
" EACH TIME  A PERSON STANDS UP 

FOR AN IDEAL, OR ACTS TO IMPROVE 

THE LOT OF OTHERS, THEY SEND A 

TINY RIPPLE OF HOPE.... THESE RIPPLES 

BUILD A CURRENT WHICH CAN SWEEP 

DOWN THE MIGHTEST WALLS  OF 

OPPRESION AND RESISTENCE. " 

ROBERT F. KENNEDY 



GRASSROOT LEADERSHIP TRAINING CURRICULUM 

Be the change you wan t to see in the world -  Ghand i 
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Training Ground Rules 

EVERYONE PARTICIPATE S 

MAINTAIN A  SAF E AN D COLLABORATIV E LEARNIN G 
ENVIRONMENT 

THERE IS NO SUCH THIN G A S A DUMB QUESTIO N 

T A K E RESPONSIBILIT Y FO R YOU R OW N LEARNIN G 

RESPECT A  DIVERSITY PERSPECTIV E 

MAINTAIN CONFIDENTIALIT Y 

PREPARE T O TEACH SOMETHIN G Y O U L E A R N A T THIS 
TRAINING T O SOMEONE ELS E WITHI N ON E WEEK O F 
THE SESSIO N 

ASK FO R HEL P A N D HELP E A C H OTHE R 

RESPECT EVERYONE' S TIM E B Y BEING O N TIM E 



MODULE ON E 

EXPLORING COMMUNITY  LEADERSHIP 



OBJECTIVES AND LIST OF EXERCISES FOR MODULE ONE 

Objective 

Participant will : 

1. Ge t an overview of the class. 

2. Becom e familia r wit h eac h othe r includin g th e instructo r an d 
begin to create a sense of community. 

3. Articulat e specific reasons for taking the training. 

4. Asses s their own leadership style. 

5. Discus s leadership. 

List of exercises 

1. Welcom e by instructor 

2. Introduction s i n pairs and in the whole group 

3. Leadershi p self-assessmen t 

4. Discussio n about leadershi p 

5. Wrap-u p and summary of class 

6. Clas s evaluation 



EXPLORING COMMUNIT Y LEADERSHI P 

I. Introductio n 

A. Welcom e 

B. Introduction s 

Select Partner - Someone You Do Not Know 

Interview eac h other and complete the followin g questions: 

Name: 

Agency/Organization/Community: 

What i s your role within your Agency, Organization o r 
Community: 

What are yo u committed t o providing your Community through 
your leadership? 

Your expectation fro m this training: 

C. Repor t Ou t To Large Grou p 

D. Brainstor m Exercise : Define the following: 

Leadership: 

Leaders: 

Followers: 

Power: 



E. Perceptions : 

How w e se e thing s wil l determin e ho w we respond . Th e firs t 
step i n "being " an d "supporting " leader s tha t wil l mak e a 
difference i n communitie s i s t o distinguish  our  judgements, 
assessments and opinion s about leaders , follower s - leadershi p 
in general . 

Note: If you sta y within the boundaries a s most people do , you 
will no t be able to solve the problem. I n order to have a break-
through in your leadership effectivenes s -  yo u must be willin g 
to look and step outside the boundaries o f what you know. 

The world we have made as a result of the level of thinking we 
have done thus far -  creates  problems that we cannot solve at 
the same level at which we created them. 

-Albert Einstein 



II. Wha t Is Leadership? 

A. Leadershi p i s a set o f attitudes, knowledge, an d behavior s use d 
to influence people i n order to achieve desired results . 

Leaders: Leader s ar e thos e individual s who achiev e result s 
for th e commo n goo d o f th e peopl e the y ar e 
Selected or self-appointed t o lead. 

Responsibilities of Leaders 

• Establis h vision and strategy 

• Engag e and empower others 

• Tak e action for result s 

• Creat e a  spirit of winning and caring 

Power: Th e velocity of which you translate your intention s 
into reality. 

B. Differen t Ways to Lead: 

• Settin g an example 

• Introducin g new idea s 

• Helpin g to settle difference s 

• Inspirin g people to work together 



Values, Qualities and Communication Styles of Effective Leaders 

Exercise: Mak e a  lis t o f th e values , persona l 
qualities/characteristics an d communicatio n style s 
of effective leaders . 

VALUES 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 



PERSONAL CHARACTERISTIC S 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 



COMMUNICATION/LEADERSHIP STYLE S 

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 



Personal and Community Empowerment 

A. Empowerment: "Th e process b y which individuals and 
communities gain mastery ove r their lives. " 

Community Development : " A proces s o f voluntar y 
cooperation an d self-hel p amon g 
community residents , committe d t o a 
whole, safe , economicall y stron g 
community." 

1. Th e process o f citizen action 

2. Voluntar y participatio n an d cooperatio n an d collaborativ e 
problem solving. 

3. Empowermen t 

4. Holistic , community-wide outcome s 

B. Take Time To Analyze Yoursel f  

Learn To Understand Yoursel f 

Answer the followin g questions : 



1. Wh o am I as a Leader? D o I: 

A. Hel p others solve problems? Ye s N o 

B. Willingl y accept s responsibility? Ye s N o 

C. Lea d by example? Ye s N o 

D. Willingl y tries new ideas? Ye s N o 

E. Communicat e with others effectively? Ye s N o 

F. Tr y to be aware of how others feel? Ye s N o 

Any "No " answer s may indicate areas to work. 

Additional comments : 

The important thing is this: At any moment be able to give up who you are 
for who  you could become -

Charles Dubois 



V. Wha t It Takes To Be A Leader 

LEADERSHIP LESSONS 

1. B e humble, let servitude breed responsibility and dependability 

2. Liste n t o th e collectiv e leadershi p -  thought s o f th e 
community/organization 

3. B e strong and of good courage 

4. B e concise, precise, and to the point 

5. B e uncompromising regarding your principals (Integrity of a leader) 

6. Posses s tenacity and boldness; be daring 

7. B e a visionary and seize the futur e 

8. B e persistent an d consistent 

9. B e a tireless worker for the people 

10. B e motivated by your commitment to make a difference i n the live s of 
others 



"The privilege and  the  penalty of  your education 

and the position you hold in your community is that 

over the coming decades, as in the past, YOU  will be 

the PACE  SETTERS  for  political  and  social 

thoughts in  your community. You  may not  accept 

this responsibility but  it  makes no  difference. It  is 

inescapable if  you  decide  to  set  NO  PACE,  to 

forward no new ideas, to  dream no  dreams, and  to 

have no vision,  you will  still  be  the  PACE 

SETTERS. You  simply have  decided  there is  NO 

PACE." 

Adlai Stevenson 



LEADERSHIP CHARACTERISTIC S 

LEADERS ar e both confident and modest. 

LEADERS ar e authentic. 

LEADERS ar e good at giving encouragement, and they are never satisfied. 

LEADERS mak e unexpected connections. 

LEADERS provide direction. 

LEADERS protec t their people from danger - an d expose them to reality. 

LEADERS mak e change - an d stand for values that don't change. 

LEADERS lea d by example. 

LEADERS don' t blame. The y learn. 

LEADERS loo k for and network with other leaders. 

THE JO B O F THE LEADER : make more leaders. 

Fast Company Magazine 



CLASS EVALUATION FOR M -  MODULE ONE 

Date of class: 

What did you learn in today's class? 

On a scale of one to five,  with five being excellent, and one being poor, how 
would rate this class? 

5 4  3  2  1 
excellent poo r 

Why did you give the class this rating? 

What activities were the most interesting or helpful? Why ? 

What activities were least interesting or helpful? Why ? 

Do you have any suggestions o n how the instructor can improve the course? 

Additional comments: 



Grassroots Leadership Trainin g 
Instructor Evaluation 

Please use the back of sheets or add pages for extra space. 

Overall evaluation 

1. O n a scale of five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

5 4  3  2  1 
excellent poo r 

Why did you decide on this score? 

2. Wha t is the overal l value of this training session? 

General information 

3. Whic h session (s) did you present? Ho w long was the session ? 

4. Ho w many students registered for the session? 

Demographic information 

5. Wha t was the demographic make-up of the class? (W e realize you 
may not have exact information on this. (Pleas e answer as best you 
can) 

a. Ho w many women and men? 



b. Wer e racial minorities represented i n the class? Ho w many of 
each? 

c. Wer e ethnic groups represented i n the class? How many of each? 

d. Wha t would you estimate the ages of the students to be? 
(How many from 18-25 , 26-30, 30-40, 40-50, 50-60, 60 and 
above?) 

e. Describ e the socioeconomic make-up of the class. 

f. Wer e there language differences i n the class? 

g. An y other demographic factors that were significant? 

9. Ho w did the demographic make-up of the class influence its 
success or lack or success? 

Experience of class members 

10. What were the different level s of leadership experience represente d 
in the class? 

11.How did the different levels of leadership experience help or 
hinder the quality or tone o f the class? 



Curriculum 

12.On a scale off five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

13.On a scale of five to one, with five being the highest, and one 
being lowest, how would your rate the class plans for this course? 

Why did you decide on this score? 

14. Would you change the content o f the training material? How ? 



MODULE TWO 

COMMUNITY ORGANIZING 



OBJECTIVES AN D LIST OF EXCERCISES FOR MODULE TWO 

Objective 

Participant will : 

1. Ge t an overview of the class . 

2. Lear n to lead a community meeting . 

3. Lear n how to set up an agenda. 

4. Lear n how to develop a n action plan. 

List of activities 

1. Welcom e back and discuss . 

2. Discussio n on how to lead a community meeting an d exercise . 

3. Discussio n on setting u p an agenda. 

4. Discussio n on developing an agenda and exercise . 

5. Wrap-u p and summary o f class . 

6. Clas s evaluation . 



COMMUNITY ORGANIZIN G 

I. Ho w to lead a community meeting 

Leading a  meetin g depend s o n th e purpos e o f th e meeting , th e 
preferences o f the grou p members , th e kin d o f group that i s meeting, 
your own leadership style, and anticipated issues. 

A. Conside r the purpos e o f the meetin g t o determin e ho w t o lea d th e 
meeting. 

1. Forma l structur e -  nee d t o cove r a  lo t o f business i n a 
short time. 

2. Informa l structur e -  les s forma l invite s peopl e t o b e 
creative. 

a. B e attentive t o ho w the meetin g develop s an d b e 
ready to take active steps to redirect. 

B. Conside r the history of the group 

1. I f the grou p worked previously together, yo u may take a 
less active role, intervening only on occasion. 

2. I f the grou p hav e no t previousl y worked together , yo u 
may need to keep the group focused on its task in a more 
directive way. 

C. Startin g a meeting 

1. Se t a  good tone. Th e first words you say and your tone 
of voice can make or break the rest of the meeting. 

a. Everyone , includin g th e leade r come s t o a 
group wit h a  mixtur e o f nervousnes s an d 
anticipation. 

b. Us e your own feelings to set a positive tone. 



c. Maintai n a n attitud e o f confidenc e i n 
yourself and th e group. 

d. Hav e peopl e introduc e themselve s t o hel p 
everyone fee l welcom e an d par t o f th e 
group. 

2. Stat e the goa l o f th e meeting . Eve n i f an agend a ha s 
been circulated ahead o f time. 

a. Clearl y state what the group wil l accomplish 
during the allotted. 

b. Kee p the group focused on the topic to avoid 
confusion during the meeting. 

3. Discus s ground rules and guidelines . Tel l people how 
the meeting will be run. 

a. Distribute , post, and follow the ground rules. 

4. Leadin g a  discussion in a meeting. A  meeting may be 
held to discuss a single or multiple issues. 

a. Havin g open-ended discussions 

1. Encourage s people to work together. 
2. Offer s creative solutions. 
3. Give s peopl e a n opportunit y t o lear n 

from each other. 
4. Peopl e liste n to eac h other , tes t thei r 

thoughts, an d change their views. 

b. Brea k a large into smaller groups. 

1. Group s o f fiv e o r smalle r allo w fo r 
more participation. 

2. Everyon e has a chance to speak . 



5. Parliamentar y procedure . Boards , committees , an d 
whole organization s routinel y us e thi s procedur e a s a 
meeting structure . 

A. Thes e rule s ca n b e adhere d t o strictl y or the y 
can be used flexibly . 

B. I n a  meeting wit h parliamentar y procedur e th e 
agenda includes: 

1. calling a meeting to order 
2. reading th e minute s o f th e previou s 

meeting 
3. having officers ' an d committe e 

reports 
4. discussing old and new business 
5. making announcement s 
6. adjourning the meeting 

C. Peopl e make proposals in form of "motions". 

1. Motion s ar e mad e fo r th e grou p t o 
take an action or a stand on an issue. 

6. Closin g a  meeting. I t i s just a s importan t pa y attentio n 
on how you close a meeting as when you open it. 

a. You r closin g ca n hel p people' s frame  o f 
mind an d attitud e toward  thei r continuin g 
work. 

c. Revie w wha t wa s accomplishe d i n th e 
meeting. 

d. Giv e a preview of the next meeting. 
e. Allo w eac h perso n t o sa y a  fina l wor d o r 

state their appreciation of the group. 
f. B e sure to than k th e member s o f the grou p 

for their work. 



"Bob's Membershi p Committee" 

The membership committee o f a community service organizatio n is meeting t o plan 
a membership drive for the next year. The leader, Bob Howard, has put a lot of time and 
thought into his proposals. Some of the committee member s are coming from a long day 
at work, an d they wan t t o g o hom e soon . Som e peopl e o n th e committe e ar e clearly 
unenthusiastic abou t the membership drive, but they feel obligate d to be at the meeting. 
They can probably be encouraged to becom e mor e active, bu t it may not be easy. 

Instructions 

1. Divid e into groups of three. 

2. Eac h person imagine that you will be leading the meeting. Write down some notes 
about how you will begin. You can be imaginative about how you do this. Remember to 
set a  good tone. Ther e is not on e right way to begin the meeting . 

3. On e person should play Bob. In 5-10 minute s Bo b should make al l his openin g 
remarks an d hav e peopl e introduc e themselves . The n peopl e shoul d debrie f with th e 
questions below . I f there i s time , eac h perso n should hav e a  chanc e t o pla y Bob and 
debrief. 

Debriefing on the exercis e i n small groups 

1. What was successfu l abou t wha t Bo b did to se t a  good ton e fo r the grou p and 
energize people ? 

2. Di d he welcome peopl e sufficiently ? 

3. Wa s Bob clear in talking about the goal s of the meeting ? 

4. Wer e the groun d rules clear? 

5. Wha t could have bee n done differently ? 

Community Leadershi p Project , c/ o TFI, PO Box 203, Pomfret . CT 06258, (203) 928-2616 
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II. Ho w to set u p an agenda 

Planning an agenda i s very important i f your group has several 
issues to discuss. An agend a is the organizational plan for a meeting. 

A. A n agenda ma y not b e necessar y i f there i s only on e topi c fo r 
discussion in a meeting. However , even when there is only one 
topic, group members shoul d know the purpos e o f the meetin g 
before they get together . 

1. Thi s avoid s confusion , disappointment , an d lac k o f 
preparation. 

2. Sen d a copy of the agend a o r meeting announcemen t 
to al l participants ahead o f time. 

3. Th e purpos e o f th e meetin g shoul d b e clea r t o th e 
participants. 

4. Attac h an y additiona l information to th e agend a tha t 
people wil l nee d t o rea d an d thin k abou t ahea d o f 
time. 

B. Whe n organizin g a  meeting , ge t inpu t from  grou p member s 
prior to the meeting. 

1. fin d ou t wha t the y wan t t o accomplis h a t th e 
meeting and 

2. wha t topic s the y wan t t o discuss . Thi s wil l giv e 
group member s a n opportunit y to contribut e thei r 
ideas an d preven t individual s from  feelin g 
frustrated tha t thei r concern s ar e no t bein g 
addressed. 

C. Se t time limits for discussing each topic that is on the agenda . 

1. Thi s wil l hel p group members sta y focuse d o n the 
topic of discussion and their task. 

2. Buil d slac k tim e int o a n agend a t o allo w fo r 
flexibility. 

3. Pu t mos t importan t agend a item s firs t t o ensur e 
that they wil l be covered. 



D. A n agenda should have a starting time and an ending time. 

1. Stic k to the scheduled time. 
2. I f a meeting needs to g o longe r then planned, the 

entire group should approve. 
3. Tr y to mak e meeting s short . I f they hav e t o b e 

longer, include breaks. 

E. A t th e en d o f a  meeting , giv e peopl e a  chanc e t o mak e 
suggestions for the next agenda. 

1. a  provisional agenda keeps people focused on next 
steps. 



How to develop an action plan 

1. A n action plan has two steps; 

a. Provide s a framework for a group to focus on issues of 
concern and develop strategies to address these issues. 

b. Record s your strategies, program and activities along with 
specific steps for implementation. Thes e include: 

1. Brainstor m - all tasks necessary fo r implementing 
the strategy, activity or program; 

2. Strategiz e - specific individuals or community 
groups responsible fo r each task and; 

3. Prioritiz e - clear time frames fo r the task's 
completion. 

2. Th e best action plans are done collaboratively. 

a. Representative s fro m the community and key players 
should be present to work together. 

b. I f everyone ca n not be present, make sure there are ampl e 
opportunities fo r key players to review the plan and agree 
to its contents . 

c. A n action plan with no agreement can end up being a 
"non-action" plan! 

3. Wh y are action plans important ? 

Nothing loses steam and involvement faster fo r a community group 
than a lot of talking with no action. 

a. Whe n an action plan is in place community resident s 
have, 

1. A  mechanism to hold each other accountable t o 
commitments tha t have been made . 

2. The y can monitor the process o f program 
implementation to ensure the succes s fo r its 
programs. 



Local Issue Discussio n Plan 

Instructions 

1. Eac h person should write a  plan for leading the discussion , a s i f he wil l b e th e 
leader. If people work better in small groups, have them do so. Eac h person should plan: 

a. How to begi n the discussion . 

b. Questions to hel p people tal k about their values i n relationship to the topic . 

c. Questions that help people tal k about key issues. 

d. Any other questions tha t wil l help people discus s th e issue. 

e. Question s about follow-up actions people want to take. If you have suggestions 
for how peopl e ca n get involve d in the issue , yo u ca n give the m o r ask other s fo r 
suggestions. 

2. Divid e into group s o f five.  One person should b e th e leade r o f eac h group . He 
should lea d th e discussio n usin g he r ow n plan . Tak e 15-3 0 min . dependin g o n th e 
instructor's plan. 

3. Th e discussion leader should also: 

a. Be aware of when to move to anothe r topic. 

b. Hel p everyone participate. 

c. Identif y area s o f agreemen t an d disagreement a s th e discussio n draw s t o a 
close. 

d. Hav e people tal k about action s the y might take a s individuals or a group. 

e. Clos e the discussion by thanking everyone fo r their contribution. Each person 
can also ad d a comment about the meetin g process , i f he would like to. 

Debriefing 

Discuss the followin g in either smal l groups or the entir e group. 

1. What went well in the discussion ? 

2. Wha t did you learn from thi s discussion ? 

3. What did the leade r do well? Ho w were th e question s helpful ? 

4. Wha t was i t like to lea d this discussion ? 

5. D o you think discussions lik e these would b e helpfu l in your community or 
organization? 
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"Star City " 

Mayor Eleanor Stein has set u p a committee t o make to recommendations t o her on 
this question : 

"Should Star City build a  beltway?" 

Many neighborhood groups are adamantly against th e idea, because the beltway wil l 
cut through their communities and cost too much money. However, many business people 
and cit y official s thin k th e beltwa y wil l hel p th e econom y b y facilitatin g traffic . The 
committee i s made up of representatives from  al l of the group s involved. The committee 
should decide o n th e beltwa y issue . I t can decide "yes, " "no," or come u p with anothe r 
alternative. (Breakin g into smalle r groups t o writ e alternativ e proposal s ca n sometimes 
be helpful. ) 

Instructions 

1. On e perso n shoul d lea d th e committee . One-hal f th e peopl e shoul d role-pla y 
representatives o f the neighborhood groups, one-quarter should role-play representative s 
of business, on e quarte r should represent cit y officials . 

2. Followin g the direction s o f your instructor use eithe r majorit y rule or consensus 
to make a  decision abou t what t o recommend Mayo r Eleanor Stein. 

Community Leadershi p Project , c/ o TFI, PO Box 203, Pomfret , CT 06258, (203) 928-2616 
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CLASS EVALUATION FORM -  MODULE TWO 

Date o f class: 

What did you learn in today's class? 

On a scale o f one to five , with five being excellent, and one being poor, how would 
rate this class ? 

Why did you give the class this rating ? 

What activities were the most interestin g o r helpful? Why ? 

What activities were least interesting o r helpful? Why ? 

Do you have any suggestions on how the instructo r can improve the course ? 

Additional comments : 

5 
excellent 

3 1 
poor 



Grassroots Leadership Trainin g 
Instructor Evaluation 

Please use the back of sheets or add pages for extra space. 

Overall evaluation 

1. O n a scale of five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

5 4  3  2  1 
excellent poo r 

Why did you decide on this score? 

2. Wha t is the overal l value of this training session? 

General information 

3. Whic h session (s) did you present? Ho w long was the session? 

4. Ho w many students registered for the session? 

Demographic information 

5. Wha t was the demographic make-up of the class? (W e realize you 
may not have exact information on this. (Pleas e answer as best you 
can) 

a. Ho w many women and men? 



b. Wer e racial minorities represented i n the class? Ho w many of 
each? 

c. Wer e ethnic groups represented i n the class? How many of each? 

d. Wha t would you estimate the ages of the students to be? 
(How many from 18-25 , 26-30, 30-40, 40-50, 50-60, 60 and 
above?) 

e. Describ e the socioeconomic make-up of the class. 

f. Wer e there language differences i n the class? 

g. An y other demographic factors that were significant? 

9. Ho w did the demographic make-up of the class influence its 
success or lack or success? 

Experience of class members 

10. What were the different levels of leadership experience represente d 
in the class? 

1l.How did the different levels of leadership experience help or 
hinder the quality or tone o f the class? 



Curriculum 

12.On a scale off five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

13.On a scale of five to one, with five being the highest, and one 
being lowest, how would your rate the class plans for this course? 

Why did you decide on this score? 

14. Would you change the content o f the training material? How ? 



MODULE THRE E 

COMMUNICATION SKILLS 



OBJECTIVES AND LIST OF EXCERCISES FOR MODULE THRE E 

Objective 

Participants will : 

1. Ge t overview of the class. 

2. Lear n to listen. 

3. Increas e their awareness of cultural diversity. 

4. Lear n abou t ho w thei r background s an d culture s affec t 
leadership and group dynamics. 

5. Lear n how to handle conflict . 

List of exercises 

1. Welcom e back. 

2. Discussio n on listening. 

3. Listenin g t o peopl e tal k abou t thei r backgrounds , gender , 
cultures, and religions in pairs; large group discussion. 

4. Discussio n on conflict resolution. 

5. Wrap-u p and summary of class. 

6. Evaluatio n 



COMMUNICATION SKILL S 

I. Wh y should community leaders learn "people skills"? 

In orde r to bring about long-ter m changes, you must build suppor t for 
yourself an d you r goals . Onl y wit h a  broa d bas e o f suppor t you r 
programs/projects an d policies wil l be adopted. 

A . I n order to gain peoples support you have to win thei r respect 
and trust . 

1. Peopl e notice and remember how you act toward 
them. 

B. Buildin g support among people is distinctly different from 
manipulating people to agree with your position. 

1. T o earn someone's respec t and trust, you must 
respect his/her views and encourage them to 
contribute their ideas. 

2. Yo u buil d a  relationship based on the exchang e of 
ideas and mutual interests. 

C. Establishin g relationships base d o n trus t an d th e exchang e o f 
ideas is a key leadership skill . 

1. Onc e people trus t yo u enough t o spea k wit h you 
honestly, they will come to you to talk about issues 
of concern . 

2. The y may not agree with you. 
3. Yo u wil l b e able to work with them to come to an 

agreement. 
4. N o matter what their point of view, they wil l vie w 

you a s being on their "side," not an adversary. 



II. Listenin g 

Listening i s a  basi c an d importan t skill . Yo u need t o rel y on your 
listening skill s when leading or participating in meetings, when trying 
to ge t peopl e involve d i n projects , resolv e conflict s an d i n ever y 
activity that involves people. Althoug h listening to people is a simple 
concept in theory, in practice it is not always easy. 

A . Whe n you listen to a person you can help him figure things ou t 
for himself . 

1. Peopl e thin k bes t an d mos t creativel y whe n 
another person listens attentively. 

2. Listenin g is more useful than any advice you can 
provide. 

3. Th e best advice in the world does not help an 
individual clarify hi s own thinking. 

4. Peopl e rarely get a chance to be listened to with 
respect and without being interrupted. 

B. Whe n trying to wi n someone ove r t o you r program, listening 
can ofte n be more effective than presenting your views. 

1. Whe n you liste n to a  person , yo u ca n wi n their 
trust. 

2. A s you listen, people wil l be less concerned with 
getting their point across and more open to new 
ideas. 

3. B y listening, you reassure someone that you value 
his o r her idea. 

C. Whe n tryin g t o resolv e conflict , listenin g carefull y t o th e 
"other" side can be helpful . 

1. Ofte n peopl e ar e unwillin g t o mov e from  thei r 
positions because they feel that they have not been 
heard. 

2. I f yo u liste n to people long enough, so that they 
can thoroughl y air their grievances and their 



concerns, they become less defensive and more 
willing to negotiate. 



Awareness on cultural diversity 

Diversity i s a  strength . Cultura l difference s allow s society to lear n 
different way s o f viewin g th e world . Eac h cultur e i n ou r societ y 
approaches issue s fro m differen t perspectives , experiences , an d 
values. Th e mor e w e lear n about thes e perspectives th e greate r ar e 
our chances o f solving problems. N o matter which culture we belong 
to, we gain from the richness that diverse cultures offer us. 

A. Wh y should leaders think about cultural diversity? 

1. I n order t o buil d relationship s base d o n respect an d trust , you 
must be sensitive to cultural diversity. 

a. Cultur e is central to many people's identities 
b. Withou t a n understandin g o f a  person' s cultur e 

you may miss out on what is important to him/her 

2. Man y o f th e challenge s ou r communitie s fac e requir e tha t 
diverse individuals and groups work together to address them. 

a. Discrimination , miscommunication , and isolatio n 
within an d between cultura l groups hav e hindered 
cooperative efforts . 

3. I n order to help people overcom e common problems an d work 
together, leaders wil l nee d t o become sensitiv e to the rol e that 
cultural diversity plays. 

a. Celebrat e cultura l difference s whil e overcomin g 
miscommunication, discrimination, and isolation. 

B. Wha t is culture? 

Culture i s a  comple x concept tha t man y expert s defin e 
differently. Yo u can defin e you r cultur e accordin g t o 
your experiences a s a  member o f a group o r community. 
You are the "expert" when it comes to your own culture. 



1. W e are influenced by our culture. 

a. Ou r culture influences how we lead, approach 
issues, and how we participate i n groups and in 
communities. 

b. Sometime s we are not aware of our cultural 
differences. 

C. Cultura l diversity and our leadership styles . 

1. Ou r cultures affect th e way we lead and how we think about 
leadership. 

a. I n some cultures leaders ar e 

1. Outspoke n and directive 
2. Reserve d and gentle 
3. Valu e listening more than speaking 
4. Takin g a stand is of utmost importanc e 

D. I t may be helpful to you, as a community leader, to think about your 
style of leadership and how your culture influenced it. 

a. Doe s your culture encourage o r discourage your 
leadership? 

b. Wha t leadership style is highly regarded i n your 
culture and which is not? 

c. Whic h influences have been positive and negative? 
d. No w you can appreciate th e constructive tools 

your culture has taught you and discard the 
messages that have hindered your leadership. 

E . B e aware of cultural diversity within your group. 

a. I t is very important t o be aware o f diversity within 
a community. 

b. Lac k o f awarenes s o r understandin g o f people' s 
culture an d background s ma y lea d t o feeling s o f 
exclusion. 



c. I f any person holds back fro m contributing , it is a 
loss to the rest of the group. 

d. Eac h perso n shoul d se e him/hersel f a s a  centra l 
player. 

F. A s a  communit y leader yo u can creat e opportunitie s t o hel p peopl e 
learn about each person's culture . 

a. A s people ar e expose d to othe r cultures , they wil l 
begin to appreciate eac h other. 

b. The y will b e able to care abou t eac h other an d se e 
how muc h they have in common. 

c. Arme d wit h thi s understandin g peopl e ca n wor k 
more cooperativel y an d effectivel y t o achiev e 
goals to improve their communities. 



"Diversity Committee" 

A town manager asked for volunteers to be on a diversity committee becaus e h e has 
heard rumor s of complaint s about discrimination , insensitivity, sexua l harassment , and 
other problems. The diversity committee's wor k will be to identify problems in the tow n 
work force that are related to (  ersit y and come u p with some possible solutions . The 
town manager was wise in encouraging people from diverse groups to volunteer to be on 
the committee. The committee members have already collected information, but they have 
different idea s abou t wha t th e problem s are an d what shoul d be don e t o solv e them . 
There are six people o n the committee . 

Instructions 

1. I n this exercise , peopl e wil l pla n an d conduct th e firs t meetin g o f th e diversit y 
committee. Participants should take 10-15 minute s to plan the meeting and 20-30 minutes 
for the meeting. 

2. Brea k into groups of six. One person should be the meeting organizer. One person 
will b e th e meetin g recorder . One person will b e th e leader . Th e other people wil l b e 
participants of the meeting. The y should also be observers t o how th e meeting is going. 

The organize r (befor e th e meetin g begins ) should : Consul t wit h th e grou p 
members, individually , t o fin d ou t whether the y have idea s abou t how t o structure 
the meeting. H e should then report to the meetin g leader and together the y should 
work out a  meeting plan . 

The leader should: Work out the meeting plan with the organizer. Then he should 
lead the meeting. He should remember to set a  good tone, welcome people , make the 
goals clear , tal k abou t wha t wil l tak e plac e i n th e meeting , an d the n lea d th e 
meeting. 

The grou p recorde r should : Writ e dow n th e mai n point s o f th e meetin g o n 
newsprint o r o n a  boar d wher e everyon e ca n se e the m clearly . Peopl e ca n make 
corrections. 

3. While the planning is going on for the meeting, other participants can think about 
the case, and what they' d like to say at the meeting . 

4. The committee doesn' t hav e to accomplish everything the town manager wants in 
one meeting . 

Debriefing in small groups 

1. I n general, how did the meeting go? 

2. Di d the plannin g go well? 

3. Wa s the grou p record helpful? 

4. Questio n for th e leader : Wha t wa s i t lik e t o lea d thi s group ? Wa s i t eas y o r 
difficult? Wha t would you change next time? 
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IV. HO W T O MANAG E CONFLIC T 

A. Wha t is conflict? 

1. A  perception or belief that two parties cannot get what they want 
simultaneously. 

B. Wha t is confrontation? 

1. Confrontatio n is to come face-to-face wit h conflict and not run 
from it. 

a. Sto p and think about th e consequence s befor e w e do 
or say something. 

2. I f we have a problem with someone we should: 

a. Tr y to determine i f we are a part of the problem 

b. Realiz e tha t w e d o no t alway s nee d t o wi n a n 
argument 

c. Peopl e can learn to settle disputes so that both parties 
get something of what they want the "win-win " 

d. Thin k abou t wha t reall y happened...w e sometime s 
have thoughts that keep us from getting a true picture 

e. Thin k abou t you r feelings...feeling s ar e importan t 
because ho w we fee l guide s how we reac t o r handle 
things 

f. Mak e a  decisio n t o resolv e conflic t throug h mutua l 
concession and consensus 

"Speak when you are  angry and  you will  make the  best speech you  will  ever 
regret." 

Ambrose Bierce 



C. Communicate . 

1. Tal k about yourself and your feeling s 

2. D o not attack 

3. Liste n while others tell their sid e 

4. Sho w that you listened by repeating thei r version back to them 

5. Giv e your version 

D. Solutions : 

1. Join t search fo r solution s 

2. Join t actions that heal 

3. Tak e action that does not compromise ethic s o r is harmful 

4. Resolv e should settle the conflic t so it will not reoccu r 

5. Agre e to solution 

6. Buil d a  future base d o n trust and mutual concern 

E. Summary : 

1. Tal k about your feeling s 

a. Giv e your version of the situatio n 

2. Liste n and retel l what i s being said to yo u about other people s 
version 

a. Tal k about your feeling s 
b. Giv e your version of the problem 



3. Liste n and retell second persons version and point of view 

4. Suggestio n solutio n 

5. Agre e to solution 

6. I f necessary agree to disagree but keep to the specifi c issue only 



Role Play : How to Deal with Difficult Peopl e 

Take ten minutes fo r each role play and five minutes fo r the debriefing . 

Role play 

1. Writ e dow n a  description o f a  perso n yo u hav e encountere d tha t i s difficul t t o 
deal with. Write as many details a s you can about this person in five minutes. Also write 
about how you feel whe n thi s person is actin g negatively . 

2. Brea k into groups of three or four. Everyone should read each other's descriptions . 
For each description, role-play an interaction with the "difficul t person." 

3. Th e person who wrote th e description should role-play herself trying to deal with 
the "difficult person." Another person should role-play the difficult person. The other two 
people b e encouraging observers . 

The perso n who wrot e th e descriptio n of th e difficul t perso n should: Earnestly 
play herself. Tr y out different ways of handling the difficulty. Don't be afraid to make 
mistakes i n trying. Stop and ask your observers fo r ideas if you ge t stuck . 

The difficul t person should: Act at least as difficult or uncooperative as the person 
who was described in the story. Eventually, become cooperative if you think the other 
person ha s don e wha t i t take s t o wi n yo u ove r o r t o successfull y handl e you r 
difficulty. 

Debriefing 

1. Wha t did the perso n who wa s encounterin g th e "difficul t person" do well ? 

2. What could she hav e don e differently ? 

3. What was i t like to ac t like the "difficul t person"? 
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Role Playin g Conflic t Resolutio n 
Instructions 

1. Writ e about a time when you had a conflict with someone which was no t resolved 
and whic h involve d emotions . Th e conflic t ca n b e a s smal l a s a n interactio n wit h a 
salesclerk. Choos e a  situatio n tha t yo u wouldn' t min d sharin g with others . Als o write 
the detail s o f how peopl e fel t i n the conflict , includin g yourself. 

2. Brea k into pairs and read each other's experiences . 

3. Pair s should role-play one o f the stories a s it was written . The person who wrot e 
the story should play herself and th e partner should play the other person in the conflict. 

4. Onc e the situatio n has bee n playe d out a s i t actuall y happened, th e pai r should 
role-play i t again , wit h th e perso n wh o wrot e th e stor y tryin g out differen t way s t o 
resolve th e conflict . 

The perso n who was really in the conflict should: Earnestly play herself, bu t also 
be creative in trying to resolve th e conflict . 

The partner should: Act at least as emotional or uncooperative as the person who 
was describe d in the story . Eventually , become cooperativ e i f you thin k th e othe r 
person has adequately helped resolve th e conflict . 

5. Tr y some or all of these methods fo r resolving the conflict : 
a. Invit e the othe r person to work out th e conflict . 
b. Tel l he r what you like or appreciate about her. Tel l he r you're sorry for your 

part in the conflict . 
c. Tel l th e othe r person you'd really like to liste n t o her . Ask questions t o hel p 

her start , suc h as "I'd really like to hear your side o f the story." 
d. Liste n and acknowledge he r feelings . 
e. As k if she wil l listen to you. If she says yes, stat e your views but don't blame 

her o r put her down. 
f. Whe n emotions hav e been defused sufficiently , as k any questions t o clarify the 

conflict. 
g. Ask the othe r person if she ha s suggestions for resolution. You can also offe r 

suggestions. 
h. Wor k out an agreement . 

6. Afte r yo u finish, the othe r person can play out he r story with  the sam e format . 
Take 1 5 minute s fo r role-playing each person's story . 

Debriefing 

The whol e grou p should come togethe r an d talk about what happened. 
1. Wha t went well in resolving the conflict ? 
2. Wha t didn't go well? 
3. Wha t did you learn about yourself and resolving conflicts? 
4. Wil l you resolve conflict s differentl y in the future ? 
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Your Attitudes Towar d Conflic t 

Instructions 

Break int o group s of three o r four. As k each person to mar k eac h statement wit h 
an appropriat e letter: 

a) almos t never true 
b) seldom true 

c) sometime s true 
d) usually true 

e) almos t always true 

There ar e no right or wrong answers. The purpose of this exercis e i s to make you 
aware of your own feelings abou t conflict. 

1. When I sense that a conflict is going to occur, I try to change the subject. 

2. When I'm negotiating, I  try to see i f I can win as much as possible. 

3. In a fight, I'd  rather lose than hurt anyone else's feelings . 

4. I f I'm in a disagreement, I  try to find som e middl e ground. 

5. I  refuse t o compete with others. 

6. I' m willing to give some, i f I think I  can get something , too. 

7. I  enjoy working out problems with other people. 

8. I  know how to take a stand and not back down. 

9. A relationship is more important to me than the outcome of the issue . 

10. I  can talk about a problem as long as it doesn't ge t to o emotional. 

11. I  feel like I'm going to lose before I  get int o a fight. 

12. I  love a  good fight. 

13. Analyzing problems between peopl e can be such an interesting challenge. 

14. I  burst out crying when I get int o an argument. 

15. Whe n people yell at me I can't stop myself from laughing. 

After marking an answer for each of the statement discus s your answers. The group 
should talk about each person's answer for each statement, usin g the following questions. 

Discussion 

1. Ho w did each person answer the question. Why? 

2. I n what situations would the statement reflec t a  constructive attitude? 

3. I n what situations would the statement reflec t a  unproductive attitude? 

4. Woul d you like to change your attitude? 
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Using Conflict Resolution 
to Improv e Relationships 

Instructions 

1. Brea k into pairs . 

2. Eac h perso n shoul d thin k abou t a  situatio n yo u wer e i n whic h a  relationshi p 
improved becaus e of resolving a conflic t successfully. Choos e a  situation tha t you don' t 
mind talkin g about t o someon e else . I f writin g helps yo u think , writ e i t down . Eac h 
person shoul d take 5 minutes eac h t o answe r thes e questions : 

a. Wha t was th e conflict ? 

b. Ho w did the conflic t get resolved ? 

c. Why did the relationshi p improve ? 

3. Next , each person should think of a time in which a relationship got worse because 
of a  conflict . Again, choos e a  situation that you don't min d telling someone else . I n th e 
same pair, eac h perso n shoul d take 5-10 minute s t o answe r th e followin g questions : 

a. Wha t was th e conflict ? 

b. Di d one perso n "win"? 

c. Why do yo u thin k relationshi p go t worse ? Wha t woul d you differentl y no w 
that would help th e relationship ? 
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CLASS EVALUATION FORM - MODULE THREE 

Date of class: 

What did you learn in today's class? 

On a scale of one to five, with five being excellent, and one being poor, how would 
rate this class? 

Why di d you give the class this rating? 

What activities were the most interesting or helpful? Why ? 

What activities were least interesting or helpful? Why ? 

Do you have any suggestions o n how the instructor can improve the course? 

Additional comments: 

5 4  3  2  1 
excellent poo r 



Grassroots Leadership Trainin g 
Instructor Evaluation 

Please use the back of sheets or add pages for extra space. 

Overall evaluation 

1. O n a scale of five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

5 4  3  2  1 
excellent poo r 

Why did you decide on this score? 

2. Wha t is the overal l value of this training session? 

General information 

3. Whic h session (s) did you present? Ho w long was the session? 

4. Ho w many students registered for the session? 

Demographic information 

5. Wha t was the demographic make-up of the class? (W e realize you 
may not have exact information on this. (Pleas e answer as best you 
can) 

a. Ho w many women and men? 



b. Wer e racial minorities represented i n the class? Ho w many of 
each? 

c. Wer e ethnic groups represented i n the class? How many of each? 

d. Wha t would you estimate the ages of the students to be? 
(How many from 18-25 , 26-30, 30-40, 40-50, 50-60, 60 and 
above?) 

e. Describ e the socioeconomic make-up of the class. 

f. Wer e there language differences i n the class? 

g. An y other demographic factors that were significant? 

9. Ho w did the demographic make-up of the class influence its 
success or lack or success? 

Experience of class members 

10. What were the different levels of leadership experience represente d 
in the class? 

1l.How did the different levels of leadership experience help or 
hinder the quality or tone o f the class? 



Curriculum 

12.On a scale off five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

13.On a scale of five to one, with five being the highest, and one 
being lowest, how would your rate the class plans for this course? 

Why did you decide on this score? 

14. Would you change the content o f the training material? How ? 



MODULE FOU R 

TEAM BUILDING 



OBJECTIVES AND LIST OF EXERCISES FOR MODULE FOU R 

Objective 

Participants will : 

1. Ge t an overview of the class . 

2. Lear n how to get people involve d in activities, organizations, or 
discussions. Lear n how to keep them involved. 

3. Lear n how to build and sustain collaboration in the community. 

4. Lear n how to develop a board. 

List of exercise 

1. Welcom e back. 

2. Discussio n on how to get people involve d and stay involved. 

3. Discussio n on collaborations. 

4. Discussio n on board development an d their responsibilities. 

5. Wrap-u p and summary o f class. 

6. Clas s evaluation. 



TEAM BUILDIN G 

I. HO W TO GE T PEOPL E INVOLVE D AND STAY INVOLVE D 

In an y community endeavor i t i s importan t t o recrui t people t o help . Yo u 
need people to contribute ideas, plan, work out logistics , do the legwork, and 
be counted as a supporter. Man y community leaders fee l frustrated tha t they 
are unable to recruit others to get involved and help out. Leader s feel burned 
out from  bein g overworke d an d alone , causin g the m t o withdra w from 
community work. 

A. Recruitin g people one-to-on e i s th e mos t effectiv e wa y o f 
getting other people involved and staying involved. 

1. I t i s you r persona l connection  an d you r share d 
vision that gets people to work with you. 

2. Peopl e wil l loo k to you and your actions to decide 
if they want to associate wit h you, work with you, 
and lend you their support . 

B. Sho w genuine interest in people you recruit. 

1. Peopl e do not like to be used. 
2. Peopl e that onl y contribut e i n a smal l way should 

be valued as people, not bodies. 

C. Recrui t people who have an interest in your work. 

1. Fin d people who share common concerns. 
2. The y ma y no t b e activ e participant s i n th e 

community, but they may have a stake in the work 
that you do. 

3. D o not pressure people into getting involved. 

a. Urgenc y can motivate people some or 
the time , but i n the lon g ru n i t burn s 
people out. 

b. Thi s can also use u p your credit when 
asking for help. 



D. D o not get discouraged! 

1. Peopl e wil l tur n you down when you invite them 
to get involved for the followin g reason : 

a. presen t circumstances in their lives 

1. afrai d 
2. languag e barrier 
3. ne w to the neighborhood 
4. hav e neve r participate d 

in a community group 

2. Circumstance s may change. 

a. kee p people informed 
b. kee p an open invitation 

1. Peopl e wil l star t to think 
about issue s an d the y 
may b e abl e to help late r 
down the line . 

2. Remembe r recruiting is a 
long-term proces s tha t 
requires persistence. 

E. Ho w t o keep people involved . 

1. Keepin g people involved i s as importan t as getting 
them started. Remember , 

a. i t i s frustratin g t o ge t someon e 
involved and then have him/her leave, 

b. attritio n will occur in any group and 
c. fin d way s t o hel p grou p member s t o 

grow i n thei r loyalt y an d 
commitment. 



2. Th e first meeting will se t the tone. 

a. Meeting s can be intimidatin g for new 
members causin g the m t o leav e an d 
not come back. 

b. Fo r some people (even some leaders) , 
attending a  meetin g take s grea t 
courage. 

c. Leader s an d member s o f establishe d 
groups shoul d mak e effort s t o 
welcome new members. 

3. T o expand membershi p an d increas e involvement 
you mus t 

a. Reac h out to new members an d get to 
know them. 

b. Brin g togethe r establishe d member s 
and new members an d lear n why this 
person cam e an d wha t ar e his/he r 
interests. 

c. Ge t him/her involve d an d workin g in 
his/her are a o f interes t a s soo n a s 
possible. 

d. As k th e ne w membe r fo r thei r 
opinion. 

e. Cal l the m before the next meeting and 
invite them to come again. 

F. I n order to keep people involve d fo r the lon g term you should 
be mindful o f the group members . 

a. Peopl e need to be valued , challenged, 
given opportunitie s t o d o meaningfu l 
work, and appreciated. 

b. Th e leve l o f tim e yo u pu t int o 
supporting peopl e wil l depen d o n 
their leve l o f commitmen t t o th e 
community effor t an d you r tim e 
constraints. 



community effor t an d you r tim e 
constraints. 
Efforts t o suppor t grou p member s 
take ver y littl e tim e an d ca n hel p a 
great deal. 
Restrain yoursel f from  takin g ove r 
even if you can do the job better an in 
less time . Hel p th e perso n wor k 
through th e difficult y an d reac h 
success. 
Remember that we al l lead busy lives 
and fo r many people an y contribution 
is a sacrifice. 



"Isabella's Team" 

Isabella has just volunteered t o be the head of a neighborhood task force to come up 
with proposals fo r getting ri d of th e dru g houses in the area . She i s barel y acquainted 
with th e othe r member s o f the committee . Th e committee members , al l from th e same 
neighborhood, represen t differen t ethni c an d racial groups . Ther e have bee n increasin g 
tensions among the groups in the past year. Before Isabella's committee ca n come up with 
proposals, sh e mus t ge t th e member s workin g together as a  team. 

Instructions 

1. Eac h person should tak e 5-1 0 minute s t o thin k abou t an d write answer s t o th e 
following questions . 

a. What advice woul d you give to Isabell a o n how t o star t buildin g a team? Be 
creative an d write dow n anything that enters your mind. 

b. I f you were a  member o f Isabella' s committee , wha t woul d yo u d o t o hel p 
build a  team? 

c. Ho w can you build more team spirit in the groups you're already involved in? 

2. Brea k into smal l groups to discus s th e answers . 
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Building and Sustaining Collaboration i n the Communit y 

Community group s nee d t o buil d an d maintai n collaborativ e 
relationships wit h individuals , organizations , agencie s an d loca l 
government. Th e more you involve community members i n defining 
and developing your project activities , the more they wil l buy into the 
project and sustain your efforts ove r the long term. 

1. Ho w do you do it? 

a. Se t mutual goals and defining meaningful roles for 
each community partner. 

1. Establis h th e reason s wh y yo u ar e 
joining forces . 

a. Wha t d o yo u hop e t o 
accomplish togethe r tha t 
you canno t d o a s wel l 
alone. 

2. Assig n distinc t bu t complimentar y 
roles s o tha t everyon e i s understands 
what is expected o f them. 

3. Recogniz e th e differen t motivation s 
each partner ma y have fo r wanting to 
be involved in the project . 

4. Loo k fo r way s t o mee t th e 
expectations o f individua l partner s 
without sacrificin g th e large r goal s of 
the project . 

2. Pla n project activitie s carefully. 

A . Onc e yo u an d you r communit y partner s hav e 
selected solution s an d strategie s fo r addressin g a n 
issue, you need to: 

1. dra w upo n you r plannin g skill s t o 
flesh out the project . 



2. Defin e th e huma n an d physica l 
resources each partner can contribute . 

3. Defin e th e partners ' role s an d 
responsibilities. 

4. Se t specific timelines. 
5. Establis h milestone s fo r monitorin g 

the work. 
6. Hel p on e anothe r sta y realisti c o n 

what th e partnershi p ca n accomplis h 
given everyone's wor k load. 

Managing meeting s an d establishin g communicatio n channel s 
is critical. 

A . Meeting s ar e wher e communit y partner s d o mos t 
of thei r communicating , decision-making , an d 
planning. 

1. B e clea r o n th e meetin g agend a an d 
what outcomes ar e expected . 

2. Th e facilitato r shoul d b e organize d 
and efficient , o r the partner s wil l fee l 
their precious time is being wasted . 

3. A t th e firs t meetin g th e facilitato r 
should wor k ou t th e proces s fo r 
communicating informatio n i n a 
timely manner. 

4. B e sure to address the need fo r written 
documentation, suc h as: 

a. agenda s 
b. minutes , an d 
c. memorand a o f 

understanding (wh o ha s 
committed to what ) 

Share leadershi p an d building capacity among partners. 

A. A l l partners i n a  communit y collaboratio n nee d 
opportunities to : 



1. gai n new knowledge 
2. enhanc e skills and 
3. assum e leadership roles 

B. Partnership s ar e no t just abou t gettin g things don e 
- the y are also about capacity building. 

1. Shar e the control 
2. Mak e sur e everyon e ha s a  chanc e t o 

lead activities 

5. Celebrat e the success o f accomplishments. 

A. Communit y partner s nee d recognitio n fo r thei r 
accomplishments. 

1. Communit y partnership buildin g i s a 
complex proces s i t require s 
considerable time , commitmen t an d 
hard work. 

2. Communit y group s nee d t o hel p 
establish an d maintai n collaborativ e 
efforts withi n their community. 



III. HO W TO DEVELOP A BOARD 

People, no t simpl y ideas , mak e organization s successful . Withou t th e 
involvement o f individuals with different talent s an d expertise , a  nonprofi t 
organization cannot expect t o accomplish its mission. 

A. Th e Board of Directors: Its purposes 

1. Th e boar d o f director s provide s th e structur e t o 
channel energies of others into your organization. 

2. I t serves as the governin g body of an organization. 
3. I t i s responsibl e fo r managin g th e affair s o f a 

nonprofit corporation . 

a. a  boar d set s policie s an d make s 
critical decisions suc h as: 

1. hirin g key staff 
2. approvin g operatin g 

budgets and 
3. layin g fundraising plan s 

B. Th e demand o n boards is greater than ever . 

1. Th e board s collectivel y an d thei r member s ar e 
required to do more . 

a. Board s se t u p subcommittee s t o 
devote mor e attentio n t o particula r 
issues than a  board meetin g normall y 
provides. 

b. Boar d member s mak e themselve s 
available t o staf f t o participat e i n a 
variety o f fundraisin g an d plannin g 
activities. 

c. Boar d members may b e calle d on fo r 
advice an d thei r assistanc e o n 
occasions outsid e th e board meeting . 



C. Wit h expanding expectations fo r board of directors, how can an 
organization develop a "working board" of individuals who wil l 
contribute their time willingly and frequently ? 

1. Findin g potential Board Members. 

a. Tr y majo r corporation s i n you r 
vicinity. Contac t th e departmen t 
responsible fo r communit y relations , 
public affairs , o r charitabl e 
contributions. 

b. Fin d ou t i f the y hav e a n employe e 
recruitment progra m t o matc h 
employees wit h communit y servic e 
opportunities. 

c. Approac h your local Volunteer Center 
or an y agenc y tha t specialize s i n 
recruiting volunteers. 

d. See k advic e fro m loca l funders , suc h 
as foundatio n staff , Unite d Wa y 
officials, an d governmen t officials , 
who hav e interes t i n you r fiel d o f 
endeavor. 

e. Contac t executive director s an d board 
officers o f large, established nonprofi t 
institutions i n you r community , a s 
well a s o f thos e whos e effort s ar e 
similar to yours, for their suggestions . 

f. Spea k t o religiou s leader s t o se e i f 
they ca n recommen d an y candidates , 
particularly fro m thei r ow n 
congregation. 

g. Includ e i n an y promotiona l an d 
membership material s plea s fo r 
volunteers wit h the specifi c skill s you 
are seeking. 

h. As k for volunteer s a t an y canvassin g 
efforts, ope n house , specia l events , 
and benefit s tha t you r organizatio n 
sponsors. 



i . Chec k wit h loca l chapter s o f 
professional trade associations suc h as 
the Ba r Association , Chambe r o f 
Commerce, an d Publi c Relation s 
Society. 

j . Discus s you r need s wit h 
representatives o f civi c groups , suc h 
as Junior League, Rotary , Lions Club, 
etc. 

D. Makin g the Board work. 

1. Boar d work a t it s worst ca n be eithe r exasperatin g 
or boring beyond belief . 

a. Mak e sure meetings run smoothly and 
efficiently. Thi s ca n ensur e th e 
members satisfaction from their work. 

2. Recogniz e the Boards authority . 

a. A  board of directors i s not an advisory 
body. The y hav e th e powe r t o se t 
major policie s to gover n the affair s o f 
an organization . I t ha s thi s 
responsibility by state law. 

b. A  boar d carrie s th e ethica l 
responsibility t o mak e sur e th e 
organization doe s everythin g withi n 
its power to fulfil l it s mandate. 

3. Focu s on major issues . 

a. Recruitment , selection , evaluation , 
and support o f key staff . 

b. Budge t revie w an d adoption , an d 
ongoing monitorin g o f expense s an d 
income. 

c. Long-ter m plannin g an d missio n 
review. 



d. Th e board' s ow n renewal process : 
rotation o f ol d member s an d 
recruitment o f new ones . 

E. Delegatin g work. 

1. Eve n when boards recogniz e their responsibility to 
focus thei r tie and energy o n the major issue s of 
the organization , the y ofte n fin d tha t the y don' t 
have the necessary tim e to complete thei r wor k in 
meetings as a full body . 

a. Instea d o f schedulin g additiona l 
meetings, a  board ca n delegat e som e 
of it s wor k to various subcommittees . 

b. Frequently , th e boar d empower s a 
smaller-body o f officer s an d boar d 
members calle d th e executive 
committee to serv e a s the decision-
making bod y betwee n regularl y 
scheduled meetings o f the ful l board . 

c. Othe r committees ca n be created as an 
organization evolves. 

d. Ne w bodies, calle d subcommittee s or 
standing committees, ar e often neede d 
for specifi c functions, such as: 

1. fundraisin g or 
development 

2. staf f suppor t 
3. budge t an d finance work 
4. nomination s 
5. communit y relations 
6. progra m 

e. Th e boar d tha t function s bes t know s 
two things: 

1. how t o delegate t o others 



2. whe n t o accep t 
responsibility fo r fina l 
decision. 

F. Raisin g Money. 

1. Wit h increasingl y scarc e resource s fo r nonprofi t 
organizations, a  description o f the boar d members ' 
responsibilities i s not complet e withou t addressin g 
their role in raising funds . 

a. Boar d member s shoul d fee l th e 
obligation t o mak e contribution s o f 
money, a s wel l a s time an d energy , to 
an organization . 

b. Th e size of the gif t i s not important . 
c. Boar d member s ca n undertak e o n 

behalf o f th e organizatio n othe r 
fundraising tasks . 

G. Choosin g officers . 

1. Officer s ar e responsible fo r guiding the wor k of 
the board an d makes sure that board members do 
their work efficiently and effectively . 

a. Officer s ar e appointed , selecte d o r 
elected b y their peers. 

b. Officer s ar e usuall y referre d t o a s 
president an d vic e president(s ) o r 
chair an d co-chair(s) , a s wel l a s 
secretary and treasurer. 

c. A  goo d presidin g office r set s th e 
agenda i n consultatio n wit h staf f i n 
advance of upcoming events. 

d. Officer s chai r meetings expeditiously , 
keeps th e boar d o n trac k i n th e 
discussion, an d move s th e discussio n 
along to a point of resolution. 



e. Officer s gaug e th e leve l o f 
participation o f boar d members . I f 
they perceiv e tha t certai n boar d 
members ar e perpetuall y absen t o r 
silent a t meetings , i t thei r 
responsibility t o tak e correctiv e 
action. 

f. I t i s th e responsibilit y o f th e boar d 
officer t o ensur e that boar d member s 
fulfill fundraisin g responsibilities. 

g. Officer s may be called on to appear in 
public on behalf of the organizatio n at 
fundraising events , conferences , 
rallies, and seminars . 

H. Understandin g Board-Staff Relations. 

1. Th e relationship between a  board of directors and a 
staff i s unequal . The y wor k togethe r t o 
accomplish th e sam e objective s bu t tha t 
relationship i s hierarchical . Ultimately , the boar d 
is responsibl e fo r th e fulfillmen t o f th e 
organization's purposes . 

a. A n effective organizatio n is guided by 
a carefull y crafte d balanc e betwee n 
staff and board authority. 

1. Staf f i s responsibl e fo r 
day-to-day operation s 

2. Th e board set s long-term 
policies 

I. Identifyin g whom should serve on the board. 

1. Th e initia l organizin g committe e shoul d see k 
individuals whos e involvemen t an d participatio n 
promise t o ai d a s full y a s possibl e i n 
accomplishing the tasks ahead . 



2. Identif y peopl e wit h th e necessar y skills , 
experience, background , an d equall y important , 
commitment to the endeavor . 

a. Natura l constituents, thos e with whom 
you ar e workin g i n concer t t o brin g 
about change s tha t wil l directl y 
improve their lives . 

b. Thos e wh o posses s program-relate d 
expertise i n your field o f endeavor. 

c. Thos e wit h relevan t skill s an d 
expertise pertinen t t o th e genera l 
needs o f nonprofi t organizations . 
They include: 

1. Accounting an d othe r 
knowledge i n fisca l 
matters 

2. Law, especially nonprofit 
corporation law 

3. Fundraising 
4. Grantsmanship 
5. Marketing 
6. Public relations 
7. Personnel 
8. Management 
9. Planning 

J. Throug h carefu l identificatio n o f th e skill s a n organizatio n 
needs, th e recruitmen t o f qualifie d individual s to serv e i n it s 
governance, an d th e efficien t operatio n o f it s centra l policy -
setting body , a  nonprofi t accomplishe s muc h i n buildin g a 
strong organizatio n an d i n strengthenin g it s fundraisin g 
capabilities. 



Board Organization and Procedures 

Rate your own board 
1 (low) to 5 (high) 

I. Compositio n 

a. Siz e 
b. Diversit y 
c. Progra m Knowledge 
d. Communit y Knowledge 
e. Skill s 

II. Recruitmen t of members 

a. Tenur e and rotation of members 
b. Identificatio n o f board needs 
c. Canva s of candidates 
d. Persuasiv e invitation s 
e. Orientatio n 
f. Nominatin g committee's performance 

III. Officer s 

a. Position s an d terms 
b. Selectio n 
c. Performanc e 

IV. Committe e 

a. Numbe r and roles 
b. Term s of reference 
c. Performanc e 
d. Executiv e committe e 

V. Meeting s 

a. Frequency , time and place 
b. Agenda s 
c. Paper s 
d. Opennes s o f discussion 
e. Interes t 



What Is Expected of a Board Member 

For each of the seven responsibilities, rate yourself and the board as a whole. 
Rate 1 (low) to 5 (high) 

I. Attendanc e sel f boar d 
To attend board meetings 
To participate in some committee Activity 

II. Missio n 
To determine the mission 
To participate in planning, periodically 
reviewing the purposes, priorities, funding 
needs, and set targets of achievement 

III. Chie f executive 
To approve the selection an d compensation 
of the chief executive 
To assure regular evaluation of the 
performance of the chief executive 

IV. Finance s 
To approve an annual budget and 
oversee adherence to it 
To contract for an independent audit 
To control investment policies and 
management o f capital funds 

V. Progra m oversight and support 
To support staff 
To oversee and evaluate programs 
To be an advocate in the community 

VI. Fundraisin g 
To contribute personally and annually 
To participat e in seeking funding resources 

VII. Boar d effectiveness 
To assure fulfillment of responsibilities 
To maintain strong organization and 
Procedures 



Leadership: Ever y Board Member Has a Role 

• Affirmin g values . Th e capacit y t o asser t a  visio n o f wha t th e 
organization can be at its best. 

• Agend a setting . Identifyin g goals , siftin g priorities , 
conceptualizing a course of action. 

• Motivating . Leader s don' t inven t motivation; they unloc k what i s 
there. 

• Institutio n building . "Share d purpose s o f a  group...ar e 
accomplished through institutions , and leaders wh o are institution-
builders ten d t o hav e a  mor e endurin g mar k tha n thos e wh o ar e 
not." 

• Clarifyin g an d defining . Findin g th e word s an d teaching,  leader s 
"help us understand wha t we are going through." 

• Coalitio n building . Achievin g "a workable level o f unity," with a 
capacity t o mediate , t o resolv e conflicts , t o wi n the trus t o f all 
factions. 

• Renewing . "Ever y vita l syste m reaffirm s itself...t o sta y vita l t o 
change and grow." 

John Gardne r 



THE DO' S O F BEING A GOOD BOARD MEMBE R 

Do your homework before you join a board, particularly after your are appointed. 

• Kno w wha t th e organizatio n i s al l abou t befor e you r join (whos e o n th e board , 
programs, staffing, etc.). 

• As k for financia l statements , annua l reports, newsletters , etc . Fin d ou t wha t th e 
community thinks of the organization. 

• Onc e on the board , d o you r homework s o tha t yo u ar e abl e t o mak e intelligen t 
decisions. 

• Kno w the budget , budgetin g process , financia l situation , who's authorized to sig n 
checks and for what amount. 

Know your strengths and weakness 

• Fin d out what your role is what you do best for the organization and do it to the best 
of your ability. 

• Tr y to match attitudes and personalities with the organization. 

• B e able to compromise on issues. 

Understand the goals, objectives, and programs. 

• Yo u can't work effectively fo r the good of the organizatio n if you don' t know what it 
offers. 

• B e committed to the organization goals. Kno w the short and long-range goals. 

• Understan d organization infrastructure. 

• Insis t on a written procedure for board membership and nominating-committee 
procedures. 

• Obtai n a copy of the by-law s if no othe r written procedure exists. It' s a good idea to 
sign som e type o f agreemen t s o tha t yo u an d the organizatio n agre e o n wha t i s 
expected of you . 

• Realiz e that the success or failure of a board is up to you. Yo u are liable and possibly 
can be sued. Mak e sure the organization has directors and officers liabilit y insurance 
or some policy relative to board liability. 



Be an advocate of the organization . 

• Tal k th e organizatio n u p t o a s man y person s as possibl e an d a s ofte n a s possible . 
Become excited about the organization and what it has to offer . 

• Hav e genuine interest in the organization, one that is not self-serving. 

• Avoi d any appearance of conflict of interest. 

• Hav e a generalized interest and commitment to the community to become involve d in 
what can be done to better the community through your organization. 

Commit your time and resources, particularly financial resources. 

• B e realistic with your time. Kno w what your limitations are and how much time you 
can give. 

• Giv e o f your finance s accordin g t o wha t i s comfortabl e fo r you . Determin e th e 
amount you can afford to give before you join. 

• Board s need people who are workers as well as financial supporters. 

Attend meetings regularly. 

• Thi s is your opportunity to know what is going on within the organization. 

• Rea d and understand the minutes o f the meetings and of your committee assignments . 
Don't be shy about asking questions if you don't understand. 

• You r should not miss more that 25 percent of scheduled meetings . 

Put yourself in it and be prepared to work. 

• Board s need new members who bring new blood and new ideas to the organization. 

• Becom e active immediately . Ther e doe s not nee d t o b e a  waiting period to begin 
work. Bu t before you make decisions, be quiet until you fully understand. 

• Expos e yoursel f t o variou s surroundings , people , places , an d othe r cities . As k 
questions about what work s best fo r them . Perhap s some of what the y ar e doin g 
elsewhere ca n be adapted to suit your organization. 



THE DON'TS O F BOARD MEMBERSHI P 

• Don' t stay on a board forever: three year s shoul d be sufficient , dependin g o n the 
organization. 

• Don' t leave it to others to "handle" what goes on in our community. W e are the 
"they" that should be handling what is or is not happening/ 

• Don' t join to make a name for yourself. That' s the wrong motive. 

• Don' t join a board based on who asks you to (friend, someone to whom you owe a 
favor, etc.). 

• Avoi d being overawed. 

• I f you mus t criticize, have an alternative plan. 

• Don' t personalize a disagreement. You'r e working for the good of the organization 
and any disagreement should not be taken to heart. 

• Don' t make snap judgements. D o your homework so that you can make intelligent 
decisions. 

• Don' t wai t fo r someone to as k yo u to participate . Thi s i s a  volunteer effort , s o 
volunteer as your time permits. 

• Don' t be afraid to say "no" to a project or a particular task. Yo u may not have the 
time or expertise. 

• Don' t be a stranger to the board members or to organization staff. 

• Don' t agree to a task and fai l to follow through. 

• Don' t ask the staf f for information that requires extensive use o f time without first 
consulting the board chair and/or the executive director. 

• Don' t just be on the board; make a difference! 



"Blueberry Day-care" 

Blueberry Day-care Center has a  lot o f business t o cove r in the nex t fe w Boar d of 
Directors meetings. A t the las t meeting, member s of the boar d talked about whether to 
start an evening parenting class, an d some people would like to make a decision soon. 
The board needs to make a decision about what kind of fundraiser to have in the spring. 
Although it is a  long-term project, the Directo r wants to start talking about whether to 
set a  goal of increasing the number of children they can have at the center . I n addition, 
the Education Committee has researched possible choices for staff development programs 
that the boar d should consider. Also , th e Buildin g Committee has just learne d that th e 
building will need some significant repairs in the next few years . They will be making a 
report to the board and they will need guidance on how to proceed. The President of the 
board is concerned about all the issues , but most o f al l is tryin g to ge t th e meetings to 
run well and be productive and enjoyable for its members. 

Instructions 

1. I n this exercise, people will plan and conduct the November board meeting of the 
nonprofit organization , Blueberry Day-care Center. Participants should take 1 5 minute s 
to plan the meeting and 20-30 minutes for the meeting. Tak e 1 5 minute s to debrief. 

2. Brea k into groups of six to nine people. One person should be the Director of the 
Day-care Center . One person can be th e Presiden t of the Board . On e person should be 
the organizer of the meeting who is also a board member. There should be a committee 
chair for each of the following committees: Fundraisin g committee, Education committee, 
and Buildin g committee . Ther e shoul d als o b e a  secretary . Other s shoul d b e boar d 
members: Parents of children at the school , communit y business people , an d neighbor-
hood people. 

The Director should: Be responsible for planning the agenda. He should consult 
with the group members individually to find out what they would like to cover at the 
meeting, becaus e ther e will no t be time to addres s al l items o n everybody's list. He 
should then report to th e Presiden t and together the y shoul d work out a n agenda 
with tim e limit s fo r eac h topic . Th e Directo r and th e Presiden t wil l hav e t o se t 
priorities for the meeting, because ther e won't b e enough time for everything. 

The President should: Work on the agenda with the organizer. Then the President 
should lea d the meetin g usin g parliamentary procedure; he ca n use parliamentary 
procedure strictly or informally. He should remember to se t a  good tone , welcom e 
people, tal k about what wil l tak e place in the meeting, an d then lead the meeting. 

The Secretar y should: Prepare and read the minute s fro m th e las t meetin g for 
approval from the group . (Prepare the minutes before th e meetin g begins. ) 

The Committe e Chairs should : Prepare their reports, when the y ar e no t being 
consulted about the agenda. 

(continued) 
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3. Eac h person shoul d wear a  sign indicatin g thei r role i n this exercise. 
Students can be creativ e wit h thi s role-play. 

4. Whil e the meetin g is being planned, board members ca n suggest additional items 
for discussion . 

Debriefing 

1. I n general, ho w di d the meetin g go? 

2. Di d the plannin g of the agend a work? 

3. Questio n for the President: Ho w was i t to lead this group? Was it easy or difficult? 
What would you change next time? 

4. Wa s parliamentary procedure easy or difficult? Woul d you use anothe r for m next 
time? 
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CLASS EVALUATION FOR M -  MODULE FOU R 

Date of class: 

What did you learn in today's class? 

On a scale of one to five, with five being excellent, and one being poor, how would 
rate this class? 

5 4  3  2  1 
excellent poo r 

Why did you give the class this rating? 

What activities were the most interesting or helpful? Why ? 

What activities were least interesting or helpful? Why ? 

Do you have any suggestions o n how the instructor can improve the course? 

Additional comments: 



Grassroots Leadership Trainin g 
Instructor Evaluation 

Please use the back of sheets or add pages for extra space. 

Overall evaluation 

1. O n a scale of five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

5 4  3  2  1 
excellent poo r 

Why did you decide on this score? 

2. Wha t is the overal l value of this training session? 

General information 

3. Whic h session (s) did you present? Ho w long was the session? 

4. Ho w many students registered for the session? 

Demographic information 

5. Wha t was the demographic make-up of the class? (W e realize you 
may not have exact information on this. (Pleas e answer as best you 
can) 

a. Ho w many women and men? 



b. Wer e racial minorities represented i n the class? Ho w many of 
each? 

c Wer e ethnic groups represented i n the class? How many of each? 

d. Wha t would you estimate the ages of the students to be? 
(How many from 18-25 , 26-30, 30-40, 40-50, 50-60, 60 and 
above?) 

e. Describ e the socioeconomic make-up of the class. 

f. Wer e there language differences i n the class? 

g. An y other demographic factors that were significant? 

9. Ho w did the demographic make-up of the class influence its 
success or lack or success? 

Experience of class members 

10. What were the different levels of leadership experience represente d 
in the class? 

1l.How did the different levels of leadership experience help or 
hinder the quality or tone o f the class? 



Curriculum 

12.On a scale off five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

13.On a scale of five to one, with five being the highest, and one 
being lowest, how would your rate the class plans for this course? 

Why did you decide on this score? 

14. Would you change the content o f the training material? How ? 



MODULE FIV E 

COMMUNITY MANAGEMENT SKILLS 



OBJECTIVES AND LIST OF EXERCISES FOR MODULE FIV E 

Objective 

Participants will : 

1. Ge t an overview of the class . 

2. Becom e familiar with the gran t writing process. 

3. Lear n how to develop a budget. 

4. Lear n how to research foundations . 

List of exercises 

1. Welcom e back. 

2. Discussio n on grant writing. 

3. Discussio n on developing a budget. 

4. Discussio n on how to research foundations . 

5. Wrap-u p and summary of class. 

6. Clas s evaluation. 



C O M M U N I T Y M A N A G E M E N T S K I L L S 

Grant Writin g 

A. Gran t Anatomy 

1. Summar y 

2. Introductio n 

3. Statemen t of Conditions/Case 

4. Statemen t of Goal & Objectives 

5. Methodolog y 

6. Evaluatio n 

7. Budge t 

8. Appendice s 



B. Gran t Fundamental s 

1. Element s to Getting Funding: 

• Proposa l 

• Concep t and Cost 

• Credibilit y 

2. Gran t writin g is part o f the proces s o f redistributing wealt h fro m 
the very people who may have contributed to the problem. 

3. Gran t Writing BEGINS wit h RESEARCH & PLANNING. 

4. Gran t sell programs, NO T organization s 

5. Grant s are written to E A CH grantmake r 

6. Grant s are not BRIE F 

7. Grant s are written in SIMPLE language 



C. INTRODUCTIO N 

A. PURPOSE : Buil d the case for organization's involvemen t in 
the project . 

B. LENGTH : 1 - 2 Page s 

C. CONTENT : 

• Business/Missio n 

• History/Successe s 

• Capacit y 



D. STATEMENT OF CONDITION 

A. PURPOSE: Defines target population 

Builds case 

B. LENGTH: 2 -3 Page s 

C. CONTENT: 

• Anecdot e 

• Descriptio n of target population 

• Descriptio n of proble m 

• Descriptio n of relevance of proble m 

• Descriptio n of weaknesses of current solution s 



E. STATEMEN T OF GOALS & OBJECTIVES 

A. PURPOSE : Describe s conditions if problem solved 

B. LENGTH : 1  Page 

C. CONTENT : 

• On e sentenc e statemen t o f outcom e 
objective 

(1 s t hal f outcome/2 nd half output ) 

Four to five outpu t objectives 

(1 s t hal f output/2 nd hal f input) 



F. STATEMEN T O F METHODOLOG Y 

A. PURPOSE : Describe s pla n to address condition s 

Describes ho w grant monies wil l be used 

B. LENGTH : 2 - 3 Page s 

C. CONTENT : 

• Wor k plan 

• Staffin g 

• Administratio n 
• Futur e fundin g 



G. EVALUATIO N SECTION 

A. PURPOSE : Describe s evaluation plans 

B. LENGTH : 1  -  2  Pages 

C. CONTENT : Method s and frequency for : 

• Collectin g 

• Compilin g 

• Analyzin g 

• Reportin g 



H. BUDGE T 

A. PURPOSE : Describ e costs and sources of income 

B. LENGTH : 1  - 2  Pages 

I. CONTENT : 

• Expenses : 

• Income : 

Cash and non-cash 

by 

Cash and non-cash 



I. GRAN T APPENDICES 

A. PURPOSE : Establis h organizational credibilit y 

B. LENGTH : 3 + pages 

C. CONTENT : Provide d as requested 



J . G R A N T S U M M A R Y 

A. PURPOSE : Presen t ful l proposa l overview 

B. LENGTH : 1  - 2  Pages 

C. CONTENT : 

Paragraph 1 : Identif y organization , stat e amoun t 
requested &  goal 

Paragraph 2 & 3: 1 s t &  las t paragrap h o f statemen t o f 
conditions 

Paragraph 4 & 5: 1 s t & last paragraph of methodology 

Paragraph 6: Repea t amoun t requeste d &  goa l plu s 
total budget and contacts 



II. HO W T O DEVELOP A BUDGET 

A. Budgetin g i s a  managemen t tool . I t empower s a n 
organization/group to decide how to use limite d financia l resource s 
most effectively . I t als o helps you determine ho w much in fund s 
will b e neede d t o launc h a  specifi c program/project yo u have i n 
mind. 

B. Guideline s to Budgeting 

• B e concrete and specific in making projections 

1. Bas e projections on the costs o f carefully itemized 

a. resource s 
b. service s 
c. personne l 
d. projec t cost 

• B e conservative in your projections 

1. I n making estimates you should try to projec t o n the 
high sid e fo r expenditure s an d o n th e lo w sid e fo r 
revenues. 

• Ascrib e value to key volunteer labor 

1. I t i s importan t t o ascrib e a  value t o th e labo r o f key 
volunteers for the followin g reasons : 

a. Position s that volunteers currently fil l ar e 
critical t o th e wor k o f you r group . 
Without their labor, the project coul d no t 
proceed. 

b. B y adding your key volunteer staff to the 
budget, yo u demonstrat e t o prospectiv e 
supporters/funders an d volunteer s th e 
importance you attach to their work. 



c. Present s a  tota l pictur e o f ho w much 
staffing i s require d t o ru n th e 
program/project effectivel y an d 
efficiently. 

• Ascrib e value to donated non-personnel items 

1. Presen t on your budget non-personnel items that ma y 
have been donated such as: 

a. offic e spac e 
b. telephone(s ) 
c. furnitur e 
d. printin g 
e. othe r in-kind contributions. 

2. Donate d item s d o no t represen t a  cos t t o th e 
organization/group, bu t the y d o hav e a  valu e to you 
and in the marketplace . The y have a  value to donors 
who ca n clai m deduction s fo r suc h gifts o n their tax 
returns. 

a. Listin g donate d item s conve y t o othe r 
prospective donor s you r appreciatio n of 
the worth of in-kind donations. 

b. Illustrate s th e arra y o f suppor t yo u 
receive beyond dollar contributions. 

• Mak e your proposal budget realistic 

1. Demonstrat e hard-nose d estimate s o f th e expense s 
you pla n to incu r and relat e the m t o th e result s you 
expect to achieve. 

• Establis h minimum internal budgets 

1. Budget s shoul d not b e determine d b y the amoun t o f 
money raised to carry out a project. 



2. Striv e to establish a minimum budget t o carry out th e 
project, accomplis h projected goals , an d satisf y you r 
supporters/funders. 

3. You r fundraisin g budge t i s you r optima l operatin g 
budget. I t shoul d reflect al l the expense s you r work 
would require to address the problem outlined in your 
proposal. 

• Distinguis h between organization budgets and program budgets 

1. A n organizational budget entail s al l the expenditure s 
and al l th e receipt s o r revenue s o f tha t body . I t 
represents the group's entir e financia l picture. 

2. A  progra m o r projec t budge t reflect s onl y thos e 
expenses an d revenue s uniqu e t o a  particula r 
undertaking of the organization. 

3. Mos t group s nee d bot h type s o f budgets . 
Organizational management function s suc h as overall 
administration, bookkeeping , fundraising , an d public 
relations are a s much a part of operations a s the direc t 
production of programs, services , and events . 

4. I n preparin g a  budget , d o no t overloo k th e indirec t 
costs. Thi s i s dangerou s budgetin g tha t lead s t o 
financial crisis . 

5. Indirec t cost s ca n be substantial . I t may be helpful to 
itemize all the direc t and indirect costs an d enumerate 
them on your budget. 

C. Budgetin g is not simply an activity to be carried out once a  year or 
whenever a  funding proposal is being prepared. 

1. A  budget i s a  working document fo r us e throughou t th e 
year. 

a. Actua l expense s an d receipt s shoul d b e regularl y 
measured agains t it , usually on a monthly basis. 

b. Budget s provid e th e onl y mean s fo r measurin g 
your actua l receipts an d expenditure s agains t you r 
projected figures . 

c. I t wil l guard against unexpected deficit s 



d. Assur e you r prospective  an d curren t supporter s 
that their dollars wil l be used wisely. 

e. Thi s wil l furthe r resul t i n a  strengthenin g o f you r 
overall credibility . 



Norman's General Guidelines of Fundraising 

1. Funding Follows Function 

The purpos e o f fun d raisin g i s t o suppor t th e servic e you r organizatio n 
provides t o the public. 

2. Your Are An Advocate 

Fund raisin g i s advocac y fo r you r organization . You r belie f i n you r 
organization i s your best fund raising tool. 

3. If You Are Not Thinking  Ahead, You  Are Not Thinking 

Planning is everything to the succes s of a fund raising endeavor. 

4. The Best Way To Compete Is Not To  Compete 

Devise fun d raisin g activitie s tha t ar e uniqu e t o you r organizatio n an d 
which, a s fa r a s possible , d o no t compet e wit h othe r no n profi t 
organizations. 

5. Never Spend Money on Anything You Can Get Donated 

Donated good s an d sponsorship s sav e cash . Ever y dolla r save d i s a 
dollar for your organization . 

6. Maximize Your Fund Raising Return 

You shoul d b e making , a t a  minimum , a t leas t $ 2 fo r ever y dolla r 
invested i n fund raising. 

7. If  It Doesn't Feel Right... Don't Do It! 

Never engag e i n a  fun d raisin g activit y that eve n feel s unethical . I f i t 
feels wron g it probably is.. . 



Grant Research 

A. Befor e yo u appl y fo r a  grant , yo u nee d t o gathe r a s muc h 
information a s possibl e abou t you r foundatio n prospect s t o 
determine whethe r you r fundin g need s matc h thei r givin g 
interests, whethe r the y ar e likel y t o suppor t organization s i n 
your geographi c area , whethe r the y ar e likel y t o provid e th e 
type an d amoun t o f support yo u need, an d ho w an d whe n to 
submit your grant request . 

1. Whe n doin g th e researc h o n prospectiv e 
foundations, be sure to note the date and source of 
the informatio n gathered t o b e sur e tha t you have 
the mos t curren t an d accurat e informatio n 
available. 

2. Th e followin g i s a  list  o f sources wher e yo u can 
begin your research. 

a. Ove r 60 0 foundation s publis h 
FOUNDATION ANNUA L REPORTS . 
When available, these are generally the most 
complete sourc e o f informatio n o n th e 
foundation's curren t an d futur e interests , 
restrictions, and application procedures. 

b. OTHE R FOUNDATIO N 
PUBLICATIONS. Ove r 700 foundations 
that do not publish annual reports do publish 
information brochures, application 
guidelines, or other materials that describe 
their giving programs. 

c. SOURC E BOO K PROFILE S analyzes the 
1,000 larges t foundation s i n depth . I n th e 
absence o f materia l publishe d b y th e 
foundation itself , thi s i s th e mos t complet e 
source o f informatio n o n th e larges t 
foundations. 

d. TH E FOUNDATIO N DIRECTOR Y 
provides basi c description s o f foundation s 
with $ 1 millio n o r more i n assets o r annual 



giving o f a t leas t $100,000 . Als o chec k 
THE FOUNDATIO N DIRECTOR Y 
SUPPLEMENT whic h update s entrie s fo r 
foundations tha t hav e ha d name , address , 
personnel, o r progra m change s betwee n 
editions of the major volume. 

e. FOUNDATIO N GRANT S INDE X 
MONTHLY include s "Update s o n 
Grantmakers" listin g change s i n name , 
address, personnel , o r progra m reporte d b y 
major foundations i n preceding two months . 

f. FOUNDATIO N INFORMATIO N 
RETURNS (IR S FOR M 990-PF ) are file d 
annually b y al l foundation s an d includ e 
complete list s o f grants awarde d durin g th e 
tax yea r covere d a s wel l a s othe r 
information on finances, givin g interest s an d 
restrictions, an d applicatio n procedures an d 
deadlines. Thes e ar e ofte n th e onl y sourc e 
of information on smaller foundations. Thi s 
information i s availabl e from  Interna l 
Revenue Servic e o r a t Foundatio n Cente r 
Libraries. 

g. NEWSPAPE R O R MAGAZIN E 
ARTICLES ofte n provid e news o r insight s 
on personne l o r progra m interest s o f 
foundations. Chec k you r loca l librar y fo r 
foundation file s o r indexe s t o relevan t 
articles. 

h. PEOPLE . Tal k t o you r professiona l 
colleagues, board members , volunteers , past 
and curren t donors , an d othe r intereste d i n 
your wor k fo r advic e o n yo u projec t 
proposal and funding prospects . 

B. Thi s i s th e firs t ste p o f th e researc h necessar y t o begi n 
identifying prospectiv e funders . Th e foundation s liste d abov e 
provide a broad base of prospects . 

1. Narro w down the list  to the most likel y prospects . 



2. Develo p a list  o f prospects whos e interest s mos t 
closely fit your program. 

C. Buil d you r knowledg e abou t Foundatio n prospect s throug h 
networking and information gathering. 

1. Subscrib e t o foundatio n trad e journals , suc h a s 
Foundation News  and the newsletter o f your loca l 
association of grant makers . 

2. Rea d you r majo r loca l newspape r regularl y for 
information on foundations . 

3. Networ k wit h othe r non-profit s seekin g suppor t 
from foundation s t o share information. 

4. See k ou r advic e fro m receptiv e foundatio n 
representatives. 

D. Makin g the approach to a prospective foundation supporter . 

1. Kno w th y funder . B e sure you have reviewe d all 
the material s th e foundation ha s published on it s 
grant makin g policies , such as brochures, annua l 
reports, guid e lines , etc. I n advance yo u should be 
able to state why X foundation should be intereste d 
in your project, base d on its interests . 

2. Kno w you r past history with that funder . B e sure 
you hav e checke d you r organizationa l files  to se e 
if anyon e associate d wit h you r grou p ha s 
previously bee n i n touc h wit h th e funde r i n 
question. B e aware of any such exchanges . 

3. Chec k if you have any personal contacts wit h your 
foundation prospect . D o any members o f your 
staff o r board know a member o f the foundation' s 
staff, or , i f the foundation has no staffed, a  member 
of it s boar d o f directors? A  pre-existing persona l 
contact might,  though no t necessarily, hel p you r 
initial overture . 

E . I n approaching prospective foundatio n supporters , yo u need to 
follow th e application procedures tha t hav e bee n outline d in 
their printed materials. Good  Luck! 



Worksheet 

LOCAL FOUNDATION S 

1. Communit y Foundations: 
2. Famil y Foundations (staffed; Annua l Report Available) 

a. 
b. 
e. 
d. 
e. 

3. Corporat e Foundations 

a. 
b. 

c. 

4. Unstaffe d Foundations 

a. 
b. 

c. 

NATIONAL FOUNDATIONS 

5. Larg e National Foundations (i.e., Assets over $100,000,000) 

a. 
b. 

c. 

6. Smalle r Foundations 

a. 
b. 

c. 



SELECTING PROSPECTIV E FUNDING PARTNERS IN YOUR 

NONPROFIT ENDEAVO R 

Sources Assessin g Chances of Support 

Individual via: Very Good Possibl e Unlikel y Stil l Unknown 

a. Face-to-face 
Solicitation 

b. Direct Mai l 
c. Special Events 
d. Planned Givin g 
e. Earned or Venture 

Income Project s 
f. Other: 

Foundations 

a. Famil y Foundations 
b. Communit y 

Foundations 
c. Othe r Local 

Foundations 
d. Loca l Public Charities 
e. Nationa l Foundations 

Business and Corporations 

a. Neighborhoo d Stores 
b. Banks , Utility Co. , 

Department Stores , 
etc. 

c. Corporation s with 
Headquarters or 
Facilities in your 
Community 

d. Larg e National 
Corporations 



4. Governmen t Very Good Possibl e Unlikel y Stil l Unknown 
(grants and contracts) 

a. Loca l Governmen t 
Units: 

b. Stat e Governmen t 
Units: 

c. Federa l Governmen t 
Units: 

5. Religiou s Institutions 

a. Individua l Churches , 
Temples, an d other 
Faith Communitie s 

b. Metropolita n and 
Regional Bodies 

c. Metropolita n and 
Regional Ecumenical 
Bodies 

d. Religiou s Federated 
Organizations 

e. Nationa l Religious 
Bodies 

6. Federate d Fundraising 
Organizations 

a. Unite d Way 
b. Othe r Communit y Chests 
c. Alternativ e Fund s 

7. Association s of Individuals 

a. Neighborhoo d o r 
Community-based 
Associations 

b. Citywid e Associations 
c. Nationa l Associations 



"Mary Beth Alpert and the PTO " 

Mary Bet h Alper t ha s volunteere d t o b e th e chairperso n o f a  committe e fo r th e 
Parent's and Teacher's Organization (PTO). The committee is responsible for raising funds 
for th e athleti c progra m whose budge t wa s cu t thi s year . Sh e ha s se t a  goa l of raising 
$1000 for the year . Before she can start she has to get people to join the committee . She 
has a  number o f friends in the PTO , bu t sh e know s they're al l very busy. Mar y Bet h is 
overwhelmed by the job she has t o do, but she has a  couple of creative ideas abou t how 
to raise some funds . Sh e wil l nee d peopl e o n her committe e who will : 

1. Come up with additiona l fundraising ideas. 
2. Hel p her plan how to realiz e these ideas. 
3. Ge t support from  loca l businesse s an d othe r organizations . 
4. Stuf f envelopes , bak e cookies , and make phone calls . 

Instructions 

1. Brea k into groups o f about fiv e people . 

2. On e perso n i n th e grou p play s Mar y Beth . Tw o peopl e ca n pla y th e rol e o f 
different friends.  The remainder o f the peopl e shoul d observe. 

Mary Beth should: Have a conversation with these friends, inviting them to be on the 
committee. 

The peopl e actin g a s Mar y Beth' s friends  should : Ac t a s yo u normall y would i f 
someone cam e to you to ask you to join thi s kind of group. Let Mary Beth try to win you 
over. 

The observers should : Notice what Mar y Beth says an d als o her ton e of voice when 
asking her friends to join the committee . One of the observer s shoul d lead the debriefing 
discussion afte r th e role-play. 

Debriefing 

(The person who played the rol e of Mary Bet h should have a  chance t o tal k first. ) 

1. Was the person who played Mary Beth successful in recruiting for her committee ? 
What worked and what didn' t work? 

•2. What.didthe person who played Mary Beth communicate about th e project , i n her 
words an d tone of voice? 

3. Was the person who played Mary Bet h addressing the concern s o f the perso n sh e 
was tryin g to convinc e to join th e committee ? 

(If there is time, do the exercis e again with other peopl e playin g the differen t roles , 
or giv e the origina l Mar y Bet h a  chance t o tr y i t again. ) 

Community Leadershi p Project , c/o TFI, P O Box 203, Pomfret , CT 06258, (203 ) 928-261 6 
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C L A S S E V A L U A T I O N F O R M -  M O D U LE F I V E 

Date of class: 

What did you learn in today's class? 

On a  scale of one to five, with five being excellent, and one being poor, how would 
rate this class? 

5 4  3  2  1 
excellent poo r 

Why di d you give the class this rating? 

What activities were the most interesting or helpful? Why ? 

What activities were least interesting or helpful? Why ? 

Do yo u have any suggestions o n how the instructor can improve the course? 

Additional comments: 























C L A S S E V A L U A T I O N F O R M -  M O D U L E F I V E 

Date of class: 

What did you learn in today's class? 

On a  scale of one to five , wit h five being excellent, an d one being poor, how would 
rate this class ? 

Why di d you give the clas s this rating ? 

What activities were the mos t interestin g o r helpful? Why ? 

What activities were leas t interesting o r helpful? Why ? 

Do yo u have any suggestions on how the instructo r ca n improve the course ? 

Additional comments : 

5 
excellent 

4 3 2 1 
poor 



Grassroots Leadership Trainin g 
Instructor Evaluation 

Please use the back of sheets or add pages for extra space. 

Overall evaluation 

1. O n a scale of five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

5 4  3  2  1 
excellent poo r 

Why did you decide on this score? 

2. Wha t is the overal l value of this training session? 

General information 

3. Whic h session (s) did you present? Ho w long was the session? 

4. Ho w many students registered for the session? 

Demographic information 

5. Wha t was the demographic make-up of the class? (W e realize you 
may not have exact information on this. (Pleas e answer as best you 
can) 

a. Ho w many women and men? 



b. Wer e racial minorities represented i n the class? Ho w many of 
each? 

c. Wer e ethnic groups represented i n the class? How many of each? 

d. Wha t would you estimate the ages of the students to be? 
(How many from 18-25 , 26-30, 30-40, 40-50, 50-60, 60 and 
above?) 

e. Describ e the socioeconomic make-up of the class. 

f. Wer e there language differences i n the class? 

g. An y other demographic factors that were significant? 

9. Ho w did the demographic make-up of the class influence its 
success or lack or success? 

Experience of class member s 

10. What were the different level s of leadership experience represente d 
in the class? 

1l.How did the different level s of leadership experience help or 
hinder the quality or tone o f the class? 



Curriculum 

12.On a scale off five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

13.On a scale of five to one, with five being the highest, and one 
being lowest, how would your rate the class plans for this course? 

Why did you decide on this score? 

14. Would you change the content o f the training material? How ? 



MODULE SI X 

DEVELOPING NEIGHBORHOODS 



OBJECTIVES AND LIST OF EXERCISES FOR MODULE SI X 

Objective 

Participants will : 

1. Ge t an overview of the class . 

2. Becom e familia r wit h th e Neighborhoo d Revitalizatio n Zon e 
(NRZ) process. 

3. Becom e familia r with a NRZ strategi c plan. 

4. Lear n how to implement a  NRZ plan . 

List of exercise s 

1. Welcom e back . 

2. Discussio n on what is a NRZ . 

3. Discussio n on the importanc e o f a NRZ strategi c plan. 

4. Discussio n on implementing a  NRZ plan . 

5. Wrap-u p and summary . 

6. Clas s evaluation and Student evaluation on the training . 



DEVELOPING NEIGHBORHOOD S 

I. NEIGHBORHOO D REVITALIZATION ZONE PROCESS (NRZ) 

A. I n 1995 , An Act Establishing a Neighborhood Revitalization 
Zone process (P.A . 95-340) wa s passe d b y the Connecticu t 
General Assembly and signed into law by Governor John G. 
Rowland. Thi s la w -th e firs t o f it s kin d i n th e natio n -
established a  collaborative process fo r communities t o work 
with al l level s o f governmen t t o revitaliz e neighborhood s 
which have become substandard , unsaf e and blighted. 

1. NRZ s represen t a  new kin d o f partnership an d 
cooperation between communitie s and the loca l 
government whic h shift s th e impetu s o f 
planning t o th e loca l leve l an d provide s a 
mechanism fo r relie f fro m burdensom e stat e 
and local regulations . 

B. Benefit s in becoming a NRZ include: 

1. Bringin g togethe r al l stakeholder s t o pla n a 
neighborhood that works for everyone. 

2. By-pas s "red tape" that might imped e attempt s 
to revitalize the neighborhood . 

3. Establis h a  mor e flexibl e an d creativ e 
government respons e t o th e need s o f 
communities, (not e -  legislatio n doe s no t 
provide for any additional money fo r cities  that 
have NRZs ) 

C. A  strategic pla n must be designed and adopted . 

1. Onc e the strategic pla n is adopted 

a. th e NR Z can reques t waiver s o f 
state an d loca l environmenta l 
health an d safet y code s an d othe r 



regulations tha t hav e bee n 
identified i n the strategi c pla n a s 
barriers t o neighborhoo d 
development. 

b. Th e NRZ ca n recommend that th e 
chief executiv e municipa l officia l 
(i.e. th e mayo r or first  selectman ) 
allocate municipa l fund s t o 
achieve the purpose o f the plan. 

c. Th e NR Z ca n petition the judicia l 
branch (loca l superio r court ) fo r 
appointment o f a  receive r o f th e 
rents for any deteriorated property. 

d. Municipa l corporation s ca n b e 
authorized i n accordanc e wit h 
established procedure s t o tak e 
abandoned o r blighted property in 
a NRZ . (This proces s i s calle d 
"eminent domain") 

D. Wha t neighborhoods are eligible to become NRZ? 

1. T o b e eligibl e t o becom e a  NRZ , a 
neighborhood mus t hav e a  significan t number 
of deteriorate d propertie s (propertie s i n serious 
noncompliance wit h stat e and loca l healt h and 
safety code s an d regulations) and property that 
is substandard , abandoned , blighted , has bee n 
foreclosed or poses a hazard to public safety . 

a. Althoug h "a significant number" is 
not define d i n the legislation , i t is 
important tha t ever y N RZ contai n 
one or more buildings that fal l into 
this category. 

E. Step s to become a NRZ include: 

1. A  neighborhoo d revitalizatio n zon e i s forme d 
when two steps are completed: 



a. a  municipa l resolutio n establishe s 
one o r mor e NRZ s i n you r 
municipality; and 

b. th e boundarie s o f your NR Z have 
been determine d accordin g t o th e 
process prescribe d i n th e 
municipal resolution. 

2. Onc e the municipa l resolution is passed and th e 
boundaries o f you r NR Z have bee n establishe d i n 
accordance wit h th e metho d prescribe d b y th e cit y 
resolution, you r neighborhoo d ha s officiall y bee n 
established a s a Neighborhood Revitalization Zone! 



D E V E L O P I N G A  N RZ S T R A T E G I C P L A N 

Why should  a NRZ develop  a strategic plan? 

The development of a strategic plan is a  necessary step in order to receive 
any benefits as a  Neighborhood Revitalization Zone. The planning proce 

ss isa  wa y o f getting agreement from all participating members of the community 
regarding where you want to go an d how t o get there. 

What will happen if a NRZ doesn't  develop a strategic plan? 

Nothing. Th e neighborhood will not receive any o f the benefits available for 
NRZs. O f course, there is no penalty — other than a missed opportunity — for 
becoming established as a NRZ but failing to go through the strategic 
planning process. 

Who develops the strategic plan? 

A broad-based Planning Committee is established specifically for this 
purpose. A majority of the members must be residents (either tenants or 
property-owners) in the neighborhood. 

What if our  neighborhood  already has a  community development 
plan? 

Many neighborhoods have plans that have been prepared in the past for 
similar purposes. It is a good idea to use these plans as a starting point - i n 
fact, it is possible that the NRZ strategic plan could mirror an existing plan. 
However, it is important that you g o through the NRZ organizational steps 
which guarantee broad community participation and allow the Planning 
Committee the opportunity to adopt part, all or none of an existing plan. 
Also, the NR Z Planning Committee should review the plan to ensure that it 
contains all of the necessary components outlined in the following section. 



How does the Planning Committee become organized? 

As you begin to put together a Planning Committee, you should identify all 
the neighborhood stakeholders including residents, associations, local 
institutions, business owners, and landowners. To generate interest in 
working together, you will need to build relationships among the various 
stakeholders and mobilize them to become involved. There are many creative 
approaches to informing potential participants about this opportunity — for 
example, using flyers, posters, door-to-door visits, announcements in local 
churches or other organizations, advertisements in the local newspaper, local 
access channels or community television. Yo u should think about which 
approaches will work best in your community. 

Clearly, this initial process is time-consuming. However, the time that you 
invest at this point in this process will pay off later by guaranteeing that you 
have been as inclusive as possible. The NRZ legislation is based on the 
belief that neighborhood revitalization strategies will fail if they ignore even a 
minority of the neighborhood stakeholders - - and that success can only be 
ensured through incorporating a wide variety of social, economic, and cultural 
perspectives into your planning effort 

What steps must be taken once the Planning Committee members 
are identified? 

Two steps to establishing a Planning Committee are required by law: 

Step 1 — Convene the broadly representative planning group. Membership of 
the NRZ Planning Committee must reflect the composition of the 
neighborhood including tenant residents, property owning residents, 
community organizations, and representatives of businesses located in, or 
owing property in, the neighborhood. A majority of the members must be 
residents (either tenants or property-owners) of the neighborhood. If the city 
manager or mayor has appointed someone to the Planning Committee, this 
person is entitled to be a voting member. 

Having a specified Planning Committee should not preclude you from 
including others in your planning process. Indeed, various other residents, 



businesses, and government or non-profit entities that are not on the Planning 
Committee should be encouraged to become involved in the planning process. 
Although not required by statute, it is recommended that you publish notice of 
the first meeting of the planning group at City Hall and in conspicuous 
locations throughout the neighborhood. 

Step 2 — Develop and adopt Planning Committee bylaws. The NRZ Planning 
Committee bylaws are rules for governing how the group will operate, 
including a process for making decisions by building consensus. For 
example, the Planning Committee structure should not permit one person to 
make unilateral decisions for the group. Rather, the Planning Committee 
should reach common decisions everyone can agree on. Your bylaws should 
also identify a method for resolving conflict if you can't reach consensus. 
You are required by statute to publish notice of adoption of your bylaws, and 
any amendments, in a local newspaper having general circulation no more 
than seven days after adoption or amendment. Once the bylaws have been 
adopted, you should send a copy to OPM. 

What happens if our NRZ adopted bylaws but did not publish them 
in the newspaper? 

You do not have to publish the actual bylaws - onl y a notice that the bylaws 
have been adopted. If you fail to publish notice of adoption of your bylaws 
within seven days, the status of your NRZ will not be jeopardized. However, 
you should make arrangements to publish the notice in your local newspaper 
as soon as possible since this step must be taken in order to receive any 
benefits as a NRZ. 

What kind of assistance can we get in putting together our NRZ 
plan? 

Putting together a comprehensive and thoughtful neighborhood plan may 
seem daunting at this point. To help you do this, you should contact the staff 
person from the municipal government who has been assigned to assist you. 
This person can be invaluable in helping you find resources and assisting in 
the planning process. In addition to your municipal liaison, you may want to 



contact local groups, including local business associations, church groups, 
your local chamber of commerce, community colleges, universities, or 
Community Action Agencies. By building a relationship with local 
organizations such as resident councils, housing development organizations, 
community development corporations and others, you may be able to identify 
staff to assist in the effort. In many neighborhoods around the state, these 
entities are showing interest in supporting their local NRZ. 

What costs are associated with becoming a NRZ and developing a 
plan? 

The costs associated with the NRZ process are minimal and are related to 
publishing notices in the newspaper and printing and copying your strategic 
plan. 

Once organized, how does the Planning Committee develop a 
strategic plan? 

Keep in mind that there is no one "right" way for a community to develop a 
strategic plan. Different communities with different resources will plan in 
different ways -- all with equally successful results. Each community, 
therefore, needs to design a planning process that suits its unique needs and 
abilities. As you develop a process, remember that the clear intent of the 
legislation is a planning process which is inclusive, participative, and based 
on consensus-building among all stakeholders. 



C O N T E N T S O F A  N R Z S T R A T E G I C P L A N 

What are the  elements  of a  strategic plan? 

Although there is n o on e righ t way t o develop a strategic plan, there are four 
basic questions that are answered in every strategic plan: 

I. Wha t does the neighborhoo d look like today? 
II. Wha t do w e wan t the neighborhood to look like? 
III. Ho w d o w e ge t there? 
IV. Ho w ca n w e measure our progress? 

I. W H A T DOE S OUR NEIGHBORHOOD LOOK LIKE TODAY? -  (NEIGHBORHOOD 
PROFILE) 

This part of th e planning process involves quite a bit o f information gathering. 
One wa y t o ge t informatio n about your neighborhood is t o use loca l libraries 
and town halls to find out what information is available on your 
neighborhood. Another way t o collect valuable data is t o survey your 
neighborhood about their views of th e greates t problems and greatest 
strengths of th e neighborhood. Yo u ma y wan t to as k Planning Committee 
members to bring the surve y door-to-door to ensure that you collec t ideas 
from all o f th e neighborhood. As i n other planning phases, you ca n ge t 
assistance in gathering data from your municipal liaison or other 
organizations. 

Your profile of th e neighborhood should include the following categories 
which are further described below: 

A. Huma n Resources (residents, landowners, and business owners, etc. ) 
B. Physica l Resources (roads, buildings, sidewalks, other structures, etc. ) 
C. Community Resources (economic opportunities, education, public 

safety, cultural offerings, job training , social services, child care, 
elderly programs, transportation, and recreation, etc. ) 

D. Summar y of Strengths and 
E. Greates t Problems/Needs. 



A. Human Resources. The people in your neighborhood -- including 
residents, landowners, and business owners ca n often be one of your 
greatest assets. It will be helpful to survey residents, landowners, and 
businesses in your neighborhood to find out their perspectives and what 
skills they can offer. A  demographic portrait of the neighborhood will 
also help you identify the composition of the neighborhood to ensure that 
you have formed a truly representative Planning Committee. Your profile 
should include a description of the people in the neighborhood including: 
number of residents, ages, household types (e.g., single parent families), 
race and ethnicity (e.g., black, white, Asian, Hispanic), number of renters, 
number of owners, and any other relevant information about the people 
who make up your neighborhood. Demographic data is usually available 
by census tract at libraries, city planning departments, or regional planning 
organizations. 

B. Physical Resources. You should begin this step by preparing a map of 
the neighborhood which identifies the physical boundaries, streets, and 
other important landmarks of the neighborhood. You should describe the 
physical size of the neighborhood and any other relevant geographical or 
environmental characteristics. It would also be helpful to prepare an 
inventory of the property in the neighborhood. For property that is 
deteriorated, you should provide an analysis including the address of the 
property and whether it is: foreclosed, abandoned, blighted, substandard, a 
public safety hazard (describe how), ou t of compliance with state health or 
safety code or regulations (cite which ones), or out of compliance with 
local health or safety code or regulations (cite which ones). It is also 
important to identify the condition of the physical infrastructure, including 
roads, buildings, and sidewalks. One of the benefits of preparing a 
thorough inventory is that it will help you identify potential stakeholders. 
You may have difficulty implementing your plan if the owners of the 
property are not included in your strategic planning process. 

C. Community Resources. You should examine the existing status of 
community resources (including economic opportunities, education, public 
safety, cultural resources, job training, health and human services, child 
care, transportation, and recreation) in your neighborhood. Some things to 
think about are: What is me current unemployment rate? Are there 
adequate job training programs that place residents in jobs? What are the 



safety issues? What are th e barrier s to sustaining businesses in th e 
neighborhood? 

D. Summary of Strengths. Describe the most positive aspects of your 
neighborhood. What are th e reasons people move to o r visit your 
neighborhood? Yo u ma y alread y have a sense of the neighborhood's 
greatest strengths, but yo u ca n also collect and prioritize much of this 
information using your survey of the neighborhood. 

E. Greatest Problems/Needs. Another step to understanding your 
neighborhood today is t o prepare a prioritized list of needs. Using th e 
information from your neighborhood profile (in A , B, and C  above), what 
needs do th e neighborhoo d residents have that are currently no t 
addressed? What are th e biggest problems in the neighborhood? 

If your Planning Committee is thorough in preparing this first step, it will help 
you identif y what you wan t to accomplish in the neighborhood through the 
NRZ process. Yo u ar e no w read y to develop a vision and goals for your 
neighborhood. 

n. WHA T D O WE WANT THE NEIGHBORHOOD TO LOOK LIKE? -  
(NEIGHBORHOOD VISION ) 

In this step, the Planning Committee will develop a vision for th e 
neighborhood, hi other words, you wil l work toward agreement on what yo u 
all want to se e change d in the future . Don't forget — the NR Z legislation 
requires that the plannin g process be done by consensus which means that 
you must reach a common agreement on a  vision and goals that reflects th e 
concerns of everyone in the neighborhood. I n fact, the consensus building 
process will inspire the grou p toward a vision and goals mat wil l become th e 
framework for neighborhood improvements for decades to come. 

In formulating your vision and goals, it will be helpful to remember that plans 
should be designed, in accordance with NRZ legislation, to improve your 
neighborhood by: 

A. Increasin g self-reliance; 
B. Increasin g home ownership; 
C. Improvin g property management; 



D. Promotin g sustainable economic development; 
E. Enhancin g effective relations between landlords and tenants; 
F. Coordinatin g and expanding the deliver y of services to th e 

neighborhood; and 
G . Improvin g the neighborhood capacity for self-empowerment. 

Here are some questions that can help you formulat e your vision and goals: 
√  What will attract people to your neighborhood in the future? 
√  What kinds of businesses or jobs would you lik e to bring to th e 
neighborhood? 

√  What is the idea l mix o f residential and commercial property? 
√  Do yo u need more/less retail stores, grocery stores, churches, medical 
facilities, gas stations , day care centers, etc.? 

√  What kind of training/educational facilities do you need in th e 
neighborhood? 

√  Wha t kind of changes need to be made to th e residentia l areas? 
√  Do yo u wan t to increase owner-occupied buildings? 
√  What will make your physical and natural environment better? 

This process should result in a clear and compelling picture of th e 
neighborhood's preferred future. A t the same time, the vision should be 
realistic and credible . Th e vision serves as the framewor k for th e actio n plan 
in the next section. Once you reach a consensus on a vision for th e 
neighborhood, it is time to develop a strategy to work toward your vision and 
achieve your goals. 

III. Ho w D o W E GET THERE? - (ACTIO N AND IMPLEMENTATION PLAN) 

This step in the planning process is ongoing in nature. We understand that it 
will not b e possible to identify in your first plan the ultimate use fo r al l 
properties in the neighborhood and solutions to meet all o f the needs you have 
identified. But , keep in mind that your ultimate goal - ove r time and i n 
stages — will be t o develop a comprehensive plan for th e entire neighborhood. 
You wil l find it easier to identify financing sources - bot h public and private 
- whe n there is a  neighborhood-wide plan to invest in. Knowin g what will 
happen to the property next door or down-fhe-street will help spur 
investment 



Perhaps the best way to begin this part of the planning process is to divide 
your goals into short-term and long-term goals. If you prioritize your list of 
needs and problem properties, you can begin to tackle mem individually. It is 
important to be realistic at this stage of the planning process. Your long-term 
goals can be addressed with more specifics in subsequent submittals. 

This part of the plan should be the most detailed and you should think about 
the following items: 

A. What are your short-term and long-term objectives and the specific 
projects mat will be undertaken to accomplish these objectives? You 
should think about the design of your neighborhood, the desired use of 
property, and how property should be managed. 

B. What are your priority projects, targeted in order of completion? 

C. What is the projected cost for accomplishing each project? You should 
describe how each project will be financed, including: 

√  Provisions for identifying and obtainmg funds from both public and 
private sources. (You should research and investigate numerous 
funding sources, since your plan must include funding sources beyond 
government funds.) 

√  How the plan will leverage investments. Include creative leveraging of 
financial resources and traditional and nontraditional financing of 
development How will marketing and outreach be accomplished? 
√  Recommendation s to the chief executive official to enter into tax 
agreements and/or to allocate municipal funds. 

D. What is your timetable for completing the projects? 

E. Wha t are the state and local environmental, health and safety codes and 
regulations that have been identified as barriers to neighborhood 
development? In order to take advantage of the waiver process available 
through the NRZ legislation, you are required to identify in your plan the 
federal, state and local environmental, health and safety codes and 
regulations that impede revitalization of the neighborhood. Because the 
requested waiver must not create a substantial threat to the environment, 
public health, safety or welfare of the neighborhood, you must propose 
alternate measures. For each waiver identified, you should specify: 



√  The existing code requirement or regulation; 
√  The address of the property for which waiver is sought; 
√  The costs of meeting the existing code requirement or regulation; and 
√  The proposed alternative. 

F. I f you want to take advantage of an expedited Connecticut Historical 
Commission review of properties designated as having historical 
significance within your NRZ, you must provide a listing of such 
properties within your plan and identify the planned use of those 
properties. A complete listing of such properties can be obtained through 
the municipal liaison on your Planning Committee. 

G. If you want to take advantage of the NRZ legislation to allow your 
municipality to acquire property in the neighborhood through established 
procedures for "eminent domain," you must identify your plans to do so 
as a part of your strategic plan. Describe any plans to authorize municipal 
corporations to take property and the procedure you intend to use to 
accomplish this. 

H. If you want to use the NRZ opportunity to enter into rent receiverships, 
you must also make this part of your strategic plan. Describe any plans 
you have for petitioning the judicial branch for appointment of a receiver 
of the rents for any deteriorated property located within the NRZ. Include 
for each property: 

√  The address of the property; 
√  A description of the condition of the property; 
√  An estimate of the cost to bring the properties into compliance with 
state and local codes and regulation or into compliance with any 
waivers requested in the above section; and 

√  A description of why a receiver should be appointed, how this action 
will prevent further deterioration of the property, and how it will assure 
that environmental, health and safety standards are met 



IV . HO W D O W E MEASURE OUR PROGRESS? -  (PERFORMANCE MEASURE S AN D  
MONITORING SYSTEM ) 

This phase of th e plannin g process should result in the developmen t of a 
system to monitor and manage implementation of th e plan . Yo u should: 

A. Describ e how m e strategi c plan will be implemented. Wh o wil l b e 
responsible each aspect of implementation? 

B. Describ e further planning activities. I f your plan has no t identifie d th e 
objectives for al l properties in the neighborhood , you mus t make plans 
to modify/expand your plan in the future . What is th e proces s to 
modify and update the pla n as needed? How wil l ongoing review of 
the strategi c plan be accomplished? Based on what you learned 
through the Plannin g Committee, provide a recommendation for th e 
organization of a n ongoing NRZ committe e (e.g., how shoul d th e 
committee be organized, describe any necessar y subcommittees, etc. ) 
Identify an ongoing contact person(s). 

C. Includ e any recommendation s for th e establishmen t by th e municipality 
of multi-agency collaborative delivery teams. 

D. Describ e how yo u wil l measure whether your plan has : 
√  Increased self-reliance; 
√  Increased home ownership; 
√  Improved property management; 
√  Promoted sustainable economic development; 
√  Enhanced effective relations between landlords and tenants; 
√  Coordinated and expanded the deliver y of services to th e 
neighborhood; and 

√  Improved the neighborhoo d capacity for self-empowerment. 

Is there  anything else that should be included  with the strategic 
plan? 

OPM recommends that all plans include a section on th e strategi c planning 
process which describes the following: 



A. Establishment of the Neighborhood Revitalization Zone. Provide a 
copy of the municipal resolution which established the NRZ and 
identify the municipal staff assigned to work on the NRZ. Ho w were 
the boundaries of the neighborhood established? 

B. Composition of the Planning Committee. List the members of the 
Planning Committee. Include names, addresses, and whether the 
members are tenant residents, property-owning residents, community 
organizations, municipal officials or representatives of business located 
in (or owning property in) the neighborhood. Provide enough 
information to demonstrate that the composition of the committee 
mirrors the composition of the community, including ethnicity, etc. 
Please note the responsibilities and nature of the involvement of 
Planning Committee members. 

C. Structure of the Planning Committee. Include a copy of the Planning 
Committee bylaws and a copy of the published notice of adoption of 
your bylaws from the newspaper — identifying the newspaper and the 
dates the bylaw adoption notice ran. 

D. Participation of other individuals and organizations that were involved 
in the strategic planning process. Describe the level of involvement for 
other residents, businesses, and govemment/non-profits that were not 
on me Planning Committee. 

E. Describ e the Public Hearing. Include copy of the published notice of 
time and place of the public hearing including identifying the 
newspaper(s) and dates it was published. List of attendees, comments 
they made, and your responses to them. 



A P P R O V A L O F A  N R Z S T R A T E G I C P L A N 

What do we  do  once we have a draft plan prepared? 

Two steps are required by legislation: 

1. Hold a public hearing. The tune and place of the public hearing must be 
published twice in a local newspaper with general circulation — the first 
notice must be 10-1 5 day s prior to the hearing and the second must be no t 
less than 2 days prior to the hearing. The draft plan should be available 
for review prior to the public hearing. It is recommended that you work 
with your liaison at city hall and have copies available there for the public. 
You may also want to make a copy available at local gathering places or 
at a library. In addition to publishing the notice in the newspaper, you 
may want to think of other ways to publicize the existence of the draft plan 
that will encourage participation. Yo u should encourage broad attendance 
at the hearing and be responsive to comments made by people who attend 
or submit written comments on the draf t plan. 

2. Submit the draft plan to OPM for review. OP M will act as a central 
depository for this review and will distribute the draft plan to appropriate 
state agencies for their analysis. This review and comment will help your 
neighborhood by: 

√  providing objective feedback on how you r plan meets the statutory 
requirements; 

√  providing suggestions for improving your plan; and 
√  providing an opportunity to explore how th e state can work with 
your neighborhood in its efforts to revitalize. 

To enhance the value of this review, please make every effort to b e 
comprehensive and specific and to identify individual projects with as 
many details as possible. I f there are questions on the plan, we ma y hol d a 
meeting with representatives of your NRZ to discuss the plan, suggestions 
for improving the viability of the plan and next steps. 



When should we send our plans to OPM for review? 

The proposed plan should be submitted to OPM for review at the time notice 
of the public hearing is published in the newspaper. If changes are made to 
the draft plan as a result of your public hearings, please send the changes and 
the minutes of the public hearing to OPM. 

Where should we send the plan? 

Two copies of the plan should be sent to: 

Undersecretary 
Intergovernmental Policy Division 
Office of Policy and Management 
450 Capitol Avenue 
P.O. Box 341441 
Hartford, CT 06134-1441 

What do we do after we have completed the hearings and finalized 
the plan? 

Once your plan is finalized, you must submit the plan to the legislative body 
of your municipality for approval by ordinance. 

What happens if the city does not approve the plan? 

According to law, the strategic plan cannot be implemented unless approved 
by the city. To ensure that your plan is approved by the city, you will want to 
work closely with your city liaison and other officials throughout the planning 
process to be sure they are aware of your plans and are supportive of your 
goals and objectives. 



I M P L E M E N T I N G A  N R Z S T R A T E G I C P L A N 

How do we ensure the plan will be implemented? 

The NRZ statute requires that the city ordinance that approves the plan also 
creates an "ongoing" neighborhood revitalization zone committee and 
establishes the powers and membership of the committee. The "ongoing" 
NRZ committee may be different from the Planning Committee, but the 
categories of membership must be consistent with the categories of 
membership of the Planning Committee. The purpose of this "ongoing" NRZ 
committee is to oversee implementation of the plan. 

Please keep in mind that the ongoing NRZ committee is not expected to 
accomplish the work on each project alone. In order to be effective, your 
group will need to work with appropriate local organizations on your priority 
projects. 

Since NRZs will not be eligible for waivers, eminent domain opportunities or 
rent receiverships that are not specifically identified in the plan, the planning 
process should be considered ongoing as the plan may need to be revised 
from time to time. The revisions/implementation plans must be approved by 
the "ongoing" committee, submitted to OPM for review and comment, and 
approved by the legislative body of the municipality. 

The continuing NRZ committee is required to submit reports on 
implementation of the strategic plan twice in the first year after adoption and 
once annually thereafter to: 

√  the Chief Executive Official of the City; 

√  the legislative body of the city; and 

√  the Office of Policy and Management. 



S U M M A R Y O F T H E N RZ P L A N N I N G P R O C E S S 

The local legislative body must pass a resolution establishing Neighborhood 
Revitalization Zones in their municipality. The resolution should assign municipal 
staff to assist the designated neighborhoods and establish a process for determining 
the boundaries of NRZs. 

Any neighborhood having a significant amount of deteriorated property that has 
determined it boundaries by following the process established by the municipal 
resolution will be considered a NRZ but will not be entitled to benefits until it has 
developed an approved plan using the following steps. OP M should be notified of 
the establishment of a NRZ. 

The NRZ forms a Planning Committee to develop a strategic plan. Membership of 
the committee must reflect the neighborhood. The Planning Committee must 
develop, adopt, and publish bylaws in the local newspaper. 

The Planning Committee develops a strategic plan. 

The Planning Committee must hold a public hearing on the draft strategic plan. 
Public notice of the hearing must be given and the draft plan must be submitted to 
OPM for review. 

The plan, as modified following the public hearing, must be approved by city 
ordinance. The ordinance should create an ongoing NRZ committee with 
responsibility for continuing the work of the Planning Committee. 

The continuing NRZ committee must submit a report six months after the city 
approves the plan and annually thereafter, which monitors the progress of 
implementation and updates the strategic plan. The reports should be sent to the 
city's chief executive and legislative body, and OPM. 



S U M M A R Y O F STRATEGI C P L AN COMPONENT S 

Although there is n o on e right way t o develop a NRZ Strategic Plan, there are 
four basic questions that should be answered. These are : 

I. W H A T DOE S OUR NEIGHBORHOOD L O OK L I KE T O D A Y ? 
(NEIGHBORHOOD PROFILE ) 
Your profile of th e neighborhood should include the following categories: 

A. Human Resources (residents, landowners, and business owners, 
etc.); 

B. Physica l Resources (roads, buildings, sidewalks, other structures, 
etc.); 

C. Community Resources (economic opportunities, education, public 
safety, cultural offerings job training , social services, child care, 
elderly programs transportation, recreation, etc.); 

D. Summary of Strengths; and 
E. Significan t Problems/Needs. 

I I . W H A T D O WE WANT T HE NEIGHBORHOOD TO L O OK L I K E ? 
(NEIGHBORHOOD VISION ) 
This element of th e Plan should result in a clear and compelling picture 
(vision) of the neighborhood's preferred future. This vision should be 
realistic and credible since it will serve as th e framework for th e action 
plan. 

III. Ho w D O WE G ET THERE? (ACTIO N AN D IMPLEMENTATION P L A N ) 
This part of th e pla n should be th e most detailed and should include th e 
following components: 

A. Short and long-term objectives; 
B. Priorit y projects targeted in order of completion; 
C. Cost of each project and financing mechanisms; 
D. Timetables for project completion; 
E. Plan s to seek waivers of state and local environmental, health and 

safety codes and regulations identified as barriers to neighborhood 
development; 

F. Plan s to use a n expedited Historical Commission review of 
properties; 



G. Plans to apply "eminent domain" as outlined in the NR Z legislation; 
and 

H. Plans to apply rent receiverships as outlined in the NR Z legislation. 

IV. Ho w D O WE MEASURE OU R PROGRESS? (PERFORMANC E M E A S U R E S 
AND MONITORING ) 
This element should describe a system to monitor and manage implementation 
of the plan, including: 

A. Ho w th e strategic plan will be implemented; 
B. A  process for modifying the plan and further planning activities; 
C. Recommendations for establishing of multi-agency collaborative 

delivery teams; and 
D. Ho w yo u wil l measure whether your plan has me t it s goals. 

It is recommended that NRZ Strategic Plans also include: a copy of th e 
municipal resolution establishing the NRZ , a description of the composition 
of the Planning Committee, a copy of the Planning Committee by-laws, a 
description of stakeholder participation in the planning process, and a 
description of the public hearing. 



LEGISLATION 

" A n Ac t Establishing A Neighborhoo d 
Revitalization Zon e Process " 

Substitute House Bill No. 6763 
Public Act 95-340 



AN ACT ESTABLISHING A 
NEIGHBORHOOD REVITALIZATION ZONE PROCESS 

Substitute House Bill No. 6763 
Public Act No. 95-340 

This Act shall  take effect October 1, 1995 

Be i t enacte d b y th e Senat e an d Hous e o f Representative s i n Genera l Assembl y 
convened: 

Section 1. (NEW ) (a) An y municipality may b e resolutio n o f it s legislativ e bod y 
establish neighborhoo d revitalizatio n zones , i n on e o r mor e neighborhoods , fo r th e 
development b y neighborhood groups of a collaborative process fo r federal , state and 
local government s t o revitaliz e neighborhood s wher e there i s a  significant numbe r of 
deteriorated propert y an d propert y tha t b e foreclosed , i s abandoned , blighte d o r i s 
substandard or poses a hazard to public safety. Thi s resolution shall (1) provide that the 
chief official facilitat e th e plannin g process fo r neighborhood revitalization zones by 
assigning municipa l staff to make available information to neighborhood groups and to 
modify municipa l procedure s t o assis t neighborhoo d revitalizatio n group s an d (2 ) 
establish a  process fo r determination of the boundarie s of neighborhood revitalization 
zones. 

(b) Publi c buildings in the municipalit y shall be available fo r neighborhood groups to 
meet fo r neighborhoo d revitalizatio n purposes a s determine d b y th e chie f executive 
official. 

(c) A s use d i n thi s sectio n "deteriorate d property " mean s propert y i n seriou s 
noncompliance with state and local health and safety codes and regulations. 

Section 2. (NEW ) (a ) Upon passage of a resolution pursuant to section 1  of this act, a 
neighborhood revitalization planning committee may be organized to develop a strategic 
plan to revitalize the neighborhood. Th e membership of such committee shal l reflect the 
composition of the neighborhood and include, but not limited to, tenants and propert y 
owners, communit y organization s an d representative s o f businesse s locate d i n th e 
neighborhood or which own property in the neighborhood. A  majority of the members 
shall b e resident s o f th e neighborhood . Th e chief executive officia l ma y appoin t a 
municipal official to the committee who shall be a voting member. Th e committee shall 
adopt by-law s tha t shal l includ e a  proces s fo r consensu s buildin g decision-making. 
Notice of adoption of such by-laws and any amendments thereto shal l be published in a 
newspaper having a general circulation in the municipality no more than seven days after 
adoption or amendment. 



(b) The neighborhood revitalization planning committee shall develop a strategic plan for 
short-term and long-term revitalization of the neighborhood. Th e plan shall be designed 
to promote self-reliance i n the neighborhood and home ownership, property management, 
sustainable economi c development , effectiv e relation s betwee n landlords and tenants , 
coordinated and comprehensive deliver y o f services to th e neighborhoo d and creative 
leveraging o f financia l resource s an d shal l buil d neighborhoo d capacit y fo r self -
empowerment. Th e plan shall consider provisions for obtaining funds from public and 
private sources . Th e plan shall consider provision s o f property usage, neighborhood 
design, traditional and nontraditional financing of development, marketin g and outreach, 
property management, utilizatio n of municipal facilities b y communities, recreation and 
the environment . Th e plan may contain a n inventory o f abandoned , foreclose d an d 
deteriorated property, as defined in section 1  of this act located within the revitalization 
zone and may analyze federal , state and local environment, health and safety codes and 
regulations tha t impac t revitalizatio n o f th e neighborhood . Th e pla n shal l includ e 
recommendations for waivers of sate and local environment, health and safety codes that 
unreasonably jeopardize implementatio n o f the plan , provided any waiver shal l be in 
accordance wit h section 7  o f this ac t an d shall not creat e a  substantial threa t t o th e 
environment, publi c health , safet y o r welfar e o f resident s o r occupant s o f th e 
neighborhood. Th e plan may includ e component s fo r publi c safety , education , jo b 
training, youth , th e elderl y an d th e art s an d culture . Th e pla n ma y obtai n 
recommendations for the establishment by the municipality of multi-agency collaborative 
delivery teams, including code enforcement teams . Th e plan shall assign responsibility 
for implementing each aspect of the plan and may have recommendations for providing 
authority to th e chie f executive officia l t o ente r int o ta x agreement s and to allocat e 
municipal funds to achiev e th e purposes o f the plan . Th e plan shall include a list o f 
members and the by-laws of the committee. 

(c) The neighborhood revitalization planning committee shall conduct a public hearing on 
the proposed strategic plan, notice of the time and place of which shall be published in a 
newspaper having a general circulation in the municipality at least twice at intervals of 
not less than two days, the first not more than fifteen days nor less than ten days and the 
last not less than two days prior to the day of such hearing. Th e proposed plan shall be 
submitted to th e secretar y o f the offic e o f policy an d management fo r review. Th e 
secretary ma y submi t comment s o n th e pla n t o th e neighborhoo d revitalizatio n 
committee. 

(d) Th e strategi c pla n shal l b e adopte d i n accordanc e wit h th e by-law s o f th e 
neighborhood revitalizatio n plannin g committee . Th e committe e shal l submi t th e 
approved strategi c pla n to th e legislativ e bod y o f th e municipalit y fo r adoptio n by 
ordinance pursuant to section 3 of this act. 

Section 3. (NEW)(a ) The strategic pla n shall not be implemented unless approved by 
ordinance of the legislativ e bod y of the municipality . Suc h ordinance shal l create a 
neighborhood revitalizatio n zon e committe e fo r th e neighborhoo d an d establis h th e 
powers and membership of the committee, provide d the categories of membership shall 



be consistent with categories of membership of the neighborhood revitalization planning 
committee. 

(b) Th e neighborhoo d revitalizatio n zon e committe e shal l submi t a  repor t o n 
implementation of the strategi c pla n to th e chie f executive officia l an d the legislative 
body of the municipality and to the secretary of the office o f policy and management a t 
intervals of six months i n the firs t yea r afte r adoptio n of the ordinanc e an d annually 
thereafter. 

Section 4. (NEW ) I t i s found and declared that there has existed and wil l continu e to 
exist in municipalities of the state substandard, unsanitary and blighted neighborhoods in 
which there are significant properties that have been foreclosed and are abandoned which 
constitute a  serious menace to the environment, public health, safety and welfare of the 
residents of the state; that the existence of such conditions in neighborhoods contributes 
substantially and increasingly to the spread of disease and crime, necessitating excessive 
and disproportionate expenditures of public funds for the preservation of the public health 
and safety for crime prevention, correction, prosecution, punishment and the treatment of 
juvenile delinquenc y an d fo r th e maintenanc e o f adequate police , fir e an d acciden t 
protection and other publi c services and facilitie s an d the existenc e o f such conditions 
constitute a n economic and socia l liability , substantiall y impair s or arrest s the soun d 
growth of municipalities and retards the provision of housing accommodations; that this 
menace is beyond remedy and control solely by regulatory process in the exercise of the 
police power and cannot be dealt with  effectively by the ordinary operations o f private 
enterprise and government without the powers herein provided; that the acquisition of the 
property becaus e th e substandard , unsanitar y an d blighte d condition s thereon , th e 
removal o f structure s an d improvemen t o f sites , th e dispositio n of the propert y fo r 
revitalization incidental to accomplish the purposes o f the act, the exercise of powers by 
municipalities acting to create neighborhood revitalization zones as provided in sections 
1 to 3, inclusive, of this act, and any assistance whic h may be given by any public body 
in connection therewith, are public uses and purposes fo r which public money may be 
expended and the power of eminent domain exercised; and that the necessity in the public 
interest fo r th e provision s of this sectio n and sectio n 48-6 o f the genera l status , a s 
amended by section 5 of this act, is declared to be a matter of legislative determination. 

Section 5  (NEW ) Sectio n 48-6 o f the genera l statute s is repealed an d th e followin g 
substituted in lieu thereof: 

(a) Any municipal corporation having the right to purchase real property for its municipal 
purposes whic h has , i n accordance wit h it s charte r o r the genera l statutes , vote d to 
purchase th e sam e shal l hav e power to tak e o r acquire suc h real property, withi n th e 
corporate limits of such municipal corporation; and if such municipal corporation cannot 
agree with any owner upon the amount to be paid for any real property thus taken, it shall 
proceed in such manner provided by section 48-12 withi n six months after suc h vote or 
such vote shall be void. 



(b) In the case of acquisition by a redevelopment agenc y o f real property located in a 
redevelopment area , the time fo r acquisition may be extended b y the legislativ e bod y 
upon request o f th e redevelopmen t agency , provide d the owne r o f th e rea l property 
consents to such request. 

(c) IN ACCORDANCE WITH THE POLICY ESTABLISHED IN SECTION 4 OF THIS 
ACT AN Y MUNICIPAL CORPORATIO N MA Y TAKE PROPERT Y WHIC H I S 
LOCATED WITHI N TH E BOUNDARIE S O F A  NEIGHBORHOO D 
REVITALIZATION ZON E IDENTIFIE D I N A  STRATEGI C PLA N ADOPTE D 
PURSUANT T O SECTIONS 2  AND 3 OF THIS ACT. TH E ACQUISITION O F SUCH 
PROPERTY SHAL L PROCEED IN THE MANNER PROVIDE D I N SECTIONS 8  -
128 TO 8 - 133 , INCLUSIVE, AND SECTIO N 48 - 12 . 

Section 6 . (NEW ) In th e reus e an d resal e o f residentia l propert y acquire d b y a 
municipality pursuant to subsectio n (c ) o f sectio n 4 8 -  6  o f the genera l statutes , as 
amended by section 5 of this act, the municipality shall give preference to persons who 
declare an intent to reside i n such property. Th e municipality may establish financial 
penalties fo r failure to reside i n such residential property when a declaration has been 
made. I n establishing suc h penalties th e municipality shall take into consideration any 
mitigating factors. 

Section 7. (NEW)(a ) Any municipality with a neighborhood revitalization zone program 
may establish a process to request that a state or local official waive the application of 
any provision of state and loca l environment, health and safety codes and regulations that 
unreasonably jeopardize implementation of a strategic pla n adopted under section 3  of 
this act except a provision necessary to comply with federal law. An y waiver shall not 
create a  substantial threa t to th e environment , publi c health, safet y o r welfare o f the 
residents an d occupants o f the neighborhood . An y request fo r a waiver shal l include 
requirements for alternate measures to replace the standard being waived in the existing 
code of regulation. 

(b) A neighborhood revitalization zone committee may determine, by a majority vote of 
the members present at a meeting scheduled for such purpose and conducted within the 
boundaries of the zone, i f practical, that a provision of a state or local environmental, 
health and safety code o r regulation jeopardizes implementatio n of the pla n and may 
request a waiver of such provision. The committee shal l provide notice of its decision to 
the chief executive official of the municipality . Withi n five business days of receipt of 
the notice, the chief executive official shall forward a copy of the decision to the local 
official responsibl e fo r enforcement, i f any, an d to the secretary of the office o f policy 
and managemen t wh o shall within five business days of receipt notify the state official 
responsible fo r enforcement o f the code or regulation that a provision of such code or 
regulation is requested to be waived. Th e state official or local official shal l conduct a 
public hearing on the waiver within ten calendar days of receipt of the reques t at a place 
determined by the chief executive official. Withi n five business days of the conclusion of 
the hearing, the state or local official shall notify, i n writing, the chief executive official 
or his decision. Th e decision of the state official or local official shall be final. 



(c) An y abandoned or vacant propert y located i n a neighborhood revitalization zone 
established pursuan t to sections 1  to 3 , inclusive, of this act shal l be deemed to b e in 
continuous use for purposes of enforcement o f state or local environmental, health and 
safety codes or regulations. 

Section 8 . (NEW ) (a) Any municipality which a neighborhood revitalization zone has 
been establishe d pursuan t to section s 1  to 3 , inclusive , o f thi s ac t ma y petitio n the 
superior court or a judge thereof, fo r appointment of a receiver of the rents or payments 
for use and occupancy of any deteriorated property, as defined in section 1  of this act, 
located within the neighborhood revitalization zone to assure that environmental, health 
and safety standards are established i n state and local codes and regulations are met to 
prevent further deterioration of such property. An y such petition shall be in accordance 
with the strategic plan adopted pursuant to sections 2 and 3 of this act . Th e court or 
judge shal l immediately issu e an order to sho w caus e why a  receiver shoul d not be 
appointed, which shall be served upon the owner, agent, lessor or manager in a manner 
most reasonably calculated to give notic e t o suc h owner, agent , lessor , o r manager as 
determined by such court or judge, including, but not limited to, a posting of such order 
on the premises in question. A  hearing shall be had on such order no less than three days 
after its issuance and not more than ten days. Th e purpose of such a hearing shall be to 
determine the need for a receiver of the property, the condition of the property and the 
cost to bring it into compliance with such state and local codes and regulations or into 
compliance with any waivers approved under section 7 of this act. Th e court shall make 
a determination of such amount and there shal l be an assignment o f the rents of such 
property in the amount of such determination. A  certificate shall be recorded in the land 
records of town which such property is located describing the amount of the assignment 
and the name of the party who owns the property. Whe n the amount due and owing has 
been paid, the receiver shall issue a certificate o f discharging the assignment an d shall 
file the certificate in the land records of the town in which such assignment was recorded. 
The receiver appointed by the court shall collect rents or payments for use and occupancy 
forthcoming from the occupants of the building in question in place of the owner, agent, 
lessor or manager. Th e receiver shall make payments from such rents or payments for 
use and occupancy for the cost of bringing the property into compliance with such state 
and local codes and regulations o r into compliance with any waivers approve d unde r 
section 7  o f this act . Th e owner, agent , lesso r o r manager shal l be liabl e fo r such 
reasonable fees and costs determined by the court to be due to the receiver, which fees 
and costs may be recovered from the rents or payments for use and occupancy under the 
control o f the receiver , provide d no suc h fees o r cost shal l b e recovere d unti l afte r 
payment for current taxes, electric, gas , telephone , an d water service s an d heating oil 
deliveries have been made. Th e owner, agent, lesso r or manager shall be liable to the 
petitioner, for reasonable attorney's fees and costs incurred by the petitioner, provided no 
such fees or costs shall be recovered until after payment for current taxes, electric, gas, 
telephone, an d water service s an d heating oi l deliverie s hav e bee n mad e an d after 
reasonable fee s and costs to the receiver . An y moneys remainin g thereafter shal l be 
turned over to the owner, agent, lessor or manager. Th e court may order an accounting to 
be made at such times as it determined to be just, reasonable and necessary. 



(b) An y receivership establishe d pursuan t to subsectio n (a ) o f this sectio n shal l have 
priority over any other rights to receive rent and shall be terminated by the court upon its 
finding that the property complies with state and local environmental, health and safety 
codes and regulations or is in compliance with any waivers approved under section 7 of 
this act. 

(c) Nothing in this section shal l be constructed to prevent the petitioner from pursuing 
any other action or remedy at law or equity that it may have against the owner, agent, 
lessor or manager. 

(d) Any owner, agent, lessor or manager who collects or attempts to collect an y rent or 
payment fo r use an d occupancy from any occupant o f a  building subject t o a n order 
appointing a receiver after due notice and hearing, shall be found to be in contempt of 
court. 

Section 9. (NEW ) Th e office o f policy and management, withi n available funds, shall 
be the lead agency for coordination of state services to neighborhood revitalization zones. 
On or before January 1, 1996, the secretary of the office o f policy and management may 
develop guideline s fo r state departments, agencies and institutions t o provide technical 
assistance to neighborhood revitalization zones. Suc h guidelines may provide for multi-
agency collaboration as well as a process to make funds, technical support and training 
available to neighborhoods an d may recommend models fo r community outreach, job 
training an d education , conflic t resolution , environmenta l an d healt h performanc e 
standards, new technologies and public safety strategies. 



CLASS EVALUATIO N FORM - MODUL E SI X 

Date of class: 

What did yo u lear n in today's class? 

On a scale of one to five, with five being excellent, and on e being poor, how would 
rate this class? 

Why di d yo u giv e the class this rating? 

What activities were the most interesting or helpful? Why ? 

What activities were least interesting or helpful? Why ? 

Do yo u hav e any suggestion s o n ho w th e instructor can improv e the course? 

Additional comments: 

5 4  3  2  1 
excellent poo r 



Grassroots Leadership Trainin g 
Instructor Evaluation 

Please use the back of sheets or add pages for extra space. 

Overall evaluation 

1. O n a scale of five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

5 4  3  2  1 
excellent poo r 

Why did you decide on this score? 

2. Wha t is the overal l value of this training session? 

General information 

3. Whic h session (s) did you present? Ho w long was the session ? 

4. Ho w many students registered for the session? 

Demographic information 

5. Wha t was the demographic make-up of the class? (W e realize you 
may not have exact information on this. (Pleas e answer as best you 
can) 

a. Ho w many women and men? 



b. Wer e racial minorities represented i n the class? Ho w many of 
each? 

c. Wer e ethnic groups represented i n the class? How many of each? 

d. Wha t would you estimate the ages of the students to be? 
(How many from 18-25 , 26-30, 30-40, 40-50, 50-60, 60 and 
above?) 

e. Describ e the socioeconomic make-up of the class. 

f. Wer e there language differences in the class? 

g. An y other demographic factors that were significant? 

9. Ho w did the demographic make-up of the class influence its 
success or lack or success? 

Experience of class members 

10. What were the different levels of leadership experience represente d 
in the class? 

1l.How did the different levels of leadership experience help or 
hinder the quality or tone o f the class? 



Curriculum 

12.On a scale off five to one, with five being the highest, and one 
being lowest, how would you rate the training session? 

13.On a scale of five to one, with five being the highest, and one 
being lowest, how would your rate the class plans for this course? 

Why did you decide on this score? 

14. Would you change the content o f the training material? How ? 



Grassroots Leadership Training 
Participant Evaluation Form 

Please complete at the end of the training. 

Please use the back of sheets or add pages for extra space. 

Background information 

1. Wh y did you decide to take this course? 

2. Di d you have experience a s a  leader and group participant before this 
course began? I f yes, please describe. 

General Evaluation 

3. O n a scale of five to one, with five being the highest, and one being the 
lowest, how you rate the entire course? 

5 4  3  2  1 
excellent poo r 
Why did you decide on this score? 

4. Wha t were the highlights of the course? 

5. Wha t information and activities were most useful? 

6. Wha t activities were the least interesting or helpful? Why ? 

7. D o you have suggestions for changing any activities to make them better? 



8. D o you feel that you learn what you wanted to learn when you signed up 
for the training? 

9. Di d you learn additional material that you will find helpful? 

10. Woul d you recommend this training to a friend? 

Applying what you learned 

11. Hav e you been able to use what you learned in class in outside activities? 

12. D o you think you will b e able to use what you learned in class in the 
future? 

13. D o you think you will becom e more involved in additional or different 
activities because of this training? 

14. An y other comments: 
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INTRODUCTION 

The Bligh t Committee was formed on January 25,1997, at the first citywide 
Bridgeport Community Conference. Th e group is now called the 
Grassroots Coalitio n Against Blight . 

It is the missio n of the Grassroots Coalitio n Against Bligh t to provid e 
Bridgeport residents a convenient means by which they can identify an d 
report blighte d locations to the appropriate city agencies, with the goal o f 
keeping streets citywide consistently clean and safe. 

The purpose of this directory i s to give specific information abou t how to 
reduce blighted conditions in our neighborhoods. 



STEPS T O FOLLO W WHEN REPORTIN G BLIGH T 

Be persistent when reporting problem s and following u p with city 
departments. Tr y to be as optimistic and courteous as possible. Peopl e 
are much more likely to help you when i t sounds as though you want to b e 
part of the solution. 
If you can make a copy of the Bligh t Referral Form at the end of this 
Directory, please use it. Otherwise, please follow the steps listed below. 

By Phon e 
1. Writ e down specific details of the 

problem (i.e . address, plate 
number, pol e #, description ) 

2. Fin d proper department t o call 
(see pages 4-5 o f this directory ) 

3. Kee p a record of the date you 
call, the name of the person with 
whom you speak and what actio n 
is planned. 

4. I f the problem has not been 
addressed in 4 weeks, call the 
same person and ask if anything 
is planned or what further step s 
you might follow . 

By Mail 
1. Writ e down specific details of the 

problem (i.e . address, plate 
number, pole #, description ) 

2. Fin d proper department t o write , 
(see pages 6-8 for addresses) 

3. Properl y complete a blight for m 
and mail. 

4. Kee p a copy of the form yo u 
send, or a record of the problem, 
the date you sent the form an d 
the department t o which you sen t 
it. 

5. I f the problem has not been 
addressed in 4 weeks, call the 
same person and ask if anythin g 
is planned or what further step s 
you might follow . 

FOR QUESTIONS NO T ANSWERED I N THIS DIRECTORY, PLEAS E 
CALL THE CONSTITUENT SERVICE S OFFIC E AT 576-7200. 

3 



V A R I O U S F O R M S O F B L I G H T 

The following is a list of the various forms of blight and the locations where 
blight ma y be discovered. Belo w each headin g ar e Cit y of Bridgepor t 
departments t o contact . 
For information  to locate a property owner's address, please call the "Tax 
Collector's office" at 576-7271. 
Residential/Commercial Building s 
Garbage or litter 
Weeds 
Unkept Propert y 
Burned out Structure* 
Abandoned Property * 
Unsecured Propert y 
Vacant Lot s 
Garbage/Bulk 
Tires 
Abandoned Car s 
Overgrown Weed s 
Hazardous Wast e 
Garbage/Litter 
Vacant Lot 
Residential/Commercial 
Properties 
Parks/Beach/Publ ic Space 
Trash lef t behind fro m garbag e 
pick-up 
Dumpster Overflo w 
Graffiti 
Graffiti Hotlin e numbe r 
P lease leav e address A ND 
Illegal Dumping (Tr y to get a license plate #, mak e and model of vehicle whenever 

possible) 
Street or Vacant Lot Healt h Departmen t 576-747 4 
Beach/Park/Publ ic Spac e Park s Department 576-723 3 
*You may als o send a letter about burned out structures and abandoned property 

to: 
Anti-Blight Committee 

c/o Michael W. Freimuth 
Director of Planning & Economic Development 

45 Lyo n Terrace, Room 301 Bridgeport , CT 06604 

Health Departmen t 
Health Departmen t 
Housing Cod e 
Housing Cod e 
Housing Cod e 
City Property Mgr . 

Health Departmen t 
Health Departmen t 
Police Departmen t 
Health Departmen t 
Fire Marshal l Divisio n 

Health Departmen t 
Health Departmen t 

Parks Departmen t 
Public Facilitie s 

Health Departmen t 

describe surfac e i.e. 

576-7474 
576-7474 
576-7072 
576-7072 
576-7072 
576-8356 

576-7474 
576-7474 
576-7721 
576-7474 
576-7685 

576-7474 
576-7474 

576-7233 
576-7751 or 
576-7232 
576-7474 

576-7976 
brick, etc.. . 



Lighting (Tr y to get the Ul pole number) 
Inadequate o r n o stree t lightin g Unite d Illuminatin g 1-800-722-

5584 

Abandoned Car s 
On stree t Pol ice Departmen t 576-7721 
On privat e propert y Zoning Departmen t 576-7217 
Stray Animals 
Unlicensed Animal s Animal Shelte r 576-8119 
Street and Sidewal k 
Pot Hole s Public Work s 576-7790 o r 

576-7751 o r 
576-7124 

Broken Curbs/Sidewalks Public Work s 576-7130 
Clogged Sewer s Water Pollutio n 332-5550 

Control Authorit y 
Streetlights United Illuminatin g 1-800-722-

5584 
Traffic Light s Public Work s 576-7223 
Illegal Parkin g Police Departmen t 576-7671 
Illegal Activity 
Chop Shop s (illega l ca r repair ) Zoning 576-7217 
Drugs Narcotics &  V ice 576-8380 

Drug Hotlin e 576-7903 
Gang Activit y Raphael Vil lagas.FB I 333-3512 
Auto Thef t Tas k Forc e 696-2601 
Prostitution Police Departmen t 576-7671 
Other 
Recycling Public Facilitie s 576-7753 
Bulk Garbag e (i.e . furniture) * Public Facilitie s 576-7725 
Bridge Informatio n Public Facilitie s 576-8391 
Roadway Maintenanc e Public Facilitie s 576-8123 
Sanitation Public Facilitie s 576-7232 
Other question s Public Facilitie s 576-7751 

*The C i t y o f B r i d g e p o r t d o e s no t p rov id e bu l k p i c k - u p . A l l bu l k mus t b e b r o u g h t 
to : 

B r i d g e p o r t S o l i d W a s t e T rans fe r S ta t i o n &  R e c y c l i n g C e n t e r 
475 A s y l u m St ree t 



F U N C T I O N O F C I T Y D E P A R T M E N T S 

BUILDING DEPARTMENT: 45 Lvon Terrace Room  220 576-7225 
To regulate and enforce the Connecticut Basic Building Code in all matters 
concerning construction, repair , removal , demolition, use , location, 
occupancy and maintenance of all buildings in the City of Bridgeport . 

ENGINEERING DEPARTMENT: 45 Lvon Terrace Room  216 576-7211 
To provide engineering services for the City of Bridgeport . 

FIRE DEPARTMENT: 30 Congress Street 576-7683 
To provide protection t o people and property from fire and the many other 
emergencies that may befall our citizens and City. 

HEALTH DEPARTMENT: 752 East Main Street 576-7680 
To protect and enhance the health of the residents of Bridgeport throug h 
the provision of essentia! health services, monitoring of events, 
enforcement o f laws and collection of related information . 

HOUSING CODE: 752  East Main Street 576-7072 
To enforce the Housing and Commercial Code Ordinance and Smoke 
Detector Ordinance for the City of Bridgeport . 

MAYOR'S OFFICE: 45 Lvon Terrace 576-7201 
To set the overall direction o f City government. Th e Mayor, as the City's 
Chief Executive officer, i s responsible for setting policy , nominations an d 
appointments t o Commissions and boards, presiding at City Council 
meetings, acts as the official City representative an d liaison with various 
governmental an d private agencies: oversees the preparation o f the budge t 
and all fiscal aspects connected with functioning o f City government . 

PARKS & RECREATION: 7 Trumbull Road. Trumbull.  CT  06611 576- 
7233 
To maintain and manage the parks and numerous facilities such as 
Fairchild Wheeler Golf Course, Wonderland of Ice, Beardsley Zoo, and 



Kennedy Stadium . Also, responsibl e for th e maintenanc e an d upkee p o f 
street trees . 

POLICE DEPARTMENT:  300  Congress  Street  576-7611 

To enhanc e the qualit y o f lif e in the Cit y of Bridgepor t b y workin g 
cooperatively with the publi c and within the framewor k o f the Constitutio n t o 
enforce th e laws , preserve the peace , reduc e fear an d provid e fo r a  saf e 
environment. 

PUBLIC FACILITIES:  55  Congress  Street  576-7751 

To provid e resident s an d taxpayers o f the cit y the followin g services : 
maintains bridges , stree t cleaning , maintenance, sno w plowing , sandin g 
and salting ; soli d waste collectio n an d recycling ; cleaning an d maintenanc e 
of Cit y buildings . 

WATER POLLUTION  CONTROL  AUTHORITY:  695  Seaview  Avenue  
332- 5550 

To operate , maintai n an d repai r two sewag e treatment plants , 30 0 mile s o f 
underground sewe r pipe s and eleve n pum p station s fo r th e Cit y o f 
Bridgeport. 

ZONING: 45  Lyon  Terrace.  Room 203  576-7217 

To promot e healt h ,  safety, morals , an d genera l welfare o f the communit y 
by the enforcemen t o f the Zonin g Regulation s and b y the processin g o f 
application t o th e Zonin g Commissio n and Zoning Boar d of Appeals of th e 
City of Bridgeport . 

ANTI-BLIGHT COMMITTEE:  45  Lvon  Terrace  Room  301 
A specia l task forc e forme d i n 1990 , resulted i n the adoptio n o f a n 
Anti-Blight Ordinance  (  Chapter 16,  Article VII,  Anti-Blight Ordinance, 
Section 16-200  to 16-205,  Code  Ordinances  of  the  City  of  Bridgeport) 
for the purpos e o f the preventio n an d remova l o f blighte d buildings . Th e 
Anti-Blight Committee , with representatio n fro m various cit y departments , 
such a s the Fir e department, Police , Housin g Code , Health , Building an d 
Planning an d Economi c Development, meet s o n a  regula r basi s to d iscus s 
the proble m propertie s fo r prope r action . Meeting s are usuall y hel d ever y 



3 r d Thursda y o f the mont h a t 2:0 0 p.m . a t Cit y Hall , Wheele r Roo m A. Fo r 
confirmation o f the meeting , pleas e cal l 576-7221 . 

PROPERTY UPKEE P AN D MAINTENANC E PROGRA M (PUMP) :  
McClevy Hall , 202 Stat e Street Roo m 20 6 576-835 6 
To eliminat e an d preven t bligh t i n the Cit y of Bridgepor t o n vacan t building s 
and lots . Maintenanc e and upkee p o f city-owne d properties . Debri s remova l 
from privately-owne d propertie s ..fencing , board-ups an d genera l upkee p o f 
properties. 

TRASH FO R CAS H PROGRA M :  55 Congres s Stree t 576-802 3 
To remov e bul k tras h fro m privat e properties . Fo r further information cal l 
Dennis Scint o at abov e number . 

TAX COLLECTOR : 45 Lyo n Terrace , Roo m 10 5 576-727 1 
Collection o f taxes -  rea l estate, moto r vehicl e and persona l property . 



BRIDGEPORT ORDINANCE S 

The Cit y has ordinances in place to help enforce rules and regulations. 
The following ordinances are sections from various chapters from the 
Municipal Code  Book  relevan t to questions concerning blight . 

To obtain a copy of the belo w mentioned chapters, call 576-8220. Fo r any 
other information abou t other Cit y ordinances, cal l the City Clerk' s offic e at 
576-7081. 

You ma y cite an ordinance number to a police department operato r when 
reporting a violation. 

Chapter 8 .56 -  GARBAGE COLLECTIO N AND DISPOSA L (Pag e 213) 

Section: 8.56.02 0 Dut y of Owner i n regard to general waste 

Section: 8.56.03 0 Orde r to remove waste 

Section: 8.56.04 0 Preparatio n for collections-Ordinary Wast e 

Section: 8.56.05 0 Preparatio n for collection-Garbag e 

Section: 8 . 56.070 Preparation for collection -Combustibl e wast e 

Section: 8.56.15 0 Certai n prohibition s i n collection o f garbag e 

Section: 8.56.17 0 Cit y dumpin g regulation s 

Section: 8.56-18 0 Storag e o f certain wastes near dwelling s 
restricted 

Chapter 8 .60 -  SOLID WAST E COLLECTION AND DISPOSA L (Pag e 
218} 

Section: 8.60.05 0 Soli d waste collection requirement s 

Section: 8.60.06 0 Unlawfu l depositin g 

Chapter 8.6 4 - RECYCLING PROGRA M (Page 223) 



Chapter 8.6 8 - LITTERIN G 

Section: 8.68.03 0 Litterin g prohibite d in public places generally 

Section: 8.6 8 040 Placemen t of litter in receptacles so as to preven t 
scattering require d 

Section: 8.68.05 0 Sweepin g litter into gutters , etc. , prohibite d 

Section: 8.68.06 0 Merchants ' duty to keep sidewalks clea n 

Section: 8.68.07 0 Throwin g litter from vehicles 

Section: 8.68.08 0 Operatio n of trucks causing litter prohibited 

Section: 8.68.09 0 Throwin g litter in parks, beaches or playgrounds 
prohibited 

Section: 8.68.10 0 Throwin g litter in lakes and fountains prohibite d 

Section: 8.68.11 0 Handbills - Throwing or distributing i n public 
places restricte d 

Section: 8.6 8 120 Handbills-Placin g on vehicles prohibite d 

Section: 8.68.13 0 Handbills - Depositing on uninhabited or vacant 
premises prohibite d 

Section: 8.68.15 0 Handbill s - Distribution at inhabited privat e 
premises restricted-Exceptio n 

Section: 8.68.18 0 Depositin g litter on occupied private propert y 

Section: 8.68.19 0 Owne r to maintain premise s free of litter 

Section: 8.68.20 0 Throwin g or depositing litter on vacant lot s 
prohibited 

Section: 8.68.21 0 Clearin g of open private propert y b y city upo n 
owner's failur e 



Chapter 8 .72 - OBNOXIOUS WEEPS (Pag e 232 ) 

Section: 8.72.02 0 Remova l require d 

Section: 8.7203 0 Orde r to remove 

Section: 8.7204 0 Remova l by the city- Collection of cost of owner 

Section: 8.72.05 0 Penalt y for failure to comply with order to remov e 

Chapter 8 .76 - ANTI-BLIGHT PROGRA M (Pag e 233 ) 

Section: 8.76.03 0 Prohibitin g against creating or maintainin g 
blighted premise s 

Section: 8.76.04 0 Enforcemen t 

Chapter 8.80 - NOISE CONTROL REGULATION S (Page 235 ) 

Section: 8.80.03 0 Nois e level measurement procedure s 

Section: 8.80.05 0 Prohibite d nois e activitie s 

Section: 8.80.06 0 Moto r vehicle noise 

Section: 8.80.07 0 Recreationa l vehicle noise 

Section: 8.80.10 0 Violatio n -  Penalties 

Chapter 908 - OFFENSES PERTAININ G TO PROPERTY (Pag e 249 ) 

Section: 9.08.07 0 Graffit i -  Prohibited 

Section: 9.08.08 0 Graffit i -  Penalties 



B L I G H T R E F E R R A L F O R M 

• P R O P E R T Y A D D R E S S : 
(If vacant lot , give at least two addresses adjoining the property ) 

Blight (chec k all that apply): Grattiu: •  spra y paint •  marke r •  other : 

• abandone d property Reques t removal? •  ye s •  n o 

• burne d property •  litte r Police  Officers: 

• vacan t property •  garbag e Arrest  made?  •  ye s •  n o 

• illega l dumping •  need s clean-up If  "yes" , incident  Number: 

• S T R E E T L I G H T (addres s nearest telephone pole) : 

Telephone Pole #: •  U I •  SNE T (chec k one) 

Nature of the Problem: 

• ligh t never comes on •  ligh t cycles on and off •  other : 

• ligh t stays on all night •  ligh t blocked by tree foliage 

• A B A N D O N E D V E H I C L E L O C A T I O N : 

color: make : model : licens e #: 

• D R U G A R E A S : 

• I L L E G A L C A R R E P A I R S: 

• O T H E R : 

• D U R A T I O N O F T H E P R O B L E M: 

N A M E O F C O M P L A I N A NT (optional) : D A T E : 

Please forwar d to : Constituen t Services , M a in Lobb y T e l # : 576-720 0 
45 L y o n Terrace , Bridgeport , CT 06604 Fa x # : 332-556 8 

Thank yo u fo r you r assistanc e ! 

P O L I C E U S E O N L Y • 

Patrol Officer : Sector : Date : 
Please forward this  form to:  Officer Alike Gosha,  East Precinct 

OFFICE USE  ONLY  DATES : 1 ) Received: 2 ) Referred: 3 ) Followed Up: 

Referred to : 
• ABANDONE D CARS •  HOUSIN G &  COMMERCIAL CODE ENFORCEMEN T 
• ANTI-BLIGH T COMMITTE E •  POLIC E DEPARTMEN T 
• CAS H FOR TRASH PROGRAM •  UI 
• ENVIRONMENTA L HEALTH DEPARTMENT •  ZONIN G DEPARTMEN T 
• GRAFFIT I PROGRA M 

Date Revised: 3/12/98 



BRIDGEPORT SOLI D WAST E TRANSFE R STATIO N 
& 

RECYCLING CENTE R 

TPS WORTH THE EFFORT 

RULES AN D REGULATIO N 
NO C O M M E R C I A L B U S I N E S S E S WITHOU T A  H A U L E R S P E R M I T 
( p e r m i t s c a n be o b t a i n e d . f r o m t h e P u b l i c W o r k s D e p t . 5 5 C o n g r e s s S t . ) 

BRIDGEPORT RESIDENT S AN D SMAL L BUSINESSE S (WIT H PERMITS ) ONL Y 

OPEN MONDA Y THROUG H S A T U R D A Y 7 : 0 0 A M -  2 : 3 0 P M / 700AM  - 4:00PM 
(NO BUSINESSE S ALLOWE D O N SATURDAYS) I 

• H o u s e h o l d r e f u s e o n l y 

• M u s t h a v e B r i d g e p o r t l i c e n s e a n d r e g i s t r a t i o n o r H a u l e r s P e r m i t 

• N o t o x i c o r h a z a r d o u s l i q u i d s o r w a s t e 

• W o o d , b r u s h o r m e t a l o v e r 4'  ( f t . ) l o n g w i l l n o t b e a c c e p t e d 

• A l l m e t a l m u s t b e s e p a r a t e d 

• A l l s m a l l d e b r i s , l a w n r a k i n g s , e t c . m u s t b e t i e d , b a g g e d o r b o x e d 

• W o o d d o o r s a n d m a t t r e s s e s m u s t b e c u t i n h a l f 

• W e d o n o t a c c e p t m o r e t h a n 2  t i r e s p e r l o a d 

• W e d o n o t a c c e p t s h e e t r o c k , s h i n g l e s o r r e m o d e l i n g &  d e m o l i t i o n m a t e r i a l s 

• B r u s h m u s t b e u n d e r 4'  ( f t . ) a n d t i e d i n b u n d l e s o r l o o s e a n d c o v e r e d 

• A l l l e a v e s a r e t o b e i n PAPER LEA F BAG S ONL Y a n y o t h e r b a g s o r b o x e s m u s t b e 

e m p t i e d 
• R e c y c l a b l e s a r e t o b e p l a c e d u n d e r t h e d i r e c t i o n o f t h e w e i g h m a s t e r 

• O i l &  A n t i - f r e e z e m u s t b e f r e e o f c o n t a m i n a t i o n &  l e f t w i t h t h e w e i g h m a s t e r 

• P e o p l e l i v i n g o u t s i d e o f t h e C i t y w h o o w n a  h o u s e i n B r i d g e p o r t m u s t b r i n g 
p r o o f o f o w n e r s h i p o f s a i d p r e m i s e s 

• A l l l o a d s m u s t b e c o v e r e d a n d s e c u r e d 

• N o r u d e o r . a b u s i v e c o n d u c t w i l l b e t o l e r a t e d 

THE WEIGHMASTE R HA S TH E RIGH T T O REFUS E AN Y NON-CONFORMIN G 
LOADS 

475 ASYLU M STREE T 



NEWSPAPERS -  Tie d wit h strin g or in a  brown paper bag 

* N O Junk Mai l 
* N O Magazine s 
* N O Wrapping Paper s o r Catalog s 
* N O Plastic Bag s 

(ONLY PAPERS ALLOWE D A R E WHAT IS INCLUDE D IN SUNDAY PAPERS ) 

PLASTICS -  Al l caps must b e removed , # 1 an d #2 container s onl y 

* N O 5 gallon pail s 
* N O Pancak e syru p container s (The y are #5 ) 
* N O Orange Juice container s wit h th e # 7 
* N O childre n toys 
* N O plastic bag s 

(IF I T DOES NO T SAY #1 O R #2 D O NO T GUESS, L E A V E I T BEHEND.) A L L CONTAINERS 
M U S T B E E M P T Y. 

GLASS -  Lid s and caps remove d 

* N O broken glass 
* N O drinkin g glasses , pyrex , mirror s o r light bulb s 
* N O window o r auto glas s 

M E T A L -  Empt y an d rinsed, labels are OK 

* N O paint can s o r aerosol can s 
* N O coat hanger s o r metal househol d item s 
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Family Services Woodfield is interested in collaborating with residents to identify community needs. The Agency has received 
funding for a Community Liaison position to help revitalize West End neighborhoods. Utilizing the Community Liaison as an 
added resource, we hope that residents will join together to address neighborhood concerns (ie safety, beautification, etc.). 

Please complete the following survey. 

Name: ______________________________________________________________________Date:_____________________ 

Address:_______________________________________________________________________________________________ 

Home Telephone: Wo k Telephone:_________________________Ethnicity: 

Sex: Age : Leve l of Education: Some HS. GED, H.S . Grad, College , Other  

Are you the head of the household? (If not, indicate head of households ____________________________________________ 

How many adults are members of the household?(List ages, sex of other members) 

How many dependents are in the household?(List ages, sex of dependents) 

Do you own the home you live in? Ye s N o I f no, whom do you rent from?________________________________ 

Do you receive a rental subsidy? Ye s N o I f yes, what subsidy program are you involved with? 

Are you currently employed? Ye s N o I f yes, what town? 

What other household members are employed and where?_____________________________________________________ _ 

What school do the dependents of the household attend?_______________________________________________________ _ 

Where do you and your dependents receive your health care?__________________________________________________ _ 

What mode of transportation do you use? (i.e., bus, automobile, taxi)_____________________________________________ 

Are you involved with any civic, community, religious, cultural organization or group? (If yes, please specify) 

Where do you do your banking?,________________________________________________________________________ _ 

What are your concerns about your neighborhood? 

interviewer. _________________ 



CLINTON AVENU E RESIDEN T FEEDBAC K 

A door to door survey was conducted on the residents of lower Clinton Avenue (between 
State Street and Railroad Avenue) to collect demographic information as well as concerns about 
the neighborhood. Th e results of the survey indicated residents had concerns with the barriers, 
sidewalks, and the abandoned/blighted houses in the neighborhood. 

Residents indicated that the barriers cause a problem when it rains, water puddles form 
at the corner of Clinton and Railroad Avenue and other areas on Clinton Avenue. On e of the 
residents stated that since the barriers were placed puddle water freezes o n his driveway during 
the cold weather and he has fallen a s a result of this. Anothe r resident stated that the barriers 
do not serve their intended purpose to slow traffic. Car s still speed through. Th e height of the 
barriers create a hazard by blocking the visibility of small children. Finally , residents also stated 
that the barrier s increas e th e unattractiveness o f the neighborhoo d and draw attentio n t o the 
problem they were intended to remedy. 

The secon d issue brought up by the residents wer e the sidewalks. The y indicated that 
the sidewalks are cracked and uneven creating a hazardous walkway for residents. 

Finally, the residents stated that the abandoned/blighted houses in the neighborhood are 
a healt h hazard for all residents. On e of the major concerns with these properties i s that they 
attract a  larg e numbe r o f rats . Th e ra t infestatio n affect s no t onl y th e abandoned/blighte d 
buildings bu t als o th e building s adjacent t o them . I n addition , these abandoned/blighte d 
buildings are an invitation for illegal dumping. Th e illegal dumping is not only a health hazard 
but it also contributes to the unattractiveness o f the neighborhood. 

Efforts b y the Bridgepor t Police Departments Communit y Services and the Enterprise 
Community Organizer have boarded the houses several times, but the problem continues to exist. 
Due t o the lack running water and plumbing facilities, squatter s on these properties defecate in 
the backyard causing further unsanitary conditions. 



WEST END/WES T SIDE COMMUNITY 
ARE YOU GETTING THE SERVICES YO U NEED ?? 

PLEASE COMPLETE THI S SURVEY AND INCLUD E YOUR NAME AND ADDRES S 
AND YO U WIL L BE ELIGIBLE FOR A RAFFLE FO R A  FREE 8X10 OIL PAINTING . 

NAME 

ADDRESS 

PHONE # 

PLEASE CIRCLE AN D RAT E TH E FOLLOWING : 

Yes N o Som e 

EDUCATION 

Job Counseling 1  2  3 

Job Training 1  2  3 

Scholarship Availability 1  2  3 

GED Programs 1  2  3 

Technical Programs 1  2  3 

HEALTH 

Medical Services 1  2  3 

Pre Natal Care 1  2  3 

Lead Screenings 1  2  3 

Immunizations 1  2  3 

Alcohol and Dru g Rehabilitation Services 1  2  3 

Counseling 1  2  3 



Yes N o Some 

WOMEN'S SERVICE S 

Domestic Violence Services 

Sexual Assault Services 

Parenting Classes 

CHILDREN'S SERVICE S 

After School Programs 1  2  3 

Summer camps 1  2  3 

Childcare 1  2  3 

Recreational Activities 1  2  3 

EMERGENCY SERVICE S 

Shelters 1  2  3 

Soup Kitchens 1  2  3 

Food Banks 1  2  3 

GENERAL SERVICE S 

Housing 1  2  3 

Security 1  2  3 

Transportation 1  2  3 

Retail Stores 1  2  3 

Financial Service (banks, etc.) 1  2  3 

Are you interested in volunteering to help improve the community? ye s n o 
Would you be interested in serving on a community board ? ye s n o 

THANK YO U FOR CARING ABOUT OUR COMMUNITY. 



Community Building Initiatives 

Resident Satisfaction Survey 

Name: 

Date Completed: 

********************************************************************************** 

Accomplishments: 

1. Ha s Family Services Woodfield been helpful in providing beneficial information to you and 
your neighborhood? 

1 = not al l helpful 2  = somewhat helpful 3  = helpful 4  = extremely helpful 

2. Ha s Family Services Woodfield been effective at promoting greater cooperation among groups 
and individuals in the neighborhood? 

1 = not al l helpful 2  = somewhat helpful 3  = helpful 4  = extremely helpful 

3. Hav e you attended any Family Services Woodfield resident meetings? 

1 = never 2  = once 3  = twice 4  = three times or more 

4. Hav e you participated in any Family Services Woodfield resident events? 

1 = never 2  = once 3  = twice 4  = three times or more 

5. Hav e the efforts of Family Services Woodfield contributed to any positive change in your 
neighborhood? 

1 = no 2  = little 3  = some 4  = major 
contribution contributio n contributio n contributio n 



FAMILY SERVICES WOODFIELD 
475 CLINTON AVENUE 
BRIDGEPORT, C T 06605 

QUESTIONNAIRE FOR CUSTOME R GROUPS 

Name of Customer: 
(Community Group/Organization) 

FSW Program: Date 

Good Average Poor Don't Know 

Provides prompt response/attention to referrals ____ 

Information provided to the community regarding 

eligibility/criteria for services offered 

Availability of services without discrimination 

Responsiveness to community needs with regard to: 

* accessibilit y 
* progra m modification 
* provisio n of culturally appropriate 

services 

Competency of Personnel ____ 

Provides information/reports in a timely manner __ 

Cooperation with community organizations ____ 

Advocacy on behalf of consumers an d their needs ____ 

Respect for confidentiality of persons served ____ 

Overall quality of the service provided 

Other Comments Welcome: 

9/98 



Bridgeport Community Survey 

Please answer the following questions a s completely as possible. 

1. Wha t neighborhood do you currently live in? 

2. Ho w many years or months have you lived at your current address? Yr s Month s 

Please circle the most accurate response. 

3. Overall , how would you rate your neighborhood as a place to live? 
a) Excellent d ) Poor 
b) Good e ) Don't know 
c) Fair 

4. Ho w safe do you feel or would you feel being out alone in your neighborhood at night? 
a) Very safe d ) Very unsafe 
b) Somewhat safe e ) Don't know 
c) Somewhat unsafe 

5. Ho w safe would you feel being out alone in Bridgeport, outside your neighborhood, at night? 
a) Very safe d ) Very unsafe 
b) Somewhat safe e ) Don't know 
c) Somewhat unsafe 

6. Ho w often does worrying about crime prevent you from doing things you would like to do 
in your neighborhood? 
a) Very often d ) Never at all 
b) Somewhat often e ) Don't know 
c) Rarely 

7. Hav e you noticed graffiti anywhere in your neighborhood? 
a) Yes 
b) No 
c) Not sure 

8. Woul d you say that graffiti is a problem in your neighborhood? 
a) Yes 
b) No 
c) Not sure 

9. Hav e you noticed graffiti anywhere in Bridgeport outside your neighborhood? 
a) Yes 
b) No 
c) Not sure 



10. Woul d yo u say that graffiti i s a problem throughout Bridgeport? 
a) Yes 
b) No 
c) Not sure 

11. I n the past 6  months, have you noticed a change i n the amount of graffiti i n your neighborhood? 
a) Increase c ) No change 
b) Decrease d ) Not sure 

12. In the past 6  months, have you noticed a change in the amount of graffiti i n Bridgeport? 
a) Increase c ) No change 
b) Decrease d ) Not sure 

How muc h of a problem do you think 
graffiti i s in the followin g 
places in your neighborhood: 

Big 
Problem 

Some 
Problem 

No 
Problem 

Don't 
Know 

13. Industrial buildings Big Some None Don't Know 

14. Retail Centers/Stores Big Some None Don't Know 

15. Private residences Big Some None Don't Know 

16. Traffic sign s Big Some None Don't Know 

17. Utility boxes Big Some None Don't Know 

18. Monuments Big Some None Don't Know 

19. Public buildings Big Some None Don't Know 

20. Traffic barrier s Big Some None Don't Know 

21. I n the past 6  months, has your home or building where you live been messed up by writing or painting 
on the walls? 

a) Yes (if Yes, pleas e answer question 21a) 
b) No 
c) Not sure 

21a. Di d you report this incident to anyone? 
a) Yes (if Yes, pleas e answer questions 21b and 21c) 
b) No 
c) Not sure 

21b. Wh o did you report this to? 

21c. Wa s the graffit i remove d after yo u called? 
a) Yes (if Yes, pleas e answer questions 2Id to 2If) 
b) No 
c) Not sure 



2 Id. D o you know who removed th e graffiti ? 

21e. Ho w quickly wa s th e graffit i removed afte r yo u called? 
a) I t was remove d immediatel y 
b) I t was remove d i n a couple of days 
c) I t was remove d afte r a  few week s 
d) I t was remove d i n a few month s 
e) I t has neve r bee n remove d 
f) Yo u removed th e graffit i 
g) Don' t know/can' t remembe r 

2If. Ho w satisfied wer e yo u with the wa y this repor t wa s handled ? 
a) Ver y satisfie d 
b) Satisfied 
c) Neithe r satisfied o r unsatisfie d 
d) Unsatisfied 
e) Ver y unsatisfie d 

22. Hav e you ever though t abou t reporting graffit i but late r chos e no t to ? 
a) Ye s (i f YES, pleas e answer questio n 22a ) 
b) No 
c) Don' t know 

22a. Wh y did you decide no t t o report it ? 
a) Didn' t think anything would be don e 
b) Didn' t want t o get involved 
c) Didn' t know who to cal l 
d) Took care of the graffit i yourself 
e) Wasn' t o n your propert y 
f) Don' t know 
g) Othe r 

23. Ar e you between th e ages of: 
a) 1 8 to 24 
b) 25 t o 34 
c) 35 to 50 
d) 51 t o 65 
e) Ove r 65 

24. Ar e you a male or female ? 
a) Mal e 
b) Femal e 

25. Ho w would you describe you r race or ethnicity? 

That concludes our survey. Than k you very much for your willingness to participate 



Southern Health 
Improvement Partnership 

Our Access to Health Care task needs your help in prioritizing areas to target for intervention. 
Please check off th e # 1  priority within each task force area. 

1. Acces s to Health Care 

If you had to choose one thing that would encourage more people in the South End, West End, 
West Side and Blac k Rock to seek health care and compl y with medications, what would it be? 
(Please check only one.) 

• Improv e doctor/patient communication 

• Increas e friendliness of clinic staff 

• Mak e doctor visits more affordable 

• Mak e medications more affordable 

• Buil d more drugstores 

• Provid e home delivery service for subscription medications 

• Improv e transportation to doctors' offices/clinics/hospital s 

• Educat e residents about health insurance benefits which they may not be taking advantage of. 

• Educat e residents about the importance of regular doctor visits and health screenings. 

• Provid e more free health care to the uninsured 

• Mak e clinic hours more convenient (i.e . weekend and evenin g hours) 

• Chang e certain health insurance restrictions. 

• Othe r (please explain) 

Any persona l experiences, comments or specifics about your above choice? 

200 Mill Hill Avenue 
Bridgeport, CT 06610 
Telephone (203) 384-3629 
Fax (203) 384-4034 



2. Economi c Development 

If you had to choose one thing that would help more people in the South End, West End, West 
Side and Black Rock obtain living wage jobs, what would it be? (Pleas e check only one.) 

• Improv e high school completion rates 

• Improv e public school system 

• Mak e college more affordable 

• Encourag e more students to seek a college education 

• Mak e residents aware of existing job training and career resource programs in the area. 

• Provid e more and/or better job training programs 

• Hav e more job fairs in Bridgeport 

• Improv e literacy rates 

• Brin g more large employers to Bridgeport 

• Improv e public transportation to jobs outside of Bridgeport 

• Othe r (please explain) 

Any personal experiences, comments or specifics about your above choice? 



Economic Development 20 0 Mill Hill Avenue 
Task Force Bridgeport , CT 06610 

TO: Ev a Colon, Teresa Contadino, Monica Gilbert, Joe Delahunt, 
Angie Staltaro, Carolyn Gonzalez, 

FROM: Alyss a Burger 

PAGES: 5 

Dear Eva, Teresa, Monica, Joe, Angie and Carolyn, 

Here is the revised survey and the FSW Jo b Opening form. A t the last meeting, 
we discussed a survey strategy. W e decided to each take a few blocks on 
Fairfield Avenue and hit only those businesses on our designated blocks. D o not 
solicit the churches and ministries as Joe will be covering them. 

Try to get 2 pilot surveys done for the next meeting on June 30th at ASPIRA at  
12:00 noon. Th e pilot will help us to improve the survey before we hit all 50 + 
merchants. 

Joe: Al l churches and ministries on Fairfield Avenue 
Angie: Fairfiel d Ave, from Park to Sherwood 
Teresa, Eva, Monica: Sherwoo d to Colorado 
Alyssa: Colorad o to Hancock 
Carolyn: Leno x to Railroad 

The longterm plan is to complete the surveying by August 15th, compile and 
analyze the data in September, and shoot for an early October merchants 
association meeting. 

If you have any changes or comments, please call me. 

Best, 

Southern Health 
Improvement Partnership 



Fairfield Avenue Merchants Association 

SURVEYOR INTRODUCTIO N 

Hi, my name is ,  from  . 

I am representing a communit y collaboration called SHIP, which is working to 
improve the quality of life in the West End. 

I would like to invite your participation in a short survey about your business. 
The goa l of this survey is to identify the needs of Fairfield Avenue merchants, in 
the anticipation of starting a Fairfield Avenue merchants association . 

May I  please take 10 minutes to interview the president of your organization? 



Fairfield Avenue Merchants Association 

Organization Name :  
Address:  
Phone:  
F a x :  
e-mail:  
Contact Name :  
Owner o r Executiv e Director : 
Type o f organization :  
Year Established : 

1. Wha t i s your organization's mission? 

2. Wha t services does your organization provide? 

3. Wha t product s does your organization provide? 

4. Wha t ar e your organization's current priorities? 

5. Ho w man y full time and part time employees do you have? 

# ful l time #  part time 



6. Doe s your organization recrui t employee s from Bridgeport ? •  Ye s •  N o 

7. Wha t types o f degree s and skills have you looke d for i n candidate s in th e 
past? 

8. D o you currentl y hav e an y job openings , apprenticeships or internships 
that you would lik e to advertis e throug h a  Job Bank provided by Famil y 
Services Woodfield? •  Ye s •  N o (I f yes , pleas e fil l ou t a n F S W job openin g form) 

9. Wha t d o you think the prioritie s ar e for the Fairfiel d Avenu e business 
corridor? (Pleas e chec k top tw o choices ) 

• Security/safet y 
• Tree-scaping , flower planting , benches 
• Litter/garbag e remova l 
• Storefron t rehabilitatio n 
• Bligh t remova l 
• Parkin g 
• Road , sidewalk , lightin g improvemen t 
• Othe r 

Comments: 

10. Wha t do you lik e abou t your busines s location ? 

11. Woul d you b e intereste d i n joining a  Fairfiel d Avenue Merchant s 
Association to wor k o n such thing s as economic development, safety , 
aesthetic improvements , increasing customer traffic, etc . alon g the Fairfiel d 
Avenue corrido r from Par k Avenue to th e Railroa d Underpass? 

• Ye s •  N o 



Southern Health 
Improvement Partnership 

Economic Development 
Minutes 

200 Mill Hill Avenue 
Bridgeport, CT 06610 
Telephone (203) 384-3629 
Fax (203 ) 384-4034 

March 5th, 1999 Meeting at Family Services Woodfield Annex 

The Economi c Development Task Force had their 
first meeting of the year to regroup and explore new 
areas of involvement. Th e Task Force objectives 
include: 
• Increasin g satisfaction levels of residents in the 

South End, West End, and West Side regarding the 
cleanliness of Fairfield Avenue from Park Avenue 
to McDonald's 

• Increas e the optimism of Fairfield Avenue 
businesses, from Park Avenue to McDonald's 
regarding the potential for aesthetic improvements 
and economic development of this district 

• T o increase the number of paid summer jobs, 
internships , and apprenticeships offered to residents 
(especially teens) in the South End, West End, and 
West Side from Fairfield Avenue businesses 

The Tas k Force decided to start out small and take 
the initial steps towards the firs t objective, th e 
cleanliness of Fairfield Avenue, by reaching to the 
community via a Spring Clean-Up of Fairfield 
Avenue, (from Clinton Avenue to McDonald's). 
The hop e is to get residents, agencies , merchants, 
and volunteer s to collaborate and work towards 
improving their neighborhood. To accomplish any 
of ou r objectives , w e need to organize the 
community and involve them in the process. 

Eva Colo n envisions "  The initial role of th e 
Economic Development Task Forces should be as a 
catalyst, making the West End/West Side more 
aesthetically desirable. . .which will in-turn attract 
growth and business. " 

Save The Date 
Fairfield Avenue's Spring Clean Up 

April 10 th 

8:30 a.m. -12:00 p.m. 
Meet at ASPIRA ofC T 

Ending with a neighborhood 
celebration. 

FAMA 
Organizing the community and identifying their 
needs will give the Task Force an opportunity to 
continue working towards the development o f a 
Fairfield Avenue Merchants Association (FAMA) . 
F A M A ha s identified the area from Park Avenue to 
McDonalds to be in need of organization and 
improvement. The y hope to gather the merchants in 
the region to identify their needs and establish how 
SHIP can be of service. 

F A M A ha d their last meeting November 1998. The 
following people attended : 
Angie Staltaro, City of Bridgeport-Housing 
Carolyn Gonzalez, BEDCO 
Ed lavernoich, City of Bridgeport, OPED 
Eva Colon, Family Services Woodfield 
Geri Banyai, Bridgeport Rescue Mission 
Gloria Davis, Central Grants Office 
Jim Carbone, Modern Plastics 
Tim Rogers, Family Services Woodfield 
Joe Delahunt, West Side Community Council 
Michael Kane, Hancock Pharmacy 
Paul Edison, McDillon Real Estate Services 
Richard Jespersen, Jespersen Danish 
Ron Remey, Bassick High School 
Sabine Kiczo, City of Bridgeport, OPED 
Thomas Hill, Park City Primary Care Center 
Tino Molina, West End CDC 
Inna Pena, ASPIRA 
Teresa Contadino, Family Service Woodfield 

We nee d to regroup with these people and see 
where we want to go from here. On e of the points 
to be addressed is the development o f a Board for 
FAMA. Thi s process needs to be inclusive and 
represent the larger businesses, local merchants, and 
community people. Please attend our next meeting  
to plan the Spring Clean Up and the continued  
development o f F A M A . 

Next Meeting 
Thursday, March 18,1999 at 11 a.m. 
Family Services Woodfield Annex 



















Agenda 
Economic Development Task Force 

Thursday, March 18 th, 1999 
Family Services Woodfield 

Annex Building 
11:00 a.m. 

11:00-l 1:30 Clea n Up Updates 

11:30-11:45 Neighborhoo d Celebration Planning 

11:45-12:00 Futur e Business 



Fairfield Avenue' s 
Spring Clean-U p 

Come Join Us 
o r a s s i s t u s by c l e a n i n g y o ur o w n p r o p e r t y 

Saturday April 10 th 

8:30am - 12:00p m 
Meet at Bassick High School on Fairfield Avenue 

End at ASPIRA of CT, 1600 State Street 
for a  Neighborhood Luncheon 

For more information call 
Ivonne Sanchez at 384-3629 



CLINTON AN D COLORAD O RESIDENT S 

THE BARRIER S WIL L BE REMOVED O N 
AUGUST 20 , 1999 . 

PLEASE PARK IN YOUR DRIVEWAYS O R FIN D 
ALTERNATIVE PARKING ON THIS DAY SO THA T TH E 

BARRIERS CA N BE MOVED WITHOUT A NY INCIDENCES . 

IF YO U HAV E AN Y ADDITIONA L QUESTIONS PLEASE CAL L 
EVA COLON , FAMIL Y SERVICE S WOODFIELD A T 

(203) 368-4291 EXTENSION 710 o r 
SABINE KUCZO, CIT Y HALL A T (203) 576-8220 



at West End Park 
ASPIRA of CT Community Center 

the old Lafayette Bank building at the corner of Fairfield and State 

SATURDAY, AUGUST 28TH, 199 9 
Entertainment 

Food 
Health Screenings 
Awards & More 
11:00 -  4:00 p.m. 

WEST END  DA Y 



en el Parque del Oeste 
En el Centro de ASPIRA de CT 

(E1 edificio viejo del Banco Lafayette - entre las calles de Fairfield y State) 

28 d e agost o de 199 9 

Comida*Musica* 
Artistas* Payasos* 

Informacion de Servicios 
Comunitarios*Consejos De Salud* 

SAVADO 

11:00 - 4:00 p.m. 

Un dia de Diversion 

para toda la familia 

WEST END DAY 



CLINTON CLOS E RESIDENTS 

SPEAK U P 

BLOCK WATCH MEETING 

at 

FAMILY SERVICE S WOODFIEL D 
475 Clinto n Avenue 

SATURDAY, SEPTEMBE R 12 , 199 8 

9:00 A.M . T O 12:0 0 NOO N 

SEE YO U THER E 

Refreshments w i l l b e served . 
For more informatio n pleas e c a l l Ev a Colo n at 368-4291 ext 362 . 

R E M I N D E R 



Employee Fun Seekers Unite! 

If you would like to help the agency cultivate Mends in the neighborhood, 

and have some great social interaction at the same time, please join us for 

L U N C H 

at the 
President's Advisory Committtee Meeting 

Tuesday, March 9 
in the Library at noon. 

We are launching an effort to get closer to our neighbors in the West End 

and we need your enthusiasm. S o come to lunch and listen to some 

unique ideas. Here is your chance to have some tun with fellow 

employees and use your creativity. 

Remember: 
L U N C H WEL L BE SERVED ! 

Please RS VP by Monday, March 8 to Linda Quick at ext.352 



Business Magnet 

April 16 , 199 9 
Ms. Ev a Colon 
Family Services Woodfield 
640 Clinto n Avenue 
Bridgeport, CT 06605 

Dear Ms. Colon: 

We are students currently attending Central High School. We'v e been 
thinking of ways to help you put your campaign together. W e feel that this 
is a good opportunity to help our community. W e thank you for coming to 
talk to us and choosing teenagers to help with your campaign. 

Family Services Woodfield immediately made us think about a family. Our 
choice of graphics represents a  family that includes two parents and their 
children; however, i f you look closely at the pictures you will note difference s 
in age and cultural diversity. W e felt this was important because Family 
Services Woodfield serves everyone i n greater Bridgeport. A s a family would 
grow, we would also expect Family Services Woodfield to grow as a result of 
your campaign. 

We buil t on your slogan of "1000 friend s in 30 days" and worked with our 
idea of a circle. You r campaign would urge people to "Joi n our Circle and Be 
a Friend". Th e concentric circle can easily be expanded as your circle of 
friends grows. Name s of your new friends can be inserted within the circle. 
Our red, white, and blue circle signifies your campaign which will run from 
Memorial Day to the Fourt h of July, two patriotic holidays. 

We are enclosing a  flyer for your review. W e look forward to seeing you on 
Monday, April 26 , 1999 . 

Sincerely, 

Mayra Garcia 

LaShonda James 

Enclosure 





B u s i n e s s M a g n e t 

1181 F a i r f i e l d A v e n u e 

B r i d g e p o r t , C T 0660 5 

April 14 , 1999 

Family Services Woodfield 
475 Clinton Avenue 
Bridgeport, CT 06605 

Gentlemen: 

We thought all week about a perfect slogan for Family Services Woodfield. W e couldn't 
resist the request and smil e of Ms. Ev a Colon. Sh e visited our Business Information 
Systems class in search of our assistance. A t first, we had no clue whatsoever what 
direction to take. A s the week went on, we became more and more open minded. A s the 
days went by, so did ou r time and we knew that time was running out. Enclose d is a flyer 
we created for your campaign. W e would also like to describe what it means to us. 

Family Services Woodfield provides hope to many families in the community. Th e ladder 
is a tool which people can clim b to reach higher points. I t must be strong in order to hold 
your 1000 people. Th e ladde r should contain 30 rungs to represent each of the days in 
your campaign. T o us, the ladder represents a foundation of hope. Th e more names on 
the ladder, the stronger is each rung. 

We think that everyone together would build a strong ladder in which you can climb to the 
top to reach your stated goal of 1000 people in 30 days. Thi s is a goal that will an d 
should be easily achieved. Eac h rung also contains the names of the families. Withou t all 
the names, the ladder will never be completed. Eac h rung, too, is its own foundation; in 
order to have a strong foundation each rung (family) needs to be in the right place, Family 
Services Woodfield. 

Sincerely yours, 

Enclosure 



COME REINFORCE OUR LADDER OF HOPE 

GRAB A RUNG...BE A MEMBER 

1000 FRIENDS IN 30 DAYS 

Family Services Woodfield 
475 Clinton Ave., Bridgeport,  CT  06605 

(203) 368-4291 



Future FSW Addition 

Your donation of 
$1 to $100 will 

place your name on 
our ladde r of hope. 

Grab a Rung... Be A Supporter 

Name: 
P l e a s e ind ica t e h o w y ou w o u ld l i k e y o u r n a m e t o 

A p p e a r o n the l a d d e r. ( E x a m p l e : J o h n S m i t h or 

T h e S m i t h F a m i l y , E t c . ) 

Amount of  Donation:  $ 

Family Services Woodfield 
475 Clinton Avenue 

Bridgeport, CT 06605 
(203) 368-4291 

• Contribution Enclosed . 
• I elect payroll deductions in 

the amount of $ 
per pay period. 

Signature 

Thank you for helping us build a future. 

BUILDING FSW'S LADDER OF HOP E 

1000 Friends in 30 Days 



MEMO 

TO: Eva Colon , 

FROM: Bill Hass 

RE: Ladder of Hope Campaign 

DATE: July 12, 199 9 

The Ladde r of Hope Campaign ended on July 2, 1999. Congratulation s to all for a 
successful completion of the campaign. WE EXCEEDE D OU R GOAL ! 

In total, the campaign resulted in 1,458 name s and contributions totaling $6,741. 

The winnin g team with 554 names is the Y E L L OW T E A M consisting of PRS, HI V and 
Home Health Aides (Elizabeth & Pearl). 

I want to thank you for acting as a Team Captain. Your motivation and organization was 
a key to a successful camapign. 

Please come to the Staff Lounge on Wednesday, July 14, 1999 at 3 p.m. for the 
Campaign Celebration and presentatio n of the prize to the winners. 



WEST END DAY EVENT 
SATURDAY, AUGUST 28,1999 

11-4PM 

E V E N T CCt f { M I T T E E : 
Chase Manhatta n B a n k — A S P I R A o f CT—Bridgepor t Neighborhoo d 
Fund—Community Pol ic ing , Bpt. Pol ice—Famil y Services W o o d f i e l d — 
Planned Parenthood—Sout h West Communit y Healt h Center—Wes t E n d 
Community Developmen t C o r p . — Par k Ci t y Primar y Ca re—Communi t y 
Health Network—Neighborhoo d Housin g an d Commercial Servic e Inc . 

11-12 
12:00 
12:30 
12:45 
1:15 
1:30 
2:00 
2:15 
2:45 
3:00 
3:30 
3:45 

Welcome and Introduction 
History of Merengue 
Raffle drawing 
Dominican Social & Cultural 
Raffle drawing 
Karate Exhibition 
Raffle drawing 
Salvadorenas Dancers 
Raffle drawing 

Raffle drawing 
Closing Remarks 

ENTERTAINMENT SCHEDULE 



SPONSORS & DONORS 
Bic Corp. 
Darien Ice Rink 
EMSRA 
BIucfish/HarborYard 
The Maritime Aquarium 
Mini Rite Market 
Bresky 
Kuchma Corp. 
Merritt Contractors 
Wheelabrator Bp t 909 
McDonald's-Sonn Mgmen t 

Elizabeth Arden 
Crown Theatre (SoNo) 
Taco Loco 
Subway Corp. 
Compare Foods 
Blue Sky Bar 
ED Products Corp . 
Majestic 
Chase Bank 
City Of Bpt 
Bead Industries 



WEST END DAY EVENT 
August 11,1999 

Tomasita Ramirez 
C.A.S.A. Prevention Program 
592 Kosouth Street 
Bridgeport, CT 06608 

Dear Ms. Ramirez: 

On Saturday, August 28,1999 the Third Annual West End Day Event will take place at the West 
End Park at ASPIRA of Connecticut at 1600 State Street, Bridgeport, CT from 11:00 a.m . unti l 
4:00 p.m . Rain o r Shine! ! Ou r goal i s t o educat e th e communit y abou t th e services , 
opportunities and the cultural richness available in the area and demonstrate our pride where we 
live and work. 

Some of the participating sponsors hav e been Bridgeport Police Department, Family Service s 
Woodfield, ASPIR A o f CT , AmeriCorps , Southwes t Communit y Health Center , Par k Cit y 
Primary Care Center, West End Community Development Corporation and Chase Bank, just to 
name a few. 

In our efforts to provide an array of other educational as well entertaining activities, we would 
like to extend an invitation to you to participate in this fun-filled event. W e are requesting to 
have representative(s) fro m your agency/organization available to distribute information on your 
program/services and to answer any questions from the participants. 

Please confirm your attendance b y returning the attached registration no later than August 16, 
1999. Fo r your convenience , yo u ca n fax th e enclose d registratio n t o Ev a Colon, Famil y 
Services Woodfield at (203) 696-0714 . Al l participants are responsible fo r bringing their own 
table and chair(s) and should arrive by 10:00 a.m. to set-up. 

If you know of someone that might be interested in participating, please feel free to have him/her 
contact Eva Colon at (203) 368-4291 extension 710. 

Sincerely, 

Eva L . Colon 
Chair 



WEST END COMMUNITY DAY 

Name: 

Agency: 

Address: 

City, State & Zip: 

SERVICES PROVIDED: 

PLEASE RETURN OR FAX TO: 

EVA L. COLON 
FAMILY SERVICES WOODFIELD 

475 CLINTON AVENUE 
BRIDGEPORT, CT 06605 
(203) 368-4291 EXT. 710 

(203) 696-0714 FAX 



WEST END BLOCK PARTY 

May 7,1999 

Ms. Glori a Davis 
Community Enterprise Zone Organizer 
City of Bridgeport 
45 Lyon Terrace 
Bridgeport, CT 06604 

Dear Ms. Davis: 

The West End Family Day is a function that has been celebrated for the last two years in 
the West End. Th e committee members involved in organizing this effort are comprised 
of socia l service providers , businesses, and city employees. Th e goal o f the committe e 
has been t o brin g residents ou t int o the communit y an d to educat e the m on services 
available in the West End and throughout the city. 

This year, the event will be held on Saturday, August 28,1999,11 a.m. to 4 p.m. at the 
West End Park on the corner of Fairfield Avenue and State Street. O n this day, residents 
will have the opportunity to receive services such as mammograms, lead and cholesterol, 
vision an d hearing screenings , lear n about fir e an d child safety, nutrition , and other 
services. Ther e will be activities fo r children as well. Thi s is an event for the whole 
family. 

The Wes t End Family Da y committe e member s ar e seeking fund s t o assis t with the 
costs involved in having the event such as food, entertainment, beverages, charcoal , paper 
goods, etc . Th e following budge t i s estimated base d on the expenses of the previous 
year. 

Paper goods 
Other misc. 

Food 
Entertainment 
Beverages 
Charcoal & Misc. 

$ 60 0 
$ 80 0 
$ 40 0 
$ 10 0 
$ 10 0 
$ 10 0 
$2100 

Thank you in advance for your assistance. 



City of Bridgeport,  Connecticut 
CENTRAL GRANT S OFFICE 

45 LYON TERRAC E 
BRIDGEPORT, CONNECTICU T 06604 

TELEPHONE (203 ) 332-5662 JANICE WILLIS 
Director 

JOSEPH R  G A N I M 
MAYOR 

June 14, 199 9 

Ms. Ev a L. Colon , Chairwoman 
West End Block Party/Health Fair 
475 Clinton Avenue 
Bridgeport, CT 06605 

Dear Ms. Colon , 

It is my pleasure to inform you, your request for money fo r the Bloc k 
Party/Health Fair was approved fo r the ful l amoun t you requested $2,100 . 

I am meeting with the Grant s Budget Coordinator on Tuesday, June 15,199 9 
and I will le t you know what the procedure is to access these funds . 

Congratulations t o you and your committee member s and have a great 
celebration. 

Sincerely, 

Gloria A. Davis 
Neighborhood Organize r 



S E R V I N G F A M I L I E S &  S T R E N G T H E N I N G C O M M U N I T I E S FO R 15 0 Y E A R S 

F A M I L Y S E R V I C E S 

W O O D F I E L D 

B O A R D O F D I R E C T O R S 

M a x i m i n o M e d i n a , J r . , Esq . 
Chair 

Wi l l i am A . M in te r 
First Vice  Chair 

Pat r i c ia A . P a n i c c i a 
Second Vice  Chair 

Char les Har e 
Secretary 

J a n e t G . Mu t t i 
Assistant Secretary 

Sam D . Kouta s 
Treasurer 

Paula M . Dee s 
Assistant Treasurer 

She i l a A l l e n B e l l 
Ul ises E . Ba ta l l a 

Seth O.L . Brody , Esq. 
Sandra J . Brome r 

Thomas W . B u c c i , Esq. 
K im H . Carpente r 

DeNorr is D . Crosby , P h . D. 
Donna Dodge , S . C . , Ed .D . 

Ruth S . Ga lp i n 
Nancy S . G i l l i l an d 

Andrea K . Ho f fma n 
J o h n Kammere r 
Wal ter M . Leas k 

Betsy B . Longs t re t h 
J u a n S . Lopez , Ed .D. 

Ir is N . M o l i n a 
Rober t Mor r is , Esq. 

Dennis C . Murph y 
Humphrey T . N icho l s I I 

Gladys A . Ramo s 
Frank D . Reyno ld s 
Peter H . Roberg e 

Chery l A . Rodr iguez , Esq. 

Kate S c h m i d t 
David 0. S m i t h 

G lenna S m i t h 
Sa l ly B . S m i t h 
E l len P . Towe r 

Laura M . Wi lbu r 
Zane Yos t 

! r ian J . L a n g d o n , MSW , LCSW 

President 

Wi l l iam J . Hass , P h . D. 
Executive Vice  President 

Xccredited by  the  Council  on 

Accreditation of  Services  for 

Families and  Children,  Inc.; 

Member, Alliance  for 

Children and  Families, 

Connecticut Council  of 

Family Service  Agencies 

and the  United  Way  of 

Eastern Fairfield  County 

August 11, 199 9 

Central Grants Office 
Dawn Savo 
45 Lyo n Terrace 
Bridgeport, CT 06604 

Dear Ms. Savo: 

As the Chai r for the West End Family Day , I  would like the thank you an d 
the committe e fo r awardin g th e requeste d amoun t o f $2100 . Famil y 
Services Woodfield wil l serv e as th e fiduciar y agency for th e Wes t End 
Family Day . Attache d are copies of the proposal and the letter of award. 

Please accep t this lette r a s a n invoic e fo r th e gran t amount . A s yo u 
requested, I have enclosed copies of th e contract s to b e pai d with these 
funds. 

If yo u hav e an y additiona l question s contac t m e a t (203 ) 368-429 1 
extension 710 . 

Sincerely 

Eva L. Colon 
Chair 

Fami ly Serv ice s W o o d f i e l d 47 5 Clinto n Avenu e 203.368.429 1 te l / t t y 

Bridgeport, C T 06605 203.368.123 9 fa x 



CHECK NO . 0001000193 8 

PAYMENT VOUCHE R NO VENDOR INVOIC E NO. DATE DESCRIPTION AMOUNT 

DP000869 8/28/99 08-17-99 WEST END FAMIL Y DA Y 2,100.00 

TOTAL 2,100.00 

ga_romki.mohammed
Rectangle
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August 31st, 1998 

Mr. Richard Popilowsk i 
Bridgeport Hospita l Foundation 
267 Gran t Stree t 
Bridgeport, C T 0661 0 

Dear Mr. Popilowski , 

Thank you very much for considering thi s proposa l fo r the 
Southern Health Improvemen t Partnership' s Economi c 
Development Task Force, fo r which Family Service s Woodfiel d 
hag bee n designated t o act as the fiduciary and lead agency. 

Family Service s Woodfiel d ha s been a very activ e member of 
SHIP since i t s inception, and we are pleased to play a 
leadership rol e in the SHIP Economic Development Task Force . 
The Tas k Force has been an extremely cohesive group , and we 
are a l l excited about our plans to form a F a i r f i e ld Avenue 
Merchants Association . We believe that the short and long-
term prospects o f such a group w i l l hav e a very positive 
impact on the organizations and residents of the South End, 
West End and West Side . 

We hope that the Bridgeport Hospita l Foundation w i l l be 
supportive of this projec t which came about as a direc t 
result of t he SHIP community assessment. 

Thank you again fo r your time an consideration of this 
proposal. 

Sincerely, 

Eva Colo n 
Community Liaison 
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BRIDGEPORT HOSPITAL FOUNDATION - RFP APPLICATIO N 

267 Grant Street 
P.O. Bo x 5000 
Bridgeport, CT 06610 
(203)384-3522 
contact: Richard Popilowski DATE : August 20, 1999 

NAME OF ORGANIZATION PHON E NUMBER (AREA CODE) 

Family service s Woodfiel d (203)36B-429 1 

ADDRESS (STREET, CITY AND ZIP CODE) 

475 Clinton Avenue, Bridgeport , CT 0660 4 

EXECUTIVE NAME AND TITLE, TO WHOM CORRESPONDENCE SHOULD BE DIRECTED 

Brian J. Langdon, Presiden t 

BRIEF HISTORY OF ORGANIZATION, INCLUDING DATE FOUNDED 

Family Service s Woodfield wa s founded in 1849 as Sterling Home, a 
shelter fo r needy widows in Bridgeport. Fiftee n years late r the agency 
decided t o us e remaining fund s t o benefi t destitut e children . In the 
late 1800s through th e early 1900s , FSW came t o ai d of th e families and 
children by opening a n orphanage, a maternity residence , a shelter for 
abused and neglected children . Today , FSW is licensed as a home health 
agency, a mental health c l i n i c and offers ove r 25 programs which hel p 
parents, children , teenagers , th e elderly and the West End 
neighborhoods. Throug h the Bridgeport Chil d Advocacy Coalition , FSW 
also aim s t o improv e the well-being of Bridgeport's childre n throug h 
research, advocac y and community education. Over the last 15 0 years, 
Family Service s Woodfield ha s anticipated th e ever-changing need s o f the 
community and modified, expande d and changed our services t o address 
unmet needs. 

If YOUR AGENCY IS ACCREDITED BY ANY NATIONAL ORGANIZATION, PLEASE SPECIFY Chartere d by the Connecticut Genera l Assembl y in 1853. 

SPECIFIC PURPOSE OF ORGANIZATION AND A BRIEF DESCRIPTION OF ITS PROGRAMS 

Family Service s Woodfield's missio n is to strengthen familie s and 
communities by delivering effective , results-drive n program s and 
services, an d by advocating fo r family and community supportiv e policie s 
i n the public and private sectors . Today , FSW has 25 programs under 
seven servic e units ; Parent , Chil d & Youth Services; Psychiatri c 
Rehabilitation Services ? Olde r Adult Services ; HIV/AIDS Services 
Employee Assistance Programs, Community Building Initiatives , and 
Research, Advocac y and Community Education . 

GEOGRAPHICAL AREA SERVED 

Bridgeport, F a i r f i e l d 

NUMBER OF PEOPLE SERVED 

1 0 , 0 0 0 
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ORGANIZATION; FAMIL Y SERVICES WOODFIELD DATE : 8/31/9 8 

AMOUNT OF REQUEST OVE R WHAT PERIOD 

$25,000 1  Year 

IS THIS REQUEST FOR A NEW O R EXISTING PROJECT? 

New projec t 

DESCRIPTION OF PROJECT AND THE NEED THAT IS TO BE ADDRESSED 

After reviewin g the SHIP health data in October 1397, the community 
voted on Economic Developmen t a s a p r i o r i ty fo r the South End, West and 
West Side neighborhoods. Base d on thi s p r i o r i t i z i n g , th e SHIP Economic 
Development Tas k Force was forme d by committed members of the West sid e 
Community Council , ASPIRA, Famil y Service s Woodfield, and the City of 
Bridgeport-Housing and Economic Development . 

As part o f the SHIP goals t o develop a community actio n plan , th e Task 
Force interviewe d neighborhood groups to discover thei r needs and wishes 
for thei r community . Th e Task Force discovered tha t upper F a i r f i e l d 
Avenue had excellen t economi c development potential , bu t it was a n are a 
that was no t include d i n the high p r o f i l e West End development plans . 

Everyone in the Task Force agreed that th e best way t o improve 
conditions on F a i r f i e l d Avenu e was t o form a F a i r f i e l d Avenu e Merchants 
Association (FAMA ) from Park Avenue to the Railroad underpass (se e map). 
Once organized, FAMA w i ll hav e the a b i l i t y t o work more ef f e c t i v e l y wit h 
the c i t y o f Bridgeport o n economic development, safety , storefron t 
rehabilitation, landscapin g and other issue s which w i l l improv e the 
overall busines s environment for this area . 

Members of the SHIP Economic Developmen t Tas k Force designed a survey to 
assess needs an d aspiration s o f the F a i r f i e l d Avenu e organizations as 
well a s thei r interes t i n becoming involve d i n FAMA. Tas k Force members 
have alread y interviewe d 25 of some 50 diverse organization s o n 
F a i r f i e l d Avenue , includin g churches , ministries, healt h car e and socia l 
service organizations , wholesalers , manufacturers, gas stations , 
laundromats, funera l homes, and supermarkets. The Task Force is 
encouraged by the interest o f these organizations i n participating in 
FAMA and in improving their neighborhood. 

Despite the fac t tha t a  new polic e precinc t i s within a block of 
F a i r f i e l d Avenue , th e stree t i s s t i l l plague d by prostitution , homicide, 
violent crim e and theft . On e merchan t had to shoot a perpetrator wh o 
was f i r i n g bullet s throug h his office window. O n th e other hand, on e 
gas statio n owner reported tha t ther e are fewer "junkies " and crim e on 
his corne r sinc e Compare Supermarket moved in and made storefront an d 
sidewalk improvements. Thi s shows that even minor improvements t o the stree t ca n have a tremendous impac t on the community. Th e Task Force 
believes tha t FAMA can help F a i r f i e l d Avenu e organizations make many 
more of these improvements t o the neighborhood. 
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ORGANIZATION: FAMIL Y SERVICES WOODFIELD DATE : 8/31/98 

INDICATE PROGRAM OBJECTIVES, THE SPECIFIC POPULATION GROUPS, AND THE NUMBER Of 
INDIVIDUALS WHO WILL BENEFIT FROM THE PROPOSED PROJECT 

The SHI P Economic Development task forc e objective s a r e i 

• Inventor y the businesses, churches , school s and agencies on F a i r f i e l d 
Avenue, fro m Par k Avenue to the Railroad underpass . Inventor y 
willingness to become a part of a business association . Inventor y 
needs and concerns of businesses. 

• Pos t availabl e jobs , summer jobs for teens, internship s and 
apprenticeships at Family Service s Woodfield Job Bank. 

• Creat e a F a i r f i e ld Avenu e Merchants Association (FAMA ) to work on 
long-term economic development, aestheti c and safety issue s on 
F a i r f i e l d Avenue . 

• Presen t data fro m surve y at the f i r st FAMA meeting , 
• Provid e guidance and leadership to FAMA over f i r s t year . 
• Encourag e resident participatio n and the formation of a resident 

advisory group . 
• Allo w FAMA to take on a l i fe of i ts own. 

The specifi c populatio n groups and individuals who w i ll benefi t fro m the 
proposed projec t are described below: 

• Ove r 50 organizations on F a i r f i e ld Avenue , 

• A n estimated 50,000 customers, employees , parishioners , client s and 
residents who go to the stores, churche s and social/health 
organizations on F a i r f i e ld Avenue each year . 

HOW WILL THE PROJECT BE IMPLEMENTED 

The projec t w i l l be implemented by f i r st surveyin g the organizations on 
F a i r f i e l d Avenu e as described e a r l i e r. A  mailing w i ll go out in 
September, 1998 to announce the f i r st FAM A meeting schedule d for 
October, 1998 . The data fro m the surveys w i l l be presented to the 
group. Logistic s suc h as frequency of FAMA meetings, developin g an 
organizational structure , and discussion of p r i o r i t i es w i l l be 
discussed. Famil y Service s Woodfield w i l l announc e an RFP process for 
$20,000 in matching gran t money for such thing s as landscaping and 
storefront improvement s availabl e to FAMA participants throug h the 
Bridgeport Hospita l Foundation . Th e remaining $5,000 in grant money 
from the Bridgeport Hospital Foundatio n w i l l be used fo r printing, foo d 
and administrativ e overhead neede d to organize FAMA meetings in the 
f i r s t year . 

IS THIS A COLLABORATION? ARE OTHER ORGANIZATIONS INVOLVED? 

Yes, thi s i s a collaboration of the SHIP Economic Development Task Forc e 
which is comprised o f the Southern Healt h improvement Partnership, 
Family Services Woodfield, ASPIRA, West Side Community Council , 
Bridgeport Regiona l Business Council , and the City of Bridgeport -
Housing and Economic Development, 
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ORGANIZATION: FAMIL Y SERVICES WOODFIELD DATE : 8/31/98 

RFP PROPOSE D BUDGET -  Include Justification 
(Use this worksheet) 

Personnel Requee 
ted Kind 

SHIP c o o r d i n a t o r ( 3 hours X $21-00 X 52 wks) 3,276 

FSW C o o r d i n a t i o n ( 3 hours x $ 2 1 . 0 0 x 52 wks) 3,276 

C l e r i c a l ( 2 hours X $10.00 X 52 wks) 1,040 

t o t a l S a l a r y 
Non-Personnel 

p r i n t i n g / c o p y i n g 2,500 

Food f o r meetings 2,5Q0 

Matching Gran t f o r S t o r e f r o nt R e h a b i l i t a t i o n and Landscaping 32,500 

A d m i n i s t r a t i v e C o s t s 0.1 0 2,500 

T o t a l 37,500 10/032 

B u d g e t gratificatio n 

Coordinators: SHI P and FSW Coordinators w i l l work together to organize 
meetings, sen d out mailings, do follow up c a l l s, lea d meetings and issue 
RFP. 

Food and Printings Fundin g fo r food and printed materials is needed to 
run 12 monthly meetings in the f i r st year . 

Matching Grant: A  matching grant w i l l be available to FAMA members who 
would l i k e to make storefront and/o r landscaping improvements . W e 
believe tha t thi s smal l grant w i l l provid e incentiv e for organizations 
to beautif y their property and to participate in FAMA. Currently , no 
such fund s are available to businesses fro m the c i ty of Bridgeport. 


