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FUND-RAISING

GUIDE

ENGLISH EDITION

"We believe:

That faith in God gives meaning and purpose to human life;

That the brotherhood of man transcends the sovereignty of nations;

That economic justice can best be won by free men through free enterprise;

That government should be of laws rather than of men;

That earth's great treasure lies in human personality;

And that service to humanity is the best work of life." 

"Creemos:

Que la fe en Dios da sentido y objeto a la vida;

Que la hermandad de los   hombres trasciende la soberanía de las naciones;

Que la justicia económica puede ser obtenida mejor por hombres libres a través de la libre empresa;

Que los gobiernos deben ser de leyes más que de hombres;

Que el gran tesoro de la tierra reside en la personalidad humana;

Y que servir a la humanidad es la mejor obra de una vida.”
“Nous croyons :

Que la foi en Dieu donne à la vie son véritable sens;

que la fraternité humaine transcende la souveraineté des nations; 

que la liberté des individus et de l’entreprise assure mieux la justice économique; 

que le gouvernement doit s’appuyer sur la loi et non sur l’arbitraire;
que la personne humaine est la plus précieuse des richesses; 

et que servir l’humanité constitue l’œuvre la plus noble d’une vie.”

Fund-Raising Guide

2002 Edition

Introduction
The need for adequate funds to manage the day-to-day operations of a chapter cannot be overemphasized.

Fund-Raising Guide, one of the Chapter Development Guides, has been written and developed by Junior Chamber International to serve as a handbook for chapters interested in raising funds. It provides practical tools and techniques for chapters to enhance their cash flow, and extend their financial horizons.

Fund-Raising Guide is just one of several publications prepared by the JCI World Headquarters to help your chapter perform better. It is our hope that you will find these Chapter Development Guides valuable in the development of your chapter.

We welcome your comments, criticisms, and suggestions so that we may continually improve our services to you. Let us know your chapter's other needs, and our professional staff will be happy to assist you. Please be specific in your requests so that we can provide you with pertinent suggestions, publications and advice. We are here to help you in whatever we can.

Secretary General

Junior Chamber International, Inc.
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FUND-RAISING GUIDE

Preface

The funds available to a Junior Chamber organization can drastically limit the number and type of projects carried out by the organization.

Organizations that rely solely on membership dues find it almost impossible to finance the annual events and programs. Inadequate funding, besides reducing the level of services and programs offered to its members, disrupts the administrative operations and will ultimately lead to a membership decline.

Chapters without active corporate or external sponsorship programs should develop a long-range strategy for fund raising.

Successful fund raising begins with careful development of short- and long-range approaches to organizational development based on need and resources. The process of fund raising includes planning, resources, goal setting and assessment.

The success of a fund-raising campaign begins with the development of an effective strategy. That strategy involves the formulation of organizational goals and objectives that are understandable, meaningful and realistic.

Fund raising requires the active support of the Board of Directors and the general membership alike. The opportunities are limitless and the results are rewarding.
Donations can be either cash or in kind, e.g., a company's products. You should plan a fund​raising campaign, which addresses your chapter's specific needs.

While specific methods used for soliciting sponsors and contributions will differ depending on the specific project or program, the basic methodology remains the same.

Although techniques will differ somewhat from country to country due, in part, to the differences in trade codes, solicitation laws, culture and customs, the same concepts are applicable to any national organization or chapter.
1. SOURCES OF FUNDING

Junior Chamber Chapters derive their funding from various sources depending on size, number of annual projects, sophistication of its members, etc. Some examples are listed below.

1.
Membership Dues
Usually each Junior Chamber member pays an annual fee or dues to be eligible for chapter services and to participate in national organization activities and events. Some chapters also have different categories of members who provide only financial support and may not necessarily be of Junior Chamber age nor actively participate in chapter activities. These members are often referred to as sustaining members, honorary members, life members, associate members, etc.

2. 
Patrons and Sponsors
A patron is generally an individual, a dignitary in the community, or a celebrity whose actions show he professes belief in the organization's cause. It is also common in some chapters to have close business associates, friends and relatives as patrons.

Corporations often assist chapters and may provide support in kind or cash. For instance, a company that allows a chapter to use its premises for the monthly board meeting is providing in​-kind support.

3.
Training Seminars
A chapter may decide to offer seminars to the public for a fee. Ticketed events such as banquets, cocktail parties, live shows, tournaments, conventions and meetings also provide funds.

4.   Sales and Raffles

National organizations with a sales department offer their members a variety of merchandise at reasonable prices. Items raffled off to members during chapter events constitute another source of income. Sales ads in national publications and newsletters are also sources of additional revenue.

2. SALESMANSHIP

Personal selling skills involve knowing how to promote your product through oral presentation, personal contact and goal setting. The skills of personal selling involve Information, Personal Conduct and Feedback

1. 
Information

Information about the donor or prospect is vital to the campaign drive. Thorough preparation and research will give you that information. Evaluate all potential donors based on their ability to give and their history of involvement with community and charitable activities. If the prospect is an individual, gather every bit of information you can about the potential donor‑professional title, responsibilities, schools and colleges attended, outside interests and hobbies, family, and so forth. If the prospect is a business entity, research the company's financial statements, competition, product lines, board members and history of involvement in the community.

2.
Personal Conduct
Observe the following rules of conduct during solicitation:

· Be honest, truthful and respectful.

· Never pressure the prospects.

· Be sensitive to the needs of the prospects.

· Emphasize the benefits of your organization to the prospects.

· Find areas of common interest, experience or accomplishment on which you can build mutual trust.

3.
Feedback

Following your presentation, remember to:

· Always follow up after the solicitation, regardless of the outcome.

· Make phone calls or send thank‑you letters to the prospects.

· Ensure that you follow up on all commitments, promises and requests as soon as possible.

3.
THE COMMITTEE
At the beginning of the year, the Board of Directors should decide the number of members to be on the fund‑raising committee and the duration of their term of office. For instance, should the committee consist of 5, 9 or 14 members? Should the term of office be one or three years?

Once those decisions are made, members with an interest in public relations and special knowledge or technical skills relevant to fund-raising should be appointed. This will be crucial to the success of your chapter's fund‑raising drive, since most people are not effective salespeople. Committee members must have experience and be knowledgeable about Junior Chamber, the chapter, the national organization, and the fund‑raising objectives.

In assembling members of the committee, the Board of Directors should look for members who exhibit the following characteristics: accountability, commitment, dedication and responsibility. Fund raising is time consuming and frustrating. Members of the committee should have the appropriate qualities in order to maximize the committee's efforts.

It is important from the onset to establish an organizational chart for the committee, so that the committee chairperson and members will know their responsibilities and exactly to whom they report. The committee chairperson should report to the Finance Commission directly but, if the chapter is too small to have a Finance Commission, the committee chairperson should report to the Management Vice President (a sample fund‑raising committee objective and chart are provided in Appendix 1).

4.
THE FUND‑RAISING CAMPAIGN

Before the committee embarks on a fund‑raising campaign, all of its members should meet to define the chapter's financial needs. Take a look at the questions in Appendix 2, and discuss them with the Board of Directors and committee members.

Develop the prospect list. Each committee member should identify his or her friends and acquaintances that may be:

· Representatives of any foundation corporate executives at the vice presidential level or higher

· Wealthy individuals (those who can write a check for $5000 as easily as most people can write one for $10)

· Household names (movie stars, sports figures, television personalities, or famous musicians)

· Highly placed political officials or their appointees or

· Leaders in the business community.

In most cases it may be difficult to secure appointments with people in the categories listed above, so you must go through "middlemen"‑people who have connections with very busy, inaccessible managers.

There are three ways to solicit funds. You can write a letter, make a phone call, or visit the prospect in person. A letter could be tossed in the wastebasket and a telephone call can be brushed off, but it will be difficult to dismiss someone who is sitting across the desk from you!

a.
Letter of introduction

You can request an introductory letter from the middlemen and send fund‑raising kits to all the prospects. By sending materials in advance, you are preparing the prospect for your mutual meeting.

Essentially, the fund‑raising kit is your marketing package and should consist of:

· ​Fact sheet of the organization.

· Fund‑raising campaign letter from the chapter or national president (see samples on Appendices 4 and 5).

· Junior Chamber brochure and the JCI Creed.

· An annual report, if any.

· National or chapter magazines, newsletters, and other relevant information.

b.
The telephone call

One week after sending out the introductory letters, follow up with phone calls. The most important thing at this stage is to secure an appointment. The essence of the phone calls is to "get your foot in the door." Be precise and brief on the phone. Introduce yourself and make reference to the letter you mailed to the prospect's office previously. Write down the time and place for the meeting (see sample telephone conversation on Appendix 6).

c.
The face‑to‑face interview
The most effective way of solicitation is face‑to‑face. As a general rule, two members should visit one potential donor. One member leads the discussion while the second offers backup information and amplifies the points being made. Never arrange for more than two people to visit one prospect; three visitors are far too intimidating to a potential donor.

The purpose of the meeting with these contacts is to discuss your organization's future program, identify the reason for the fund‑raising drive, and engage their interest in them. The best place to meet with the prospects is in their own offices, because that's where they are most comfortable.

When you provide a potential donor with "an opportunity to invest in the future of our community," you are not begging; you are creating a partnership between your organization and the donor to improve your community.

Junior Chamber members sometimes underestimate what they have to offer. Committee members should be aware of the principle of reciprocity. You should outline what Junior Chamber can offer the prospect in return ... that is, results which are mutually beneficial.

d.
The thank‑you letter
Send a thank‑you letter to the donor regardless of the outcome. Understand that "No" may be the outcome regardless of your approach.

Understand, too, that individuals and businesses have their own constraints and operate on a different agenda. Accept any gift graciously, because it is better than no gift at all (see sample thank‑you letter on Appendix 7).

If questions arise that need answers and additional information is requested, forward these facts to the prospect quickly. If additional meetings are needed, set the appointment time at the end of the initial meeting, and then mention that date in your follow‑up correspondence.

Recognition should always be given to donors, especially those who exceed the amount predetermined by the committee. 'Ibis can be accomplished by mention in the program book, by sending complimentary tickets to chapter events (such as banquets, gala night, etc.), or by holding a thank‑you function organized exclusively for the donors at an end‑of‑year patrons' party.

5.
HOW TO HANDLE POSSIBLE OBJECTIONS

Corporations exist to make a profit. Consequently, funds are allocated to charitable causes only when there is a surplus. Companies understandably are more stringent with their funds during bad economic times or recessions.

No matter how convincing your presentation is or how professional your marketing package may be, there still exists the possibility of rejection. Do not take rejection as a personal failure, nor allow it to discourage your solicitations elsewhere. Reevaluate your procedures and move on.

In fact, your initial research of the prospect should give you a good idea of how probable your success will be. For instance, if during your research you discover that a company is in financial difficulty, you should realize that a successful solicitation is unlikely. Do not waste your time or resources.

Emphasize the benefits your prospect would derive from your mutual association, so as to minimize the probability of rejection. If companies are made aware of "what's in it for them," it is more likely they would grant your request.

Samples of Possible Objections
OBJECTION: "No money ... poor year"

· Response 1: "Your investment could be made quarterly."

· Response 2: "Your firm could offer in‑kind services/products instead of a financial investment."

OBJECTION: "Our funds are already committed to a number of other nonprofit organizations."

· Response 1: "At what time of the year does your firm establish its budget for charitable contributions? Would it be appropriate for our chapter to submit a proposal at that time for consideration as one of your firm's charitable organizations?" If acceptable, verify to whom the proposal should be mailed.

· Response 2:  "That's great. It shows that your firm is community minded. We are asking that you give us priority consideration because of our uniqueness in providing excellent training and personal development programs to young people and upgrading the communities in which we live."

OBJETION: "I can't make the decision myself; I must consult with my superiors.”

· Response 1: "When can I contact you again for the decision? Will you need additional information?"

· Response 2: "Will it be possible to talk to the person in charge of allocating the funds?"

OBJECIÓN: "You'll have to contact our home office or the headquarters."

· Response 1: "Whom should we contact at the home office or headquarters?"

· Response 2: "Would you, as the local manager, endorse our request with your home office or headquarters?"

6. THINGS TO REMEMBER

Success depends on you!

· Money is not offered ... it must be requested. Be courageous. Don't be afraid to ask for an investment‑there is no known case of a solicitor having been shot by a prospect!.

· Rehearse‑rehearse‑rehearse! Know what you are going to say; know what you are selling; know the facts about your chapter, national organization, and JCI. 

· The best way to contact a prospect is face‑to‑face.

· Only individuals can convince other individuals that a project or cause is worth supporting.

· Regardless of the results of your campaign, don't forget to say, "Thank you."

APPENDIXES
Appendix 1

SAMPLE FUND‑RAISING COMMITTEE PLAN AND ORGANIZATIONAL CHART
Objective:
To develop and implement fund‑raising programs and strategies for the chapter by  _________.

Action Steps:

1.
Set up a fund‑raising committee comprising _________________ members by ___________.

2.
Ensure that the committee devises both short‑ and long‑term fund‑raising strategies for the LOM.

3.
See that the term of office of the committee commences from ________________ and ends on ________________.

4.
Have the committee research current chapter fund‑raising programs and recommend alternatives.

5.
Monitor the progress and evaluate all fund‑raising campaigns and programs during the year.

6.
Develop promotional and marketing tools for the campaign drives.

7.
Secure gifts in kind or donations from potential donors.

8.
Report on a quarterly basis to the Commission Director (or Vice President).
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Organizational Chart:

Notes:
a.
Have very specific and attainable goals, i.e., to raise $2,500 by the end of the first year.

b.
Depending on how large the committee is, a member or small groups of members can be given the job of research, solicitation, PR functions, etc.

Appendix 2

QUESTIONS FOR DISCUSSION

· Is your chapter visible in the community, and does it enjoy a favorable public image?

· How well can you sell the ideas and concept of Junior Chamber to the public?

· Do you have the support of the Board of Directors to run an elaborate fund‑raising drive?

· Do you have the right kind of members knowledgeable about, and interested in, the fund​raising drive?

· What are your expected goals/objectives for this campaign?

· Does the campaign chairperson know what it takes to run a fund‑raising drive?

· What kinds of gifts are you soliciting?

· What is the time frame for your campaign or drive?

· Have you assessed your "competition"?

· Have you identified all the costs involved in the campaign?

Appendix 3

SAMPLE FACT SHEET

(on chapter letterhead)
The (name of chapter) Junior Chamber
MEMBERSHIP:
Comprised of (total number of members) young men and women from all walks of life

PURPOSE:
The purpose of the (name of chapter) Junior Chamber is (state your chapter's purpose).

AFFILIATIONS:
(Name of national organization) and Junior Chamber International.

BRIEF HISTORY:
Give a brief history of your chapter from its inception to date.

ACCOMPLISHMENTS:
List highlights of awards (national/international), if any, and honors or citations received.

PROGRAMS:

State the JCI Areas of Opportunity, including your chapter's special programs.

CURRENT PRESIDENT:
Indicate the name, address, phone, and FAX numbers of your president.

MEETINGS:

Give place, date, and time of your chapter's Board Meetings and General Membership Meetings.

SECRETARIAT:

State address, phone and FAX numbers of chapter's Secretariat (if any).

Appendix 4

SAMPLE FUND‑RAISING CAMPAIGN LETTER 1

(on chapter letterhead)

(date)

(Name and title of officer

company and address)

Dear Sir (or name of officer, if known):

We believe that, as one of the progressive business leaders in our community, your firm might be in a position to offer some financial assistance to enable us to carry out our organization's activities and events (state specific event).

(Name of chapter) Junior Chamber is a nonprofit organization affiliated to Junior Chamber International, the world's largest leadership and training organization for young men and women between the ages of 18 and 40, with chapters in some 100 countries and territories.

Since its inception in (year chapter was founded), the (name of chapter) Junior Chamber, with a total membership of (number of members in chapter), has been committed to training tomorrow's leaders today and striving to make our communities better places in which to live.

Your corporate contribution would help us meet the challenges we face today, so that we can continue to provide individual and management development skills to men and women‑perhaps some within your organization‑and help provide the community with the necessary infrastructure.

We would greatly appreciate the opportunity to call upon you to discuss this matter in more detail.

Thank you for the time you have taken to read this letter. I would like to call you (in a few days or a week) and arrange a meeting at your convenience (otherwise, it is left uncertain as to who will make the next move).

Sincerely,

(signature of chapter president)

(name of chapter)

encls.

Appendix 5

SAMPLE FUND‑RAISING CAMPAIGN LETTER 2

(on chapter letterhead)
(date)

(Name and title of officer company and address)

Dear Sir (or name of officer, if known):

In an era when change is the norm rather than the exception, Junior Chamber must diversify and grow in a carefully planned manner.

The (name of chapter) Junior Chamber, a nonprofit organization for young men and women between the ages of 18 and 40, is committed to training our future leaders today and providing services to our communities.

Your financial support is needed to establish the foundation for this growth. It is with pride and commitment to our organization that I write asking for your corporate financial support.

We are excited about the future, and we feel you will agree that Junior Chamber is making a difference in individuals and providing the much‑needed programs for the improvement of our communities.

We would appreciate your corporate collaboration and await your response. I look forward to your support and thank you in advance for your investment and believing as we do in our Creed that " . . . Service to humanity is the best work of life."

Sincerely,

(signature of chapter president)

(name of chapter)

encls.

Appendix 6

FOLLOW‑UP TELEPHONE CALL

Suggestions:

1.
Organize your thoughts before your call.

2.
Conquer phone fright by preparing and practicing.

3.
Identify yourself, and ensure you are speaking with the officer in charge of corporate contributions.

4.
State the purpose of your call:


"Good morning (afternoon, or evening). This is (your name and title) of the (name  of chapter) Junior Chamber. We sent you information about Junior Chamber and our drive last week. Can we count on your support?" (Be courteous regardless of the response.)

If material has not been received‑

"Briefly, Junior Chamber is a group of positive‑thinking young people who. . ." (Describe your organization and give sales pitch about your product, i.e., programs offered by your chapter and your past/future activities in the community. Elaborate on the training aspects and the specifics of your community involvement.)

"Will it be possible to drop by your office to provide you with more information about (name of chapter) Junior Chamber?"

If response to the solicitation is NO‑

"I appreciate your time and consideration nonetheless. May we call on you at another time for assistance with our community‑oriented projects?"

If response to solicitation is YES‑

"Thank you very much for your contribution! It will enable us to continue training better leaders for tomorrow and give us the opportunity to develop our community." (You may want to enumerate the benefits to the cause for which you are raising the funds.)

If there is to be a further meeting, determine the time and place. Thank the company officer again for his time and assistance.

Appendix 7
SAMPLE THANK‑YOU LETTERS

If request approved‑

"The (name of chapter) would like to thank you for taking the time to review our organization's information package and, especially, for your generous investment.

"Your check of (amount of contribution) will greatly support us in providing the necessary (be specific) to the community as well as training to our members who may someday become community leaders such as yourself

"We thank you and your firm for joining (name of chapter) in our belief expressed in our Creed . . . 'That service to humanity is the best work of life.'"

Sincerely,

(signature of chapter president)

(name of chapter)

If request rejected‑

" On behalf of the (total chapter membership) members of the (name of chapter) Junior Chamber, I would like to express our appreciation for the time and consideration you have given us during our fund‑raising campaign drive.

" Our organization is fully committed to the development of future leaders and the community at‑large. We would appreciate the opportunity to contact you sometime in the future when (company's name) might be in a better position to collaborate with us."

Sincerely,

(signature of chapter president)

(name of chapter)
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JCI Mission:





“To contribute to the advancement of the global community by providing the opportunity for young people to develop the leadership skills, social responsibility, entrepreneurship and fellowship necessary to create positive change.”





La Misión de la JCI:





“Contribuir al adelanto de la comunidad mundial proporcionando a las personas jóvenes la oportunidad de desarrollar la capacidad de liderazgo, la responsabilidad social, el espíritu empresarial y el compañerismo necesarios para crear cambios positivos”.





“La Mission de la Jeune Chambre :





"Contribuer au progrès de la communauté mondiale en offrant aux jeunes gens la possibilité de développer les techniques de direction, la responsabilité sociale, l’esprit d’entreprise et la solidarité nécessaire pour effectuer des changements positifs."
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