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Community Experts: Providing Human Resources for Community Activities
Opening our doors to our stakeholders
One of the ongoing problems in getting sustainable funding for the volunteering infrastructure is that often people are just not aware of what we do, and how specialised our work is.  One way to counter this is to open our doors and invite some of our key stakeholders to actually come in and see what we do day to day. This quick guide covers some ideas on holding an open day.

Deciding who to invite
Ideally you want to showcase your work to key stakeholders.  This might be people who can provide you with funding, or people with influence who can advocate on your behalf.  You might want to invite local MPs and councillors, key staff members from your local council, funders, people from local community groups, people from your local press etc. Don’t just go for people who are potential funders, having a wide variety of strong advocates on your side are also important.  
You could also invite stakeholders such as volunteer-involving organisations, local strategic partners and volunteers to add stories of support needs and the impact of volunteers and your activities to support them engage volunteers.
Selling the day to them

People are not going to want to come if they suspect you are just going to badger them for funding.  It is important to sell the day as an opportunity for them to find out what you can do for them (and then hopefully the money might follow!). It might be a good idea to have a look at how your work aligns with some of their aims and objectives, and give some examples of the work you do that is a good ‘fit’.   
What is important is that this is a chance for them to see that you are experts in this area, and that you have all the tools/ knowledge etc. needed to support volunteering locally.  Ideally the aim of the visit is not for them to take pity on you because you are so badly resourced/are in a cramped office/ don’t have secure funding, but for them to go away feeling impressed by what you are achieving, and excited by what you are doing, and the possibility of working with you in the future.
How to get the message across

Obviously every Volunteer Centre works differently but some things you might want to think about are:
· Sit down and show how V-base works.  Lots of people argue that online databases like do-it mean there is no need for Volunteer Centres to do brokerage work.  This would be a good opportunity to show the difference that having someone to walk you through the system and advise you makes.  It would also be a good opportunity to highlight the hard work that goes into inputting and updating the opportunities that get uploaded to do-it
· Talk to some of your volunteers.  You might want to invite some of the people you have supported to volunteer in to talk about what they are doing and how you have helped them.  This would be a good chance to highlight the range of people you work with, and the kind of support that is needed to ensure ‘non-traditional’ volunteers find and sustain volunteer roles
· Talk to some of the groups you work with.  You might want to arrange for the open day to coincide with a Volunteer Managers Forum, or training session so that they can see the kind of support you offer, and talk to some of the people you are working with

· Highlight your successes.  Make sure you have some facts and figures to hand that show the kind of impact you make.  You might want to prepare some materials outlining your key achievements for them to take away with them  
Following up

Make sure you follow up on the visit by maintaining the relationship.  You might want to invite them to future events, add them to your mailing list so they are getting regular news updates, or just follow through with further information about anything that interested them.
