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Although the programming chosen by your organization should not require enormous sums of money, proper budgeting and fundraising are crucial to the ongoing success of your program. You do not wish to leave a legacy of debt behind you, nor do you want t he focus of your members' activities to be a scramble for funds to pay off bills from the last function.

Every organization needs a small group of individuals, willing and capable of preparing and administering an ongoing finance program that raises the money needed to provide your organization with the funds you require. You should look to your business and commerce students for likely prospects.

Your organization also requires an executive that understands the importance of budgeting and fiscal responsibility. The executive must be prepared to work within financial constraints and to consider the fundraising potential of any activity.

Your finance programme should be built upon the premise that your organization cannot "earn" the money you requires you are unlikely to be able to exchange goods and services for cash in sufficient amounts to run the organization . If you can, chances are you are spending too much time exchanging goods and services, and not enough time recruiting and training new PC Youth members.

Solicitation is the key to your program. You must ask for the money you need from people who sympathize with your goals. As with recruitment, the more people you ask, the more "yes" answers you are likely to receive.

You must also budget carefully, so the funds you raise will accomplish the goals you have set for them.

 
Budgeting
You need a budget. Not only will you present your budget to those from whom you wish to solicit funds, but you will use it as a working document in planning and implementing the financial side of your programme You want a yearly budget plus smaller sub-budgets for each separate event.

Every budget, particularly those for specific events, will have both fixed costs and variable costs.

A fixed cost is one that does not change, no matter how many people attend or what you do. Most of your operating expenses are fixed. A variable cost is one that varies depending on certain factors. For example, the per-person cost of a meal at a dinne r is variable depending on how many attend, but the cost of the room itself is a fixed cost.

These costs should be divided into two categories when preparing your budget, so it is clear how much you are committed to spending in fixed costs however many people show up. Be sure to set your revenues (ticket price, etc.) high enough to cover the f ixed expenses, as well as variable expenses.

A good rule of thumb is to realistically estimate how many people will attend. Set your break even point at 75% of that estimate and then add the amount you wish to make as profit. Always estimate your costs higher and your revenues lower than you anti cipate. That way, the only surprise is a pleasant one!
Begin with fixed operating costs:

· Office rental 

· Telephone 

· Postage (both for newsletters and general correspondence) 

· Office supplies 

· Coffee 

· Officers' expenses (these should be low!)

 

Try to use realistic estimates, and build in margins for price hikes and inflation. At least 10% of your budget should be called 'contingency' to allow for items you have underestimated or forgotten.
 Other possible expenditures might be:

 

· Flyers, brochures or other recruitment material 

· Event room rental 

· Refreshments at social events and work-parties 

· Newsletters (printing, paper, postage, photographs) 

· Media releases (printing, paper) 

· Posters 

· Expenses related to hosting speakers (hotel, meal, promotion) 

· Rewards or incentives for workers 

· Political action projects, such as Student Union elections or issue campaigns 

· Travel and registration expenses for delegates to provincial or federal conventions and seminars 

· Campaign expenses, if a campaign is expected 

· Donation of funds to a local candidate for election

 

The lack of support received by the Tories in the post-Bennett years prompted the idea that major changes had to be made. It was now that we looked towards the leader of the Manitoba Progressive Party, Premier John Bracken, to be our next leader. Br acken was elected and in 1942 he changed the name of our party to the Progressive Conservative Party.

 

Bank Account
You must set up a bank account or transfer the signing officers each year on an existing account. Try to choose a central bank so that it can stay the same, even though officers change.

Usually accounts are set up with three signing officers (president, vice-president, and treasurer), any two of whom together may sign cheques and withdraw funds.

 
Budget Administration

Administer the budget strictly. Many people assume that a budget allocation is permission to spend that amount of money. It is not. It is a ceiling over which no expenditures will be authorized. Ensure your officers understand this.

 The president or treasurer should be required to authorize every expenditure before it is ordered or committed to. No unauthorized bills should be paid. Amounts of petty cash may be given out for specific purposes (e.g. to buy newsletter material s) but receipts must be returned to account for every dollar.

 The treasurer should also prepare regular reports. If revenues are down, the budget should be revised.

 

Direct Solicitation

There are two types of fundraising: solicitation and events. Solicitation will raise the largest single amounts, with the smallest investment of manpower and resources.

 

Student Union

Many Student Unions provide funding to registered clubs on campus. Determine the requirements on your campus and be sure to apply for funding.

 

Riding Associations

Riding youth clubs should approach their senior association for a contribution. In some cases the riding association, or even nearby riding associations, will consider donating to the campus PC Youth. You should provide them with a budget, a copy of your annual plan, and a request for a specific amount of money. Try to present this to the riding executive in person, as it will be harder for executive members to argue against the contribution if a representative is present.

Major Donor Personal Solicitation

Many individuals who are accustomed to donating money to the PC Party will make a donation over and above their usual donation to a PC Youth organization that takes the initiative to approach them. This is particularly true of people who have graduated from your campus or association.

In addition, some individuals will respond to a request from a young person for a political donation who would not donate normally.

You need to prepare a casebook which is a brief but attractive summary of your organization, its goals and activities. It should also include a copy of your annual plan and budget. Present it professionally and neatly, but not expensively. Format it neatly and place it in a duo-tang plastic cover. Include, if possible, one or two news clippings, media releases or letters of endorsement. Do not use everything, just the best. Keep it brief.

Prepare a list of prospects. Consider PC Youth alumni in your riding or campus and university alumni who are prominent business people or prominent PC Party members and anyone else who may have an interest in your goals. Remember that you will wa nt to personally meet each one and you have only so much time.

Call the first person on your list, and make an appointment explaining that you wish to talk about the PC Youth activity locally.

Arrive on time, dressed in business clothes. A team of two people works well.

Discuss the need for political activity at the youth level to recruit new people to keep the party growing and alive, to counter radical youth groups on campus, to train more people in political skills for future elections. If you have researched your target person, you may be able to touch on an area of personal interest. However, be brief, as these people are busy.

Hand the person your casebook, drawing his or her attention to the highlights, and then to the budget. Briefly explain the items in the budget showing how each of them contributes to the goals noted earlier.

When the person understands your goals and your programme, and how the budget meets those goals, say "We are hoping that you would be able to help us financially to meet this budget." This wording is important. It is the result of many tests and trials. It does not end in a question. After saying it, pause and remain silent.
Three responses are common.

 1. The person may decline to assist, for a variety of reasons. Thank him or her and leave.

 2. The person may reach for a chequebook and make an immediate donation.

 3. Most likely, the person will ask further questions, such as, "How much are we talking about?" You must be prepared to name a figure, and you should have made an assessment of his or her ability to donate between $25 to $100 or more. Do not sol icit funds from a person you do not feel you can ask for at least $25 . Remember that you often get less than you ask for, but never get more than you ask for. Remember, also, that by the time a person asks you how much you were thinking of, he or she has already decided to give you at least something.
Do not feel it is presumptuous to ask for money. Wealthy individuals are accustomed to being approached for donations and the requests are generally for more than $100.

 

Diefenbaker took his minority government to the polls in 1958 and won the majority with a stunning 208 our of 256 seats. This government was responsible for many pieces of legislation, one of the most lasting was the passage of the Canadian Bill of Rights.

 

Having received a donation from the person, it is not necessarily time to leave. After you say thank you, say

"There is one more thing you could do for us, if you would. I wonder if you could suggest to us the names of some other people in this community who we might go to see (emphasize that you intend to go to see these others) who might be interested in hel ping us with our programme?"

The person who has just given you money probably has strong political views, and knows many others who share those views. Since he or she now has a financial stake in the success of your organization, he or she will likely agree to give you other names . When the contributor appears about to run out of names, ask "Can you think of any other names?" This tends to encourage at least a few more names to surface . On average, a contributor will give about six new names.

There is one more step. Look down the list of names. With luck, you will know (or know of) at least one of the people, enabling you to say "I know Ms . Jones, she has helped us out before; but we don't know any of these other five individuals. We wonde r if you would do us the further favour of calling up these five individuals for us and just giving us an introduction over the phone so that when we go to see them, we won't be complete strangers."

Again, chances are the contributor will do so, either on the spot, or promising to do it later. The person may offer to write letters of recommendation, but do not suggest it yourself, as it is better to have the immediate phone call. Occasionally, the contributor will even phone the other contacts and say "I just gave them $50. Why don't you match me?"

Now you may leave.

Go home and write a personal thank you letter, the same day.

Later, show your appreciation by letting them know how the organization is progressing toward its goals. Invite them to a special event mail them an honourary membership and/ or send them a copy of the newsletter. Never forget to show your apprecia tion for their support.

A couple of further hints:

1. Use an annual budget, not a budget for a special event.

In an annual budget, there is bound to be something to appeal to everyone.

2. Do not return to the same person more than once per year. By basing your budget on an annual plan, you should be able to raise sufficient funds by tapping each source annually.

3. Businessmen tend to like bright young people with the initiative to present a professional appeal for funds. Be sure to put forth that energetic image.

4. Many prospects are concerned about the supposed swing to the left of young people. Emphasize to them the large budgets and support given to leftist groups, and the tacit approval of many campus officials and professors. Focus on the need to counter this movement, as well as build the PC Party.

5. Do not be shy. This method works. It is limited only by the amount of time available.

 
Events

Events are certainly the most labour-intensive and probably riskiest form of fundraising. If you have a large organization, however, events are one way of giving everyone something to do. They also have side benefits, such as visibility, recruitmen t opportunities, and something fun for supporters to attend.

Events do not, however, usually make a lot of money and should not be viewed as the primary source of funds.

Films

Film nights might feature selections available from the National Film Board, such as old movies, Doonesbury or cartoon festivals. If the event is for the public, avoid special interest or political films, but if it is just for your membership, the NFB has some good historical, documentary, and political films. Earn extra income by selling popcorn and beverages.

General Tips on Events

 

Ideas for fundraising events are limited only by your imagination, but keep in mind the following general guidelines.

Publicity is crucial in a fundraising event because success almost always depends on a large volume of sales or attendance. Pay close attention to publicity and the progress of sales figures.

Selling tickets in advance helps to predict the number of people to be in attendance and encourages people to make a commitment to attend because they have already paid. It may result in some people buying tickets who do not make it to the event, but y ou have at least got the admission price from them.

Use donations wherever possible to reduce your overhead and fixed costs.

·. Use your Senator and MLA whenever possible to help draw a crowd. Other local celebrities will also increase your turnout.

Consider cooperating with other groups in a joint fundraising venture to broaden the base of potential customers and to share the risk.

Memberships

Many groups make the mistake of viewing a recruiting drive as a fundraising event. It is not. 

Membership dues are a psychological device, asking the recruit to make a commitment to the PC Party. Sociological studies show that people who make a commitment to a party in university will vote that way 92% of the time for the rest of their lives! Do not, therefore, look at raising the cost of membership as a means of raising money! Keep membership fees low and look elsewhere for funds.

Raffles, Lotteries, Auctions

Some provinces have laws regarding raffles and lotteries that you should check them out. When choosing a prize, avoid a high overhead that comes with an expensive prize. Have something donated, choose something imaginative, or choose a low-priced i tem with high consumer demand. Sell tickets cheaply, and in great volume, and offer a special deal for those who buy in quantity ($1 each or 15 for $10). Raffling or auctioning items of political interest (an autographed copy of a notable speech, somethin g belonging to a prominent politician) adds interest, as does having your MLA act as auctioneer or draw for the winner. A 5 0/ 50 raffle is a sure-fire winner—the raffle prize is 50% of the profits from tickets sold!

Sales

 There is no end to things you can sell. Rummage sales with old furniture and used textbooks work well at the beginning of the school term.

 You can also sell bulk items, such as buttons or bumper stickers. This involves some risk in first purchasing the items and is best done at a convention where the market will be large or on campus with a highly motivating issue. Your entire membe rship will have to be involved in order to sell enough items to turn a reasonable profit and you must be careful to monitor the items distributed to each salesperson and the proceeds turned back in. Many organizations have seen their profit disappear due to poor management of the product distribution.

 Another convention idea is to sell "candy-grams" Halloween sized chocolate bars with a personal message attached. Attendees can send each other a "candy-gram" for a loonie!

 Selling food or refreshments is another idea. Try to be original or to fill a gap in the existing food services. For example, sell bagels instead of doughnuts or sell late at night in residences during exam week when regular outlets have closed. To sell items cheaply enough, you will need a large volume of sales.

As with events, sales require an investment of funds and a large involvement from members. Sales should not be your only source of funds.

Another Premier was selected to lead our party in 1967, this time the search found Robert L. Stanfield. He had brought the Conservatives back from near extinction in Nova Scotia, and finally formed a government there. It was hoped by all those at the 1963 Toronto Convention that he would do the same for the Federal Tories. Stanfield was never elected Prime Minister, unable to beat the Liberal’s Pierre Elliot Trudeau; yet many claim Stanfield was the best Prime Minister we never had.

PC Canada Fund Tax Credits

The Canada Election Act permits political donors to receive tax credits deductible directly from their income tax. The formula for the tax credit is as follows:

-75% of the first $100

- 50% of the next $450

and 331/3% of the next $600.

This is an important sales point to potential donors.
The amount of money donated must actually be a donation. That is, if a donor gives you $100, the entire amount is a donation. At the same time, if someone purchases a $25 dinner ticket, only a portion of the price is a donation because a portion is use d to cover the cost of the meal and overhead which are a direct benefit to the donor. An item which is sold at fair market value is not a donation at all.
For further information about donations and tax credit receipts please contact:
PC Canada Fund

Suite 501, 275 Slater Street

Ottawa, Ontario

K1P 5H9

1-800 267-9677

Checklist for fundraising

1. Recruit Key Fundraising Volunteers

2. Define the Dollar Objective

3. Develop a list of Potential Donors

4. Understand your Potential Donors

5. Plan the Appeals (face to face, telephone or mail or special events)

6. Recruit the Volunteer Canvassers

7. Record the Donations

8. Say THANK YOU!

9. Review your strategy’s Strengths and Weaknesses Write them down for next Year.

 

 

"We are a great nation, and shall become one of the greatest in the universe if we preserve it; we shall sink into insignificance and adversity if we suffer it to be broken. It’s God and Nature who made the two Canadas one--let no factious men to be al lowed to put it asunder."

Sir John A. Macdonald

