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Proposed 2011 Budget Increase 
Neighborhood of Make-Believe Public Library 

 
 In July of 2010, the Neighborhood of Make-Believe Public Library Board of 
Directors approved the 2011 Budget Request, as shown in the attached document 
NMBPL Budget Request 2011.xls, under the "As Approved" tab.  However, recent data 
analysis of collection circulation, together with new service offerings from vendors will 
allow for increased savings.  Together, these facts reveal additional expansion 
opportunities for the library.  This document proposes changes to the approved 2011 
budget so that the library may enter a one-year contract with a marketing consultant, 
who would determine opportunities for outreach and promotion.  This consultant 
would also advise the board as to whether or not the addition of a dedicated 
marketing/outreach staff position would be beneficial. 
 The consultant would focus on determining areas where the library might 
market itself to community leaders and potential program partners demonstrating that 
it is a vital resource to the community.  While advocating for the library, the consultant 
would suggest organizations as ideal targets for solicitation of financial support, as well 
as for building partnerships expand services in keeping with the mission and vision of 
the Neighborhood of Make-Believe Public Library.  For instance, churches often provide 
services to segments of the community that have difficulty accessing resources.  There 
may be overlap between those services churches provide and those that the library 
provides.  This consultant would be tasked with determining if there is interest within 
local churches in combining overlapping services, and recommending how to begin to 
set up partnerships.   
 This consultation agreement would be fully funded by cuts made to other areas 
of the budget, as described in the attached document, NMBPL Budget Request 2011.xls, 
under the "Proposed Changes" tab.  Budgeted amounts for purchase of books and 
periodicals would be returned to 2009 levels.  These cuts are justified by recent 
collection analysis, which revealed significant duplication among popular book titles.  
In the past, it has been the library's practice to purchase five or six copies of newly 
released titles by popular authors, to accommodate high demand immediately after the 
release date.  However, this period of high demand does not last more than two weeks, 
after which time there have never been more than two copies of any one title circulating 
at a time.  The length of the waiting list does not justify the additional expense of 
multiple duplicate copies, especially when the savings can be applied to generating 
more revenue, which in turn, allows for expansion of services and addition of materials.  
 New electronic services provided by vendors will also allow for budget 
reductions in purchase of materials.  Periodical subscriptions have been moving to an 
online format for several years.  In many cases, these online versions are offered free of 
charge.  Those that require a subscription fee often offer them at a reduced rate 
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compared to paper copies.  This also results in savings that can be applied to other areas 
of the budget.  Additionally, the proposal cuts the budget for hard-copy audio and 
video materials by half.  These formats are expected to be phased out over the next few 
years as they, too, transition to a wholly electronic format accessible online.  By 
contracting with a vendor for supply of these electronic materials, at less than half the 
cost of the hard copies, additional savings are realized. 
 Together, these cuts amount to a savings of roughly $27,000.  This amount 
should be applied to a contract agreement with a free-lance consultant, dedicated to 
researching opportunities to generate new revenue sources and recommending 
community partnership opportunities.  Should the consultant advise that the 
marketing/outreach would not achieve the desired results, the contract will terminate 
after one year.  Should the consultant advise that the desired results could be achieved, 
the board may consider renewing the contract to pursue the advised goals, or creating a 
permanent marketing/outreach position. 
 


