
Dear DCNA Board Members, 
 
Most of you know me as a former DCNA board member (representing non-park 
organizations in the Leeward islands) and a board member of Sea Turtle Conservation 
Bonaire. 
 
Kalli has kindly given me the opportunity to send my comments regarding the DCNA 
Fundraising Strategy. I ask that these comments be considered during your conversations 
at the March board meeting. 
 
I've summarized my points in bold at the bottom of this email, for those of you who don't 
have time for a full read. I would be happy to correspond with anyone regarding the 
fundraising strategy document. 
 
Caveat: My understanding of DCNA's most recent circumstances and decisions is limited. 
So please take my questions and comments in that light, and forgive me for incorrect 
assumptions etc. 
 
Wishing you all a productive board meeting, 
 
Marlene Robinson 
 
 
 
FUNDRAISING STRATEGIES & ACTIVITIES 
 
Strategies 1, 2, and 3 
 
Comments: 
a) I know that STCB would see each of these three strategies as useful and well 

targeted. The DCNA staff and structure has proven effective with similar activities, an 
indicator of likely success.  

 
b) Regarding Strategy 2 (bullet 3), I encourage expanding training beyond project 

fundraising. During past discussions, DCNA members have identified that the universal 
and challenging goal for all of our conservation orgs is long-term financial stability. To 
serve that need, trainings should also focus on developing strategic fundraising plans 
that are in line with an organizations' capacity, and that lead to a focus on diverse and 
long-term funding streams. 

 
c) Regarding Strategy 3, I strongly recommend that DCNA prioritize the following 2 

deliverables: 
1) an online donate portal that appears seamless with each conservation 

organization's web site, and allows donors to easily and quickly make credit card 
donations, or payments for goods/services. 

2) an umbrella 501(c)3 and ANBI status for each conservation organization's 
donations to be tax-deductible for qualified donors. 

 
I would like to emphasize the value of c1 and c2, above. These services are a quick win and 
seem ideal for DCNA to provide. They are achievable in the short term, and would solve a 
vexing limitation for any of the organizations that, like STCB, have (or plan to have) active 
donor campaigns. I know that DCNA has obtained ANBI status already. I would encourage 
fast-tracking the delivery of 501(c)3 status and a donation/payment portal, which, in the 
last several years, we have signaled a need for.  



 
 
Strategy 4 - Major Donor Program 
 
Comments: 
The major donor program came as a surprise to me, and as the bullet points are very 
abbreviated, it's a bit hard to comment in detail. However, I'll make some comment based 
on my reading of Strategy 4. 
 
Such a program -- if I am understanding the document -- is ambitious and costly, requiring 
expertise and personnel that DCNA does not currently have. I think the most pressing 
question is, how would DCNA gain the financial capacity and expertise for this?  
 
A major donor program directed by DCNA presents risk beyond the capacity challenge. To 
be successful, such a partnership would require DCNA and each conservation organization 
to engage in efficient, constant communication and coordination of donor 
contact/outreach. It seems likely that a conservation organization that is already 
overburdened with its core business will not even have the capacity to ramp up its end of 
a strategic donor program. When an organization is so far under capacity, it may be better 
to ask DCNA to manage the entire major donor program for the organization, from 
acquisition and engagement to follow-up: there is less likelihood of confusion and conflict, 
and the demands on the organization will be more realistic and predictable.  
 
For more developed organizations, I don't think a major donor program housed with 
DCNA is a good fit. For this group, Strategies 2 and 3 may be sufficient to build capacity in 
financial development. Perhaps some targeted donor campaign services may be identified 
over time, as organizations get a better picture of their fund development plans. But there 
are real risks involved for a small organization when it relinquishes the lion's share of 
administration of its donor program. At STCB, we are convinced that being responsible for 
our own donor program is a key to success. No one can communicate with or recognize 
our donors the way we can. We also know that most donations come from direct 
communication with, and the personal involvement of, donors.  
 
 
TRUST FUND 
The introduction to the Fundraising Strategy makes clear that capitalizing the Trust Fund 
remains an organizational priority. Therefore, I encourage DCNA to embrace active and 
strategic fundraising for the Trust Fund. This would clearly require an investment in new 
expertise. Which leads me to my next comment. 
 
 
DCNA OPERATING FUNDS 
The Strategy does not address how to increase operating funds for DCNA itself. DCNA is 
playing a critical and growing role in strategic biodiversity conservation in the Dutch 
Caribbean, but that role is hampered by an uncertain and fairly static operations budget. It 
seems necessary for DCNA to develop a strategy to fund operations. 
 


