Non-Traditional Fundraising Opportunities
Health Care Centers in Schools, Baton Rouge, Louisiana

1.  Accessing United Way Funding
	Background:  
	United Way organizations directly fund many community organizations.  Often times, school-based health centers work collaboratively with these organizations to provide resources to their clients.  United Way’s funding priorities often coincide with that of school-based health centers and can be accessed for specific community dollars to support outreach to the community.



	Primary Objective:  


	Secure funding and collaboration with United Way organizations.

	Process:
	· Dialogue with United Way staff to ascertain their funding priorities.  It is often helpful to ask for a list of United Way agencies in your city/region.

· Inquire about ways in which organizations become United Way agencies; many times United Way organizations have a community grant-making procedure.

· United Way organizations that have a community grant-making procedure will have a well-developed list of priorities.  Study that list and think about ways to access their funding streams.

· Follow their directions and submit a proposal for community grant-making programs or to become a United Way agency.

· Think about the impact and outcomes that other funders require; often, these are also outcomes in which United Way has an interest.

· Talk with your advisory board or Board of Directors.  Many of them serve on other United Way agency boards and have helpful insights into accessing United Way dollars.

· It is always helpful to ask United Way staff for assistance; many times they can give you crucial information pertinent to a successful grant request.


	Anticipated/ Actual Results:  
	Don’t be surprised if your request is granted.  While United Way organizations receive many grant requests, school-based health centers “fit” many of their priorities.  Please see the request at the end of this article for an example of how easy the actual request can be.




2.  Community Bank Challenge
	Background:  
	Organizations competing against each other can benefit your school-based health center.



	Primary Objective:  


	All banking institutions in the community will challenge each other annually to raise funds for the school-based health center in their community.

	Process:
	· Meet with the School Superintendent to identify banks who have donated money to the school district
· Canvas the community to create a list of banks
· Identify a leader among the banks who will contact their community colleagues to create an atmosphere for the challenge
· Determine the minimum amount of money each bank should contribute
· Plan a breakfast meeting to kick off the challenge
· Each bank should bring a check to the Breakfast Kickoff
· School-based health center staff will do a brief presentation delineating the needs of the community and the impact of the health center on the students and their families; present your health center plan for sustainability
· Make your event an annual affair and leverage current donations for larger amounts in subsequent years


	Anticipated/ Act’l Results:  
	Raised $17,000 first year; $10,000 next year; $5000 the year after.


3.  Employee Giving Campaigns
	Background:  
	School Staff will have the opportunity to donate money to the school-based health center through a convenient, consistent method



	Primary Objective:  


	Educate school staff about the school-based health center, what it can and    cannot do; infuses school support into the school-based health center program and provides school staff an opportunity to support the school-based health center.



	Process:
	· Develop a procedure with the School Superintendent and Business Office to offer payroll deduction for school district staff who wish to donate a specific amount of their salary to the support of the school-based health center

· Market this opportunity at new employee orientation and at staff meetings


	Anticipated/ Act’l Results:  
	15% of school staff would donate $5 per pay period.



4.  Exploring Foundations
	Background:  
	Alerting community stakeholders, such as community foundations, is another way to build support and funds for your program.



	Primary Objective:  


	15% of operating budget will come from individual, family and community foundations

	Process:
	· Obtain a directory of funders in your community

· Explore the feasibility of working with a Hospital Foundation

· Develop a list of sports figures in your community – most have created a foundation to give back to the community.  Consider local as well as national athletes.

· Develop a list of well-known musicians.  Contact them to determine if they have a foundation established.

· Determine a list of wealthy business persons in your community.

· Explore large corporations’ donation capabilities.

· Establish a relationship with any large hotel chains in your community.  They may be interested in supporting your efforts as they look to students as the workforce of the future.

· Consider sponsoring a golf tournament with proceeds going to your center.


	Anticipated/ Act’l Results:  
	In 1998 $104,064 was raised for health center expansion at one site and $86,000 for a new health center space.  Over a four-year period $451,691 was raised for one health center from individual donations, and community and family foundations (range of $44,000-$154,000).  Community Foundations have funded one school-based health center for five years for a total of $255,000 and one received $35,000 for three years for a total of $105,000.


5.  Faith Community

	Background:  
	Faith communities typically are great places to get volunteers and support for services that fill an unmet need.

	Primary Objective:  


	Health Care Centers in Schools has approached members of the faith community for assistance in community education concerning risk-taking behaviors of students in their neighborhood schools.



	Process:
	· Health Care Centers in Schools aggregates identified risk factors of students in one database.  These results are shared by type of school, i.e., elementary, middle, or high with members of the faith community.

· Health Care Centers in Schools staff and administrators meet with representatives of the churches that surround or are in the neighborhood around the schools where there are school-based health centers.

· Community health outreach workers from Health Care Centers in Schools visit with church congregations to explain the types of services that are provided, educational opportunities that staff of HCCS offer, and ways that we can collaborate with the church.

· HCCS staff finds out and catalog the types of programming that churches offer for families.


	Anticipated/ Act’l Results:  
	While this effort began as a way to garner more support for the school-based health centers, there are many different types of collaborations unfolding.  Ministers are interested in getting involved with school administration to work together for safer, healthier communities.  The added benefit is that the congregation has many kinds of professionals who often can volunteer their time and talent to the school and the school-based health center.



6.  Insurance Companies/Managed Care Organizations
	Background:  
	Insurance companies represent a great source of community funding for school-based health centers.  For example, Blue Cross / Blue Shield has a community fund in Baton Rouge of over $500,000.  They are interested in the kinds of data that school-based health centers generate (in Baton Rouge, the companies seem to be interested in the aggregate data of the students) and in the types of services that are provided through school-based health centers.



	Primary

Objective:  


	Insurance companies will be given the opportunity to support school-based health centers with cash donations as a part of their community fund donations, be represented on the Advisory Board/Board of Directors, and they will acknowledge the value of a school-based health center as a convenient, high quality, accessible source of health care for their health plan enrollees.



	Process:
	To access insurance community fund dollars:

· A simple one to two page letter explaining school-based health center services and provider types with some recent data and a request for funding is often times all that insurance companies will want.  Please see an example of a letter used to approach Blue Cross / Blue Shield of Louisiana as a potential template for you.

· Bring a board member to visit with the chief executive officer of the insurance company and ask how you might collaborate.  Be ready with a portfolio of recent data and public relations pieces.

· Consider offering a seat on the board of the school-based health center as a way to collaborate.

· Ask the chief executive officer or designee to assist you in talking to their peers.  They know who they are and how to access the “right” person.
To develop opportunities for managed care contracts:

· Determine whom you would like to contract with for reimbursement of health care services

· Explore their desire to establish creative relationship with the center for reimbursement of a menu of services for their Medicaid, CHP+ and commercial population

· Demonstrate the value of your model of care by delineating outcome and utilization data

· Explore their ability to donate funds or equipment



	Anticipated/ Act’l Results:
	Don’t be surprised if an insurance company is interested in being represented on your Advisory Board or Board of Directors.  In Baton Rouge, a representative of Blue Cross / Blue Shield now sits on the Board of Directors of Health Care Centers in Schools.  Recently I received a check to HCCS in the amount of $5,000 from Blue Cross / Blue Shield.  Contracts in place with managed care organizations and dollars collected.




7.  Local Parks and Recreation Districts
	Background:


	

	Primary Objective:  


	Community Parks and Recreation Districts will provide free opportunities for youth to participate in healthy activities.


	Process:
	· Determine list of recreation providers in your community

· Meet with them to determine their interest and ability to provide access to their services for low income youth

· Suggest they sponsor “Alternative High” evenings each semester

· Explore their ability to offer free passes as incentives for youth participation in support groups, conflict resolution training and chronic illness management programs

· Explore their willingness to collaborate in weight management programs for obese students


	Anticipated/ Act’l Results:
	South Suburban Recreation District will offer free passes to our clients as incentives for health promotion programs and asthma management. “Alternative High” Program is now a yearly event for the school district.



8.  Pharmaceutical Companies
	Background:
	Pharmaceutical representatives like opportunities to meet with to meet and talk with providers.  Give them this opportunity while educating them about your school-based health center and how they can help you.



	Primary Objective:

	Pharmaceutical companies will annually provide you with medication samples, patient educational materials, spacers, peak flow meters, inhalers.

	Process:
	· Develop a list of companies

· Call and send letters describing the needs of your community
· Seek out representatives of pharmaceutical companies, particularly those who make drugs that your patients and providers use frequently

· Have the medical director there to meet the reps when they visit the health center.  In exchange for access to providers (for education concerning their products), pharmaceutical companies also become educated about school-based health centers.  

· Use letters from students as a testimonial about the impact the school-based health centers had on their lives.  It is really great if you can get a letter from a student who has been assisted by products from their company.

· Create opportunities for recognition of the company’s donations
· Ask the representatives to call on you when they are in your city.  Ask them to be sure to bring new products for providers to try.

· Continue to build a relationship.  In Louisiana, the pharmaceutical companies attend our school-based health center conference every year.  The company supports the conference by buying a booth.

· The pharmaceutical companies also can be asked for assistance with continuing education needs of school-based health center staff.  Many times, the company hosts continuing education events in or around your city for providers.

· Annually update your list and send out letters, place calls


	Anticipated/ Act’l Results:
	One particular pharmaceutical company supports our asthma population with inhalers, spacers, single dose pumps, and nebulizers.  The representatives seek us out when they are in Baton Rouge; they have also given us coupons for families to redeem their products from local pharmacies.


9.  Service Organizations/Clubs

	Background:
	Service organizations are great sources of cash and volunteers.  Oftentimes their members must do community service every year as a requirement of membership in the organization.


	Primary Objective:

	Service organizations in your community will adopt one of your programs and annually provide funds and in kind assistance to meet project goals.



	Process:
	· Develop a list of service organizations including Lions Club, Rotary Clubs

· Consider joining these organizations

· Determine their interest to serve and what they do for their special projects

· Determine the membership of each organization for opportunities to volunteer to serve your population:  dentists, optometrists, ophthalmologists, pharmacists, etc.
· Exposure to the health center also creates more advocates for the health center concept.  In fact, one way that the Republican Senate floor leader in the Louisiana Legislature became an advocate was through his wife’s connection to the health center through Junior League.



	Anticipated/ Act’l Results:
	Service organization volunteers add another dimension to the work of the school-based health centers.  They have single-handedly assisted the health center team with reception duties and with getting up-to-date immunization records for the health center registrants.  For example, the Junior League in Baton Rouge has also given Health Care Centers in Schools $ 7,200 every year for physician services to the teen parents and their children.  The Rotary Club in Denver, Colorado donates $500 to $4,000/year to the school-based health center, and dentists who belong to the Rotary Club donate their time for a yearly dental screening of preschoolers and offer free/low cost treatment to needy children.




10. Support from Parent Employers

	Background:


	

	Primary Objective:

	Parent employers will be given the opportunity to support school-based health centers with in-kind donations, cash, and/or advocacy support.



	Process:
	· Compile health center visits by parent employers.  It is helpful if you standardize the way parent employers are entered into the computer system.  For example, if the parent is an employee of the State of Louisiana, then all parents who are employees of the State of Louisiana should be entered in the same way.  

· After examining the visits by parent employers, decide your cut-off point.  In Baton Rouge, I use the top sixty employers.

· Create a portfolio for each parent employer; use newspaper articles, reports, and client letters as part of the portfolio.  Also include a card with the number of visits attributed to the parent employer.  Find an appropriate contact person.

· Write and rewrite the letter asking for support.  You want to strike just the right balance for the parent employer.

· Bring a master list of parent employers to your advisory board or Board of Directors.  Ask them to volunteer to call on businesses as a responsibility of the board.

· Hand out packets to board volunteers.  Be ready to go with them if they ask.  Help them make appointments with the chief executive officer of the parent employer company.

· Clearly state your expectations of the visit.  In Baton Rouge, I request one or more of three things: letters of support for the school-based health centers that can be used as a part of funding requests; in-kind donations (I like drug stores to give me “free” prescriptions for patients who cannot afford the needed drug); and cash.


	Anticipated/ Act’l Results:
	My experiences have been the spectrum; some organizations give cash (two different hospitals gave $10,000 and $2,250 respectively).  Other organizations, while they cannot make a cash donation, are educated by the board member about school-based health centers and are happy to write letters of support when needed.  Still others will give in-kind products or services up to a dollar amount.  Try this approach and I promise you won’t be unhappy with your results.  I have included the “ask” letter in this packet for your perusal.
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