SAILABILITY LOCAL FUND-RAISING MANUAL
Introduction

This manual has been written from the experiences of existing Foundation Sites and Sailability groups around the UK; anything that is in this section of the manual will have been tried and found to be effective.

The aim of effective fund-raising is to maximise your income whilst minimising your efforts.  These priorities are especially important because, as any one who has ever done any fund-raising will know, it is always hard work!

The approach you take depends on whether you are seeking a one-off sum for a major project e.g. new boat or club house conversion, often called a capital campaign, or are raising the running costs for the next year for your group, often called revenue fund-raising.  

This manual assumes that mostly you will be raising revenue funding to keep your group going... most Foundation Sites with an active Sailability group raise anywhere between £3,000 and £10,000 per annum for their running costs and often raise a further £6,000 pa for new boats and equipment.

Most groups find raising the revenue difficult and raising the money for boats and equipment fairly simple this is why there is a special section in this manual on ideas for raising revenue funding.

The manual is divided in to the following sections:

1. Getting ready to fund-raise

2. Sources of funds

3. Setting up a fund-raising committee

4. Looking after your donors

5. Ideas for revenue fund-raising

6. How RYA Sailability can help your group

1
Getting ready to fund-raise

It is often said that effective fund-raising is 80% planning and 20% asking.  However, most people have a natural urge, when faced with a target to raise, to just pile on in there and have a go at the first good prospect that comes up.  If you can resist that urge and take some time in the planning stage the end result will be achieved more predictably and with much less blood, sweat, and tears.

1.1 Make sure you know how much £££ you need

The fundamental starting point for all fund-raising is knowing what it you want to achieve, what resources you will need to achieve this and, thus, how much money you need to do it.  This sounds cringingly obvious; but somehow often gets overlooked.  
Fund-raising takes time to get results; some approaches for funding will only result in a cheque arriving twelve to eighteen months later.  Such timescales mean that you cannot easily keep going back to potential donors every time you think of something else you might need. One Foundation site reported getting themselves in a mess because they successfully asked a high street bank for £200 for some lifejackets and then applied ten months later for £5,000 for a new rescue boat to be told “we gave to you last year please don’t apply for another three years” - Ouch! You need to have a long term (at least one year) plan that all the members of your group have bought into.
The other point about knowing how much you need is that you can scale your efforts according to the target.  If you really only need £200 for some lifejackets then you can breathe a sign of relief and skip most of the rest of the information in this manual (for the moment anyway). If so there is probably no need to set up a fund-raising committee or research local trusts or look at lottery applications!  

1.2 Make sure you know what you want the money for and how it will benefit disabled people (Shopping List)
Most Foundation sites find that the majority of the money raised for Sailability activities is from organisations and individuals outside the sailing community and these might be Rotary Clubs, local councils, companies, or charitable trusts.  For this reason it is important that you can explain what a donation will achieve in human terms rather than just in sailing jargon.  It is important to be able to demonstrate the numbers and types of people who will benefit. Such information should be part of your plan.
1.3 Have a fund-raising plan
A simple plan is sufficient; it should answer the questions below: 
· What is the time frame of this plan?
· What activities or facilities you want to put in place?
· How much ££ will you need?
· What types of donors you will ask (see section 2)?
· Who will do the asking for each group of donors?
· What order will you do things in i.e. phase 1, phase 2, etc.?
· What marketing tools, proposals, leaflets, or events might you need to achieve this?
It is desirable to have an annual plan for raising running costs and to review this with your group every year before the end of the year.

2
Sources of funds:
The sources of funds below are the common ones used by charitable projects in the UK and all have been used to varying degrees of effect by Sailability Groups and Foundation Sites.  The list is a kind of menu that you should consider when creating your fund-raising plan.  As each area requires different styles of approach and research perhaps you could nominate a particular member of your fund-raising committee (if you have one) to deal with researching each funding source.
Internet:  There is a huge amount of information on line nowadays.  www.grantsnet.com is a very useful website.

2.1
Government and lottery
Although accessing government sources of funds is often complex and lengthy it is possible and is often a useful source of funds for a one-off project or development of facilities.  One Sailability group has raised an EU grant to purchase boats and fund a competition, others have gained small revenue grants from the lottery to pay for coaching costs, and many have received small sports council grants for one-off costs.

A Guide to Funding from Government Departments & Agencies - Susan Forrester & Anthony Stenson  Supported by the government's Active Community Unit, published by the Directory of Social Change www.dsc.org.uk 
The following website also gives useful information. www.access-funds.co.uk 
The main sources of grants in this category are:

2.1.1
English Sports Council and the Lottery

Although the lottery has been very active in funding major capital bids for sailing and disabled sailing in particular do not overlook that they can also fund smaller revenue projects.  
Lottery policy changes regularly and often opportunities come up at short notice that might be valuable to your group.   There will be regional lottery workshops where the current policies are unveiled and often these are worth attending.  To find out the latest look at http://www.sportengland.org/lottery. 

One of the smaller programmes that might be helpful for Foundation Sites is the “Awards for All” scheme.  It is a simple to apply for grant from between £500 and £10,000 for details visit   http://www.awardsforall.org.uk 

2.1.2 SportsMatch Scheme

SportsMatch is a government initiative to encourage more sponsorship of sport by UK companies.  If you can raise sponsorship for a project or item then Sports Match can give a matching top-up grant doubling your money.  There are specific rules that you need to satisfy and the programme priorities and methods vary slightly from year to year.  Read the current procedure at www.sportsmatch.co.uk 

SportsMatch has been particularly effective in buying new Access dinghies where they have been designed in the livery of the sponsor.  However SportMatch could also be used for sponsored events, have-a-go days, taster sessions, team coaching, etc.  The key criterion is that this really is a commercial sponsorship arrangement with true marketing benefits to the sponsor.  You have to show this in your application and really innovative ways to raise sponsorship are welcomed.
2.1.3
Local authority grants

Some Foundation sites have accessed local authority grants to help with running events or activities for particular target groups.  You should contact your local authority to find out what programmes they have in particular.  For an overview of national opportunities look in your local library for:

A Guide to Funding from Government Departments & Agencies by Susan Forrester & Anthony Stenson ISBN 1 900360 79 9 

This guide provides an overview of funding available to the voluntary sector in England from government departments and agencies. It tracks £1.7 billion of funding from 200 sources, covering: 
· grant programmes open only to the voluntary sector, and those open to all sectors 

· departmental initiatives to pilot new approaches 

· annual grant-in-aid to individual voluntary organisations

Programme entries provide details on policy and total annual funding plus independent analysis of grant making. To clarify departmental structures, programmes are shown within departmental divisions and units, and cross-referenced via an extensive subject index. 

2.1.4
EU grants

Although it sounds as if it is very difficult, or even impossible, for local groups to raise EU funding some particularly imaginative and persistent groups have raised grants.  The key is to keep your eyes peeled for new opportunities.  If you want to try this route then the following publication in your local library will help.  
A Guide to European Union Funding - Peter Sluiter & Laurence Wattier ISBN 1 900360 50 0 

A useful website is: http://www.access-funds.co.uk/guides/euro_union/ 
Projects have a greater likelihood of success if they involve co-operation between more than one European country i.e. a disabled sailing event that involves European disabled people.
2.2
Trusts and foundations

For smaller charities, charitable trusts and foundations are the largest source of income. This important area should not be overlooked by your group.  However some charitable trusts will only donate to registered charities and if your group is not a registered charity you will not be able to get a grant.
Grant-making charitable trusts, as they are more properly called, are a legally-formed entity endowed with income and created with the sole purpose of giving money away to the types of project or cause described in the trust deed.  It is the legal obligation of the trustees to give away money to projects that meet the criteria set out in the trust deeds.  As it is the sole purpose of trusts to give away funds they need to be approached in a much more rational and organised way than most individuals or companies.  The message needed for trusts is often less emotive and more about:

· the appropriateness to their trust deed and current official programme priorities, 

· cost-effectiveness 

· ability to deliver results to the needy groups defined in your proposal.

Trusts vary in the way they operate depending on whether they are:

1. Family trusts endowed with capital from the founder who is still alive and very much in influence over how the funds are spent
2. Family trusts endowed with capital from the founder who has now deceased where the descendants and or family solicitor are the trustees
3. Company endowed trusts (often originally endowed with shares from the company) where the funding areas may reflect the area of business the company.
4. Ancient trusts endowed from estates, property, and shares whose investments have grown and employ a staff to run the trust and professionally evaluate projects
Whilst trustees ultimately make the decision about your application over the other ones tabled at their regular meetings, trustees tend to have more influence in the types 1-3 above.
It is important to note that there are lots of small regional and local trusts, many of whom are quite ancient, who actually have difficulty giving away all their money. Mainly because the structure of the trust no longer fits the realities of modern life.  A talk with the trustees and a bit of creative writing can often unleash worthwhile money.

Finding the right charitable trusts to approach is 80% of the success.  There are various directories available:

· Directory of Grant Making Trusts (DGMT) – published by the Charities Aid Foundation.  Major libraries usually keep this. This is the most exhaustive directory of trusts available and is usefully cross indexed geographically and by beneficial area.  The best targets have been found to be those that are geographically focussed or mention disability, general welfare or sport.  
· Various Directories of Trusts – published by the Directory of Social Change http://www.dsc.org.uk/ .  These include The top 100, local and regional trusts

http://www.dsc.org.uk/acatalog/Grant_making_Trusts.html 
The key to success with raising funds from charitable trusts is:

· Finding appropriate trusts to approach whose criteria do not exclude your type of project

· Careful research into their priorities – some publish reports, some have websites
· Short-listing the best prospects and concentrating on them

· Finding the right means of contact.  For trusts 1-3 this would probably be the trustees in the first instance.  Ideally you need to find a link between one of your supporters or committee members and one of their trustees

· Finding an aspect of your work or project that closely meets their priority areas

· Asking for an appropriate amount (find out how much they usually give) and pitching an item that is of a similar or slightly larger value
· Finally, submitting a well-crafted proposal that makes a good case for your project and meets the trust’s criteria

· Once successful,  thanking and reporting regularly on how the money is being spent

· A re-application can usually be made after one year

Because crafting a written proposal is such an important part of success in this process it is preferable to delegate one or several members of your group who have good writing skills to produce these proposals.

2.3.    Companies

The business world is an important area for foundation sites to look at but various changes in the way companies give money in recent years mean that your approach has to be carefully tailored.

Companies unlike trusts, do not exist to give away funds and as such need to have a good business reason for giving.  Such business reasons include:

· Publicity or marketing benefits

· Gaining the attention of decision-makers or key audiences

· Helping with recruitment and retention of staff

· Developing staff skills and loyalty
· Corporate Social Responsibility programmes
Increasingly employee involvement is the key to gaining support from companies.  In the past companies used to give out funds in a scatter-gun approach to almost all worthy causes that asked.  Now companies are becoming more strategic in whom they support and often want a longer-term relationship with organisations that benefit in order that they know where the funds are going and see the outcomes.  The result is fewer causes supported but to a greater financial and practical level; this can be an opportunity for your group if you are creative.  Don’t just think of companies being able to give cash many will give far more:

· Staff time as volunteers

· Services in kind

· Specialist expertise

· Sponsorship for publicity or special events

One group has cultivated the water company that owns the reservoir on which they sail and have had financial and practical help for over tenyears.  Staff members have maintained boats, provided safety cover and raised the funds for a Drascombe Lugger.

The first step in raising funds from companies is to look at the businesses in your area and draw up a target list.  There are national directories of company charitable giving but all other UK charities will be targeting them too.  The advantage your group has is its locality so it is worth researching your own list.  Private limited companies rather than PLCs are often more open to influence by local groups as the decision-making process is limited to the managing director and/or owner instead of shareholders and is therefore less bureaucratic.  
Most local town halls provide lists of companies whose head offices are in their area.  The local Chamber of Commerce membership lists are also useful.  Most local authorities have an enterprise promotion unit of some sort and these often have business search databases for the area.

There are two areas of budgets that local groups can assess:

· Charitable giving

· Sponsorship

Most foundation sites raise money from the former, however, you should not overlook the latter especially from companies with whom you already have a relationship.  Sailing events and boats make good banners for sponsor’s logos.  One foundation site has used this to enormous effect with every boat they own liveried up in company’s colours.  Don’t forget - if you do raise sponsorship from a company to try to double your money through the SportsMatch scheme.
2.4.    Individuals
The largest number of donations, if not in value, will probably be raised from individuals.  It is important to ask for contributions at a realistic level and for a project or item that their donation can really make a difference.

For this reason it is probably worth separating your individual fund-raising programme into two groups:

· higher potential value donors 

and 

· the rest 
Highe- value donors

With a higher potential yield it is worth spending the time to research the background to these individuals and find the best point of contact.  Finding the right individual to make the approach and ask for money makes a big difference to the end result.  
Ideally you need to find someone of a peer level to the person being approached and it is even better if that person has actually given financially themselves to your group.  Be prepared to spend some time catching the big fish.  
It is common for potential donors to take their time making up their minds when being asked for a major contribution.  Try to get a meeting; preferably, on site as it is often hard to describe what Sailability is all about but, when on site easy for people to see for themselves. Always specify a particular project or an item with a value that you need help with.  Be prepared to produce a short written outline of the specific project for the potential donor to take away and think about.

If your group is a registered charity then you can take advantage of Gift Aid in order to maximise the size of gifts from individuals and make the gifts more palatable to the donor.

Don’t forget to ask for legacies, these are a long-term way of raising money but just think what a single legacy could do to help with the running costs of your group for the next ten years! 

The rest
Some of the above applies to the rest:  

· Face-to-face requests are best

· Ask for specific sums for items

Perhaps the best way groups have found to cultivate individuals are demonstration or open days with a follow-up request for help.

With all individual donors the key to success is to:

· Ask

· Thank

· Recognise and reward

· Report on how their gift is being put to great use

· Ask again

It is therefore very important that you keep records of who gave what and when so that you can thank, report and ask again at appropriate times and not either miss opportunities or cause offence by asking too often or showing ignorance of their previous generosity.

‘Why Rich People Give’ by Theresa Lloyd is a very good book on the psychology of giving, especially when cultivating individuals.

Groups and Clubs
Some Sailability groups have had great success fund-raising from local associations and clubs, most notably the Rotary Club.  There are many clubs that can be cultivated for a long-term relationship including business clubs, sports associations, and leisure groups.  The key is to take the long-term view and give the group some form of entertainment or education.  Sailing is of interest to many non-sailors and the sense of achievement in disabled sailing all the more so.  The Access Dinghy class association find have-a-go days very popular with local groups and lead to many long-term relationships that provide cash and support.  
2.5.     Special events and fund-raising activities
The essential lesson with fund-raising events is to be clear in your mind about the objective of the event.  Most events take a lot of organising and many produce small returns in pure cash terms. For this reason it is a good idea to limit the number of events even to one major one per year, that way you can maximise the chance of a good attendance.  
Frensham Sailability has found that a special sailing event can raise considerable funds perhaps as much as half the year’s total running costs.  The lesson from their experience seems to be do one thing and do it really well with lots of time to prepare and promote the event.
If your plan includes raising funds from companies and trusts then a demonstration day or open day can also be productive in cultivating interest.
Whitefriars Sailing for (the??) Disabled run special sailing events for particular local groups including art clubs, scout groups, local companies.  The group raise funds by charging for the sessions and make further contacts for fund-raising.  Whitefriar’s groups include an art class where the best painting of the event is donated, turned into a Christmas card and then the painting auctioned off.
3. Setting up a fund-raising committee
You may feel that your group may be too small to have a fund-raising committee, perhaps there is only one individual doing the fund-raising at present – perhaps its you!.  However you should seriously consider setting up a working committee as it can really help with spreading the load of work and giving you new ways to access different groups of donors.
Ideally, you should aim to recruit a range of people with different skills and contacts that match the sources of funds you are going to raise (see above). Look further afield for members of this committee than your existing helpers for there may be people who would not want to volunteer to get wet and cold but who are happy to do a bit of fund-raising.

The main purpose of the fund-raising committee is agree an annual fund-raising plan and to co-ordinate your efforts. Good planning avoids duplication and makes the most of each of your approaches.  

The committee should meet at regular intervals in order to keep people on top of the tasks they have undertaken.  You need a good chairman to keep people focused and working!  Oh yes, and remember to congratulate the  all the fundraisers when they do a great job and bring in the cash.
4.
Looking after your Donors

Your most important assets in fund-raising are your past donors.  It is much easier to get an existing donor to give again than to continually find new ones.  Regular and planned giving creates consistency of income for your group and helps build up a relationship with donors that can be used in other ways. 

Keeping records
You need to keep some sort of record of every donor and every gift.; this could be a paper record or a simple database.  Ideally you should record:

· How much they gave this year and in past years

· What their gift was for

· Who or how were they asked

· Do they want a report?
· When you can next update them and ask again

Giving recognition to donors

The most important aspect of looking after donors is giving them appropriate recognition.  You or your committee should agree a system for your group as to what level of recognition you give for what level of support.

· Perhaps all gifts above a certain level get a certificate of thanks
· All donations of equipment might get a name permanently marked on the boat or piece of equipment

· A donor who pays for the maintenance of a boat for one or two seasons might get their names on the sails.

· Volunteers might get certificates of achievement
· Groups that have raised funds might get a visit or a talk  from Sailability members to say thanks

· Small contributors might get to sign their names on a boat hull or a part of the clubhouse wall

Rutland Sailability issue certificates to groups that raise money for them with a photograph of one of their sailors and inscribed “Gone Sailing with the help of … (insert donor’s name)”  They report that this has been highly successful in building loyalty from groups.  Apparently some local pubs raise over £1,500 a year for them each year and the certificate has been crucial in building this relationship.

What ever system you have it needs to be thought out and consistent in order not to offend major supporters.  Be aware that some donors might ask specifically to remain anonymous.

Keeping them informed
Larger donors, and companies and trusts in particular, may require that you report on how the money has been spent and what results you have achieved.  This is good practice for all major donors.  Use your records to make sure you report at the right time.  

Perhaps you could run an annual open day for supporters at which you show what has been achieved and reveal the plans for the following year.

Asking again

Don’t forget to ask again once you have shown how much you have achieved with their money last year.  Most donors are happy to be re-asked annually.  Perhaps, to save your time, you could issue an annual Sailability appeal with a shopping list of the items you require for the following year.  It’s all about minimising the work-load and increasing your results.
Something more is needed by way of conclusion - perhaps some more examples of good practice
5.
Ideas for Raising Revenue (on going) Funding

The perennial problem for Sailability groups is not getting people to donate boats but to give money for the running costs that are so essential to getting people afloat.

However some groups have come up with novel ways of achieving this.

Costing capital donations with running costs included

Some groups have asked donors of capital items for the funds to cover maintenance for a period of several years after the purchase.  They present the cost of an item in their fund-raising shopping list including this allowance for maintenance. After the period covered by this they then go back to the original donor and ask if they want to donate maintenance costs for following years if not they then seek other donors to cover the costs of maintenance in return for having the sponsors logo prominently on the item e.g. sails if a boat.

Raising un tied money by offering Sponsorship / branding

True sponsorship is a commercial transaction where the sponsor does not care what you do with the money they pay providing they get the branding/awareness they purchased.  Thus money from sponsorship can be put straight into the running costs of your group.  Items that can be sponsored are limitless but include events, regattas, displays, literature, training courses, taster days and publicity materials.  Think of the target audience that you are addressing and see if there are companies that want to address the same audience.

Remember the sponsorship is worth what a sponsor will pay and not what it costs you.  

Running corporate sailing opportunities

Companies are often looking for activities that help team building or build links with local community organisations or some times to build better disability awareness 

Some groups have generated useful income by using their fleets and instructors to offer corporate sailing opportunities.  This can be a useful benefit for existing sponsors or a service that directly generates income.

.

Promoting planned giving

If your fund-raising is fairly well developed and you have a list of existing individual supporters perhaps it is time to consider converting these donors to regular planned givers.  This can be done cost effectively through gift aid.  For more information look at the CAF website www.cafonline.org/.  
