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Community Fund Raising 

Tbe e~on problem among th e Friends g roups is that SNCC does not 
h ave a. t ax d educt ibl e status. · \\Then the tax question ar ises point out 
that a1though SNCC is a fund r aising organizationt it h as been deemed 
p <l l i tic a~ and has not be e n plac ed on the ·t ax d educt i bl e list; there fore, 
p eopl e givi ng to this cause do so because they believe in the work SNCC 
is doing. ' 

The b~g 
convinced of 
is the r ight 
themselve s. 
their way of 
most people. 

job in fund raising i8 salesmanship. The saiesman must be 
the merit of hi s cause and convince these people that this 
thing to do. By g iv i ng t h e money they wi ll in fact be helping 
The salesman must know t hat he is chall enging p eopl e to change 
thinking becaus e SNCC i s a new and revolutionary project f or 

I t was found that mai l i ngs , and the asking for pledges from people 
has been quite a s ucce s sful way cf rai sing money in most of th e Friends 
of SNCC g roups. It was also fo und that most Friends gro ups have found 
success by using a concrete objective , such as r ais ing money for a bus, or 
suppor t ing a particular co~munity pro ject ~ or a particular g roup of people. 

Ne,., ideas included direct .? Oliciting; by thi s the start would be to 
to one man and ha ve h im pl adg~ then take him with you to see someone 

e l ~e a nd use his inf luence t o make that person g ive, and so on. It wa s 
a lso suggested that n gro up have an overall fund raising committee at the 
home base. Set up a committee for this one specific purpose. Keep a ll 
p.J?_st ~~ ;_~; in planning a l arge conc e r t or performance, try to k;-;p-the 
c~st down so you don't have to clear so much mone y to come out a h e ad . 

· ~~you.!. audiencei keep in mind what type of people you are working with 
and find an a ppr oac h that ~ill reach them--folk singers are not the only 
s ource of performe rs to try to contact for performances. 

In conclusion, we n eed to centralize our fund ra~sing and broaden 
our base by g oing into the upper l e v e l s of potential contributors. 
I~tensify the personal aspect of fund raising. Be sure to l e t people 
kn~w why they are giving and make them fe e l they are doing ri ght by 
gj,ving . 


