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 Betsy O’Brien Anderson –
Director of Development, Ford’s Theatre Society

 Jeff Hale –
Vice President, The Sheridan Group

– We’ve known each other since circa. 2000-2001. Jeff was 
at the Kennedy Center and Betsy was at the National 
Gallery of Art

– Both active in a roundtable of Annual Giving Managers 
at local arts orgs.

– Betsy actively encouraged Jeff to apply for the position at 
the National Gallery of Art

– Jeff actively encouraged Betsy to apply for the position at 
Ford’s Theatre

Meet the Cast - Prequel
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 Prologue: Convergence of ideas I had found to be successful 
fundraising in the arts and what we in The Sheridan Group have 
found to be successful with our Association Foundation clients.

 Act I: What structural similarities exist between Association 
Foundations and Arts Organizations? 

 Act II: If there are structural similarities, does that translate into 
similar issues and obstacles?

 Act III: A look at some of the approaches arts organizations use to 
achieve success in fundraising.

 Act IV: An overview of development at Ford’s Theatre and how they 
employ those methods across their Development program.

Plot Outline
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When you came into the room initially – you should have received 
a slip of paper with one of the following codes written on it:

• A1
• A2
• B1
• B2
• C1
• C2
• D1
• D2

Please get yourselves organized in small groups based on the code 
that is written on your slip of paper.

Exercise – Elementary Movement
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A1 = Association/Association Foundation

A2 = Arts Organization

B1 = Association Member (aka Dues Payer)

B2 = Audience Member (aka Ticket Buyer)

C1 = Association’s Broader Public

C2 = Arts Organization’s Broader Public

D1 = Association’s Vendors/Associate Members

D2 = Arts Organization’s Viable Corporate/Foundation Community

Setting the Stage

6



• I already pay dues – and frankly they’re high!

• Ticket prices are already high

• Then, on top of dues, you want me to pay for the annual 
meeting, and those costs...

• After I buy the ticket, I have to get there, pay for parking, 
probably get something at intermission...it’s not like it’s 
just the cost of the ticket.

• I do enjoy the benefits of being an association member, 
but what do I get out of giving to the Foundation?

• Of course I enjoy the shows, I keep coming don’t I? But 
why should I give to the theatre above and beyond that?

Theme & Variations – The Member/Audience Side
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• [We know] our members don’t have a lot of money, so we shouldn’t 
ask them for too much.

• We already hear people griping about the ticket prices.

• We don’t have the staff to do it.

• Ditto!

• There are issues working with the Meeting and Conferences team, it’s 
too hard to manage overlapping relationships.

• It’s very time consuming to work with the box office on ticket 
reservations and VIP seats.

• Our Executive Director isn’t interested in / doesn’t think they are good 
at / won’t make time for fundraising.

• Our Artistic Director doesn’t understand / appreciate what goes into 
successful fundraising.

Theme & Variations – The Association Foundation
/ Arts Org. Side
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• So, how does a performing arts organization – whether 
it’s a major landmark like Ford’s Theatre or one of the 
thousands of local and regional arts organizations 
around the country – successfully turn ticket buyers into 
donors?

• Messaging

• Benefits

• Stewardship

How Do They Do It?
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• Individuals Membership

– Friends of Ford’s Theatre (annual gift of $50 - $999)

– John T. Ford Society (annual gift of $1,000 - $9,999)

– Abraham Lincoln National Council (annual gift of $20,000+)

• Corporate Support

– Board of Governors

• Foundation and Government Support

• Annual Fund

– Fully tax-deductible contributions with no corresponding benefits

• Planned Giving

The Ford’s Theatre Model
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• Messaging

– Tailored to specific audiences

• Mission and Programming

– Supporting the role of the organization in the community

– Supporting artistic productions

– Supporting educational programming

– Supporting an historic landmark and theatre

– Donor Segment

– Individuals

– Corporations

– Foundations

• Communication Type

– Print

– Online

How Do They Do It?
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• Benefits

– Dovetail with the overall relational experience

• Strengthen the relationship with the organization

• Enhance current experiences with the organization

• Create additional opportunities for engagement

– Programmatic 

• Supporting Ford’s Theatre as a significant component of President Lincoln’s legacy

• Supporting artistic productions

• Supporting Ford’s Theatre’s Educational programming

– Donor Segment

• Individuals

• Corporations

• Foundations

– Communication Type

• Print

• Online

How Do They Do It?
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• Stewardship

– Dovetail with the overall relational experience

• Every time the donor attends a performance, it’s a chance to say “Thank you”.

• Events provide opportunities to engage with many donors at once in-person.

• Leverage existing opportunities to recognize and thank donors (e.g. donor listings 
in performance programs)

– Programmatic 

• Corporate/Sponsor benefits are often highly tailored and negotiated with the 
corporate donor

• Opportunities to see programs (i.e. educational, underwritten performances, etc.) 
“in action” with live students and/or audiences

– Donor Segment

• Individuals

• Corporations

• Foundations

– Communication Type

• Print

• Online

How Do They Do It?
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Denouement & Improvisation
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The goal of today’s presentation was to begin a conversation about the 
ways in which Association Foundations can follow the example set by arts 
organizations in how they are engaging, cultivating, and stewarding their 
donors. 

In that respect, I hope you all have found it to be entertaining and 
perhaps even thought-provoking.

I would really like to thank Betsy Anderson for her time today and for 
giving us a window into the fundraising of one of our nation’s true 
treasures.

We’re happy to answer any questions you have at this point.


