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FUNDING & MARKETING GUIDE
Introduction

This guide has been produced by the Scottish Football Association for use by its members.   Its purpose is to guide your club/school to become more aware of the process behind raising funds and promoting your organisation and we hope it is of some assistance in developing your group and continuing the vital role you play in ensuring the improvement in standards in our national game.
There are a number of sections contained within this document as below:

Section 1
Marketing 
Section 2
Fundraising Schemes
Section 3
Sponsorship

Section 4
Applying for Funding
Section 1
Marketing Your Organisation
Introduction
Marketing is often thought of as only a function of commercial organisations however in order for your club/school to maintain membership, attract sponsors and engender loyalty it is essential that an element of planning is attributed to your promotional effort.
Why Should Your Group Promote Itself?

· To raise the profile of the club/school
· To increase membership

· To attract sponsorship

· To improve the groups chances of receiving grant aid

· To encourage members to continue their affiliation

· To attract people to events, including fundraisers

What Marketing Considerations Should You Undertake?

Product – What type of product / service are you offering i.e. is it membership, an event or type of training?   Furthermore, is there a need for this in the community?
Price – What is the price of your product / service and does it reflect the going market rate?
Place – Where is your product / service made available and is it accessible?

Promotion – How do you intend making people aware of your product / service and get them interested i.e. via advertising, personal selling, sales promotion or public relations.

Promotional Techniques

Advertising – Probably the most costly technique of all whether it be local press, websites, posters, free t-shirts, newsletters or notice boards.   It is arguably the most effective, providing exposure to a wide audience.   Media selection is vital to its success.
Personal Selling – If you have a message to spread then there is no better way than by word of mouth.   It is time consuming however and demands a large number of people saying the same message.

Sales Promotion – Providing sales incentives such as 2 for 1 or 25% off membership can be costly in terms of revenue but combined with advertising, personal selling or public relations can enthuse interest.
Public Relations – Certainly the most cost effective method of promotion but it relies heavily on the media buying into the interest factor of your message.   Innovative ways of delivery always captures the imagination of the media as well as celebrity involvement. 

Promotional Process
Promoting to a target audience can be achieved through a series of adverts etc or with one strong message conveyed through one of the techniques described above.   Any effective message will achieve the following:      

Awareness – First of all you should attempt to create awareness of your product / service.

Interest – Next your message must stimulate interest by conveying how it affects the target audience.
Evaluation & Trial – Getting your target audience to actually try a sample of what you are promoting is the penultimate stage.
Adoption – Finally you are now convincing your target group to actually take part in whatever you are promoting.
Writing a Promotional Plan

Your plan should reflect the background considerations of price, place, product and promotion with a clear target audience identified.   Be clear on the message you want to convey and how much money you have to allocate and which promotional technique will give you most value for money.

Your key messages should be clear and simple, with a specific purpose to call people to action or persuade them to support your project. Other key messages might include details about your project activities or mission.

	Your Plan
	Example


	What are your project objectives?
	Who is your target audience?

	What do you know about the target audience that will help you communicate with them?
	What promotional technique will be used? (posters, flyers, open day)
	What are the key messages to communicate to your target audience?

	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 

	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 

	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 

	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 

	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 

	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 

	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 
	 MACROBUTTON txt ► 


Press Release Example

(Enter Club Logo)

PRESS RELEASE

Launch of ABC Community Club

Scotland National Team Manager Walter Smith will launch the opening of ABC Community Club at ABC on the DD/MM/YY at XX:XX hrs.

The opening of this Community Club clearly demonstrates that the town of ABC is fully committed to providing sustainable football opportunities for all its residents.   It plans to develop the existing playing areas in partnership with the local authority and the Scottish Football Association.

Leader of the Council ABC commented, “we at ABC Council all feel that this is the future of football in this area.   Through coming together as one club the community will be able to ensure that players have a clear football pathway from Cradle to Grave and that people of all abilities participate in our National Game.”

Further details available from ABC at 0267768677 or at ABC@abc.com

Section 2
Fundraising Schemes

Introduction

Organising an event can be an enjoyable method of raising funds with profits boosting your organisations revenue considerably.   To capture the interest of people make sure your ideas are both innovative and have the backing of as many individuals within your organisation as possible.
Fundraising Ideas

· Race night – professional packages can be hired
· Casino evening – provide a range of games e.g. roulette, blackjack etc
· Jumble sale

· Sponsored marathon – every mile walked, lap swum, keepie uppie etc
· Raffle – make sure you have good quality prizes
· Bingo evening

· 100 Club – 100 people paying £1 with each getting a number which is drawn monthly for cash prizes.
· Club lotteries – good presentation, prizes and promotion are essential.
· Coffee morning

· Quiz night – aimed at large numbers
· Disco

Considerations

· Gambling evenings open to public must have no cash winnings – winning chips instead which can be exchanged for prizes.

· People must understand the purpose behind the fundraising.

· Run a bar to boost profits but make sure you have a license or apply for one well in advance.

· Your lottery may have to be registered with you Local Authority.

Section 3
Sponsorship

Introduction

Successful sponsorship is a process that is mutually beneficial with your group receiving the sponsor’s support or input and the sponsor benefiting from the publicity of the aforementioned support.

There are many guises that sponsorship takes for example, charitable donations, corporate hospitality etc however, this guide will specifically look at the input of cash, products or services in return for specific benefits.

Why Companies Sponsor?

Sponsorship is not necessarily a philanthropy, the one common aim is the promotion of their own good name.   Football is a high profile activity which attracts massive public interest and receives substantial media coverage – both national and local.   A large number of companies see it as comparable to advertising whilst others suggest that it performs a broader promotional function, which pure advertising cannot do and so represents better value for money in media terms.

There are two essential reasons for business involvement in sport sponsorship.   The first is specifically commercial.   Companies aim to create a profile amongst clearly defined target audiences in the expectation that this will lead, directly or indirectly, to an increased purchase of products or services.

The second reason is more subtle. Companies often recognise a social duty to the community in which they do business.   They consider it appropriate that they invest in the availability and quality of leisure opportunities for the public they interact with.

Companies have also described their own reasons as below:

· To enhance the personality of the company as an active and respected member of the community.

· As part of an overall marketing programme.  We believe sponsorship can enhance or change the image of the brand.

· As a cost effective way of advertising and promoting our name among potential customers.

· To create a positive association within community sport.

· To reinforce company and product market values.

· To reach customers and increase prospects.

· As a means of presenting a product name and image to wide audiences identified with a particular sports event.

· As an important part of the marketing mix keeping the company name before the public and assisting towards business aims.
· As an integral part of our advertising and public relations outlay.
· As a way of testing and responding commercially to the market.

How to Attract Sponsorship to Your Group?

All sponsorship is dependent upon convincing potential sponsors that they will benefit from the partnership.   It is therefore vital to have a clear project plan to ensure its success.

Step 1
Establish a Fundraising Committee – This will help to form a collective opinion on what your club has to offer.   It is sensible however, for one individual to drive this forward and to delegate specific tasks.

Step 2
Research – Identify what your club properties are e.g. match programme, shirt sponsorship, signage, food and drink provision, awards, club facilities etc. Also you should identify potential sponsors with even the largest being worth approaching as they may have community or recruitment issues they can address through sponsorship.   Local companies have even more reason to use sponsorship as they are dependant upon local people as employees or as customers.   It should be remembered that approaches at the highest level are very rarely wasted and even if they initially say no the opportunity will remain in that company’s thinking into the future.

Large Companies to Consider:


· A multinational building a new facility in the local area

· Any company that advertises in national or local media.

· A company relocating employees to local area.

· A company with a poor local reputation.

Local Companies to Consider:

· Sports shops

· Newsagents

· Local grocers

· Car dealerships

· Insurers

· Chemists

Step 3 Prepare a Sponsors Brief / Letter -


1. Project Title

2. Project Overview – summary of what is involved.

3. Introduction – who are you?

4. The Need – kit, cash, volunteers etc.

5. What You Will Do – where their name will be advertised etc.

6. Reasons Sponsor Should Invest – investment in community etc.

7. The Request – what you would want from sponsor.

8. Action Plan – dates and deliverables.

Step 4 Maintenance

· Keep sponsors informed at all times.

· Keep a file of press cuttings.

· Inform company of value of investment i.e. how much exposure their name was given.

· Always invite sponsors to special events.

Section 4
Applying for Funding

Introduction
The task of making an application for funding can seem a daunting task, however the process can be made less confusing by following the simple guidelines below.   This guide in no way reflects every fund criteria but it does demonstrate that there are common traits which if considered may improve your application.
Organising Your Group for Applying for Funding

Step 1 Set up a Fund Steering Group – This group should contain experienced individuals who can contribute to the successful preparation of the bid and ensure that it is delivered and evaluated to the highest quality possible.   Funders expect that a record of any decisions made by the steering group is kept and communicated to the wider implementation group.

Step 2 Ensure you have Appropriate Organisational Policies – Your organisation should have an equity policy, appropriate insurance, disclosure checks for all those involved in the delivery to children or vulnerable adults, awareness of health & safety legislation and qualified staff to deliver the programme.
Step 3 Robust Financial Management – Funders will demand that all monies provided are accounted for and will be auditable at any given time.   It is therefore important that you should have a system in place for keeping track of you income and expenditure.   Furthermore, you should check your finance records on a regular 
basis and if any shortfalls occur then immediately notify the funder with an explanation on how it arose and how you intend dealing with it.
As far as actually dealing with the money is concerned you should ensure that you have:

· Two signatories on cheques issued.
· A system for signing out petty cash

· A record of receipts

· Ordering system for goods or services

Step 4 Project Need – When considering your application, funding agencies will expect to see evidence that your project serves a need in current service provision in your area both in terms of availability and demand from your client group.   You should consider having some data that substantiates that there is a sufficient population and that there is a lack of provision.

Step 5 Matching Fund Criteria – Most funders have a designated list of priorities that the fund is available for.   Ensure that prior to preparing your bid you consider what you are proposing and whether or not it fits with what the objectives are of the fund. 

You should also pay close attention to the possibility that you have to match more than one criteria.
Step 6 Project Action Plan – Clearly funders want to back projects that have been clearly thought out, reflect a need, have the systems and people in place to deliver and do what they say.   Subsequently, you should prepare an action plan that describes:
· What you intend to do?

· Why you are doing it?

· How you are going to do it?

· What resources you are going to need?

· Who will be delivering your project?

· Where you will be delivering your project?
· When you are going to do it?

· How you intend to measure its success?

Step 7 Project Budget – Funders want to know that you have appropriated the correct budget towards your project.   Ensure that your costs are accurate, that you have built in any VAT element, that staff costs are appropriate and consider national insurance.   Funders want to invest in project that offer value for money.
Step 8 Project Evaluation – Finally, you should establish a system whereby you can clearly demonstrate that your project has made a difference.   The only way of doing this is by comparing what happened prior to you project with that which your project delivered.   This could be as simple as determining how many participated prior to your programme with those involved now.   Bear in mind that you may be able to apply for a second time to the fund or others and that this information will strengthen your case for repeat funding.
Example Bid Document

LOCAL ACTION FUND

Community Safety Partnership

PROJECT PROPOSAL FORM

Please complete this form for each project for which you are requesting funding from the Local Action Fund.  You should provide a description of your project under the headings below. 

	a) PROJECT NAME
	Football Leagues

	b) PERSON RESPONSIBLE
	Community Club Manager


The objectives below are set by the Scottish Executive – please delete those that do not apply to this project:

· Increasing the number of services and facilities available which provide constructive and relevant activities for young people;

· An increase in the number of young people accessing these facilities;

· Young people to have sustained interest and involvement in the activities provided;

· A reduction in youth related  calls to the police in areas where new facilities are located;

· A reduction in community perceptions/concerns about youth crime.

In Section k), these are the criteria developed by the Local Action Fund group based on good practice and a review of effective projects. Please describe any ways in which your proposed project meets these.

	c) CONTACT DETAILS
	Community Club Manager

Tel

Email

	d) DESCRIPTION OF PROJECT
	Night Leagues



	e) TIMESCALE
	August 2003 to March 2004



	f) OUTCOMES OF PROJECT 

g) “ What difference is it going to make”
	The project will provide access for young people to a valuable diversionary activity. Young people will have the opportunity to become involved in positive physical activity on a Friday night. 

Participation in the Leagues may result in an increased tendency for young participants to become independently involved in other mainstream leisure opportunities.

	h) INPUTS i.e. staffing, resources etc.
	SFA qualified club coaches

Venue hire 

Equipment 

Total Programme Cost £x


	i) EVALUATION METHOD
	The project will be evaluated using three mechanisms:

(i) Participant attendance registers – to record uptake of opportunities by young people.

(ii) Comments from participants involved in the Programme.

	j) CRITERIA
	

	Analysis of need : how the project will analyse and be responsive to local needs
	The project has been run previously and attracted large numbers of participants. This indicates that there is a demand for this type of activity.

Additionally, the project will be held in Southside – these are both areas which have been identified as local areas of need.

	Partnership Working: please describe which partners will contribute to the project and what their input/role will be.
	The main partners in this project are:

(i) Club – management of the programme including the co-ordination of 

(ii) Anti-social Behavior Team – identification of participants who will be referred to the scheme with priority booking status.

	Potential Resources: what resources will need to be accessed for the project, taking into account both availability and quality.
	Club sessional football coaches all have recognised Scottish Football Association coaching qualifications



	Funding partners: who are the actual or potential funding partners?
	Club £x cash contribution.

Anti-Social Behavior Team – identification of participants who will be given priority booking status – deliver at no cost i.e. contribution in kind.

	Consultation with community / young people
	This programme was funded in 2004/2005. The participants were consulted just before the Programme finished and all indicated that they were in favour of the Programme and asked that the Programme be continued.

	Monitoring during project
	Attendance registers will be kept for each session of the Programme.

The Club Development Officer will visit each site. Each site will be supervised by a senior club coach.

	Evaluating outcomes: how will the outcomes of the project be evaluated, including by young people themselves
	Attendance registers will be used to calculate the percentage uptake by young people and comments will be collected from the young people involved in the Programme.

	Sustainability: what is the exit strategy or possibility of mainstreaming for this project
	These projects may be sustained by the introduction of a minimal charging scheme after the end of the Local Action Fund funding period.

	Inclusiveness / equality

Does the project have any impact on the equality issues listed below?

(Please delete those that do not apply)

· Disability                                                  


	Programs are fully accessible by individuals with additional support needs. All club coaches have received specialist training that allows them to respond to the needs of additional support needs participants.

	Variety of activities e.g. arts/sports
	Football



	FUNDING

Please give details of the funding required for the proposed project as a whole. You should indicate the total cost of the project, what funding is requested from the Local Action Fund and what will come from other sources. Since the fund may well be over-subscribed, please give options for different levels of funding where possible.
	Funding from other sources:

Council     £x
Funding from Local Action Fund: £x
Total cost of project:   £x





