
Fundraising
“Securing the Future of 
Your College Program”



Fundraising 
challenges

It’s difficult to ask for money $$$

“I’m not a fundraiser - I’m a coach”

“My AD won’t let me ask”-donors are 
protected



Why fundraise?

Achieve some financial goal(s) for 
the program

Move program to a new level
Energize current support

Bring in new supporters

Strengthen ties with the community

Protect the program



The Minnesota Story

Tennis Fundraising

Fundraising for other sports
Gymnastics & Golf

Fundraising for a major project



Fundraising is sales

Other sales responsibilities include

Recruiting

Coaching

Internal & external relations 



Sales process

Build a personal relationship

Build trust in you and your program

Get them to act

Keep them engaged and happy



Prochaska Model for 
behavior change

Five Stages of Change:

Pre contemplation

Contemplation

Preparation

Action

maintenance
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Five principles of 
fundraising

people give to people…to help people
Donors give to people-not institutions

Donors make an investment based on their relationship 
to the asker

Institutions don’t have needs…people do

People give relative to their means
Donors give relative to their means and to others’ gifts

Create levels of gift opportunities so all can 
participate

Treat all gifts equally

Those closest must set the pace
Shows belief in the project
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Five principles of 
fundraising

Successful fundraising…
Right person asking the right prospect for the right 
amount for the right project at the right time in the 
right way
Six critical success factors in fundraising

o Who is the right person to ask for the contribution?
– It may be a volunteer

o Who are our best prospects?
– Most generous donors in the past

– People with the most capacity to give but haven’t yet

– Board members, volunteers

o What is the right amount?
– Decide how much to request before asking

o What is the right project?
– The one the donor has the most interest in
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Five principles of 
fundraising

Successful fundraising…
Right person asking the right prospect for the right 
amount for the right project at the right time in the 
right way
Six critical success factors in fundraising

o When is the right time?
– When you have created a positive relationship

o What is the right way to ask?
– Not with a tin cup – offer them an opportunity to make 

a difference in lives for years to come

The 90/10 rule applies…
90% of the funds will come from 10% of the donors

Keep a balance between the top 10% and the rest of 
the donors



Planning the 
fundraising effort

History of the program is important

Monitor the environment
Do a SWOT annually

Define your program’s purpose & mission

Develop short & long term goals

Define your action steps- how to achieve 
your goals

Implement the plan- who does what when

Evaluate – track results & adjust



The ITA Project



Minnesota Men’s 
Tennis

History
Good people, poor results

You are the caretaker of the program – not the 
owner

SWOT
S - Lots of tennis

W - No Support

O - Had made many friends in area tennis

T - Relying on non “M Men” Support



Minnesota Men’s 
Tennis

Purpose – Mission
Competitive – Top of the Big Ten, Nationally 
Ranked & Recognized

Academic – Graduate Our Student Athletes

Community – Both On & Off Campus

Goals
Get People Involved In Supporting The Team

Financial Support

o Short Term- Travel, Equipment

o Long Term- Scholarships, Facilities

Improve the Team’s Competitiveness, Visibility



Minnesota Men’s 
Tennis

Implement The Plan
Create a Booster Club 

o Organize a Board of Directors

Create a Volunteer Network

Start Small – Then Get Big

Evaluate The Results
Membership

Budget

Team Results



Jerry Noyce Bio

Jerry Noyce played varsity tennis at the University of Minnesota (UM) and 
coached the varsity men's tennis team for 15 years. He is a Past-
President of UM's National Alumni Association and a past member of the U 
of M’s President’s Athletic Advisory Board. Jerry has served the USTA as 
a member of the Pro-Circuits and Innovations committees and Chair of the 
Collegiate Committee. He has also served as a board member and officer 
of his USTA Section (Northern) .
As co-founder of the UM Baseline Club, Jerry was instrumental in 
endowing all men's tennis scholarships at UM and securing significant 
contributions to construct an on campus tennis facility. Jerry was a 
member of President Bush’s President’s Council on Physical Fitness & 
Sports, a current member of the Minneapolis Aquatennial Foundation, the 
board of directors of the Health Enhancement Research Organization, 
Urban Ventures of Minneapolis, and the USTA Northern Friends of Tennis. 
As a tennis professional, Jerry coached playing professionals David 
Wheaton and Ann Henricksson. Jerry retired in 2008 from Health Fitness 
Corporation, where he served as CEO & President and Vice-Chairman of 
the board of directors.  He currently consults in the tennis and sports and 
health industry.



Good Luck


