11-Corporate Contacts and Getting Your Fundraising Going For Your Event 101 Darn Good Ideas

Here are some basics to jump-start your fundraising; first things first! :

1. Ask –ask – ask for donations and teams – Did you consider grocers?  How about a car dealer - this can be a opportunity for them for publicity...   Check out the Team Wheel of Fortune - it lists types of businesses to contact.  Check out:

http://www.acsrelay.org/manualandDGIs.php#Part_10

for the 10-Team_Relations_Wheel_Of_Fortune_Where_To_Find_Teams.doc
2. Put together sponsorship guidelines – set your sponsorship levels, including deadlines for companies to commit for t-shirt recognition, website recognition, newspaper ads, etc.  Examples of how this can look can be found at:
http://www.uni.edu/studentorgs/relayforlife/corporate_sponsorship.htm
http://www.windhamrelayforlife.org/relay_sponsor1.html
http://www.lancasterrelayforlife.org/sponsors_page.htm
As your event builds more sponsorships, you have the opportunity to establish higher sponsorship levels with more and more benefits for your sponsors!

3. Contact your potential corporate sponsors - Ask for corporate sponsorships by visiting the biggest/most likely businesses and sending a letter to the others.   Remember that donations (rather than underwriting) are typically more attractive to businesses…  Check out the following for sample letters:

http://www.acsrelay.org/manualandDGIs.php#Part_11
4. Put basic publicity events in place - How about running a silent auction or raffle at your event to raise some additional moneys (if you were paying the band and donating the proceeds, would the ACS be ok with that?).   Make sure that all events you consider meet your local and national ACS guidelines.

5. Make connections – Networking Networking Networking.  Do you know leaders in the community with connections you have already talked to?  Maybe they could ask a  business colleague/friend for help?  Have you contacted your chamber of commerce for a list of local businesses you could mail/contact?

6. Marketing – If you know your event location and the date, get the marketing started...  That might be the best way to get help.  Post flyers, send them out via email to the committee, get people excited about attending…
7. Have a "Spread Out Saturdays" or "Tag Team Thursdays" – This is where we got as many volunteers together, and meet up at a central location and fed folks lunch or breakfast (depending on the timing) before giving them an overview of what to do:
o
Divide up our town, and have folks spread out to talk to businesses all over.  Take the right materials with them (see below for what is needed).

For each business/location they make contact with, they:

o
Provided a flyer about Relay and ask them to post it in their business, 

o
Provided info about corporate sponsorship if they seem interested

o
Provided info about teams, etc. especially if they have a lot of employees.  

o
Place a coin can and brochure rack if the business is willing

o
Provided info about sponsorship and in-kind donations... Many places donated on the spot!

o
If the business came on board strongly, we asked them to display a "This is a Relay For Life business" sign in their window.

o
We also offered to return and have a info session if they are willing.

We found it is usually it is best to ask for a manager, mid-afternoon (between the lunch and dinner rush) on a weekday, but Saturday mornings worked too.   (Thanks to Ramesh and the Towson Relay For Life)

8. Fundraising Do’s and Don’ts with Companies and People

DO

· Be respectful for their time & wishes – whether an individual or organization, they probably get many asks a year.  Most people want to help in some way, but if it isn’t for them (and particularly if you don’t know them well), be respectful that they may choose to make a difference in a different way than Relay.

· Be direct but not abrupt – 

· FOR COMPANIES & OTHER ORGANIZATIONS - Given that their time is valuable, have a good presentation put together for corporations, telling them the basics about your Relay, fundraising levels.  Take a survivor with you…  That can be the closest connection.  Pick people in the company you know who have experienced cancer first hand to go with you.  That can make the difference to have an internal advocate

· FOR PEOPLE – Make the ask, and then sense their mood… If you sense they’d like to hear more, then give a little more info.  If they know enough, let them know how to contact you and leave it at that.

· Ask and Ask Again – Event chairs, donators, etc. sometimes don’t say yes the first time, or have questions.  Be honest and follow-up with people to keep them engaged.  Sooner or later, it might be the right time (a personal experience with cancer, more stability and balance in their job, improved finances, etc.) for them to get more involved whether with time or money.

DON’T

· Don’t Forget To Ask!  - The #1 reason volunteers cited as the reason they did not come back again/donate again in a past poll was that they weren’t asked…  It sounds basic, but from time to time a Relay changes leadership and doesn’t recontact all those who have participated and supported in the past.   As someone collecting donations, ask all those who donated the previous year (keep a list!).  As  a team recruitment chair, contact all your teams, and if possible, make sure all team members are on your overall mailing list.  Make sure you re-contact all sponsors big and small

· Don’t Overwhelm Them – In this world of information about people, places, and things, make it simple.  Here’s what it is, how you can help, and to get back in contact.  Leave them what they need and no more, whether a corporate sponsor packet or donation envelope to send money in.

· Don’t Overpromise & Underdeliver – Companies and people don’t go back for more if they were disappointed the previous time.  Make sure that visibility at Relay, in the program, on the website, etc. is what you said for sponsors.  Be appreciative of them and make sure you send a post-event thank you.  For individuals – tax deduction receipts, a personal thank you letter, a phone call, etc. keeps them in the loop and remembering you.

9. Have prizes for your teams that bring in corporate sponsors –To ensure they get adequate recognition for bringing in sponsors.
10. Have a tent at your event for your corporate sponsors – A tent is a great place to display info about your sponsors and also treat them nicely…  Some events combine the corporate sponsors tent with the survivors tent, to really give the sponsors a first hand exposure to those that their donations help.  Have a table for each sponsor to share information about themselves, provide them food and perks the evening your event starts, and so on.  

11. Recognize your sponsors during the event - Make sure you recognize their donations during your opening ceremony and through out the night
