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Has every one got an idea of 
something they need money to 

do? 
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First things first 
 
Who woudn’t you take money from? 



California Club brothel sues in 
footy cash feud  
A ST KILDA brothel is threatening to sue a local club 
after a $5000 grassroots football deal went sour.  
California Club claims it was left out of pocket after a 
sponsorship deal with St Kilda City Football Club was 
derailed last year. 
Brothel spokesman William Albon said the business had 
paid $5000 before AFL Victoria forced the club to back 
out of the deal under a threat of deregistration. 
"St Kilda City Football Club claimed they would generate 
clients for the brothel," Mr Albon said. 
"But the brothel received nothing - no endorsements, no 
advertising and no client generation." 
Mr Albon said the club had insisted on being paid before 
the 2010 season so that it could buy new jumpers 
carrying the brothel's logo. 
"We have today (Wednesday) instructed our solicitors to 
launch proceedings against the St Kilda City Football 
Club to recover the monies they owe us," Mr Albon said 
last week. 
He said California Club handed over the money "in good 
faith" and claimed the AFL intervened to stop the deal. 
The local football club's general manager, Rod Gamlin, 
claimed the brothel had received value for money 
despite the deal going sour. 
"If you ask me they've already got more than their 
money's worth with all the media coverage," Mr Gamlin 
said. 



The Annual Fundraising Strategy 

Assign fundraising as a priority responsibility 

Work out the elements – what mix? 

Gain Board approval 

Communicate widely 

Keep fresh 
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Problem/Issue/Challenge 
to your organisation 

How will you solve 
it/what options do you 
have 

What steps/stages are 
involved ($) 

Timing 
per 
stage?  

Complaints that parents 
have nothing for children 
to do at our club 

-  Create play area for 
kids---- 
 

-  Have child care 
worker for weekends 
 

-   Hire a clown 

- Plans - $8,000 
- Permit - $500 
-  Excavation - $4000 (in 
kind) 
-  Sand – 1000 ($500  
partnership with supplier) 
- Supply and install Soft 
Fall -$8000 
- Supply an Install 
Equipment – $25000 (could 
itemise this too) 
- Safety Inspection - $1500 
- Launch Party – 1000 
- Audit of funds - $1000  
-Report – 600 (in kind) 

6 wks 
4 wks 
2days 
 
2 days 
 
4 wks 
 
6 
weeks 
I day 
1 day 
2 wks 
2 wks 

Have some forethought – what do you need 
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Problem/Issue/Challenge 
to your organisation 

How will you solve 
it/what options do you 
have 

What steps/stages are 
involved ($) 

Timing 
per 
stage?  

Complaints that parents 
have nothing for children 
to do at our club 

-  Create play area for 
kids---- 
 

-  Have child care 
worker for weekends 
 

-   Hire a clown 

- Plans - $8,000 
- Permit - $500 
-  Excavation - $4000 (in 
kind) 
-  Sand – 1000 ($500  
partnership with supplier) 
- Supply and install Soft 
Fall -$8000 
- Supply an Install 
Equipment – $25000 (could 
itemise this too) 
- Safety Inspection - $1500 
- Launch Party – 1000 
- Audit of funds - $1000  
-Report – 600 (in kind) 

6 wks 
4 wks 
2days 
 
2 days 
 
4 wks 
 
6 
weeks 
I day 
1 day 
2 wks 
2 wks 

OUTCOME 

NEED 

WHY WOULD I GIVE YOU 
THIS MONEY TO DO THIS 

WHERE IS 
THE 

EVIDENCE 



Need Linked to solution/option 

• In the Western suburbs of Melbourne there 
are 4800 children aged between 2-12 who do 
not have access to a playground that deals 
with their physical disabilities. 
(problem/issue/challenge) 

• Access All Ability playground – (solution) 
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Vibrant Description of Organisation 
Re-use for most applications and for marketing and 
communication (IT WILL HELP TO SAVE TIME) 
 
  All the common pieces of information that you will ever use 

for your own organisation for submissions, completing 
reports, to pass on to new committee members, for 
brochure content, for website info, to keep a history – BUT 
IN ONE SPOT 

Be Prepared - The Organisation Template 



The Six Fundraising Pillars 

1. Grants - Gov, Corporate, Philanthropic 
 

2. Affinity  - members, friends, supporters, 
 

3. Individuals - donations, wills, bequests  
 

4. Community events: sausage sizzle, festival 
 

5. Partnerships - business, other community groups/schools, 
councils, service clubs – 
major or minor (sponsors) 
 

6. Business - maintenance, meals, jobs, cleaning etc 







THINK OF WHAT YOU NEED? 

PAST CURRENT 



Marketing the message 
 
Positioning the sponsor 

Sponsorships 



Make a list of all marketing vehicles 
 
HOW? 

• Newsletter (email, advertising, promotion) 

• Lobbying (business, councils, politicians) 

• Media – radio, press, council, websites 

• Memberships – build numbers (and friends) 

Sponsorship is Marketing 



 A key response is to get your message across to more people… 
 

• people interested in your community (what about  
those who have left – temporarily, permanent) 

• people interested in your issues (not just locals) 
• people who belong/belonged (members, friends,  

past members) 
• companies who sell to your community (not just  

products – what about professional or trade services) 
• politicians who represent your community (to inform  

and gain support) 
• the media (again not just local – radio, press) 
• the internet (can gain presence and linkages) 



How do we raise funds? 

The Rules 
 

1. If you don’t ask, the answer is always no. 
Rule Number One. Tattoo it to the back of your hand. 

 
2. Diversity equals strength. 

The more the sources of funds you have, the stronger the organisation. 
 

3. People don’t give to causes, people give to people. 
People give when someone they like and trust asks them. 

 
4. People don’t give to causes, people give to people. 

People give when they’re able to identify with the eventual recipient. 
 

5. The first time is to make mistakes, the second time is to make 
money. 

Don’t change for change’s sake – you’ll lose your hard-won experience. 



How do we raise funds? 

The Rules 
 

6. The magic word is “Thanks”. 
Let anyone who contributes know how very, very, very grateful you are. Often. 

 
7. Just because they didn’t give yesterday doesn’t mean they won’t 

give today. 
Be persistent up to the maximum limits of politeness. 

 
8. Great oaks from little acorns grow 

People give tentatively at first; you have to make it meaningful for them 
before they’ll give meaningful amounts. 

 
9. Make your donors your friends. And make your friends your 

donors. 
Building relationships is your most important job … and a pleasure. 

 
10. There’s no such thing as easy money. 

The more you put in to it, the more you’ll get out of it. 
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