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ood morning everyone… Bienvenidos.  
I have the great honor of having this time with you by invitation of the Community Clinics Initiative.  I’d like to thank them for deeming my skills worthy of you … I send out appreciation to Andra Lichtenstein, principle of Capital Incubator, and I wish to especially recognize Anita Addison, from La Clinica de la Raza, for her belief in me and in my fundraising ability.  Thank you, Anita.  Every fundraiser should have a friend and colleague like you.
And please … I want to thank the very competent staff of both CCI and Tides!  Gracias to all of you.
Before I get started…. you should know something more about me so you so you know from what authority I speak, giving fundraising advice.  You have my bio, but what you don’t know is that I was raised by my Lipan Apache /Mexican grandparents in rural Michigan, and THEN raised myself from age 16 onward in Northern California.  Both rural and urban.  
We were desperately poor at times, my grandparents kept their priorities in order.  My sister and I would always have food on the table-- no matter how meager.  Tortillas, beans & coffee were always in the house.  We always had shoes for school, regardless of what my grandparents had to sacrifice for them.   
I grew up with home remedies for everything from warding off the evil eye to curing a common cold to herbal paste for a cut or a bruise.  As for my teeth, I never saw a dentist til I was 24.  Didn’t know why I should.   Yet my grandparents always had me brush my teeth.  They said if I didn’t take care of my teeth, they would fall out, and then someone could use my teeth in a bad spell against me and put a curse on me.  So I brushed at least three times a day!  
As a little girl ….. I was present for my grandfather as he died of cancer:  as his protector, his translator, as his caregiver.  We had no hospice available at that time, nor would we have known how to find it.  The cancer had spread throughout his body, and my grandma and I were left to bathe him, feed him, & tend to his pain.  By age 9, I helped her purchase a casket and made arrangements with the funeral director. 
Fast forward to my teen years and I’m 16, pregnant, leaving home, and moving to California.  I had no money, no home (I was living in someone’s van), and no education about the greater world.   I went to a community clinic for help, as I knew nothing about prenatal care.
When I got to the clinic, I remember sitting on the floor in a long hallway, barefoot in overalls, YESSS with a freshly picked flower tucked behind my ear, and it was the first time I would hear someone ask me about my baby.  It was the first time anyone said “your baby” without anger, without shaming me.  This is what a community clinic gave to me as a young mother-to-be.
Fast forward again to my 30s now, and I’m with my grandma.  I take her to a local clinic, as she is feeling very poorly, and in pain.  We Gonzales women are plagued with pelvic problems.  The doctor says he must do a pelvic exam on my grandma.  And we are left in the exam room so she can undress behind the curtain, while I figure out how I will explain stirrups to her.
An hour or two later and we are out of the clinic, and on our way.  I take my grandma to her favorite lunch spot to celebrate her courage.  The waitress comes over and my grandma announces, “I’ve just had a pelvic exam!  My first one!”  
The waitress laughed and said, “Si, Señora.  Thank you for sharing.”  She takes our order and leaves blushing from our table.  I said, “Grandma!  Don’t be telling everyone.  It’s a private thing.”   I laugh and since that day, there isn’t a time I don’t think of my grandma, and smile, when I’m lying face up, counting the ceiling tiles at my Ob/Gyn appointments. 
I believe that community clinics introduced me to caring for myself in a new way, acquainted me with my body, and taught me to be a better caregiver to my extended family.  In California--- I am both a consumer and an anonymous donor to community clinics.   Our clinics matter significantly in my life.  Hence, why I have a deeply, passionate interest in your success.  
Now I want to give you an abbreviated form of fundraising training.  It won’t include everything by any means, but it will either reinforce in you what you already know and/or hopefully shed light on some new points.
Seventeen years in the business of social justice fundraising from individuals and I can’t imagine myself doing anything else.  People’s generosity never ceases to astound me and it renews my spirit in this work.  And if not today, then tomorrow.  Or the next day.  That’s true for all fundraising.  Each day you have another chance to renew your faith in humankind.
I’ve seen Fundraising sometimes taught like a business transaction, a way to manipulate people into handing their money over to you.  And some folks still do it that way.  I don’t.  I belong to the school that says Fundraising is an act of courage, an act of social responsibility.  It’s a response of activism that gives way to social justice.  If you consider it involves more than money, then you are on your way to making a difference in this practice.  Strip away all the marketing, all the gala events, all the lunches…. And It is entirely about human beings and their intention to do good.
Now for the hard core lefties in the room, and I’m one of them….. Some of you might say Fundraising doesn’t dismantle the very classism and the economic double standard that exists in the country.  That it perpetuates it. And to a certain degree, you are right.

Fundraising, by virtue of its existence, assumes that we are in a system of haves and have nots, that someone accumulates more than another, and it works from that premise.  Otherwise we wouldn’t need to fundraise.  
But while we are raising the money, social justice fundraisers are also pushing the envelope to make social change.  By doing our jobs ethically, and by challenging old models of classist philanthropy, we are creating a space for justice to exist.  
One such attribute of social justice fundraising is that everyone gets asked!  No one is excluded.  No one is discriminated against on the basis of their income—in either direction.  This allows a project, a cause, or a community clinic even, to belong to the entire community.

I’m a big proponent that even a dollar or fifty cents to thousands of dollars can make a difference in the life of a clinic or a project.  If you don’t give me a chance to either turn you down or ante up, then how will you know?  Will you assume I can’t give by the way I dress or by what language I speak?  Or if I work in the fields or in an office?  
Some years back I had to train a Board of 50 people who were both farm workers and corporate attorneys.  Quite a mix!  And I was warned not to ask farm workers for a donation, because it might offend them.  (The group dealt with legal rights of the rural poor)…. Anyway, there I was being asked to not do my job.  I asked the Director to trust me.  And he said okay, but hesitantly.  

As I finished my intro, I then asked them to participate in an exercise with me.  I told them I was not going to fundraise from them, but that THEY were going to fundraise from each other.  

Giggles came from the group.  All eyes were on me.  And silence.  A good long pause as I passed out envelopes, and we all sat there.  (I had told the Director to let the silence fill the room)….. A minute went by…. A long one….and soon a farm worker stood up and eloquently said something like this:  

“This dollar I am holding up represents hard work.  It is earned from the backs of my children and my parents, and my grandparents.  I want this organization to succeed.  I am asking my white brothers at this table to at least match what I am giving or give more if they can.  I am happy to be asking and I feel invincible.”

He sat down.  And soon an attorney stood up, and said…”Here’s my check for $10,000.  And it was earned through hard work… with hours of neglecting my wife, my family, my own children, and depriving myself of sleep.  I am damn proud to be asked by you.”

And so on, and so forth.  Til everyone in the room had given what was appropriate to them.      
Social Justice Fundraising can push the issue of forgiveness and reconciliation and its huge importance to the whole field.  Whether it is across class lines, or between racial communities, or in other relationships.
Without attention to these two fundamental feelings, forgiveness & reconciliation in fundraising, there is no trust, no renewal of faith, and certainly, no relationships can be cultivated.  
Some might think it’s about envy for the Haves, but the deeper problem with these feelings of resentment is that they encroach on our fair judgment about collaborating with one another, or they keep us from fundraising in diverse communities, or they keep us in darkness.
So what does it take to forgive others for having what you don’t have?  Or for forgiving oneself for having?  

The very element that separates us all IS our resources, and lacking resources.  Having money gives us value, status, choice, and opportunity.  Yes, if we were to release into the world all the money of our social justice funders & donors in this room---we STILL wouldn’t rid the world of pain & suffering.  
And I must forgive them for not releasing all their money, because I probably wouldn’t either, if the tables were turned.  I would think first about my family, my neighbors, my extended family, & myself.  Just releasing it all is not the answer.

I don’t think that forgiveness and reconciliation is nearly taught or modeled enough with intention in our social justice community!  But both are integral parts of our social fabric.  We ask fundraisers every day to cross class lines in their proposal writing and direct soliciting—without proper training and without any support to protect themselves from these feelings of resentment, or from generational grief.  We ask donors of wealth to partner up with us, to suddenly create a community based on financial resource and classism without asking them if they understand the responsibility, and know what it means to support a community clinic.  So be prepared to answer this for your donors.
I am not saying it’s easy … to forgive.  But it is a start.  Forgiveness is what allows each of us to become more inclusive as the social justice definition says.  And more functional so that we can do what we need to do for our community clinics. Fundraising is my idea of a tipping point for social justice, if you will…To participate in life with those most different from us.
I am further reminded of the most common questions I am asked after I speak at conferences.  “Pilar, don’t you feel like you’re selling your soul?  Don’t you feel like you are alone in this industry?  Don’t you feel as if you are turning your back on your community?  Crossing a cultural or racial boundary that might not let you back in?”  And I appreciate these questions because they expose our fears, my fears, and our collective misinformation.  

Some of the discomfort I first felt when fundraising from individuals was about detecting the social and economic boundaries that we all have.  Would I be able to be so bold and ask for money?  After all, I was taught it was rude to be forward and direct, so personal with folks.  Surely, tithing is something they talk to their clergy about.  Not to me, Pilar.  Who am I to ask?  And what if I offended someone by asking for too much?  How would I recover from that shame?  How would I hold my head up again?
And then I started to practice a language of belonging, a language that said I had the right to be there.  In that job.  Doing that job.  Asking for those donations.  It took some time for me to realize that I had internalized the classist and racist definition of what it meant to be a donor and what it meant to be a grantee.  Why had I forgotten that my family and my people too were generous and terrific at fundraising, and not just good at being the grantee!  After all, catholic churches didn’t build themselves. 
In knowing I belonged any where a dominant culture person belonged, I became even better at my job.  Nothing stood in my way.  No fear was too great.  No goal out of my reach.  And now my fundraising sounded like this:  
Why do donor services only seem to reach the white donor communities?  Why are only white philanthropists featured in magazines?  Why don’t I hear about the extraordinary generosity of my people in the news?  
Fundraising from individuals brought me to a new level of understanding the economy and its double standards.  I asked myself… what are the secrets, the advantages that I see dominant culture benefit from that my parents could benefit from and my community?  I remember when I had this …. This feeling…. I called my Mom and Dad to talk to them about Planned Giving.  

I got them on the phone…. And after a few minutes, I said, “Mami, have you and Dad, taken care of your affairs?  Is the house accounted for in your will?”  

“Well, I don’t think so, Mija.  We don’t have much, Mija.  You know that.”
“But Mom, you and Dad have a little house.  Something you’ve worked for all your life.  If you don’t direct it to the kids or to your favorite charity (and don’t worry about me….I’m fine, Mom), then when you pass away, it will get stuck in probate.  In the court system, Mami.  And that means, the government will get it.  And you don’t want Bush getting your home, Mami.”
My mom yells for my Dad.  “Oye, Viejo, Pilar says Bush is going to take our home if we don’t put it in a will for the kids.”  

“Ni lo mande Dios!”… my Dad proclaims.
Me:  “Mom?  Mom?  Dad?  Listen for a moment.  Let’s talk about it.”

My Dad speaks up… “Ai que carrajo!….. No way Bush will get my home.  What do we do first, mija?”

Now I know there are different ways to introduce planned giving into our communities.  Perhaps with more finesse than I had with my parents.  But you get my point!  There should be no secrets in philanthropy.  Just by discussing the financial planning tools that are used for tax advantage by others you do a service for your communities.  No secrets.  I believe we should have no secrets in our fundraising or donor community.   And donors will agree with you!
We also as fundraisers bring issues to light to our donors that might not be accessible to them because of class and language difference.  Issues must be made accessible even to people of resource…. If you want overall social change.

Social Justice Fundraising is responsible for challenging the very definition of philanthropy.  Out of that has come a movement to talk about our values and issues in wealth accumulation across foundations in this nation.   I’ve attended  many retreats and think tanks over the years to hear what donors have to say, what they feel, and to hear what grantees feel and what they experience.
There is also a movement for inheritors of large wealth who opt to give away all their money, and not leave any nest egg.  They opt to go to work every day and make the sacrifices we do.  There’s a book called, “I Gave Away A Fortune.”  Give it a read.  You’ll be moved.  

Social justice giving circles have sprouted up all over, circles of donors that practice strategic, upstream giving WHILE giving to direct services.  That is for instance, I might give to your clinic services, but I also give to lobbying for healthcare reform.  I give at the possible root cause of the problem. That is upstream giving.  I give strategically not only address symptoms but root causes.
There’s a program called GIFT, Grassroots Institute for Fundraising Training, which trains more people of color as fundraisers because we are under represented in this field.  Surprise, surprise.  And it deals with the classism and racism that exist in our industry by on many levels.   Check ‘em out  online.
So why fundraise from Individuals?

Well, for starters, people who give to nonprofits stay with a nonprofit up to about 5-7 years time.  As apposed to a foundation that moves on after about 3 years.  Now I know there are foundations that break that rule, but they are few.  Not because they don’t want to, but they expect you to be self sufficient.  And individual donors can turn into planned gift donors, donors who leave you in their wills or in other estate plans.  This accounts for a huge amount of money that is the future security of many nonprofits.

I want to give you a backdrop to our conversation today.  I want to highlight a few things about American philanthropy: 
· 89 percent of American households give!
· The average annual contribution is $1,620.
· Total giving reached an estimated $260.28 billion in 2005, an increase of 6.1% from 2004.
· Total giving has increased 41 of the last 42 years.
· It is estimated that between $6.6 trillion to $27.4 trillion in charitable bequests will be made between 1998-2052.
Now let’s see, how old will I be in 2052?  Whew!  I’ll be a viejita!  I’ll be leaving  you my amassed fortune.

As for what others are saying besides me, I wanted to give you a sneak peak about what your future donors might say if you were to interview them.   So, I did a mini survey with 45 professionals, donor friends, and assorted funders, family foundations, and philanthropists I know.  They range in ages: from 24 – 85.  I received about 25-30 responses. I asked them 4 questions.  
Why should anyone donate to a community clinic for services they will never use?   
Why should marginalized communities have their share of health care?  What does it mean for our society?
Do you have a community clinic story you’d like to share?
And do you have any other comments you’d like me to share with my audience regarding this topic?
And some of what I read from them was beautifully surprising, which tells me there is so much potential for your building a donor following.  One donor says:
“On a community level I believe it is the responsibility of all citizens to look out for those in their community who are unable to secure the basic necessities of life, including healthcare.  On a personal level, when I visit my doctor or hospital, I am aware that my visit has been made possible by a great interconnected web of people, resources and business.  For community clinics, the connecting tissue (financial provider) between patient and caregiver must be all members of the community.”  

The rest of the responses are in your binder for you to read and keep.  Oh, and let me add……….. people were very excited about being asked for their opinions and experiences.  They thanked me profusely.  So take note when you read the words to make your convincing appeals—your supporters, your donors, will give you what you need.  Just ask them.  
There are three TRUISMS I wish to give you today for embracing the practice of individual fundraising in your campaigns.  There is so much to offer you and so little time.  I hope what I have to say today will enlighten, but will also spark your ingenuity.
First Truism.

Fundraising can be a transformative, empowering experience for all involved.  
I carry countless stories in my heart from donors of all giving levels.  I have helped move millions of dollars from the hands of donors to communities in need.   But no one does it alone.  I am but one asker, and part of a whole.  Never forget that organizational history precedes you as do their leaders and support staff that made it all possible.
To solicit an individual person and/or their family means having a relationship with them first.  Not with people’s money, but with them.  And that can be done in several ways.  And several things can help you with those hundreds or thousands of relationships you’ll have in the life of your clinic’s fundraising.
Of course, in the legal aspect of that person’s donation, you are relating to them as an investor, or a customer.  And with that comes the obligatory financial accountability and transparency.   But the relationship starts much sooner than that… before money actually changes hands.  It starts from the moment you consider meeting them. 

How will you relate to the donors?  What will you say to them?  How will you get them respond to your request? And what will they need from you to have a powerful donor experience?
Since many generations ago, we took the act of giving out of the impulse category, and turned it into a science because of urgent human need.    We have been desperately trying to put sincerity back into our donor relationships ever since as we are pressed to meet financial bottom lines. 

So now our Second TRUISM.
Fundraising is a mutually beneficial relationship between you, as the representative of the Community Clinic, and the donor.  
This is a basic marketing concept.  You must create a trust bond that will flourish, last, and forgive.  That elasticity is what we all seek in true relationships.  The fundraising relationship is no different.

A fundraiser who works with people of any wealth, and let me say here, I am not merely talking about people with celebrity level or Gates family level of wealth…. I am speaking about any accumulated wealth ………. A fundraiser who works with people of any wealth, that means a donor of any level, has to know they will become witness to someone’s life story.
Because our money is connected to our lives, our jobs, our children, our past, our material possessions even, and more….it is very personal when we ask others for their money.  No matter how wealthy or not.  We are asking people to give us a part of their life.  With each donation, there is a story.  Some painful and some exhilarating.

This is why fundraising can be so transformative, and requires itself to be mutually beneficial.  And you should expect it to be.  For the donor and for yourselves.  There are donors who by making a gift to your clinics will be fulfilling a promise to their ancestors; or fulfilling a promise they made to their current communities; others will feel righteous and are making a point against a certain political administration; others are doing what was taught to them through their religious belief; and still others are righting a wrong that came with the money they inherited in the first place.  Some give out of guilt and some give to be noticed.  All of it is legitimate and human.
You must give people the chance to change their lives by giving them the opportunity to give to your community clinics.   I find people are willing to share this with you, if you let them…. as one such respondent said in the survey:
“By giving, in my own small way, I’m working to level out the playing field.  Especially when it comes to health, to having control over one’s body.  We all deserve the same rights regardless of where we were born, the color of our skin, what we believe or how much money is in our pocket, and if the government won’t make it happen then we as individuals need to.”

One particular strategy that allows you to fulfill the relationship pledge is a Donor Education program.  They go by the names of Donor Relations or Donor Services.  

You can create your own Donor Services program by asking your donor, or prospective donor, constituency what it needs.   This is where the survey tool comes in handy.  And with this information, you can go into your donor meetings with confidence and integrity.   I find when fundraisers have this information, they no longer feel like they are begging.  Because the integrity of knowing what a donor gets in return for their investment in you speaks volumes about how they will be treated as a valued member of your community.
Now Donor Services vary tremendously.  In fact, donor services exist without being connected to a nonprofit whatsoever.  Your clinic though can offer a site visit now and again, well monitored and well planned.  You can offer financial education that the donors’ lives can benefit from…. But will also allow the clinic to benefit.  
For instance, sponsoring a gathering on planned gifts or how to write the clinic into your will.  Or make them social gatherings too!  A “meet and greet” with the doctors, nurses, and other staff that serve the community.  Single people looking to date love to find new ways of meeting nice prospective partners!  Bring in special authors or poets on topics related to health & healing for your donor constituency.  Do events for children.  Do events that thank the donors for their solidarity and for their partnership.
There are many ways to fulfill your relationship to the donor.  Just don’t make it all about money.  Or they will feel like an ATM machine, and not like your fellow human beings.  

A by product of becoming a fundraiser not only prepared me to become better at asking for substantial amounts of money, but in taking rejection.  I have a quicker bounce-back.  I call it “bounce back”…. It’s the amount of time it takes me to pick myself up from the floor after a donor says no.  

So those skills spilled over into my personal life.  With a stronger bounce back time, I became gutsier, better able to negotiate for my wages, my rent, legal transactions like in my divorce, and even became a better advocate for my extended family.  It came from the practice of discussing political issues and money with my donors and with their financial advisors—when I went outside my comfort zone.  The transformative process is hugely more complex than I can talk about in a few minutes, but this is just to give you an idea.
Now let me spend a few minutes on overworking your fundraiser.  Because that is a negative kind of transformation, if you will.  It is said that fundraisers stay with an organization on the average of 18-24 months.  This level of burn out is so predictable, so evident, so proven, and yet hard to avoid.  Many organizations are pressed to create one woman or one man departments, and cannot afford support staff for these dedicated warriors.  
So how do we keep our fundraisers from leaving us?  Well, one way is to recognize there are two distinct personalities in fundraising.  One that responds to introverted fundraising planning & research, writing proposals, and data management.  The other responds to extroverted fundraising planning, person-to-person contact, and thrives on individual solicitations.  Can you guess which I am?    Both can be found in one person sometimes, of course.  But separating those massive tasks into two separate job titles will ensure more job satisfaction and longer life spans for the positions.
Again this harkens back to asking for capacity building funds from your foundations and donors, so that you can secure the capacity to do Individual Donor Fundraising.   
And our Third TRUSIM… You can build community from your donor base. 
Creating a donor community has so many rewards.  A movement can be strengthened for many issues or simultaneous campaigns ….. health care reform, an endowment, a capital campaign, and so on, through your donor community.  A donor community in your clinic can give you visibility in many ways.  A donor community protects clinics from single-source funding that if its single-source dries up, you fall into financial trouble.  Diverse funding keeps you from being dependent on one source of income, builds reputation and adds to a clinic’s self esteem.
A donor community can gently persuade or gently pressure foundations and other funders, to fund capacity building in community clinics or it awakens other smaller family foundations or not so small as to the need of our clinics.  Your donor community members become your ambassadors.  They become donor activists.  They can pressure the media, local government, Congress, or even the President.  
In the building of a community, you create an educated constituency on the topics of health issues, racism, money, poverty, and the injustice of exclusionary health care.  … as another respondent points out to us,…
“Our family gives because we should value the lives and health of everyone, because everyone’s life has intrinsic value.  But we should also realize we can’t wall ourselves off—even the 40 billionaires Forbes magazine recently said currently reside in the state of California-- they probably go out and eat in restaurants where the food preparers or dishwashers may not be fortunate enough to have health care.  Their billions don’t protect them from germs.”

So, I am not necessarily suggesting Lobbying, because your nonprofit status may or may not allow for that.  I am saying that your donors can get together with donors from other groups or Clinics for the purpose of social change.  There’s no telling what is possible.

The last point I’d like to bring up is the topic of our FEARS in doing fundraising from individuals.  So much of what drives us are our fears.  This leads us into violence, wars, and general unhappiness if we let it.  I want to be driven by my hope in others, and in myself.  I want to give someone else the reason to hope for change.  That was my job here today.  Because you have given my family and my community so much hope, that I wanted to return it.
I can knowingly say that social justice fundraising will fill you with some fear as well.  It is an unknown.  It is an organic, subjective strategy and though fundraising is a proven possibility…  You really don’t know.  

I still get butterflies in my stomach every time I go on a donor meeting.  And I hope that never changes.  I want to be surprised by humankind.  Don’t you? 
I have a piece I want to read to you before we do a closing exercise.  It’s called 7 WAYS TO RETHINK FEAR by Frances Moore Lappe and Jeffrey Perkins, and reprinted from UTNE magazine, May-June 2004.

It describes beautifully the power of positive thinking.  And it goes like this:
Old Thoughts:
Fear means I’m in danger.  Something is wrong. I must seek safety.  If I stop what I’m doing, I’ll be lost. I’ll never start again.  I have to figure it all out before I can do anything.  If I act on what I believe, conflict will break out.  I’ll be humiliated and ineffective.  If I’m really myself, I’ll be excluded and alone forever.  I’m just a drop in the bucket.  My effort might make me feel better, but it won’t help.

New Thoughts:
Fear is pure energy.  It’s a signal that could mean stop or could mean go.  Sometimes we have to stop in order to find our path.  We don’t have to believe we can do it TO do it.  Showing up, even with fear, has power.  Conflict means engagement.  Something is in motion.  It’s an opening, not a closing.  To find real connection, we must risk disconnection.  Our own courage draws others towards us.  Every time we act, even with fear, we help others to do the same.  Courage is contagious.

----------------------------------------------------------------  

Now I’d like to do a little exercise to replace your “fear of asking” with perspective.  It’s something I’ve done with my audiences before and people have made great use of it.  We’ll see what it does for you.

Please would you rip off a strip of paper, any paper you have in front of you.  I’ll be asking you to write a phrase or a sentence, and that’s all.  

But first I want to ask you to relax.  Close your eyes… or don’t.  It’s okay…. And now I want you to breathe in deeply……….. breath out…… breathe in again…. And breathe out.  

I will ask you a question now, and I want you to think about it.  I’ll give you a minute or two.  And then we’ll open our eyes, and I’ll ask a few of you to volunteer your answers.  Now here’s the question:
What was the hardest thing you ever asked for?
Now you all look like you’re done?  Okay.  Do I have a volunteer to read theirs out loud?   Another volunteer?  Someone else?
So you can hear from what folks are saying.  That we have all probably experienced asking for something we thought was impossible to get.  Divorce, promotions, our freedom, asking for help, all of it…. Very hard.
And yet we did it.

Now, I want you to fold up your little scrap of paper and keep in your wallet.  And every time you are out on a donor solicitation, and you think you don’t have the courage to ask that donor for a gift, I want you to take this out and read it.   And remember that moment when you first confronted your fear of asking.

Because asking the donor for a gift will be a walk in the park …. compared to that seemingly impossible moment in your life. 
This in essence……. IS what it is to be a FUNDRAISER of individuals.   You have to be part Super Hero, part Psychic, and part Dr. Phil.

And basically, believe that anything is possible.  I believe in you.  I believe that you ………….. can do it.

Thank you everyone.  
Thank you ALL for your kind attention.  

