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 Many times at the end of a training or a speech about fundraising 
techniques and principles, I am asked, “What are the most 
important things to remember?” Usually the person asking is 
either a volunteer with little time to help with fundraising, a 
person new to fundraising and overwhelmed by the number of 
details she or he has to keep in mind, or a staff person who is not 
responsible for fundraising but wants to help.

Over the years, I have thought about what I consider the ten most 
important things to know about fundraising. The items are not 
presented in order of importance, although #1 is probably the most 
important; nor are they in order of difficulty. If there is any order, 
it is the order in which I understood these things and integrated 
them into my own fundraising work. Undoubtedly, other skilled 
fundraisers would have slightly different lists, but this list has 
served me well for many years. I hope you find it useful.

1. IF YOU WANT MONEY, YOU HAVE TO ASK FOR IT

While there are some people (may their kind increase) who will 
simply send an organization money or offer money without being 
asked, there are not enough of them to build a donor base around. 
Most people will not think to give you money unless you make 
your needs known. This is not because they are cheap or self- 
centered; it is because most people have no idea how much it costs 
to run a nonprofit, or how nonprofits get money. If you don’t ask 
them, they will simply assume you are getting the money 
somewhere. They have no reason to think your group needs 
money unless you tell them, the same way they have no reason to 
know if you are hungry, or unhappy, or needing advice.

Millard Fuller, who founded Habitat for Humanity, says, “I have 
tried raising money by asking for it, and by not asking for it. I 
always got more by asking for it.”

2. THANK BEFORE YOU BANK

Once you receive money, you must thank the person who gave it 
to you. I have found that disciplining myself not to deposit checks 
until I have written the thank-you notes has forced me to make 
thank-you notes a priority. I am not rigid about this rule because if 
I get behind in my thank-you notes, and then don’t deposit the 
checks for a while, the donors may wonder whether we really 
needed the money.

Thank-you notes do not need to be fancy and should not be long. 
If at all possible, they should include a personal note, even if it is 
from someone who doesn’t know the donor. You can add 
something as simple as, “Hope to meet you sometime,” or “Check 
out our website,” or “Happy holidays,” or even, “Thanks again — 
your gift really helps.”

Many organizations have created note cards for staff and 
volunteers to use when writing thank yous. The front of the card 
has the logo of the group, on the top half of the inside is a relevant 
meaningful quote from a famous person, and the bottom half of 
the inside is used for the thank-you message. It is a small space, so 
you really can’t say much.

Many databases will print out a thank-you note after you enter the 
information about the donor — saving valuable time. These are 
best if accompanied by a personal note at the bottom.

The ten most important things you can know about fund raising                                                   
By Kim Klein

Continued on page 3

http://www.blackcanyonchorus.org
http://www.blackcanyonchorus.org
http://www.blackcanyonchorus.org
http://www.blackcanyonchorus.org
http://www.blackcanyonchorus.org
http://barbershopsingingmontrose.yolasite.com/
http://barbershopsingingmontrose.yolasite.com/


BLACK CANYON BARBERSHOP CHORUS                 www.blackcanyonchorus.org ! MONTROSE COLORADO

Page 2 of 9 pages

CANYON CHORDS is the official 
monthly publication of the Black 
Canyon Barbershop Chorus known as 
the Montrose, Colorado, chapter of 
the Barbershop Harmony Society.  
Opinions stated in this bulletin are not 
necessarily those of the Chapter, the 
Editor, or possibly even the stated 
author.  

2012 CHAPTER OFFICERS
(Term expires 12/31 in year shown 
after office)

PRESIDENT (2013)
! Larry Wilkinson!
IMMEDIATE PAST PRESIDENT
! Larry Wilkinson
SECRETARY (2012)
! Chuck Frush!
TREASURER (2012)
! Rex Pierson!
PROGRAM VP (2013)
Larry Cooper
MEMBERSHIP VP (2012)
! Kevin Cohenour !
PUBLIC RELATIONS VP (2013)
! Dennis Olmstead!
MUSIC VP (2013)
! David Stannard!
PUBLICATIONS VP (???)
! Bill Sutton!
MUSIC COMMITTEE
! Open
CHAPTER HISTORIAN  (appointed)
! Tom Chamberlain!
MEMBERS-AT-LARGE (1 yr terms) 
! Bob Brethouwer !
! Tim Davis
! Del Dyck
! John Taylor
MUSICAL DIRECTOR:
! MaryAnn Rathburn
! Tom Chamberlain, Emeritus
ADMINISTRATIVE OFFICER
! Carol Morrell
SERGEANT OF ARMS
! Bob Brethouwer
SUNSHINE GUY (appointed)
! Rex Pierson

Splinters from the Board

Don't take yourself so seriously. No one else does

As usual, a cadre of officers met at Rib City as fortification in 
anticipation of a lively Board (bored) meeting.  Six sexy guys flirted 
with cute waitresses and ate ... And in some cases ate and ate.  

Those who were not at Rib 
City dribbled into the 
meeting armed with all kinds 
of excuses.  

Coop is wondering what you guys 
would like to do after the Show.  
This is a great opportunity to 
change the general pre-show 
procedures and incorporate some 
fun other activities.  Let him 
know what YOU would like to do.  

Still some concern 
about learning show 
songs.  One idea, again, 
is for each member to 
bring a personal 
recorder to practice and 
make their very own 
learning songs.  
Stannard and MaryAnn 
have done all they can 
do.  Now it’s your turn.  

Coop announced 
there will be some 
kind of really neat 
prize for the 
member who sells 
the most show 
tickets.  It could be 
TWO FREE 
TICKETS TO 
THE 
AFTERGLOW.  

Don’t forget 
the John 
Coffin visit at 
the end of 
March.  It will 
NOT cost the 
chapter 
anything as a 
private source 
will pick up 
the tab.  

Treasurer Rex 
is really 
concerned 
about the 
dwindling 
balance of 
Chapter 
coffers. He 
feels we have 
an opportunity 
to turn it 
around by 
selling lots of 
show tickets.  

Lots of discussion about the upcoming AFTERGLOW.  Most of the questions 
were put to bed thanks to a phone call from Coop to Goodhue.  The original 
approval for the Afterglow was $10 per person, voted by the Chapter.  Then it 
went to $12 because of higher prices at Remingtons.  The latest is that all tickets 
(mandatory to attend) will be at $15 to cover added gratuities and taxes.  The final 
firm financial obligation to the Chapter has not yet been determined.  The original 
guarantee was 125 attendees at $15, or $1875.  Bob mentioned about $1900 or so.  
The figure of 125 may, just may be negotiable, we hope.  By the way, Bob’s 
announcement that there would be an open bar did not really mean it would be an 
open bar.  He really meant a CASH bar.  The difference is whether you pay for a 
drink when you order it, or it is included in the price of the ticket.  Adult drinks 
are NOT included, in the price of the ticket so if you want a beer, wine, or 
cocktail, add the cost of your addiction to the $15.  Then eat, drink, and be merry. 

Somebody, like 
Carol or Rex, 
will print some 
Afterglow 
tickets.  I don’t 
know when 
they will be 
sold.  

Bring a brown 
bag lunch for 
the Coffin 
sortie.  Carol 
will provide 
some 
munchies and 

Members can visit Money 
and Minutes page on our 
website to see a graph of 
our financials. 

Talk is cheap because 
supply exceeds 

demand.
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We don’t stop singing because we get old, 
we get old because we stop singing.

Chapter Quartets

FOURMATA
Contact:  Bill Sutton 874-9280

Dave Corso! April 8

No one is in charge of 
your happiness but 

you

Don't worry about avoiding 
temptation. As you grow older, it will 

avoid you.
- Winston Churchill

Late thank yous are better than no thank you at all, but photocopied form thank yous are 
almost the same as no thank you.

The long and the short of thank yous is: if you don’t have time to thank donors, you 
don’t have time to have donors.

3. DONORS ARE NOT ATMS

A survey of donors who gave away more than $5,000 a year asked, “What is your 
relationship with your favorite group?” Several gave similar answers, even though they 
did not know each other and did not give to the same group. All the answers were on 
this theme: “I would love to be considered a friend, but I am more of an ATM. They 
come to me when they need money, they tell me how much, I give it to them, and the 
next time I hear from them is when they need more.”

This is a terrible indictment of much of what passes as fundraising. When I have 
described this common situa- tion in trainings, people have often asked, “How can we 
make sure our donors don’t feel this way?” The answer is very simple, “Make sure you 
don’t feel that way about your donors.”

All groups have a few “high maintenance” donors, and may be forgiven for wishing 
them to go on a long trip to a place without phones or e-mail. But the majority of donors 
require practically no attention. They have the resilience of cacti — the slightest care 
makes them bloom. Thank-you notes, easy-to-understand newsletters, and occasional 
respectful requests for extra gifts will keep peo- ple giving year in and year out.

Think of your donors as ambassadors for your group. Design your materials so that 
donors will be proud to give your newsletter to a friend or recommend your group when 
their service club or professional association is look- ing for an interesting speaker, or 
forward your e-mails to several of their colleagues.

By treating your donors as whole people who have a number of gifts to offer your 
group, including their finan- cial support, you will have more financial support from 
existing donors, more fun fundraising, more donors, and the peace of mind of knowing 
that you are not treating anyone as an object.

4. MOST MONEY COMES FROM PEOPLE,
AND MOST OF THOSE PEOPLE ARE NOT RICH

There are three sources of funding for all the nonprofits in the United States: earned 
income (such as products and fees for service), government (public sector), and the 
private sector, which includes foundations, corporations and individuals. For the nearly 
60 years that records about who gives money away have been kept, at least 80% of this 
money has been shown to be given by individuals.

In 2002, total giving by the private sector was almost $241 billion, and 84.2 percent of 
that ($202 billion) was given away by individuals! These people are all people — there 
is no significant difference in giving patterns by age, race, or gender. Income is not 
nearly the variable that one would think: middle-class, working-class and poor people 
are generous givers and account for a high percentage of the money given away. In fact, 
a study by Arthur Blocks of the Maxwell School of Citizenship and Public Affairs at 

From Page 1
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Syracuse University showed that 19% of 
families living on welfare give away an 
average of $72 a year!

Too often, people think they can’t raise 
money because they don’t know any wealthy 
philanthropists. It is a great comfort to find 
that the people we know, whoever they are, 
are adequate to the task. Seven out of ten 
adults give away money. Focus your work on 
these givers, and help teach young people to 
become givers.

5. PEOPLE HAVE THE RIGHT TO SAY 
NO

One of the biggest mistakes I made early on 
as a fundraising trainer was not balancing my 
emphasis on the need to ask for money with 
the reality that people are going to say no. 
No one is obligated to support your group — 
no matter what you have done for them, no 
matter how wealthy they are, no matter how 
much they give to other groups, how close a 
friend they are of the director, or any other 
circumstance that makes it seem they would 
be a likely giver.

While it is possible to guilt-trip, trick, or 
manipulate someone into giving once, that 
will not work as a repeat strategy. People 
avoid people who make them feel bad, and 
they are attracted to people who make them 
feel good. When you can make someone feel 
all right about saying no, you keep the door 
open to a future yes, or to that person 
referring someone else to your group.

People say no for all kinds of reasons: they 
don’t have extra money right now; they just 
gave to another group; the don’t give at the 
door, over the phone, by mail; a seri- ous 
crisis in their family is consuming all their 
emotional energy; they are in a bad mood. 
Rarely does their refusal have anything to do 
with you or your group. Sometimes people 
say no because they have other priorities, or 
they don’t understand what your group does. 
Sometimes we hear no when the person is 
just saying, “I need more time to decide,” or 

“I need more information,” or “I have 
misunderstood something you said.”

So, first be clear that the person is saying no, 
and not something else like, “Not now,” or “I 
don’t like special events.” Once you are 
certain that the person has said no, accept it. 
Go on to your next prospect. If appropriate, 
write the person a letter and thank them for 
the attention they gave to your request. Then 
let it go. If you don’t hear no several times a 
week, you are not asking enough people.

6. TO BE GOOD AT FUNDRAISING, 
CULTIVATE THREE TRAITS

A good fundraiser requires three character 
traits as much as any set of skills. These 
traits are first, a belief in the cause for which 
you are raising money and the ability to 
maintain that belief during defeats, tedious 
tasks, and finan- cial insecurity; second, the 
ability to have high hopes and low 
expectations, allowing you to be often 
pleased but rarely disappointed; and third, 
faith in the basic goodness of people.

While fundraising is certainly a profession, 
people who will raise money for any kind of 
group are rarely effective. Fundraising is a 
means to an end, a way to promote a cause, a 
very necessary skill in achieving goals and 
fulfilling missions.

7. FUNDRAISING SHOULD NOT BE 
CONFUSED WITH FUND CHASING, 
FUND SQUEEZING,
OR FUND HOARDING

Too often, organizations get confused about 
what fundraising is and is not.

If you hear that a foundation is now funding 
XYZ idea, and your organization has never 
done work in that area nor have you ever 
wished to do work in that area, the fact that 
you are well qualified to do such work is 
immate- rial. To apply for a grant just 
because the money is avail- able and not 
because the work will promote your mission 
is called fund chasing. Many groups chase 

money all over and, in doing so, move very 
far away from their mission.

Similarly, if your organization seems to be 
running into a deficit situation, cutting items 
out of the budget may be necessary but 
should not be confused with fundraising. 
When deficits loom, the fund squeezing 
question is, “How can we cut back on 
spending?”; the fundraising question is 
“Where can we get even more money?”

Finally, putting money aside for a rainy day, 
or taking money people have given you for 
annual operating and program work and 
being able to put some of it into a savings 
account is a good idea. Where savings 
becomes hoarding, however, is when no 
occasion seems important enough to warrant 
using the savings.

I know a number of groups that have cut 
whole staff positions and program areas 
rather than let money sitting in their savings 
be used to keep them going until more 
money could be raised. I know groups that 
overstate what they pay people, what price 
they pay for equipment, what they spend on 
rent, all to get bigger grants from founda- 
tions or larger gifts from individuals, and 
then put that extra into savings — savings 
that they have no plan for.

A group that saves money needs to have a 
rationale: Why are you saving this money? 
Under what circum- stances would you 
spend it? Without some plan in mind, the 
group simply hoards money.

Fund chasing, fund squeezing, and fund 
hoarding need to be replaced with an ethic 
that directs the group to seek the money it 
needs, spend it wisely, and set some aside for 
cash-flow emergencies or future work.

8. FUNDRAISING IS AN EXCHANGE — 
PEOPLE PAY YOU TO DO WORK 
THEY CANNOT DO ALONE Hank 
Rosso, founder of the Fund Raising School 
and my mentor for many years, spoke often 
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about the need to eliminate the idea that 
fundraising was like begging.

Begging is when you ask for something you 
do not deserve. If you are doing good work, 
then you deserve to raise the money to do it. 
What you must do is figure out how to 
articulate what you are doing so that the 
person hearing it, if they share your values, 
will want to exchange their money for your 
work. They will pay you to do work they 
cannot do alone.

9. PEOPLE’S ANXIETIES ABOUT 
FUNDRAISING STEM FROM THEIR 
ANXIETIES ABOUT MONEY

Anxiety about money is learned, and it can 
be unlearned. If you are ever around children, 
you know that they have no trouble asking 
for anything, especially money. In fact, if you 
say no to a child’s request for money, they 
will simply ask again, or rephrase their 
request (“I’ll only spend it on books”), or 
offer an alternative (“How about if I do the 
dishes, then will you give me the money?”).

Everything we think and feel about money 
we have been taught. None of it is natural; 
none of it is genetic. In fact, in many 
countries around the world, people talk easily 
about money. They discuss what they earn, 
how much they paid for things, and it is not 
considered rude to ask others about salaries 
and costs.

We have been taught not to talk about money 
or to ask for it, except under very limited 
circumstances. Many of us are taught that 
money is a private affair. Having too little or 
too much can be a source of shame and 
embar- rassment, yet money is also a source 
of status and power. Most people would like 
to have more money, yet most will also admit 
that money doesn’t buy happiness.

As adults, we have the right — in fact, the 
obligation — to examine the ideas we were 
taught as children to ensure that they are 
accurate and that they promote val- ues we 
want to live by as adults. Most of us have 
changed our thinking about sex and sexuality, 

about race, about age, illness and disability, 
about religion, about marriage, about how 
children should be raised, what foods are 
healthy, and much more. We have done this 
as we have learned more, as we have 
experienced more, or, as we have thought 
about what we value and what we do not. We 
need to take the time to do the same work 
with our attitudes toward money. We can 
choose attitudes that make sense and that 
promote our health and well-being.

Our attitudes toward fundraising are a subset 
of our larger attitudes toward money. The 
most important change we can make in our 
attitudes toward fundraising is to remember 
that success in fundraising is defined by how 
many people you ask rather than how much 
money you raise. This is because some 
people are going to say no, which has got to 
be all right with you. The more people you 
ask, the more yes answers you will 
eventually get.

Finally, if you are anxious about asking for 
money or would rather not ask, this is 
normal. But ask yourself if what you believe 
in is bigger than what you are anxious about. 
Keep focused on your commitment to the 
cause and that will propel you past your 
doubts, fears, and anxieties.

10. THERE ARE FOUR STEPS TO 
FUNDRAISING — PLAN, PLAN, PLAN, 
AND WORK YOUR PLAN

Though humorous, this formula that I learned 
from a community organizer underscores the 
fact that fundraising is three parts planning 
for one part doing. I learned this later in my 
career, after having gone off half-cocked into 
many fundraising campaigns and programs. I 
meant to plan, I planned to make a plan, I 
just never got around to planning.

I have learned (usually the hard way) that an 
hour of planning can save five hours of work, 
leaving much more time both to plan and to 
work. Planning also avoids that awful feeling 
of “How can I ever get everything done,” and 
that sense of impending doom. It moves us 
out of crisis mentality and means that we are 

going to be a lot easier for our co-workers to 
get along with.

There are a lot of articles and books on 
planning — I recommend reading some of 
them. However, the easiest way I have found 
to plan something is to start by defining

the end result you want and when you want it 
to happen, then work backwards from that 
point to the present. For example, if you want 
your organization to have 100 new members 
by the end of next year and you are going to 
use house parties as your primary acquisition 
strategy, you will need to schedule five to 
seven house parties that will recruit 10 to 15 
members per party.

To set up one house party will require asking 
three people to host it (only one will accept), 
which will require identifying 15 or 20 
possible hosts to carry out the number of 
house parties you want to have. The hosts 
will want to see materials and know what 
help they will have from you.

The materials will have to be ready before 
the first phone call is made to the first 
potential host, and the first phone call needs 
to occur at least two months before the first 
party. So, the materials need to be produced 
in the next two weeks, hosts identified in a 
similar timeframe, calls made over a period 
of two or three months, and so on.

When you are tempted to skip planning, or to 
post- pone planning until you “have some 
time,” or to fly by the seat of your pants, just 
remember the Buddhist saying, “We have so 
little time, we must proceed very slowly.” 
GFJ

KIM KLEIN IS PUBLISHER OF THE 
GRASSROOTS FUNDRAISING JOURNAL.
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Marketing & PR
By John Elving

Now that Valentine’s Day is gone and went, it’s 
time to think about several other happening 
coming up. I’m thinking shows, District 
Conventions, etc. I’m also thinking of how we 
can take what we learned about marketing our 
Singing Valentines and apply it to these other 
important events in the life of every barbershop 
chapter.

First, look at the successes in your marketing 
campaign for your chapter’s Singing Valentines. 
Did you make more money than you spent on 
advertising? In short, what was your ROI (return 
on investment}? Break down all the different 
avenues of advertising you used. Now figure out 
the ROI for each of them. If you didn’t make 
money by using one or two of them, then you 
need to seriously consider whether to use those 
avenues for future events. If one particular 
method of advertising was hugely successful, 
then consider putting more into that for the next 
event.

Say, for instance, you took out newspaper ads 
that cost $750 and you sold $200 worth of SVs 
attributed to the ads. You would have to figure 
that your ROI ($550) wasn’t worth the money you 
spent. If, however, you spent that same $750 on 
newspaper ads and sold $1,000 worth of SVs, 
then your ROI ($250) made spending that money 
worthwhile. Now you are keeping track of those 
things, aren’t you?

Next thing to think about is “stealing from the 
best.” Did someone or some other chapter do 
something that looks like it might work well for 
your chapter? Spend some time learning all 
about what they did, how they did it, and then 
figure out if it is adaptable to your chapter’s 
situation. That’s “stealing from the best.” No use 
re-inventing the wheel when someone else 
already did it.

Remember that marketing your chapter and 
chorus is a big job that needs to be done year 
‘round. If you wait for the month prior to an event, 
you won’t pique the interest of your audiences. 
OF course if you make them aware of the chorus 
throughout the year and how they are helping 
differing areas of your community, then people 
become interested and keep that interest up.

Those professional marketers know that there 
needs to be something special about a product 
to pique the interest of the buying public. The 
very same is true of our barbershop choruses. 
People (potential audiences) need to know about 
your unique performing group. They need to 
know that your chorus is the absolute best 
entertainment value in the community. And they 
need to know that when they hire you, you 
deliver PROFESSIONAL entertainment and they 
will get the best bang for the buck.

Name familiarity is important, so work hard at 
getting your name out there in the best light 
possible.
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Here is your opportunity to participate in the Chapter Activities 
Recognition Awards (CARA) program in 2012. Maybe you are 
considering participation for the first time! In any case, please utilize 
this useful tool. This voluntary program allows your chapter board to 
perform a monthly check on the wellness and activities of your 
chapter. You have the opportunity to evaluate your progress toward 
your goals as defined in your chapter mission and vision statements. 
Look over the form and you will clearly see how it can be used as a 
tool to track all the great things your chapter is doing.

Of course, this program is run in the spirit of friendly competition, as 
chapters of like size try to garner points in major areas of chapter 
health, such as Member- ship, Activities, Leadership, Music Educa- 
tion and Communications. Winners from each size plateau receive 
recognition at the spring convention House of Delegates meeting, 
and winning chapters have their tuition paid for that year's 
Rocky Mountain Leadership Academy.
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Attn: Phi Mu Alpha  
and BHS Members 

 

If you are a Society member 
AND a member of Phi Mu Alpha, 
this invitation is for  you! The Sinfo-
nian Barbershoppers have been 
asked to participate in a chorus per-
formance at the National Conven-
tion of Phi Mu Alpha in Orlando, 
Florida, July 11-15, 2012. We want 
to find as many members of both 
organizations as possible so this 
group can begin to flourish, can par-
ticipate in the chorus performance 
and be a symbiotic group, making 
both organizations better. 

Chapter Support/
Leadership Training VP 
 

Brett Foster 

 
 
 

2011 CARA Plateau Winners 
 

The following chapters participated in the 
2011 CARA program: 
 

Plateau I No Participants 
Plateau II Salt Lake City 2906  
Plateau III Montrose 2449 
Plateau IV Utah Valley  2284  
 Billings 1807  
 Pueblo  1497
 Colby  135 
    

Chapter Activity Recognition Awards 
 
Enrollment Opportunity 
 

Chapter President/Chapter Secretary, 
 

Here is your opportunity to participate 
in the Chapter Activities Recognition 
Awards (CARA) program in 2012. Maybe 
you are considering participation for the 
first time! In any case, please utilize this 
useful tool. This voluntary program allows 
your chapter board to perform a monthly 
check on the wellness and activities of 
your chapter. You have the opportunity to 
evaluate your progress toward your goals 
as defined in your chapter mission and 
vision statements. Look over the form and 
you will clearly see how it can be used as 
a tool to track all the great things your 
chapter is doing.  

 

Of course, this program is run in the 
spirit of friendly competition, as chapters 
of like size try to garner points in major 
areas of chapter health, such as Member-
ship, Activities, Leadership, Music Educa-
tion and Communications. Winners from 
each size plateau receive recognition at 
the spring convention House of Delegates 
meeting, and winning chapters have their 
tuition paid for that year's Rocky 
Mountain Leadership Academy. 
 

This form can also be found at the 
RMD website: www.rmdsing.org to con-
tinue your great work of tracking your 
chapter's activity and receiving the peer 
recognition you so richly deserve. If you 
do not have a CARA coordinator, please 
ask for a volunteer and get this underway. 
Please submit your CARA forms each 
month as follows. *Email or copy to: 

 

Brett Foster 
1615 Clark Avenue 

Billings, MT 59102-4139 
bfblgs@hotmail.com 

 

*Copy for your chapter records 
 

Please let me know if you have any ques-
tions. 

What is CARA?  Why does John Taylor work so hard?  Why did Dennis O and Gene work 
so hard in the past?  Here is Brett Foster’s explanation in the RMD newsletter
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Midwinter Convention 
  

The 2012 Midwinter began with a bang, with great perform-
ances in the Seniors' and Youth Chorus Festival events in Tuc-
son.  Our own Sugar House represented the Rocky Mountain 
District well, placing 9th in tough competition with 26 other quar-
tets.   

The RMD had an unprecedented four choruses in the Youth 
event. 52eighty, Denver, The 505, Albuquerque, Mountain 
West Voices, BYU, and the Provo High School Men's Choir, 
Provo, all earned Excellent or Superior ratings and provided top-
notch entertainment to a receptive audience. This year's Midwin-
ter also featured a lot of woodshedding and visiting with old 
friends. 

 

Rocky Mountain Harmony College 
  

As usual, Estes Park was the site of great singing and solid 
learning that defied the snowy weather. Paul Ellinger gave us a 
great briefing on Operation Harold Hill, and if your chapter has 
not yet signed up for this dynamic program, please contact me at 
jaguarbari@msn.com for more information. This program (OHH) 
could be the salvation of many a struggling chapter, with mentor-
ing in recruitment, retention and the development of singer-
friendly chapter meetings.    

There were many other great tracks of instruction from direct-
ing to presentation, and Brian Beck led the Everyman Chorus. 
The evening show featured quartets who demonstrated things 
they learned in coaching sessions, and was headlined by our 
own Storm Front. The afterglow was especially noteworthy this 
year. A new restaurant and a relaxed format gave us all a chance 
to unwind and share a few songs. The reasonably priced food 
and beverages were a welcome touch.   

  

 Upcoming convention in Omaha   

For great opportunities of multi-district fellowship and har-
mony, don't forget this exciting Central States/Rocky Mountain 
District event. We'll qualify our quartets for the Portland Interna-
tional and get reacquainted with old friends.  Remember, our 
district was originally formed from chapters from Central States, 
as well as from Far Western, Evergreen and Southwest districts.  

These guys will be 
the GUEST QUARTET at 

Silverton in July.  
Remember, it is FREE 

this year.  Don’t miss it.  

"Don't worry about 
senility," my grandfather 

used to say. 
"When it hits you, you 

won't know it."
Bill Cosby
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could be the salvation of many a struggling chapter, with mentor-
ing in recruitment, retention and the development of singer-
friendly chapter meetings.    

There were many other great tracks of instruction from direct-
ing to presentation, and Brian Beck led the Everyman Chorus. 
The evening show featured quartets who demonstrated things 
they learned in coaching sessions, and was headlined by our 
own Storm Front. The afterglow was especially noteworthy this 
year. A new restaurant and a relaxed format gave us all a chance 
to unwind and share a few songs. The reasonably priced food 
and beverages were a welcome touch.   

  

 Upcoming convention in Omaha   

For great opportunities of multi-district fellowship and har-
mony, don't forget this exciting Central States/Rocky Mountain 
District event. We'll qualify our quartets for the Portland Interna-
tional and get reacquainted with old friends.  Remember, our 
district was originally formed from chapters from Central States, 
as well as from Far Western, Evergreen and Southwest districts.  

 Give a man a fish and he 
will eat for a day. Teach him 
how to fish, and he will sit 
in a boat and drink beer all 
day.

Good judgment 

comes from bad 

experience...and 

most of that comes 

from bad judgment.
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VSQ  (Very Small Quartet) 
sings the menu at an unnamed 
Montrose establishment.  The 
baritone must be at the bar!

Thanks to John Taylor for the following picture and caption

Learn the secrets of in-tune singing Why can't I sing in tune?

Singing out of tune is a recurring problem that we hear from performers. An important element of the barbershop "lock and ring" 
sound is in-tune singing. We need to sing quality musical tones that are specifically in pitch to the anticipated melodic line. To make 
this happen, we must sing in tune both horizontally and vertically.

Do we sing out of tune because we can not hear the pitch we are trying to sing, or because we just can not support the pitch in good 
quality in which we are trying to sing?

The answer is support. Chest breathing or shallow breathing causes the pitch to sag at the middle or end of every phrase. A freely 
produced, well supported, resonant quality tone with a good head voice will solve many tuning issues. Poor posture, mental and/or 
physical fatigue can also have significant influence on horizontal and vertical tuning. Spend time on good diaphragmatic breathing 
exercises every day to help develop better support and, therefore, better tuning.

Singing with a heavy vocal production throughout your range can also cause flatting, especially as you carry the weight of your chest 
voice up into your head voice. Learn to keep your head voice in your voice throughout your range. Furthermore, the use of warm air 
to support every pitch of every phrase will open up all the spaces needed for quality singing.

Some other more obvious reasons: singing wrong intervals, or taking too small of a step in an ascending line, or too large of a step in a 
descending line. Spend time singing major, minor and chromatic scales, both ascending and descending, with accuracy. Relaxing 
support when you're singing descending lines can also allow you to flat. Reaching for high note without lightening up and using your 
head voice can also cause flatting..

Scooping is another cause of tuning problems for your quartet, especially for the lead. Spend rehearsal time duetting in your quartet 
practice. It will make a difference in the overall sound and tuning of your quartet.

Lastly, it is important to pick songs appropriate for your quartet's vocal range and to sing them in the right key for your group. Avoid 
songs written too low for the quartet to sing comfortably. Be warned that if the melody has too many thirds or sevenths, there is a good 
chance the quartet will go flat
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I don't feel old. I 
don't feel anything 
until noon. Then 
it's time for my 

nap.
------Bob Hope
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For me, this barbershopping year is really speeding by. 
We have been very busy in our monthly Board meetings. I 
believe we have been making a lot of good decisions and 
have been trying to keep our membership up to speed on 
what the Board is doing.  

 

With that in mind, I want to tell you about what our 
treasurer has been doing for all of us. In probably the most 
difficult and important task in our chapter, Lee Van Deren, 
this month, has completely revamped our financial struc-
ture. I wanted to explain what he has done, but couldn't do 
it myself, so I called Lee and got his help. What inspired 
this effort was that Lee's  computer (pc) crashed. He 
chose to purchase an Apple (Mac) computer to replace it. 
Lee had been using Quicken to keep our financial records, 
but the Mac system did not have an effective Quicken. So 
Lee had to actually develop a Quicken program for his 
new MAC.  

 

What a challenge! He knew what he wanted to have in 
his software system, but had no idea of how to develop a 
program allowing him to do what he wanted to do. So, if 
you can believe this, he worked with Apple to develop a 
new program. They suggested he buy a software program 
called "Numbers," and told them they would help him mod-
ify it to create a software system that would allow Lee to 
do what he wanted to do. So he worked with the Apple 
program people and ended up with a software program 
that would allow him to develop a system that he ex-
plained to us on the Board last  week.  

 

If any of you might be interested in learning what he 
did, just call him. He loved doing it, and continues to im-
prove it, and LOVES to talk about it. And not because he 
wants to brag about it, he was just very excited about what 
he was exactly able to do, on his own. He will be able to 

separate revenues and expenses 
for all of our paid activities, annual 
shows, Harmony Showcases 
Singing Valentines, Elk programs, 
etc, and do the same with all of 
our “overhead” activities, our 
chapter share of yearly BHS dues, 
director fees, coffee revenues, 
church rental expenses, etc.  
 

Lee will be able to provide these re-
ports to anyone that wants to see this in-
formation monthly. You will be able to see 
what the chapter has done every month; 
and he can provide an annual report that 
shows what we have done each year. The 
beauty of this is that now we will have the 
data available to us that will allow us to 
actually give the chapter an annual 
budget, and allow us to know, on a monthly basis, where 
we are in relationship to our budget. I know that many of 
you have not been on the Board and have not had to pre-
dict and keep track of this for all of us. I have been on the 
Board for at least half of my 30 great chapter years and 
this is a remarkable financial recording system that Lee 
has provided. And he loved doing it for us! 

 

Our Singing Valentine's program was done with our 
fellow barbershoppers in the Sound Of The Rockies 
(SOR) chorus. There were pluses and minuses in this first 
effort, as expected. The Board discussed this last week, 
trying to look at the good and the bad involved in this activ-
ity. They looked at the value of having 20 of our chapter 
members, including several of our newer guys, out singing 
throughout the city. We did not have to do all the heavy 
costs of advertising, and the costs and effort required in 
getting candy, roses and cards, or in scheduling all of 
these singouts. We doubled the profit we made last year, 
in addition to the ease of effort required from chapter 
members. All in all, the Board believed that the benefits far 
outnumbered the challenges and recommended we con-
tinue to work with SOR. 

 

I am pleased, and I'm sure our hard working Director 
Priscilla Shaw is also pleased, with the effort that our 
chorus members have expended to get our show songs in 
good shape well in advance of the show. We need to con-
tinue this effort to put on a very professional show for our 
audiences. I know our chapter quartets are working hard 
to do their best for the chapter. I'm also excited about our 
church outreach program, and commend the efforts ex-
tended by Jerry Hooper, Ralph Fennell, and others to 
get this project off and running. 

 

Again, I encourage anyone to come forward to any 
Board member with any idea that might make our weekly 
chapter meetings more attractive to them. Let's continue to 
find ways to improve and enjoy our hobby! 
 

  

President Dick CablePresident Dick Cable  
 

It’s Fun To Be InIt’s Fun To Be In  
An Active ChapterAn Active Chapter  

*************
An optimist 
thinks this is 

the best 
possible world.

 
A pessimist 
fears this is  

true.
************* 
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