A Guide for Table Captains

Your job, as a table captain for a fundraising event is to find 7 or 9 people to sit with you at your table (7 if you’re at a table for 8, 9 if you’re at a table for 10. And make sure you know which!)

What would your ideal table look like?

You would find 7 people who are familiar with the cause you’re raising money for, but don’t know much about it and probably haven’t given (though it’s ok if they have). Bringing in new potential donors is one of the key goals of a fundraising event. It’s certainly all right to have some good, regular donors, but your prime target should be getting people who are in your network but not in the non-profit’s.

In addition to the above, none of the guests at your ideal table would have brought their spouse. With a married couple, you’re only getting one gift for the price of two seats. Someone bringing a friend or a guest is usually all right because they’ll both be making a gift. But if you are inviting a married person, try to just invite one. If that would be awkward for you and you’re worried you can’t fill a table with out them, then obviously go ahead and invite both.

Where To Find Invitees

A breakfast or lunch fundraiser might be a good opportunity for yourself to get closer to clients or business contacts, so it’s a good place to start. After that, aim for your friends. Call them or send a personal emailed invitation. You’ll want to tell them that you are volunteering for a non-profit that you’re really excited about. Describe (briefly) the program, and then you can add, “It is a free breakfast, but they will be asking for money. If you can come, it would be great if you would consider a small gift.”

Some notes: Don’t say “A $20 gift” instead of “small gift.” $20 may be small to you, but $100 may be small to your friend. And don’t worry about asking for something small. The goal is to get them to the breakfast and to make a gift. If they make a small gift that they can feel good about, that’s a donor that will be well-primed for future cultivation and moving up the donor pyramid. (And if they are moved at the breakfast and make a large gift, so much the better. At least they didn’t feel required to.)

If you get down to a few last names, then it’s time for a blast email or a message to your online social network that targets your “acquaintances.” Here it would be OK to say something to the effect of: “I’ve got two seats left at my table for the Historical Society’s breakfast. It’s going to be a really good program. It’s a free breakfast, but if you can come, I hope you will consider making a small gift to the Society as well.”

Send a reminder!

The day before or two days before, it’s a really good idea to email or call those who agreed to come and remind them of the date and time. This is especially good for breakfast events, where the hour might be earlier than attendees are used to.
