Counci | Fundrai si ng
A Wor kshop

Pur pose: To present and discuss fundraising principles
and i ntroduce ideas for sources of council funds.

Lear ni ng bj ecti ves:

Agenda:

Limt:

WJW 08/06/2003

1. To understand the basic el enents of asking
for nmoney fromindividuals and busi ness
organi zations in your comunity.

2. To identify the options avail able for
rai sing funds in your conmunity.

3. To identify planned giving strategies for
| ong-term council financing needs.

4. To share successful ideas used by other
councils to rai se noney for council
oper ati ons.

5. To develop an action plan for inproving
fundrai sing in your council.

1. Discuss the basic elenents of fundraising
in a council, including the responsibility
of the Council Board for planning, goal
setting and tracking results.

2. Present I nformati on on types of
fundraising activities used by councils.

3. Discuss planned giving prograns and the
type of council funding projects that
m ght benefit fromthese strategies.

4. Share success stories.

5. Finalize action plans.

1 Hour
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Council Fundraising Workshop

Overvi ew

The Council Board of Directors is responsible for preparing a
reasonabl e budget annually and determ ning the source of funds.
Fundraising activities nust be planned if the council cannot
neet their budget from nenber rebates alone. An aggressive
recruiting canpaign can increase the flow of rebate funds, but
nost councils would like to increase their activities and thus
may want to raise additional funds. One partial solution is to
assess council dues, but l|ocal dues can create a new set of
probl enms: How does your council pronote the “value added” of
payi ng council dues? How and when do you collect the | ocal
council dues (annually, or at nenbership renewal)? \WWat does
your council do with those nenbers who refuse to pay?

This workshop introduces a planning process for raising
addi ti onal funds and presents various sources of funds that may

be included in the plan. Let’s start with your ideas. First,
what are sonme progranms your council has used to successfully
raise nmoney for council activities? List them below as

“Successful Progranms” and rank them Next, think of prograns
your council used to attenpt to raise noney that didn't work.
List them below as “Prograns that Didn't Wrk” and list the

reasons you think they were not successful. Conpl ete the |ist
wor ki ng by yourself, then we will share our results.

Successf ul Rank | Progr ans t hat Wiy ?

Pr ogr ans Ddn't Wrk

Generally, councils that do not successfully raise noney find
that their efforts |acked adequate planning or had resource
constraints (time, noney, expertise). In this workshop we will

present strategies to address each of these issues.
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Council Fundraising Workshop

Counci | Operating Funds

Many councils are financed by their menber rebates, council dues
and sone mnor fundraising activities (for exanple, charging an
“add on” to neal costs to pay for guests and holding a “50-50"

raffle at every neeting). This approach, however, provides
limted funds for activities beyond routine admnistration of
the council. Progranms intended to neet the Navy League’ s four

goals, such as community education prograns (for exanple,
hol di ng sem nars, providing Sea Power subscriptions to libraries
and schools, providing honorary nmenbership for conmunity and
active duty | eaders), supporting sailors and Marines through an
aggressive ship and/or wunit adoption program famly support
efforts (for exanple, supporting the fanmlies of recalled
reservists in the comunity), and sponsoring youth groups
require additional funding sources. Your Council Board of
Directors nust decide how many prograns and activities to
support and then determ ne how to fund them

Fundr ai si ng Sour ces

Addi tional council funds may be obtained from many sources.
Here is a discussion of sonme (excluding council dues) of these
sour ces.

Menber shi p. Increasing mnenbership is a proven nethod for
rai sing funds incremental ly. Unfortunately, i ncreasi ng
menbership is often linked to increasing the scope of activities
your council supports — nore activities = nore nenbers!
Cenerally, your  counci | needs nore funds to have nore
activities, so how do you get started? One i nexpensive and
effective method of increasing nmenbership and significantly
i ncreasing your rebate inconme is to start a Comunity Affiliate
Recruiting Program Each Community Affiliate (business) nenber
i ncludes three individual nenbers and an annual rebate of $200

($66.67 per individual nenber), a substantial increase in
rebates (normally $10 per nenber). Conmunity Affiliate nmenbers
often <contribute additional funds or resources to support
counci | prograns and activities (for exanple, sponsori ng

i ndi vidual sailor/Marine awards, or supporting a youth group
program. Starting a Comrunity Affiliate Recruiting Programis
explained in detail in the “Recruiting Community Affiliate
Menbers” Wbrkshop, which can be scheduled by <calling the
Director of Regional Activities.

WJW 08/06/2003 © Navy League of the United States 2003 3



Council Fundraising Workshop

Donat i ons. Many people wll donate nobney to prograns or
activities they believe in. A prine exanple of this notivation
is the donations many councils get to support their Naval Sea
Cadet Corps units. In general, donations are made to support

causes and/or prograns. Therefore, the Council Board should
assess whether the council supports prograns or activities that

are in the conmunity interest and therefore mght draw
donati ons. Prograns supporting the Navy League’'s four goals
generally neet the criterial New progranms nay even be proposed
and the comunity asked to fund them before starting the
program

The greatest challenge in asking for donations is deciding who
to ask, when to ask and how to ask. The followng itens are
el enents of a donation canpai gn:

. Determne the thenme or nessage of the donation canpaign -
why are you asking people to donate? The thene may be to
support an event (for exanmple a ship comm ssioning
cerenony), a new programor activity, or to recover from an
unantici pated event that consumed significant council funds
(for exanple, danage to property owned by the council).

Sel ect a team of volunteers who will contact prospects and
request donati ons. Not everyone is confortable asking
others for noney! Menbers of the Council Board of
Directors should all be expected to participate in

fundraising activities, since fundraising is a primry

accountability for nmenbership on nbost non-profit boards.

Devel op a prospect list. The Council Board of Directors is

t he nost valuable resource for developing this list, since

t hey are experienced nenbers who often have know edge about

i ndi vi dual donors and who in the business conmunity m ght

support the thene. In general, there are three types of

i ndi vi dual prospects: people who have given in the past,

people who are close to soneone in the organization, and

peopl e associated with the cause (for exanple, parents who
support starting a youth group).

Conpl ete prospect research, which identifies three things:

1. Li nkage — Evidence that the prospect is connected with
soneone in the Navy League or a supported group, SO
you can establish contact;

2. Ability — Evidence that the person has the ability to
make a gift of the size you want; and

3. I nterest — Evidence that the person believes in the
Navy League’s goals, program or thene, which should
i ncl ude evidence of donations to simlar organizations
and/ or prograns.
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Council Fundraising Workshop

Sophi sticated software prograns are used by organizations
conducting maj or gift canpaigns, including the Navy League
Devel opment Departnent at HQ Councils have to do the

research the hard way - by gathering data from the
collective know edge of your nenbership to determne a
prospect’s giving potential, |inkage and interest.

Establish the admnistrative details of the canpaign.
Exanpl es i ncl ude:

1. WIl you solicit pledges or only cash donations?
Pledges add to the admnistrative workload of the
counci | .

2. Are you interested in a mtching gift progranf
Mat ching gifts may be used to encourage nmany donati ons

of smaller gifts. Matching gifts also add to the
adm ni strative burden.

3. W I | donati ons be solicited from the business
communi ty?

4. How will the follow-up activities be handl ed? Funds

must be tracked (including pledges), thank you letters
must be witten, and tax letters issued for gifts over
$250, for exanpl e.
Conduct training for the volunteer fundraisers. There are
training courses available to teach volunteers how to ask
for noney, or one can be developed that is Navy League
specific if there is enough council interest.
Assign prospects to each volunteer fundraiser, preferably

based on their relationship with the prospect or their

council contact. A suggested gift nunber should be
assigned to each prospect, since many will ask “how nuch do
you want?” The quality of the prospect research will show

when you are attenpting to set a suggested gift nunber!
Initiate fundraising activities and track results. During

a major canpaign the results should be reviewed at every
Board neeting so adjustnments can be made in the plan.

Events. Special events can be a source of significant funds for

a council if thoroughly planned, pronoted and execut ed! Event s
can be internal (hosting a Navy League National Meeting) or
external (involving the public). Exanpl es of external events

are Ar Shows, Fleet Wek Celebrations, Ship Conm ssioning
Cerenoni es, Synposia (for exanple a Honel and Security Synposium
co-sponsored with a local college or wuniversity), Sea Service
Fam |y Appreciation Events, o Autonobile Sales for active duty
service personnel (both San Diego Council and Hanpton Roads
Council hold these sales). Event Pl anning requires a dedicated
team of volunteers and some planni ng gui dance. Your council can
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Council Fundraising Workshop

order an Event Planning Giide and/or the Hosting National
Meetings Guide fromthe Director of Regional Activities.

Grants. Sone councils have been successful in getting grants to
support their Sea Cadet units. To |l earn nore about obtaining
grants, contact the Director of Regional Activities, who wll
put you in contact with a council that has received a grant.

Pl anned G ving. Navy League nenbers may be willing to provide
funds for specific purposes in their estate plan or upon their
death. These gifts may be given to the Navy League or to a Navy
League council. These type of gifts generally fall into one of
t he follomnng cat egori es:
Bequest — a gift that is made by nam ng the Navy League or
your council as a beneficiary in the nmenber’s will.
Life Income Gft — The nenber nmay irrevocably transfer
assets (for exanple their home) to the Navy League and
retain the use of (or inconme from the asset for the rest
of their life and/or their spouse’'s life.

Gft of Life Insurance — nenbers often have policies they
no | onger need (or that are causing estate tax issues) and
are willing to donate them to the Navy League. Exanmpl es

are Veterans Life policies or policies purchased to provide
for their children or spouse.

Pool ed I ncome Fund — a gift of noney and/or securities are
pool ed with donations from ot her donors.

Charitable Lead Trust - wused by individuals with [|arge
estates desiring to benefit the Navy League while passing
the principle to famly nenbers with little or no tax
consequences.

Charitable Remminder Trust - Assets transferred to a
charitable remainder trust provide life inconme to the

beneficiary and |eave the remainder to the Navy League.
Gfts of Retirenment Plans (self-funded retirenment plans -
| RA, 401(k), 403(b), etc.) can be placed in this type of
trust to reduce taxes.
As the nane inplies, a planned gift will require the services
of pl anning specialists in nost cases. Suppor t in
establishing these gifts can be obtained fromthe D rector of
Devel opnment at NLUS Headquarters.

Ot her  Met hods. The following list includes sone of the
nmet hods used by councils to rai se noney:
Auctions — nenbers donate itens to auction. The auction
may be live, silent, or electronic (Ebay).
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Council Fundraising Workshop

“No Meeting” neeting — a council neeting is schedul ed,
paid for, but not held! The neeting registration funds
are then avail able for council activities.

Raffles — the nobst conmmon raffle is the “50-50". One
suggestion is to raffle prizes or gifts, rather than
return funds received to the wnner. Conmmunity Affiliate

menbers will often donate gifts and/or prizes for both
raf fl es and auctions.
Council Store - Navy League nerchandise is sold to

menbers. There may be tax consequences fromthis type of
activity, so consult your accountant to learn the IRS
rul es!

M scell aneous - the Gassroots Fundraising Journal
published an article entitled “55 Ways for Board Menbers
to Rai se $500”, which is attached for your consideration.
Also enclosed is a flyer called “Fundraising |deas” that
includes sone creative ways to get noticed and raise

noney.

Pl anni ng for Fundrai si ng
Pl anning was discussed earlier in the Donation section. The
activities of the Board of Directors in deciding how to raise
nmoney for the council is the focus of this mterial.

Consi derati ons i ncl ude:
- The Board needs to establish the scope of fundraising

activities. Decisions to be nmde include what types of
activities to sponsor, how many activities or thenmes to
use, how nuch noney wll be raised, and what 1is the

i nvol vement of the comunity.

Should the Board prepare the fundraising plan and try to
manage the program or should a Fundraising Committee be
formed and charged to create and execute the plan? In
either case, the Board retains accountability for approval
and tracki ng of the plan.

Who should lead the fundraising effort? A Board nenber or
the Chair of the Fundraising Commttee? This individual
needs to be selected carefully to assure your efforts are

handl ed professionally. A council does not want their
fundraising to create ill will anong Navy League nenbers or
the community at | arge!

Lead by exanple. Board nenbers should be willing to set

the exanple by making a contribution, volunteering to raise
funds fromothers

Sonme additional articles on non-profit fundraising are included
to assist your Board of Directors in planning.
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Council Fundraising Workshop

Pur pose:

Acti on:

Exerci se

To start planning for your council’s fundraising
Activities. This exercise should be conpleted by the
Counci | Board of Directors.

1.

2.

Di scuss need for additional funding in your

Council. Establish the scope of fundraising desired.

Revi ew the types of fundraising activities presented
in this workshop. The Board shoul d determ ne program
fundi ng and set fundraising goals for each activity.

Establish accountability for developnent of the
fundrai sing plan. If a Fundraising Commttee is
used, commttee nmenbers should chosen fromthe Board
as well as interested nenbers. Menbers wth
fundrai sing experience are particularly desired for

this commttee. Record-keeping experience is also
val uabl e.

Sel ect candidates for Chairman (or select the Board
menber accountable for the plan if a commttee is
not wused). The Board should interview candi dates
for Conmittee Chair to ensure goal congruence,
especially that the chairman is well -regarded in the
comruni ty.

4. Prepare an action plan to conplete the plan and set

a schedul e.

needed?

VWhat action is Who wil | | s Board VWhen wil |l Remar ks

conpl ete i nvol venent | acti on be
this action? | required? conpl et ed?

Limt:
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Thi s exerci se should take 30 m nutes.

The End!
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