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. SCOPE

The scope of this proposal is designed to support the City, the Foundation, the Center, and its
Resident Companies resolve key questions regarding the long-term sustainability of the Center
and its relationship with vested parties.

A key result of this proposal is a vision for increased ease of process and overall inflow of
revenue for arts and culture in Coppell from the private sector.

1) A review of current scheduling and fee conditions at the Coppell Arts Center to include:
a. Recommendations for that structure for the period 2023-2025
b. A rationale for any changes to current structure
c. Expectations in that case for both the Center and resident companies
2) Facilitation of a discussion on the above with the Center, Resident Companies, and the
City Council, leading to a resolution of scheduling and rental fee questions
3) A plan to strengthen the fundraising activities of the Foundation, including its relationship
with other funding entities in the City, both public and private
a. Consideration of whether the Foundation can partner more extensively with other
entities and in that scenario a vision for roles each party might play in a
heightened relationship
b. A vision for the Foundation’s relationship with the Center, Resident Companies,
and other local stakeholders
4) Support for the Center’s Resident Companies with a focus on the development of key
strategies to assist in their own revenue development

Il. METHODOLOGY AND PROCESS

A. Discovery

At the onset of the process we will meet with all vested parties — in person, by phone, or
videoconference — to understand their perspective on the issues at hand. Specifically this will
include representatives from Arts Center management, Resident Company management,
Foundation management, and City management. We will request appropriate data from each
party to understand current conditions regarding fees and scheduling at the Center. We will also
seek to understand precedent decisions — including directions from Council — that influence
current activities and the successes and concerns that characterize the discussion regarding
scheduling and fees to-date.
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B. Environmental Analysis

Taking into consideration the study that has already been done on these matters our team will
supplement existing data from peer set examples at the regional and national levels, seeking to
illustrate methodologies by which similar institutions in similar circumstances have approached
these questions to achieve long-term sustainability. In this effort we recognize that significant
study has already been undertaken and that there is no 1-1 fit for the conditions at Coppell Arts
Center. This supplemental data will serve to augment extant analysis and provide additional
context and additional rationale for the path chosen.

C. Consultation with Resident Companies

At this stage, our team will work one on one with each Resident Company by videoconference to
understand the conditions faced internally and consider additional strategies for revenue
development relevant to their needs and capacity. As a result of these meetings we will offer
recommendations and strategies for enhanced revenue development for each resident
company, to the extent such is desired.

D. Recommendations, Consultation Period, and Implementation Plan

At this stage, our team will issue Recommendations pertaining to:

i.  Scheduling
ii. Fee Structure
iii.  Foundation Fundraising (see appendix for detail)
iv.  Foundation relationship with Other Parties — including the Arts Center, the City, and
Resident Companies

We will issue these recommendations in a setting and format convenient to the City and the
Foundation.

Following the issue of recommendations, we will engage in a one-month consultation period,
wherein we will take feedback from all vested parties and, as necessary, modify the
recommendations before issuing a final set of recommendations at the conclusion of the
process.

A top-line implementation plan - illustrating key actions and responsible parties for the
implementation of the recommendations — will attend the final recommendations.
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lll. DELIVERABLES

The final deliverables are:

A. Summary of Discovery and Environmental Analysis
B. Recommendations and Plans
C. Implementation Plan

These deliverables will be provided in narrative format (e.g. Microsoft Word).

IV. PROCESS AND TIMELINE

The anticipated process and timeline is as follows:

Discovery Weeks 1-4
Environmental Analysis Weeks 3-6
Consultation with Resident Companies Weeks 4-7
Recommendations Week 9
Consultation Period Weeks 9-12
Final Deliverables Week 13

V. FORMAT OF MEETINGS

The process anticipates two in-person visits: at the onset of Discovery and to issue initial
Recommendations. All other meetings are anticipated to be conducted by phone or
videoconference.

VL. BUDGET AND PAYMENT SCHEDULE

The fee for services is $65,000 plus travel support of $4,000. This fee is inclusive and covers all
Institute expenses including salaries, insurances and taxes. It does not include any business
registrations to conduct business in Coppell, if any, which will be billed for reimbursement in
addition to this fee.

The fee is requested in three installments:

A. Upon Contract (25% of the Fee)
B. Upon Delivery of Recommendations (50% of the Fee)
C. Upon Delivery of Final Deliverables (25% of the Fee)
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VII.

APPENDICES

A. Consultant Information

DeVos Institute of Arts Management at the University of Maryland
1300 Pennsylvania Avenue NW, Suite 410

Washington, District of Columbia 20004

http://devosinstitute.net/

Primary Consultant

Brett Egan

President

DeVos Institute of Arts Management at the University of Maryland
1300 Pennsylvania Avenue NW, Suite 410

Washington, District of Columbia 20004

B. Detail — Fundraising Plan for the Foundation

The analysis would seek to answer several key questions, for the purpose of strengthening and
advancing the mission of the Foundation.

What is timely, unique and vital about current Center programs? What is the
Foundation’s vision, together with Staff, for the future of the Center? What is its case
for support?

What is the Foundation’s unique role in the funding ecology, and why is providing
funding through the Foundation efficient for donors?

What is the Foundation’s potential role in support of Resident Companies?

What is the current strength of understanding of this position amongst the Coppell
public?

What arguments will motivate the public, philanthropists, foundations and corporations
(current and prospective) to further invest, or invest for the first time, in the
Foundation?

How will these arguments be conveyed? Who will convey them, and through what
vehicles?

What methods will be most effective for the Foundation to convert interest and goodwill
developed through this argument into philanthropic support (e.g. annual funds,
targeted campaigns, special events)?

Upon which foundations, corporations, and individuals should Foundation focus its
cultivation and solicitation efforts?

What internal infrastructure, including systems and human resources, will be needed to
facilitate a sustainable, effective approach to building and sustaining a broader donor
base?

What role will the Foundation Board and Staff play in this effort?
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Deliverables

1.

2.

A system for the identification, cultivation, solicitation, and stewardship of individual,
foundation, and corporate sponsors/donors.
Talking points (or revised talking points, based on current Foundation materials) outlining
the Foundation Case for Support.
An institutional marketing strategy for the Foundation Institutional marketing is the
strategy required in order to increase visibility for Foundation activities, and build a sense
of loyalty and appreciation of them. This in our view would be imperative for the
Foundation to maximize its argument amongst Coppell area prospects.
Research conducted by our team on the Foundation’s top 50 current or likely donors.
This will include wealth screening and other research on a list of current donors or
prospects provided to the Institute by Foundation.
In addition, our team will develop a list of no fewer than 20 new individual, corporate,
government, or foundation prospects for cultivation by Foundation, and present this list,
together with associated research.
Three model paths for cultivation and solicitation, illustrating a replicable process for
each of the three solicitations.

a. For Individual Donors

b. For Foundations

c. For Corporate Sponsors
These paths will include:

a. A Case for Support

b. A cultivation strategy

c. A solicitation strategy

d. A rationale for the figure requested

As part of the Planning process, our team will additionally:

a. Consult with Foundation on the identification of a proper CRM, if necessary, to
support its fundraising and research efforts

b. Develop a staffing model to support the fundraising effort, accounting for current
resources, and establishing thresholds for additional investment in human
resources, based on new revenues

Following the completion of Strategy, the Institute will provide Foundation with a detailed
implementation plan that assigns responsibility and a timeline for the execution of each
strategy. This plan is built in Excel and ensures a practical path toward the implementation of
each objective and attendant strategy or tactic. A financial plan will also be built, for the
fundraising operation for a three-year period illustrating ROI, Delta, and key performance
metrics.
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C. About the DeVos Institute of Arts Management

The DeVos Institute of Arts Management at the University of Maryland provides training,
consultation, and implementation support for arts, culture, education, and humanities institutions
worldwide. Since its inception in 2001 at the John F. Kennedy Center for the Performing Arts in
Washington, D.C., the Institute has advised more than 2,000 organizations from over 80
countries in the implementation of a wide variety of planning and operational objectives.

Foremost amongst its services is the development of practical strategic and business plans to
support organizations at start-up, transitional, and advanced operational stages. In this work the
Institute has advised a broad range of institutions in the United States, Europe, Asia, and the
Middle East including the Apollo Theater (New York City), the American Repertory Theater at
Harvard University (Cambridge, MA); the Yale Schwarzman Center (New Haven, CT); Qatar
Foundation (Doha, Qatar), The National Kaoshiung Center for the Arts (Taiwan), Motown
Museum (Detroit, MI), the National Symphony Orchestra (Washington, D.C.); Cooper Union
(New York City); The National September 11 Memorial and Museum (New York City), the
Serpentine Galleries (London); and the Royal Opera House Muscat (Oman), to name a few.

These services often combine the development of program planning; marketing and fundraising
strategy; board development; and financial planning with comprehensive capital campaign
planning services that assist organizations in determining right-size and fundraising potential.
Campaign planning and implementation services support clients in the development of
campaign goals and budgets; calibrating goals to market as advised by robust feasibility
analysis; source prospecting, cultivation, and solicitation; anticipating the impact of the
campaign on the core operation; identifying and structuring campaign leadership; and campaign
implementation.

In this work, the Institute has developed expertise in a wide range of arts, culture, humanities
and educational institutions, including performing and presenting organizations, museums,
galleries, art schools, libraries, universities, public media, public art trusts, and nonprofit
filmmaking institutions. Recent, representative clients illustrating this range of application include
the National Public Radio Foundation (Washington, D.C.); the Sundance Institute (Park City, UT
and Los Angeles, CA); the City of Philadelphia Mural Arts Program; the Park Avenue Armory
(New York City); the Charles H. Wright Museum of African American History (Detroit, Ml); the
National YoungArts Foundation (Miami, FL); the Loggerhead MarineLife Center (Jupiter, FL);
Miami City Ballet (Miami, FL); the LongHouse Reserve (East Hampton, NY); Santa Monica
College and the Broad Stage (Santa Monica, CA); and Public Art Fund (New York City).

As a consultant and educator, the Institute has been engaged by national, state, and local
governments as well as leading philanthropies to provide long-term, intensive training and
support for thousands of cultural organizations in over 30 American cities and over a dozen
countries around the globe. These philanthropies include the Ford Foundation, for which the
Institute led a multi-year initiative to support 27 diverse organizations throughout the United
States in the development of right-sized, sustainable infrastructure. Other recent philanthropic
and government partners include the national funding and/or arts agencies of England, Ireland,
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the Czech Repubilic, Vietnam, Norway, Croatia, Trinidad and Tobago, Oman, and Taiwan.

In partnership with Bloomberg Philanthropies, the Institute has led the most comprehensive
known capacity building program in United States history. Through this partnership, which
extends from 2009 to present, the Institute has trained and/or consulted over 700 organizations
in fourteen American cities: Atlanta, Austin, Baltimore, Boston, Chicago, Dallas, Denver, Detroit,
Los Angeles, New Orleans, New York City, Pittsburgh, San Francisco, and Washington, D.C.

Other philanthropies by which the DeVos Institute has been recently engaged as a consultant or
service provider include the American Express Foundation; Bank of America; Business to Arts
(Ireland); Cultural Council of Palm Beach County; DTE Energy Foundation; Frey Foundation;
Grand Rapids Community Foundation; John S. and James L. Knight Foundation; Kresge
Foundation; Miami-Dade County Department of Cultural Affairs; Michigan Council for Arts and
Cultural Affairs; the Murdoch Trust; the Oregon Community Foundation; Steelcase Foundation;
Trust for Mutual Understanding; Upper Manhattan Empowerment Zone; and the U.S. Department
of State.

D. DeVos Institute Expertises

= Strategic Planning. For the last decade, we have deepened our work in strategic
planning with arts institutions, city governments, philanthropies, community
organizations, arts schools, and other non-profit entities worldwide. Our six-phase
planning process is designed to address a range of organizational states: from those in
crisis to those looking to cement and accelerate a position of strength. Throughout the
process, we engage key stakeholders and beneficiaries to provide insight into the
organization and its environment. Each plan is carefully tailored to address the
organization’s unique mission, goals, and challenges, as well as seek increased
relevance for all members of its communities. The Institute’s approach values
transparency and due process but does not forgo visionary action for the sake of
consensus.

= Creative Placemaking. From 2010-2017, we had the pleasure of collaborating with the
Ford Foundation to implement the capacity-building functions of its 10-year,
$100,000,000 Supporting Diverse Arts Spaces initiative. During this time, we supported
the creation or expansion of 24 arts facilities throughout the United States, from
Anchorage to Miami. Many of these centers were focused on building place-based
cultural infrastructure in ALAANA communities. The goal of this program was to develop
cultural infrastructure that was economically sustainable, accessible, equitable, and of a
quality on par the creative practices they house.

» Capacity Building. We have worked with philanthropic, civic, cultural, and corporate
leadership to provide cohort-based capacity building in 19 American cities and 6
countries worldwide. These two-year group intensives provide in-person group training,
web-based master classes, and one-on-one, on-site consultation with each participating
organization. Capacity Building Intensives have been mounted in: Atlanta, Austin,
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Baltimore, Boston, Chicago, Dallas, Denver, Detroit, Grand Rapids, Los Angeles, Miami,
New Orleans, New York City, Orlando, Pittsburgh, Portland, San Francisco, San Jose,
and Washington, DC. An international version has been offered in Croatia, England,
Ireland, Trinidad & Tobago, Vietnam, and Oman. Through these programs, we have had
the opportunity to support deep partnerships between foundations, governments,
cultural organizations, and their communities with the goal of increased sector-wide
resilience.

Capital Campaign Planning and Implementation. Our team has undertaken planning
for capital campaigns ranging from the hundreds of thousands to hundreds of millions of
dollars. A current, $3 million campaign focuses on developing working capital, an
endowment, and a programming reserve for the country’s largest and most diverse book
fair, housed within the nation’s largest community college. A recent planning process
defined a path for a historic museum dedicated to one of our country’s legendary
recording studios to raise $50 million, while developing new functions to increase
relevance, such as a vibrant social enterprise focused on connecting African-American
youth to opportunity in the creative industries. And our team oversaw the planning phase
of a $250 million expansion effort at the John F. Kennedy Center for the Performing Arts
in Washington, D.C. This campaign sought to link the Center — which has been
historically segregated from both Washington and Northern Virginia by impassable
highways and the Potomac River — with its neighboring constituents and create a
stronger sense of place for this American icon.

Sector Planning. We have led city-wide planning efforts in Memphis, St. Louis, Grand
Rapids, and Detroit, focusing on developing synergy and collective impact. Here we
support our partners in philanthropy and government to seek innovative, cross-sector,
and inter- agency responses to city-wide objectives, while keeping art and creative
economy at the center of the conversation. This work has extended in to the
development of new, landmark cultural infrastructure to anchor creative communities,
such as a recently-completed effort in support of a first-of-its-kind center for creative
industry in Doha, Qatar — a roughly billion-dollar cultural and civic center in downtown
Doha, Qatar.

Services for Arts Schools. The Institute provides specialty services for art schools. The
Institute understands that art schools — inclusive of public, private, or charter institutions —
face a wide range of specific challenges. In response, the Institute provides such tailored
services as: Executive, senior staff, and board leadership coaching; strategic planning;
board and staff intensives; academic and artistic program evaluation; and fundraising and
marketing consultation.

Board Development. The Institute offers Board Development Intensives in cities around
the United States in partnership with local leadership. These two-day intensives address
the following topics through the lens of the challenges facing the environment: recruiting
and management board members; achieving fundraising success; maximizing the staff-
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board relationship; creating institutional image and impact; financial planning; developing
and supporting effective marketing campaigns; and identifying and hiring an executive
director.

= Leadership Development. The Institute’s fellowship program is offered free of charge to
arts managers from across the United States and around the world who are selected
through a competitive application process. These fellows attend a four-week program in
residence at the University of Maryland each summer for three consecutive years.
Graduates of the fellowship programs have gone on to senior positions at such
organizations as the American Conservatory Theater (San Francisco), Ghetto Film
School (Los Angeles), Bosnian National Theatre Zenica, Ciudad Cultural Konex
(Argentina), Cultural Center of the Philippines, Dance UK, Estonian Philharmonic
Chamber Choir, lvan Honchar Museum & National Center of Folk Culture (Ukraine),
Lincoln Center for the Performing Arts (New York), Los Angeles Chamber Orchestra,
Mexican Center for Music and Sonic Arts, Moscow Virtuosi Chamber Orchestra (Russia),
Nashville Children’s Theatre, National Arts Council of Zimbabwe, National Centre for the
Performing Arts (China), Queensland Performing Arts Centre (Australia), Singapore
Repertory Theatre, and Vancouver International Film Company (Canada).

E. Conceptual Approach

At the highest level, the Institute’s planning approach is informed by its proprietary model for
building and sustaining healthy cultural organizations and ecosystems: The Cycle. This practical
philosophy of organizational and sector-wide development and sustainability observes that
thriving cultural ecologies hold several core characteristics in common:

e Their constituents’ programming is bold, mission-driven, and
balanced;

e They are positioned to aggressively market their programming, as
well as the institutions behind it;

e The resulting visibility produces a swell of interest and
enthusiasm among a diverse “family” of ticket-buyers, community
members, students, board members, donors, funders, and
volunteers;

e They make it easy and enjoyable for that family to get more
involved—to contribute money, time, or connections; and

e They reinvest revenue produced by that family in necessary
infrastructure, as well as ever-more dominant programming that,

marketed well, entices a larger, more diverse, generous, and connected family.

When this cycle repeats year after year, all stakeholders—governments, workforce, volunteer
trustees, community members, and other members of the ecosystem’s “family”—sense they are
part of a strong, successful, progressive enterprise. For those with means, this momentum
encourages increased generosity and ambassadorship; for those with skill and time, a swell of
pride and focus drives increased engagement and productivity. These organizations and
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ecosystems grow steadily — donor by donor, patron by patron, ally by ally — to build and sustain
superior artistic program, community relevance, and financial health.

F. Key Personnel Biographies

Brett Egan
President, DeVos Institute of Arts Management

Brett Egan provides planning and training services for arts and culture organizations in the
United States and around the world. He specializes in strategic planning; succession planning;
capital campaigns; annual fundraising; fundraising campaigns; community- based practice;
human resource development; board development; and institutional and programmatic
marketing.

Recent representative clients include the Apollo Theater (New York City); Sundance Institute
(Los Angeles and Park City); National Public Radio Foundation (Washington, D.C.); Doha Center
for Creative Industry (Doha, Qatar); American Repertory Theater (Cambridge, MA); The National
Symphony Orchestra (Washington, D.C.); The September 11 National Memorial and Museum
(New York City); Motown Museum (Detroit, MI); Movimiento de Arte y Cultura Latino Americana
(San Jose, CA); KERA (PBS/NPR North Texas; Dallas); Outfest (Los Angeles); International
Center for Photography (NYC); Women in Film (Los Angeles); Philadelphia Mural Arts Program;
the Longhouse at Evergreen State College (Olympia, WA); Hi-Arts/Hip Hop Theater Festival
(NYC); Arts for LA (Los Angeles, CA); Cornerstone Theater (Los Angeles, CA); Center for Asian
American Media (San Francisco, CA); Asian Arts Initiative (Philadelphia, PA); Memphis
Symphony Orchestra (Memphis, TN); National Black Arts Festival (Atlanta, GA); and From the
Top (Boston, MA).

As needed, he partners with clients to provide interim leadership while permanent leadership is
sought. For instance, in 2011 and 2012, Mr. Egan served as Interim CEO of the Royal Opera
House Muscat (Oman), working with local leadership to open this first-of- its-kind institution on
the Arabian Peninsula. Mr. Egan led the organization through a successful first season with
performances by Renée Fleming and Andrea Bocelli; the Mariinsky Ballet, La Scala Ballet, and
American Ballet Theatre; the Royal Philharmonic, Vienna Philharmonic, and the London
Philharmonic Orchestra; and four operas including Franco Zeffirelli's Metropolitan Opera
production of Turandot and the world premiere of a new Carmen commissioned and produced
by the Royal Opera House. The inaugural season attracted a diverse audience of Omanis and
expatriates with average attendance at 92 percent of seating capacity. In 2013, Mr. Egan again
supported the Opera House in its development of the first library of musical arts and education
on the Arabian Peninsula. Mr. Egan’s tenure ended with a successful transition of responsibility
to the institution’s first permanent CEO.

From 2006 to 2009, Mr. Egan served as Executive Director of the New York-based modern
dance company, Shen Wei Dance Arts, which toured an average of two dozen cities worldwide
each year, was a Kennedy Center resident company, and was a principal contributor to the 2008
Olympic Opening Ceremonies in Beijing. Prior to 2006, Mr. Egan worked with a variety of
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cultural organizations including Lincoln Center Theater, New York Theater Workshop, the Annie
Leibowitz Studio, and Santa Fe Opera.

Mr. Egan is the co-author, with Michael M. Kaiser, of The Cycle: A Practical Approach to
Managing Arts Organizations (2013).

Mr. Egan is a frequent guest at national and international conferences, speaking on a range of
topics from audience engagement and fundraising to the role and impact of new media in arts
management today. He regularly facilitates discussions amongst diverse stakeholders on behalf
of regional and national foundations to identify common interest and deliver strategic direction,
often at the intersection of cultural practice and broader civic concerns.

Mr. Egan graduated magna cum laude from Harvard University with a degree in Cultural and
Performance Theory, received the Antarctic Service Medal and a Princess Grace Fellowship
(Monaco), and wrote a travel guide on the Trans-Siberian Railroad. He is a trained actor and
theater director and, throughout his upbringing in Long Beach, California, studied classical piano
theory and performance.

He and his wife, Joan, and daughters, Bell, Lark, and River, live in Asheville, North Carolina.

Nicole Kidston
Senior Consultant, Development

Nicole Kidston most recently served as the Deputy Director of Development for Park Avenue
Armory, a groundbreaking cultural institution in New York that produces unconventional work
that cannot be mounted in traditional performance halls and museums. In this capacity, Nicole
led the day-to-day operations of the 13-person Development Office and worked closely with this
staff to continue fundraising growth across the corporate, government, foundation, events and
individual giving areas. Nicole joined the fundraising team of the Armory in 2015 and has grown
fundraising 30% from 2015 to 2017.

From 2005 to 2015, Nicole served in a variety of capacities in the Development Office of the
John F. Kennedy Center for the Performing Arts. In her last role at the Kennedy Center, she
served as one of the Directors of Development, focusing on the National Symphony Orchestra
(NSO) and Washington National Opera (WNO). Her portfolio included identifying and raising
over $25 million annually, with a team of 18, through individual, government, foundation and
corporate support. Her portfolio included 4,700 donors, with 150 at the $25,000 level and above.
She focused particularly on Board development, Major Gifts, sponsorships of concerts,
productions, series, and educational initiatives, and event fundraising including the annual NSO
Season Opening Ball, the annual WNO Opera Ball and over 170 cultivation events throughout
the year. Nicole designed the $10 million fundraising campaign for the WNO’s 2016 Ring Cycle.

Also at the Kennedy Center, Nicole served as the Director of Affiliate Individual Giving and the
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Manager of National Symphony Orchestra Development. In her time as a Director and Manager
at the Kennedy Center, she and her teams raised approximately $120 million.

Prior to that, Nicole coordinated Kennedy Center major giving for the Washington, DC area and
also facilitated the international donor travel program and major giving for international festivals
and programming.

Nicole has a degree in Art History from the Ohio State University.

Lucy Pope Doughty
Manager of Consulting Services, DeVos Institute of Arts Management

Lucy Doughty serves as the primary project manager for the Institute's portfolio of pay-for-
service consultancies and provides research, internal assessment, and strategy development
support for clients across a range of arts and cultural industries.

Lucy has a background in visual arts. She received her master's degree in history of decorative
art from the Corcoran College of Art + Design program at the Smithsonian Institute, with a focus
on 19th-century American furniture, as well as a bachelor's degree in history from Wake Forest
University. Her onsite experience extends to museums throughout the Southeast and Mid-
Atlantic including the Biltmore House, Newseum, Sandy Spring Museum, and Earl Scruggs
Center.
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