























grabbed by everyone else. Good
luck finding someone like that!
Another problem is that the
training of a new person takes a
year or two until he builds up. So
either you pay him a salary by
giving him most of what he collects
until he builds up, or you pay him
your half of what he brings in plus
takes his own. If you do “halfies,”
(according to the percentage you
agreed upon) so you run the risk of
losing him since he is not going to
make enough weekly. A possible

There is a certain
forethought that
goes into
everything in
creation. So too,
everything that
goes into a
Chabad House
needs prior
thought as to how
this will be
organized and
paid for.

solution to this is to make a written
agreement that he takes (for
example) $600 out of what he
makes weekly if this is lower than at
least the same amount from a
49/51 percent split plus travel
expenses. This way he sees
something for himself quickly and
will stay long enough working for
you to be able to build up to a
normal payback for him from the

49/51 split. This might take a year
or two to do. Usually about 2 years.

Remember, people will not give to
him, like they give to you, Mr.
Director, Tzaddik in Rabbi’s
clothing and savior of a givers soul
and Jewish identity! You, they will
give a thousand dollars. Him, they
give thirty-six dollars!

Generally shluchim are
constantly chasing after people to
do this work which nobody
(frankly) enjoys doing!

I know this point will disappoint
many shluchim out there. But the
reality is that while you love your
Chabad center, not everybody else
does!

This means that a guy who loves
you and what you are doing (if you
can find him) doesn’t stay too long
and you (our valiant shliach!) are
constantly chasing after new
people. Meantime money is not
coming in.

The other problem is that most
collectors (or in Hebrew:
“Collectorim”) are of the “door-to-
door” variety. “Dollar-dollar” as it
is called. The work is strenuous and
humiliating and most people find it
hard to do for any length of time.

Hence, you need a large pool of
guys like this to cover the constant
rate of their leaving. The non-
Chabad Chassidisher Olams use
guys like this, it is a very old and
time-honored system. However,
door-to-door work is just one
aspect of how one raises money.
Other problems: A new guy will
take time (a few years) to build up
a profitable return for himself and
for you. He will need to be trained
by dumping him in a car for two
weeks to go door to door. You will
have to come up with money to fly
him to the US or to New York
where the money is. If you are
spending this money already it
would be wiser to consider
spending it on the next guy whom
we will now discuss.

“Paying By Salary,” means you
pay a person weekly or bi-weekly.

The upside is that this person is
here for you “For-The-Long-Haul.”
Loyalty costs money. Translated,
this means that you pay him a
salary. This works out good for you
for a number of reasons. First is
that people would rather work for
less than Mr. Commission-Only is
getting as long as they have
something steady coming in at the
end of the week. Couple this with
giving him a desk, phone and title
of Kavod and you have a very
excited and motivated person for
your mosad. This is good for you,
as this guy, while at first is a
burden to pay for, will after a year
or usually less, pay for himself and
much much more!

Another crucial point is that you
want Mr. Fundraiser to build up
valuable fundraising programs,
create new programs, manage your
donor database, increase donors
and build important long-term
giving relationships for your Beis
Chabad! People generally give
because they like the person asking.
People generally figure if this guy is
SO nice, so it must be that he is a
reflection of his organization (you).
This is how people think. So once
he has built the basis of a number
of those relationships, you can’t
afford to have such a sensitive
position filled with people who are
constantly coming and going. It
bothers donors and helps your
board to think that there is
something about you that is
problematic that doesn’t allow you
build a positive team relationship.
For investors in businesses, a high
rate of turnover in a company is a
sure sign that management has
problems.

Figure the guy has to be there
for at least a year. Only after a year
has passed can you sit down, do the
mathematics and see that he has
indeed accomplished. Many times it
is hard to see without defining
previously what will be considered
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as his fulfilling of his contractual
goals. Money comes in and is
absorbed so fast by a mosad, that it
can easily look like you are in the
same hole you were in before he
came! This is why it is important to
make goals and to be able to
somehow track his progress to see
that your investment was
worthwhile.

WHAT ARE REALISTIC
GOALS FOR A
FUNDRAISER TO
ACHIEVE?

*First year, he should have made
back at least his salary.

*He should have established new
fundraising programs
*Establishment of an honorary
board of directors (as opposed to
the controlling board of directors,
this board has no real control of
your organization)

*Running Board Meetings (you will
need to send him for training to do
this)

*3 mailings should have gone out
*An organized Donor Dbase or
Spreadsheet should be in place
*Updating and organizing of the
list

*Finding and researching of new
donors

*A theme and logo (if they are not
in place) should have been

established

*Management and expansion of
previous fundraising programs
*Building a promotional website
that tells about you and your
programming

Other possible goals depending on
his experience in these things:
*Perhaps a small honorary dinner
arranged (this is better for his
second year as it requires a donors
of higher caliber and experience in
managing a dinner)

HOW ARE THESE
GOALS MEASURED?

The two big measures are that
money comes in and new programs
are established.

Monetarily, it is only fair that if
existing programs are in place and
the fundraiser is managing them,
so any money from this should be
considered as going towards his
contract goals. Plus, money from
donors and any other program that
the fundraiser is asked to oversee
or run. Not including what YOU
bring in of course.

Programs established means
that they started and are going,
regardless of how-much profit has
actually come in. Most programs
take time to turn a profit and get
going.

The rest of the contract goals

should simply be the management
of the above goals.

HOW TO PAINLESSLY
TRACK CONTRACT
GOALS

The best way as Eli Wallen
taught me from his days at Machon
Chana, is to have the Mosad create
a separate bank account for the
fundraiser.

On the checks for this account
is some title such as “Chabad of
Tallahassee Development Fund.”
This will impress your donors who
will think that you are really
organized and have a huge
organization, which is something
important for them to feel.
Everyone wants to give to
something bigger than smaller.

Every dollar raised goes into
this bank account. Monthly
statements are sent to the director
and the fundraiser to track
progress. At the end of the year,
simply count up the total for 12
months and you have the
fundraisers progress report in five
minutes!

[To be continued be”H]

Raanan Isseroff is Operations Manager
/ Administrator for the Shtetl
Foundation.
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Make a “Mivtzah Kashrus” in your own computer!

Introducing JNET-The world wide web without the world wide worrym

While The Internet can be a helpful tool for business, education
and personal use it can also be a potentially dangerous one.
That's why J Net was created.

Using exclusive multi-tiered intelligent filtration, the J Net portal

is probably the most effective consumer resource for eliminating
material not conducive to our needs.

More than virtually foolproof, J .NET is also easy - both to
install and use. Plus its available in both dialup and high speed
DSL and backed by highly trained customer service experts that
will solve your problems fast.

Most important, you can now get the JNET Advantage for only
a bit more than non-filtered on line providers.

If you're ready for the world wide web without the world wide
worry, you're ready for JNet.
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