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Community Lodgings, Inc.

Five-Year Strategic Plan

June 11, 2008

1. Introduction

Community Lodgings, Inc. (CLI) has been providing valuable services to the Alexandria community for over twenty years and is now at a turning point.  After overcoming challenges the past few years, the organization has emerged with improved financial conditions, greater name recognition, and an increased ability to assist more people in becoming self-sufficient.  This resurgence presents an opportunity for CLI to assess its current conditions and to look forward, developing a long-term vision for the organization.  CLI is at a point where it must define who it will serve, what services it will provide, and how those services will be delivered.  This five-year strategic plan is intended to formalize CLI’s direction, provide attainable goals focused on CLI’s mission, and serve as a decision-making tool for how CLI will allocate its resources in the future.

2. Process

This plan was developed in two phases.  The first phase focused on the COMPASS team gaining an understanding of the CLI organization.  The COMPASS team focused on four main areas: 

· CLI Board of Directors

· CLI programs

· Financial conditions

· Environmental conditions

The second phase was to develop the strategic plan based on the findings from Phase I, as well as data analysis and the benchmarking of other similar transitional housing programs.

3. Starting Assumptions

To develop the Strategic Plan, the COMPASS team relied on a set of assumptions to inform the direction of the organization.  The starting assumptions were based on CLI’s June 2006 Strategic Visioning Retreat.  The Strategic Visioning Retreat, attended by the CLI board and executive team, confirmed that the “Transitional Housing program is the organization’s top priority, for this is where CLI can have the greatest impact”.  Additionally, priority visioning statements were developed and those statements, listed below, provided the starting assumptions for this plan.

According to the retreat, CLI will:

· Continue to increase the number of transitional families achieving self-sustainment

· Expand its portfolio of properties through purchase and acquisition

· Be regarded as the leading referenced authority in transitional housing in Alexandria and the first choice of referrals of others in the city

· Have a large corps of effective volunteers

· Double the size of the Board of Directors to include people with the needed skill sets and competencies for the organization. 

· Have a Board with both the structure and processes to maximize its effectiveness

· Operate with systematic benchmarking and reporting against its stated vision

· Be fiscally sound with reliable sources of income, greatly reduced debt and an operating reserve

· Have a completely revamped marketing program and the expertise and support to execute it

4. The Strategic Plan
The five-year strategic plan consists of four goals.  For each goal, a set of milestones was created to assist CLI in achieving the goals.  The four goals are:

· Grow Transitional Housing program from 14 to 25 units.

· Grow and expand Learning Center programs with a focus on Transitional Housing clients. 

· Increase annual revenue to $1M.

· Improve effectiveness of Board of Directors.

4.1 Goal #1:  Grow Transitional Housing program from 14 to 25 units.

CLI’s primary objective as an organization is to guide its clients to self-sufficiency by providing the necessary support and training through its case management and Learning Center programs.  Increasing the number of transitional housing units will allow CLI to maximize the number of people achieving self-sustainability.  To grow to 25 units CLI will convert current affordable housing units as they become available.  Concurrent with the growth in transitional housing will be an increase in the capacity of the Learning Center and in the number of case workers available to support the Transitional Housing clients. 

Achieving this goal is dependent upon affordable units becoming available for conversion to transitional units, a qualified applicant pool, and adequate staffing and financial resources.  The assumed growth rate is two to three units per year, which includes three adults and four children per year.  This will result in a total increase of eleven units, housing a total of fifteen adults and twenty children over five years.  The location of these units will need to be determined by CLI when the organization decides the future of its properties as tax credits expire in 2009.  

Case management and direct assistance of the individuals and families is essential to their long-term success.  The growth in the transitional housing program will require equivalent growth in the case management staff.  To maintain a ratio of 1 case worker to every 10 client families, CLI will need to hire at least one additional case manager.

4.2 Goal #2:  Grow and expand Learning Center programs with a focus on Transitional Housing clients.
To meet the demands of an expanded Transitional Housing program the Learning Center will also need to grow and refine its programming.  The Transitional Housing clients and non-Transitional Housing clients frequently have differing needs and differing backgrounds.  Due to these differences, the priority of the Learning Center programs should be on Transitional Housing clients’ needs, followed by the needs of the surrounding community. 

In order for the Transitional Housing program and the Learning Center to become more integrated, the CLI staff should be reorganized so that the Transitional Housing education courses are managed as part of the Learning Center adult education program, rather than as part of the case management program.  This will clarify the distinction between the Learning Center and case management programs and enable the Learning Center to develop an integrated program that better serves the needs of the Transitional Housing clients.  Greater distinction between the programs will better allow CLI to track and monitor the progress of the Transitional Housing clients.

However, this will put a premium on communication and coordination between the case workers and the Learning Center staff and on the definition, measurement, and tracking of educational requirements.  Without communication and clear program targets the case managers will not be able to track and monitor the progress of the Transitional Housing clients.  The Learning Center staff would measure and track progress and provide progress updates and feedback to the case managers.  


[image: image2.emf]Youth 

Education

After-School 

Program

Elementary

Middle School

Project 

Protégé

Summer 

Program

Adult 

Education

Computer 

Skills

GED

ESL

Transitional 

Housing

Home 

Ownership

Community 

Outreach

Mommy & 

Me

Personal 

Finances


Potential Programmatic Organizational Chart

There are differences between Transitional Housing and non-Transitional Housing clients, particularly in terms of language.  There is little need for Spanish-only courses focused on Transitional Housing clients.  Currently, only one woman and two men in the program cannot speak English.  Due to this and other differences in needs between the two types of clients, an educational needs assessment of Transitional Housing clients should be conducted within the next year.  This assessment should cover, at a minimum, educational needs (e.g. GED), language needs, job training needs, day course desirability, day care requirements, and infant and pre-K needs.

Once this needs assessment is complete, a Transitional Housing client core curriculum should be formalized.  Currently, the Transitional Housing educational programs tend to be ad hoc and CLI and its clients could benefit from a formalized core curriculum.  Through benchmarking, organizations were identified that had a core curriculum detailed on their websites.  This is good for several reasons: 

· It clearly sets and defines CLI’s expectations of its clients,

· Referring agencies can know with confidence that their clients’ needs will be met, and

· Potential donors can be assured that CLI is a well-organized, results-oriented agency that is deserving of funding.

A needs assessment should also be completed for CLI’s non-Transitional Housing clients.  It is most likely that differences from the Transitional Housing needs assessment will be identified, however there may also be similar findings, thereby exposing opportunities for synergies.

All clients should be surveyed routinely to ensure that the Learning Center programs are as effective as possible.  Clients’ needs change over time, so CLI should ensure that its programs are appropriate and valuable.

Needs assessments may also highlight opportunities for collaboration with other local non-profits.  While CLI has a list of organizations with which they work, none of those organizations or collaborative efforts were brought out in interviews with CLI staff, suggesting that collaboration is not formalized or consistent.  Through benchmarking, non-profits were identified who listed their collaborative partners on their websites, allowing people to believe that the organizations are focused and not duplicating efforts unnecessarily.  Pursuing formalized collaborative opportunities could benefit CLI by focusing their resources on what they do best, increasing marketing through their collaborative partners, and ensuring their clients are receiving the best services possible.

4.3 Goal #3:  Increase annual revenue to $1M
Increasing CLI’s fundraising capacity is necessary for CLI to support growth in the number of clients served and services provided.  The planned approach is increase fundraising capacity through personnel training and broadened revenue channels so that capital and operating funds will be available to support:

· An increased number of Transitional Housing clients

· An expanded Learning Center program mix

· Continued operation of CLI.

This plan, if executed as written, is intended to help CLI fulfill its mission, however without adequate funding, the goals in this plan will not be achievable.  In order to increase funding, CLI must settle on a strategy, this or another, and identify its capital and operating needs through 2013.  Once these needs have been identified, CLI should develop a multi-year program to address its capital and operating needs.  The fundraising plan will address, at a minimum, staffing needs, revenue streams and annual targets for operating and capital needs.  It is imperative that this plan be reviewed and approved by the Board.  

This plan should also identify those with fundraising or revenue generation responsibilities.  Currently, the bulk of fundraising responsibility rests with the Executive Director, with grant writing assistance from the Outreach Coordinator.  CLI should consider the potential to increase revenue by increasing the number of people actively seeking revenue generating opportunities.  There are opportunities for the Board to take a more active role in fundraising, as will be discussed in Goal #4.  CLI also needs a well-qualified staff member or consultant to be dedicated to seeking funding opportunities, establishing financially beneficial relationships, and maintaining critical contacts to keep CLI constantly on the agenda of potential donors and grant makers.

Additionally, a structured grant writing program is critical if CLI is to significantly increase their budget.  This program must consist of, at a minimum, a grant cycle calendar spanning at least two years, a grant contacts list to be maintained and routinely contacted, visited and invited to CLI events, and a ‘mega grant’ application from which the bulk of all smaller grant applications can be weeded down.  This grant program must have oversight and support from the Board if it is to be effective.

Finally, to help increase CLI’s budget, a marketing plan must be created which defines and emphasizes CLI’s uniqueness and successes.  CLI’s name is growing and as a result, revenue opportunities are increasing.  However, interviews with other local non-profits revealed a lack of understanding as to what CLI does.  Additionally, while collecting CLI documentation and information, there was found to be a lack of a consistent mission statement.  The sentiment was consistent but the wording was not.  This not only gives the appearance of disorganization, but could also reflect an inconsistent understanding of CLI’s mission among CLI staff, which is then carried through to the public.  A marketing plan that clearly and consistently states CLI’s mission, is results-oriented, and identifies CLI’s uniqueness could be vital in increasing CLI’s revenue.  The plan should include steps to increase CLI awareness among local faith communities, civic organizations, other non-profits, city officials, and the greater Alexandria community.    

4.4 Goal #4:  Improve effectiveness of Board of Directors

As CLI grows, it is imperative that the Board become a strong functioning body that provides guidance and oversight to ensure that CLI is accomplishing its mission.  The Board has a responsibility to CLI’s clients and the greater community to see that CLI is operating effectively.  The Board’s distance from day-to-day activities allows it to remain more objective, ask difficult and necessary questions, and help make good decisions for the organization as a whole.

Formal by-laws must be established, understood and practiced.  By-laws clarify what actions and behaviors the Board expects of itself and its members.  The presence of by-laws also instills confidence in potential board members and potential donors.

To increase board member participation and improve board involvement with CLI, the Board should establish a list of annual goals for the Board to accomplish.  These goals should be focused on fundraising, recruiting and committee performance.  The Board needs to take on some level of fundraising responsibility and can do that by establishing a target amount of money to be raised by the Board.  It is up to the Board to determine how they want to raise this money.  Most important is that the Board assumes this responsibility and meets its goal.  To assist in meeting the recruiting goal, the Board should determine what skills or qualities in new board members would complement the existing members and the mission of CLI and then develop a plan to recruit appropriate new members.

For the Board to be more effective, formal committees must be established and become actively involved in the regular oversight of CLI.  The committees should include, but not be limited to:  Executive, Finance, Program, and Fundraising.  Committees provide opportunities for more board members to get involved.  Some committees, such as the Executive and Finance Committees, should be permanent.  Others, such as the Program Committee, may be temporary.  The Program Committee is essential to CLI now as this strategic plan is executed to ensure that programs are consistent with CLI’s mission and aligned with the plan.  However, once the programs are well-established, it may be determined that the committee will no longer be necessary or require meeting less regularly.  The Board may also want to consider establishing a Rules Committee as the by-laws are being written and put into practice.  Eventually, the Board should also establish a Nominating/Board Development Committee focused on recruiting new members.  For now, this should be the responsibility of every board member.

Finally, the Board should establish criteria by which it will measure its own performance, as well as that of the Executive Director.  This will make the Board accountable to itself and establish the Board’s priorities.  If the Executive Director is provided with criteria by which she will be evaluated, she should have a clear understanding of the Board’s desired direction for CLI, as well as the Board’s expectations of her.  These criteria will also help the Executive Director in setting her priorities, as people tend to focus on those things by which they are evaluated.

5. CLI Strategic Plan Framework 2008-2012
Goal #1:  Grow Transitional Housing program from 14 to 25 units.

Strategic Intent:  Allow CLI to maximize the number of people achieving self-sustainability.  The planned approach is to convert current Affordable Housing units as they become available, while simultaneously increasing the Learning Center capacity to support Transitional Housing clients.

Year 1 Milestones:

a. Executive Director and Board determine staffing requirements – November 2008

b. Staff develop unit conversion plan to include number of units per year, which buildings will house the units, and resources needed.  Present plan to Board – December 2008

Years 2-5 Milestones:

a. Convert 2 units per year (if available)

b. Evaluate and update plan annually and/or as required

Goal #2:  Grow and expand Learning Center programs with a focus on Transitional Housing clients. 

Strategic Intent:  Maximize the number of people CLI is able to assist in achieving self-sustainability.  Due to differences in needs, the priority for Learning Center courses should be on Transitional Housing clients’ needs, followed by the needs of the surrounding community.

Year 1 Milestones:

a. Staff conduct educational needs assessment of Transitional Housing clients in order to maximize Learning Center support for Transitional Housing program – January 2009

b. Staff conduct educational needs assessment for non-Transitional Housing clients and identify areas of synergy with TH programs – February 2009

c. Staff reorganize Transitional Housing education courses to come under the Learning Center adult education program – April 2009

Staff develop well-defined ‘core curriculum’ for Transitional Housing clients – April 2009

Years 2-5 Milestones:

a. Staff to identify and pursue opportunities for collaboration with similar service providers

b. Staff to survey TH clients and non-TH clients regularly to ensure program offerings are current and appropriate

Goal #3:  Increase annual revenue to $1M.

Strategic Intent:  Increase the fundraising capacity so it can support growth in the number of clients served and services provided.  The planned approach is to implement a planned increase in fundraising capacity through personnel training and broadened revenue channels so that capital and operating funds will be available to support:

· An increased number of transitional housing clients

· An expanded learning center program mix

· Continued operation of CLI.

Year 1 Milestones:

a. Staff to identify the capital and operating needs of CLI through 2013 if the strategic plan is implemented as currently constructed – December 2008  

b. Staff to develop multi-year program to address the capital and operating needs of CLI through 2013 for review by the Board.  Program should address staffing levels, revenue streams and annual targets for operating and capital needs – February 2009

c. Staff to develop marketing plan designed to raise awareness of CLI to the general public, city officials, and potential collaborators – March 2009  

d. Staff to develop structured grant writing program.  This will require sending a staff member to grant writing course, as well as researching grant writing consultants – May 2009  

Years 2-5 Milestones:

a. Staff to implement approved programs

b. Staff to update plans annually

c. Board to monitor results, assess future needs and request changes in programs as needed.

Goal #4:  Improve effectiveness of Board of Directors.

Strategic Intent:  As CLI grows, it is imperative that the Board become a strong functioning body that provides guidance and oversight to ensure that CLI is accomplishing its mission.

Year 1 Milestones:

a. Board establish formal by-laws – November 2008

b. Board to establish criteria by which it will evaluate its own performance, as well as that of the Executive Director – November 2008

c. Board develop list of goals for the board to accomplish over the next year, to include fundraising, recruiting, committee performance – December 2008

d. Board establish formal committees including, but not limited to, Executive, Finance, Program, Fundraising, Board Development/Nominating – February 2009

Years 2-5 Milestones:

a. Achieve and review annual goals.

b. Develop annual goals for the board and each of its committees.

c. Complete annual Board and Executive Director evaluations.

6. Going Forward

The following is a milestone timeline which should be reviewed regularly and updated as necessary if the plan is to be successfully implemented.

	Responsibility
	Milestone
	Target Completion

	

	Executive Director and Board Chair
	1a:
	Determine staffing requirements
	November

	Board Chair
	4a:
	Establish and execute by-laws
	November

	Board Chair
	4b:
	Establish board and Exec Dir performance metrics
	November

	

	Executive Director
	1b:
	Develop conversion plan and present to board
	December

	Executive Director and Director of Operations
	3a:
	Identify capital and operating needs through 2013
	December

	Board Chair
	4c:
	Board determine 2009 goals
	December

	

	Case Managers
	2a:
	Complete TH clients educational needs assessment
	January

	

	Learning Center Coordinator
	2b:
	Complete non-TH clients educational needs assessment
	February

	Executive Director and Director of Operations
	3b:
	Develop and present to board plan to meet capital and operating needs
	February

	Board Chair
	4d:
	Establish formal committees
	February

	

	Staff
	3c:
	Develop marketing plan
	March

	

	Case Managers and Learning Center Coordinator
	2c:
	Reorganize TH courses under LC
	April

	Case Managers and Learning Center Coordinator
	2d:
	Develop well-defined TH 'core curriculum'
	April

	

	Outreach Coordinator
	3d:
	Develop grant writing program
	May


APPENDIX
Appendix A:  COMPASS Overview
The COMPASS Mission:  Compass exists primarily to facilitate a strong relationship between select business professionals and nonprofit leaders in order to create a community of volunteers and to strengthen nonprofit organizations’ capacity to better serve the metropolitan Washington D.C. community

COMPASS is a volunteer consulting alliance composed of local MBA alumni from Harvard Business School, Stanford Graduate School of Business, Wharton Business School, Dartmouth’s Tuck School of Business and the University of Chicago Graduate School of Business.  Volunteers from the five alliance schools and other select professionals provide pro-bono business consulting to non-profit organizations in the Greater DC community.  Since 2001, over 300 COMPASS volunteers have provided strategic assistance to over 55 Washington area nonprofits.

The following are some past COMPASS clients:

1. Alexandria Seaport Foundation 

2. American Red Cross 

3. Boys and Girls Club of Greater Washington (BGCGW)

4. Bread for the City 

5. Capital Area Food Bank 

6. Carlos Rosario International Career Center

7. Center for Inspired Teaching 

8. Children's Law Center 

9. City Year Washington DC 

10. Corcoran Gallery of Art

11. Good Shepherd Housing and Family Services (GSHFS)

12. Habitat for Humanity of Northern Virginia 

13. Hispanic Committee of Virginia (HCV)

14. Hopkins House

15. Latin American Youth Center 

16. National Building Museum 

17. National Women’s History Museum (NWHM) 

18. Ronald McDonald House

19. So Others Might Eat (SOME) 

20. Strive DC 

21. The River School 

22. Vehicles for Change 

23. Washington Area Community Investment Fund 

24. Washington Area Performing Arts Society (WPAS)

Appendix B:  Financials
Appendix B1:  Expense Assumptions

The following are assumptions regarding expenses:

· Cost to convert one apartment from an affordable unit to a transitional unit:  $6800

· Cost to CLI for one Transitional Housing client for one year:  $7000 

· Staffing cost for one staff member:  $47,000 per year

Appendix B2:  Cost to convert affordable unit to transitional unit
	 
	Transitional Housing
	Affordable Housing

	Unit
	13
	5

	Rental Income
	$81,788
	$36,257

	Expense
	$191,671
	$44,524

	Loss
	$109,883
	$8,267

	Loss Per unit
	$8,453
	$1,653

	 
	
	

	Cost to convert affordable housing to transitional
	$6,799
	


Appendix B3:  CLI Housing Program Expenses

	Transitional Housing Program
	
	Affordable Housing Program

	 Total Program Expenses
	191,707
	
	 Total Program Expenses
	44,524

	Program Expenses
	 
	
	Expenses
	 

	A. Transitional Housing
	191,707
	
	 
	 

	A. 1. Personnel Expense
	99,144
	
	1.  Personnel Expense
	10,920

	Caseworker Salary
	47,000
	
	Management Fee
	3,587

	Office Assistant 40%ft
	10,800
	
	Resident Manager
	3,667

	Executive Director 10% ft
	7,100
	
	Maintenance man
	2,083

	Management Fee
	9,325
	
	Cleaning person
	1,333

	Resident Manager
	9,533
	
	Benefits
	222

	Maintenance man
	5,417
	
	Inservice/ education expense
	28

	Cleaning person
	3,611
	
	 
	 

	Benefits
	578
	
	 
	 

	Payroll Expenses
	5,780
	
	 
	 

	A. 2. Program Expenses
	3,572
	
	 
	 

	Workshop Expenses
	1,500
	
	 
	 

	Child-care
	2,000
	
	 
	 

	Subsidized Housing Expenses
	Removed
	
	 
	 

	Inservice/ education expense
	72
	
	 
	 

	A. 3. Maintance/repair/turnover
	24,853
	
	2. Maintance/repair/turnover
	9,559

	Maintenance Repair
	14,020
	
	Maintenance Repair
	5,392

	Turnover contractor
	10,833
	
	Turnover contractor
	4,167

	 A. 4. Utilities/Insurance/Taxes
	35,988
	
	3. Utilities/Insurance/Taxes
	13,786

	Trash
	5,200
	
	Trash
	2,000

	Water/Sewer
	7,800
	
	Water/Sewer
	3,000

	Electric
	1,011
	
	Electric
	333

	Gas
	7,800
	
	Gas
	3,000

	Liability insurance
	311
	
	Liability insurance
	119

	Insurance Fire & property escrow
	3,033
	
	Insurance Fire & property escrow
	1,167

	Real Estate Tax Escrow
	10,833
	
	Real Estate Tax Escrow
	4,167

	A.  5. Other Expenses/office 
	2,595
	
	4. Other Expenses/office 
	431

	Rent
	1,440
	
	Office supplies
	167

	Office supplies
	433
	
	Postage
	14

	Postage
	36
	
	Phones
	250

	Phones
	686
	
	 
	 

	A. 6. Debt Service/mortgages
	25,554
	
	5. Debt Service/mortgages
	9,828

	VHDA
	22,395
	
	VHDA
	8,613

	City of Alexandria
	3,159
	
	City of Alexandria
	1,215

	Phones
	250
	
	 
	 

	Total Program Expense
	191,707
	
	Total Program Expense
	44,524


Appendix B4:  CLI Financial Analysis
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Lodgings Inc.

Financial Analysis – Revenue Growth



Strong revenue growth and impressive financial turnaround over past two years
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Community 

Lodgings Inc.

Financial Analysis – Revenue Growth (cont.)



Growth driven by government grants and other fundraising activities which accounted for 80% of 

revenue for FY2007
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Financial Anaylsis (continued):
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Lodgings Inc.

Financial Analysis – Expenses 



Program services (Transitional Housing and Learning Center) account for roughly 80% of expenses 



Administration cost kept at 10%



Increasing fundraising expenses consistent with increasing fundraising revenue
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Lodgings Inc.

Financial Review – Balance Sheet



Total assets increased over past two years

- Cash and equivalent > $218,000

- Current liability < $6,000 

- Long term liability is $492,000 (mainly mortgage and credit line). 



No immediate insolvency issue 

CLI Balance Sheet
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Appendix C:  Benchmark Organizations

	Organization
	City
	Income
	Programs
	# Staff
	# Bd Mbrs

	Robert Pierre Johnson Housing Dvlpt Corp
http://www.rpjhousing.org/
	Arlington
	$2.7M
	AH, TH, volunteer home repair
	11-20
	9

	Arlington Alexandria Coalition for the Homeless
http://www.aachhomeless.org/
	Arlington
	$1.6M
	Shelter, scattered site TH, employment trg, children's program
	11-20
	13

	Dwelling Place
http://www.dwellingplaceinc.org/
	Gaithersburg, MD
	$471K
	Scattered site TH and support svcs to 17 families
	1-5
	12

	Lydia's House in Southeast
http://www.lydiashousendc.org/index.htm
	Washington, DC
	$600K
	AH, lots of various counselling and youth programs
	1-5
	11

	Bethany, Inc. (Good Hope House)
http://bethanyinc.org/
	Washington, DC
	$192K (but $1M in assets)
	TH
	1-5
	8

	Transitional Housing Corporation
http://www.thcdc.org/
	Washington, DC
	$723K
	TH
	6-10
	17

	Hope and a Home
http://www.hopeandahome.org/
	Washington, DC
	$708K
	TH
	6-10
	11

	Neighbors Consejo
http://www.neighborsconsejo.org/
	Washington, DC
	$1.60 
	Men-only TH program, but other community services focussed on Latino population -- list of collaborators
	11-20
	9

	Mary House, Inc.
http://www.maryhouse.org/shelter.asp
	Washington, DC
	$557K ($2M in assets)
	AH with focus on family
	6-10
	14

	Baltimore Outreach Services
http://baltimoreoutreach.org/
	Baltimore
	$532K
	TH
	6-10
	12

	Featherfist
http://featherfist.com/
	Chicago
	$3M
	TH, emergency shelter, supportive housing for HIV/AIDS patients
	21-100
	19

	Casa Central
http://www.casacentral.org/
	Chicago
	14.5M
	Primarily community svcs for Hispanic community, but also has small TH for families
	101-500
	10


Benchmark Organizations (continued)

	Organization
	City
	Income
	Programs
	# Staff
	# Bd Mbrs

	Hyde Park Transitional Housing Program
http://www.iocillinois.org/hydepark/transitionalhousing/
	Chicago
	$23K
	TH with volunteer mentors providing support
	0
	11

	Nazareth Housing
http://nazarethhousingnyc.org/home.htm
	New York
	$860K
	Low-income permanent housing and 14 scattered-site TH units, learning center, family focus
	6-10
	11

	Interseminarian-Project Place
http://www.projectplace.org
	Boston
	$2.9M
	 
	21-100
	14

	Hamilton Family Center
http://www.hamiltonfamilycenter.org/
	San Francisco
	$4M
	TH, AH, Emergency Shelter, Health Clinic, Children's Programs
	21-100
	15


Shaded organizations were benchmarked in greater detail through interviews with the organization’s executive staff or board chair.
Appendix D:  Fundraising Fundamentals

· Everybody in your organization is a fundraising ambassador.

· First give yourself.  Make what is for you a significant gift.

· Fundraising is not begging - it provides donors with an investment opportunity for things they care about.

· Money is not so special, the work you do is special

· People give money because:

· Someone asks them

· People give to people

· It allows them to express their values and impact change

· They have a personal stake in the mission

· The tax advantages associated with giving are not a primary motivating factor

· To help build relationships with donors, it is imperative to acknowledging gifts with thank you letters, thank you calls, and e-mails

· Tell your stories to help your mission come to life

· Get away from your desk and go talk to the real people

· Don’t talk about process, talk about outcome, tell them “why  you are doing it”. 

· Encourage people to think emotionally with questions like: What was the most  moving moment you’ve had in the past few months?

Appendix E:  Program Portfolio Development Worksheet

Business Assessment Tools for Developing A Program Portfolio

· Use one or both of the following business assessment tools to assist in developing your program portfolio

· Use the criteria listed for each tool and plot out where each of your programs and other business activities fit within the chart

CompassPoint’s Dual Bottom-Line Matrix

	HIGH
	
	

	

	HIGH MISSION IMPACT
LOW VIABILITY

BUSINESS DECISION =

 HEART: Keep but contain costs
	HIGH MISSION IMPACT
HIGH VIABILITY

BUSINESS DECISION =

 STAR: Invest in continuance and growth

	
	
LOW MISSION IMPACT
LOW VIABILITY

BUSINESS DECISION = 

QUESTION MARK: Discontinue or give away
	
LOW MISSION IMPACT
HIGH VIABILITY

BUSINESS DECISION = 

MONEY MAKER: Enhance impact

	
LOW
Financial Viability      
HIGH


· Some of the characteristics of programs with high impact mission: tangible results; visible progress toward the achievement of the organization’s mission; high leverage potential—synergy with other programs: and high-quality services that distinguish the organization from its competition

· Some of the characteristics of high viability: At the very least covers all costs (both direct and indirect); generates a surplus of revenue; projected to have financially sustainability for the future; a proven financially viable business model
Competitive Strategies Matrix

	
	
	Ability to Attract Resources and Enhance Existing Programs

  YES
	Ability to Attract Resources and Enhance Existing Programs

  NO  

	
	
	Alternative Coverage: MANY
	Alternative Coverage: FEW
	Alternative Coverage: MANY
	Alternative Coverage: FEW

	GOOD FIT
	Strong Competitive Position 
 YES
	1)  Growth or maintain competitive edge strategy
	4)  Growth or maintain competitive edge strategy
	5)  Build up best competitor: assist another organization provide the service
	8)  Soul of the agency

	
	Strong Competitive Position 

 NO
	2)  Develop and implement an exit strategy
	3)  Invest in program and administrative capacity  

or 

Develop and implement an exit strategy
	6)  Develop and implement an exit strategy
	7)  Collaboration strategy

	
	POOR FIT
	  Divest or do not start to provide this service


· Program fit. Is this program congruent with the overall purpose and mission of our organization, and does/could this program draw on existing skills in the organization and share resources/coordinate activities with other programs? 

· Ability to attract resources and enhance existing programs. Does this program have high market demand from a large client base? Does it have high appeal to groups capable of providing current and future support? Does this program have stable funding? Can you show measurable results? Would you be able to discontinue the program with relative ease if necessary (low exit barriers/ability to discontinue program or abandon past commitment)?

· Alternative coverage. Are there many organizations, or few organizations, providing similar services in the community? 

· Strong competitive position. Do you have strong client and community support? Do you have a superior track record of service delivery? Do you provide better quality than your competitors? Do you have the administrative capacity to provide this program cost effectively and efficiently?

Appendix F:  Additional Resources
· The Better Business Bureau (BBB) Wise Giving Alliance Standards for Charity Accountability  (http://www.give.org/standards/newcbbbstds.asp)  

· The BBB Wise Giving Alliance Standards for Charity Accountability were developed to assist donors in making sound giving decisions and to foster public confidence in charitable organizations. The standards seek to encourage fair and honest solicitation practices, to promote ethical conduct by charitable organizations and to advance support of philanthropy.  

· The website provides a description of standards, processes and documentation organizations should have in place to meet the standards, and manual for donors on what to look for in organizations before donating.

· Free Complete Toolkit for Boards (http://www.managementhelp.org/boards/boards.htm)  

· Provides information on all aspects for boards, including building a board, governance, fundraising, and planning.

· Provides example documents available for download.

· Foundation Center.org (http://foundationcenter.org/washington/) 

· Regional office and library located in Washington, DC

· Established in 1956, and today supported by more than 600 foundations, the Foundation Center is the nation's leading authority on philanthropy, connecting nonprofits and the grantmakers supporting them to tools they can use and information they can trust. The Center maintains the most comprehensive database on U.S. grantmakers and their grants — a robust, accessible knowledge bank for the sector. It also operates research, education, and training programs designed to advance philanthropy at every level. The Center's web site receives more than 47,000 visits each day, and thousands of people gain access to free resources in its five regional library/learning centers and its national network of more than 340 Cooperating Collections.
 Mission Impact
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� Adapted from, “Fundraising Fundamentals:  How to Ask for Money, Build Donor Relationships, and Ask for Repeat Gifts” presented by Kathy Swayze and Martha H. Schumacher of the Association of Fundraising Professionals DC Chapter





� Adapted from Adapted from Michael Allison and Jude Kaye, Strategic Planning for Nonprofit Organizations:  A Practical Guide and Workbook (Hoboken, New Jersey, John Wiley and Sons, Inc., 2005): 352-354.


� Adapted from I. C. Macmillan, “Competitive Strategies for Non-for-Profit Agencies,” Advances in Strategic Management 1 (London, JAI Press Inc., 1983): 61–82.
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Financial Analysis – Revenue Growth

Strong revenue growth and impressive financial turnaround over past two years
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Financial Analysis – Expenses 

Program services (Transitional Housing and Learning Center) account for roughly 80% of expenses 

Administration cost kept at 10%

Increasing fundraising expenses consistent with increasing fundraising revenue
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Financial Review – Balance Sheet

Total assets increased over past two years

Cash and equivalent > $218,000

Current liability < $6,000 

Long term liability is $492,000 (mainly mortgage and credit line). 

No immediate insolvency issue 
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Financial Analysis – Revenue Growth (cont.)

Growth driven by government grants and other fundraising activities which accounted for 80% of revenue for FY2007
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Five year view of programs. Community Center revolves around Transitional Housing needs such as Mommy Me Classes and Personal Finances. GED class taught in English. Class should be revisited once a year to ensure that TH needs are met since needs can vary by each family.
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