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BETH: Hello, this is Beth Brodovsky, and welcome to Driving Participation. Today 

I am on with Candi Summers. Candi works with an organization called Bestwa, 

and Candi and I met each other in person for the first time a few weeks ago at 

Sandy Rees’ donor inspiration conference, which was just fabulous. When we met, 

I discovered that Candi actually already knew me because she had used some of 

our products from Nonprofit Toolkit. So it was so exciting to meet somebody that 

was sort of already in our world, but we didn’t actually know each other directly. 

Candi, thank you so much for coming on and joining me today.

CANDI: That is my pleasure! It was great to meet you in person, too, and put a 

face with a name.

BETH: Yeah, it’s always so much fun to do that and it’s really been interesting 

learning a little bit more about what you do and how you’re using media and 

social media to draw people further into your organization and make them feel 

really, really good about participating with you. So why don’t you start us out by 

telling us how you wandered into this world of nonprofit work?

CANDI: Well, I very literally wandered in. My dad founded a nonprofit. He started 

working in Liberia in 1998, actually, and he got a board of directors together 

and started more specifically working in Liberia under the Bestwa title, and 

2012 is when we had our 501(c)(3) through the IRS, and I’ve basically been 

there from day one, but it was more of a family obligation, and it wasn’t really 

until the spring of 2013 that I realized that I really care about this and I wanted 

to participate at a higher level in the work that the organization was doing. So 

I started out as kind of volunteer webmaster and helped with little things like 

stuffing envelopes and things like that, but in 2013 I came on a higher level where 
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I was in charge of the website and Facebook page and then January of this year 

is when I took over graphic design of our newsletter and all of our campaigns. So 

that’s what I’ve been doing. 

BETH: I was gonna say, I’m the daughter of a self-employed person as well, so I 

know what it’s like to be raised in a family business and trying to avoid it, but you 

just can’t. 

CANDI: Right, yes. Yeah, I figured out I really cared a lot, and I wasn’t just a 

bystander or someone who was sitting on the board as an obligation. 

BETH: Right, you weren’t just the token family representative.

CANDI: Right, exactly.

BETH: It’s interesting and it sounds like you’re just getting drawn further and 

further into this aspect of working with your donors and your communication 

that puts you in this position to really see what people want and what they’re 

responding to. So as you’ve been moving in this direction, what’s showing up 

for your organization as far as the participation that you’re seeing or that you’re 

trying to cultivate in your organization in a way that helps you thrive and sustain 

yourselves? What really matters?

CANDI: What matters to me obviously is that the children in Africa get fed every 

day. For me, participation looks like mission being accomplished. So in order to 

achieve that, we have to have people who sponsor the children and who give 

regularly, but what I really want are partners for this work and in order to help 

people partner with us, they have to know what’s happening in Liberia and I 

have to make it possible for them to join me in that work and if that means 

volunteering to address envelopes or spreading the word among their friends or 

giving to a specific project, then that’s what I want to enable them to do. I want 

them to feel included in our work. 
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BETH: So like when you say partners, in some nonprofits, that means like a very 

specific thing, like a very specific monetary thing or a very specific relationship 

thing. When you talk about it, it sounds like that’s more of a philosophical idea of 

people’s level of engagement and support of the work that you’re doing.

CANDI: Yes, absolutely. I want anyone who gives to feel like they are partnering 

with us because they can’t go physically to Liberia and be there in the feeding 

site to hand the bowls of rice and fish to the children or to make sure those 

children go to school or to make sure those children go to the clinic when they’re 

sick, but we can act as an extension of what’s in their heart in Liberia and as far 

as the monetary level, it doesn’t take that much for them to change a child’s life. 

We have people who give $10 a month and that means so much to me because 

I know they’re invested at the level that they can. We have some people who 

spread the word to others and they’ll write notes to us when they send their 

check and it just means a lot because that feeling of partnership is going both 

ways.

BETH: One of the things I’m always curious about with people that run 

organizations where work of the organization happens on another continent, 

like so far away that no one can actually ever see what ends up happening. We 

have an organization we work with that’s in Israel. Same situation. How have you 

created this idea of partnership? What kind of things do you do to let people to 

see that, to get them to the point where they feel connected and attached to the 

outcome of this work that they don’t actually literally see?

CANDI: Right, well one of the things that I try to do, we have 900 children. We 

know all of their names, but we don’t have faces attached with every name, but 

I have approximately 20 children that I have faces and names attached to and 

every time we send out a newsletter to our donors, I have a before and after 

picture. So I have, say for example, last time we used Ericson. I got pictures of 

him when he first came to our program and all he had on was a pair of white 

briefs and a button up shirt that was too small for him so it was unbuttoned and 
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he was just so scrawny. You could see his ribs, but he had the biggest smile on his 

face because he knew he had food he could count on and then I have a picture of 

him earlier this year, great big smile on his face and you can see the difference, 

that the food is changing his life, knowing people care about him is changing his 

life. So I want our people to see the difference in a physical way and I want to 

remind them all the time that this is about the kids and that it really does change 

their lives when people partner with us and I post things on Facebook. I’ll have 

the before and after stories and I also receive four stories per month from our 

assistant country director who when new kids come into the program, she takes 

pictures of four different kids and sends them to me with their stories. 

BETH: Is that something you’ve had to set up? One of the things that can be 

really, really challenging when you’re not there, like when you’re not directly part 

of it, is getting enough pictures, getting enough content to have things to visually 

share. We’re going to so much more of a visual world with the internet, with all 

the other things. People aren’t reading anymore so pictures really matter and 

we have so many clients that are like struggling with getting enough pictures in 

order to tell their story. How are you getting, how have you got this set up with 

this country manager so that you’re getting what you need?

CANDI: It is very challenging.

BETH: I appreciate that. I want to say I really appreciate you saying that because 

I want to have people on here that have solved problems and figured things out, 

but I think it’s helpful for people to know it isn’t easy and it wasn’t easy for you to 

get there. So it makes everyone feel like “it’s not just me.”

CANDI: Right. Here’s one thing. When you’re dealing with a country like Liberia, 

they don’t have anything other than dial up internet. So our people actually 

have to drive for several hours to go to the capital city, find an internet cafe, 

upload their photos from the digital camera and then hope that those photos 

will go through and sometimes it takes several attempts for that to happen. So 
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it is a very large challenge. The other way that we address that is we have, our 

executive director goes at least twice a year to Liberia, usually in the spring and 

the fall. When he goes, I send him with a list of kids and I have their photo and 

their name and I say, “Find as many of these children as you can and take their 

picture for me,” because I want to track the same children over many years.

BETH: Right so that you can build up your story.

CANDI: Exactly. Yes, but it is. It’s a challenge for him to find those specific 

children. Some of them have left the program because they moved into the 

interior of the country. Some of them have aged out or they’re just hard to find 

because you’ve got 900 kids at three different sites and you have to count on the 

monitor of the site to recognize those children and track them down and bring 

them to you while you’re there.

BETH: Right, exactly. I mean it is really hard and it is a real challenge, but I think 

you’re really, really smart to make sure that when the executive director goes 

over that you have a plan, that it’s not like you say, “Hey, could you just take some 

pictures for me while you’re there?” It’s sort of when someone gets sick and you 

say, “Let me know if you need anything.” OK. People don’t know what to say, like 

what do you need, as opposed to if you can say, “How about if I bring you some 

soup tomorrow night?” “Oh, OK, thank you. That will be great.” When people 

have something specific to do, it’s much more likely to get done than to just be 

handed a camera and say, “Don’t forget to take pictures while you’re there.”

CANDI: It’s hard for him to take pictures because he’s the executive director of 

the organization and when he gets on the ground, everyone wants his time and 

everyone wants to give him hugs and the kids all want to crowd around him, 

but he can also assign those specific duties to a team member who is with him 

or one of our staff while we’re there, but yes, keeping the picture smaller rather 

than larger. Instead of saying, “Go take some pictures of the cute kids,” we have 

thousands, literally thousands of pictures of adorable children at our feeding 
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sites, but what I want to know is, I want to know about Princess Johnson. We 

have many children named Princess in our program. It’s a very popular name 

there. I want to know about Princess Johnson. She’s someone that we’ve been 

tracking since 2008 when we first opened. She’s 13 years old and you can see 

how she’s grown and how she’s thriving and we have multiple pictures of her over 

the years and so I want to know about Princess. I want to know about Emanuel. I 

have these children who I feel like I know personally because I’ve been watching 

their growth over the last eight years and so if you keep that project smaller and 

more specific, then you can accomplish it.

BETH: That is such great advice because if it makes you feel like you know these 

people, imagine what it’s doing for people that are less involved on a day to 

day basis to the organization than you are. The difference between every year 

getting a letter that says, “Give to kids like Michael,” versus “Thank you so much 

for giving to us every month. All of this really builds up and helps. Your continued 

involvement is so valuable. Last year when we talked to you, we told you about 

this. Now this year, this is what Princess is doing.” It not only makes people feel 

more connected, but when people feel more connected, it’s like how are you 

gonna drop your gift when it’s like you’ve been watching Princess since she was 

four and now she’s 13. You know. You gotta, you can’t drop now. It’s funny. I’ve 

never really heard anybody talk about that. I have begged people many, many 

times to find a couple of great examples and follow them over time, but it’s hard. 

CANDI: It is hard.

BETH: It’s hard to plan out. It’s almost like you have to make a commitment to 

that style, that structure of a fundraising story over time and really find ways in 

your organization to say, “This is what we’re doing and come hell or high water 

we’re gonna find a way to tell these stories.” 

CANDI: Yes. Well we are committed to that. It’s almost like you’re seeing the 

smaller picture instead of the bigger picture.
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BETH: It has to be challenging because you’re focusing on 900 kids, which 

depending on who is asking, is either an enormous number or a drop in the 

bucket. It all depends on who you’re talking to, but even still, you can’t tell the 

story of 900 kids.

CANDI: No, you can’t.

BETH: It turns into a blur. Right, whereas you had recently talked about a project 

of helping them get healthy by getting them each shoes and when everyone 

realized that getting flip flops for 900 kids only cost $1,000 like in the scheme of 

money that fixes things, that is such a reasonable and doable amount for such a 

clear, finite project in that sense, but in other senses, you know you gotta be able 

to tell an even smaller story than that at certain times. I love that you’re thinking 

that way. I haven’t really heard people talk about that that much.

CANDI: Well, I’m glad. I’m glad because sometimes it’s easy to get discouraged.

BETH: In what way?

CANDI: Well, getting like I said, getting content can be a real challenge. This year, 

our director is going back in November so we haven’t had any fresh, other than 

what our assistant country director has sent us, and she sends us brand new kids, 

but the good part of that is when our executive director goes next month, I’m 

gonna have him follow up on those children who we’ve been receiving pictures 

from at that beginning of the year so you can see how quickly the program makes 

a difference.

BETH: Oh, wow, that’s a great idea!

CANDI: This picture came in from August and she was just skin and bones and 

I’m looking forward to seeing how much of a difference it has made in just a few 

months. 

www.iriscreative.com
http://iriscreative.com/


Contact Iris Creative at www.iriscreative.com • 267.468.7949

BETH: That speaks to a couple of things. There’s micro stories you can tell within 

the big story. Like if your mission is to say, “Here’s our change. Here’s the change 

over time,” and you’re struggling with maybe getting the exact specific story that 

you want to tell because you know what your strategy is, you can adjust your 

tactics. That’s a thing, I think it’s easy to miss when people don’t want to spend 

the time figuring out what’s your strategy and that’s the difference. It’s hard to 

sometimes know what’s the difference between a strategy and a tactic, but this 

is such a great example of it. Your strategy is being able to tell the impact of your 

work through the changes in children over time, but when you can’t do it year to 

year because you know that’s what you want to do and you have easier access 

to a picture for a kid that was three months from now, you can do that same 

strategic goal, but execute it differently, and that’s such a great example.  

CANDI: Yes. I’m happy to give that to you.

BETH: You’re also doing something else that’s really, really interesting and I 

wanted to make sure that we talked about today. We’re hearing from a lot of 

people getting a lot of interest in the idea of when people come in new to the 

organization, what can we be doing differently to draw them in closer, to make 

them feel really welcome? You’ve been doing some really interesting things with 

your process around welcoming new donors and I’d love to have you talk about 

what you’re doing and why that’s what you’ve chosen to do.

CANDI: Right. Well, one of the things that I just now started to do is integrating 

Facebook into my thanking of new donors. We just had two monthly donors 

that I added yesterday and what I did was I am Facebook friends with those 

people and I went and I sent a Facebook message to them so that there was an 

immediate response and I just told them how much impact their gift is going to 

have and then I was able to show them a picture that I just got this week of a 

little boy named Jeremiah who is eight and his dad is in jail because he murdered 

Jeremiah’s mother, and then Jeremiah was orphaned because of that, and his 

grandmother took him in, but she just sold lumps of coal to people to make a 
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living. I mean it’s just very Charles Dickens to me, but I was able to show them, 

this is who you’re helping right now, and it’s gonna mean so much because there’s 

so little, and one of my donors said, “I want to help. I wish I could give more,” 

and I can say to those donors, “The need is so great that even a little bit makes a 

large impact, and the impact ripples throughout that whole community because 

you’re not just impacting the child. You’re helping his grandmother because now 

she has more to eat. She doesn’t have to split the food between herself and the 

child. You’re helping the people who are employed by the program that cook 

the food and serve the food and watch the kids. You’re helping the local market 

where we buy the food that we feed the children with and everyone’s families and 

all of those. There’s so much impact just from a small gift in that community.” 

BETH: That’s so great that you’ve really, really focused on even looking yourselves 

where you’re impacting so that you can tell both your little micro stories and the 

bigger connection stories so you can have a different pace and flow throughout 

the year when you’re talking about different things.

CANDI: Exactly. And then I turn around, I sent a Facebook message to them 

personally right away, within an hour of their donation. Then I turn around and I 

generate a receipt and I always write a personal message on the receipt and then 

I do a handwritten note that goes separately and I thank them for becoming a 

monthly donor and I tell them how that works. So I say your donation is going 

to come out of your bank on the 15th of the month, and you will receive a paper 

receipt in the mail and if you have any questions, I give them my personal contact 

information so that they feel like I care about them, because I do, and that they 

can contact me anytime if they have issues with their donation. 

BETH: You’re also doing a really good job of setting expectations so that people 

know what to expect. They know what both from the just purely tactical stuff that 

people know this is when my money is coming out. This is what’s happening. I 

think that’s got to really help people feel that a monthly gift is bringing them into 

a community as opposed to just bankrolling something. 
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CANDI: Yes. So it is and I want them to know that. I take my donors very 

personally because I take the kids in Africa very personally. So if someone’s 

gonna come alongside me and help me accomplish the goal of building up this 

child and the community so they can thrive, then that’s personal to me. It’s not 

about a number. It’s about someone cares enough about what I’m doing to join 

me in that work.

BETH: Right, and that’s very powerful.

CANDI: Yes.

BETH: How are you sending people a Facebook message within an hour after you 

get a donation from them? Are you using like a public messaging, like the public 

message button? Are you connecting to them? What exactly are you doing on 

Facebook?

CANDI: On Facebook, I happen to be Facebook friends with the people who 

gave, but if I see someone, this is from my personal Facebook page. I have yet 

to venture into using our organizational page to thank people publicly, except 

for we have had three different sweet little girls who have donated their birthday 

parties to us in the last six months or so. With those people, I thank those people 

publicly on the organization’s Facebook page. 

BETH: So how did that come about? Are they just kids that are, did they find you? 

What happened? 

CANDI: The first girl who gave goes to the executive director’s church. He’s my 

dad, so my parents’ church and that church is very involved in the work we do, 

but that little girl’s name was Natalie and she decided she wanted to donate 

her birthday and she went to our website and downloaded pictures and made a 

board and she told her friends and when they came to her birthday party, they 

were ready to give to Bestwa instead of to her and she then came to church with 

her board and her envelope of money and she gave that to my dad, and they had 
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a photo op there. The most, so precious because her parents weren’t even donors 

of ours. She wanted to do this. This came from her and so obviously we were very 

touched. We asked permission to use that image on our Facebook page and in 

our newsletter and the parents said yes. We just used her first name. We didn’t 

publicize her last name.

BETH: That is very important, and I’m sure everyone knows that when you’re 

dealing with children, no matter what things you have signed, you know as far as 

releases, before you do anything where you’re publicly going to show their image, 

it’s always good to double, double, double check with the parents and make sure 

that it’s really OK. 

CANDI: And you have to let them know exactly what you’re going to do. We let 

them know we were going to put her image, no last name on Facebook and in our 

newsletter. So they knew that was coming. It wasn’t like a surprise at all.

BETH: Yeah, and a lot of people will do things, like we have a model release that 

people sign when they come to our school or whatever that says that we can use 

their image in our marketing, which maybe legally. I mean that does legally clear 

you, but there’s a massive gap between being legally cleared and having a family 

member really upset. There’s just no point. There’s no point. 

CANDI: You need to connect. So I connected with those parents specifically 

beforehand to make sure it was OK and they knew what was coming and then 

we posted the picture and we just had a graphic that we had. The executive 

director Andy and Natalie and it said, “Thank you, Natalie,” across the top and 

our logo was already on there because it had a picture of the board she made 

and then we put it in our newsletter. It was on the back. We have a section called 

Creative Giving and that’s just a way that we let our donors know in our donor 

newsletter, which goes out every six weeks that there’s more than one way to 

give. So we put that there and the impact was actually really neat because there 

was someone who was a former church member that now lives in Illinois and they 
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saw that in the newsletter and they recognized that little girl even though her last 

name wasn’t there and they actually took a picture and posted it on her mom’s 

Facebook and commented that it was such a treat for them to see her daughter 

in the newsletter.

BETH: That’s what people love to do. People love to find connections.

CANDI: Exactly. So that struck a chord. All of the members of that church knew 

that little girl and that meant a lot and then of course we sent her receipt out 

right away. We sent a personal thank you note that’s handwritten. We thanked 

the parents. We posted the picture on our Facebook. So we wanted that family to 

feel really appreciated because what they did was above and beyond what a lot 

of people will do and as a result, that family actually has become a repeat donor.

BETH: Yeah, and that is what can happen. I was gonna ask you why have you 

found it’s been worth it to make this effort to do this handwritten note?

CANDI: Well, for me, when I give, I want to feel like my gift matters and part of 

the cycle of giving is acknowledging the gift because it comes full circle then. If 

someone gives you a gift and you never acknowledge it, then it’s just left hanging 

there, but to do a handwritten note, it takes you out of the crowd because a lot of 

organizations will send a thank you letter and it might even be a very nice thank 

you letter, but if it is a handwritten note, that sets you apart and lets them know 

that someone cared enough about their gift to actually physically write them a 

thank you.

BETH: Now are you doing this just on first gifts or are you doing it for every gift?

CANDI: We have a certain perimeter set up. We will do it on first time gifts and 

we will do it on gifts over $500 if it’s a repeat donor and we may have to change 

that as our organization grows, but our timeframe is within 48 hours to send a 

handwritten thank you.
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BETH: You’re right. It is always challenging. I’m sure there are people listening 

that are much bigger organizations or their threshold for what they would define 

as a big gift is very different from yours, but the point isn’t so much that this is 

what you do or that you write a handwritten note. It’s that you’ve created this 

process where you treat first time and significant gifts in a very special way. 

How do you think that that’s impacting your organization that you’ve made the 

changes to do this?

CANDI: That’s a great question. We’ve been doing handwritten thank yous from 

day one, but as far as integrating the thanking process into our newsletters 

and into our Facebook page, I think people feel that they are partners with us 

because they have told me that they feel like they are partners with us. We 

actually had another family and they had given us gifts probably once or twice 

in the last few years and then when one of their daughters saw that in the 

newsletter that this little girl donated her birthday, she wanted to do it too. So 

she did it too and they sent their donation in and I sent an email to them right 

away and I was blown away. These girls are raising several hundred dollars. That’s 

more than enough to feed a child for a year.

BETH: Wow!

CANDI: So I emailed the mom right away and asked if we could have a picture to 

put on our Facebook and then we sent a personal thank you note to the daughter. 

We addressed it to her. We sent the tax receipt to the parents.

BETH: Right! How nice.

CANDI: The thank you note goes to the child and they just were eating it up. That 

post of that little girl’s thank you, it said, “Thank you, Charlianne,” and it was on 

our Facebook page. That had more views than anything we’ve done ever. It had 

over 1,200 for that one post and it had more shares than anything we’ve ever put 

up. We had 11 shares because the family members were excited and it got posted 
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on her school’s website as well.

BETH: Exactly and I think that’s a really, really good point to make. Facebook 

is getting harder and harder to get views and shares because of how they’re 

restricting the general exposure, the natural exposure of your content for free. 

So one of the best things you can do to get more exposure for your posts is 

bring other people into it, and I hate to say it, but be a little strategic about it, 

to think about what you can put on there that would encourage the family and 

other people to get involved. The school, the community. When we do these 

podcasts, we always make sure that all of our tweets about them include the 

guest who I’m speaking with because, of course I want to thank them. Of course 

I want to highlight that it was their content that we’re sharing, but then in a lot of 

cases, the guest goes ahead and shares a lot and every once in awhile, we’ll do 

a compilation post that has little tips from maybe 10 different guests and those 

things get the biggest shares ever and it’s easy to look at them and think, “That 

got the biggest shares ever. Those people really liked that content.” Maybe yes, 

maybe no, but the difference between having me and one guest and the amount 

of band with I can get from that versus having me and 10 people on the podcast, 

that has so much more opportunity for getting a lift from other people re-sharing. 

So it’s really smart that you’re starting to think that way about let’s put this out 

there. Of course you want to bring your community and of course it’s for them 

and I’m sure that the kid really appreciates it and really feels valued, but there’s 

nothing wrong with also looking at what can this do for us overall. That’s what 

you’re trying to do is grow and sustain the organization.

CANDI: Right, because the more people we draw in, the more people that we 

can help in Liberia and make it personal because it is personal. It’s very personal 

when someone gives. That’s an emotional act and to me, that’s a little bit sacred. 

When someone gives to me, that is sacred because it’s an emotional act. It’s 

almost like falling in love. I want them to feel like I value that because I do. So if 

that means it takes me longer to hand write a thank you note, then I will do that. 
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BETH: I’ve heard a lot of people lately equate the building of donor relationships 

to building up of dating or personal relationships. It’s amazing how many 

analogies people will use about you don’t ask people to marry you on the first 

date. It’s actually really a pretty accurate corollary, which is why I always tell 

people not to go after the people that have left your organization too extensively. 

They’ve walked away. It’s like chasing an ex-boyfriend. It’s not worth changing 

yourself that much.

CANDI: Right, yes. I totally agree, and I’ll send a handwritten note. That’s the 

other thing. If I have a monthly donor who lapses, I’ll shoot them a quick email 

and ask if they need help with their banking information or something like that 

and I’ll shoot them one handwritten note letting them know how much we value 

them, and how can I make it convenient for you to give again. At some point, 

you’ve got to just save your energy.

BETH: Save your energy and focus your time on the people that really want you, 

but I love what you’ve been doing as far as in the very beginning really having 

this incredible level of gratitude and thanks that you’re lavishing on your new 

donors. If someone wanted to do some of what you’re doing, what tip can you 

give them to help people take the kind of action that you’ve been taking?

CANDI: Well, I would obviously highly recommend the tools that you have and 

that Sandy Rees has and Kirsten Bullock. There are fantastic tools out there for 

people starting out in nonprofits that are free for the taking and specifically the 

three of you ladies share are so invaluable because they work. They’re proven. 

You know, the second thing that I would say is find a mentor. Look around and 

see if there is someone doing what you want to do, strike up a friendship with 

them and see what they’re doing that is working and if you can’t find a physical, 

real life mentor, you can also do what I like to think of as a virtual mentor. If 

you look at an organization that you admire and you see what they’re doing is 

successful, look at their website. Look at their communications with their donor. 

Become a donor to that organization and see how they respond to you and then 
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you can use that in what you’re doing as well. We reference a lot of successful 

organizations all the time when we are looking at our website, our printed 

materials, our interactions on Facebook because we know that they have highly 

paid teams and we can learn from that.

BETH: That is so key.

CANDI: You don’t have to reinvent the wheel.

BETH: You know, but I really liked how you specifically described it because we 

would call that modeling. If you can’t get a mentor, get a model. What people 

sometimes tend to do is see something that they personally like or think looks 

good or sounds good or they see ads everywhere and then they copy what they 

see without really having any idea of what they see is actually a best practice or 

if it’s actually working. So I really liked how you described it. You said to find an 

organization that you really like and think they’re doing it smart and then give 

to them and see how they follow through. I think that’s a really smart tip that 

I’m gonna have to incorporate into things I tell people. I’m always worried when 

people say I’m gonna find three examples. They’ll give me examples of things 

they like, and I go, “Do you know that this works or do you just think it’s pretty 

and just think it’s clever or sound good?” but when you actually give and see 

what they do on the back end, you have a much better sense of whether this is 

actually the kind of organization you want to model your behavior after. That’s a 

great tip. 

CANDI: Thank you!

BETH: Thank you so much for joining me today. It was such an interesting 

conversation. I really love what you’re doing and for me, it’s so valuable to have 

all different types of organizations from big to small, from local to international 

on here and I really appreciate you coming on and representing people that are 

doing it themselves and finding the little special ways that it can work for them, 
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how you’re fitting it into your time and how you’re finding ways to really become 

distinctive to your audience and not trying to be anybody else but yourselves. 

CANDI: Well, thank you. I sure appreciate that. 

BETH: I so appreciate you coming on and sharing all of your knowledge and your 

experiences with both me and our nonprofit community.

CANDI: Thank you Beth. I appreciate what you’re doing, too.

www.iriscreative.com
http://iriscreative.com/
http://www.nonprofittoolkit.net/toolkits/givingtuesday-toolkit-7-day-countdown/

