6-22-11 CORE Consultants gathering

Check ins
Melissa Scholz’s presentation

· Started in for profit law

· Moved into focusing totally on nonprofit 2007 with her own practice

· Rates too low and people don’t think you’re for real 

· Value professionals who specialize in working with nonprofits

· Sometimes pro-bono law work leads to having to pick up the pieces

· What is the client willing to do for me?—defining the scope of the project

· Using checklists and timelines to keep track of the budget for the project

· Co-op model working with clients—i.e. a group session around a particular shared issue (copyright registration,,) and consultant gets paid for the session.  

· Working with Community Shares and Center for Change on developing co-op and/ or other models

· Hourly rate is ok with IRS as long as you are not getting proceeds from the work

CORE update related to presentation

· July gatherings bringing together consultants and organizations—moving toward our pilot program, figuring out ways that we can work together, grants to cover costs of consulting for organizations, ways that organizations can contribute to covering the costs of consulting financially and with time 

Break Out Report Backs

Top Ideas for the day

· Invoicing the hours that you do for free to help nonprofits understand the work and keep track of the inkind services they receive

· Starting with our normal rates and being open and transparent to discuss ability to pay and revise rates

· Working together as a group to brainstorm additional ideas (consulting gatherings)

· Consolidating clients to provide the same service to groups—hands on working sessions, not simply presentations, benefits organizations by less expense and opportunity to share with other organizations, building trust and peer group learning

· 2 stage proposals, look at current situation/ assessment phase then provide a more detailed proposal for the second action phase.  Gives a lower cost for the 1st part of the work.  

· More collaboration of consultants with different areas of expertise, learn how to do this ( possible CORE networking session about how this works, how connections are made between consultants, how payment happens—timebank or dollars)

· Culture of depending on board members to provide pro bono services—making this more explicit and where is conflict of interest

· Code of ethics

· Take top 100 nonprofits in area, how much of their budget is earmarked for these types of services, set aside a percentage of budget for capacity building services

· Funder education piece

· CORE elevate perception of value of consultants (consultants union, co-op)

· Improved messaging through CORE of consulting

· Showcase sessions—sharing people’s work and getting input on it

· FCI directory of community consultants

· Using CORE consultants email list

Moving the Work Forward
Futhering the ideas presented—Let Rebecca or Amy know if you would like to take a lead in organizing any of these areas,  Cindy Crane, Nancy Resnik, Mary Sykes (keep in the loop),  Melissa Scholz, Deb W (keep in the loop), Bert Stitt.  Melissa will convene first meeting

September session on cross-cultural competency

Small Group Notes

Small Groups (Brown)

A. Responses

· need good grant

· Writes (+ cards)

· Basic to getting paid

· difficult to get paid in pro bono world

· Dane County culture needs to be changed. What is our role in that? Have we contributed?

· Full spectrum-those that can pay-those that can’t.  How can sort them out

Small Groups (orange)

· Add donation services to our invoices

· Work as a group to brainstorm additional ideas

· Core has potential ability to elevator perspective of value of consultant related to message of long term benefits


Small Groups (Brown)

· Other professionals have some concerns

· Ideas on other people solve issues.

· Bringing organization + consultants together 

· This is an opportunity not a problem

· Not exciting, profits, or don’t want to pay

· Melissa’s cooperative approach

· Collaborative pricing and messaging  

Small Groups (orange- with brown in middle)

· Workable

· Legal coop

· Tell people this is what the project is worth; can you pay it based on relationships we build?

· Collaboration by consultants with different areas of expertise

· Board members offer services; may not be expertise organization really needs

· Common rate questions across different disciplines

· Groups expect free advice, which is our business.  How much do we give away before we charge?

Small Groups (green)

· Systems- Challenges

· World of non-profits: wide range of types of organizations

· funders (ej: MCF) not wanting to find or support paying for consultants

· consultants need to tie their service to outcomes for customers/people the non-profit serves

· funders expectations are short sighted

· invoicing- record all-time spent, relfect what changes would have been recorded of “pro hono”/in-kind work

· creates more trust; customer sees exactly what they are paying for

· if all consultants did this- could it help shift the culture?

· Charges and expertise 

· boards of directors doing “pro bono” work

· make this more explicit

· collaborative work - “seminar marketing”- ej: what Melissa described: org. sharing 

· resources/ cost/org. 

· Needs to be hands on!! working sessions

· CORE'S work!

Small Groups (Pink)

· Personal: 


· reasonable rates with goal of never turning anyone away because of prices

· be very transparent about approach and pricing

· clients to take over printing and electronic copies

· adjust to client needs and conditions

· offer choices in preliminary proposal

· 2 stage proposal: assess, delivery


· Structural:

· established sector (DC) vs. not (MSN) of professional consultants 

· internal/external funder?

· Market tiers

· options

· installment

· sponsor 

· group shares, investment

· grants

· go-to group of advisers and consultants 

· percent budget for professional services (top 100)

