dsmbuzz.com Brainstorming Event, B & B Restaurant, Des Moines IA 1.14.08

Present:

Sherry Borzo, dsmbuzz.com
sherry@dsmbuzz.com
David Borzo, dsmbuzz.com


1107 45th Street, Des Moines IA 50311
515.274.6703

Barb Niccum, Pure Paper
barb@pure-paper.com

412 East Sixth Street, Des Moines IA 50309
515.255.3533

Stephanie Binney, Sweet Binney’s
Stephanie@sweetbinneys.com

8527 University Boulevard, Suites 1 & 2, Clive IA 50325
515.270.9128

Brian Sweeney, Angie’s Kids Zone
brian@angieskidszone.com

228 Fifth Street, West Des Moines IA 50265
515.277.6832

David Baker, Halo Capital
davidb@sayhalo.com

814 33rd Street, Des Moines IA 50312
515.974.6908

Trish Flaherty, Metropolis P.A.

tflaherty@metropolispa.com

PO 36026, Des Moines IA 50315
515.480.2972

Rachel McClung, Graphic Design
Rachel@firazen.com

6216 Willow Crest Drive, #203, Johnston IA 50131-2136
515.664.2577

Brian Hobbs, B & B Restaurant & Bar

bhobbs9018@msn.com

(r) 2712 Beaver Avenue, Des Moines IA  50310
515.255.8521


(h) 3911 Belair Drive, Urbandale, IA 50323

Kelly Moore, Kelly Moore Consulting

Kelly@kellymooreconsulting.com

2516 45th Street, Des Moines, IA 50310
515.255.5736



Kelly@desmoinesfamilies.com 
kelly@bykellymoore.com 

Ginger Johnson, Snap! Creative Works
snapcreativeworks@mchsi.com

618 Crawford Avenue, Ames IA 50010
515.450.7757

Notes 

What have you given before/what’s been requested?


Gift certificates, food, time, teaching a class/es, supplies, consulting services, 

discounts, advertising, baskets, retail goods, ink cartridges, internships

Who requests?


Public and private school groups of all kinds, fire department, police department, 


Sports groups, events (proms, etc.), bridal fairs, bands, IA egg council, Datebook, 

Juice, publications, parent teacher groups, Soybean council, Scouts, House of 

Mercy, Younkers, CityView, YMCA, Big Brothers/Big Sisters, Ronald McDonald 

House, Gender awareness groups, Art festivals, radio, …

Why do you/would you give?


Get a thank you; hear back on how it helped


Transparency


What’s in it for me?


Feels good


Supporting (local) community


Direct benefit to store/business


How easy are they to work with


Pleasant interaction/ask

Why would/do you not give/consider?


Bad mood, bad day


Unfamiliar cause or organization making request


Zero connection to your business

Merchants would like help tracking matches (matches of requests to givers, who is 

matched to what)

Sherry would like to see:

1. Web system – 
a. “This is what I am willing to donate” (merchants)

b. “This is what we want” (requestors)

2. dsmbuzz.com cards (revenue stream)

Fundraising scratch tickets as fresh idea (does this give a nod to gambling?)


Could have it at POS (point of sale) and scanned and tracked with bar code?


Could you use pooled donations for this?

Schools want high profit margin opportunities when raising funds


(What is the % of return organizations like schools want in order for it to be worth 

their while? Do they have a finite % or does it vary?)

Example - Requests to parents of private school example indicated 2 times a month a 

request to donate in some form comes home

Where does it stop (the requests)?

How can/might Micro lending fit the model? Kiva, prosper.com


Some like micro lending as it affords an opportunity to buy into and support 

something you can relate to



Can we do some local peer-to-peer lending?

Having the face-to-face interaction is important/good for any kind of request/exchange

Need to address the fatigue of selling and buying (for those soliciting and those 

supporting)

Mapping out what you want to/plan to give knowing what is expected or going to be 

asked would be helpful in planning (for all concerned and involved)

Entertainment books – good idea, saturated market, some give them away as gifts


Good exposure, new options/choices, source when searching for something ‘new’

To condense a book format into a dsmbuzz card could be a very good, compact, efficient 

option (good selling point)

Want new, fresh fundraising ideas

Need consumer members (what ideas do you have in how to sign them up?)

Sherry’s goal by end of 2008 = 200 merchants signed on (presently 57)


She’ll be talking to IRF (Iowa Retail Federation), COSC (Center On Sustainable 

Communities), Iowa Economic Development

Consider Point (accumulation) cards; popular, recognizable, understood format

Merchants want to feel like they are appreciated for donating

Having the asking organization show appreciation goes a long way to feeling good 
about it, relationship building, more partnering

Why would you participate (merchants), use this service?


Supporting local


Hate saying no


Timesavings, which equals money savings


Better idea of effective donating


Donation is valued at the merchants


Does it make a difference?


Eliminate/greatly reduce random asks


Better use of $$


Shifts from product donation to card, which, like a gift certificate, drives traffic



Trade services/goods, which can equal good exposure opportunities, meeting new 

people/customers, attending new events

What would those present 1.14.08 want (in order to/when they give)?


Word of Mouth spread


Specific market group targeting


Qualified future targets/clients


Someone who knows what your business is about, creating salespeople


Quality


Referrals


Drive traffic


Personal satisfaction

Value added (to merchants) could include:


Tracking - in various forms



Specifically to track who acted due to exposure (sales, traffic, etc.)


Best practices – develop (ongoing) and offer resources for practices, suggestions, 



Sop’s for participants; “learning how to…” for example

Need a way to recognize those involved (could this be a separate portal?)


Highlight - locally owned businesses, supporters, other key points

3 present actually have budget they follow for giving, 1 gives more product, 4 no 

budget/system

When exchanging (well received idea seemingly), need to assign a dollar value both ways


I.e. – when consulting services are requested, provide a dollar value of what those 

services are worth and get an equal exchange of whatever you want in exchange 

for giving (3 hours of time, at 30/hr, equals a $90 value/return in the exchange)

Be sure to ask for something in exchange, ask what they may have to offer (exposure 

in advertising $$, tickets to the event you are giving to for networking, etc.)

Hold an end of year auction/shindig to clean house of donations – make sure they get 

Utilized/don’t languish


If they don’t get, you may not get them again from same sources


Make it a fun event; invite donors, organizations, etc. 


Could consider a donation at the door as the “ticket” which goes right into 

operations/dsmbuzz


Could recognize everyone who gave/involved for more exposure

Projecting – 


Goal = promote local economy


Perk = marketing support


Visibility


Awareness of opportunities for donors

Portal to systematize


Timely functioning


List needs (requestors) – “this is what I need/want to receive”

& what’s available (donors/givers) “this is what/how I want to donate/give”

Side bar/future possible discussion issues:


Who is actively involved in their school districts (board meetings, etc.), non-

profits, charitable organizations? Who is aware and knowledgeable of how 

some of the processes work to determine levels of fundraising undertaken?


How can a relationship be started/built with requesting organizations to 

streamline?


How does dsmbuzz.com publicize itself? 

What’s next??


Additional thoughts welcome


All get a hard copy and an emailed file of notes


What do people need and want?

Additional thoughts from Ginger Johnson


1. Is anyone interested in TOMA in return?

2. Could you/would you want to offer/want to develop theme cards - specific events, purposes, groups of givers, target market, etc.?
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