Dear Kiwanians,

 

The Kiwanis Club of Charlottesville Board of Directors has approved the below proposals concerning the Christmas Tree fundraiser to be voted on during the club meeting on Monday, April 9, 2007. 

 

Members who are not present that night for the vote will be able to vote by e-mail or by mail. The proposals have been enclosed with this quarter's billing. 
 

If you are not able to be at the vote on Monday, please send your vote by e-mail to the treasurer. Ms. Barb Ritter at jbritter1@comcast.net or call her at 295-9314 to vote. All votes are due by midnight, Friday, April 13, 2007. There is only one vote per member. Guests and non-members are not eligible to vote. 

 

Please note that any and all votes received for the now-delayed vote have been discarded since the proposals wording has been changed. All members must vote again for these proposals. 
 

The results of this ballot will announced on Monday, April 16 at the Pancake Breakfast rehearsal dinner held at First Presbyterian Church. 

 

The proposals to be voted on next week are the following:

 

   1. I propose that the Kiwanis Club of Charlottesville 

       Christmas Tree Fundraiser be eliminated effective 

       4/16/07 and that a new fundraising committee be 

       created immediately.

 

   2. I propose that the Kiwanis Club of Charlottesville 

       Christmas Tree Fundraiser be modified to be more 

       time-compressed and/or smaller in scope.  

 

   3. I propose the elimination of the Kiwanis Club of  

       Charlottesville Christmas Tree Fundraiser following the 

       2007 Christmas season and the immediate creation 

       of a committee to plan a new fundraiser.

 

   4. I propose that the Kiwanis Club of Charlottesville 

       Christmas Tree Fundraiser remain as is.   

 

Thank you for your participation in this historic vote.

 

Sincerely, 

Philip Day

President

Kiwanis Club of Charlottesville 

NOTES ON INNOVATIVE FUNDRAISING OPPORTUNITIES

These notes reflect the committee’s thoughts about innovative fundraising in general, rather than any specific fundraising proposal. There are a myriad of ways different clubs raise funds. It sounds simplistic, but the key to success is not having the “right” event, but in generating enthusiasm among the members to support the effort.
There are numerous articles on fundraising, including the “Fundraising-100 Ways” article that was published on the Kiwanis magazine website. After talking to representatives from numerous clubs across North America, the notes below reflect the committee’s conclusions.

Types of fundraisers

· Broadly, fundraisers fall into three categories:

· One or two day events (pancake breakfast, for example)

· Extended term events (Christmas tree sales, for example)

· Non time dependent (coverlet sales, for example)

· Members tend to prefer one category or another. Because clubs typically have a mix of preferences, it may be preferrable to cover all of the alternatives rather than focus on only one. However this is a potential problem for us, as our two major fundraising events (not including the tree sales) are both in the first category. 

· There was no consensus among the clubs talked to about which category is preferable. 

Success factors
· While there was little agreement on what type of fundraising works best, there did appear to be some consensus regarding what made them successful.

· Success factors include:

· Enthusiastic participation by as many members (and K-clubbers) as possible – the only success factor everyone agreed on

· Longevity – Few fundraisers were overnight succeses. The longer an event has been around, the better the payoff

· Publicity – Extensive use of advertising, e-mail solicitation, etc.

· “Local” tie-in’s = Events directly or indirectly associated with local traditions, festivals, etc.  The tighter the linkage with the tradition, the better the fundraiser. 

· Interestingly, fundraisers tied in with other, bigger events (Dogwood festival, for example) tend to be less successful than events that “stand alone”. While getting a fundrainsing event started by “piggybacking” makes sense, it tends to limit flexibility and notoriety in the longer term.

· Timing – Fundraising that isn’t competing for attention with other fundraising events is more successful

· Uniqueness – Doing something nobody else does (whatever that is)

· The fundraising for short-term events tends to focus on proactive actions (soliciting sponsorships, more aggressive marketing, etc.). Longer term events decrease the pressure to sell in advance and rely more on “walk-in” participation. 

Critical mass

· There appears to be some correlation between club size and the success of fundraisers, as might be expected. A rough estimate, based on the small sampling of examples discussed, is that the following “returns” are typical:

· One or two day events -- $250 

· Extended term events -- $150

· Non time dependent -- $75

· The impact of increased participation by non=members or the time commitments per member were not discussed, but there did appear to be some increased level of commitment for the shorter events. The non time dependent fundraisers appeared to have significantly lower participation commitment. This would seem to argue for more focused fundraising (short term) as a substitute for Christmas tree sales.
· It should be noted that based on our membership size, our fundraising efforts appear to be relatively effective. 

The Christmas Tree “Problem”

While it is certainly the most traditional fund-raising approach for the Charlottesville club, Christmas tree sales are becoming less attractive:

· Sales to churches and many other organizations are decreasing as the use of real trees is discouraged

· Overall sales of trees are decreasing

· The club is getting older and less able to physically handle the requirements of selling trees

· The time commitments required for tree sales are significant and becoming difficult to maintain given the size of the club

· Most important, there is little enthusiasm for tree sales in the membership
Given the problems inherent in Christmas tree sales, it is probably a good idea to identify an alternative fundraising approach.

Possible Alternatives

1. Continue with Christmas tree sales – Not recommended
2. “Mutate” Christmas fundraiser to exit tree sales in favor of other more manageable seasonal items (wreathes, garlands, ornaments, other?) – Would continue Kiwanis seasonal advantage, but requires continued time commitments, Nor recommended
3. Implement another seasonal event along the lines of the pancake breakfast – Recommeded, but will require additional exploration
Tangential questions

· Do we have an effective mailing list? Who maintains it? What limitations exist to using mailing lists in fundraising?

· A less used approach to fundraising is through sponsoring “big events” and taking a piece of the action. Is this possible for us?

· How do other initiatives (grants, for example) that also require resources get consideration?

