
Message from 
the President

Summer is here! Many nonprofits take this 
time to slow down, reflect on the year’s 
accomplishments, and wrap up their fiscal 
year. If you’ve waited all year to take your 
vacation, now may be a great time to do it!

In this issue, we explore four things your 
organization can do to improve operations. 
First, we sit down with Jenni Harris of the 
YWCA Lower Cape Fear, who embarked 
on a special partnership with The INS 
Group to develop new strategic and 
fundraising plans. Next, we offer four tips 
from an in-kind giving expert on how you 
can strategically cultivate relationships for 
the most effective ask. 

We also had the chance to meet with 
Christy Burkey, Director of Marketing 
and Communications for Hope Reins 

in Raleigh, NC, to discuss how her 
organization shares its unique work of 
pairing hurting kids with loving horses. 
Finally, we’ve got a fun quiz that can help 
your organization determine whether it’s 
ready to make the switch to “the cloud.”

If your organization is entering a new 
fiscal year, now is a great opportunity 
to examine what goals you hope to 
accomplish in the next 12 months. Do you 
need a refreshed fundraising plan? Would 
your Board of Directors benefit from 
coaching or training? Are your marketing 
efforts in need of an overhaul? The INS 
Group is here to help! Send us an email 
and let us know how we can help your 
organization build capacity this year.   

Warmest regards,

Ruth A. Peebles, President
The INS Group 

The INS Group | P.O. Box 20575, Raleigh, NC 27619 www.theinsgroup.com
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OUR MISSION
The INS Group helps nonprofits, 
government agencies, and 
faith-based institutions create 
innovative solutions to build 
their capacity and sustain their 
programs and services.

We accomplish this by assessing, 
designing, and implementing 
organizational development 
strategies that focus on improving 
effectiveness and enhancing the 
organization’s sustainability. The 
INS Group was established in 
1999 and provides organizational
development and capacity 
building services nationally.
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CLIENT SPOTLIGHT:
YWCA Lower Cape Fear 
In 2015, the YWCA Lower 
Cape Fear realized it 
needed to develop a new 
strategic plan. “There had 
not been one for at least six 
years,” says Jenni Harris, 
President of YWCA’s Board 
of Directors. “We were in a 
position where we needed 
guidance on how to grow 
into a strong, functioning organization.” 

YWCA contracted The INS Group to coordinate a strategic 
planning process that began with a comprehensive 
organizational assessment, including a Board and staff self-
assessment, as well as interviews and focus groups with 
Board members, staff, clients, and community stakeholders. 
Board members and staff leadership then examined 
the recurring themes stemming from the organizational 
assessment, which led to a series of strategic planning 
meetings facilitated by The INS Group. “It was amazing to 
realize the bonds and newly found passion that resulted 
from the efforts of the Board and staff coming together to talk 
through challenges and successes,” Harris reflects. “Ruth 
has a very calm presence that allows her to engage an entire 
group of people without conflict. That is a gift!” 

Soon after this process, the YWCA decided to continue its 
partnership with The INS Group by targeting organizational 
fundraising. “Ruth helped us create a fund development 
plan that included a 120-day plan and multiple levels of 
fundraising that had not been done in the past,” says 
Harris. “Now we have a lot of ideas for short- and long-term 
fundraising efforts that will accomplish a number of strategic 
goals toward greater awareness of our services in the 
community.” 

Today, the YWCA has a renewed perspective and strategic 
direction. “We have been able to move forward in hiring a 
new Executive Director with experience in external relations, 
and we hired a communications manager to assist us with 
public relations, member relations, and fundraising support,” 
says Harris. “It has been so much easier to share thoughts 
and ideas among Board and staff when everyone knows the 
end game.”

Would the YWCA consider working with The INS Group 
again? “Ruth was able to help us focus on our successes 
and assets and guide us in a direction that brought 
awareness to our programs without allowing mission creep,” 
shares Harris. “Today, the Board has a more focused 
emphasis on program accountability with measurable 
outcomes. We are huge fans of The INS Group!”

Does your organization need additional support around 
fundraising, strategic planning, or Board management?
Contact The INS Group today to see how we can help!

4 Tips for Developing Strong In-Kind 
Relationships—from an Expert
Michael McLawhorn, an 
In-Kind Senior Manager for 
TROSA in Durham, NC, is 
responsible for sourcing 
nearly $4 million dollars 
of in-kind donations each 
year for his organization’s 
residential substance abuse 
program. Here, he shares 
four strategies for increasing 
in-kind giving and making the 
most effective ask. 

1. Before making an ask, consider everything your
organization needs—from supplies to professional
training. McLawhorn works with a team of 8-10 individuals to
source a wide variety of donations for his organization. “We
reach out to companies and corporations to solicit products
for our residents—toilet paper, water, food, clothing, business
and vocational training, lawn care, servicing for vehicles,
tools,” he says. “Sometimes people come in and do things
like leadership courses for residents. We also have great
relationships with dentists and hygiene providers.”

2. Give donors space between requests they indicate 
otherwise. “With a lot of companies, it works out where we’re 
asking once a year. Some companies say, ‘OK, you can
call me every 3-4 months,’ while some donors say, ‘Call me 
when you need something,” observes McLawhorn. “Every 
relationship is an individual relationship.”

3. Be sincere.“Tenacity is important, but the way you feel 
about your organization is everything,” says McLawhorn, who 
graduated from the TROSA program years ago. Today, many 
of his direct reports are graduates or current residents. “A lot 
of my guys have no experience, but they are very eager and 
they have skills that we can develop,” he explains. “So they’ll 
stumble and fumble on phone, but if they’re sincere and 
driven, it works out.”

4. Do your research. “Start talking with folks in May. The 
more you know about business and fiscal cycles, the better,” 
advises McLawhorn. “You should know the product as much 
as possible, know the person as much as possible… you want 
to know as much as you can.” 

In-kind donations are an important part of a comprehensive, 
multi-tiered fundraising strategy. Looking to improve in-kind 
giving or other fundraising efforts at your organization? Send 
The INS Group a note today. 
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Storytelling for 
Nontraditional Outcomes
Many nonprofits have impact that is difficult to quantify. For 
example, how does an organization offering experiential 
learning programs for urban youth share the transformation 
and wonder that occurs when children learn outdoors? Or 
what about a nonprofit that puts incarcerated individuals and 
graduate students in the same classroom so they can learn 
from one another?

These stories deserve to be told—and they are essential for 
organizations seeking to fundraise and share their mission. 
In this article, Christy Burkey, Director of Marketing and 
Communications for Hope Reins in Raleigh, NC, shares 
some approaches her nonprofit takes when it comes to 
sharing their unique stories and programs. 

1. Consider multiple viewpoints when telling a story. 
Hope Reins is a 33-acre ranch that pairs hurting kids with 
horses to help them find hope and healing. The organization 
offers individual and group sessions with horses and session 
leaders, as well as summer camps, mentorship programs, 
and ranch fellowships. 

“There are so many viewpoints you can cover,” says Burkey. 
“A lot of times our session leaders will tell the story from their 
perspective. First person is great for storytelling, but so is the 
third person.”

Hope Reins also shares their horses’ stories, which can end 
up being an important part of clients’ healing. “What happens 
is kids come out, and they’ve been abused, and we introduce 
them to a horse that was locked away for months without 
food. You tell the child about Freddy’s experience. You show 
how Freddy now trusts and loves people even though he 
was starved and abused, and they connect with that,” Burkey 
observes. “The child’s story becomes the horse’s story.”

2. Let stories bubble up. “Families will seek us out and 
tell us what a difference Hope Reins has made for them, 
and they advocate for us,” shares Burkey. One young client 
wrote a heartfelt letter to the organization about what the 
ranch had meant to him. But Burkey works to ensure that 
clients’ confidentiality is protected at all times. “You have to 

get creative,” she says. “Sometimes it’s hard for kids to talk 
about their perspectives.”

3. Encourage people to visit and experience your 
organization. “It’s hard to know us until you come out to 
the ranch and meet some of the horses,” Burkey notes. “We 
show visitors how we act, why we are here. We’re here to 
serve and help clients get better. Are we therapists? No. We 
just welcome kids and facilitate a relationship between the 
horse and child. It’s a platform for healing.” 

Click to learn more about The INS Group’s marketing and 
communications services for nonprofit and faith-based 
organizations. 
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CONTACT THE INS GROUP
P.O. Box 20575 | Raleigh, NC 27619
919-266-3072 (office) |  919-217-2316 (fax)
info@theinsgroup.com | www.theinsgroup.com

facebook.com/INSGrp 

twitter.com/theinsgrp

linkedin.com/in/theins-group

The INS Group can assist you with:

• Organizational Assessments
• Strategic Planning
• Strategic Fund Development Planning
• Board Development
• Grant Writing and Research
• Board Fundraising Training
• Executive Coaching
• Project Management
• Marketing Communication

Is Going Cloud-Based Right 
for Your Business? A Quiz
There are lots of reasons for organizations to move their 
operations to cloud computing—or Internet-based computing—
including significant cost savings and increased collaboration. 
Take this quiz to find out if your organization is ready!

A answers are worth 1 point, B answers 2 points, and C 
answers 3 points. Add your points to find your results at the 
end of the quiz. 

1. Does your organization pay for IT staff or consultants?  
A. No, our IT services are donated   
B. We pay a consultant for a set number of hours each  
     month, but it’s expensive  
C. We have a full-time IT staff person  

2. Is your organization’s server located in a safe, air-
conditioned room? 
A. Not sure   
B. Yes, but the room is also used for other things 
C. Yes, the server has a safe, dedicated space 

3. Does your organization currently use any cloud-
based software, such as Google Docs, Salesforce, or 
Basecamp? 
A. Not sure  
B. We use some  
C. Yes, our staff is very comfortable with cloud-based  
     applications

4. Does your staff work remotely or collaborate digitally 
on projects with other organizations? 
A. Not often  
B. Sometimes 
C. Yes 

5. Do your staff have regular access to a reliable Internet 
connection while they work? 
A. Not often  
B. Sometimes 
C. Most of the time 

6. Do your staff use special software or programs (e.g. 
databases, design programs) that require a desktop 
computer or laptop? 
A. Not sure  
B. More than 25% of staff do 
C. Less than 25% of staff do

What’s your score?
6-10 points: Your organization isn’t ready for the cloud—yet. 
It’s time to take a thorough look at your organization’s IT and 
computer needs. Going cloud based can provide significant 
savings, but if most of your services and equipment are 
donated in-kind, then there’s time to wait as your organization 
grows. 

11-14 points: Look ahead to the future. In many ways, your 
organized is primed for the cloud—you may already use some 
cloud-based applications or have a staff that is accustomed to 
working on complex projects with individuals in other locations. 
Some questions to consider: Will your organization continue to 
grow at its current rate? Does your organization have special 
software needs that can’t be accommodated in the cloud at this 
time? Work with leadership to determine whether switching to 
the cloud might be an advantage for your organization in the 
near future.   

15-18 points: Switch to the cloud! Your organization is ready. 
Your staff is digitally savvy and you need a safe place to protect 
your information. Have fun exploring the many cloud options 
out there!
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