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Well Cover:

~Our event model
Year-by-year event evolution
~Key lessons we've learned
b O Your questions



Rate \ our Planning Experience

1 = Never planned an event
2 = | have planned casual events or friend/family gatherings
3 = | have planned small formal events
4 =| have planned large formal events(over 50 people)
5 = have professional experience in planning formal events
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How did we




Year One
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Lesson 1ands make light work.

Our last event required
35 volunteer staff
members
for dinner servicealone. &

But you'll also't
volunteers

for set up, clean up,
planning, & thanking




l.esson #2: Balance expenses with
sponsorship.

$30,000
$20,000

$10,000
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Income _ Sponsorship



l.esson 3 Partners include:
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Lesson 4: be
clear with your
expectations &
your budget.

If you're asking for a donation,
whether it's time, money, supplies or
food, call it a donation.



AW Lo

Thi/ga o




-

? versify your event income.
Start with your basic plan, then add an auction, a raffle or an ask!
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