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Thank you so much for supporting  
the FY19 Call to Action Campaign as a Volunteer Solicitor! 
 
This campaign toolkit provides you with the background information you need to easily and 
confidently secure pledges on behalf of the DC Bar Foundation and its commitment to equal 
access to justice. You should save this toolkit in a place where you can reference it often. This 
way, you have all the necessary information needed at your fingertips when following up with the 
firms you have been assigned. The DCBF team will share this document again as needed but the 
intention is that all Volunteer Solicitors become familiar with the information within this document 
in preparation for this year’s CTA campaign.  
 
 
FY19 Campaign Overview 
 
Campaign Revenue Goal: $661,500 
 
Campaign Official Start Date: October 1, 2018 
Campaign Official End Date: June 30, 2019 
 
Campaign Goals for FY19 
 

1. Raise $661,500 
 

2. Increase repeat gifts from 53% to 60% or greater 
(Compare to industry average retention rate of 48% in 2017) 

 
3. Maintain increased gift rate at 15% (baseline goal) 

Improve increased gift rate to 20% (stretch goal) 
(Compare to industry average upgrade rate of 20%) 

 
4. Maintain decreased gift rate at around 5% 

(Compare to industry average decreased gift rate of 19%) 
 

5. Reduce lapsed gift rate from 18% to 10% or less 
(Compare to industry average lapsed rate of 16%) 

 
Summary Campaign Timeline: 

This year, Thread has suggested Volunteer Solicitors add at least one extra “touch point” before 
the CTA solicitation letter is mailed to cultivate and build stronger relationships with the firms being 
solicited. This additional attention will increase the likelihood of these firms repeating and/or 
increasing their gift to DCBF. 

• August-September 2018: DCBF internal campaign planning 

• October 2018: 
o Thursday, 10/4/2018 at 2pm: Campaign Launch Meeting for Volunteer Solicitors 
o Weeks of 10/8/18 and 10/15/18: Initial “touch base” outreach by Volunteer 

Solicitors to create the connection. VS’ could invite firms to 2018 Fall Reception. 
o 10/10/2018: Fall reception  
o Week of 10/22/2018: Initial appeal letter mailed 
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• November 2018 – March 2019: 
o Week of 11/5/2018: Bi-weekly check-in calls with Volunteer Solicitors begin in 

order to answer questions and prepare VS for first round of follow-up with firms 
post appeal letter 

o Personalized follow-up to firms by Volunteer Solicitors 
o Based on VS emails and reports, the DCBF team will update Salesforce on a 

regular basis with all information given 
o DCBF team alerts VS with firms pledge or send gift.  
o DCBF team begins and manages acknowledgement and stewardship outreach for 

all gifts and pledges 
 

• February 2019: Second appeal letter mailed to outstanding firms 

• June 2019: Campaign concludes, and wrap-up letter sent to all donors 
 
Points of Contact and DCBF Staff Support 
The DCBF staff is ready to help you with whatever information or resources you need to be most 
successful in your donor outreach. Please contact the below individuals for the listed supports: 
 

• Greer Richey, Development and Communications Assistant 
o Email: richey@dcbarfoundation.org 
o A specific firm’s giving history 
o Contacts at a firm 
o Relationship management history: what conversations happened when, with 

whom, in the past 
o Updates to your weekly list of your firms’ activity 
o Copies of appeal letters or other documentation 
o Confirmation that a firm has a made a pledge 

 
• Kirra Jarratt, Executive Director 

o jarratt@dcbarfoundation.org, 202-853-9030  
o Backstory on DCBF’s relationship with a given firm 
o Support in reassigning firms to the VS team  
o Additional DCBF history and talking points 

 
• To be Hired, Director of Development 

o Contact Info TBD as he/she is hired 
o Advice on how to cultivate a firm contact 
o Advice on a firm’s solicitation amount 
o Advice on how to solicit a firm contact 
o Advice on how to handle tricky conversations 
o Advice on how to handle conversations that go silent 
o Advice on using or adapting campaign talking points 

 

 

 

 

 

mailto:richey@dcbarfoundation.org
mailto:jarratt@dcbarfoundation.org
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Your List of Firms  
 
Every Volunteer Solicitor (VS) is assigned a portfolio of five to ten firms to cultivate and solicit. At 
each firm, DCBF has identified the “Top Dog,” who is most typically the Managing Partner of the 
firm. It should be noted that the “Top Dog” is always subject to change, as people take new 
positions or change workplaces. If you are notified that the “Top Dog” has changed, we ask that 
you try and ascertain the background of the change and then let the DCBF team know about the 
change, with the new “Top Dog’s” information.  
 
The preponderance of firms and contacts on your list should be entities with which you are familiar 
and/or have an existing relationship. In the event a firm or contact is completely new to you, we 
encourage you to use your professional network, LinkedIn, and other resources to see if you can 
identify a connection you may not have previously realized. The DCBF Executive Director and 
the DCBF Director of Development (once hired) will be available for advice on how to approach 
totally “cold” contacts. 
 
In reviewing your list for the first time, if there is any assignment you question, please raise those 
reservations early so that DCBF can consider reassignment with the ad hoc reassignment 
committee. It is in the interest of the campaign to ensure that every firm has the best, strongest 
VS connection possible.  
 
Every week, you will receive a “Call to Action” report that lists your firms, the specific suggested 
solicitation amount for each in FY19, their giving history, “Top Dog” contact information, and a 
record of the latest activity relating to that firm. 
 
 
Making the FY19 Ask 
 
Cultivation 
 
In FY19, DCBF recommends a tactical change in line with a proven best practice of fundraising: 
early cultivation. 
 
During the weeks of October 8th and October 15th, DCBF requests that VSs reach out to their 
firms to introduce the FY19 campaign and prime the contact for the coming solicitation. Early 
cultivation aims to: 
 

o Invite the firm to the 2018 Fall Reception on October 10, time permitting. 
o Establish connection and conversation with firm contacts earlier in the solicitation process. 
o Acknowledge and celebrate the firm for its past participation in Call to Action. 
o Receive any feedback about previous year’s campaigns and any “Top Dog” contact 

changes. 
o Familiarize the firm with the goals of the campaign. 
o Prime the firm to make its gift when formally solicited. 
o Garner a better understanding of the firm’s annual giving cycle to provide details to the 

DCBF team as to the timing of the CTA solicitation. 
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Whether in-person, by email, or via phone, cultivation is all about the personal touch. There is no 
singular script that will work equally well or appropriately in all scenarios. Rather, effective 
cultivation is about conveying key talking points in a fashion customized to the particular audience. 
When cultivating your list of primary contacts, the following structure can help you to organize 
your correspondence or conversation: 
 

• Begin the conversation or correspondence with a personal anecdote or connection 
o If they attended the Fall Reception, that’s a nice connection point to make. If they 

missed the Fall Reception, you could express regret that they missed the event. 
 

• Pivot into cultivation by acknowledging the firm’s past giving history 
o Your list of firms will detail their giving history. Make a point of recognizing their 

most recent gift by its specific amount. It should be intentional that you note the 
exact number so that you remind the donor of their starting point when thinking 
about their FY19 gift. 

 
• Connect the firm’s gift to the FY18 campaign’s overall success 

o 106 firms participated 
o $626,150 raised 

 
• Make a connection to services and impact 

o The Call to Action campaign is so important because as attorneys, we all care 
about equal access to justice. This is a promise of our legal system that we have 
to work to uphold, and DCBF is proud to be one of our city’s most robust champion 
for civil legal aid. 

o DCBF hosts the Call to Action Campaign to raise funds in support of its mission 
and services, and it is the foundation’s largest, most important annual fundraising 
effort.  

o Every dollar raised gets bundled into either general operating support grants to 
both innovative and stalwart civil legal aid providers, or into underwriting funds for 
attorney training and the Loan Repayment Assistance Program (LRAP).  

 
• Pivot to the FY19 campaign 

o Express enthusiasm that the FY19 campaign is formally getting underway, and 
the goal is to raise $661,500 by March 2019 to continue DCBF’s positive impact 
on DC’s civil legal aid landscape. 

 
• Ask for help in three key ways 

o Correct primary contact: As the campaign gears up, you want to be sure DCBF is 
talking to the right people at the firm about lending their support. Is the “Top Dog” 
indeed still the best person with whom to connect, or is there someone else at the 
firm in a better position to field a coming request for support? 

o Any suggestions of other firms or companies to connect with? You would be 
grateful to hear any ideas they might have of other firms or companies that DCBF 
should approach in support of civil legal aid. 

o Keep an eye out on the mail: Remind them that a solicitation letter will come in 
late October/early November, and you look forward to connecting again then to 
discuss in more detail their support for the campaign. 
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o Any suggestions on best time of year to approach the firm about greater support 
(not sure about this one, but if we want more $, we need to get in advance of the 
firm’s budgeting cycle and we never have enough information about this) 

 
• Thank them again for their support of Call to Action 

 
As a reminder, do not be shy about mentioning specific gift numbers during cultivation. Reminding 
a donor of their past giving history is a way to anchor their thinking about what is possible for this 
year’s campaign. 
 
Moreover, feel free to please send other collateral as relevant and appropriate to bolster your 
cultivation. For example, you could send: 

• Link to https://dcbarfoundation.org/our-approach/  
• A recent newsletter that you have received via email from DCBF 
• DCBF’s impact video on YouTube: https://www.youtube.com/watch?v=FDM3QlT0tF8  

 
If you learn any new useful information during cultivation that could impact solicitation, e.g., a 
different primary contact for the firm, an important staffing change at the firm, financial or other 
operational woes or boons, please promptly share that information back to Greer Richey 
at richey@dcbarfoundation.org so that she can update the donor database accordingly. 
 
Solicitation Follow-Up 
 
DCBF will alert you once the formal solicitation letters are mailed. You should then begin 
solicitation follow-up. The following talking points can help you to organize your correspondence 
or conversations with primary contacts. 
 

• I am following up on a letter from the DC Bar Foundation that was sent to you in late 
November. I would like to talk to you briefly about the Foundation’s work and encourage 
your firm’s support.  
 

• DCBF’s annual Call to Action Campaign represents the core source of funding for the 
organization’s private grants program. DCBF grants support general operating expenses, 
which are harder to come by – most foundations prefer to fund specific projects. For that 
reason, the Foundation plays a critical role in helping nonprofit legal aid providers pay the 
rent and keep the lights on. 
 

• Your Call to Action gift will help make a lasting impact on DC’s civil legal aid network:  
 

o DCBF serves 30,000 District residents in vulnerable situations each year.  
 

o In 2019, the Foundation will again award $600,000 in private grants to nearly 30 
legal aid organizations, allowing them to provide critical assistance to low income 
District residents.  

 
o In a metropolitan area where close to 25% of the population is eligible for legal aid, 

it is essential that grantees deliver high-quality cost-effective services. DCBF helps 
them accomplish this by providing training, technical assistance, peer review, and 
monitoring. 

 

https://www.youtube.com/watch?v=FDM3QlT0tF8
mailto:richey@dcbarfoundation.org
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o The Foundation provides tax-free, interest-free, forgivable loans to qualifying DC 
poverty lawyers in order to help them meet their staggering educational debt 
obligations while earning a modest public interest salary. This Loan Repayment 
Assistance Program (LRAP) helps organizations attract and retain top-notch talent 
to serve the District’s neediest residents. The private LRAP program supports 
attorneys who work in DC but live in DC or MD. 

 
• The Call to Action campaign runs now through March 31st, and we heartily encourage 

[FIRM NAME] to make its pledge now so that we can get the campaign off to a running 
start. 
 

• Donations can easily be made online at www.dcbarfoundation.org or by mail using DCBF’s 
printable donation form.  
 

• Checks should be made payable to “DC Bar Foundation” and mailed to the following 
address:  
 

DC Bar Foundation 80 M Street SE, First Floor  
Washington, DC 20003  
 

• A gift to DCBF counts toward your firm’s commitment to the Raising the Bar in DC 
campaign.  
 

o This initiative, formally launched in 2010 by the ATJ Commission, has a goal of 
substantially increasing financial support to the District’s legal services community 
by establishing benchmarks for law firm giving and annually recognizing those 
firms that have donated at benchmark levels.  

o You can visit http://www.dcaccesstojustice.org/raising-firms to see at what level 
your firm was recognized last year. Remember that your gifts to the Call to Action 
campaign count towards the firm’s Raising the Bar contribution. 

 

Frequently Asked Questions from Donors 
 
Why should we give to the DC Bar Foundation and not directly to the legal aid 
organizations you support? 
 
Your gift, when leveraged with other donations, will have a significant impact on the entire  
civil legal aid network the Foundation supports. Our private grants range in size from  
$7,500 to $120,000.  
 
Your gift will be coupled with a holistic approach to grant making that develops and  
strengthens the programs we support. Through training and technical assistance, we  
collaborate with others to offer workshops on supervision skills, practice skills, and  
substantive legal issues.  
 
Our Loan Repayment Assistance Program (LRAP) helps organizations attract and retain  
talent to represent the District’s neediest residents. Interest-free, forgivable loans are  
awarded to qualifying public interest attorneys in order to help them meet their staggering  
educational debt obligations.  
 

http://www.dcbarfoundation.org/
http://www.dcaccesstojustice.org/raising-firms
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Your gift will assist agile, lesser-known organizations that represent pressing and emerging 
practice areas. Here are a few examples: 

o Disability Rights DC at University Legal Services assists individuals with mental health 
disabilities by filing grievances and using other forms of advocacy to resolve rights 
violations at St. Elizabeth’s Hospital. 

o The Capital Area Immigrants’ Rights Coalition is the only non-profit organization in the 
Washington, D.C. with a legal services program focused exclusively on assisting detained 
immigrant men, women, and children in jails and juvenile facilities. 

o School Justice Project uses special education law to ensure that older (ages 17 to22), 
court-involved students can access a quality education during incarceration and through 
reintegration. 

o Asian Pacific American Legal Resource Center provides linguistically accessible and 
culturally appropriate legal services to low-income Asian immigrants in DC who have 
limited English proficiency.  

 
You can give with confidence, knowing that your donation is going to a well-run organization 
serving District residents in need. DCBF funding is considered a “stamp of approval” by many in 
the local legal aid community. Our processes for monitoring and evaluating grantees strengthens 
them and makes them more appealing to other funders.  
 
As one executive director said, “Our initial DCBF grant gave us legitimacy as a newly  
formed nonprofit, and allowed us to attract other donors...” 
 
In addition, Elizabeth Landau, Staff Attorney at the Amara Legal Center, shared, “In addition to 
lifting a significant financial burden, LRAP serves as a source of encouragement. It is a reminder 
that the DC legal community cares about public interest law and values my position.” 
 
What is the difference between the DC Bar Foundation and the D.C. Bar Pro Bono 
Program? 
 
The D.C. Bar Pro Bono Program recruits, trains, and mobilizes volunteer attorneys to take pro  
bono cases to help low -income individuals, as well as small businesses and community -based  
nonprofits. The Foundation funds and supports many of the legal services providers from which  
these pro bono cases arise, thus helping to ensure the availability of pro bono opportunities. 
 

Other FAQs? 
 
In an effort to revise and share relevant information with Volunteer Solicitors, please reach out 
the DCBF team and let us know of any other FAQs that you come across while talking to your 
connections at each firm and we should address in this toolkit. 

 


