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Foreword

Sport has the power to offer an exciting range of personal and social benefits. The
opportunities to improve health and increase skills and confidence that sport can
offer, and the wider social benefits: the ability of sport to bring communities
together, to help in the fight against obesity, crime and anti-social behaviour and
to engage people in social activities such as volunteering have been well heralded.
However, while there is an ever-increasing demand for sporting activities,
finding the way through the maze of funding opportunities can be a daunting
prospect for organisations.

We recently ran a wheelchair basketball event, which had been laboriously
planned for a number of months, largely at the same time as we sought funding
to deliver the project. All the hard work proved worth it; the young people who
took part in the event loved it and are demanding more events and activities.
And having successfully launched the project, we have identified a demand and
established a platform to develop it further and seek the funding to make it
happen on a regular basis.

Inevitably, providing good, high quality sports programmes requires funding
and this is never a simple process. However, good, well thought out projects —
especially those which place the participants, young or old, at the centre of the
application — will always find funding.

This invaluable guide will help you to find your way around the sports funding
maze and find the funding to develop your project.

Good luck.

John Mackinnon
Chief Executive
The Access to Sports Project
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Introduction

Welcome to the third edition of the Sports Funding Guide. Much has changed
since the last edition was published ten years ago, with sport and recreation now
at the heart of many policies, programmes and initiatives from government and
social welfare and health organisations. The Department of Culture, Media and
Sport, for example, is working towards the aims and objectives of the
government’s Every Child Matters initiative by improving access to sports and
recreation facilities to develop talents and promote healthy living. Organisations
involved in promoting, funding or delivering health and social welfare objectives
often consider sport and recreational activities as fundamental in achieving
successful outcomes. There have also been three Olympic Games in the
intervening period, including the 2008 games in Beijing, which saw
unprecedented success for Team GB. It is this success, and particularly the
benefits of participating in sport to the health and wellbeing of children and
young people, that brings sport into the consciousness of the public and inspires
people to get active and get involved.

The third edition of this guide is written at a time when there has never been
more money in sport, but also when there has never been as great a need for a
variety of funders. This assertion was made in the previous edition ten years ago,
and today it is still very much the case, although the gap between the money
available at the top and what is available at the grassroots level appears to be
widening. Professional footballers, for example, can earn astronomical sums
while local football facilities fall into disrepair; the government (i.e. the
taxpayer), is funding elite sportspeople in Olympic sports to the tune of almost
£304 million from 2009 to 2013 (less than originally planned, thanks to the
current global economic crisis), while grassroots clubs often struggle to find
money to pay decent coaches.

With the Olympic Games being held in London in 2012, sport is now headline
news in the UK, and sometimes for the wrong reasons. The original budget for
the London 2012 Games was £3.2 billion, a ‘colossal miscalculation’ that has now
risen to £9.3 billion at the time of writing. As a result of this dramatic increase,
funds from the National Lottery totalling £2.2 billion have been diverted, with
heritage and grassroots projects losing out the most.
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Introduction

A report by the London Assembly, The Impact of the 2012 Games on Lottery
Funding in London (2008), estimates that grassroots projects in the capital will
lose out by around £440 million due to the diversion of funds from good causes
to the Olympics (based on the proportion of funds from the Lottery that have
been spent in London since the Lottery began in 1994). It appears that it will be
difficult for the government to deliver on two of its targets simultaneously: to
increase participation in sport at grassroots level and for Team GB to achieve
fourth place in 2012.

The issue that the government is ‘robbing Peter to pay Paul’ is highlighted in the
report by the following figures: Sport England is contributing £50.5 million to
the Olympic Aquatics Centre and Velopark — money that could pay for 19 sports
halls with courts, 20 five-lane swimming pools, 721 multi-use games areas or 841
grass pitches.

Despite the financial woes that have befallen the Olympics, it is clear that the
Games inspire people to participate more in sport and recreation, and the health
benefits of doing so are obvious. This is one reason why funding for sporting
activities can come from a range of sources looking to fulfil many objectives. This
increases the range of potential funders for sporting activities, but it also puts
sport in competition with health, education and social welfare organisations
looking to benefit their communities.

Hopefully this guide will demonstrate that the funding is out there, but as a
sports club or an organisation looking to run a sport project, you might have to
be creative in your funding strategy.

Sport and its economic place

Sport and physical recreation are an integral part of British life. According to the
Office for National Statistics, around 59% of the adult British population
participates in sport and physical recreation each month. Sport provides jobs for
over 512,000 people, contributes £3.2 billion in taxation and attracts around £18
billion in consumer spending in the UK'. Worldwide, sport is thought to
account for 2.5% of world trade or 1% of European Community Gross National
Product. More and more people are participating in an increasingly wide variety
of sports.

! England: £15.5 billion, employing 434,000 people; Scotland: £1.6 billion, employing 45,5005
Wales: £586 million, employing 20,500; Northern Ireland: £250 million, employing 12,500 (source:
individual sports councils)

X



Introduction

The scope of this book

This book is about raising money for sport. It is written in the belief that sport
can be an important force for positive change, both in society and in individual
people. It is concerned more with participation — and the benefits that being
involved in sport and physical activity can have on individuals and communities
— than with excellence. It does not cover how to run sports clubs or how to train
future world champions. Rather, it deals with the range of fundraising
possibilities and how best to exploit them. It is primarily aimed at grassroots
organisations, rather than elite sportspeople, who are well catered for by
organisations such as UK Sport and sports’ national governing bodies.

Some of those involved in sport stress the importance of sport for its own sake,
while others highlight the place of sport in the economic and social life of the
country. Throughout this guide there are pointers to the part sport plays in the
wider scheme of things, especially in helping to bring new heart to disadvantaged
communities. It becomes clearer that the government is looking to sport as never
before to earn its place and to provide new solutions to social and economic
challenges.

Winners and nearly winners

The previous edition of this guide highlighted the fact that some sports are better
able to attract funding than others. It remains the case in this guide, where
cricket, golf, rugby union, football, sailing, tennis and rowing, for example, have
well-established social, professional and sporting networks that harness public,
charitable and sponsorship support. Indeed, for the elite athletes in sailing,
rowing and cycling, for example, the government’s aim of achieving fourth place
in the medal table at London 2012 means that these sports will be well funded at
Olympic level. Other sports do less well, and will have to work harder at
developing contacts and making their case, particularly to funders that do not
have a background of giving to sport. Unfortunately, it is beyond the scope of
this book to include such organisations, although readers looking to cast their
nets wider can find these in other publications, such as A Guide to the Major
Trusts, Volumes One and Two and Directory of Grant-Making Trusts, both
published by the Directory of Social Change. With the health benefits to people
of all ages and abilities from playing sport more widely recognised than ever,
funders with a variety of interests should be more willing to listen to proposals
from sports organisations.
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Be creative

It is clear that some of the old ways of fundraising are still some of the best. For
example, at the local level a really good sponsored activity can raise cash, increase
membership, generate good publicity and give people a really good time. Indeed,
this kind of smaller-scale fundraising will remain at the heart of many clubs’
income generation plans. Also, the most successful fundraising is about
maximising available support from existing supporters rather than constantly
scouting around for new funding sources.

The previous edition of this guide stressed the difficulty in raising money for the
running costs for your whole club or organisation, and this unfortunately still
seems to be the case. Most donors want to achieve something particular with their
money. So, it may well be that as a fundraiser you stop seeing your club as one
organisation, rather you see it as a series of separate but related projects. It may
require you to divide your work into different elements and raise money from a
range of funders. It may even mean that you will have to begin to do new things or
work with different people in new ways. It may not simply be a question of ‘this is
what we do and this is what we need’; applicants may have to be more sophisticated
than that. For example, to raise money from grant-making charities, applicants
have to show that their work is charitable in law. This may restrict the application
to the youth section or a club’s work with disabled or disadvantaged people.

Depending upon your perspective, having insufficient funds can be a problem or
an opportunity. It is a problem when your club needs the cash; but this can also
be an opportunity to think creatively and imaginatively about what your club is
doing. Facing the need to raise money may encourage those working in sports
clubs and societies to meet influential people, to recruit celebrities, to negotiate
exciting sponsorship deals, to run high class events. In fact, it can be the spur to
make you do what you’ve always wanted to do but have never had the impetus. It
can be the project that revitalises your club and fires your members’ enthusiasm.
Thinking through some of these possibilities and making them happen is the
purpose of this book.

Acknowledgements

In addition to the contributors credited on the title page, we would like to thank
runningsports for its kind permission to reproduce some of its guidance on tax
and community amateur sports clubs (CASCs) and Margaret Nolan at
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runningsports for reviewing the tax and tax benefits chapter. We would also like
to thank the Charity Commission for its range of publicly available guidance,
which has helped inform parts of this book, and for the specific permissions it
has granted to reproduce some of this guidance.

And finally...

The research was done as fully and carefully as possible, but there may be funding
sources that have been missed, or some information that may be incomplete or
will become out of date. If you come across omissions or mistakes in the book,
please let us know by emailing the research department of the Directory of Social
Change at research@dsc.org.uk or calling 0151 708 0136 so that they can be
rectified in future editions.

It is often said that fundraising is simple but never easy. This guide explains the
rules of the game as we see them, but it still requires persistence and hard work.
However, a successful outcome usually makes it all worthwhile. Good luck!
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How to use this
guide

This book is organised into three sections:

The first six chapters form section one. They give you the basic tools to start
fundraising and to increase your chances of success. Anyone new to fundraising
should read them before they move onto the fundraising sources in section two.

Section two — chapters 7 to 18 — details the main areas of funding available to
sports organisations. You need to think about what you want support for in
order to decide where to apply.

The main sources of support are:

The Sports Councils

For further information, see Chapter 7 The Sports Councils.

The National Lottery

For further information, see Chapter 10 Raising money from the National Lottery.

National governing bodies (NGBs)

Each major sport has its own governing body. Their roles are mainly to develop
their sports, and more recently to help to deliver Sport England’s 2009-2013
strategy. However, some give grants to organisations and individuals. They are
also useful sources of advice and endorsement.

For further information, see Chapter 18 Sports governing bodies.
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How to use this guide

Companies

Company sponsorship for sport is a big money area. However, it is not all for test
match cricket or premier league football. A great deal of sponsorship takes place
at the local level and involves sums of a couple of hundred pounds.

For further information, see Chapter 11 Company sponsorship.

Sportsmatch

This is a pool of money that can be used to match some sponsorship payments
made by companies and, since May 2008, from trusts and private individuals.
This means that you can double your sponsorship income at no extra cost to
you.

For further information, see Chapter 15 Sportsmatch.

Grant-making charities

These are charities that give money to other charities. Some are for specific
sports; most are for wider community benefit, either locally or nationally, with
most of those listed giving throughout the UK. Most support organisations, but
some will give to individuals.

For further information, see Chapter 9 Raising money from grant-making
charities.

Government

Most government money for sport is directed through the Sports Councils and
the National Lottery. However, there are other support programmes which are
not aimed specifically at sports organisations but which sports groups can apply
to for certain activities.

For further information, see Chapter 13 Raising money from government.



How to use this guide

Local authorities

Central government support for sports is also directed to local authority
departments responsible for sport and leisure in their area. Support for project
costs, programme development, equipment, salaries and so on can still be raised
from your local authority. As with central government, sports organisations can
also apply to programmes not aimed specifically at sports activities. Each will be
different and there are guidelines for making your approach.

For further information, see Chapter 12 Raising money from local authorities.

European money

There is a variety of support programmes within the European Union. Where
sports projects have been successful, they have often been involved with large-
scale developments or employment training initiatives or as part of a targeted
economic and geographical area.

For further information, see Chapter 14 Raising money from Europe.

Members, friends, the local community

These represent possibly the largest of all funders of sport as donors, event
organisers, sponsors, fundraisers, collectors, buyers of raffle tickets, etc. Ignore
them at your peril!

For further information, see Chapter 8 Raising money from the public.

Section three contains two chapters on financial and legal administration for
your organisation. Both are essential to efficient fundraising.

There is a list of useful addresses and contacts on page 395.

XVi



Getting started
in fundraising

Background

This chapter explains the main challenges facing organisations that are looking
for funding and provides suggestions on how to meet them.

Fundraising today

Every organisation needs money to meet its running and project costs — to pay
staff salaries and office overheads, to maintain any buildings or vehicles and,
importantly, to develop programmes for the future.

Given the short-term nature of most current grant regimes, many organisations
find themselves continually involved in fundraising, whether by holding
fundraising events or making formal applications to other organisations.

Part of the challenge of being involved with a sports organisation, community
amateur sports club (CASC) or a charity — whether as a member, volunteer,
member of staff or trustee — can be the fundraising aspect, with charity workers
involving the public in their enthusiasm and commitment by holding events
designed to publicise the charity’s aims, vision and work and to involve the public
in its goals. These events can be productive in ways other than financial gain and
can show the public the charity or club’s successes, imagination and creativity.

Fundraising by application to grant-making bodies, companies or other
organisations is much less fun and requires a more formal and structured
approach.

Fundraising in general has become more difficult in the competition between
charities for donations and grants. New statutory regulations following the
Charities Act 2006 impose further requirements on charity trustees to ensure the
integrity of their fundraising methods and the protection of charity funds.



Getting started in fundraising

It is important for charity trustees in their fundraising to be aware of, and
sensitive to, public opinion and to manage and control their fundraising by
adopting the highest standards to protect the monies raised and the integrity of
their charity and the sector as a whole.

It is also important for fundraisers to be accurate and truthful when applying for
funds, whether by way of appeal, collection box or application to grant-making
bodies. They also need to decide on, and make known, the contingency
provisions if the money raised is insufficient for the purpose or if there is a
surplus.

A planned budget with regular forecasting is a necessary management tool to
show the amount of money you plan to spend, the amount already raised or
promised and the extra you will need to meet your outgoings for the year.

You should monitor your progress in fundraising by keeping records of all
money received or promised, and by preparing and discussing management
accounts at regular management meetings. If your income isn’t coming in as
planned, then you will need to take some sort of action — step up your
fundraising programme, find and develop new sources of funds, cut costs, defer
planned projects or agree to subsidise the deficit out of your reserves.

Creating a viable and sustainable organisation

Fundraising is about helping to create or maintain a viable and strong
organisation which is able to sustain itself in the future.

There are many ways of doing this. One is to build a substantial and active donor
base — getting people to support you who sympathise with your aims or love
your sport and who will continue to give their support over a long period. Other
ways include:

m organising fundraising events (which can create a regular and continuing
source of income)

m creating capital within your organisation, such as a capital fund for buildings
or equipment (especially when this reduces your need for running costs or
can help you generate an income)

m developing income generating schemes for the organisation itself.

Many organisations are addressing long-term needs — for example, through
community development, which will not yield immediate results, or in looking
after young people with disabilities where there is a continuing commitment to
provide care well into the future.



Background

You need to create an organisation that is financially strong in the long as well as
the short term, rather than one that is unstable and running in crisis mode from
year to year or month to month. Financial concerns can affect the morale of the
whole organisation. Crisis fundraising is time consuming and increasingly
difficult — and in the end you will find you run out of goodwill. You need to find
ways of strengthening the financial position of your organisation and this means
developing a sensible fundraising strategy for the future.

Your supporters

Your supporters are a very useful resource to you. They may provide financial
help or attract financial support from other sources. Importantly, they can
volunteer or by their efforts and enthusiasm encourage friends who are also
willing to support you. They provide an indication of the level of support that
your organisation is attracting and therefore can add extra resources for your
organisation and strength to any lobbying and campaigning work.

You need to think about what kind of supporters you would like to attract and
who your work will appeal to: they might be from a particular type of business or
profession, perhaps students or activists, women, people from minority
backgrounds or perhaps retired people with some spare time to give. You will
need to think about how best to identify them, the sort of message they will
respond to and in what format this should be.

Reducing dependency

Many organisations are funded by only one or a handful of donors or funders. If
one of the grants is withdrawn or sponsorship ceases, this can create a financial
crisis. It may also be difficult to determine your own agenda if you are constantly
having to adapt to the priorities or terms and conditions of a key donor or
funder.

Broadening your fundraising base can reduce this dependency. You need to
decide whether your organisation is too dependent on any one source. You
might then see if you can build some stability by developing alternative sources
of income. See ‘Developing independent sources of funding’ on page 10.



Useful contacts
and sources of
information

Here are some sources of information and advice, many of which are referred to
in the chapters of the guide. The list is in alphabetical order and a brief
description of the organisations is given, with information taken from their
websites.

Big Lottery Fund (BIG)

‘We are committed to bringing real improvements to communities, and to the
lives of people most in need.’

1 Plough Place
London EC4A 1DE

Tel: 020 7211 1800

Textphone: 0845 039 0204

Fax: 020 7211 1750

Website: www.biglotteryfund.org.uk

For funding information or general enquiries call the BIG advice line on
0845 4 10 20 30 or email general.enquiries@biglotteryfund.org.uk.

Strategic grants office
4th floor
Pearl Assurance House

Friar Lane
Nottingham NG1 6BT

Tel: 0115 934 2950

Textphone: 0115 934 2951

Fax: 0115934 2952

Email: strategicgrants@biglotteryfund.org.uk
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Useful contacts and sources of information

Northern Ireland office

For funding information or general enquiries call the BIG advice line on
028 9055 1455.

1 Cromac Quay
Cromac Wood
Belfast BT7 2]D

Tel: 028 9055 1455
Textphone: 028 9055 1431
Fax: 028 9055 1444

Scotland office

For funding information or general enquiries call the BIG advice line on
0870 2 40 23 91 or email enquiries.scotland@biglotteryfund.org.uk.

1 Atlantic Quay
1 Robertson Street
Glasgow G2 8]B

Tel: 0141 242 1400
Textphone: 0141 242 1500
Fax: 0141 242 1401

Wales offices

For funding information or general enquiries call the BIG advice line on 01686
611 700 or email enquiries.wales@biglotteryfund.org.uk.

Newtown office

2nd Floor
Ladywell House
Newtown
Powys SY16 1JB

Tel: 01686 611700
Textphone: 01686 610205
Fax: 01686 621534

Cardiff office

6th Floor
1 Kingsway
Cardiff CF10 3]N
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Alphabetical index

of funders

adidas (UK) Ltd 235
Arriva plc 236
Athletics for the Young 176
Baxters Food Group Ltd 237
The Dickie Bird Foundation 171
Boost Charitable Trust 169
Brit Insurance Holdings plc 238
Cheshire Building Society 239
The Sebastian Coe Charitable
Foundation 170
The Co-operative Group 241
The Cricket Foundation 177

England and Wales Cricket Trust 179

The Disability Sports Development

Trust 175
Egg Ltd 242
The English Schools’ Football

Association 181

The Worshipful Company of

Fletchers’ Trust 176
The Football Association National

Sports Centre Trust 161
The Football Association

Youth Trust 161
The Football Foundation 183
The Golf Foundation 187

The Peter Harrison Foundation 162

S C Johnson Ltd 243
The Brian Johnston Memorial
Trust 181

414

Ladbrokes plc

The Mark Lees Foundation

Legal & General plc

The Lister Charitable Trust

The London Marathon
Charitable Trust

The Lord’s Taverners

Man Group plc

Millennium Stadium Charitable
Trust

British Motor Sport Training
Trust

Muir Group Housing
Association Ltd

All England Netball Association
Youth Trust

The Ron Pickering Memorial
Fund

The Rowing Foundation

The Saddlers’ Company
Charitable Fund

Sony United Kingdom Ltd

The Sports Council Trust
Company

The Stewards’ Charitable Trust

The Tennis Foundation
TNT UK Ltd
The Torch Trophy Trust

Warburtons Ltd

244
191
245
192

163
173

247

165

189

248

190

177
195

167
249

168
190

193
249
170

251
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