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APPENDIX L 
 

Raising Money 
 
Introduction 
 
If spending money is sometimes difficult, then raising it can be a lot harder.  Some people love to raise 
money, while others absolutely hate to do so and as a result are usually not very good at it.  The key 
to raising money is to find the people who like fundraising, and support and encourage them to do this.   
 
Most groups can raise some money fairly easily.  Fifty people paying a membership fee of £4 each 
may cover basic costs of distributing a newsletter, but won’t last long once you start buying tools or 
hiring vans.  If your group is going to expand, then you need to plan to raise money just as you plan to 
plant a new woodland.   
 
Look beyond group members.  They are giving you something far more valuable than money – their 
time.  The people to call on are those who support the group but never come out on project work and 
who may be interested in helping you to raise funds, or in giving you financial support.   
 
How much money you need depends entirely on what you want to do.   
 
Raising money can be done in many ways, for example:  

• asking for a Local Authority or charitable trust grant  

• getting a local company to make a donation or gift-in-kind (materials, expertise, etc.)  

• holding fund raising events.   
 
The best approach depends on the amount of money that you need and when you will need it.  You 
may need to think about putting together a funding package – getting money from a number of 
different sources, possibly using some or all of the above methods.  Funders like to see that groups 
applying for money are able to raise a certain amount of the money they require on their own.  This 
match funding can also include volunteer time and gifts-in-kind.  Showing that you are trying to help 
yourselves will be looked on favourably by funders.  When applying for grants you have to be clear 
about how much you need and what it will be spent on.  The more accurate and realistic your costings, 
the more seriously your application will be taken.   
 
You will need to draw up a budget, based on the activities that need to be carried out and, how much 
they will cost.   
 
This might include:  

• Equipment – gardening tools to cement mixers 

• Costs of hiring halls for public meetings 

• Materials – plants, soil, bricks etc, rent – for office or other premises 

• Stationery – pens, paper, envelopes, fees – for professionals e.g.  architects, printing leaflets, 
posters, reports 

• Staff costs – if you intend to employ someone 

• Postage and telephone charges 

• Volunteer costs – reimburse any costs incurred by volunteers so that no one is left out of pocket.  
For instance, contribute to fuel costs if someone has made lots of trips in their car in aid of the 
project, reimburse travel costs to site etc – anything that volunteers have paid for that contributes 
to your project 
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• Some grants offer to pay volunteers’ expenses to help cover crèche costs, or help covering for 
care of other dependants or travel – for visits, surveys etc.   

• Insurance 

• Training 
 
N.B.  Ensure costs include VAT and you might need to add an allowance for inflation.   
 
Tips for successful fundraising  
 
There are a few golden rules that help towards being successful when applying for funding… 

• Make sure your project fits the criteria that the funder is looking for.  You may need to highlight a 
particular aspect of your project to take account of the funder’s priorities.   

• Convey the environmental and the wider community benefits of your project.   

• Make sure that you’re using the current year’s application form, as sometimes they vary from year 
to year, as can funders’ priorities.  A phone call is usually enough to confirm this.   

• Applications usually have to come from established groups and you may have to give proof our 
your existence by providing details of a group bank account or copies of your accounting books.   

• Give yourselves sufficient time to devote to fundraising, taking note of the proposed start date of 
the project, deadlines for applications, and dates when grants are awarded.   

• Have a carefully prepared bid that is properly thought through, well presented and checked for 
accuracy.  It will give confidence in your ability to carry out the project.  Keep copies of your 
completed application for reference purposes.   

• Send in your application well before the closing date.   

• Most importantly, use your imagination!  Make your project interesting and creative, and accessible 
to as many people as possible.  Funders want to support projects that contribute to good practice 
that can be applied elsewhere.  After all, if the funder has to read through 300 applications, the one 
that stands out by having exciting and unusual ideas that look like they will really work is most 
likely to catch the decision maker’s eye.   

 
The Community Fund has cited the following reasons for bids being unsuccessful:  1 in 4 bids fail due 
to inadequate planning or proposals for managing the project, 1 in 7 bids fail because they are 
projects that do not contribute to the Board’s aims, 1 in 10 bids are turned down due to a lack of funds.  
Don’t be disheartened if an application fails – keep looking!  Funders will often give you feedback on 
your bid if you ask them; use this information and try again!  
 
There are many guides to fundraising, and the Directory for Social Change has some very useful 
publications.   
 
Grants  
 
There are several sources of grants for small projects.  Your local Voluntary Action should know about 
local grant funds, and produce newsletters with regular updates on national funding streams like the 
National Lottery, and a lot of local radio and TV stations and local authorities run their own schemes.   
 
Local Fundraising  
 
This is the traditional way for local groups to raise money – and so it should be.  If you are doing good 
work and local people know it, then you should be able to persuade them to donate money to enable 
you to do more worthwhile work in their local area.  Many grant funds won’t give you money to help 
with the running costs of your groups, so local fundraising is still very important, even if you have been 
successful in getting a large grant to pay for a new footpath across your site.  Remember to ask local 
businesses as well as individuals.  Some might give a cash grant, others will be able to contribute 
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materials or practical help to your project.  Local branches of large companies often contribute as part 
of national policy so it might take them a while to decide; very local businesses may be able to make a 
decision on the spot.  Businesses may be able to offer you gifts in kind or discounts on purchases that 
would help you undertake your projects.   
 
25 ways to raise money for a small group 

1. Raffle  This works best in well-defined communities, and can be on a small scale, selling tickets 
during a pub evening, or on a larger scale.  You’ll need a lotteries licence from your district council 
or equivalent if tickets are sold at more than one event.  These are quite cheap and easy to get – 
prices vary from authority to authority.  If the prizes are donated you could be on to a winner, but 
only if you have a determined volunteer group committed to selling tickets, and access to a lot of 
people that might buy them.  It can be a hard way to make money if you are a small group.   

2. Car boot sales  These are an easier alternative to holding you own jumble sale.  Just book a 
space at your nearest sale, collect good quality second hand items and sell them.  These can be 
run by three or four people.  Some groups host car boot sales on their site; check with your local 
council for permission but you can normally run a small number each year without needing 
planning permission.   

3. Guest meeting  Get a really good speaker – you’ll need someone relatively famous or a major 
local celebrity.  Charge an entrance fee and also make money on refreshments.  Meetings like this 
generate good publicity but you won’t make a lot of money unless the overheads and expenses 
are very low.   

4. Sponsored rides or walks  These can make a lot of money it they’re done well but take a lot of 
volunteers to organise.  Choose a good route – ideally a circular one, perhaps visiting somewhere 
attractive en route – get the sponsorship forms out well in advance and persuade everyone to 
come.  You might be better to join one run by another local organisation.  Rotary and Round 
Tables often set them up for a range of community groups and local charities; some of your 
sponsorship fees go to your group, and some to another organisation like a local hospice.   

5. Sponsored projects  These are popular with sponsors since they can see you are actually 
doing something worthwhile.  They can cover any aspect of group work, with sponsored path 
clearance or tree planting as obvious ideas.  Look for innovative projects.  High profile activities 
like this can also get you good media coverage.   

6. Book sale  Everyone has books they don’t want.  You’ll need a church hall or some such 
building – weekday lunch times are good if you can get a town centre site – and you’ll need 
somewhere to store and sort the books.  Find a friendly local dealer who can look for the valuable 
ones beforehand and buy them from you.   

7. Sponsorship… a huge subject.  The basic ideas is that you are entering a relationship with the 
sponsor.  You give them publicity and they give you money.  The questions to ask are:  “How can 
you publicise a sponsor and how valuable is the publicity that you can offer?”  Sponsorship can 
include sponsors’ names on t-shirts or a newsletter, sponsored tools and notice boards with the 
company’s name at the project site, or a van emblazoned with you sponsor’s logo.  Ideally 
sponsorship will come in cash, but think also about sponsorship in kind.  This means that the 
sponsor supplies you with materials.  These could be tools or even photocopying.  Ask you local 
print shop if it will run off your newsletter in return for having a free advertisement on the back. 

8. Advertisement  If your newsletter goes out to a lot of people, there may well be people who will 
pay to advertise in it.  Think creatively about which businesses would like to reach 
conservationists, such as wholefood shops and bookshops.  You can put advertisements in the 
newsletter or send out leaflets with it.   

9. Fundraising concerts  You can lose a fortune here as well as making one.  Don’t go into this 
unless you have a band who really will draw the crowds, a cheap venue where people go and 
someone who has done this kind of thing before.   

10. Selling merchandise  Unless you are prepared to go to a lot of summer festivals, green fairs or 
fetes you’re unlikely to make much at this.  Make t-shirts for your group for fun and charge them a 
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little over the cost price, but otherwise the investment needed, storage space required and time 
you will spend selling things is rarely repaid.   

11. Collecting cans  Most local councils issue collection licences which only last for one day in a 
year.  An alternative to street collections is to collect in local, privately owned shopping centres or 
pubs.  You won’t need a licence, but do get permission from the management.  Put a collecting 
can in a shop and it raises money for you every day.  Look for as many locations as possible.  Put 
collecting cans out when you are working on site and place them where passers-by will see them 
and you can keep an eye on them.  Again, make sure you have got permission from the relevant 
people.  Always make sure that any collecting tins you use are properly sealed until the money is 
counted.   

12. Carol singing  If you are feeling thoroughly extrovert, or have group members who are game 
for anything, try singing carols in your town square or outside your local supermarket.  As for other 
sorts of collections, ensure you have permission from the relevant bodies.   

13. Pub collections  Pub collections are a fun and easy alternative to street collections.  Check 
with landlords beforehand.  Try a Christmas pub collection in fancy dress or while singing carols.   

14. Stalls at fairs  Stalls can be good places to get the message across.  You will need a large 
banner to attract maximum attention.  If you want to raise money, think about setting up some kind 
of game or challenge as part of you stall at a fair, school fete or other public event. 

15. Project open days  An open day is a great way to introduce more people to your site.  You can 
lay on refreshments, run activities for children and encourage a lot of people to have fun outdoors.  
Charge for your refreshments or ask for donations to help you meet costs, but better to have lots 
of visitors who love the place and join your group than put people off by asking for too much 
money.   

16. Barn-dances, ceilidhs and discos  If you have to pay for a hall and a band these almost never 
make money.  Run them because you want to.   

17. Social events for the group  If the group is going out together to the theatre, tenpin bowling or 
some other venue, try to negotiate a bulk rate for tickets and let the group keep the difference.   

18. Plant sale  if you’ve got space to grow seedlings and plants, a town centre stall or sale can be 
very profitable, especially in spring.   

19. Woodland produce  Lots of surplus small wood?  Why not sell it!   

20. Collecting recyclable material  This is often a lot of work for little return, but if your local 
council is running a scheme where local collectors get paid, look to do a once-a-month recycling 
blitz.  Aluminium cans are the best bet; if you can persuade a local school or business to collect for 
you this could make a reasonable sum.   

21. Wine tasting  Local wine merchants are often keen to sell by the crate through wine tastings.  
You need to bring together 20 or 30 people with some money to spend.   

22. Giving talks  If group members are asked to give talks to other organisations, then ask for a 
donation.   

23. Promises auction  Ask local traders, and anyone else, for ‘promises’ – pledges that they will do 
something for the purchasers.  Publicise this well in advance and you can make a lot of money if 
the auction is well run.  Examples of pledges would be offers to come and prepare a meal for four 
in your home (from a local chef), four hours’ gardening, a massage or aromatherapy session, your 
photograph taken professionally, or your car or bike overhauled.   

24. Standing orders  Get those sleeping members who never come on projects to donate £2 or £5 
a month through a banker’s order.  Many people don’t notice this much money leaving their bank 
account and 20 people giving £5 a month is £1,2000 in a year.  If you are a registered charity, 
think about setting up a covenant system.   

25. Charging for work you do on other sites  If some of your members enjoy the practical work 
and have got time to spare maybe they could help out another group with fewer skills or strengths 
in return for a donation for your project.  You’d need to make a clear arrangement of what you 
could do and how much money you would need to be paid before you start work.  


