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ABSTRACT: Jesus said, the pursuit of money is the source of all evil. In our modern world, it
is the money we use which is often the most damaging to our world, but the rebuilding of a
gift economy can bring about the greatest healing.
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INTRODUCTION TO DEMYSTIFYING MONEY

One of the best ways of testing your project is to secure the funding you will need. If the money is
easy to raise, then you know that the project may stand a fair chance of success. If it proves difficult
to raise the funds you will need, it may be that you have to return to reconsider your strategy and
return to the stage of Considering Alternatives.

Empowered fundraising is thus a very important part of the Dragon Dreaming approach, and in
running Dragon Dreaming workshops, | often find that people when making a Karabirrdt have
greatest difficulty in the allocating the tasks for their project concerning the issue of fundraising. It is
here, together with the creation of the budget, that people most often write their names in red, as
tasks which they would be afraid of doing. It is as if we are all deeply wounded about the way
money works in our communities, and this wound gets activated when we are engaged in
fundraising. Empowered Fundraising is a technique that concerns itself with transforming our
relationship with money and is the most powerful way | have found in healing the deep wound our
culture carries about this issue. In healing this wound, empowered fundraising creates opportunities
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for people to engage with their own greatness and magnificence, simultaneously connecting with
the greatness and magnificence of others. Currently this approach is far from our current attitude
both to money and also to fundraising.

Without doubt our current relationship with money is the source of one of the greatest wounds
most individuals carry — it is a source of their alienation from their own ability to create what is of
true value - a sustainable future that works for all, and thus is an alienation from their own deepest
sources of creativity.

Empowered fundraising as an alternative, in the words of Lynne Twist, aims to inspire, educate and
empower you to realign the acquisition and allocation of financial resources with your most deeply
held values.® The approach is committed to providing programs and resources that shift your
relationship with money from dependency, confusion and disempowerment to one of freedom,
meaning, and contribution.

CASE STUDY 1: THE PILGRIMAGE PROJECT - THE STORY OF HOW WE
DISCOVERED EMPOWERED FUNDRAISING

In 1996 Joanna Macy came to Western Australia to run a workshop for the Gaia Foundation and
members of the general public. At this time she shared with us the tragic story of the town of
Novozybkov, in the Bryansk region in Russia, whose inhabitants were sacrificed by the authorities in
order to prevent the radioactivity of Chernobyl reaching Moscow. She also shared with us the Elm
Dance, which the people of Novozybkov enjoyed immensely and which Joanna Macy has since taken
around the world.

The story of Novozybkov broke our hearts, and five people gathered at the workshop to create a
special project, modeled in part on the “Sacred Fire” Pilgrimage that had earlier been held in the UK.
At the time, the Australian government, the Australian and New Zealand Bank (the oldest in
Australia) and a major mining company North Broken Hill Piko Ltd, were planning a Uranium mine at
Jabiluka, on Aboriginal land against the wishes of the local people, inside a World Heritage listed
Kakadu National Park. As a result, we decided to bring two people from Novozykov, from Russia to
Western Australia, a man and a woman, to lead a 55 day pilgrimage around the country, visiting 6 of
the 7 mainland capital cities, and all the current and proposed Uranium mines, to explain and
educate people about the true and damaging nature of the Uranium Industry. To organize this
project, we decided to leave, on Hiroshima day, 6™ August 1997, the forty second anniversary of the
dropping of the bomb on Hiroshima, drawing attention to the fact that the only use of the waste
from the Uranium Industry is the building of nuclear weapons. We had a lantern, lit by the eternal
flame kept burning in Hiroshima, took a cameraman and a journalist, and with the hiring of the bus
and the camping equipment we would need, the whole project would cost in the order of $100,000
Australian. We had 10 weeks to raise the money.

Dragon Dreaming Factsheet Number #22 page 3 of 28



How to do it? The Greens Party in Western Australia, particularly their Senator — Dee Margetts,
proved very helpful and gave us access to a mailing list of 5,000 names. Letters were written and
mailed out seeking support. In 2 weeks we raised only $400. We now had 8 weeks remaining. By
this time our planning team had risen to 12 people. It was clear that a different paradigm in
fundraising was needed, otherwise this project would finish seriously in debt.

We had a friend, a professional fundraiser, Cathy Burke, an Australian fundraiser who had been
working with The Hunger Project for a number of years, and who each year raises millions of dollars
to support women’s projects in third world countries and help them overcome the issues related to
the persistence of hunger in the world. Cathy consented to train us in a different way. Of the 12
only 4 came to the first workshop. This created huge problems and a degree of conflict within our
team, many of whom wished to continue with conventional fundraising — baking cakes, or organizing
raffles. If we continued going like this, trying to run “raffles”, “lamington drives” or “jumble sales”
we’d finish many thousands of dollars short of our target. At that time | had been marginally
involved in another case of empowered fundraising in Western Australian town of Katanning, and so
knew that a different system of raising funds through mobilising a whole community by donor
directed philanthropic contribution.

A second workshop was organized with 8 people attending. A third weekend workshop,
simultaneously celebrating the birthday of Vivienne Elanta, managed to get all 12 attending, and
within the remaining weeks of the project, the funds were raised.

We are all connected in invisible networks of personal friendship and acquaintance that help define
who we are. These friends are themselves centres of other networks, that spin quickly into the
millions and hundreds of millions. Some people are nodes and hubs of extensive networks of
information and interconnection. Others are linked through fewer but deeper relationships.

Building a truly sustainable world is going to require the mobilisation of these networks in the task of
changing government policy and industrial practice and in building the life sustaining communities
and ecosystems we will need for our future. Cathy showed the Pilgrimage Project, that by mobilising
these networks with common purpose and commitment, we could raise the funding we needed for
the project.

But the old attitudes to money built around lack, scarcity and insufficiency are deeply rooted. Some
were a little threatened by the novel approach and so did not attend the first or even a second
Empowered Fundraising workshop. It was only with the running of the third two day residential
workshop that all people on the team became enthused with the new approach. Empowered
Fundraising was born. As a result within 10 weeks we were wildly successful at raising the funds
needed and the Pilgrimage Project, launched from St Georges Cathedral, Perth, set forth.
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THE MONEY GAME

At Empowered Fundraising workshops | begin with a Money Game. People come to find a pile of
photocopied Euros, Pounds or Dollars on their chair. This is carefully calculated so that it represents
the average wage (or if unavailable, the Gross Domestic Product per capita), divided by 52, to give an
amount per week. | then explain that the money they have is equal to their weekly wage if all the
money produced in their country in a year was equally divided between the population. It is always
interesting here to ask what number of people in the workshop get more than this amount and
which number of people get less. There is a always a smaller number of people who get more, as
the average gross domestic income is always much higher than the median income, as it is a small
number of very rich who push the average figure much higher than the true median income.

| then explain that everyone in the group is now an employee of John Croft Community Enterprises
Limited, and this is their wages for the first week. | am an incredibly fair employer who pays
everyone the same wage. We then set up a free virtual market in the room. For example if one
person spends $100 on food per week, then her neighbour can instantly become a food store, and
for $100 receive a virtual shopping basket of imaginary food. The person who has been paid now
wants a bicycle, and their neighbour standing suddenly becomes a virtual cycle shop and will sell
them a second hand bike for $300. This person too can buy something. Everyone is invited now to
stand, and the virtual perfect marketplace is now free to begin.

Unknown to the participants | select one person and tell them they have special rules. They are not
to buy anything in this market place they are only to sell. Their job is to try to accumulate as much
money as quickly as possible from the market place, operating as a corporation that seeks to
maximize shareholder returns. But he is to conceal the fact that | have given them these rules. |
usually do not have any money myself but act as an agent of that person, acting as an employee,
raising as much money from the others and then giving it to that person, explaining “here is the
money that | owe you”. Then after 20-30 minutes | call a halt and get people to line up dependent
upon the amount of money they have in their hands, with the person holding the most on my left
and the person with the least on my right. People count their money and position themselves
accordingly. The distribution is always the same. Once the line is formed | draw people’s attention
to the facts of the distribution by pointing out where in the line was the amount they all started
with. People with the most are few in number, less than one third or one quarter of the number
present in the game. Between two thirds and three quarters have less money than they started
with.

This is the automatic consequence of a “free” market system. The gaps between “rich” and “poor”
have already started and are widening. Some people have seen the game as an opportunity to make
money, others have just sought to use the game in order to get their needs met. At this stage |
introduce the person who has special instructions, and explain that he is not a person but a
multinational corporation. |then explain that | at times during the game was operating also as an
employee of this person. Research has shown that employees are more inclined to operate
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unethically in maximizing the value of a corporation than if they were solely responsible for their
acts. By the laws of the land this corporation is recognised as an imaginary person, having the right
to “free speech”, can sue another for “defamation”, just like any individual, can lobby politicians and
contribute to election campaigns with the same rights as individuals, but has none of the
responsibilities of individuals as they have just one task under corporate law, to make profits for
their shareholders as quickly and as efficiently as they can. Any thing else, social or environmental
responsibility, the location of their factories, the health care of their workers, that gets in the way of
making a profit is considered a secondary factor that can be safely ignored, and if profits fall, these
factors get sacrificed in order to secure the profits that only go to their shareholders. In return for
this work, the managers of these enterprises can earn enormous sums.

e In Austria at the moment is it 1:800

e In Germany at the moment it is 1:5000

e Inthe USA Industry it is currently 1:65,000 and

e In the USA financial sector it is 1:360,000

They also employ the most skilled accountants to minimise any corporate responsibilities, like tax or
legal obligations they have, to the state, and they see their major concern in this area is to weaken
or water down any legislation that the government may pass that would influence their profit
making abilities in any way. Many of these companies in fact have their corporate headquarters not
in their home country, but in tax havens like the Cayman Islands, tiny nations created principally as a
means of avoiding tax.

In the game | explain that there was a certain amount of money (the number of people multiplied by
the amount given to each person) in the game, and the amount of money made by the corporation
has just been repatriated out of this community to the company shareholders and their managers.
As this community has less money than before, | explain that John Croft Community Enterprises
Incorporated can no longer afford to employ all the workers he did before. And so | apologise and
tell the people with the least amount of money that they are now unemployed. To the rest, | explain
that to begin this business | had to borrow all the money | paid to them at the start of the game from
a bank and | have to pay it back with interest. And as | too am in competition with multinational
corporations like the one which we have just mentioned, to be competitive in the marketplace, | too
need to maximise my profits. So for me too, corporate social and environmental responsibility takes
second place to profit making, workers will only be paid in proportion to their productivity, which
will for most people mean longer hours of work for less money than before. It also means we have
to externalize some of our costs, so we conceal the pollution of our production and lobby not to
have to pay carbon taxes for our Greenhouse gas emissions. When one or two people complain
about such conditions, | accuse them of being disloyal or green troublemakers and sack them
immediately. By this time everyone is laughing.

| then ask the people who are unemployed how they are going to support themselves. When |
started playing this game, a number of years ago, in the days where we still had functioning welfare
states, people used to say they would seek social security or unemployment benefit. In these less
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secure times, what usually happens is people say they will seek various self-employment ventures in
the informal sector. But either way, whatever the situation the government will still raise taxes. The
tax rates differ between countries and differ as to the levels raised. Many neo-liberal economists of
the so called “Washington consensus” have long argued for a regressive flat tax rate, where
everyone pays the same percentage, irrespective of income. All tax reforms over the last half
century have tended in this direction, in the name of increasing incentives and the so called “trickle
down effect”, where money made by corporations and their managers supposedly will increase
employment and national productivity and so all will benefit. In the game, | indicate that the
government here has been influenced by these arguments, and so | charge a flat rate of tax — 1.3 of
all the money that people are holding in their hands. Only the very poorest in the line are below the
“tax free threshold” and pay no tax. These people often have no money anyway. When | get to the
top of the cue | explain that the richest two or three people have very clever tax accountants who
minimise their tax, whilst the richest, our corporation is operating out of a tax haven and so pays
nothing.

With the tax collected, | then explain how taxes are typically distributed. One third of taxes typically
pays the wages and salaries of public employees, road makers, doctors and nurses in public
hospitals, teachers in public schools and the like. | subtract that from the taxes collected. One third
pays for new government projects and initiatives. And one third is typically spent on social welfare
programs. At the moment, right wing groups are seeking to reduce these welfare payments, as they
say they interfere with the profitability of the economy, but in fact they more properly interfere with
hidden corporate subsidies paid by taxpayers to the major corporations. We then have not much
money to pay our unemployed.

Once we have the social welfare payments, | then interview the unemployed, asking have they
worked at all in the last week and how much did they earn. | ask them did they pay rent on their
housing, and if so how much. The person who paid no rent | suggested was homeless, living on the
streets and therefore was not entitled to welfare. Very quickly people catch on to the necessity to
lie about their circumstances. The person who lives in their own home is told to sell their asset and
support themselves from its sale. Those who didn’t pay rent, have their entitlements to social
welfare reduced. Asthe number of unemployed have increased, we have to pay some welfare
payments from the money reserved for government projects or civil servants. As a result the
government, in order to meet its obligations is forced to borrow money from international lenders.
And so | do on my knees to the rich multinational corporation and beg for money, asking what are
the conditions for the loan. They insist on a government austerity program, that the number of
public servants has to be reduced, that less money is spent on government programs, and valuable
government assets get privatised. Exports of goods from this community to the rich and powerful
nations have to “become more competitive” and so prices fall, but protection of local enterprises
has to be reduced, permitting more corporations to make bigger profits, with various tax
concessions. Rates of interest on borrowings are usually high. In desperation | agree.
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Then | return to those who have been the losers in this ultimate win-lose game we have been
playing and | ask them how are they going to support themselves. | suggest burglary or drug-
running, or maybe the “slave trade” explaining that there are 200,000 sexual slaves in Western
Europe already and the numbers are increasing as poor are forced into prostitution. | explain that
15% of the world’s economy is in the criminal economy, but that the system doesn’t recognise any
difference between criminal money laundering through tax havens or Swiss banks, and the
“legitimate” corporate profits.

THE WOUND ABOUT MONEY

Conventionally we all have an “identified though largely unconscious and unexamined relationship
with money that shapes our experience of life and our deepest feelings about ourselves and others”.
This comes from the way in which we use and create money in our communities.

Economists, tell us that money has a number of different functions.

Economically Money functions

1. As a measure of value: money is a means by which different persons can agree upon an
assessment of how much they value some good or service, in the same way that an inch or
centimetre is an agreed measure of length. To serve as a measure of value, money must be
divisible into agreed units, have an agreed and recognisable value and to be countable. As
Lynne Twist says, “Money is often given more value than life itself.” For example, Insurance
companies attach a value to human life, as though your life can be bought and sold.

2. As a means of exchange; money overcomes the problem of barter as a means of facilitating
exchange, in circumstances where the “double coincidence of needs” is not found. This
refers to a barter transaction where one person has something required by another, and
they have something to trade of agreed equal value. Failure to meet these conditions
means that a barter transaction cannot occur. Economics defines rationality in such
exchanges, as transactions where we seek to maximize our benefits and minimise our costs,
owing no loyalty to anyone or anything except for contractual obligations established in a
market. Neuroeconomics demonstrates such an approach generates distrust and increases
unhealthy stress.

3. Asa store of value: To function as a store of value money must be able to be saved, stored
and retrieved, without major loss of value. This function, however, can encourage hoarding,
which, if money is not reinvested, removes money from circulation, so increasing its scarcity
in the community.

In addition to these economic functions, and in part as a result of them, money also has a number of
often unstated political functions, resulting in part from the way it is created.
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Politically Money functions

4. As a means of rationing access to scarce goods and services: Many goods are in short
supply, and therefore cannot be made universally available. By rationing these services and
making them only available to those with money, a monetary system can ensure that goods
are rationed to those with sufficient purchasing power.

5. As a means of making money: The golden rule of economics is sometimes stated, as “those
who have the gold make the rules”. Because credit money is a demand for future payment,
it can be used to purchase the goods and services of commodities today in ways that can be
used, not for meeting immediate needs, but instead solely for the purpose of making yet
more money. As a result those with access to credit money tend to grow richer faster than
those without such access.

6. Asa means to power: Because through a credit system, money can be used to increase
one’s stock of money, money also serves a political function, giving differential access to the
goods and services that confer social, political and economic power within a community.
“Fiat money” is money that is created out of nothing but is declared to be in existence by
government or by a central bank. Fiat money may be subject to inflation, through imbalance
with the circulation of goods and services, and can reduce the power of some whilst
increasing that of others.

Close examination of these different functions of money within any community, demonstrates that
not all of these functions are strictly compatible, and some functions are in fact mutually
contradictory. These contradictions mystify the nature of money, and make it more difficult for the
normal person to understand. Thus money as a means of rationing access to goods and services,
may tend to allocate financial resources to meeting the luxurious “wants” of those with greatest
purchasing power, rather than in meeting the real needs for “subsistence” of the poorest sections of
a community. The way corn is currently being used for biofuel rather than feeding people in the
Third World is an example in point.

Another example concerns money as a store of value. Thus money can be used as a means of
making money, and this results in capital flows away from communities where the ease of making
more money is restricted. In these cases the use of money as a means of exchange or a measure of
value is restricted as money flows towards those communities where the ease of making money is
more plentiful. The scarcity of money in the former communities is not due, necessarily, to any
shortage of skills, of resources or of a local demand for goods and services — it may be due purely
due to the scarcity of money. This scarcity of money may result in people seeking access to money
in inappropriate ways, resorting to criminal activity or prostitution. For example, the adage — “he
who pays the piper calls the tune” is directly relevant to community or environmental organisations.
When such organisations are dependent upon government or business corporations, this will
severely limit their ability to take a critical role vis a vis these institutions, without it directly
interfering with their own continued economic viability.
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This confusion about money also extends to the “creation of money”. Our money today is created
through fractional reserve banking. Here money is “created” through loans given by banks, which
inject “new money” into the economy. This ensures that whilst the principal of a loan may be
created, the “interest” on that loan becomes a future demand, associated with repayment, and thus
the “lender” gambles that they will be able to recover more money from the loan than they lent in
the first place. Because only the principal is immediately created, economic growth and the
injection of yet more money is an imperative, and failure to achieve such growth will result in
widespread bankruptcy. These circumstances create insecurity as they also ensure that the amount
of money is always perceived to be in short supply. As a result in “monetary societies”, money
comes to be one of the central linchpins of our lives, and “everyone is interested in money and
almost all of us feel a chronic concern and even fear that we don’t have enough or will be able to
keep enough of it.... Many live openly with the accumulation of money as our primary goal. No
matter how much money we have or don’t have (we) worry that we don’t or won’t have enough”?.

As Lynne Twist says in her book “The Soul of Money”, these characteristics have a strange effect.
“Each of us experiences a lifelong tug-of-war between our money interests and the calling of our
soul. When we're in the domain of soul, we act with integrity. We are thoughtful and generous,
allowing, courageous, and committed. We recognize the value of love and friendship. We admire a
small thing well done. We experience moments of awe in the presence of nature and its unrefined
beauty. We are open, vulnerable, and heartful. We have the capacity to be moved, and generosity is
natural. We are trustworthy and trusting of others, and our self-expression flourishes. We feel at
peace within ourselves and confidant that we are an integral part of a larger, more universal
experience, something greater than ourselves.

When we enter the domain of money, there often seems to be a disconnect from the soulful person
we have known ourselves to be. It is as if we are suddenly transported to a different playing field
where all the rules have changed. In the grip of money, those wonderful qualities of soul seem to be
less available. We become smaller. We scramble or race to "get what's ours." We often grow selfish,
greedy, petty, fearful, or controlling, or sometimes confused, conflicted or guilty. We see ourselves
as winners or losers, powerful or helpless, and we let those labels deeply define us in ways that are
inaccurate, as if financial wealth and control indicate innate superiority, and lack of them suggests a
lack of worth or basic human potential. Visions of possibility dissolve. We become wary and
mistrusting, protective of our little piece, or helpless and hopeless. We sometimes feel driven to
behave in ways inconsistent with our core values, and unable to act differently.”?

The result is a deep division in our way of being, in our behaviour, and in our sense of our own
character and integrity. This dichotomy, this break in our truth, not only confuses us around the
issue of money, it also keeps us from integrating our inner and outer worlds to experience
wholeness in our lives, the exquisite moment when we feel at peace in the moment, a part of and
one with life. This quieter experience of wholeness has been largely lost in our culture, overtaken by
the noise and scramble around money. The gap exists for all of us -- myself included -- and is at the
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very heart of the toughest struggles in life for all of us. It is sustained, as Lynne Twist says in her
Video, by three powerful myths.

e The myth of scarcity: that we don’t have enough (time, money, love etc) to meet our needs.

e The myth that more is better: that if we could have more (money, time, love) if would
improve situations.

e The myth that this is the way it is: that no alternative way is possible.

In the name these myths of money we have done (and continue to do) immense damage to the
Earth. We destroy rainforests, dam and decimate rivers, overfish oceans, rivers and lakes, and have
poisoned our soil with chemicals from industry and agriculture. We have ghettoised whole
segments of society, forcing them into slums and shanties, exploited whole regions and nations and
forced young into selling drugs or their own bodies for money. We use money to assign age-old
inequalities between men and women and distort people’s expectations and obligations in reference
to the pursuit of money. While people are prepared to challenge and critique almost every other
aspect of life, few ever challenge the role of money in establishing what is worthwhile in human life.

This behaviour, motivated by the scarcity of money leads the personal growth movement to speak of
abundance. But abundance is the flip side of scarcity thinking, meaning it's just as negative and we
don't need to go there. A more empowering story is the story of “sufficiency” of “enoughness”. As
Gandhi said “There is enough on our planet (whether you believe it or not) for each one of us to live
a healthy, productive and happy life. There is not enough for just one greedy man”. Needless to say
this greed is usually motivated by the desire for more money. Enough is a belief in ourselves, it's a
simpler way to live, to focus on what we actually have in our lives and appreciate it, instead of flying
past enough, not even seeing it, trying to get more, more and still more. The great scarcity myths:
"there isn't enough", "more is better" and "that's just the way it is." Such attitudes affect us all,
whether we live in poor Third World settings or we are super rich CEOs of major corporations.

Healing our relationship with money is an important part of moving from an industrial scarcity
economy (built upon unceasing growth of consumerism and waste) to a sufficiency economy (built
upon “enoughness” for all beings, human and non-human, and increasing as a result the resilience
for communities and environments). This is the central task of our age. Empowered fundraising
helps with this process.

CASE STUDY 2: THE TOWN OF KATANNING

Katanning is a community of about 5,700 people in the Upper Great Southern of the Western
Australian wheatbelt, provided many of the features of a successful fundraising mobilisation. In the
late 1980s it was a town that lacked adequate recreational facilities. For many years the community
had spoken of what needed to be done, but nothing had ever happened. It was clearly a case of
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“everybody”, “anybody”, “somebody” and “nobody”. “Everybody decided that something could be
done, anybody could have done it, somebody should have done it, but nobody did it. As a result
everybody looked for somebody to blame, it could be anybody, but nobody took responsibility”.

Eventually the community decided to do something about it and set up a committee made up of
community people with some councillors and staff involved to create the centre the community
needed. Within this group it was essential that there was a commitment and belief in the project —
and those people on the committee needed to have made a contribution themselves both financially
and in terms of time, committed to the project, proportional to their capacity. These people were
later to become the most important fundraisers, and it is essential that these people are not asking
others to do what they are not prepared to be doing themselves. People can clearly detect such
hypocrisy in the body language when it occurs. The group comprised those who were considered
Peak Community Leaders of the project (2 former Shire Presidents and others), they were people
who were recognised in the community as having the ability to help form and shape public opinion.

The committee then set about working for a considerable time on the proposal within a
concentrated period of work for 6 months, meeting every 2-3 weeks. To ensure community
participation and involvement the Committee was chaired by a community member. Over this time
it also formed a number of sub-committees to assist in the efforts.

The Shire of Katanning did all the secretarial support, behind the scenes work, but this committee
was divorced from the Council, in order to ensure that when they went out to ask people for money,
the Council would not be involved. This was an issue because ethically it violates the duties of
Council officers to ask for donations, as the Council was already collecting rates from people in the
community to meet the needs of the community.

The Council then undertook to employ a professional fund-raiser - Ern Flint from Sydney, New South
Wales. The Council engaged him on a Council Contract, as a contract fundraiser. His professional
services were engaged to coordinate the campaign.

To begin with in 10 days he interviewed a cross section of 60 people from the community with an
hour of time being spent with each person. This allowed the identification of a great deal of other
information. A Committee of 3 people was formed and given an office in the Shire. This committee
had the task of bringing these 60 people together. From within this group, two sources of funding
were sought

1. Direct donations from contact from community people
2. Corporate sponsorships from local business persons.

Em Flint then went out with 12 people on the committee to talk to people about making
contributions. He was also responsible for developing Donor Gift Recipient status (auspiced through
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the Australian Sport’s Foundation), which made it easier to sell the whole concept to the
community.

The committee then went through the rate book of Council and split people up into contributor
groups — Community Donors, Corporate Sponsorship, and Contributions in Kind. Sub-committees
were established, and each sub committee was chaired by a person on the peak committee. New
people were encouraged to get involved in each sub committee to spread the load.

Training was provided by the coordinator to the sub-committee, and this passed on those skills of
ways to engage in building a genuine and authentic one-to-one relationship with all potential
donors.

Through Feb — March publicity was also placed through local press, mail-outs were organised to
individuals and the campaign built up to a climax.

The group targeted potentially larger givers first. This raised people’s sights as to what was possible,
and created a sense of infectious enthusiasm within the community as to what was possible. By
building these personal one to one relationships with potential donors and then enrolling these
investors in seeking further contributions, the community mobilised its family, friendship, collegial
and community networks and succeeded in raising $1.5 million for the project within 10 weeks.

EMPOWERED FUNDRAISING - A WORKSHOP APPROACH

So how can this training and campaign style approach lead to empowered fundraising?

A focus upon scarcity leads to a competitive win-lose zero-sum games of "you or me" - world of
winners and losers. In such circumstances cooperative behaviours are irrational as unless you can
help me win, our association is unproductive. Empowered fundraising however challenges this
ethos and leads to compassionate cooperation, a win-win positive sum game of "you and me" where
we are gathered together on a common productive purpose.

If money is a measure and store of value, then “how we use our money reflects our values in life?".
And if we sincerely hope for a better world, then we must use some of our money in accordance
with our life values — values for personal growth, strengthening the community or service to the
Earth. At the moment we seem to be using most of our money for mere survival (if poor) or to make
more money (if rich). Both attitudes are motivated from the notion of the scarcity of money. Both
produce a scarcity of true community value, and weaken community spirit.

But there is an alternative. We can start using some of our money with the motivation to coming
from our sense of sufficiency, to invest our souls in the transformation of this world, to join those
who are engaged in this effort, then | believe with this means we truly can change the world, and
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build the life sustaining culture of the future. This approach gives us a chance to move beyond our
immediate personal comfort zone of non-action, into a new realm of engagement and participation
in building such a better world.

How can this be done? Firstly a community issue of importance is required. There are many such
issues present in our community. We at the Gaia Foundation believe the projects worth supporting
meet three conditions —

It has to be a project of

1. Personal Growth - commitment to your own healing and empowerment

2. Community Building - strengthening the communities of which you are a part

3. Service to the Earth - enhancing the wellbeing and flourishing of all life

STAGE 1:

Once such a project is created and there is a team of committed people working to bring such a
project into fruition, the costs for the project need to be estimated, and a timetable set for the
completion of the fund-raising, and the launch of the project. The group is then ready for their first
Empowered Fundraising workshop.

Ironically, the secret of a fundraising workshop is not about money at all. It is in reality about
building a community of relationships — where each relationship is based upon links forged on risk,
trust and intimacy. It is essentially a process of true “community building”. Unfortunately for us,
community, like money is greatly misunderstood. It comes from three words; “com” (in Latin)
meaning “with” or “together”; “munis” (in Proto-Indo-European) meaning “the changes or
exchanges that link” (and is the origin of our words for both “municipality” and “money”; and “ity”
(from Latin, “itatus”) meaning “small”, “intimate or ‘local”. Generally a community in our everyday
life is seen as an accidental group of people who share only a little in common, but properly defined
it is “the local changes and exchanges that link us together, in an intimate fashion”. A true
community is determined by the quality of communication that ties the group together. Itis a
relationship built upon one’s deepest values, and upon the offer of making a difference to life itself.
The greatest gift in life is living according to one’s deepest values, and empowered fundraising is a
giving of a gift of this true community to as many people as possible. Raising the funds for your
project is really about building the relationships that will sustain you both —the giver and the
receiver — for a long time to cOme. Itay Talgum, the Jewish conductor shows that “if you love
something, give it away to the community, then it can never be lost”. Ben Zander shows that the
conductor depends for his power on his ability to make other people powerful.
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When soliciting for donations, given the conventional views about money, it is all too easy to come
as a mendicant, a beggar, coming from lack or scarcity, seeking something in a situation of
dependency upon those who are more powerful and have greater resources than oneself. Such a
scarcity motivation will automatically be communicated and will activate scarcity in others, and they
will feel reluctant to contribute to such a project. Faced with such a spirit, as a result people
engaged in fundraising often attempt to organise something else - a raffle for instance, or a stall,
selling goods for cash. But such an attitude reinforces the disempowering belief that the cause for
which you are seeking money is somehow worthless or valueless, and people will only contribute out
of a desire to be a “winner”, or a “consumer” of another kind. This further reinforces the scarcity
consciousness about the issue of money and will minimise your chances in the future. Again this
leads all people involved to feel the cause is in someway worthless, or valueless, and leads even the
people committed to the cause to dread the task of fundraising. But through empowered
fundraising there is another way. As Hafiz, the Sufi poet says

Even after all this time

The sun never says to the earth,
"You owe Me."

Look what happens with

A love like that,

It lights the Whole Sky

Everyone, no matter how poor or wealthy, has a balance point, a point somewhere between a token
and a sacrifice.

e Atoken is where people may just reach into their pocket and give their loose change;

e Asacrifice is where a person gives so much that they go without food or shelter, or some
other important personal need is unmet.

This balance point depends upon the individual personal circumstances of the person involved. Each
person has one, and no-one really understands where your personal balance point is except
yourself. You are the expert in understanding the nature of your commitments in life, as only you
have the understanding of where this point lies.

The second realisation is that the balance point of different people, wealthy or poor, is functionally
equal to the balance point of another. Conventional “scarcity based” fundraising is inclined to
consider donations from wealthy people as of more value than is those of the poorer groups in
society, but this just reinforces the power structure beliefs concerning wealth and poverty. It is the
funds in this balance point that represents the ultimate disposable income. In a third world setting,
the balance point of a poor peasant earning less than $1 per day may be a few cents. For the head
of a huge multinational corporation it may represent even hundreds of thousands of dollars. The
secret here in “Empowered Fundraising” is that all balance points are equal, and should be treated
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equally. $10 from a widowed pensioner may represent a greater sacrifice than $10,000 from a
millionaire.

The first task for a person involved in an Empowered Fundraising workshop is to identify their own
personal balance-point. Then, in order to experience the “enoughness”, each person is encouraged
to take a small step beyond this balance point, to stretch them beyond their personal comfort zone.
This is the primary contribution that is necessary. Each person involved in the fundraising campaign
makes such a personal commitment of just beyond their “comfort zone”, to ensure that they are in
integrity, and are not asking others to do something they are not prepared to do themselves. Itis
important to realise that anyone seeking to raise funds by this method of “Empowered Fundraising”
is not asking someone to do something that they are not prepared to do themselves. Having
estimated their balance point people then write a personal dated I.0.U promissory note for that
amount and date it according to when those funds will be made available to the project. These
promissory notes are then collected and totalled. It is amazing how quickly these funds total up, and
projects which may at first glance appear impossible, suddenly are realised to be do-able.

For example at an Empowered Fundraising workshop held at Schumacher College, Dartington, in
Devon, England, held in February 2007, over £27,000 was raised within a few hours from a group of
17 people for projects to assist raise awareness of the problems of Climate Change. The Western
Australian Forest Alliance in April 2008 raised $13,700 from a group of seven people, in a workshop
creating a project with a budget of $100,000.

Empowered Fundraising is always a case of the exchange of a truly reciprocal value, it is not the
seeking of an unasked for gift. In giving money, the person who makes this donation is getting the
value of participation and engagement in a powerful and potentially life changing and rewarding
project that aims to make a positive difference to ourselves, our communities and our Earth. Not
everyone has the time they can commit to such a project. In “Empowered Fundraising”, this is the
reciprocal value that is given, and thus rather than just a donation, such a contribution has much of
the nature of an investment in the future — an investment in generosity from which all in a
community will benefit ultimately, rather than such as normally the case, coming from a position of
“scarcity” from which a single private individual may unduly benefit, often at the expense of
ourselves, our communities or the planet.

SEVEN RULES FOR GIFT-ECONOMY

The German/Brazilian Dragon Dreaming Trainer, Ita Gabert has constructed these seven rules for
building a gift economy culture.

* Be honest, just ask for or accept what you really need.
* Be aware, how much lovely work is in the things you got - honor and care it accordingly.
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* Pass on as a gift to another, all that you don’t need anymore.
* What ever you make or do, put your lifeblood in it and give it - let it go.
* Look to the eyes when you give something, look to the eyes when you get something,
make of it a real meeting.
* Be aware that when someone is giving, she or he is already getting something very precious - don’t
over-celebrate (effusive-exaggerate) if you get, but honour it appropriately.
* Watch your emotions. If you find some greed, envy or egoism in you in either giving or getting -
send these feelings in yourself, a smile.

Because of our monetary caused wounds, suffered at the hands of the ways we use money, it is all
too often the case that an individual feels that a person who declines to make a contribution and
who says “No” when asked, is in some way rejecting the person asking by rejecting the values of the
person who is asking. It is easy to internalise this as a negative feeling. The secret to empowered
fundraising is to have the “No” have the same meaning as a “Yes”, as both are an opportunity to
establish a deeper relationship with that person, a relationship based upon value rather than upon
superficial interests held in common. In asking you are offering a genuine invitation to become
involved, and an authentic invitation is based equally upon the power to decline as to accept. Being
disappointed by the “no” response will always be communicated in one’s body language, and this
acts as a form of coercion that aims, rather than an invitation, as a form of manipulation, to get the
person to say “yes”. This is also motivated by our “scarcity consciousness” and is a form of
disempowerment.

When given a “No”, however, the person involved should always follow up with three further
questions.

1. Could I ask “Why”? We are sincerely interested in learning of the reasons why people either
accept or decline our invitation, our offer to participate?

2. Would you like us to ensure that you are to be kept informed about how this project is
going?

3. Do you know anyone else who may be interested in such a project, to whom you could
introduce us?

Once again, there should be no obligation for anyone to answer these questions, as any sense of
obligation will ultimately backfire upon the project. A person who is dissatisfied will tend to tell
many more people than the one who is satisfied in such circumstances.

This exchange of information about the project will keep the community relationships alive, and
may, at a future date, lead to a person who originally declines the offer to engage with the project,
to participate in some other, perhaps even more valuable, way.

Empowered fundraising is always as a result of face to face engagement with a person. It never
proceeds on the basis of a “cold ask” of the door-knock appeal or the telephone enquiry. This is not
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to say that telephoning a person is possibly important but it should be for the purpose of arranging a
face-to-face visit, or an appointment at some mutually convenient location. On such an occasion,
the relationship is always one in which you already have some depth of friendship, intimacy or
acquaintance. The person you phone or speak to is someone with whom you have had some prior
contact, maybe only intermittently, but you are known to them.

How does one proceed from here? Once each participating member has made their personal
balance-point contribution to the project, each participant in the Empowered Fundraising Project is
encouraged to make a list of 10 people, from within their personal network of family, friends,
colleagues or acquaintances, whom they intend to ask within the next 3 weeks. Based upon the
nature of their already established relationship, each participant estimates where that person’s
balance point may be. This is the amount that a person will be asked for; it doesn’t matter at this
time how accurate your assessment of their balance point is, they will be free to amend it either up
or down when the approach is made.

Once this is done, the participating individual identifies the first three people they will approach,
over the next week. They then form themselves in pairs, to role-play the nature of the request. The
first task of the role play is to share with their partner, the nature of the relationship one has with
the person who will be approached, and the nature of the place and circumstances in which the
approach is going to be made. This allows the partner to feel into the character of this person and
“enrol themselves” into identifying how this person may possibly respond. In asking such a person it
is important that the following approach be clarified.

1. Firstly, clarify that you clearly understand the nature of the project and can explain exactly
what it is and why it is important.

2. Secondly, establish as early as possible before the event that you are going to be asking the
person to become a participant, who will engage in some way with the project.

3. Thirdly, after you have introduced the nature of the project, share with them a little of the
nature of “empowered fundraising” and the concept of the “balance point”.

4. Then inform them that you have estimated their balance point to be $XXX, and ask them for
that contribution. Once you have asked the person it is important that you remain silent
and allow the person to respond. Don’t try to fill up any silence that may result at this time
with further justification or explanation.

5. At this point the person asked may either accept, increase or decrease the amount you have
asked for, or decline altogether. As before, be gracious in accepting whatever occurs at this
point

6. Finish by asking the three questions identified above.

a. Could Il ask “Why”? We are sincerely interested in learning of the reasons why
people either accept or decline our invitation, our offer to participate?

b. Would you like us to ensure that you are to be kept informed about how this project
is going?
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c. Do you know anyone else who may be interested in such a project, to whom you
could introduce us?
7. If the person has accepted your offer to participate, you may like to share a little of what you
have learned through the Empowered Fundraising Workshop, and ask if they would like to
participate in such a training event.

Once person A has had a chance to “role play” such a request it is the chance for person B to have a
turn. Once each person has had a go, it is a chance to debrief on how that felt. What were the
feelings that arose with the request? How did the person in the role of the other feel about the
openness, honesty and authenticity of the invitation to engage and participate? What could have
been improved?

The conclusion to this exercise is to build a team of support for those who are going to be making
the requests. The first member of this team is their “buddy” with whom they have role-played.
People at this time exchange names, addresses and contact details, and let the “buddy” know by
when in the next week you will be making your first contact. One at this stage promises to engage
with one’s “buddy” at a time of mutual convenience to share how the approach went and what was
the result.

It is important at this stage to collect a copy of all of the names and amounts that people on each list
will be asked for. These figures can then be totalled as this will, together with the first promissory
notes, be the sum that will possibly result over the next three weeks from the Empowered
Fundraising approach. Once again, it is my experience that people are amazingly surprised at just
how much money could be raised.

STAGE 2: STEPPING BEYOND OUR COMFORT ZONES

It is rare that a single Empowered Fundraising Workshop will be sufficient to raise the funds
identified as necessary for the project. There is also a need to establish the kind of coaching
relationships that will assist those who have made the promises achieve the targets they have set
themselves. As with the Katanning project, much other work needs to occur behind the scenes. Is
Donor Gift Recipient status required for tax deductable contributions? Can an auspicing body be
found who will be prepared to extend and lend its credibility to the project? How will participants in
this process be kept informed of its progress? How can the relationships that have been created by
Empowered Fundraising be maintained and extended? Those people who have volunteered to
contribute in kind, either by proving time or materials to the project, how is this to be organised and
acknowledged appropriately? Money in these circumstances is always a means to an end and
should never become an end in itself.

Albert Einstein once remarked “No problem can be solved from the same level of consciousness that
created it.” The current problems of our world are created ultimately by the economic, social and
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political rules we have chosen for our money system, our social interactions and our political
decision making processes. If we are to build a sustainable world for all, then this requires us
changing our awareness of these things, and even more importantly, as Gandhi said for us to
become “the change we wish to see in the world”.

But attendance in an Empowered Fundraising workshop is not enough to change our scarcity
consciousness, nor the rules of money upon which our lives are currently based. While a person has
participated in an Empowered Fundraising workshop, the world as a whole has not altered. It is still
the world that created our original concepts about money. Once the workshop is finished, an
individual will start being more empowered with the concept of sufficiency and enoughness, but this
feeling will fade over time, and the old scarcity consciousness will return. In such circumstances, an
Empowered Fundraising workshop will be worse than useless, as not only will it have not made a
difference, but the individual person who has completed such training, will finish feeling that they
now know everything about how to raise money for their project. This is a mistake. A workshop
without appropriate follow up will quickly revert back to the status quo ante, back to the way things
were before.

For this reason it is important to have correct follow-up, and to build and maintain a structure of
support and follow up for all participants and to contact them individually as soon as possible after
the gathering so as to help anchor and reinforce the realisations they have internalised.

Also no two Empowered Fundraising workshops are ever the same. Each is unique and each will
uncover slightly different aspects of the issues that are addressed. It has been said, that the best
way to learn something at depth is to teach it to another. Each person who comes to an Empowered
Fundraising workshop is to be encouraged to once a year undertake a retraining and to ensure that
one has both a mentor and is a mentor for another. Mentoring involves that you are

Available. Make yourself available about 15 minutes a week. In that time, you can help with
an approach, discuss meeting roles, doing evaluations, and answering questions.

Respectful. One of the things that makes a mentor wonderful is how many different people
come to be involved in Empowered Fundraising. Be respectful -and learn from- those
differences. True respect demands that we treat the other person in a respectful manner,
too.

Supportive. We support each other, but we also support the project. Be encouraging.

A good listener. Often simply listening, without trying to solving a problem, is all the speaker
really needs. Hearing the problem out loud can lead to a solution. A good listener is also an
active listener. Pick up clues about the person’s concerns by noting posture, tone, breathing,
or the amount of time they spend on a subject.

Patient. Important things can take time. You cannot hasten the blossoming of a rose, and
developmental processes all take time. This is important.

Confident. There is a reason this person asked for you to be their mentor. Reflect that in
your demeanour—be self assured and friendly.
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NEW STEPS IN DRAGON DREAMING EMPOWERED FUNDRAISING

At the end of World War Il, the USA, as a part of a gift of unparalleled generosity, and partly as a
policy of preventing the spread of communism to Western Europe, organized the Marshall Plan, as a
means of assisting in the rebuilding of the War damaged nations of Western Europe. It was a huge
success. As a result, the ex-Canadian Prime Minister, Lester Pearson, in 1960 wrote a book, Partners
in Development, in which it was suggested that just 1% of the world’s wealth, if transferred in a
similar way, as a gift to the Third World, could narrow the gap between rich and poor nations
permanently. As a result the United Nations proposed that 1% of the GDP of advanced nations each
year be allocated to Third World Development Aid. So the United Nations then revised its goal down
to 0.7% of each rich nation’s GDP. Few nations have ever reached this target. What meager aid has
been given is also often in the form of tied grants, money must be spent on products of the donor
country, funds have been used to bribe officials to accept loans for projects that will have little effect
on assisting the poor, but will in fact be siphoned off for the rich. The gap between rich and poor
continues, as a result to widen. Corporations have used development loans to create a debt crisis
for many counties, leading to a privatization of their resources, and the shutting of many health,
education and community services in debtor countries to benefit themselves.

If governments and corporations are not prepared to meet the target of 0.7% as untied grants to
overcoming the problems of the world, perhaps we as individual citizens committed to rebuilding
the gift economy can do so. In fact we could commit, possibly 3% of our personal post tax incomes
to this task — 1% being dedicated to reaching Lester Pearson’s original target, 1% for projects within
the country that is raising the funds, and a final 1% being used to support the project support project
work of Dragon Dreaming and Empowered Fundraising.

Each Dragon Dreaming group could thus create its own little fundraising project. Once every year, or
even once every six months, those who were contributing could gather, in celebration, to decide
which projects they would be supporting from the funds that they gathered. Projects, of course
would have to meet the principles of the Gaia Foundation. As this wo