
UW Medicine Advancement
Evaluation of Fundraising Events

Why evaluation is necessary:
UW Medicine increasingly will rely on philanthropic partners to meet its mission.  UW Medicine Advancement has a responsibility not just to UW Medicine but also to donors to deploy staff and operating budget effectively and efficiently.
Among fundraising strategies, special events tend to be costly although they may help to achieve other goals/objectives, such as:
· Introducing new prospective donors to the organization
· Deepening relationships with current donors
· Improving community and donor awareness about the organization
· Demonstrating organizational accomplishments and future goals that need support
· Engaging current donors and volunteers, helping them to be better advocates and more generous donors
“Did you ever watch ‘The Little Rascals’?  Spanky would say, ‘Let’s put on a show.’  And his gang of kids would set up a stage with an old wool moth-eaten blanket hung on a clothesline as a stage curtain.  Before you could say ‘black and white TV,’ the back yard would fill up with neighborhood kids who paid a nickel to watch Darla’s song and dance routine.  Spanky and his gang made money.  They made friends.  People came and saw and heard firsthand what the show was all about.  They left knowing Spanky, Darla, and Alfalfa.  The kids connected with one another.”
Carol Weisman
Secrets of Successful Fundraising

Events require substantial staffing, and returns, if costs are fully allocated, could fall short of best practice fundraising.  (See Note 1: Cost of Fundraising.)  To determine the effectiveness and efficiency of fundraising events, it is necessary to measure the extent to which financial objectives are achieved.

But financial return cannot be the only consideration for evaluating a UW Medicine fundraising event.  Especially under the new IRS guidelines, and to ensure compliance with other laws and regulations governing UW Medicine, all fundraising events require professional management.  While UW Medicine Advancement has the necessary expertise, limited resources mandate careful choices.  Simply stated, there is too few staff to plan and execute every good event idea, and smart choices must be made.

By developing and implementing a disciplined process of evaluating events, UW Medicine Advancement will be able to:
1) Make resource-responsible decisions about whether a proposed new event should 
be undertaken, 
2) Determine for every event what objectives or desired outcomes were met/unmet, 
and at what cost, and

3) Decide, based on evaluation data, whether an event should be repeated, adjusted, 
or eliminated.
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Event being evaluated:
Name of event: 	
Date of event: 		
Purpose of event:	
Evaluation criteria:
Eleven criteria (elements for some bearing greater weight ) will be used by UW Medicine Advancement to evaluate events, prospectively and retrospectively.  The success of fundraising events and comparative data, when appropriate/useful, will be provided.  Based on the review, a proposed event may be approved or declined.  Existing events may be continued (and possibly restructured), or discontinued.  
I. Strategic, relevant and appropriate:
____	A.  The event enhances UW Medicine’s potential for major gifts fundraising. 
____	B.  The event supports and/or promotes one of UW Medicine’s strategic initiatives.
____	C.  UW Medicine is proud to be associated with this event.
____	D.  All elements of the event or program — theme, menu, leadership, event collateral, 
timing, etc. — are appropriate to, and reflect well on, UW Medicine.
Comments:  

II. Beneficiary and constituency:
____	A.  There is a clear and compelling beneficiary.
____	B.  There is an identifiable, substantial and highly rated constituency. 
Comments: 

III. Volunteer commitment:
____ 	A.  There are respected, committed and well- connected volunteers 
who are committed to the cause and who lead by example. 
____   	B.  They recruit others who are committed to the event’s success.  
(See Note 2:  Role of Volunteers, page 10.)
____  	C.  They work productively and in mutually respectful ways with the advancement team.
	Comments:  

IV. Leadership commitment:
____	A.  There is a clear and mutually respectful understanding of roles between UW Medicine’s highest ranking leadership and the Advancement team. 
____  	B.  UW Medicine Marketing & Communications is positioned to provide public 
	relations support.
____  	C.  There is consensus among academic and administrative leaders and advancement team regarding whether this is a strategic opportunity to engage (requests of time and financial contributions) top volunteer leaders and highly rated donors and prospects. 
____  	D.  There is a clear understanding of roles between the events team and the designated major gifts officer(s).
Comments:   

V. Corporate underwriting/sponsorship:
____ 	A.  Committed corporate sponsors/underwriters are identified. 
____ 	B.  The event purpose/theme meets corporate marketing needs and the underwriting experience may lead to a broader or deeper philanthropic relationship with UW Medicine.
Comments:  

VI. Capacity and timing:
____  	A.  Given other multiple and often competing priorities, the Advancement team has the 
capacity to plan and execute this event. 
____  	B.  The event timeline fits well with other UW Medicine Advancement activities and 
	programs.
____	C.  There are enough volunteers to cover all of the components and moving parts the night of the event.
____  	D.  There is little/no competition from other UW or community events.
Comments:  


VII. Attendance:

A. It has increased, stayed the same, or decreased (actual and goal)? 
Current year: 		
Prior year:		
Two years ago:		
Three years ago:		 
Four years ago:		 
Five years ago:		

B. UW administrative and academic leadership represents:
			% total audience		    % funded by		% gross receipts
						internal transfers	
Current year:					
Prior year:		
Two years ago:	
Three years ago:	
Four years ago:	
Five years ago:	

C. The percentage of the audience represented by the target market, defined as community member attendees who are highly rated on Advance and/or contributed $5K or more to gross proceeds: 
Current year:  
Prior year: 
Two years ago:  
Three years ago: 
Four years ago: 
Five years ago: 

Comments:  

VIII. Financial objectives:
Revenue:		5 yrs ago	4 yrs ago	3 yrs ago	2 yrs ago	Prior Year	This Year	      Goal
								(Actual)
Ticket		
Underwriting		
Auction		
Raise Your Paddle		
TOTAL REVENUE:		
Direct Expenses:			5 yrs ago	4 yrs ago	3 yrs ago	2 yrs ago	Prior Year	This Year	      Goal
									(Actual)
Contract staff			
Other event costs			
TOTAL DIRECT EXPENSES			
NET PROCEEDS:			
COST PER DOLLAR RAISED:	

Comments: 
IX. Non-financial objectives:
A. New prospective donors — highly rated on Advance and/or contributed to $5K or more 
to gross proceeds — are identified and assigned, including: 


B. Opportunities created to follow up with current donors:  

C. Greater community and donor awareness about the organization created: 


D. UW Medicine strategic initiatives or other goal(s) that need support were highlighted:


E. Current donors and volunteers more engaged: 


X. Opportunity Cost:
	
UW Medicine Leadership, including Dean Paul Ramsey and Johnese Spisso, and  
Advancement leaders

Special Events 

Communications/Creative 

Major Gift

What activities were left undone because of the commitment to this event?
EVALUATION:  Based on the review of financial and non-financial objectives met/unmet, other criteria, opportunity costs, and commitment to highest/best use of resources, we recommend that this event be:  

____  Continued
____  Restructured
____  Discontinued


Reviewers:

______________________________________________________
Andrea J. Callis
______________________________________________________
Marilyn Batt Dunn
______________________________________________________
Date
Note 1:  Cost of Fundraising
The Association of Fundraising Professionals (AFP) recommends spending no more than $.50 to raise each events-produced dollar.  James Greenfield’s 1999 “Fund-Raising: Evaluating and Managing the Fund Development Process,” cites an average cost of $.50 for benefits and special events compared to $.05 to $.10 for major gifts, $.20 for corporation and foundation grants, $.20 for direct mail renewal, $.25 for planned giving.  Only direct mail acquisition ($1 to $1.25) is a more costly way to raise private money.   
The Greenfield cost of fundraising study was completed more than a decade ago, and the averages in his book — and in the AFP studies — include all kinds of not-for-profit organizations.  Because of the advancements in fundraising techniques and technology, and the pressure for performance by trustees and volunteer leaders, those average costs likely would be less today.
As a public entity, UW Medicine strives to achieve greater-than-average efficiencies in fundraising, with an overall average cost of less than $.04 per dollar raised overall.  And for fundraising events, we would expect to spend no more than $.35 to raise a dollar.
Note 2:  Role of Volunteers 
Volunteer donors are an asset for any advancement activity or event.  They have enormous credibility and are invaluable partners in our work generally.
But for successful fundraising events, such volunteer leadership is absolutely necessary.  And any decision to take on a new fundraising event, or to repeat a fundraising event, will be influenced greatly by the availability and commitment of individuals who will “lead by example.”
Simply stated, successful fundraising events rely on an effective and respectful partnership between volunteer leaders and the UW Medicine Advancement events team.  Focused on a successful event and committed to the partnership, the events team provides support to the volunteer leaders by planning and executing, negotiating for the best venue, entertainment, menu, etc., and recognizing and acknowledging the volunteers.  With the same commitment to a successful event, volunteer leaders do what staff cannot do, including:
· Recruiting and motivating a host committee
-	Contacting friends and family and encouraging attendance, and, 
· For repeat events, helping to recruit successor volunteer leaders.
And, if the fundraising event is an auction:
· Helping to secure high-interest, unusual and compelling auction items 
· Providing or securing matching funds for the raise your paddle portion and/or personally starting this portion of the auction at a high level.
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