent Fund Chairs, District Governarg] DRFCCs

Major gift fundraising requires leadership and abbiration among all members

of the team. Fundraisers need to acquire the nagelesadership skills and help

others on the team realize how these skills impagor gift fundraising efforts:

m  Share goals in a way that captures the imaginatiathers.

m  Affirm the values of Rotary International and Thet&y Foundation and
act as an ambassador of the mission and valuég ¢idundation.

m  Motivation. Leaders find out what motivates pecguhel provide appropriate
circumstances for motivation to take place.

m  Reach a workable level of unity among the team.

m Lead by example. It is easier to ask for signiftcantributions when the
person making the “Ask” is already a major donor.

m  Keep others committed to and excited about devetppiajor gifts.

Preparing for the “Ask”

It is now time to set a specific appointment wiik prospect, make the visit,
and ask for the prospect’s major gift. Try to agam 45-minute meeting in the
prospect’s home or other private, informal enviremt Tell the prospect the
purpose of the meeting and who will be there. Kyayr request brief and invite
the spouse to be present.

Following is a checklist to assist you in prepariogthe appointment:

Create sense of urgency to secure appointment

Be sure to bring personalized major gift solicdatimaterials

Do your homework (know the donor’s history and jpoeg conversations)
Anticipate questions and/or stumbling blocks

Script the appointment

Rehearse

Don’'t waste time — yours or the prospect’'s

Characteristics of a Successful Solicitor
Knowledgeable and honest in their presentations
Patient in their negotiations

Infectious in their enthusiasm

Active listener

How to ask for a Major Gift

Preface by bestowing honor and praise on a donor

Be considerate; ask for “consideration”

State a specific amount

State the specific purpose

Don’t speak until a response is made

Once the solicitation has been made, your role ixtan active listener

A major gift is not
about the money.

It is about finding
what the donor is
passionate about
and positioning
The Rotary
Foundation as a
vehicle to help
them see their
dreams and visions
for a better world
fulfilled.

Done right, a major
gift is as beneficial
to the donor as it is
to the Foundation.
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The “Flow” of a Major Gift Solicitation (based on a 45-minute meeting)
Use open-ended questions to listen to the prospetérests and desires and
reconnect them with their passion for Rotary thiotlgeir own experiences.

Use closed-ended questions to guide the convensatia specific direction and
to get indicators how the conversation is going.

Opening

Transition

Discussion

Transition

Discussion

Purposeful Ask

Closing

Friendly exchange, questions about how
the prospect is doing personally and
professionally. Keep it moving along.

Use a closed-ended question to request
permission to get to the business of the
meeting “I hope this is still a good time
for us to discuss...”

Ask many open-ended questions to
encourage the prospect to give richer, m
personal answers to connect them with
positive Rotary experiences. Example:
“Can you tell me about an experience thi
has most affected you as a Rotariaritie
prospect should do most of the talking.

Use another closed-ended question to
transition to the next phase of the
discussion:| think we both know about
the role and importance of our Rotary
Foundation in helping address these
problems. Would you agree that continus
support of these programs is an importal
investment for us as Rotarians?”

Use open-ended and closed-ended
guestions to move the conversation alon
The prospect should still do most of the
talking. Questions can b#s there
anything else you would like to know ahbc
...” —"Have you considered including Th
Rotary Foundation in your estate plans?'

Based on the point of your development
cycle and the potential readiness of the
prospect to make a commitment, procee
with a direct question that will take the
prospect to the next stage in the solicitat
process‘It sounds like you are interested
in including the Foundation in your estatt
plans through a life income agreement.
Would you like me to have the staff at O
Rotary Center prepare the initial
paperwork for you to review with your
Financial Adviser?”—“Would you
consider making an investment in our
Rotary Centers program of $100,000?”
Important: Allow the prospect time to
respond. Once the question is asked, do
ask a hasty follow-up question.

Thank the prospect for their time and the
consideration/generosity. Set the stage f
a possible next step or next meeting.

4 Minutes

1 Minute

25 Minutes

1 Minute

10 Minutes

2 Minutes

2 Minutes
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Sample questions for the first part of the discusein — The intended outcome
is to determine if the prospect is interested ilpihg Rotary and if they have the
financial capacity to do so. The other intended:onte is to get the prospect to
verbalize their passion for Rotary and come tortbein conclusion that
financially supporting The Rotary Foundation is bgical next step.

m  How did you get involved in Rotary?

What keeps you connected to your club and Rotatgy@

Which programs have you gotten involved in overytbars?

Tell me about your club.

Is your spouse/your family involved in Rotary? Ameur children old
enough to participate in what Rotary has to ofi#uth Exchange,
Rotaract, Ambassadorial Scholars)?

= How do you manage to balance your family/work/Rgtar

Sample questions for the second part of the discusa — The intended
outcome is to create an awareness of giving oppibidg, and determine the
likelihood, timing or the type of gift that mighppeal to the prospect.
m Do you know much about the Foundation/this spegifagram/the work
we do?
= May | share with your some updates about RotarytésfiPolio/Grants/...?
m  Some of the things we try to encourage our key neemito do is:
- Consider a bequest giftWere you aware that certain types of
gifts can produce current income for you and yqousse, such as
a Charitable Gift Annuity?
- Increase you annual giving to our Foundation
- Make a leadership gift to inspire others
m Is there anything you'd like more information on?

Lead the prospect to talk. Your questions shouldeythe conversation and
build on what the prospective donor is saying.

Additional Tips

m  Never ask if the prospect wants to give becausetyan have a 50/50
chance of a “NO” answer. Instead, say, “We prestiraeyou want to
support The Rotary Foundation, and we want to ielpfind the best way
to doit.”

m  Never ask for a “donation” — it implies a thougbk#doken gift, solicited on
the street or at your door. The best word is "itwest," especially with
major gifts.

m Do not expect to obtain a “yes” in one call. Intfatyou get a “yes” on the
first call, you probably haven't asked for enou@ive the seed you plant
time to germinate before your second or even tbéltd And if he or she
was not present on the first visit, do not forgeinvite the spouse.

m  The best major gift solicitors are those that pecadctive listeningduring
the solicitation. You should aim to spend 25% afiyime talking and 75%
listening.

Conduct the solicitation visit with enthusiasm aehviction. Discuss the
prospect’s interest and involvement with The Rotawyndation. Share your
own commitment to the Foundation. Explain the nieedhe prospect’s own
leadership example. State the case or need farabeiribution and ask for a
specific amount.

Remember to use a personal touch. People do netasngiveto causes.
People give to peopler causes. A prospect will become a donor as much
because of your own sincerity and conviction asbse of his or her genuine
interest in Rotary’s work.
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Major Gift Solicitation Errors

Not understanding that the best major gift prospact past donors
Not asking for a gift; leaving it open-ended

Not asking for a large enough gift

Failing to cultivate prospect’s interests

Lack of knowledge about prospect’s interests

Asking for the gift too soon

Not fully understanding case for support

Failing to talk about benefits of giving

Failing to involve the right person in the solitide

In Summary

You must ask for a major gift in order to receiveb

Work with the Fund Development Staff to develop amwhage your
solicitation plan.

By soliciting major gifts to the Foundation, yowopide Rotarians a
tremendous opportunity to invest in the futuretaf tvorld and the
satisfaction and joy that comes from doing so.
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Handling Objections

There are four basic kinds of objections, eachluttvrequires a special
response. Address the objection, but do not argtietiae prospect. Objections
may reveal something about the donor’s values aayglmmask areas that could
negatively or positively change the relationshiphvthe organization.

It is common to encounter a variety of objectiorgew asking for a major gift.
Objections are emotions, issues or personal expmr$ethat must be addressed
to get to “yes.”

Misunderstandings— “I don’t understand...”
This is the easiest objection to overcome. Claifgd gently correct with the
facts.

Indifference — “l don'’t care.”

This type of objection can mask a bad experienegthspect may have had
with the organization. Use open-ended questiom&lp the prospect re-discover
his or her positive feelings for Rotary and the kaation.

Skepticism— “l don't believe...”

The doubter will need an expert (staff, prograntipigiant, personal witness
account of the work being done...) — or comprehenisifgmation — who will
support and reinforce your message. Your word matibe enough. Possible
answerl'd like to get you in touch with someone from dwund Development
staff who can tell you exactly how the money vellbed. What would be a
good time for you to have a follow-up conversatfon?

Real Drawback— “I don't like it.”
This could be a very charged objection, and oradtiress carefully:

- Clarify the objection

- Acknowledge the prospect’s feelings. Restate theabn as a
guestion and use follow-up questions to help natf@objection
to a specific issue.

- Try to minimize the impact of the objection in favaf the bigger
picture.

- Tryto gain a neutral position between the prospeaiijection and
the bigger picture. Ask if the objection would peetthe prospect
from making a gift at this time. Summarize and tral
conversation on a positive note that leaves the dpen for future
follow-up if the prospect remains reluctant to gatehis time.
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Possible Donor Objections and Sample Responses

That's a lot of money you're asking for...

"We know it is, and we don't take that lightly. Bou are one of the few people
we can turn to for the necessary leadership to nthiseshared vision a reality."

I'd like to think it over.
"Certainly, we’d like to have you think it over. Wihon't | call you back in a
week or 10 days to set up another appointment?”

| will need to see what my attorney and accouritane to say.

"Of course we want you to receive good counselraakle your decision in the
context of personal and family priorities relatiteetaxes and finances. What we
hoped to accomplish today was to reach agreemeatrdéng xyz program and
the support needed to make it become reality. Eftild do not need to be
addressed today, but what | would like to knowoisrydegree of shared
enthusiasm for the opportunity we reviewed."

I'll do something, but | really can't do what yoa’asking for...

"We deeply appreciate your support and your comsititen of this opportunity.
Whatever you decide will be the right outcome Meeitvould have felt remiss if
we failed to present to you this exciting opportyitd XYZ. It is a lot to
consider, and I'll plan to give you a call next Thday to answer any questions
you may have and to discuss the next step in theeps."

I'll need to talk it over with my spouse.

"We are eager to have you talk it over with . We thought you might
want to do this and perhaps it would make sensalfaf us to get together
early next week. What do you think your husband/wduld want to know?"
Note: Spouses should be included in meetings réugambtential gifts.

| have already given several gifts to the Founaatio

"We very much appreciate your generous suppoti@fFoundation; one of the
reasons we have approached you today is becaugmiotlear commitment to
Rotary. XYZ program presents a special opportuioityur loyal supporters to
help Rotary further its mission of world peace amdlerstanding.”

Getting a “Yes” Response

This is, of course, our favorite response. Whés dtiso the response you
receive, you will want to thank the donor and moweto discussing how he or
she prefers to make the gift. Review the appropiggft process with the donor
and notify the Fund Development Major Gifts Officer

To facilitate this discussion you will want to kanfiliar with the general aspects
of the gift acceptance process. (See informatiogiftroptions.)

It is important to transmit information to the des@nd to staff to expedite the
gift review, acceptance and acknowledgment proddss.goal is to make the
transfer of gifts a positive and comfortable expece.

Ending the Visit
End the call on a positive note and thank the moisfor their time.

After The Visit

Follow up! If you have closed at the first callndea thank-you letter right
away. If you have not closed, write and thank ttientheir time and
consideration, and leave the door open for anathikr
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Stewardship and Renewal

Stewardship is not an event. It is an ongoing peead includes (but is not

limited to):

m  Presentation of the appropriate recognition iténs(¢tan be done more than
once, for instance: at the donor’s club, a Foundadinner and the District
Conference).

m  Special thank-you calls and letters from your DéstGovernor, District
Permanent Fund Committee Chair, and other did&éatders.

= Continuous updates on Foundation news, programsetidties
(Foundation staff sends updates to donors on agierbasis).

Be sure to communicate with your regional Rotaryretation coordinator,
Major Gifts Adviser, Strategic Adviser, District Peanent Fund Chair,
Foundation staff and district leadership to ensia the donor is properly
recognized.

Recognition

Recognition is critical for several reasons:

m  Arecognized donor serves as an example to otlsppctive donors;
m  Recognition highlights the important work of Thet&y Foundation;
m  Most donors appreciate being recognized.

Significant Rotary Foundation Recognition Levels

Amount Major Donor Bequest Society
$1 million or greater Level Six Level Six
$500,000 Level Five Level Five
$100,000 Level Four Level Four
$50,000 Level Three Level Three
$25,000 Level Two Level Two
$10,000 Level One Level One

Arch C. Klumph Society

Donors whose cumulative gifts tot250,000 or morewill become members of
the Arch C. Klumph Society and have their photasmnently displayed in the
Arch C. Klumph Gallery at Rl headquarters.

Of course, sometimes donors prefer to remain anongror are uncomfortable
with public recognition ceremonies. Always consulth the donor(s) before
planning any events or announcements of their gift.

Keeping the Connection

The following items are some suggested ways to ke&guch with donors:
m Involvement in club presentations

m Invitations to district Foundation dinners

m  Special letters or reports updating them on theidis program activity

The Rotary Foundation will continue to keep theseats involved in the future
by sending updates on Foundation programs andrigwitem to special events.

Involvement with the donor continues after the gggtion item is presented.
Staying in contact with the donor reinforces tlegimmitment, helps ensure
their continued involvement and encourages additifuture gifts.
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Maximizing a TRF Staff or Rotary Senior
Leader Visit to your Area

Rotary Senior Leaders (including Directors, Direstelect, The Rotary
Foundation Trustees and Trustees-elect) can pégynéficant role in helping
secure major gifts from significant supportersatidition, Major Gifts Officers
(MGO), Planned Giving Officers (PGO) and Annual By Officers (AGO)
focus much of their time meeting with major donansl major gifts prospects
who have been identified by district and club lead&hey also participate in
various district events designed to support TheRdtoundation.

When planning a district or Foundation event, cdaisthe availability of these
volunteer leaders and fund development professianatelp plan and execute
an major donor strategy in your area.

Benefits to the Foundation, the District and then®ro

m Net gain in gifts and commitments to The Rotaryéation.

m  Activity generated by an upcoming trip can ofterveeas a catalyst for
fundraising activity.

Educate district leadership on methods of givingomgifts.

Strengthens the relationship between The Rotarpdation and the donor.
Moves major gift prospects along in the “process”.

Broadly reinforces message of “giving”.

Uncovers full capacity of the major gift prospeotidr.

Better serves the major gift prospect by identifytheir true philanthropic
interests and matching them with the needs of TdétarfR Foundation.

How to set a trip in motion:

m  Anchor trip around a major district event (MGA ok, RF Gift Officers
will need at least two to three months prior ngtiRetary Senior Leaders
will likely need more advance notice).

m  Set a fundraising goal (for example: “One Milliomlar Dinner” event, or
a specific number of gifts for specific total dolEmount)

m  Work with district leadership to identify key prasys for private meetings
and key group meetings (District Leadership: 8 wsaatior).

m Identify key volunteers to arrange and participatmeetings with the
major gift prospect (District leadership: 6 week®p).

m Initial contact made by volunteer, pre-approactetetent by Gift Officer
(2 month prior, North America only).

m  Volunteer to provide initial background on prospaéahor research
developed.

m Ideal appointment involves 3 parties: TRF staffjeetevel volunteer or
Senior Rotary Leader/key volunteer/potential donor.

m  Post appointment follow-up: combination volunte@&®F staff.

Rotary Foundation fund development staff can be yesource for:
Co-soliciting of major gifts

Gift Proposals

Planned Giving lllustrations

Donor Research

Training

Coordination and support for major donor and mgjfirprospect events
General information about The Rotary Foundation
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Gift Types

Many types of gifts are accepted. The followingegassnay be given: cash,
securities, real estate, life insurance, IRAs {litlial Retirement Accounts),
and tangible personal property. There are a vaaktyays to transfer assets: as
an outright gift, pledge, bequest, life income agnent or donor advised fund.
Please note: non-cash gifts may require reviewhbyGift Acceptance
Committee.

Gifts of Cash m  Donors can make outright gifts either with a check
made payable to The Rotary Foundation or by wire
transfer.

m Donors can make pledges that are a minimum of
US$10,000 to be paid over a period up to 3 years.
Major Donor recognition is given upon receipt of
the first payment on the pledge.

Securities m  Donors can transfer securities to the Foundation by

mail, hand delivery or by wire through their
broker.

m  Valuation is the average of high and low stock
price on gift date.

m Gift date determined by postmark, date of hand
delivery or date of receipt into The Rotary
Foundation account.

Real Estate m Gifts of real estate are evaluated on a case-by-cas
basis.

m Donors must obtain an independent, qualified
appraisal of the property to initiate the process.

m  The Foundation may accept ownership of outright
gifts of real estate with a minimum appraised value
of $25,000 when undeveloped and $100,000 when
developed.

m  To fund a charitable remainder unitrust, the
property must be valued at at least US$100,000.

Life Insurance m  Whole and universal life insurance policies are
usually assignable.

m  Term life insurance policies are not accepted.

m  The life expectancy of the insured must be less
than 15 years on an actuarially determined basis.

m  TRF may liquidate the policy for its net cash value

m Inorder for TRF to assume ownership of a policy,
TRF must be irrevocably named owner and full
beneficiary.

m  Policies that are partially paid will continue te b
paid by the donor either through TRF or directly to
the insurance company. Term life insurance is not
eligible for recognition.

Gifts of Tangible m  Gifts of art and collectibles will be evaluatedan
Personal Property case-by-case basis.

m  Such gifts must be accompanied by a qualified
appraisal, a photograph and supporting material,
such as authentication papers.

m  Suggested minimum for jewelry: US$10,000

m  Suggested minimum for art and collectibles:
US$25,000
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Individual Retirement
Account (IRA)

Bequests

Donor Advised Funds
(DAF)

Charitable Remainde
Trusts

The Permanent Fund of The Rotary Foundation can
be named a beneficiary of an IRA. Donors receive
Benefactor recognition or Bequest Society
recognition for commitments of US$10,000 and up.

Donors may make bequest commitments,
designating a specific dollar amount or percentage
of their estate to be left to the Permanent Fund of
The Rotary Foundation.

Sample codicil language is available in the
Securing the Future brochure.

Bequest commitments of any amount receive
Benefactor recognition.

Bequest commitments of US$10,000 or more
receive Bequest Society recognition.

A charitable investment account that a donor(s) or
Rotary-affiliated group may establish with a
minimum initial contribution of US$20,000 to
facilitate charitable giving to The Rotary
Foundation and other 501(c)(3) charities of choice.
The donor(s) receives an immediate charitable tax
deduction.

The account holder(s) may make an unlimited
number of grant recommendations (minimum of
US$250) to The Rotary Foundation or other
501(c)(3) charities at any time.

Each year, US$250 from “Individual” DAF accounts
and one percent of the fair market value of a “@fou
DAF account are allocated to the Annual Programs
Fund. These distributions qualify for Paul Harris
Fellow recognition. Annual grant distributions from
“Individual” DAF accounts are applied toward
Sustaining Member and Major Donor recognition.
Upon the death of the account holder(s), at least
50% of the Individual account balance will be
transferred to the Permanent Fund. Bequest
Society and Benefactor recognition is applicable at
the time the account is established.

A gift arrangement in which assets are transferred
to a trustee who manages the assets and pays
income to the donor and/or other beneficiaries
either for life or a term of years.

When the trust terminates, the remaining principal
passes to The Rotary Foundation to be used for the
purpose designated by the donor.

Income beneficiary(ies) must be 50 or older.
Minimum of US$100,000; can add additional cash
or stock to the trust at a later date.

Capital gains tax is avoided when trust is created.
Charitable remainder unitrust: pays a variable
income, equal to a fixed percentage of the net fair
market value of the assets as revealed annually.
Charitable remainder annuity trust: pays a fixed
amount based on a percentage of the initial fair
market value of the gift in trust.

Payout rate is between 5% and 7%.

Charitable remainder value of the gift must exceed
10% of the principal.
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Charitable Gift ]
Annuity

Charitable Lead ]
Trusts

Pooled Income Fund

Donor transfers cash or marketable securities to
The Rotary Foundation. In exchange, donor and/or
other beneficiary receive guaranteed fixed
payments for life.

Payment percentage as recommended by the
American Council of Gift Annuities based on the
birth dates of the annuitants.

May have one or two income beneficiaries; income
beneficiary must be at least 50 years old.

If funded with appreciated assets, capital gairs ta
deferred (paid gradually throughout the life of the
annuity).

Minimum gift of US$10,000.

Charitable remainder value of the gift must exceed
10% of the principal.

Allows the donor to give The Rotary Foundation
trust income either for a specific number of years
or for the lives of the named individuals.

The donor retains the trust assets for themselves o
for other non-charitable beneficiaries, usually
family. Trust income from the Charitable Lead
Trust is earmarked for the Permanent Fund.
Suggested gift of US$100,000.

The Rotary Foundation’s pooled income fund is a
trust in which the contributions of many separate
donors are "pooled" and invested under
professional management.

Each contribution purchases "units" in the Fund at
their current value, and the donor receives a
regular share of the Fund'’s net income in
proportion to the number of units owned.

Minimum gift of US$5,000; donor can make
additional contributions of US$1,000 or more.
Charitable remainder value of the gift must exceed
10% of the principal.

Action Steps

= Encourage establishing a full committee in eactridis
m Identify a Permanent Fund/Major Gift Committee Chaieach district
= Encourage establishing new major gifts and becgesety members as a

district-wide goal.

m  Develop a major gift component for district traigiseminars.

m  Train district leaders and Rotary Foundation cort@eimembers in the
four-step process of major gift development.

m  Ensure each district is aware of all Major Donard 8equest Society

members.

m  Train district leaders and key volunteers in coriptethe donor prospect
evaluation grid and identify the top prospectshia district.

m A section of the EREY Club Goal includes a goalrfew major gifts, new
Benefactors and new Bequest Society members. @oefich district has 3
method to follow-up with clubs that have set a gndhese areas.

m  Explore other areas of major gift prospect idecsifion: Benefactors and
multiple Paul Harris Fellows, Paul Harris Societgmibers.
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Rotary Centers Major Gifts Initiative

The Rotary Centers for International Studies incpeand conflict resolution
program is a bold and critical step in the Fouraési commitment to world
peace, goodwill, and understanding. The programoinger a dream but is
producing tangible and meaningful results, esplycieith the matriculation of
the first few classes of Rotary World Peace Felld®exognizing the Rotary
Centers importance and potential in creating warilderstanding and peace,
The Rotary Foundation (TRF) adopted it as a permgm®gram and approved
a special fundraising initiative in October 2005€TRotary Centers continue to
be the highest educational priority for the Fouratat

The Rotary Centers Major Gifts Initiative seeks edmand endowed gifts and
commitments worth US$95 million by 30 June 2015deure continued funding
of Rotary World Peace Fellowships.

The Need and the Opportunity

Efforts to achieve national and international peam&inue to be thwarted by
war, famine, poverty, and disease around the wbttgte than 100 million
people have been killed or seriously injured duedtional and international
struggles since 1945. Two million children werer&iled in the past decade
in armed conflicts, 12 million made homeless, armhynothers suffered from
psychological trauma, according to the UN SecwEityincil. Armed conflict
remains one of the major threats, undermining igiets of children worldwide.
UNICEF recently reported that, to protect childfemm armed conflict, more
must be done to address the underlying cause®leingie and poverty by
investing more in mediation and conflict resolutiom2005, the UN reported
that armed conflicts are the leading cause of wiadlidiger. The number and
scale of conflict-related food security emergentias doubled since the 1990s.

The Rotary Foundation established the Rotary Ceifiterinternational Studies:

m to advance research, teaching, publication, aneviaudge of issues of
peace and goodwill, causes of conflict, and worldarstanding.

m to provide advanced educational opportunities foraup of Rotary World
Peace Fellows chosen from various countries artdresl in order to
advance knowledge and world understanding amorengiat future leaders
of government, business, education, media, and ptioéessions.

m to establish a program through which The Rotaryridation of Rotary
International and the member clubs of Rotary Iragomal may become
increasingly effective in promoting greater toleramnd cooperation
among peoples, leading to world peace and undelisign

One practical outcome of the program is a cadteaiied mediators, an
essential element in any peace process, who carssdithe root causes of
conflict and develop effective models of coopenatio

For detailed information on the Rotary Center’sgoaon objectives, university
partners, curriculum, and application proceduréesage refer to Rotary’s
website.

The Rotary Centers Fundraising Plan

The Plan aims to raise a cumulative amount of US##l&n in named and
endowed support for the Rotary Centers by 30 J0d& .2This target is
comprised of US$90 million to endow fellowships ang$5 million to provide
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one-time named fellowships. It is estimated tha$@®Bmillion (in 2005 dollars)
will provide the funding necessary to endow up 20 fellows per year.

Based on the Foundation’s experience solicitingomgifts over the past
decade, a significant portion of the US$95 milltarget will be in the form of
major gift pledges, life income agreements and Bstj8ociety commitments. It
will take many years before assets representetdsetgifts and commitments
are available to endow the Rotary Centers progfidrarefore, the Plan consists
of two five-year phases.

Phase | of the Plan will seek a minimum of US$58ioni in named and
endowed gifts by 30 June 2010 to help fill a pregdaevenue-funding gap. It
will include at least four strategies:

m  Continued efforts to seek restricted outright dbations of US$60,000 or
more in the form of named gifts for Rotary Worldaee Fellows over the
next five years from individuals.

m Identification and qualification of new prospectghathe capacity to
contribute outright major gifts and pledges of US$®00 or more to
establish endowed Rotary World Peace Fellowships.

m  Training of corps of volunteers to promote anda@binajor gifts and
commitments to the Rotary Centers.

= Promotion of life income agreements, where suppdstelocal laws, and
Bequest Society commitments for the Rotary Centers.

It is estimated that approximately US$50 milliorlWwe received during Phase |
in Permanent Fund gifts, pledges, life income ager@s and Bequest Society
commitments, with an additional US$5 million in ¢dioutions for one-time
named Rotary World Peace Fellowships. Marketingteaiding materials will
be developed to support key volunteers and Foumdataff in cultivating and
soliciting prospective supporters to the Rotary Wé&reace Centers during this
phase.

Phase Il will seek a minimum of US$40 million irmendowment gifts and
commitments to assure the program’s long-term litgbT his phase will focus
primarily on the solicitation of qualified prospeatho were identified during
Phase | and who have the capacity to make outcigftributions of
US$500,000 or more to the Permanent Fund in supbdine Rotary Centers.
Phase | would include the development of cultivatitrategies for approaches
to these prospects during Phase Il. This secondePhiauld also provide time to
take advantage of future developments and enhamterimethe Rotary Centers
program.

Volunteer Network

Since establishing the Permanent Fund Initiativéiaémid-1990s, a large
network of Rotarians have been appointed, traimedsapported at the club,
district, zone and international level to raise angjifts for TRF. These leaders
include:

m  Current and past RI Presidents, Directors and &esst

m  Regional Rotary Foundation coordinators (RRFCs) hdaee responsibility
for overall coordination of all volunteer fundraigi efforts benefiting TRF
at the zone level

Major Gifts Advisers

Annual Programs Fund Strategic Advisers

Rotary Foundation Alumni Coordinators

District Rotary Foundation Chairs

District Permanent Fund Chairs

Permanent Fund Chairs at the club level
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The Rotary Centers fundraising initiative will iz& and reinforce the current
volunteer structure. Building upon this voluntegusture also helps eliminate
any perceived or real competition between the fiaecure endowed support
of the Rotary Centers and the Annual Programs Fihd.Foundation does not
gain when Rotarians who make substantial majos ¢gifthe Annual Programs
Fund are encouraged to suspend their supp&vefy Rotarian, Every Year
redirect those gifts to the Rotary Centers.

Rotary Senior Leaders at the zone level will sers¢he core network for
promoting this fundraising effort and reaching ittte districts and clubs. A
conservative estimate of the number of Rotary Sdreaders at the zone level
or above with a commitment to major gift fundragsis 250. An initial task of
the volunteer structure will be to help identifgtimajor gift prospects needed.
Developing cultivation and solicitation strategiedl follow closely behind.

Training and other materials

Additional training on cultivating and solicitingajor gifts for the Rotary
Centers will be a significant component of thisnpéand requires taking
advantage of training and educational opportunfiresented throughout the
Rotary year, including the International Assemlig International Convention,
Regional Rotary Foundation coordinator training;nRenent Fund Committee
meetings, trainings organized by Regional Rotamyrigation coordinators for
Major Gifts Advisers and District Permanent Funchith

A calendar of communications, major events, trajropportunities, stewardship
activities, tasks and goals relating to the majfis g@ffort within these two
phases is being developed. These activities witgme, involve and help focus
efforts on identifying, cultivating and solicitirgifts for the Rotary Centers.

Major Gift Prospects and Gift Table

The achievement of the US$95 million target hinge§ he Rotary
Foundation’s ability to identify, cultivate and il qualified prospects with the
financial capacity and commitment to contributéeast US$500,000. An
estimated 75 percent of the total funding will cofimeem the 40 largest
contributions.

Below is a major gifts table developed for the plart tables are routinely used
by non-profit organizations to reach a particulajan gift fundraising objective.

Research and experience shows that five to eigjarrgét solicitations must be

made to secure one gift. Considering an averageesaaate of one gift per five

solicitations, major gift proposals of US$500,000m@re need to be developed
and presented to at least 200 qualified prospects.

The primary focus will be on individual Rotariansdause of their involvement
and commitment to Rotary. A positive benefit ofritiying and soliciting this
elite group of prospects is learning more aboutrasgonding positively to the
special interests of these supporters who may teistipport other programs of
the Foundation. Beginning a dialogue about giftays and priorities with
many top-level major gift prospects will positivedphance overall giving and
program support for The Rotary Foundation.
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Rotary Centers Major Gifts Table:

Goal: $95 million for 120 Rotary World Peace Feltoper Year

Gift Range

$15,000,000
$10,000,000
$5,000,000
$2,500,000
$1,000,000
$500,000
Subtotal
$250,000

$10,000 -
$250,000

Total

# of Major

Gifts

needed

1
3
5
10
20
40
70

250
360

Naming Opportunities
Recognizing that major gift donors often like tamknhow their contributions

will be used and to develop a relationship withble@eficiaries of their support,
a number of naming opportunities for the Rotaryt€enhave been developed
and are listed below.

Range

Total
$15,000,000
$10,000,000
$15,000,000
$12,500,000
$10,000,000
$10,000,000

$17,500,000
$5,000,000

Cumulative
Total

$15,000,000
$25,000,000
$40,000,000
$52,500,000
$62,500,000
$72,500,000
$72,500,000
$90,000,000

$95,000,000
$95,000,000

Quialified
Prospects
Needed

50
100
200
350

1,250

1,800

Naming opportunities are also included in Beace is Possiblerochure. This
publication outlines the mission, purpose and ngroipportunities for the
Rotary Centers and was designed to share with rgfgrospects.

The primary focus on naming opportunities is semugendowed support for
Rotary World Peace Fellows. Additional naming oppoities will be

developed as individual major gift prospect prefiees are identified and can be

matched with the needs of the program.

Summary

With renewed energy and focus, a long-term strafeggndowing 120 Rotary
World Peace Fellows is feasible. The Plan outlialdve reinforces the current
volunteer structure and builds on the Foundatiursl development efforts,
including the momentum gained with thgery Rotarian, Every Yeanessage
and the Bequest Society. It also recognizes theitapce of using a donor-
centric approach in the major gift solicitation pess. The effectiveness of the
Plan will center on The Rotary Foundation’s abityidentify, cultivate and
solicit 40 major gifts at or above US$500,000. Boquisition of these
significant major gifts will elevate and propel theundation’s overall fund
development effort into a new league. Most impdtyathe Rotary Centers
program will have the funding needed to enhancddymeace and

understanding.
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An Invitation to support The Rotary Centers for
International Studies in Peace and Conflict
Resolution

Naming Opportunities

Naming opportunities are available to those whdwissupport activities of the
Rotary Centers, including fellowships, applieddi@iternships, seminars,
research and travel stipends, and the administratipenses of the Rotary
Centers program. Contributions may be designated #pecific class of Rotary
World Peace Fellows or for an endowed fund withie Permanent Fund to
provide support in perpetuity. Outright named gftsvide current funding for
one or more fellows at a Center. The principalroeadowed fund contribution
is never spent, but a portion of the earnings idex@vailable for specific Rotary
Center activities.

Endowed Funds -All amounts shown in U.S. dollars.

= $1,500,000 - Rotary World Peace Fellow&ndows one Rotary World
Peace Fellow at a Rotary Center approximately eyeay. Donors receive
annual reports on the fellows, their internshipesearch projects, and their
study institution.

= $750,000 - Rotary Wrld Peace FellowsEndows one Rotary World
Peace Fellow at a Rotary Center approximately ewtrgr year. If
applicable, donors receive annual reports on thefs, their internship or
research projects, and their study institution.

= $500,000 - Rotary Wrld Peace FellowsEndows one Rotary World
Peace Fellow at a Rotary Center approximately etrepe or four years. If
applicable, donors receive annual reports on thews, their internship or
research projects, and their study institution.

m  $250,000 Applied Field ExperiencesEndows up to 10 applied field
internships or research projects for a class dbfslat a Rotary Center.
Donors receive annual reports on the fellows, tim@rnship or research
projects, and their study institution.

= $1,000,000 - Rotary Center Visiting Lecturer.Endows a visiting lecturer
who has diplomatic experience, either with a Unitdions agency or in
some other aspect of peace and conflict resolutiotgach courses and
serve as a mentor for fellows at one Rotary Center.

= $100,000 - Rotary Center Annual SeminarsEndows annual seminars at
a Rotary Center.

m  $50,000 - Rotary Center General SupportEndows a fund bearing the
donor’s name and provides general support to thgrpm.

Outright Named Gifts — All amounts shown in U.S. dollars.

m  $60,000 - Rotary World Peace FellowFunds a named Rotary World
Peace Fellow at a Rotary Center for up to two ydaosiors receive annual
reports on the fellows, their internship or resbamjects, and their study
institution.

= $50,000 - Applied Field ExperiencedNames up to 10 applied field
internships or research projects for a class tdved at a Rotary Center.
Donors receive information on the recipients, tiigrnships or research
projects, and their study institution.

Ways of Giving

The Rotary Foundation routinely accepts gifts aftgastock, real estate, life
income agreements, life insurance, major gift pésdgnd commitments
incorporated into final estate plans. Please cofitae Rotary Foundation for
more information about naming opportunities and svafygiving.
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Named and Endowed Fund Opportunities

In appreciation of gifts of $25,000 or more, Thedy Foundation will honor
the donor’s contribution by establishing a namewifwithin the Permanent
Fund. If you would like to express your own comnetrhto Rotary’s work, or
honor a friend or family member in perpetuity, yean do so in a variety of

ways:

m A gift of $25,000 or more will establish a namedduto provide general
support for The Rotary Foundation’s programs.

m A gift of $50,000 or more can create an endowmenafy of The Rotary
Foundation’s programs: from Scholarships to Matgl@rants.

m A gift of $150,000 or more can support a more fetstd purpose, a project
within a program of your choice. (For example, $080 will endow an
Academic-Year Ambassadorial Scholarship in youa toved one’s name.)

m A gift of $250,000 or more can serve one or morthefpurposes listed
above and will qualify the donor for recognitiontire Arch C. Klumph
Gallery at Rl World Headquarters.

m A gift of $1 million or more will be considered lilye Trustees when such

gift is intended to establish a new program.

An endowment can be funded all at once or over,timiih gifts of:

Cash

Marketable securities

Real estate

Remainder interest in charitable trusts or annalitie
Life insurance

Bequests

Please contact a Rotary Foundation staff membherifare interesting in
discussing a named or endowed fund.
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District Permanent Fund Chair

The Rotary Foundation District Permanent Fund CattemiChair will be
appointed by the District Governor. The Chair wéltjuest that their District
Governor, in consultation with them, appoint astearee additional Rotarians
to serve as members with the Chair of the Permdnamd District Committee.
The following recommendations can be used as adoithelp train DPFCs.

District Permanent Fund Chair Duties

Provide personal leadership toward achievemenistfict major gift goals.
Attend the Foundation-sponsored training at a edéiméd location.

Work with the district governor and district Rotdfgundation committee
to establish club and district Benefactor and Beti@eciety goals.
Coordinate subcommittee activities to inform Ratas of Planned Giving
opportunities available in those countries thaiwalthe donor to make a
significant gift while receiving estate and/or imo® tax deductions and
under some arrangements, a life income intereseds

Coordinate activities of subcommittee members tokwath club
presidents to recognize current Benefactors andi@sdsociety members
when programs on the Foundation are scheduled.

Coordinate promotional and solicitation efforts ceming outright gifts to
the Permanent Fund with the Annual Giving SubcontemiChair.
Coordinate the identification, cultivation and sdhtion of potential donors
of major outright gifts or planning gifts in suppof the Foundation’s
Permanent Fund. Involve district leadership, RREistees and directors,
alumni, and Major Donors in the planning and stdibdon of major gift
prospects, as appropriate.

Utilize the regional Rotary Foundation coordinatdnnual Programs Fund
strategic adviser, and Major Gifts adviser for supjn carrying out
subcommittee responsibilities.

Work with club and district officers to ensure fia#t utilization of all DDF.
Coordinate with DG and/or DRFC at least two majftrggminars and
additional cultivation events for invited Rotarisarsd other potential donors
each year.

District Permanent Fund Chair Goals

Lead by example by making a gift to The Rotary Fation.
Establish the importance of the major gifts proceitk the key district
leaders (DG, DGE, other prominent Rotarians indis&rict).

Make a personal bequest commitment to the Permdent.
Establish and utilize a well trained, working corttee.

Make three solicitations per quarter.

Cultivate major gift prospects on an ongoing basis.

Promote the Benefactor program and the “Two Ne&ds, Ways” message
at the club level.

Communicate with the Major Gifts Adviser at leaste a month.
Focus on identification, cultivation and solicitatiof major gifts, not
simply major donors.

District Permanent Fund Committee Goals and Objecties

Assemble your committee to review the status o§peats in your district
on a quarterly basis (July, October, January, April

Invite the District Governor, District Governor-eteDistrict Governor-
nominee, Major Gifts Adviser, District Rotary Fowatin Chair, Annual
Giving Subcommittee Chair and any other key playetie district to this
meeting.
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At this meeting:

Organize the work of your committee.

Review the success of the district’'s major giftigivin the past and current
year.

Rank and prioritize your district's prospects: regja Permanent Fund
Prospect Evaluation Grid from your Major Gifts ashi. Review list of
Paul Harris Society members, past Major Donors,ugsgjSociety
Members and Benefactors. Discuss these potentiappcts with your
team. Seek additional feedback from Club Founddiibairs and your
contact at The Rotary Foundation.

Based on your initial discussion and ranking, cleabsee prospects for
solicitation in each quarter. Start the year witlurymost likely prospects,
and save those needing additional cultivation flater date. Submit an
“Initial Donor Prospect Form” to your Major Giftgleiser for each
prospect.

Develop solicitation strategies for each prospassign a team of
committee members to organize the initial meetagywvell as the
solicitation meeting. Identify the most appropriatdividual to solicit each
prospect.

Assign a committee member to schedule and organimejor donor
recognition/cultivation event at the district corgfiece or at another
appropriate time for the district.

Plan district recognition or cultivation events tiags, Foundation
dinners, holiday cultivation event, etc.). Assigocanmittee member to
organize each event.

Calendar of suggested activity
Initial Preparation and Responsibilities — (befdudy)

Contact the last District Permanent Fund Chairetorigtf and share
information regarding planning, ongoing solicitatsoand prospects.

Meet to communicate the priority of major givingtiviyour District
Governor, District Governor-elect, District Rotafgundation Chair and
other key district leaders.

Establish your committee. Possible additional cottemimembers are past
District Governors, past District Permanent Funci€ Assistant District
Governors or past Assistant District Governors,andpnors, tax
professionals, fund-raising professionals, lawyessate planning
professionals in the district. Include your Disti@overnor and District
Governor-elect in all plans and correspondence.

Work with DGE and DRFC to encourage clubs to fil-the Major Donor,
Bequest Society and Benefactor goals on the FunelBement Club Goal
Form as well.

Attend training led by Major Gifts adviser.

Contact your TRF Major Gifts Officer to introducewrself and maintain an
open line of communication, becoming familiar witie resources available
to you through TRF.

Request Major Donor and Bequest Society Memberrtépoyour district
from TRF. Review list of Paul Harris Society mensbas provided by your
district's Paul Harris Society Coordinator. Revi€lub Recognition
Summary Reports to identify current Benefactors idedtify likely
candidates who may consider becoming Benefactoosscareference these
lists to begin the initial prospecting process.

Become familiar with TRF forms (Benefactor Committh€ard 149-EN,
Bequest Society Membership Card 098-EN) and agdpkcaecognition
materials.
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On-going Communication Responsibilities

Establish a regular form of contact and informatschange with your
Major Gifts adviser for your Zone and your MajorftGfficer or staff
representative at The Rotary Foundation.

Report on all meetings and contact your Major Ghftlviser to submit
updates on cultivation and solicitation activiteesl prospect’s interests.
Contact each club in your district. Inquire as gy secent donor activity
within the club and ask the club contact to asgstin identifying major
gift prospects. Review list of high-level Paul HaifFellows and Paul Harris
Society members with club foundation chairs to tdgmpotential
significant supporters.

Share the names of those who requested informfittan The Rotary
Foundation’sVisions newsletter, mailing, where applicable, as souimes
new prospects with your team, your Major Gifts Aghris and the Planned
Giving Officer.

Year-End Opportunities & Responsibilities

Maximize year end giving opportunities by helpiragmplete any
solicitations of prospects that may want to malertgift by 31 December
for tax reasons, where applicable.

Recognize Rotary calendar giving opportunitiesdiipfving up with and
assisting any donors that might want to complegétdy Rotary year-end.
In consultation with your District Governor, DisttriGovernor-elect and
District Governor-nominee, examine the effectivenafsyour committee
and make any changes of personnel necessary foetttdrotary year.

District and Club Presentations

In consultation with your District Governor, DistriRotary Foundation
Chair and each club president, schedule club ptatsens, highlighting the
Benefactor program and “Two Needs, Two Ways of @jvi

Contact your Major Gift Officer for presentation t@dals, if needed.
Expand on the idea &very Rotarian, Every Yeavith regards to the
Permanent Fund — becoming a Benefactor is easpuesge every
Rotarian to become a Benefactor during your cl@s@ntation.

Contact the program chairman of your district cosfiee to get on the
agenda to present information and updates regatbe§ermanent Fund.
Have each member of the committee schedule a mimiofuthree club
presentations during November, Foundation month.

Order publications necessary for cultivation eSat http://shop.rotary.org.
Regularly review the success of your club presamtat

Action Steps

Become familiar with the Rotary Centers program.
Identify a Permanent Fund Committee Chair in eastrict. Ensure that the
Permanent Fund committee has a Rotary Centers Suhittee Chair.
Formally train and DPFCs in your assigned districts

Work with your districts to identify potential RataCenters prospects.
Share the Permanent Fund Chair description anddaief activities with
each district's Permanent Fund Subcommittee Chsasist them in
developing a plan to help promote the Rotary Fotiod&ermanent Fund
at the club and district level.

Ensure that Permanent Fund subcommittee membefarail@ar with
Rotary Foundation literature on Planned Giving.
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Rotary Foundation Alumni FAQs

Q: What is the purpose of Rotary Foundation alumnirelations?
A: To create a lifelong relationship between Rotang its alumni

Q: Who are Rotary Foundation alumni?

A: Foundation alumni are former

m  Ambassadorial Scholars

m  GSE team members & leaders

m  Grant for University Teachers recipients

m  Rotary World Peace Fellows

m Rotary Peace and Conflict Studies Program partitgpa

m Rotary Volunteers that have received Foundationtgrauch as Discovery
Grants, Individual Grants, and Volunteer Servicaris

Q: Why is it important to keep Foundation alumni cannected with Rotary?
A: Foundation alumni are important because

They are part of the Rotary family, having beneffiteom Foundation
programs.

®m  They are great resources for promoting Foundatiograms and Rotary.
They are a source of potential donations to thenBation.

m  They are a source of potential Rotarians.

Q: How many Rotary Foundation alumni are there?
: There are approximately

57,000 GSE alumni

38,000 scholar alumni

5,000 Rotary Volunteer

Over 100,000 total Rotary Foundation alumni

EEEE>

Q: How many Foundation alumni are Rotarians?
A: Only approximately 16,000 Rotarians are Fouratatilumni. The majority
of these are Rotary Volunteers and GSE team leaders

Q: What can districts and clubs do to involve Rotay Foundation alumni in

their activities?

A: Districts and clubs can:

m  Encourage alumni to form or join existing alumné@sations.

® Invite alumni to serve on selection committeesG&E teams,
Ambassadorial Scholars, and Rotary World Peacewsl|

m  Encourage and invite alumni to participate in regicorientation seminars.

Ask alumni to work on club and district service jeas.

m  Extend invitations to alumni to present at club digdrict events, including
the district conference.

Q: What else can districts and clubs improve alumnielations efforts?
A: Make an effort to include alumni in all your tist and club activities!

Q: Who are Rotary Foundation alumni coordinators?

A: Rotary Foundation alumni coordinators (RFACS aone representatives
responsible for working with alumni chairs to en@ge clubs and districts to
®m Involve alumni in their activities.

®  Remember that alumni are potential club memberdandrs.

m  Use alumni as effective advocates for Foundatiogmms.

For further information please email alumni@rotary.
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Recruiting and Retaining Alumni

Rotary Foundation alumni are ideal for Rotary alaémbership due to their
familiarity and interest in Rotary’s ideals and siis1. They were already
selected by clubs and districts to serve as intienma Rotary ambassadors and
often these same characteristics make them extel@ential Rotarians.

®  Induct several alumni into your club at once, iadtef recruiting them one
at a time. If your club has no alumni members, atohg several at the same
time gives these new members an immediate peepgnate club.

m  Conduct service projects that are likely to appegiounger members. The
Australian Bureau of Statistics found that volunsee two age groups, 25-
35 and 55-65, do the same amount of service warkth® younger
volunteers were more likely to focus on areas sischducation, sports, and
family matters.

m  Consider lowering the total cost of membershipaanciub. Some younger
members have trouble meeting the financial obligeiof club
membership. To combat this problem, consideringeling your fees or
have a discounted meal cost for recent alumni.

m  Make sure meetings are efficient and productiveunger members, who
often have competing priorities, are more intek#teattending meetings
that are conducted efficiently. Also, make surerydub has an appropriate
balance of meetings and hands-on projects andtagiv

®m  Recruit "up-and-comers." Managers who are on thiey to becoming
important business and professional leaders ag@ afterested in the
networking and professional development benefiRatary. Getting them
invested in Rotary while young can help ensurertthedication to Rotary
when they reach top-level management, executivasstar ownership
positions.

m  Be open to the new ideas of younger members. Maintathe status quo
in your club may bore and discourage them. Youngembers will be more
likely to stay in your club if their opinions aralued and appreciated —
and if they aren't treated like junior members.

How to bring a Rotary Foundation program alumni
back to Rotary: a Four-Step example

Recently | experienced success in helping bringng lost Rotary Foundation
program alumnus into Rotary. | would like to sharg 4-step process as an
example of how Rotarians can facilitate alumni merahip in Rotary.

Step 1: Research

As Educational Programs Division Manager of TheaRpFoundation, | was
asked to deliver a speech to the Rotary Club oféielh June 2005. | accepted
the invitation, but with the understanding thateal TRF program alumnus
would join me. With research supported by the AluRelations staff at The
Rotary Foundation, | located Professor James leMitetired chair of the local
university’s English Department. Jim had servedrm#&mbassadorial Scholar in
England in 1952-53 and still worked at Northermtis University in DeKalb.

Step 2: Reconnect

Jim had fallen out of touch with his former sponand host Rotary clubs and
had not visited any Rotary clubs in many yearshgig lived in several
countries since leaving his hometown in Oklahomer ®0 years ago. By
inviting this scholar alumnus to visit the RotaruE of DeKalb, | reconnected
him with Rotary. In fact, he was pleased to hawedpportunity to once again
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become acquainted with a Rotary club, and turneédooknow many of the
Rotarians at the meeting.

Step 3: Involve

Although | encouraged the Rotary Club of DeKallzdmsider Jim for
membership, it was ultimately not practical for Hirjoin this club. He is in
town only once a week for his work at the universihd now resides over 120
miles away in Southeastern Wisconsin. Howeverokéal for additional
opportunities to involve him in Rotary in a mearfidgvay. In November 2005,
| invited him to share with the Educational Progsastaff in Evanston his
experience as an Ambassadorial Scholar in postwapge at the University of
Oxford.

Step 4: Invite

When | was asked to participate in a focus grouleady the Rotary Club of
Milwaukee’s Scholarships Committee in January 20@&w the chance to
introduce Jim to the club, located just 14 milesrirhis residence. | suggested to
the Rotary Club of Milwaukee that they invite Jionan upcoming club meeting,
as he was a prime candidate for membership duis &xperience as an
Ambassadorial Scholar and distinguished careecad@mia. The club agreed,
and coincidentally the Rotarian in the club whopgmsed Jim for membership
was a former Rhodes Scholar enrolled at Oxforti@stime time as he was! In
March 2006, James Miller became a Rotarian, cointgna relationship with
Rotary started five decades ago.

James |. Miller James |. Miller
Ambassadorial Rotarian
Scholar 2006 - today
1952-53

By Harvey Newcomb I
Member, Rotary Club of Evanston Lighthouse, Dist6i¢40
1990-91 Ambassadorial Scholar to Universitat Wien
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District Alumni Subcommittee
Chair Responsibilities

Develop and maintain a directory or database thebmplete and accurate
and notify The Rotary Foundation of any updatesenad

Organize and direct the nomination process for ickatels for the Global
Alumni Service to Humanity Award for district endement and
submission to The Rotary Foundation.

Regularly hold reunions and activities for alumesiding in the district.
Work with the annual giving and major gift subcorttegs to encourage
alumni to make financial contributions to The RgtRoundation.

Look to the regional Rotary Foundation coordinatod the Rotary
Foundation alumni coordinator for the zone for sapn carrying out
responsibilities.

Devote special attention to communication with Rpt&/orld Peace
Fellows, including them in district publicationsch@vents and inviting
them to speak and meetings and district conferences

Ensure that Rotary World Peace Fellow alumni reéardidates for the
fellowship to the district’s Rotary World PeacelBelships subcommittee
and that at least one fellow alumnus serves asl@sex to the Rotary
World Peace Fellowships subcommittee.

Work with the other subcommittee chairs to deteendistribution and
usage of the district’s District Designated Fund.

Provide a year-end report to the district's Rofaoyindation chair with
specific details describing how the above goalssweet.

Subcommittee Responsibilities

Support the subcommittee chair in the organizadiosdlumni reunions and
activities.

With the help of the subcommittee chair, make dettzat all Rotary
Foundation alumni fulfill their requirements upaurning to the district.
Assist the subcommittee chair in recruiting alunenibe involved in
inbound/outbound scholar and GSE team orientations.

With the guidance of the subcommittee chair, esthladnd maintain a
district alumni association and submit an applarafor charter to The
Rotary Foundation.

With the direction of the subcommittee chair, emege alumni to remain
involved with Rotary through membership, by ideyitify future program
participants or participating in Rotary club comrtyand World
Community Service projects.

Emphasize the importance of clubs using www.rotaigyto obtain up-to-
date information.

Attend all meetings called by the subcommittee rchai

Participate in the nomination process, with thestessce of the
subcommittee chair, for candidates for the GloHal#i Service to
Humanity Award for district endorsement and subiois$o The Rotary
Foundation.

In collaboration with the subcommittee chair, errege alumni to make
financial contributions to the Rotary Foundation.
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District Alumni Association FAQs

Q: What is a district Rotary Foundation alumni agstion?

A: An active organization of former Rotary Worldd®e Fellows,

Ambassadorial Scholars, Group Study Exchange teadels and members, and
other Rotary Foundation program participants. Siistrict associations are
growing throughout the world and are commonly neférto as Rotary
Foundation alumni associations.

Q: What are the purposes of an alumni association?

A: There are five main purposes:

m To establish and maintain a common bond among R&@undation
alumni

m  To provide a connection enabling alumni to netwwith one another and
with Rotarians

®m  To link the vocational interests of alumni with dem interests of Rotarians
and other alumni

m  To provide opportunities for involvement in Rota&gucational and
humanitarian service projects

m  To facilitate membership in Rotary clubs, includeglubs

Q: How do members of an alumni association meet antbmmunicate?

A: Members of an alumni association meet as oftedezided by the members.
They communicate between meetings through therletemd other available
methods.

Q: How often do the members of an alumni associatiomeet in person?
A: The times and places of all meetings are detezthby the members.
However, it is strongly recommended that an anmesting take place in
conjunction with the local district conference.

Q: What are some of the benefits of joining an alumi association?

A: There are countless opportunities, in additmgaining friendships. They

include:

m  Networking with leaders in all professions who €harRotary experience

m Direct business and professional opportunities

m  Serving on district Rotary Foundation selection outtees for Rotary
World Peace Fellows, Ambassadorial Scholars, and B88ms

m  Serving as a mentors to other Rotary Foundatiograro participants

m  Speaking at Rotary club meetings and district event

m  Participating in international and local servicejpcts

Q: What are the dues or costs involved with membelsp in an alumni
association?

A: None, unless the association itself decidesstaldish a nominal fee for
specific purposes.

Q: Are members of an alumni association required te@ontribute to The
Rotary Foundation?

A: No, alumni are not required to make contribusiem the Foundation.
However, contributions of any amount, particularhynual contributions, are
always encouraged, welcomed and appreciated!
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Q: How many members can form an alumni associatioand what is its
structure?

A: There is no minimum number of members to formahmmni association,
although practice has shown a good starting nuistiss members. Each
alumni association elects its own officers. Thesjatent of the alumni
association serves as a liaison to the districegoy and district Rotary
Foundation committee. Sample alumni associatiofatsg and other support are
available from The Rotary Foundation Alumni Relatcstaff.

Q. What is the Worldwide Rotary Foundation Alumni Association?

A. The Worldwide Rotary Foundation Alumni Assoaoietiis a new group

within the Rotary family that seeks to keep all Rdation alumni connected to
Rotary. The inaugural international meeting of tiésv worldwide association
will be held in conjunction with the 2008 Rl Conviem in Los Angeles on 14
June, 2008. All Rotary Foundation alumni are inviéend encouraged to attend.
The goal is to have at least one scholar alumndoaa GSE alumnus from
every Rotary district in the world attend and praptate!

Foundation Alumni Report List Key

Column Heading Description
Residing district: where the alumnus/alumna
G DRes : :
currently lives or resides

Marital status: married, divorced, etc., this field
is usually blank

Comment Notes about special awards, interests, activities
Indicates if the alumnus/alumna has achieved

J MarStat

-

M Distinguished career or humanitarian distinction on an
international basis
S ResAdd1 Residential address: the alumnus/alumna’s home

Business address: the alumnus/alumna’s
business or workplace address

A letter ‘L’ appearing in this column indicates
international postal systems have returned mail
as undeliverable; the alumna/alumnus is
considered temporarily lost

S: Scholar (Ambassadorial Scholar, Rotary
World Peace Fellow, or University Teaches);
Group Study Exchange participait; Rotary
Volunteer (Volunteer Service Grant recipient)

Indicates which institution a scholar attended,
GSE team member or leader, or in what type of
volunteer grant or project the alumnus/alumna
participated

. Indicates field or subject of study for scholars or
Study/Service | act d - his | I
Type volunteer project description, this is usually
blank for GSE

Indicates the specific type of award received,
including: GS: Graduate Scholat)GS & US:
Undergraduate Scholaky : Academic-Year
ScholarM2 or M3: Multi-Year Scholar (2 or 3
years),C3 & C6: Cultural Scholar (3 or 6
months),PS or RWPF: Rotary World Peace
Fellow, UT: University Teacher Grant recipient,
GSE team leader or membarQOL : Volunteer

BusAdd1l

AK Lost

AL Program Type

AO Institute/Status

AP

AQ Award
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Global Alumni Service to Humanity Award

The purpose of the Global Alumni Service to Huma#itvard is to honor an
outstanding former Foundation program participamt & help publicize the
social benefits of the Foundation’s programs. Terd is intended to celebrate
a Foundation alumnus or alumna whose extraordisamyice activities and
professional achievements exemplify the Rotarylidé&ervice Above Self.

Zone committees choose regional alumni award wergre Trustees of The
Rotary Foundation then select a global winner feonong the zone winners.
The global winner is honored at the annual Rotatgrhational Convention.

The award is open to all eligible Foundation alunfmimer Ambassadorial
Scholars, Group Study Exchange team leaders anderspand recipients of
Grants for Rotary Volunteers, Grants for Univerdigachers, Individual Grants,
or Discovery Grants.

Eligibility

m Candidates must have fulfilled all the appropriaiegram requirements.

m  Candidates must have completed their program gaation at least 10
years earlier.

®m  The global winner must accept the award in persdhneaRI Convention,
the award will not be presented posthumously.

®  Anindividual may receive the award only once.

Criteria

m Candidates must have provided outstanding serwicgsinkind and must
have achieved the highest degree of distinctiadheir profession or
vocation.

m Candidates must have served as global citizensdtimggthe international
scene. The ideal candidate’s service and profeglsgameer must go beyond
the local community to touch the lives of peopléhat national or
international level.

Nomination Guidelines

m Rotary districts are eligible to nominate one cdati; the candidate can
reside or have studied or served in any Rotaryiclist

m Eligible nominators are past trustees, currentidtsgovernors, alumni
subcommittee chairs, Rotary Foundation alumni cioetdrs, and regional
Rotary Foundation coordinators.

m Al nominations must be endorsed by the currertridisgovernor.

m  Nominations must include a clear description ofdhrdidate’s
achievements that would qualify him or her for twgard; supplementary
documentation or material is highly desirable.

®m A complete nomination will include the Nominatioorf, a résumé or
curriculum vitae, a detailed description of theiudual’'s service
achievements, and a digital or print photograpthefcandidate.

Deadline

m  Zone committees will set their own deadlines. Nations should be sent
to the zone committees, chaired by the regionaaidtoundation
coordinator serving your area.

m All nominations should be submitted to your zongvati award committee.

Action Steps

m  Ensure that each district has a working Foundadiomni Subcommittee
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in place.

m Facilitate that each district has an up-to-dateoli@lumni residing in the
district (obtain a copy of the list by emailing alni@rotary.org).

m  Help districts develop a model that ensures regrdatact with their
alumni.

m  Develop a database of potential district alumnakges to be available for
club and district presentations.

m  Work with districts to include alumni in appropeadistrict events for
cultivation and recruitment purposes.

m  Encourage districts to host regular alumni onlyrese

m [f eligible, ensure that your zone participatethie Global Alumni Service
to Humanity Award nomination process.
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The following pages are intended to help you capthe outcomes of the
strategic planning discussion at Zone Team Training

Every Rotarian, Every Year

Goal Setting

Developing Paul
Harris Societies,
enhancing reoccurring
annual gifts
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Working with

challenging clubs
(large clubs, non-
contributing clubs)

Promoting TRF
support
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Major Gifts

Major Gift
Development training
for Rotary districts

Identifying major gift
prospects, managing
major gift prospects
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Identifying and
approaching Rotary
Centers prospects

Major Gift events
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Planned Giving

Develop a Planned
Giving fundraising
strategy for your
districts

Planned Giving and
Permanent Fund
Training
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Permanent Fund

Working with
Permanent Fund
subcommittee chairs

Promoting
Benefactors and
Bequest Societies
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Rotary Foundation Alumni

Working with the
alumni subcommittee

District alumni events
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Promoting TRF
through Foundation
alumni
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Other
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Travel Reimbursement Tips

The Rotary Foundation will provide you with a liett budget depending on the
number of districts you are responsible for to hedper the reasonable costs of
your travel, meals, hotel, and other miscellaneogmenses during the 2008-
2009 Rotary year when conducting Foundation businésu will be advised of
your budget amount after your districts have bessigaed to you.

To ensure that you receive timely reimbursementgdar expenses, it is
critical that you comply with the enclosed Rotarglivhteer Travel Policy
(updated November 2006) and complete the ExpengerREorms as required.
Following the tips outlined below can help expedisewell as eliminate delays
in processing your reimbursements:

m  Review Rotary’s Volunteer Travel Polickll airline travel must be
booked through RITS, no exceptionsFor all ground travel estimated to
cost US$250 or more round trip, you must receiweade travel approval
from RITS or your travel costs may not be reimbdrd&hen making
reservations through RITS, please provide youmairhnd hotel customer
identification numbers so that you can participatthe various rewards
programs. Please note that according to IRS régoky you must turn in
mileage expenses for your ground travel. Reimbuesgsnfor gasoline
expenses in lieu of mileage are subject to thea@biof Foundation
management.

m Retain receiptsfor all of your expenses in performance of youlunteer
duties. While you need only submit receipts forange amounts of US$75
or more, it is always a good practice to save yeaeipts to substantiate
expenses. Credit card statements and bank statearentot acceptable as
proof of payment. All receipts must show proof ayment and or carry a
zero balance.

= Complete your Expense Report Forms with accurdgy,the form, attach
receipts, and keep a copy for your records. Youtimetude names or the
number of people present at the meeting where yesepted.

m  Submit your Expense Report Forms within 60 days afravel. Mail your
Forms to the right place.

The Rotary Foundation — FN500
1560 Sherman Avenue
Evanston, IL 60201-3698

m  Expense Reports not requiring receipts can be fexe7-328-5260

®m  You will be notified by email of changes to Rotaryravel policy,
exchange rates or mileage rates. Questions caindmed! to your Annual
Giving staff or the EREY Hotline at: 847-866-3352.
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Rotary International Volunteer Travel and
Expense Reporting Policy

Purpose
The mission of the Rotary International Travel $s\(RITS) is to provide safe,
cost-effective travel services to Rotary fundedetars.

General Policies

Travelers are expected to follow travel policy galides which are designed
to conserve the funds of the organization whilevjating reasonable
comfort and meeting the travelers basic needs.

Only properly authorized travel expenses in theiserof Rotary
International or its Foundation will be paid forreimbursed. Non-funded
travel arrangements are the responsibility of tiiavidual traveler.

All funded travelers must submit a travel requestrfto the appropriate
RITS designated agency.

Travelers will use preferred airlines that provatiscounts to Rotary
International and its Foundation.

Persons traveling at the expense of Rotary Intemmaltor its Foundation
may secure their own travel medical and accidesurance. Rotary senior
leaders traveling on Rotary business, committes, fiarce or resource
group members traveling on funded Rotary busireass past senior leaders
traveling at the request of the president or thstére chairman are provided
travel insurance by Rotary International.

Travelers will accept flights with up to one addiital connection if
considerable cost savings can be achieved.

Flights will be booked through the most economaigborts provided the
cost of ground transportation does not increaseotiad cost of travel nor
substantially increase traveling time to and fréwe &irports.

Travel times will be booked within two hours of ttime requested by the
traveler.

All travel arrangements funded by Rotary Internadicand its Foundation
are to be handled by the appropriate RITS-designasel agency.
Travelers are encouraged to submit requests faf fnarchase authorization
if they believe they can purchase a lower cosaggrthrough a non RITS-
designated travel agency. The local purchase da#timn request must
include an official travel itinerary, which indieg flight numbers, flight
times, airline and airfare. The traveler will olilg authorized for local
purchase if the airfare provided by the non RITSigieated agency is at
least US$100.00 lower than the RITS airfare. Rl@Serves the right to
deny local purchase requests based on its evatuatithe routing, seat
availability, and airline selected by the non-Rlda@ncy. The traveler will
be reimbursed for the authorized amount upon catioplef the trip and
submission of the applicable receipts, along witloHicial Rotary
International Expense Statement.

Travelers arriving for official meetings may arrigae day prior to the first
meeting date. Travelers arriving from destinatié@880km. (2500 miles)
and further may arrive two days prior to the firgteting date if their RITS
scheduled flight cannot arrive before 15:00 hohesday before the
meeting is scheduled to begin. Committee chairmay anrive two days
prior to the first meeting date. Past Presideiatgeling more than 4000km.
(2500 miles) may arrive one day prior to the genndving date for the
Council on Legislation, International Assembly dntérnational
Convention, unless they are otherwise requiredriveaearlier in respect of
any other meeting. Lodging, meal and general exgpeasts of travelers
arriving within these timeframes will be the respitility of Rotary
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International. Travelers arriving earlier than tgsiidelines or staying
longer than the night of their last meeting will glmat their own expense. If
a committee meeting ends on Friday and there isiderable saving on
airfares by staying over Saturday, the Saturdaltiagging, meal and
general expense costs will be paid by Rotary lat@éonal. The same rule
would apply to a Saturday arrival for meetings bagig on Monday. (This
does not apply to travel to the International Asslgminternational
Convention, and Council on Legislation as travdigyomay be modified to
best meet the objectives of those meeting.)

m  Travel by transportation other than commercialraftonust be authorized
and will be reimbursed provided the cost does rotéed the amount of a
RITS calculated round-trip airfare.

m [f air service is unavailable, travelers will bémbursed for the cost of the
Rotary-authorized most economical alternate forrrarfsportation (i.e.
personal automobile, train, bus, ferry). If antatigd travel costs exceed
US$250, RITS authorization is required.

m  Authorized travel by personal automobile will banwbursed for the actual
distance driven, on a per mile/kilometer basisrasigtermined annually by
Rotary International on a country-by-country ba$isis mileage rate
accounts for fuel costs; therefore, fuel may noékgensed in addition to
the mileage.

m  Approved travel by rental car will be authorized ifatermediate or smaller
size cars. Rotary will not reimburse Collision DaypaVaiver or Personal
Accident Insurance on rental cars.

m  Travelers will receive reimbursement in an amoyntaithe class of service
for which they are eligible.

m  Travelers will pay the cost of any personal treb@bked in conjunction
with authorized Rotary International travel.

m  Frequent flyer miles earned through tickets pureddsy Rotary
International will be credited to the account(s}he# individual traveler.
Tickets used by redeeming miles are not reimbuesabl

m  Exceptions to travel policy may be applied for iriting to the General
Secretary. Examples of exceptions that may noplpéet for include:

- The selection of specific airlines for frequentfiypenefits
where Rotary has the opportunity to take advantddmver
fare or incentive programs on other airlines;

- The selection of specific airlines where Rotarydse® fulfill
its contractual commitments with its preferredines;

- The selection of full economy/coach class farest{fe
benefit of personal first or business class upghdehere
lower discount fares may be available; noting nange to the
current travel policy for those entitled to busietass where
business class is not available.

Airline Class of Service
Funded Travelers will make use of the lowest atél@conomy class airfare.

Guest Speakers and Award Recipients travelingeagxipense of either Rotary
International or its Foundation will travel at @as$ of service as authorized by
the President of Rotary International or the Chainrof The Rotary Foundation
Trustees, as appropriate.

Rotary Senior Leaders may make use of upgradéeetoext class of service
and may always elect to travel at a less expertdass of service for which they
are eligible.

The Rotary Foundation — Zone Team Training Guide

89



Travel and Reimbursement Guide

It is strongly recommended that Rotary Senior Lesdse coach class for all
flights up to two hours in length and make useprfrades on those flights to fly
in either business class or first class. When demdRotary Senior Leaders are
to be reimbursed for the cost of upgrade coupotis those charges billed to
airfare cost centers.

Note: Reimbursement is limited to eligible classefvice as indicated below.

Business Class

- Rotary International Board of Directors

- Rotary Foundation Trustees

- President-nominee

- Past Presidents

- General Secretary

- Directors-elect in conjunction with the Rotary Imtational
Convention and subsequent Board meetings

- Incoming Trustees in conjunction with their prepgamraas a
Trustee

- Aides to the President and President-elect

- Past Directors and Past Trustees (or lowest availgigradeable
coach fare if business class is not offered)

- Spouses of the above when traveling with them &gtz
expense

First Class

- President

- President-elect

- Past Presidents when business class is not offered

- Rotary Foundation Trustee Chairman

- Current Directors, Trustees and General Secrethgnw
business class is not offered

- Spouses of the above when traveling with them safiRs
expense

Reimbursement for Travel Expenses

All requests for reimbursement of business expesisak be submitted on a
RI expense statement within 60 days of when themsgs were incurred.
Expense statements received after 60 days wilbeatimbursed unless
authorized by the general secretary in excepticas¢s where
circumstances warrant such action.

Travelers on Rotary International and its Foundakliosiness are to submit
receipts for all expenses in excess of US$75.00.

If international travel connection time exceedsaytime hours, Rotary will
reimburse the traveler for the cost of a day robased on actual receipts,
provided that the room is booked by RITS.

If international schedules require a forced ovdrhgjay, Rotary will
reimburse the actual hotel costs of a reasonaldggihotel room provided
that it is booked by RITS.

Reimbursement to travelers for locally purchasekhaitickets authorized
by RITS is to be processed upon submission of egiplié receipts on an
official Rotary International Expense Statementh Finance Department
or to the appropriate Rotary International OfficeFtscal Agent. The
submission of the required documentation may notioprior to the
commencement of travel.

Rotary will reimburse Rotary spouse travel expemsesrred for a bona
fide business purpose for Rotary International. Ante requested for
spouse expense reimbursement must be substantiditealppropriate
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documentation and by utilizing an RI “Document @filRbursable

Activities of Spouse” before they can be reimburdedugh the appropriate
cost center. For spouses accompanying Rotariansuttiple travel
segments, spouse travel expenses will only bebédigor reimbursement if
the spouse incurred those expenses while conductfiogal Rotary
business on approved and funded Rotary assignnigmse expenses will
be billed to the cost center authorizing the spdresesl. Any additional
costs for spouses accompanying Rotarians on nwiliiglel assignments
beyond the spouse funded portion will be at theqeal expense of the
Rotarian.

m  All reasonable expenses such as taxi fare, hotetlstbuses, and parking
fees will be reimbursed.

m  The actual costs of moderately priced, standarel hobms and car rentals
will be reimbursed at a cost level appropriaten®drea, provided that they
are booked by Rotary.

m  The actual costs of meals will be reimbursed.térmdance at a hosted
official meeting function is mandatory, Rotary Intational will not
reimburse for the costs of any alternate food eebage.

m  Telephone, laundry and valet: reasonable telepHanedry, dry cleaning,
and/or valet expenses incurred while on RI busiaesseimbursable.

m  Tickets issued by RITS provide limited accident &éadgage insurance.
The cost of additional insurance coverage is tepansibility of the
traveler and will not be reimbursed by Rotary Intgional.

m  For all individuals traveling at RI expense, then&el Secretary shall limit
the use of master account billing procedures tatists of the hotel room
and tax only. All other business expenses willdimbursed according to
the standard reimbursement procedures.

Travel policy last updated: November 2006

RITS Procedural Guidelines

Volunteer Travel

m Staff liaison sends a RITS Notification form to RRETS department

m  The RITS staff advises appropriate RITS affiliat@othorized travelers

m  Staff liaison advises traveler they have been ai#bd to travel and gives
them cost center, account number, and project libetapplied

m  Traveler submits travel request form to approprifeS office

Travel Requests

Under normal circumstances, RITS travel requedisbeiaddressed in the order
they are received. However, RITS has the rightioripize submissions based
on time sensitive issues.

Local Purchases

The RI Travel Policy encourages travelers to subegjtiests for local purchase
authorization if they believe they can purchaseveel cost airfare through a
non-RITS designated travel agency. The local puwelsithorization request
must include an official travel itinerary, whichdicates flight numbers, flight
times, airline and airfare. The traveler will oflg authorized for local purchase
if RITS can verify space on an approved airline tiedairfare provided by the
non-RITS designated agency is at least US$100 Ithveer the RITS airfare.
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Driving

If air service is not available and the costs aterated to exceed US$250 prior
RITS approval is required. For those choosing adtavel by air,
reimbursement will not exceed the amount of a Rt&Bulated round-trip
airfare or the actual distance driven, on a peefkilometer basis

whichever is lower, provided prior RITS approvalswaceived.

Cars and Hotels

All hotel and car reservations must be made by RBEx@ept: Convention,
International Assembly and meetings held in Evand®bease refer to the
Rotary International Volunteer Travel and Expenspdtting Policy for further
details.

Guidelines for Preparing Expense

Statements

This document serves as a guideline for the reaegvapproval of a Rotary
expense statement.

Business Purpose

m  Each item listed on the statement needs to edtathiéd it is within stated
policy guidelines and has an acceptable businegmpe. Descriptions such
as ‘miscellaneous’ or ‘incidental’ do not establibk business purpose for
the expense.

m Items requested for reimbursement outside polidggiedines must have the
written approval of the general secretary beforg geAccounts Payable
for processing.

m  Examples:

- “Transportation” could include: Automobile mileatgevisit
RC of Anchorage-100 km

- “Meals” could include: Dinner with 3 club pres.sdussed
membership retention

Supporting Documentation

m  All required supporting documentation must be dttac Non-English
documentation should be translated prior to sulimgitio Accounts
Payable.

m  Documentation is required for each reimbursemem itV S$ 75.00 and up
for Volunteers.

m Hotel folio’s are needed regardless of dollar antgusaind must show proof
of payment as hotel expenses are often paid blptad club or district.
Hotel receipts must show a $0.00 outstanding balanc

m  The traveler must have documentary evidence, ssiehraceipt, canceled
check, credit card statement or a bill to supprpease. Canceled checks,
together with a bill from the payee, ordinarilyasdtsh cost; however, a
canceled check by itself does not prove a busieggense.

m A registration form alone does not provide proopayment, and should
include an on-line receipt, cancelled check oriporof credit card
statement showing payment was made.

m  Documentation for a group business meal shouldidecthe restaurant
name and location, number of people served, arelatat amount of the
expense. The business relationship of all attenohess be documented.

m  Although helpful, it is not required to list thedinidual names of the
attendees.
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Mileage and Exchange Rates

m  Generally, the RI Exchange Rate should be useexXjpense requests in a
foreign currency.

m  Make sure the actual distance traveled and milegtgeare listed on the
front of the expense statement and add it to taedytotal.

m  Mileage reimbursement to/from airport over US$16quires prior RITS
approval. Mileage reimbursement in lieu of airfaver US$250 roundtrip
requires prior RITS approval. A RITS authorizatletier must be attached
to the expense statement prior to submitting ifpfmcessing.

IMPORTANT: All Rotary volunteer requests for reimbament of business
expenses shall be submitted on an official Rl egpestatement within 60 days
of when the expenses were incurred. Volunteer esgpstatements received
after 60 days will not be reimbursed unless augteatiby the general secretary
in exceptional cases where circumstances warraiht action.

Action Steps

m  Additional travel information and forms are incladen the resource CD-
ROM. Become familiar with the expense forms andgies before
planning your first trip.

m Please contact The Rotary Foundation if you haestipns about travel
and expense statements.
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