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Effective Fundraising Strategies 

Fundraising is an important activity of all community groups, including 4-H clubs and Area 
Councils. 4-H club fundraising, like all fundraising, is a whole lot of work! But that’s all part of 
being a member of the 4-H club, whose aim is to encourage youth to reach their fullest 
potential while advancing the field of youth development. 4-H clubs across the country not only 
face the issue of fundraising for their own and joint local 4-H initiatives, but often many also 
take on the task of raising funds for other charitable causes in their areas. In order for 
fundraising to be successful, your group needs more than ideas that really work. You need to 
have a plan or strategy for your fundraising campaign. 

There are three main approaches to raising funds for non-profit, volunteer-based 
organizations.  It is best to employ an overall strategy of utilizing all three methods, where 
appropriate and accessible, to develop a secure source of funding (both short and long-term) 
for supporting 4-H activities.  These three approaches include: 

SPONSORS 

GRANTS 

EVENTS/ACTIVITIES 

Each strategy comes with its own approach, as well as benefits and challenges.  In some cases, 
the net financial benefit to the club is small but the effort provides a valuable learning 
opportunity to members and leaders alike, as well as, in some cases, providing an important 
community service.  Below are some tips to consider when discussing a fundraising venture. 

Fundraising Tips  

 Participation by as many members and leaders as possible. 

 Form a special committee/task force to focus on fundraising. 

 Have a purpose, and provide the opportunity for members to understand the value of the 

purpose. 

 Project a positive image of 4-H. 
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 Provide an educational experience. 

 Teach teamwork. 

 Is age-appropriate for those involved. 

 Ensure the provision of a safe, productive environment for activity-related initiatives. 

 Provide a public service. 

 Is not too onerous so as to interfere with other 4-H activities. 

 Provide appropriate recognition (sponsors, funders, and volunteers) as necessary. 

 Keep accurate records and evaluate the effort as a group upon completion. 

Sponsors 

From bonspiels to Achievement Days and everything in between, sponsorship is an important 
component of local 4-H events to help defray costs associated with delivering these 
activities. Sponsorship dollars can be directed towards anything from specific prizes and awards 
to facility rental to paying for judges or advertising/promoting the event.  In all cases it is 
important to be clear with the sponsor what their support will be used for.  Below are some 
guidelines to help ensure that the solicitation of sponsorship funding is a positive experience for 
all involved: 

 Build a relationship with the donor/sponsor; do not show up once a year to ask for an annual 

commitment of support for a 4-H activity.  This can be done using various forms of 

communication and should be practised on an ongoing basis. In the case of a new sponsor, 

prepare a written description of the club, interclub group or Area Council who are soliciting 

the support and leave this background information with them after the first meeting.  In all 

cases provide the sponsor with a written notification of:  a) how much you are asking for; b) 

what the funds are to be used for; and c) how they will be recognized for their support. 

 Be courteous and reasonable in your request. 

 Where possible, include members in any meetings with sponsors and during conversations 

about sponsorship solicitation.  This is a valuable learning experience for the member (of any 
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age) and sponsors are universal in wanting engagement with the youth they are providing 

the support for, at all levels of the sponsorship process. 

 Develop a formal recognition template that provides a scaled level of recognition of the 

sponsors that increases according to the level of support.  Recognition can be in many forms 

(see Sponsor Recognition and Event Promotion linked to this document).  For an example of 

a Sponsor Recognition Grid please check out the Manitoba 4-H Council website.  It is critically 

important that you fulfill your commitments to recognition, at the appropriate level and as 

guaranteed in your funding request, in order to maintain your positive relationship with the 

donor/sponsor. 

 Finally, try to engage your sponsor as much as possible in the activity (or other 4-H activities) 

that they are providing support for.  Engagement can even be included as part of your 

sponsor recognition grid.  Sponsors are genuinely interested in spending time with 4-H 

members, especially during the events they are supporting directly.  This can include 

presentations, serving as judges or presenters, or even participating in activities.  Even if they 

are unable to attend or send someone from their organization it is greatly appreciated when 

they are asked.  Additionally, you can never say “Thank-you” too often to a 

donor/sponsor.  It is especially well received when the appreciation comes from the 

members, either verbally or in the form of a hand-written note with lots of signatures. 

Grants 

Grant funding is a widely available source of revenue for non-profit organizations.  Grants tend 

to be very specific in nature in regards to who is eligible to apply and what are applicable 

expenditures (from project-specific to operational dollars to capital construction).  Grants are 

available to 4-H clubs, inter-club associations and Area Councils internally from the Canadian 4-H 

Council and also through a variety of external sources.  Grant applications, project delivery and 

final reporting can be onerous endeavors but not in all cases.  Generally, instruction in the skills 

associated with the writing of grant proposals is not often provided in most developmental 

training programs and the thought of entering into a granting process may seem daunting to 

http://www.4h.mb.ca/node/419
http://www.4h.mb.ca/node/229
http://4h.mb.ca/sites/default/files/Levels%20of%20Sponsorship.pdf
http://www.4-h-canada.ca/grants-scholarships-awards
http://www.4-h-canada.ca/grants-scholarships-awards
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local volunteers.  However, the outcomes of grant application can be very positive and significant 

dollars are often available.  4-H leaders are encouraged to contact the Manitoba 4-H Council 

office or MB Ag. offices to explore training opportunities in the writing of grants and the 

management of grant programs and/or projects.  Alternatively, there are often options for online 

training or webinars that can be very helpful. 

Events/ Activities 

The most common form of 4-H fundraising at local and Area levels is through events and 
activities.  These can range from product sales to fee-for-service initiatives or anything in 
between.  Often a big commitment is required from a club, inter-club organization or Area 
Council to plan and carry out event- or activity-based fundraisers.  A number of things must be 
considered by any committee/task group representing these organizations and coordinating 
the fundraiser before undertaking any venture.  This checklist could include: 

 Do you have the full support of the organization which you represent? 

 Will there be a high level of engagement from leaders and members? 

 Will it compete with regular 4-H project and program activities? 

 Does it promote the 4-H program in a positive manner? 

 Is there opportunity for the members/leaders to learn valuable skills and life lessons? 

 Is there a need for significant financial outlay in order to initiate the event or activity? 

 Is there opportunity to engage with other 4-H groups, other like-minded organizations or 

existing 4-H sponsors and/or partners? 

 How will you promote the event/activity? 

In general, think about how 4-H project and other learning activities might tie into the following 
broad categories for fund-raising: (1) entertainment (2) recreation and sports (3) parties (4) 
bazaars (5) fairs and festivals (6) merchandise – old and new (7) tours (8) service (9) fashion 
shows (10) meals for a crowd or (11) individual food sales. 
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Suggestions for fundraising ideas could include, but are obviously not limited to: 

 Sales, bazaars, auctions, or roadside farm stands. 

 Serving dinners, pancake breakfasts/suppers, soup suppers, spaghetti dinners, box suppers, 

socials, refreshment stands at fairs, parades, games, or other events, submarine sandwich 

advance order sales. 

 Hold a bake sale, ethnic banquets, or cooking lessons or sell cookbooks. 

 Organize a baby-sitting service, Mom’s-Day-Out program or summer day camp program. 

 Operate a weekend kennel, walk dogs, or provide other pet-related services. 

For more ideas, view our full list of fundraising ideas. 

 


