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You’ve built the technology 
and added the tools that 
your members want. But 
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FUNDRAISING

Changing channels
By Bryan Ochalla

When it comes to fundraising, “times have changed,” says Beth 

Kanter, a Boston-based blogger (beth.typepad.com), consul-

tant, and trainer. “If you want to run an effective fundraising 

campaign, you have to be online and you have to use multiple 

channels.”

Kanter should know. Since 2003 she’s raised more than 

$200,000 for a variety of causes by calling on every web-based 

tool imaginable: blogs, social networking sites, widgets, and 

wikis. At one point, Kanter used those tools to raise enough 

money to send a Cambodian orphan named Leng Sopharath to 

college in less than three weeks.

How did the former flute performance major and arts admin-

istrator become such a force in world of online fundraising? “I’m 

not afraid to experiment,” Kanter says.

More secrets of Kanter’s success:

Make it personal. Your pitch to potential donors “can’t be a 

speech from an organization,” she says. “It has to be a conversa-

tion from the heart.” Tell a story, she suggests, but don’t forget: 

“The messenger matters more than the message.” 

Loosen up. Although passion and urgency are important 

ingredients of any fundraising campaign (online or otherwise), so 

is humor. Kanter used the latter when she posted a funny video 

on YouTube asking 51 people to donate $10 in honor of her 51st 

birthday.

Understand the ladder of engagement. “People go through 

different stages of involvement and participation in your cam-

paign and your strategy has to move them along” that continu-

um, Kanter says. The challenge, she adds, “is scaling your personal 

fundraising passion and getting other people to go out and evan-

gelize or instigate on your behalf.”

Say “thank you” in creative ways. Kanter calls on the same 

social-networking tools she uses to raise money to thank people 

for their donations. Some are mentioned on her blog, some are 

moved to the “top friends” section of her Facebook page, and 

some are thanked via video clip. According to Kanter, each of 

those methods “builds a bridge to your cause.”

Bryan Ochalla is a freelance writer in the Seattle, Washington, area. 

Email: me@bryanochalla.com 

ADMINISTRATION

Find the right product,  
and the right partner
By Kerry Gunther

One of the most difficult decisions for an association is choos-

ing the appropriate technology to suit its needs. Many software 

packages are expensive, and there is a staggering number of ven-

dors, products, modules, and technologies from which to choose. 

Here’s eight tips on how to make sure you’re picking the right 

software—and the right vendor to go along with it.  

1.	 You’re buying a company, not just a product. Be certain you 

can work comfortably with whomever you select.

2.	 Never underestimate support requirements after implementa-

tion. Ask if the vendor provides training and ongoing customer 

and technological support.

3.	Most vendors can “justify” compliance with your list of 

requested features in one way or another. Engage vendors in a 

real conversation and test their product. The best vendors are 

familiar enough with their products to suggest options as to 

how a particular need might be met—often providing insights 

you may not have considered. 

4.	Try to limit the number of vendors involved in your project. 

Coordinating multiple vendors will generally increase your 

timeline and costs and complicate matters. You’re going to 

have enough on your hands managing all of your internal 

stakeholders. 

5.	 Participate in a live demo. Before you buy any software prod-

uct, it is crucial that you experience the usability, features, and 

overall look and feel of the system. Ask to see live implementa-

tions, too. 

6.	 Identify your problems. The vendor is there to come up with 

solutions. Approaching technology vendors with solutions 

in mind may limit their ability to provide valuable ideas and 

insights that you may not have considered. If you focus on the 

problems you’re trying to solve and overall project goals, the 

entire transition will be smoother, and you’re more likely to 

get results.

7.	 Compare apples to apples. “Free” software products still 

require significant and often costly integration and configura-

tion. Make sure you consider all costs when comparing open-

source solutions with commercial products. 

8.	 Be wary of vendors who say they can install any software 

product. No one company is expert in all technologies. You’re 

better off choosing a qualified expert in a specific product than 

a jack of all trades who is a master of none.

Kerry Gunther is founder and CEO of BrowserMedia. Email: kerry@

browsermedia.com 




