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The Main Street Approach® to 
Commercial District Revitalization

ORGANIZATION COMMITTEE
ESSENTIALS

Kathy La Plante, 

Sr. Program Officer

National Trust Main Street 
Center

What is Main Street?
• Methodology used to revitalize 

older, traditional business districts

– Now with >2000 programs

• Underlying premise: encourage 

economic development within the 

context of historic preservation

• Advocates a return to community 

self-reliance, local empowerment, 

and the rebuilding of traditional 

commercial districts based on their 

unique assets:

– distinctive architecture 

– a pedestrian-friendly environment

– personal service

– local ownership

– a sense of community

A vibrant Downtown is…

• A major employer & economic 
stimulator

• A strong base for independent 
business

• A source of increased value of 
surrounding neighborhoods

• The heart & center of community 
activity – arts, culture, events, 
government, churches, financial 
institutions, etc.

• a symbol & representation of a 
community’s quality of life, history, 
identity, pride, and sense of place

• a tourist attraction

Necessary Ingredients for an Effective 
Commercial Revitalization Program

• Broad-based public and private support

• Strong Organizational Structure

• Sustainable programming

For Property Owners

• from increased property value, to stability, to assistance, etc.

For Business Owners – retail, service

• from increased sales, to educational & marketing support, etc.

For local & county government

• from increased tax base, to healthy economy, etc.

For every one in the community

• Residents - from sense of place, to quality of life, etc.

• Consumers – from enhanced marketplace, to service, etc.

• Preservationists – maintaining character & value in preserving

Building Consensus…Building Consensus…

… Identifying the value / benefits… Identifying the value / benefits

Whether you are getting locals and visitors to come to 

Downtown to enjoy or participate in an event, or 

encouraging residents to shop at downtown stores... 

Downtown & Commercial District 
Revitalization

From promoting to selling…From promoting to selling…

Biddeford, MEManitowoc, WI Burlington, VT
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Whether you are guiding a school class in an architectural 

tour, working with the City on streetscape, or helping a 

property owner improve their building’s façade…

Downtown & Commercial District 
Revitalization

From educating to improving…From educating to improving…

Bloomfield, IA

Whether you are recruiting a corporation to sponsor your 

activities or engaging a volunteer in leading the efforts…

Downtown & Commercial District 
Revitalization

From forming partnerships to building leaders…From forming partnerships to building leaders…

Ferndale, MI Pembroke, NH

Your main objective is to build a sense of ownership in 

Downtown from each member of the community with a 

commitment to revitalize it and sustain it as a vital part of their 

identity – past, present, and future.

Downtown & Commercial District 
Revitalization

Every thing you do helps!Every thing you do helps!

Des Moines, IA

Main Street Program Operations

How the organization functions…

1. Day-to-day Operations: Office & activities

2. Leadership Structure: Board, Committees, staff

3. Communication Lines: staff, volunteers, stakeholders, partners

Main Street ProgrammingMain Street Programming

What we do / what we offer = ValueWhat we do / what we offer = Value

1. Planned Initiatives & Activities – per 

focus/point – benefit, direct

• Organization

• Design

• ER

• Promotion

• Other

2. Unplanned Activities – accidental work

3. Strategic Planning – focused on the 

vision and needs

Norma Miess, National 
Trust Main Street Center

Missouri Main Street Connection 
Basic Training, Aug 2008

Community

Board of  Directors Executive Director/

Program Manager

Design Promotion Organization ER

Public Improvements

Private Reinvestment

Design Education

Special Events

Retail Promotions

Marketing and Image

Building

Tourism Dev.

Fundraising

Public Relations

Volunteer 

Development

Program Admin

Market Analysis

Business Expansion

Business Retention

Business Recruitment

Entrepreneurial Dev. 

Real Estate
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Livermore, CA

What We Offer: Tangibles & Intangibles
Our Programming ValueOrganizationOrganizationOrganizationOrganization

• Brings community together
• Builds sense of ownership
• Offers dedicated & unified
focus for downtown

• Fosters public & private
sector investment

PromotionPromotionPromotionPromotion Economic “Re”Economic “Re”Economic “Re”Economic “Re” DesignDesignDesignDesign
Harrisonburg, VA

Des Moines, IA City / County / Corporations

Rawlins, WY Ukiah, CA

Morgantown, WV

Ripon, WI

What We Offer: Tangibles & Intangibles
Our Programming ValueOrganizationOrganizationOrganizationOrganization PromotionPromotionPromotionPromotion Economic “Re”Economic “Re”Economic “Re”Economic “Re” DesignDesignDesignDesign

• Defines community identity
• Position: Center of community activity
• Fosters positive image
• Promotes Downtown products, Services

Marshall, MI

Montclair, NJ

Meredith NHJackson, MS

Rehoboth Beach, DE

What We Offer: Tangibles & Intangibles
Our Programming ValueOrganizationOrganizationOrganizationOrganization PromotionPromotionPromotionPromotion Economic “Re”Economic “Re”Economic “Re”Economic “Re” DesignDesignDesignDesign

• Strengthening economic base
• Focus on bus retention & recruitment
• Define appropriate use of space

What We Offer: Tangibles & Intangibles
Our Programming ValueOrganizationOrganizationOrganizationOrganization PromotionPromotionPromotionPromotion Economic “Re”Economic “Re”Economic “Re”Economic “Re” DesignDesignDesignDesign

• Promotes physical enhancements 
- public spaces, buildings 
• Fosters value of historic character 
& architecture – preservation ethics

Pontiac, IL Muskegon, MI Hartford, CT

Nashville, TN

Salem, OR

Who Should Be Leading Your 

Main Street Organization?

BOARD MEMBERS BRING:

� Broad-based representation

� Commitment of time & effort
� W’s – worker, wisdom, wealth

� A working board

� Usually 9-13 members

BOARD OFFICERS:

• President / Chairperson

• Vice President / Vice Chair

• Secretary

• Treasurer

• Members at Large

Main Street Main Street Main Street Main Street BoardBoardBoardBoard Roles & Responsibilities

� Legally responsible for the Organization

� Policy makers - articles of incorporation, bylaws, licenses

� determine & maintain purposes, governing principles, functions, activities, etc.

� Fiscally responsible for the Organization’s sustainability

� Annual budget, insurance, fed/state reports, audits, etc.

� Ensuring public & private sector commitment to the program

� Planning / Program Direction

� Work plan approval / Advocacy

� staff management / successions & Transitions

� Active in implementation – working board

Main Street Main Street Main Street Main Street BoardBoardBoardBoard
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Who needs to be a 
Board Member?

… The Few… The Proud!

Main Street Main Street Main Street Main Street BoardBoardBoardBoard
• Passion for community

• Shares the vision – ownership

• Understand the MS Approach

• Genuine Interest – representation

• Strong ethics - not own agendas

• Willing to work… willing to learn

• For the long term - commitment

How Many Hats?

– 1st - board member.

– 2nd - board officer 

• committee chair / mentoring

• Project leader / member

The Role of Executive Director

• Administrative – Day-to-Day Operations

– Responds to the Board

– Supervision by Board President

• Public relations – authorized spokesperson

– Voices approved board position

• Work plan coordination – development & implementation

– Resource to board & committees

– Monitoring & evaluation

• Volunteer management – the motivator

– Fosters the 3-R’s: retention, recruitment, recognition

Program Program Program Program DirectorDirectorDirectorDirector

The Organization Committee

• Typical Areas of 
Responsibility
– Promoting the Program

• Media, Presentations, Materials

– Fund Raising
• General operating expenses, 

special projects

– Volunteer Development
• recruitment, training, recognition

– Partnership Building

– Administration

The Organization CommitteeSustaining the revitalization Sustaining the revitalization Sustaining the revitalization Sustaining the revitalization effortseffortseffortsefforts Volunteer Volunteer Volunteer Volunteer OpportunitiesOpportunitiesOpportunitiesOpportunitiesFunding & Funding & Funding & Funding & FundraisingFundraisingFundraisingFundraising PR/Community PR/Community PR/Community PR/Community RelationsRelationsRelationsRelations
• investor campaigns

• sponsorships

• events & activities

• Service agreements

• recruitment

• retention

• recognition

Promoting Community Promoting Community Promoting Community Promoting Community involvementinvolvementinvolvementinvolvement
• promoting the value of 
the Main Street efforts

• fostering participation

• internal and external 
communications

What can communities like yours 
expect to achieve?

• In the area of 
Organization?
– Better volunteer support

• Better communication

• More efficient meetings

• Access to resources 
and ideas (M.S. 
Network)

– Increased volunteer 
involvement

– Institutional memory

– More stable funding

Who Serves on the 
Organization Committee?

Communicators

•Salespeople

•Media Representatives

•People w/Communication

Skills; writers

•Teachers

Money Managers

•Accountants

•Bankers

•Financial Investors

•Business/Property Owners

•Individuals with fund-raising or 
grant-writing experience

Organizers

•Managers

•Librarians

•Perfectionists

•Attorneys

Givers of Time and Money

•Reps from other civic 
organizations

•Residents/Newcomers

•Seniors

•Students
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Engaging the community…Engaging the community…

• The Leaders

• The workers

• The Investors

• The Beneficiaries!

• Business & property owners

• Residents / consumers

• Government (local, county, state)

• Civic organizations / Social service 

agencies

• Preservationists / Professionals

• Economic/community development corp.

• Financial institutions / utilities

• Schools / Religious institutions

• Regional planners

• Media

• Everyone!

General Committee Roles

• Meeting regularly

• Developing work plans 

• Implementing projects

• Reporting to the board

• Record keeping 
Committee Chairs -

• Understands the MS Approach

• Enjoys leading and managing people

• Able to facilitate discussion well

• Has good organizational skills

• Is positive, communicates well

• Respects others’ views and talents

• Prefers group decision 

• Involves everyone

Committee Members -

• Understands the MS Approach

• Commits – project, timeline

• Takes responsibility & follows through

• Attends training sessions

• Recruits & orients new members

• Represents the organization positively

Downtown  & Commercial District 
Revitalization

Building  Community ‘s Sense of Ownership & Support Building  Community ‘s Sense of Ownership & Support 

through Effective Communication & Marketing  Strategiesthrough Effective Communication & Marketing  Strategies

Pontiac, IL Muskegon, MILyons, NY

� To our community

� To our downtown / district

� To our volunteers

� To our members

� To our partners

� To our visitors

Defining our MessageDefining our Message

• Organization Committee “sells” the MS philosophy

• Describes the Dream and the Results

• Establishes A Corporate Identity

Promoting the Program Promoting Revitalization & Fostering Promoting Revitalization & Fostering 
Involvement through Printed MaterialsInvolvement through Printed Materials

• Newsletters

• Annual Reports

• Fliers & brochures

• Partnership with other Organizations
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Defining the MS organization’s identity - Logos

Differentiating from Other partners

This is a good 

all-purpose 

brochure that can 

be adapted for 

many uses.  

One suggestion: 

Add people. 

Faces and names.

Public Relations -- Outreach

These are great tag 

lines that sum up 

what you do in 

moving and 

professional way.  

They should be 

printed on 

everything  that 

this program does.  

Public Relations -- Outreach
Newsletters & Brochures –
Hard Copy and Electronically

Promoting the organization’s efforts

Social Media

• Washington State Main Street communities 
save the statewide coordinating program with 
Facebook campaign.

Email Blasts
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Presenting Your Story Linking to Facebook and 
Businesses

Other P.R. Outlets

• Other organizations’ 
media

• Employee publications

• Newspaper inserts

• Bulletin boards

• Displays/Placards

• Grocery bag inserts

• Inserts in utility bills, 

bank statements

• Direct Mail

Working with the Media 

to promote revitalization

• Press releases

• Meetings & Events

• Pride campaigns

• Special partnerships

• Television

• Radio

• Newspaper

• Regional Magazines

• Other organizations

Working with the Media
Fewer reporters , so help them out!!

• there are fewer reporters who have the luxury of doing detailed, in-depth stories. 

• Many times, the reporter doing a story is not familiar with the subject, which 

provides you with a golden opportunity to fill the information void.

Become familiar with your local media structure and demographics.

• Find out who assigns reporters locally and who is the reporter assigned to your 

area or who is likely to cover downtown news. 

• Who are their readers? How old are they? How good are the ratings?

• What Do Reporters Want? Ask! Ask! Ask! Schedule a time to meet and become 

familiar with his writing preferences.

Build a good relationship. One of the keys to success with the media is to 

understand that you can be an ongoing resource for reporters. Your job is to 

build relationships with them, not just pitch stories every now and then.
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Colorado Nonprofit Association

Press Release Message

Reliable 
Contact

When it 
should be 
released

The five W’s

Other Promotional Materials

• Slide show or power point 
presentation

• Videos (U-Tube), Podcasts

• Specialty advertising

• Scrap book

• Photography

• Window displays

• Float

• Banner

• T-shirts/hats/pins, etc.

• Testimonials

Celebrating Your  Successes
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Communication Among these 
Groups is Critical 

The Four Committees
Civic Partners

Board of Directors and Staff City Hall

Stretch Break

Organization Committees
Before you ask for money…reach into 

people’s ---

Minds

Hearts

then Wallets

Funding for Main Street

Sources of Funds
for Main Street

City 25-50%

Downtown business & building owners 30-35%

Industries & financial institutions 20-25%

Utilities/grant/private citizens 30-35%

County/other (festivals/merchandise) 10-20%

Organizational Organizational Organizational Organizational ValueValueValueValueHuman CapitalHuman CapitalHuman CapitalHuman Capital Promoting the Promoting the Promoting the Promoting the DistrictDistrictDistrictDistrict DesignDesignDesignDesignAssistanceAssistanceAssistanceAssistance Business Ret & Business Ret & Business Ret & Business Ret & Rec. InitiativesRec. InitiativesRec. InitiativesRec. InitiativesWhat Does Main Street  Need $ For?

• Sustaining Operations –

• Operations - Office & Staff

• Fiscal & legal responsibilities – audits, insurance, etc.

• Training & other activities

• Promoting the Revitalization Efforts -

• Online tools / Printed materials

• Business Promotions

• Special Events

• Image / Branding
• Incentive Programs

• Strategic Planning

• Supporting Activities

Building Programming ValueBuilding Programming ValueBuilding Programming ValueBuilding Programming Value Where Do You Start?

• Every board member must make a 
contribution.

How can you ask others for money if you 

haven’t given yourself? 

• Develop a Fundraising Plan

- Municipal contribution

- Annual Pledge Drive

- Friends of Main Street/Residents

- Grants

- Merchandise Sales

- Sponsorships

- Special Event and Special Project 

income

- BID, DDA, TIF, EID (other assessment 
districts)
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Funding Responsibilities
BOARD -

• Ensuring that the program is well-funded

• Developing a strategic business plan for organization funding

• Monitoring financial condition of the organization

• Supporting fundraising activities of the organization

• Making a financial contribution

STAFF -

• Serving as public relations 

ambassador

• Making sure work plan is 

implemented

• Recruiting new members

• Assisting with membership & 

fundraising materials

• Tracking contributions, other 

recordkeeping

Organization Committee -

• Preparing fundraising materials

• Conducting annual membership campaign

• Planning annual dinner

• Implementing other fundraising activities

Other Committees -

• Developing & implementing funding plans for 
committee projects

• Supporting fundraising activities of the organization

Municipal Contributions/Support

Be prepared to show a 
return on investment or 
show the value of the 
investment with services 
to the community. 

• Reinvestment Stats

• Volunteer Hours

• Private Sector Support

• Leverage

Before You Fundraise
You Need Good PR 

A systemic problem that stops 
organizations from 
successful fundraising is
they are unable to state the 
obvious - What difference 
do we make?

Friends of Main Street
Benefits of a Healthy Commercial 

District for:

Local Residents and Consumers

• Enhanced marketplace (better shopping 
and the benefits of shopping locally)

• Sense of pride in Downtown

• Social/cultural activities

• Opportunities to keep kids in town

• Sense of hometown community

• Opportunity to participate/volunteer

• Better communication

• Political advocate

• Home values increase

Starting the Annual Campaign 

• Assign a Campaign Chair

- Organization Chair

- Past Board Chair

- Local Celebrity/Wealth

• Ask every board member to make a 
personal contribution

• Set a Fundraising Goal

• Identify potential supporters, 
investors, members

• Figure split among categories

• Establish the timeline – ideally 4-6 
weeks

• Assign Board Member teams

Annual Campaign Steps Continued

• Prepare support materials

• Assign Askers and Train

• Get two or three (board 
members or investors) to 
pledge significant 
gifts/challenge others

• Publicity and Kickoff

• Contact and Ask

• Thank and Celebrate

• Record, remind, renew

• Maintain database
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Tips for Success
Donna Harris, Main Street News, April 2009

1. Accept credit cards

2. Offer multiple renewal 
options

3. Review your rate structure, 
create new ones

4. Ask about employer 
matching gifts

5. Ask partners to upgrade at 
renewal time

6. Start a monthly or quarterly 
donor program

7. Ask for donations more than 
once a year 

Mainly Manitowoc Membership

$10 annual dues

On line pledging (Donations)

Get them started

Give
today 
to the 
Heart

of
Biddeford

Happy Thanksgiving from Heart of Biddeford

Dear Kathy, We here at HoB are hoping that you and your 
family have a lovely Thanksgiving!

We're also hoping that you are thankful for how much 
progress we have made downtown over the past 4 
years! We are starting our annual fund raising drive and are 
hoping that you will support the Heart of Biddeford through 
the next year so that we can help bring: 

-MORE new businesses to Main Street
-do MORE events downtown
-do MORE projects to beautify the downtown area
-do MORE to put Biddeford on the map
-and, do MORE to make Biddeford an even better place to 
live, work, and shop!

Please help us get off to a good start by donating 
online. CLICK HERE!

*A donation of ANY size is greatly appreciated!

Individuals 
can be asked 

to give more 
than once a 

year

If Soliciting by 
Letter -

Personalize It

• Board Members 
should add hand-
written notes

• Acknowledge past 
giving 

• Challenge a peer

• Comment on their 
involvement 
downtown

• Write appropriate 
letters renewing/new 
supporters

On-line Pledging (Memberships)

Contribute an extra $3 to 
offset PayPal costs
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Becoming a Friend Staunton

Develop Your Materials
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If you can’t give money…….
Remember it’s about Relationship Building

When your campaign is in progress –
tout it on your homepage

Three Essential Ingredients for 
Successful Events:

Organizational Capacity – because special events are some of the most 

common and perhaps most consistent funding sources for small nonprofits, 
they require (and sometimes drain or redirect away from other important 
efforts) key resources such as:

a. Time: for planning, execution, and assessment

– Consider your calendar, the community’s, other organizations

b. People: Staff / volunteers – to coordinate tasks for each event

– Current programs – overall work load for staff and/or volunteers

– Avoid adding more responsibilities to your current volunteers, events should be 
used to recruit new volunteers (first for the event, then for other projects or 
committees, then for board)

c. Partners – in place or needing to build

– Media (promotion), municipality (services), businesses, organizations, etc.

Making the most of your Auction

Use Silent and Live Auction items

• Don’t close the silent auctions at 
the same time

Look for unique donations

• Fire truck rides

• Time shares

• Boats rides and dinner

• Historic Research

• Trade inn and hotel stays with 
other communities

Have other income activities

• Heads and Tails, 50/50. 

What is a Piccadilly Auction?

• In short a Piccadilly auction is a mix 
between an auction and a 
raffle. Various items will be raffled off 
during the night and its up to you 
which one you want to bid upon.

Once an item comes up that you find 
interesting, you put in the standard 
bid. This is cheap, ranging from 
$0.25-$3.00! Some of the products up 
for auction are over four hundred 
dollars retail price!

When your bid is placed you raise your 
paddle and hope your number is 
drawn. If it is pulled you win! But 
if you didn't place the bid, and your 
number was pulled... well too bad.

• Also you can win more than item. If 
your number is drawn it will be put 
back into the mix over and over 
again. You can bid on every single 
item in the line up for only $50 - who 
has ever gotten out of a local auction 
for roughly $100 per-person for food, 
drink, fun and bidding on all auction 
items??? We wager no one has!

Adding to Auctions – Mad Money
Cambridge, MD

• Donated gift certificates (minimum 
$20 value, up to $100)

• Displayed in identical envelopes

• $20 chance – pick one

• Sold out quickly

• Merchants loved it because people 
spent more than the amount

• Board members donated to buy 
more gift certificates (some stores 
had more purchased from them, 
than what they donated. 

• 71 x $20 = $1,420
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Fundraiser Events
$50 or $100 tickets

Raffles:
New Cars
Restored Cars
Harley-Davidson 

Motorcycles
Tractors
Boats
Large Cash Prizes

Only as successful 
as your board is 

committed to selling
tickets.

Must have an option

That if XX number of tickets aren’t sold, refunds will be 
given

Business Supported Fundraisers

• Restaurants 
donating food and 
service with 
proceeds to Main 
Street

Sip and Stroll

-$20 to $25 to get a wine glass, then find
a sponsor for the win glasses

- Gather other in-kind donations of food

Scrap Fest in Old Town Lansing
http://www.oldtownscrapfest.com

• Friedland Industries scrap yard in 
downtown Old Town, Lansing, MI in 
the middle of the arts & 
entertainment district

• Teams collected scrap and had two 
weeks to create sculptures

• Sponsors donated scrap metal and 
staff to prizes

• Prizes = $1,000, $500, and $300

• Auction held with Festival of the 
Sun and Festival of the Moon

• Highest sculpture = $500

• Raised over $3,000

Bidding on the Art and Awards
“Junk Yard Wars on Steroids”

It’s Raining Men Cutie Pie Contest
Conway, SC

• $50 tickets 

• Drag Show

• Raised $50,000

• ….the rest of the story
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Mountaineer Tailgate
Main Street Fairmont, WV

• New Event, held in 
August, just before 
football season

• BBQ Dinner, beer, 
popcorn (going outside 
their “typical fundraising 
group)

• Announcer for WVU 
sports, Tony Caridi

Mountaineer Tailgate
Main Street Fairmont, WV

• Raised $5,000 (100-125 
people)

• Planning for second tailgate

- kids rate for next one, or not?

- August 3, 2010

Local Celebrity Roasts
$60- $100 per ticket

Invitation in a box

Warning – Flammable! 
Piece of coal in “hot” shredded paper. 
Invitation imitates a match book

2nd Annual Roast
Meredith, NH

Mailing Container with Roast Invite

Luray, VA

Game Shows Take Offs

Can you name this store?
Can you tell us what 
business is in this 
location now? If so, then 
maybe you should join us 
for “So You Think You 
Know Bath” on April 3rd 

Gather for food and drink, then the 
first round of three teams will 
compete to answer 20 questions 
on Bath subjects such as people, 
events, buildings, ships, sports 
and other historical and current 
topics. Then social breaks will 
alternate with two more rounds of 
three teams each, before the 
championship Round, which will 
pit the three winners of previous 
rounds against each other to see 
who thinks they know Bath and 
who really knows Bath! Come 
prepared to learn a lot and laugh a 
lot and cheer a lot! 

$30 admission plus silent auction

Rummage Round the Rails
Russellville, AR

• Benefit for the renovation of the 
depot – Friends of the Depot

• Items gathered throughout the 
year

• Learned to do all pricing the week 
before the event. 

• Donations of all kinds

• Two day event from 8:00AM until 
1:00PM

• Second day everything is half 
price and clothing goes for $1 for 
as much as you can fit in a bag.

• Department of Corrections 
“volunteers”

• Best year $9,500 

• Average year $5,000-$6,000
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A Diamond Dig

Can You Dig It?

$10 for three scoops of sand, with a small spoon

Other gems may be hidden too

Fundraising
Tours
Vidalia, GA

50 rooms = $5,000
100 rooms = $10,000 

for Main Street

Fundraising Events

• Plan your fundraising 
events well in 
advance

• Send out a “Save the 
Date” – postcard, 
email or post and 
invite on your 
Facebook Fan page. 

• Avoid conflict with 
other fundraisers

Rice Lake, WI
Original Art and Banners 
are auctioned off. 

Selling Merchandise Fundraising Efforts Touted on 
Facebook
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Shirtstakes -- Unique Raffle

T-Shirt Front 
Promotes the Festival

Each T-shirt has a raffle ticket 
attached to the collar tag. 
Drawing day of the festival. 

Festival T-Shirt Sales
Green Bay Artstreet

Other Committees’
Funding Responsibilities

• Developing & implementing funding plans 
for committee projects

• Supporting fundraising activities of the 
organization

Special Events and New Funding

• Break even or not?

• Sources of Event 
Funding:
– admissions
– activity fees
– booth fees
– retail “package” 
– merchandise sales
– raffles
– sponsorships
– donations

Determining Sponsorship Levels
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Sponsorships

What opportunities 
are there for 
sponsors at your 
events?

• Porto-potties

• Entertainment

• Trash receptacles

• ???

Special Projects Fundraising

South Boston

Grants

Earned Income

• Investing idle 
money

• Endowments – long 
term strategy

• Commitment to 
setting aside a 
percentage of all 
event income. 

Break
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Volunteer Development: People
the “Other” Resource

Recruitment   Retention   Recognition

Volunteers are Essential!

• Gain community support 
and provide community 
outreach

• Gain more expertise

• Accomplish more with 
limited funds

• Demonstrate community 
support for the program

• Help prevent 
manager/director burnout!

Volunteer Recruitment

What is the 
number one 
reason 
people 
volunteer? 

Why do people volunteer?
• Obligation

• To consume spare time

• To combat a negative image

• Power Motivated

– Recognition

– Self-interest

• Achievement Motivated

– Training and job experience

• Affiliation Motivated

– Altruism (cause)

– Social outlet (people)

What motives 
YOU to volunteer?

Ways to Recruit Volunteers

• ask local politicians

• electronic bulletin boards

• direct mail

• news article/ads

• partner w/other groups

• churches

• schools/universities

• speakers bureau

• one-on-one

• community/TV bulletins

• brochures/posters

• “walk-in” traffic

• booth at community 
events

• PSA’s

• corporations

• Newsletter

• neighborhood festivals

Recruiting volunteers

ASK!

•Consider their interests, skills, time, etc…

•Consider the organization’s needs and opportunities…
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Volunteer Development: 
Assessment and Planning

• How many volunteers do we have (will we need)? long-
term & short-term

• Who are (will be) our volunteers? demographics

• Why are (will) they volunteering? motivation

• Where do (will) we use volunteers? projects & tasks, job 
description

• How are (will) volunteer accomplishments (be) evaluated?

• How are (will) volunteer accomplishments (be) 
recognized?

• How much staff time goes (will go) toward volunteer 
management?

• What volunteer organizations do (will) we cooperate with?

Volunteer Leadership Path

 

     Help with a task 

 

 

 

 

Board President Committee Member 

 

 

 

     Board Officer                     Committee         

                          Chair 

 

 

 

     Board Member 

Holly’s On-line volunteer sign up
Developing a
volunteer 
handbook

� Information 
�Opportunities 
�Job descriptions
� Expectations

Volunteer Recruitment Event

© Kirk Lawler 2008© Kirk Lawler 2008

© Kirk Lawler 2008© Kirk Lawler 2008

• Strengths / Contributions

• Rich cultural heritage

• Family centered

• Faith based

• Entrepreneurial

• Challenges / Limitations
• Language barriers

• Real & perceived sensitivities

• Comfort zones

Incorporating multicultural 
stakeholders in MS efforts
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Opportunities for Youth Involvement

Lyons, NY Junior Main 
Street Program

Western Erie Canal Alliance 
Earth Day/Downtown Clean Up Day

Spencer, IA 

Exercise
5K Race Needs Volunteers

• List as many 
tasks that could 
be assigned to a 
5K Race 
volunteer that you 
can think of…..

• ……………………

You have 4 
minutes…….go! 

Volunteer Development: 
Orientation & Training

• The difference between 
orientation and training

– orientation is an 
introduction

• Main Street 
Approach, vision, 
mission, 
commitment, 
expectations

– training is skill 
development

Keys to Keeping 
Good Volunteers

• Good orientation & training 

• Good organization & leadership 

• Positive atmosphere & reinforcement

• Keep promises and time commitments

• Let volunteers rest between projects without guilt

• Promote volunteers on to new projects & new opportunities

• Foster opportunities for them to bring & mentor new 

people/volunteers

• Thank & Recognize often and in as many ways as possible!

Calumet, MI -- Agassiz-Park-Clean-up-2006

Today’s Volunteers

Short term assignments

Flexible timing

Closed-end 
assignments

Fun

Mixed cultural exposure

People want a chance 
to excel in a new area

Opportunity to impact!

Multi-Tasking:

Opportunity to 
combine volunteer 
work with: fitness, 
ecology, socializing, 
learning, resume-
building, recognition 
by boss, contacts, 
training and values

Work with Those Who Are Already with You
And Don’t Let Them Get Away!

Volunteer Base and Potential Repeat Volunteers

Potential Committee Members 

Future Board Members

Ambassadors for your program and downtown

Who are 

these people?
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National Volunteer Efforts Track Volunteer Hours

Leverage for municipal funds

Leverage for grants

Volunteers Drive the Revitalization Efforts!

Thank them, thank them, and thank them… 

RECOGNITION is a Key to Retention!

Volunteers turn into Leaders

Leadership Formula

• Responsibility times the sum of enthusiasm and passion 
times gumption, humility, and humor over knowledge 
equals success over time which equals leadership.  

Dan Carmody

Volunteer Development: Forms 
of recognition

• Private Praise
– Face to face
– Thank you letters/cards

• Public Praise
– Annual awards program: 

certificates, plaques, etc.
– “Volunteer of the Month”
– Newspaper/mass media

• Ask advice/include in 
important meetings

• Invites/scholarships to special 
events

• Letters of recommendation
• Buttons/t-shirts/id pins/etc
• Thoughtful gifts

Building an Building an 
Effective MS Effective MS 
Program and Program and 

Volunteer BaseVolunteer Base::

Defining a
Plan of Action
(Work Plan)
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Why do Work Plans?
• Project management tool – 12-18 month “to-do” list 

– Improves success rate of projects
– Reduces confusion and conflict

• Volunteer management tool 
– Motivates volunteers to achieve a goal

• Evaluation Tool
– Provides benchmarks for success

• Fundraising Tool
– Attracts donations for specific 
projects

• Budgeting tool
• Record-keeping tool

Norma Miess, National 
Trust Main Street Center

Missouri Main Street Connection 
Basic Training, Aug 2008

Sample work plan sheet 
continued

OBJECTIVE: To establish and implement a business recruitment program

PROJECT/Activity:Produce and print a business recruitment packet:

COMMITTEE: Economic Restructuring Committee

Tasks necessary to complete activity Person Responsible Start Date End Date Budget

Anticipated Results/Achievement Measures: Complete production of 250 business recruitment packets by 
November 1995 to be available for distribution in 1996.

1. Identify information needed for packet contents McDowell 08/01/95 08/05/95 $0.00

2. Gather needed information McDowell & Stapleton 08/05/95 08/15/95 $0.00

3. Establish Target audience(s) for packet Frank 08/15/95 09/29/95 $0.00

4. Prepare text; proceed to layout and design Frank 08/15/95 09/04/95 $1,000.00

5. Submit preliminary proof for committee approval; Frank/Schlinsog 09/94/95 09/10/95 $0.00
edit as necessary; determine quantity for initial printing

6. Solicit printing quotes Gust 09/10/95 09/27/95 $0.00 

7. Review quotes; prepare selection recommendation ER Committee 09/28/95 09/28/95 $0.00

8. Submit printing recommendation to board McDowell 10/06/95 10/16/95 $3,500.00

9. Submit camera-ready proof to printer; follow-up 
with printer to ensure quality, timely completion Gust 10/06/95 10/16/95 $0.00

Total Cost: 
$4,500.00

Sample Work Sheet

Get More Specific

Market Activities

Work Plans to Volunteer Development Promoting Your Work Plan

• One page summary

• Poster board for 
office display

• Distribute to 
investors

• Promote via 
newsletter and E-
News

Main Street’s Eight Principles
For Organization Committees

• Comprehensive – Address fundraising, public relations, volunteer 

development and partnership development

• Incremental – build on each area over time

• Community-driven – You’ll succeed as the volunteer base grows. 

Financial support will be found locally

• Public-Private effort - look for balanced funding sources. Be 

inclusive

• Builds on existing assets - Volunteers can recruit more 

volunteers

• Quality – yours if the organization to become involved in

• Change – change attitudes through PR and partnership building

• Implementation-Oriented - work plans, use them

Additional Resources

• Tennessee Downtown 
Program

– Tennessee Main Street Program
– REDs

• National Conferences
– National Main Streets Conference – May 22 -

25, 2011, in Des Moines, IA
– Preservation Conference – Oct. 26 - 29, 

2010 in Austin, TX

• Online Tools:
– www.mainstreet.org
– www.PreservationNation.org
– MS list serve
– Webinars
– Solution Center

• Publications:
– Main Street News
– MS Bookstore

• Board Members / Committees Handbook
• Strategic Planning & More


