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Planning for the financial health of the local organization is an important responsibility of the Finance Committee, for the Committee develops the annual budget, assists the treasurer with collecting fees at meetings and other events, supervises and approves all expenditures, and assists in developing a sound financial policy.

A budget is a plan for the receipts and expenditures of funds during a particular period of time, mainly your BPW year, but also for special activities.  It is presented in the form of a recommendation from the Finance Team, but members may amend the budget before adopting it.  The adoption of the budget does not authorize the expenditure of funds even to the extent contained in the budget.  Expenditures are authorized only by approval of the assembly, unless otherwise provided in the Bylaws.

Before preparing the budget, the Finance Chair reviews the prior two to three years of actual financial statements and budgets, noting visible trends.  The Finance Chair should communicate with the President, committee and subcommittee chairs, and any other members who have responsibility for the generation of revenue and expenditures.  Ask for an estimate of the revenues and expenditures they anticipate for their committee or event.  Based on the information gathered, prepare a draft of the budget, review the budget with the treasurer, the president and president-elect.

The Finance Chair also presents the budget to the membership for ratification.

After the budget is ratified, the Finance Chair serves as a guide for revenues and expenditures during the year.  The Finance Chair works closely with the treasurer to determine if amounts are spent in excess of the approved budget.  In addition, at least semi-annually, the Finance Chair reviews the budget and assumptions as compared to the actual revenues and expenditures to determine if the budget needs updating.

For concerns and particular questions, feel free to contact me.

FUNDRAISING

Local organizations frequently find that dues revenue alone is not sufficient to pay for their operating costs, community service and other activities. One way to supplement revenue is to do fundraising.

Some simple ideas to consider to raise funds for your local organization include:

a. Advertising in your newsletter

b. Sponsoring a newsletter or meeting

c. Member assessments/donations

There comes a time when a local organization takes on a bigger idea to raise bigger funds.

OVERVIEW

Most people find fundraising an intimidating proposition

Grass Roots fundraising has two goals:

1. Pay the Bills

2. Build the Organization

Fundraising is also an opportunity to highlight individuals and businesses that have a way of showing they are responsible citizens willing to contribute to the overall health of society. What do they want in return? What is their self-interest? Do they want their name in your newsletter? Do they want to be asked to join your finance committee? Or, more directly, do they want to help battered women (or some other cause)? Why are these things important to? There are no magic formulas. Each person acts – gives – only if she or he believes there is a reason that is personally important.

DEFINE THE PURPOSE AND GOAL

Fundraising should be approached like a business. At the start if each fundraising project, answer the following questions:

Why do we need to raise money?

Are there any other alternatives of money besides fundraising?

How much money do we need to raise?

The reasons for fundraising are varied.

Supplementing your general fund.

Raising money for a scholarship or to be able to support another community project, etc.

Defining the purpose of the fundraising helps focus the efforts.  The amount of funds to be raised helps define the type of fundraising activity to hold. If your goal is to raise $500, you may not choose to host a large auction. If the goal is to raise $50,000, a handmade quilt raffle isn’t the answer.

TIMING IS EVERYTHING

Examine the community calendar. Consider what events were hosted last year and what is already planned for this year. Avoid hosting a Woman of the Year on the same day as another organization is hosting their Woman of the Year event. Include the dates of other BPW activities when planning your event (i.e. State Convention or Leadership Training meetings). 

There are certain dates to avoid. Mother’s Day, Father’s Day, Thanksgiving and Christmas are reserved for family affairs. Memorial Day and Labor Day are often reserved by labor unions or corporations for picnics or sports. Check your calendar to avoid Ash Wednesday, Good Friday, Easter, Passover, Rosh Hashanah, Yom Kippur and Hanukkah, which change dates every year.

Consider the natural cycle of certain types of fundraisers. Garage sales and craft fairs are cyclical. Understand the timing in your area.

Consider piggy backing your event to something already happening in the community. This allows an increase visibility while minimizing incremental costs. For example, host a craft fair in conjunction with a community festival. This increases the potential audience without additional marketing costs.

Raising money takes time. The bigger the goal, the more time (and the more people and/or resources) will be needed. Consider breaking the fundraising goal into smaller chunks and hosting more than one event. Example: If your goal is to raise $1,000 over the year to give a scholarship, break it down to:

Drawing for gift at meeting (6 at $25) 
$ 150

Letter writing campaign to businesses 
500

Sell beverages at _________ Days 
350

Total 
$ 1,000

PLANNING THE PROJECT/EVENT

Like any business activity, a fundraising activity needs a plan. Answer, among other questions:

Who - 
is the target audience?


will participate in working the event?


do we need to contact?


is the project leader?


should we ask for money?

What - 
type of event/project will it be?


licenses/permits will we need?


special reporting requirements must we meet?


type of advertising will be appropriate?


tasks need to be performed?


types of costs must we incur?

Where - 
will the event be held?


will people park?

Why - 
are we hosting this project/event?

When - 
will the event happen?


do the tasks need to be completed?

DEVELOP A BUDGET

Determine the costs related to the project/event you are planning. Include an amount for unforeseen items. Ask yourself if the event is worth the time, energy, aggravation and use of resources of hosting the event. 

Determine the probable cost of each line item. Can you get the item donated if you trade advertising? What about sponsors? Will someone print the program for cost? Ask for nonprofit discounts.

MAXIMIZE THE PROFIT

One of the goals of grass roots fundraising is to make the most money in the least amount of time using the least amount of resources. The goal is to make a lot of money quickly so members can spend more time on the programs and business of BPW.

Consider which fundraising events are the most economical in terms of volunteer time. The time of your skilled members is your most valuable asset – don’t waste it.

GET THE MOST OUT OF YOUR EFFORTS – THINK BIGGER

Consider if the event/project can be used for other purposes. Perhaps membership information or a membership display to promote membership can be added. Promotion of legislative issues, highlighting other community activities or the BPW Foundation are other possibilities.

Consider raising money for the local organization by managing an event for someone else. One local organization hosted a fashion show for a women’s shelter. They retained a small portion of the proceeds for their operating funds.

TAKE CALCULATED RISKS

Many organizations do the same activity year after year. While the organization may develop a 
reputation or tradition in the community for hosting the event, volunteers may be bored with the activity or there may be diminishing profits. Consider if it is time to change the event or to try something new.

Each event needs to start from the same beginning – determining the purpose and the goal.

GOT ANY GREAT IDEAS?

Depending on the amount of money to raise, there are a variety of events/activities available.  The most common include meal events, raffles and garage sales.

For meal events, focus on the keynote speaker. Make sure that the event moves. There is nothing worse than a boring event.

You can raffle anything. Understand the state/city laws regarding raffles. Many states regulate raffles and require special licensing and reporting.

Another option is a garage sale. The best time is just before or after Memorial Day or Labor Day. Don’t do them in the middle of summer.

Consider some of the following:

All-You-Can-Eat _________

Auction (Silent or Live)

Theme Dance

Concession stands at events

Flea market

Sell gift/food baskets

Jail & Bail

Mustang (or any animal) drop

Rubber Ducky Race

Suitcase Night (winner leaves on a 2-3 day trip that night)

Seminars

Art show

Car show

Celebrity tennis tournament

Casino night

Bingo

No dinner – dinner

Fashion show

Craft fair

Slave/service auction

Sell advertising

Apply for a grant

Friday the 13th (festival of fate) party

BROADEN YOUR RESOURCES

Check with other organizations and people, within BPW and outside, to see if anyone has done a particular event before. Ask for suggestions of things to do and not to do. They may even be willing to mentor you through the project.

HAVE FUN

The project leader will have a difficult challenge in keeping people motivated if the project becomes a drudgery and people lose sight of the goal.

SAY THANK YOU

People need to know that their efforts are appreciated. Thank the people contributing money, goods and services. Thank the volunteers. Thank the leaders.

THE MOST COMMON MISTAKES

1. Not Asking.

2. Not asking family and friends.

3. Beating around the bush.

4. Being dishonest.

5. Begging, apologizing, or demanding.

6. Not knowing the financial side of your program or business.

7. Having too low a budget.

8. Underestimating giving potential.

9. Calling yourself out after only two strikes.

10. Taking yes for an answer.

CONCLUSION

Appeal to the “social needs” of the donor.

Basic rules will work for any fundraiser:

1. Have the courage of your convictions.

2. Ask for money.

3. Send thank you notes to the donors.

4. Ask other people to ask for money.

5. Send thank you notes to the fundraisers.

6. Have the courage of your convictions.
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