


Should we still be doing this event?

We can’t afford to cut staff!

How can we do more with less?

How are other NPO events doing?

Our resources are tapped!

Where has our sponsorship money gone?
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THE ECONOMY IS CAUSE FOR CONCERN

 Fundraising and participation are down
« Smallest growth rate in sponsorship dollars in 20+ years*
« Staffing cuts are on the rise

e The ask is more difficult than ever

*According to IEG’s 24™ Annual Industry Forecast
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HOW DOES YOUR EVENT MEASURE UP?

e Based on conversations with
outside groups, the economy is

responsible for a 10-20%
decrease in fundraising.

« A 20% decrease is unacceptable!

* (Gauge the performance of your
event.

« Where do you go from here?

“Unless we learn to discipline ourselves to run the numbers, becoming truly objective will
always remain elusive. So whatever you do, do your math.” —The Elegant Solution



START WITH WHAT WE KNOW

5 Best Practices for Event Fundraising

Recruit more effectively

Use registration fees strategically
Turn participants into fundraisers
Help fundraisers be successful

Focus on retention

“Quality is never an accident; it is always the result of high intention, sincere effort,
intelligent direction, and skillful execution.” — William A. Foster
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START PLANNING NOW FOR NEXT YEAR!



YOU CAN DO MORE WITH LESS

Focus is the key. Make the most of your resources!

Incentives work

Facilitate the ask

Evaluate your sponsorship program
Explore staffing scenarios

Seize this opportunity

“Conditions and events are neither to be fled from nor passively acquiesced in; they are
to be utilized and directed.” — John Dewey



INCENTIVES WORK

o Start fundraising earlier

Early bird registration incentive
Discounted rate for registering during a certain time period
Legacy incentive to past participants

Discounted rate on next year's registration for signing up immediately following completion of this
year’'s event

Monthly prize giveaways
Entries are earned by raising funds, sending participant center emails or adding team members
Can be sponsored

 Implement a consistent and frequent e-communication strategy

Encourage participants to start fundraising early
Provide prompts and reminders



FACILITATE THE ASK

 Volunteers and fundraisers are hesitant to ask for money right now

 Change the mindset

Encourage them to start by sending an email rather than focusing on fundraising goal
Provide sample email text for them

 Make it granular

Break steps down into digestible pieces
Provide prompts




EVALUATE YOUR SPONSORSHIP PROGRAM

 How diverse is your sponsorship portfolio?
 Encourage matching programs

 Mobilize your employees

 Ask sponsors to refer you to other potential sponsors

e Cultivate the relationship long-term



EXPLORE STAFFING SCENARIOS

 What is best for your organization?

Hiring event consultants
Outsourcing to a contractor
Re-organizing your existing staff

 Make the most effective and efficient use of your resources.



SEIZE THIS OPPORTUNITY!

 Relax and take a step back

 Long term value will prevall

« Don’t compromise who you are in the short term
e Focus on your mission

e Be true to who you are

“To recapture the start-up spirit, re-create the kinds of limitations that drive new thinking.
Then trust your team to solve the problem.” - The Elegant Solution



KEY TAKEAWAYS

Don’t be afraid to ask

Create incentive based calls to action

Make the best use of your resources

Facilitate and focus the ask

Stay true to your mission!

“What drives men of genius is their obsession with the idea that what has already
been done is still not enough.” — Eugene Delacroix
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