FUNDRAISING:  YOUR KEY TO SUCCESS!

If raising funds is an issue for your group, here are some suggestions that may prove helpful: 

Planning and Budgeting  

Before you can go out and start finding funds for your programs, you will need to get a sense of how much money you will need. Generally, it is more effective and easier to raise money for a “concrete” rather than an “abstract” idea. If you have clearly identified what you want to accomplish, how you intend to do it, and what it will cost, potential donors and sponsors will be more receptive.  

Write out your events and price them out by project. Some items will have a fairly simple price tag: if you want to bring in a speaker you will probably know their fee; if you want to have a dance, you can get a pretty good sense of what your band or DJ will cost. However, don’t forget to add up the “little things” as well. What is your budget? Do you want to take ads out in the campus or community newspaper? Once you have your “master list” you can go out to begin soliciting for funds.  

The Fundraising Process 

The components of fundraising success are many and varied, but the key to fundraising failure is pretty simple: not being prepared! You can’t go to an organization or business and say, “can we have some money?” You need to be prepared, both by having some items in writing and having what you want to say rehearsed and ready. Some items to keep in mind:  

•  Have in writing a short one or two page document that explains who your group is, what events you are planning, and what you have done in the past. This creates an image that your group is dedicated to making good use of any money you are given.

•  Ask for a specific dollar amount. You can ask for a general figure such as $500 (of course, be willing to take any donations) to fund a specific event or project. It is wise to have this in writing as well.  

•  Leave a document that has your contact information. It is likely that people who are in a position to help you financially will need some time to think about their decision. Leave them with a packet. If they don’t get back to you in a week, follow up with a polite phone call.  

Organizing the Search for Revenue  

Raising funds for your programs isn’t the insurmountable task that it may at first appear. It just takes planning, organization, and follow-through. Preventing alcohol and other drug-abuse is a top priority and a great cause for campuses and communities. Your role is to tap into that concern, and come up with a great plan and budget, then to identify potential funding sources both on campus and in the community.   

Build for the Future  

Whenever you enter the arena of fundraising, know that anything you do now will help you build for the future. When you have had a positive response to a funding request, take notes as to whom you talked to and how you arrived at your success. This will help others in continuing your efforts in the following years. Even if things didn’t turn out to be successful this year, you may have built a relationship that can be pursued in upcoming years.  Make sure that you properly thank anyone who contributed to your cause with a follow-up note and some sort of mention at your events. This will make them more likely to continue to give in the future.

Local Campus Resources

Long before you start writing grant proposals or hitting up local businesses, you should begin on your own campus.  Remember that alcohol education is a core part of your college or university’s mission: almost every aspect of your campus has a vested interest in reducing the harm caused by the irresponsible use of alcohol.  Start with the campus health departments, such as your Counseling Center or Health and Wellness Office. See if they will contribute to your efforts.  They may not be able to directly provide finances, but may be able to furnish supplies, man an information table, or even obtain guest speakers. Then go to departments in campus life such as Residence Life, Public Safety, and Greek Affairs.  These organizations directly interact with the student body on a daily basis, and will have a strong interest in your goals and message. Finally, go to some of the campus organizations that support events that are in the best interest of your college or university such as Student Government, the President’s Office, Alumni Affairs, and even the Campus Dining Service. Some other sources of campus funds include:  

•  Campus-community relations’ funds  

•  Unrestricted contributions funds  

•  Speakers’ bureau or special events funds  

•  Parent groups  

•  Athletic departments  

•  Residence life activity funds  

•  Fraternity or sorority co-sponsorship 

With all the potential of on-campus organizations at your disposal, you should be able to raise a considerable amount of money to support your efforts.  

Community Resources

If university funds aren’t enough, it’s time to start looking outside of campus. Going out into to the community and asking for money and donations may seem intimidating, but remember that you are working for a good cause and for a greater goal.  It is also important to remember that while you may not realize it, you are representing your peer education group and your university or college.  If you are polite and respectable, you may have the opportunity to develop a permanent relationship with a community business or organization.   

Working with Local Businesses 

When you go into the local community, you need to remember several key facts. First, these businesses probably get asked for money on a regular basis, either by other organizations on your campus or non-student organizations.  They may have a hard time saying yes. Secondly, the person you talk to at the local store or restaurant may not be in a position to grant your request.  A manager or supervisor may not be available, so be sure to leave your written materials.  When out in the local community, remember the following:

•  You need to be able to answer the “what’s in it for me?” question. As a group, decide if you will include the names of business sponsors in your advertising. 

•  Ask for money, but remember there are other ways that these organizations can support you. See if they are willing to provide “in-kind” support such as free printing, free advertisements, food, beverages, or gift certificates that can be used as prizes. 

•  Don’t just try local businesses; also look into charitable organizations such as the Kiwanis or Rotary Club, or perhaps the American Legion.  

Fundraising Events in the Community  

As you search out possible business, organization, and campus resources, don’t forget the old-fashioned way of raising funds: by making the money yourself!  Hold an event that can easily make money such as a car wash or bake sale. You might want to run a raffle, selling tickets to raise cash while having the prizes donated from local businesses.  Remember: the location for these events are important, so seek out high traffic areas on campus such as the quad or major parking lot (car wash).   If this event is held in the community, a mall or busy and popular store might also be a good location to try.  If creating a booth or display for your fundraising, remember to make it easily transportable so you can target different areas and populations. Your peer educators can also earn money individually and then donate the proceeds to the general fund by working to earn money at an event, be it catering in the dining hall, security for a concert, or serving concessions at a sporting event.  

Funding Through Grants

There are multiple federal and state agencies that have a vested interest in a healthy community and positive decision-making. Check out organizations that have impaired driving prevention or other safety goals such as the Department of Transportation or Public Safety. Many states have Governor’s Offices designed to help improve both highway and/or youth safety. These organizations and many similar interest groups may have some alcohol related grant funds available. Ask if these agencies allow you to write proposals or grants for funding.    

Grants and proposals to government agencies are often written for large-scale funding or research projects, but that doesn’t mean your peer education group can’t benefit! If you have a vested part in the successful application for a grant, the more likely you are to receive funding. Work with your peer education group advisor and campus administrators to obtain the grant, and then find creative ways to utilize the funding.  Remember, events can include research components, such as a survey or questionnaire that will validate spending grant money on your event.   Additionally, funding is not the only part of your grant proposal. A large grant allows you to include many different activities throughout the year and secure future funding for your peer education program. 

Finding Grants and Writing Grants 

Joe Hadge, the College of New Jersey’s Alcohol and Education Program Coordinator, has an excellent track record in obtaining alcohol related grants.  He contributed to a grant writing article that was recently published in the June 2004 edition of Student Affairs Today.  The article is summarized below: Joe recommends that you build relationships with everyone and anyone you meet.  Some grants get very few applicants and you may obtain some funding just by simply knowing about it! You should attend meetings and programs offered by grantors in your area.  Even if you don’t directly benefit from the events, simply meeting funding decision makers can go a long way.  When they see a name they recognize during the review process, they are naturally more receptive.   That may give you the edge you need!  

Joe also suggests that you look into your institution’s grants office, which may have some helpful connections and resources.  Often, it is also important that you contact your grant office to avoid interdepartmental conflict or inter-institutional competition.  If someone else at your institution is applying for your grant, such as Residence or Greek Life, you can team up on the grant writing.  Of course you would have to split the funding, but you may receive more in the long run if the grant includes a broader scope. Once you have selected the grant you want to apply for, it’s important to realize how much work is required to be successful. Hadge has complied some guidelines on grant writing that may prove helpful in your efforts. 

•  Identify partners for brainstorming, researching, and editing – The more brains you have working on a grant proposal, the better it will be. 

•  Find a creative angle from which to pitch your proposal – Grantors don’t want to fund something they’ve already done:  they want fresh ideas. 

•  Present a problem – Then tell grantors how your proposal and their cash can help solve it. 

•  Ground your ideas in theory – This shows grantors that what you are proposing is a good idea. 

•  Obtain a successful sample proposal – You can use this as an example for your work. 

•  Follow the application guidelines exactly and ask questions if they are unclear – You don’t want to be disqualified on a technicality. 

•  Keep in mind hidden costs – These may include costs of staff, supplies, assessments, prizes and other fees.  Make sure to include these in your grant total. 

•  Ask colleagues about “red flags” – These are things NOT to include in your grant and this varies by grantor. 

•  Meet with grantors before submittal – Ask them to go over your proposal with you and give you constructive feedback before you submit.  Many grantors are very willing to work with you on creating a successful proposal. 

•  Leave ample time for review and revisions  - The more eyes that see your proposal before it’s sent out, the better.   Check, Re-Check, and Double-Check! Now that you’ve won a grant, that doesn’t mean you’re done!  

If you want your reward to be renewed, you have to produce results.  It’s important to include an evaluation component in your activities, ensuring there are adequate ways to measure success or gather data.  Campus-wide assessments should be performed along with exit interviews at grant-funded events. Make sure to keep your grantors in the loop by presenting them with periodic progress reports, whether they are requested or not.  Obtain attendance tracking and reporting information to show how many people are reached, and get positive press coverage for your event and the grantor. For more information on the material contained in the Student Affairs Today article, contact Joe Hadge, Alcohol and Education Program Coordinator for the College of New Jersey, at hadgej@tcnj.edu. With these tips, you’re destined for grant writing success!  Good luck on all of your fundraising efforts!

Other Resources 

Below is a list of fundraising websites and books that you may find helpful when brainstorming for ideas to raise money for your events. 

CampusFundraiser.com 

http://www.campusfundraiser.com 

CampusFundraiser.com is a national market leader in fundraising promotions for student groups, sports teams and special interest groups.  They specialize in high-powered, results-oriented programs for thousands of groups of all interests and sizes across the U.S.  Their promotions are managed through their unique network of specialized fundraising counselors and vendor partners that can provide you with the products and services necessary to achieve your specific fundraising goals.   

eFundraising.com 

http://www.efundraising.com 

eFundraising.com provides non-profit groups with quality products, low prices and excellent service. Their number one priority is to serve students, educators, athletes, communities, and other non-profit organizations with a personalized touch that will respond to individual fundraising needs. 

Fundraising for Dummies  

John Mutz and Katherine Murray, For Dummies Publishing, 2000 

Fundraising For Dummies is a complete, fun-to-read guide to the art and science of raising money for nonprofit endeavors, from Little League to large foundations. Fundraising For Dummies will help you to: find the secrets of writing grants that get the green, conduct effective grassroots campaigns, phone and mail solicitations, planning successful events, and putting the “fun” in fundraising. 

How to Write Successful Fundraising Letters 

Mal Warwick, Jossey-Bass Publishing, 2001 

Writing from extensive experience in guiding companies and organizations through fund-raising efforts, Warwick offers detailed advice and analysis along with copious examples and instructive case studies. Warwick views fund-raising by mail as a three-stage process. “First, donors are acquired.... then, they are converted into repeat donors... finally donors may be upgraded into higher levels of generosity and commitment.” The well-organized instructions include the planning of whole campaigns, the phrasing of appeals, composition and punctuation, information packets, and follow-up.

