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...transforming communities

Seminar: Connecting yaur cause with people

Friday 3" October 2008

JDin other senior Charity representatives at this unique seminar a& Richmond CVS 1 Princes Sreet, Qurrey, TW9 1EDon
Friday, 3¢ October 2008, 1.30pm-4pm. The semina will am to demondrate thetools and techniquestha can be
used successfully to Gookpeople to your cause, be they individua prospects, donors, companies, or generaly members
of the publc. t@smple:

How can you better articulate what you do asan organisation in order to get othersto buy into it?

This interactive seminar is specifically aimed at CEOs, Directors and Chairs of Charitable organisations W hilst
acknowledgngthe chdlenges faced by chaities in these uncertain economic times, it will ingead focus on organisationd
leader ship, helpingyou to understand why common problems occur when you are representingyour cause, why you
might be chdlenged by the low level uptake of your target audience, and how you could overcome that to win suppart.

Some common pain hooks

e Doingtoo much Ghformation giving’ to others but not aways gettingthem to empathise with your cause?
* Uncomfortable beingin, or beingperceived to be in, the fundraisingrole B holding the beggng bow?

*  Frustrated by prospective individuas and companies sayingthey want to @hink it over®

e Doinggeat presentations without aways winningpeople or companies over?

* Trouble comingacross as different from other charitable causes?

* Frustrated with pitch cyclestha go on too long?

*  Uncomfortable when discussingmoney issues?

+ Faced with difficulties a networkingevents when articulatingyour cause?

The secret is to have a successful systematic approach

You know wha your organisation does, how it doesit and the impact it makes with thetarget audience or communiies.
W e bdieve in and advocate the use of a uniquey designed systematic approach to Gellingdour cause better, fillingthe
gapstha other trainingand development courses leave behind. The semina will introduce you to anew approach tha
has provided proven results across other sectors, where many of these pan hooks are contextudly similar.

What will | learn on this two-hour seminar?

* Youll beintroduced to arevolutionary approach to ‘selling’ your cause better - without soundng
manipulative or pusy

* Youll learn why a"discovery-based™ approach is more powerful than the traditiond methods
employed in the sector

* Discover how to look different from the other chaities

* And, youll see how setting up-front "contracts™ with prospect

YOU in control

The semina isfree to atend and is capped at twenty, so please book prompy/if pensto be of interest! To
book your place, please email gay@ki-rin.com or telephone Ajay on 08448008482.

About the hosts
Luke Davies, MBA, is Director of Sandler Training, London, and a founder of Workshare - aLo ion and San Francisco Microsoft
Gold Partner software company that he helped grow from zero to 3,500 blue chip clients and US'SB million annual revenue. He
manages the London franchise of Sandler Training, working with individual owner operators and *obd companies. Further info:
www.londoncity.sandler.com

Ajay Mehta, MBA, is founder of the agency, Ki-Rin, supporting Charities to develop business and strategic planning processes to
enable them to be more effective, trangparent and appealing to prospects and donors. Ki-Rin aso helps SVIEs to engage with Corporate
Socid Responsibility stratedes. Further info: www .ki-rin.com

“An interesting workshop delivered with integrity, which challenges your preconceived notions of making the fundraising ask.”
Thomas Bland, Head of fundraising, Help the Aged

"A thought provoking and innovative session that will help raise the bar in handling your fundraising”
Chris Doyle, Chief Executive, Council for Arab British Understanding

“The session was packed with very useful tips for day to day fundraising and for connecting one’s cause with prospects”
Neelam Makhijani, Director, The Resource Alliance



