
THE BASICS OF FUND RAISING

The funding of Interact projects is an important concern for Interactors, administrators, and board of education members. Resources must be developed to underwrite extra-curricular activities if they are to survive.

It is important, however, to look at more than simply the quantity and distribution of funds. Interact monies are an important trust and must be held in high regard. The making and spending of money is of central significance to our culture, to our schools, and to the lives of individuals within our culture.

Some Thoughts About Interact Money:
•
Money is not the root of all evil (the love of money is that).

•
Interact money should be treated officially/responsibly/respectfully.

•
Official Interact and or district forms must be used and several people should have the responsibility for following the money in its travels from collection --to deposit -- to being spent for the well-being of Interactors. (avoid burdening only one Interactor).

•
All money developed by Interactors of the school (as students of the school) legally belongs to the school, and becomes the responsibility of the administrative staff.

•
Interactors must ask for help: from the school treasurer, the principal, the adviser, members of the business department staff, and anyone else who might be of help.

•
Interact leaders must review district, state, county, and city policies regarding public money, its development, care and distribution.

•
Money is raised in two basic ways:



By:
--
selling products (pickles, candy, candles, light bulbs, pillows, etc.)




--
selling services (shows, washes, dinners, clean-up, talent time etc.)

•
Many community resources and ideas are available: Kiwanis, Rotary, Jaycees, Professional Business Women, Adult Education Association, local newspapers, churches, etc.

•
Corporations, banks, and large business operations have "charities" or development" funds available. Sometimes these are gift accounts, shared funds, or matching funds. It pays to find out about these and ask to use them.

•
Don't demand that Interactors beg from people. Do allow Interactors to ask for help.

•
Fund raising must be done with clear purposes, needs, objectives. All goals must be recognized, understood, and even shared where possible.

•
New ideas are best. Excitement sells. Use the urgent principle: (This is the last one -- there will be no more -- now is the time -- deadline today, etc.).

•
Create ideas, fads -- and let them become "uniforms" because they soon become valuable again ('50's material, clothing and records have experienced a popular comeback).

•
Plan.

•
Set deadlines.

•
Be organized.

•
Stick with the goals.

•
Achieve them.

•
Charity drives need guidelines and consideration: Administrative costs of the agency; Numbers of people served; Scope of service; Crucial needs of humans, etc. (Don't allow Interactors to get ripped-off by promoters of any kind).

•
Insist that the school handle only quality products. When purchasers are cheated by "the school" they seldom forgive, and it is very bad public relations.

•
Don't exploit Interactor time/talent/ideas/resources, etc.

•
Thirty Interactors working all day for $10 profit is a misuse of Interactor talent and time.

•
People buy: Power/prestige/pleasure/performance/products/possession /fulfillment/ spirit/success/survival/security/promise and probably a number of other things. We should sell services and products which meet human needs and wants. Today's necessity may be tomorrow's luxury -- but the reverse might also be true, depending on the financial - social atmosphere. It is appropriate for an Interactor to handle the "conventional necessity" as well.

•
The way in which people perceive a product is what helps it to sell to the purchaser. Image and promotion are legitimate concerns for Interactors.

•
Other people basically want what I want and need. Let's depend on our own gut-level reactions as to whether a product will sell. Instincts of Interact leaders are highly dependable when people are honestly communicating.

•
Let's not be stupid. Let's think/reflect/hope/trust/learn and assume responsibility.

•
Fund-raising experiences should be simple and direct. Each Interact activity should be intended to be a positive event in human lives.

•
Have fun. Let others have fun too.

•
Don't do the work of the board of education which is responsible for providing textbooks, movie projectors, teaching equipment, and other materials. It is not the work of Interact to fulfill the responsibilities of the board of education.

•
Interact is also not responsible for providing couches in the faculty room, nor paying the janitorial salaries, nor fulfilling other responsibilities which rest with taxpayers.

•
Money developed this year ought to be used on Interact project needs this year. Our projects ought to support themselves -- or fund raising projects ought to support activities which have no financial support but which are in the best educational interests of Interactors in our school.

•
Avoid approaching the same contributors repeatedly. (Teachers for jog-a-thons, parents for monthly events, merchants for advertisements in publications, etc.)  Think of new ways for reaching new groups:  non-parents, older citizens, federal grants, neighboring schools, elementary school students, banks, etc.

A Few Guidelines
•
Plan ahead -- Don't wait until disaster looms to choose a project and date. Avoid conflicts with other groups and other activities. Set dates early. List them on the master schedule.

•
Designate a definite goal and time frame -- People are much more likely to help if they recognize a definite goal and set completion date (e.g., "We need $400 for leadership workshop by the end of this month). Develop a progress chart. Post it. Keep it current. Publicize it.

•
Brainstorm as many ideas from as many Interactors, teachers, administrators, and parents as you can. Check all files and records of past projects, vendors, sponsors, etc. Use the Yellow Pages and every other resources you can think of.

•
Select a fund-raising committee and chair person. Responsibilities will probably include: publicity/finance/budget/distribution/project follow-up/clean-up. Write down job assignments. Reach agreement with the participants. Be certain of mutual understanding of the job, its limitations, and its deadlines.

•
Be certain to involve the school treasurer, the Interact treasurer, and the adviser. Money must be collected according to schedule and deposited through official channels.

•
Keep check lists and weekly reports accurate and current.

•
Profits from sales can be divided a number of ways. Here are three possibilities:


1.
Every deposit is made to one lump sum for a special project such as a scoreboard. Every person involved contributes to a master fund. This method is best for group needs: equipment, transportation, registration, etc.


2
Individual members maintain separate accounts within the general account for a particular project (e.g., when a  member sells 100 candles with a 25 percent profit margin for a total of $25 this amount would be credited to the member's account, but held in the general fund). Members who leave the group before the project completion commit their profits to the general fund. This method is often used for a  trip to a workshop or national conference.


3.
50/50 (a combination of 1 and 2 above). The first $10 profit is deposited to the general fund, with any additional profit credited to the individual account. As in possibility 2, $10 goes to the general fund, and $15 goes to the individual account and member's credit. This is often used for group projects with the additional profits used to defray individual costs.

•
Always get proposals and ideas approved by the adviser and the responsible administrator.

Some considerations


Is this project fun?



Is it exciting?




Does it involve other people?





Does it serve to promote our goal?






Has it worked before?

OTHER GOOD IDEAS:

FUND RAISING

It takes money to operate any club or Interact activity program and districts aren't able to finance all the needs of a club. So it's important for clubs to find ways of raising funds to keep programs running effectively. The amount of money that each club needs and uses will vary and so will its method of making money.

Set a profit goal that is realistic. If you have a student body of five hundred it might be impossible to raise $10,000.

Decide what item you are going to sell. Example: Christmas trees, jackets, candy, light bulbs, or magazines.

Select a fund raising company. Most companies offer a profit range of 30-50%. Ask the company you're considering for a list of schools and clubs in your area that have used the program. Check with several schools and clubs to verify the profit margin and prize program.

Who pays for shipping?

Will they take back left over merchandise?

Who pays for prizes?

Prize incentives are the second most important aspect of any fund raiser. Find out an approximate cost of the prize program and who pays for the prizes. Prizes should cost approximately 10% of the total net sales. Ask to see samples of the prizes. Make sure the prizes are suitable. Display the prizes before the sale starts so that you can generate enthusiasm. If you're concerned about the cost of prizes, contact local stores and ask for donations. Remember the less you spend; the more money you have. Contact ice cream stores, ice skating and roller rinks, theaters, fast food restaurants, or sporting good stores. Sometimes it costs less to offer cash prizes and Interactors usually like the cash.

Set the sale dates. Check your school's master calendar and the master calendar of other schools and clubs in your area and make sure the dates you've selected are clear. If another school or club in your area is having the same type of sale, it might affect your net sales. Early Fall and Spring are usually a good time for fund raising. Try to avoid scheduling more than two fund raisers per school year. Sales can sometimes be enhanced by scheduling dates to coincide with long weekends and special holidays. However, avoid vacation breaks over five days. Usually a week or two is sufficient to run a successful sale.

Publicize your event on and off campus through an assembly, bulletin, PTA newsletter and local paper.

Before undertaking any fund raiser, discuss the details with all parties involved. Clear the sale with your administration and your Interact advisor.

Need help?  Enlist the aid of parents, Rotarians and Interact members.

FUND RAISING SUGGESTIONS

Here's a list of the kinds of fund raisers your club can do to raise money.

Auctions - get businesses, Rotarians and others to donate new and used items, then recruit an auctioneer and then start the sale. Auction off needle crafts, drawings or pictures, or wood or metal projects.

Carnivals - sponsor a carnival for kids and adults.

Talent Show - round up student and staff talent and put together an evening of good entertainment. Sell ads in you program.

Bingo - check the city and state laws to see if this activity is legal for your area.

Cheer leading clinic - hire a professional group to do the teaching and sponsor a clinic where each participant pays for all day clinic. Set up a refreshment area and sell food and drinks.

Fashion show - contact a local clothing or department store and set up a style show or have your home economics department put on a style show. Select models, male and female, from Interact and your student body. Charge admission.

Pizza party - contact a local pizza place, find some volunteers, then set up a pizza night.

Sports tournament - sponsor a tournament for a particular athletic group and charge each school an entry fee, then sell food items the days of the tournament.

Donations - make an appeal to businesses, parents, service clubs, etc. to help support your activities.

Thons - Interactors obtain sponsors for walking, bicycling, running, swimming, etc. Sponsors pledge a certain amount of money based on student performance.

Magazine sales - several publishing companies give a commission for each subscription sold.

Book Fair - books can either be bought at discounted prices or donated and then sold at reasonable prices.

Christmas greens - sell trees, wreaths, garlands, or cards.

Recipe books - collect recipes from parents, Interactors, and staff. Compile these and put together a cook book which you'll sell to interested people.

Breakfasts, dinners, and ice cream socials - sponsor a breakfast, dinner, or dessert. Have local restaurants or organizations donate items. Have Interactors and faculty do the food preparation. Then sell tickets for a nominal donation.

Coupon books and gift checks - use one of the CADA affiliate members who print coupons for local stores and restaurants.

OTHER MONEY MAKING IDEAS:

SALES

Bake sales




Flower sales-Take orders and

Lollipop sales



have them delivered. Messages
 
Popcorn sales




on flowers can be fun!

Pretzel sales




Santa-gram


Candy sales




Hello-gram

Donuts & Hot Chocolate sales

Candy hearts on Valentines Day


Calendar sales



T-shirts, jackets, sweat shirts,

Shoe Laces sales



tote bags, book covers, pen &


Sell items (candles, food)


pencils. In school colors or with

Sell services (shows)



name or theme.

Tax people with licenses & fees.

FAIRS

Foreign Food Fair


Culture Fair - Sell arts & crafts
GARAGE SALES

Garage Sales - Community donates items.


Rummage Sales - Interactors, teachers collect items.

Swap Meet - Interactors Accumulate items to sell.



A rental fee can be charged for space to sell items.
DRIVES

Paper drive-Recycling

Aluminum can drive


Returnable pop bottle drive

MEALS

Pot Luck dinner


Father-Son dinner

Mother-Daughter dinner


Breakfast for Advisors

MARATHON (Sponsors pay for miles or minutes completed)


Walk-a-thon


Bike-a-thon


Giggle-a-thon


Jog-a-thon


Jump-a-thon


Rock-a-thon


Think-a-thon


Trash-a-thon - Sponsors pay for the poundage collected
Extract from the Rotarians” Guide for sponsoring Interact clubs:
Fund-raising methods

Most Rotary clubs find their Interact clubs need little motivation when it comes to finding ingenious ways to raise money. How ever a new club may need some guidelines in this area. Here are some basic principles of fund raising to share with the Interact club you sponsor.

l) Set a goal. This may mean deciding on a cause the Interact club wants to support and determining what amount would makes meaningful contribution. Or a fund raising project may be carried out to build the club treasury so that funds are available for members to attend district meetings and other functions. In their planning, the Interactors should consider both long- and short-term goals, trying to be ambitious but realistic.

2) Choose an event or activity that draws on the resources at hand. For example, if a sizable number of the Interactors are musically talented, the club might want to consider staging a show to raise money. Also take into account the available audience. If there are many children in the neighborhood, consider planning a street fair or carnival. Some fund-raising projects, such as a banquet, require a substantial outlay of money at the outset but ultimately may be more successful than projects with lower overhead costs.

3) Involve all the members. As with any Interact project. the key to success in fund raising is often the active participation of the whole club, with every member handling a specific assignment.

4) Promote the Project. Fund raising projects tend to have high visibility within the community and offer ideal opportunities to publicize the club. All key parts of the project or event should be photographed, perhaps by one of the Interactors or a member of your club.

Try to get action shots whenever possible. The chairman of your club's public relations committee should work with the Interactors, teaching them how to write a press release that describes the goals of the project, the community needs it will address, and some background information on the club and on Interact in general. This can be sent, along with a few of the best photo graphs, to local media.

Publicity

Your Interact club may also need help in publicizing other projects as well as its fund-raising efforts. In addition to providing lists of local media contacts, your club should help Interactors plug into the network of Rotary publications and newsletters. Either you or your Interactor club should send information, along with photographs if possible, to the district Interact committee, which may feature news of the project in a district Interact newsletter and the district governor who may publicize your activities in his monthly letter to Rotary clubs in the district.

You or your Interact club should also send project information and action photos to the Youth Development Programs Section at the R.I. Central Office for inclusion in the Interact News, a semi-annual newsletter distributed to all Rotary clubs that sponsor Interact clubs. It features news about interesting Interact projects worldwide and provides information to help clubs plan and carry out activities. This news letter is not sent to Interact clubs, so it is essential that the sponsoring Rotary club passes along its two copies of this informative publication to the Interact club president and secretary.
In addition, encourage the Interactors to publish a club bulletin. This publication should cover proposed, ongoing, and completed projects; news from R.I. pertaining to the Interact program; reports from the president, treasurer, committees, and the board of directors; and a synopsis of each meeting. It could also feature editorials, news about members' personal accomplishments, and essays and articles by members on various aspects of the program. An Interact club bulletin must include the following information: the district number; name and address of the Interact club; meeting time and place, and the name of the Rotary club sponsor. Be sure the club shares its bulletin with your club's bulletin editor, as well as with the district Interact committee and representative.

Fund raising activities

Car washes.

Collection and resale of scrap metal and paper, old bottles, etc.

Events (shows, dances, concerts, lectures, films, tournaments, bazaars, etc.)

Raffles (where legal).

Sale of directories, program book advertising, athletic schedules, school calendars, etc.; sale of magazine subscriptions; sale of book covers, school emblems, license plates and other items.

Sale of food and beverages at events of all kinds, in school or community; operation of a snack bar or snack shop on campus.

Work for pay at odd jobs, on a temporary basis, with earnings donated to the club treasury. (Some clubs auction the services of their members for a day, advertise the project as the Interact "slave day").
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