Intro to Fundraising
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This text is designed to aid volunteer rescue squads with their fund raising events. It is not to be confused as a direct step-by-step guide. Use this information as you develop your own fund raising projects.

Every fund raining project presents it’s own set of challenges. They also produce different results. Take the time to plan your fund raising and develop a plan for the entire years fund raising.

[image: image2.wmf]Fundraising is a TEAM event. Without the help and ideas from others your fund raising efforts will be greatly hindered. Which will result in an unsuccessful campaign.

“The success of a squad’s future plans often depends on its ability to raise funds.”

Building the successful financial package…

Before raising the first dollar your squad must have an organized financial system in place. Remember the community you serve gave the money you raised. You as a volunteer rescue squad must be good stewards of the community’s money.

Your rescue squad should have the minimum programs setup before beginning any fund raising event,

1. Establish you are a 501(c)3 not for profit organization.

2. Prepare an annual audit of all moneys.

3. Have an annual budget.

4. Planned project for the funds to be raised.

5. Maintain detailed records of all gifts received.

Following this plan protects your squad and your donors, it also meets state and federal requirements of a not for profit organization.

VIRGINIA LAW

All charitable organizations operating in Virginia, including volunteer rescue squads, are required by the Virginia Solicitation of Contributions Act to register with the State Office of Consumer Affairs (OCA) prior to solicitations.

Office of Consumer Affairs

Post Office Box 1163

Richmond, VA 23209

1-800-552-9963

Who are the givers? What age, gender, income status do you think will be more likely to donate. And continue to donate year after year.

· Most likely to give;

· Middle aged families with an average income of less than $50,000

· Older families with no children at home.

· Small family owned business.

· Former Donors

· Members

· Recipients of Services

· A Little Less Likely to Give;

· Local Business

· Civic Groups

· Churches

· Professionals

· Community Foundations

· Least Likely to Give

· Federal Government

· National Corporations

· National Foundations

PLANNED GIVING

Planned giving is defined as long-term gifts and may involve legal documents or established financial programs. Some examples include,

· Memorials

· Bequests

· Life Insurance

· Charitable Trust

· Charitable Gift Annuity

· Pooled Income Trust

· Life Estate Contract

· Securities


SETTING GOALS

The Annual Fund Drive (no matter what method you use) is the financial mainstay for many volunteer rescue squads. Remember that individual giving accounts for nearly 90% of all charitable giving in the United States.

Set goals for your fund raising projects. You should consider the following goals,

· To secure new givers,

· To retain and upgrade present givers,

· To reinstate former givers,

ASKING FOR CONTRIBUTIONS

Each rescue squad has found the fund raising program that is the most successful in their communities. Many squads have multiple fund raising projects through out the year and use different types of fund raising techniques for each project. 

In each case most fund raising projects use one of the following techniques to solicit funds,

· Face to face

· Selling a product, subscription etc.

· Door to door request.

· Public activities

· Telephone

· Picture program

· Direct request for donation

· Direct Mail

Each method can be very effective in their own way but each takes planning. 

SCHEDULING YOUR FUND DRIVE

 Best Months,

· April, May, November and December
April and May are better because they are pre vacations and post tax refund. November and December are good because of tax deductions and holiday emotions.

Worst Months,

· June and July

These months are in the middle of vacation season. Also what is the most popular month for a wedding, June?  June is also graduation season for most high schools.

Use this as a guide, many squads raise money during the “off” season and are very successful.

Consider using the other months to seek funds from foundations and corporations.

Limit the length of the fund drive to no more than 6 weeks. Your donors perceive the squad raises money all year round. The impact of a once a year event is lost.

CHOOSE YOUR TECHNIQUES

Door-to-door

· Time consuming and requires small army of people to be successful.

Phone-a-thon

· Usually done by a third party.

· Has associated costs.

· Usually has a product to sell.

Direct Mail

· Covers large geographic areas.

· Usually done by third party.

· High cost.

· Postal limitations.

Special Events

· Carnivals

· Auctions

MORE TIPS TO REMEMBER

Everyone is fair game

· Residents

· Businesses

· Civic groups

· Associations

Provide orientation/training for members

· Better representation of squad

· Have a script

Give receipts

· Only way to do business

· Tax records

Keep accurate records

· This is a must

· Protects everyone

· Shows squads good business sense

RECRUIT OUTSIDE HELP

Civic Groups

· Have tons of contacts

· Have the time

· Experience at fund raising

Churches

· Concentrated group

· Lots of volunteers

Local Business

· Business experience

· Business equipment

Citizen Volunteers

· Retired citizens

· They know everyone

Using any outside organization like the ones mentioned about increases your squad’s visibility and lets the community help with your squad. Involving these groups also opens many doors for you to promote your squad and it’s needs.

BE INFORMATIVE

Tell your donors why you are raising money.

· New ambulance

· Building program

· Operational expenses

Have support information available should someone want details of the program.

· Budgets

· Audits

· Blueprints

Provide literature for the donor to read. Tell them about your squad and it’s needs. This is a perfect opportunity for you to sell your squad.

More people will be willing to donate if they know how you plan to spend their money.

NEVER FORGET TO SAY …

“THANK YOU”

No matter how large or small the donation everyone wants to know that his or her gift is important. You may decide to say thank you in any number of ways,

· Postcards with picture and message.

· Form letter.

· Billboards.
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DARE TO BE DIFFERENT

Don’t be afraid to try something new. Ask around and see what other rescue squads are doing to raise funds. There are a lot of different ideas that are being used. 

If your squad has multiple fund raising projects use different techniques for each event. This keeps the public interested and encourages more support and participation from the community.

BE SENSITIVE TO OTHER VOLUNTEERS

Notify your neighboring squads that your fund drive is beginning.

· Postal routes cover different areas than you serve

· Not a competition

Set some ground rules for the fund drive.

· Geographic areas to solicit.

· Postal regulations for mailings.

· Set a calendar for events.

Don’t forget the volunteer fire departments

· We serve the same donors

· Don’t compete for $$, someone will lose.

OTHER AVENUES FOR FUNDING

LOCAL GOVERNMENT

In-kind services

· Insurances

· Fuel (vehicles & buildings)

· Utilities (water, sewage, electricity)

Incentives

· County/City decals

· Waiver on user fees

Operational expenses

· Cash contributions

· Budgeted line items

Capital Expenses

· Vehicle purchases

· Building Improvements

Special Expenses

· One-time expenses

· Matching funds

· Vaccinations

Cost Sharing

· Bulk purchasing

· State contract purchases

THE UNITED WAY

Local Community Based Funding

· Must be a member organization

· Limited individual fund raising vs. group solicitations

· Donor designations

· Membership limitations

· Very statistic based program

· Varies from community to community

TWO FOR LIFE

· Tax on annual vehicle registration

· Funds are returned to localities

· Localities determine fund distribution

RESCUE SQUAD ASSISTANCE FUND (RSAF GRANT)

· Funded through Two for Life

· Used for equipment, vehicle purchases

· Offered twice yearly, through application

· Includes the Recruitment & Retention Mini Grant

CORPORATE FUND RAISING

Businesses are often the weakest link in the fund raising strategies of rescue squads. You must be willing to work their hours in order to be their audience. The businessperson’s time is very precious so use it wisely.

Some do’s and don’t to remember about businesses…

Avoid form letters – many times they never get to the right person.

Sell your squad – let them know what you do for them.

Leave a business card – a small price to leave your name, good reminder.

Don’t ask for something for nothing – remember they are there to make money.

Know their business – do some homework, know whom you are talking to.

Remember names – becomes personal.

Thank you and follow up – send a personal letter, put them on your mailing list.

Special recognitions – big gifts need big thank you’s.

Keep records – protect both parties.

Repeat requests – make them apart of your team.

Don’t get discouraged – they may say wait until next year. Remember to call again.

FOUNDATIONS

Local Foundations

· Family or Community based

National Foundations

· Corporation based

Not very reliable for volunteer rescue squads, but all they can say is no. SO ASK.

BINGO

· Major source of income for many volunteer rescue squads.

· The time commitment is very high and it requires many volunteers to work games.

· Visit a local BINGO game and ask many questions before making the investment and commitment.

· Check the state and local gaming laws. 

· Talk to local civic groups for ways to use their games to help your squad.

SPECIAL EVENTS

Rescue squads everywhere use special events to raise funds. These may be as large as carnivals to the Saturday morning pancake breakfast. Many squads have been very successful with these programs but have been doing these them for years and the community has grown to expect them as a part of the community’s traditions.

These events can provide you with much more than financial support, you may also find they provide…

· Community support

· Squad morale boost

· Opportunity to sell the squad

· Recruitment & Retention tool

… don’t forget you can raise a few dollars too.

These events take TEAM work, they also…

· Are hard work

· Best in large groups

· Must be planned

Special events can be a great community kick off for your annual fund drive.

BILLING FOR SERVICES

· You bill the patient or use a third party to bill

· Check on local franchising ordinances

· Requires an established records system

· Squad should consult legal council before considering billing as a fund raising option

· It gets complicated!
COST CONTAINMENT
· Increasing revenues by reducing expenses

· Purchase what is truly needed

· Bulk purchases

· Purchase from State Contract

· Hospital Exchange programs

· In-kind gifts in lieu of cash donations

· Discounts and qualified reimbursements (gas & sales tax)
UNSOLICITED DONATIONS

· Donation received as a result of patient care

· Develop a follow up for each patient.

· Leave a card with family

· Send service evaluations

· Questionnaire

· Helps improve services

· Send thank you cards

· Keep records

· Post the thank you cards for all to see
WHY DO PEOPLE GIVE
· People give to people

· People they know

· People they trust

· People they care for

· It’s a tradition

· Their heritage

· Feel guilty

· Tax Advantages

· Services rendered

· Support the cause
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Your squad must find what works for you. No idea is wrong and every idea has potential. 

