DSAGC Strategic Plan 2011 - 2014
Vision
All people with Down syndrome are included and valued as contributing members of society;  2) All people with Down syndrome are treated with respect and, 3) All people with Down syndrome have the chance to pursue their own happiness as they live, work and play.
Mission
The mission of the DSAGC is to empower individuals, educate families, enhance communities and together celebrate the extraordinary lives of people with Down Syndrome
Goals, Objectives and Strategies
1. Empower Individuals	
Objective: Increase number of self-advocates/families 18+ by 10 a year that attend 2 or more events/programs annually.
Strategies:  						
0. Offer taxi vouchers to help with transportation (Pam)
0. Apply for grant by end of 2011
0. Disseminate information at least annually
0. Work with federal transportation grant
0. Work with Goodlife Networks to help with planning for independence (Pam)
1. Serve on Goodlife Network Board
1. Provide facilitator services to families by end 2013
0. Pilot an Independent Living Options like the Mission Project (Pam)
2. Visit Kansas City program with parent by end 2011
2. Established core family planning group by end 2012
2. First residential up and running by end 2013
0. Recruit adults not being served (Pam)
3. Target marketing to adults
3. Present to 9 counties’ adult services and transition services about DSAGC and Adult Matters
0. Provide opportunities for meaningful socialization (Pam)
4. Include social opportunities in monthly calendar
4. Offer training for social skills annually

1. Educate Families
Objective: Increase downloaded information from website by 10% a year
Strategies:  
1. Distribute educational information to new parents (Martha)
0. Create and post downloadable information on website geared towards new parents
1. Host annual “niche” conference drawing from local and national attendees and have downloadable information on website (Sally)
1. Inclusion in 2011
1. Alzheimer’s in 2012
1. DS and Autism and in 2013
1. 150 participants with 75% providing positive evaluations
1. Educate families on Transition to School and Transition to Adulthood (Molly, Pam)
2. Hold Transition Boot Camps for targeted families
2. Have downloadable information on website
1. Educate pre-natally diagnosed families (Martha)
3. Refer and support online community of pregnant moms with child with Ds
3. Meet with experts to determine how to support families that are prenatally diagnosed
3. Disseminate downloadable information on website. 
1. Make it easier to find information on website/ Leverage website for best use (Sally)
4. Add links on different pages
4. Create tertiary tabs for health care
4. Investigate and determine 3 new strategies for enhancing current website
4. Create website/technology committee to oversee improvements
1. Improve and leverage database (Quentin)
5. Replace Raiser’s Edge
5. Capture and use family information to target family interests

1. Enhance Communities 
Objective:  Increase number of external organizations/ companies that actively partner with DSGAC for non-fundraising events/programs by 5 each year.  
Strategies:    
        a.    Grow and support Satellite Groups (Janet/lead staff)
i.	Create Satellite Group manual and hold Satellite Group Conference by end 2011 
ii.	Have 6 groups by end 2011
iii.	Have 8 by end 2012 
iv.	Have 10 by end 2013
v.	Add satellite group facilitator duties to volunteer contract/coordinator by end of 2012
b. Develop partnerships with school districts by providing training and support to “dream teams” of parents and schools 
i. Have 10 Dream Teams Enrolled by end of 2011, 15 by end of 2012 and 20 by end of 20103 (Molly)
ii. Have 40 parents enrolled in School Age Matters Mentor Training (Molly)
iii. Identify parents/teachers to write articles for our DS Press (Molly)
iv. Host quarterly informal round table discussions for educators to share concerns and solutions with 80% of participants will report that they benefitted (Sally)
v. Post 2 questions quarterly on Teacher email network (Sally)
vi. Increase Teacher Email by 25 names making 211 names by end of 2011 (Sally)
vii. Create 3 issues of teacher newsletter, ds school press  (Sally)
viii. Engage schools and families in spring Educational Collaborative Summit outcomes (Janet)
c. Educate community family physicians, dentists, pediatricians, etc. on Ds (Sally)
i. Add 25 new physicians to our mailing list each year
d. Reach out globally to Ds organizations in other cities to help them progress and support people and families with Ds   (Janet and Christina Pellati)
i. Identify 3 key players/agencies in Uganda and send them requested information and materials.  Identify materials to offer.
ii. Work with Embrace the Children to reach out to Uganda planning a country wide conference in 2013 for workers and families.
iii. Take 1 or 2 people with Ds to visit Uganda.
iv. Set aside $500 for 2011 in DSAGC budget.
v. Hold Monthly meetings
vi. Support Christina, Eddie and group of Children’s Hospital doctors that are tentatively scheduled to visit to Uganda in 2011
1. Celebrate Lives
Objective:  Increase attendance to DSAGC events that celebrate achievements of people with DS by 5% every year (St. Patrick’s Day Parade, Picnic, Holiday Party, Winter Dance, Buddy Walk After Party)  (Quentin) 
Strategies:  
3. Partner with organizations that have a wide recognition and impact in the community to organize awareness events that have citywide reach (Reds First pitch, Bengals game, Musical events,  etc) (Quentin)
0. Work with Joyce and Kevin Unkraut’s connections at the Red’s to have DSAGC participate as beneficiary on Red’s on GiveBack Days (plan is to tie Day into the Buddy Walk where DSAGC gets to participate in ceremony, first pitch, visit with players, etc.)
0. [bookmark: _GoBack]Work with YPG’s Katie Frank to apply for beneficiary with Bacchanalian/Wine event
0. Work with the Allens’ to partner with Fuller Ford for Buddy Bash
0. Actively recruit one organization a year to expand outreach efforts 
3. Enable & support the expansion of the National DS Adoption Network
1. Create national NDSAN brand
1. Create NDSAN letterhead, website, facebook page, brochure and booklet and make available widely to a variety of stakeholders
1. Create online form to collect information from families for registry
1. Create process to keep information up to date by periodically contacting families 
1. Work with NKU to develop survey to affiliates and national marketing plan
1. Present at 3 national conferences in 2011 to market NDSAN
1. Participate on Congenital Conditions Task Force, Informed Decision Making Task Force and other committees reaching new and prenatally diagnosed parents
1. Submit 5 award nominations for NDSAN and/or Robin
1. Contract with Director and Assistant Director
1. Hold 6 Steering committee meetings a year
1. Collect and get permission to share stories from birth and adoptive families for a variety of uses 
1. Apply for six grants to support NDSAN
1. Continue increasing use of technology
1. Establish relationships with other agencies to collaborate, 
1. Organize outreach to ministers 

1. Benchmarks for “How to Win”
4. Benchmark – Number of volunteers in volunteer database will increase by 10% a year
Leverage groups of volunteers to own and execute programs
0. Support growth of satellite group and pre-satellite groups (see 3a)
0. Expand volunteer database 10% a year starting from a baseline of 340 volunteers 
0. Send out volunteer e-newsletter 3 times a year
0. Have a volunteer coordinator to organize and support programs run by volunteers 
3. Contract with individual for 2011 ($10,000)
3. Hire temporary or part time individual for 2012 ($15,000)
3. Increase hours of position for 2013 ($20,000)
4. Benchmark – Meet projected monthly income and expenses. 
1. Hold Black Tie Gala event or 4th major Fund Raiser (Buddy Bash in 2011)
1. Number of grants DSAGC applies for each year 
1. Actively look for grants to support our programs. 
1. Have in house grant writer or hire a grant consultant (2011 contract for $2000)
4. Benchmark - Active marketing campaign to promote the DSAGC Brand (will create measure when plan is created)
0. Work with CAP to develop and follow annual marketing plan 
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