
Developing a Charity Event to Support your 

Community and Grow your Business 
 

   Using philanthropy in business always has a positive return. Even if you don’t see immediate sales from 

this type of effort the personal reward of knowing you are helping others is reward in itself.   

   This is a simple road map to set up an event and how to use the event and the charity as a marketing item 

for your business. This charity and everything connected to it give you lots of content to use to reach out to 

friends, family, and business owners without having to only talk about your business. 

   I was at a breakfast meeting with an agent that is interested in building a charity event to grow his 

business. The interesting part is that he tells me “I don’t really have a charity I want to support.” You know 

what, that is fine. You must have a friend or family member that supports something, and all you have to 

do is connect with them and tell them you are having an event and want to create an opportunity for 

guests to donate to their cause. 

   The best thing for huge success is to find a way to tie in something you are passionate about and find a 

way to use that to create a charity. You will enjoy the work 100% more and you will be able to speak on the 

topic with so much passion, no one will be able to walk away without feeling like they should donate. I have 

a long background in the cycling industry and I love bikes. I created my charity around bikes and kids. I love 

it, because I am helping kids that might not ever have a bike get one. They get to experience what I love 

about bikes. The freedom, the wind in your face, getting around to visit your friends, the fitness aspect, and 

then I also feel like I am helping to get more people involved with bikes.  I also know that each of these kids 

and their families will need new gear or repairs and that helps the bike shops, the sport of cycling, and the 

industry to continue to grow. I see this as a huge win for me, the kids, and the local businesses.  

   Let’s get down to the nuts and bolts of this event. Everyone has a birthday, right? Well, I timed my event 

around my wife’s birthday, then my birthday, then our anniversary. These key dates are reminders to 

people that there could be an event or a party. Often people want to give gifts when going to a celebration 

for a birthday or anniversary. Half of the challenge is removed, because these special days inspire giving 

and when you switch it up it gets even easier for you to ask and for guests to give. Everyone will feel like 

they are doing something special, and you are the one creating that magic moment. 

   OK, so you pick a birthday, a date and a place to have the event. Now who do create the invitation. Well, 

for year 1 I chose to do it small and only invited close friends and family. Think of the people in your phone 

book vs your Facebook friends. With friends and family you will feel more comfortable even if something 

doesn’t work out as planned. This is also your first year, so any amount of money collected is better than 

last year.  

   We have the event and the guests all sorted out, now we need to figure out the marketing. There are 2 

different marketing efforts as you can imagine. Number 1: the actual marketing or invitations to the party. 

Number 2: the marketing you will use for your business. Both are equally important and you can use some 

pieces to target both.  



   Here is the key to this whole thing. You are asking all these guests to donate to your charity instead of 

buying a birthday or anniversary gift. You are essentially giving up your day to help your charity and you are 

inviting all your friends and family to celebrate and raise money with you. That is your hook. 

   When you put together the card it needs to be a bit personal. You are sharing with your friends and family 

why this cause is so important to you. You still need to draw on their emotions to get them to want to be 

involved, and donate at the highest amount their budget will allow. Notice I said “Highest amount their 

budget would allow.” Even though these are your friends you still need to put something together that 

really pulls them in and taps into their emotions. That is how you will get the highest donation they can 

afford. It won’t be because they like you, it will be because you have made them believe in what you are 

trying to do. This same type of content can be reformatted and shared with the general public, your 

business associates, or potential business you want to solicit for support. 

     Your friends should get few items in the 2 months you market this. Think “follow up campaign” and how 

you want them to feel as the event gets closer and closer. NOTE: this is also a great way to get your follow 

up and relationships back in good current standings so you can talk to these people more and more about 

the charity and your business. I used a 1 touch a week campaign for 6 weeks. It looked like this. 1. Save the 

date 2. Emotional letter about the charity 3. Personal invitation 4. Call, text, email 5 new letters with 

updates on support dollars and people that have rsvp’d. I also include the original emotional letter that I 

reference 6. A final card thanking them for their support (even if they have opted to not come) and letting 

them know you will be keeping them updated with results and how the whole thing plays out. 

   Business marketing is a bit different. I started advertising the charity and the event in my email signature, 

on social media and in lead follow up, open house flyers, and used this as the topic of conversation when I 

would stop in to see business owners I knew and the people in my networking groups. I followed a similar 

campaign as I already described talking about the big event, then showing the cards that went out, and 

asked them for their opinion on my emotional letter I put together. I sent calls texts emails thanking them 

for their help and updating them on the dollar amount we were currently at. On the last contact I asked for 

a donation to help hit our early goal and then invited them to the event. The business marketing effort is 

mostly meant to be conversations with people about other things than your business. This makes you out 

to be a hero vs a salesman, and that goes a long way toward future business.  

   After the event, marketing goes out to anyone and everyone. First though, you want to send thank cards 

or calls to everyone who came. That is the bare minimum in my opinion. You will want to highlight as many 

items as possible in separate updates. The $$$ raised, how many people attended, mailed in donations, 

cash, checks, theses can all be done in separate updates via social, text, email, print. You want to send 

explanations of how that money will be used and be as specific as you can. If you can tell a story about 

helping 1 little girl, 1 dog, a kid with cancer, a benchmark for the charity, then do that. The more you can 

explain how your guests helped and tie it back to a single person or small group vs saying the money went 

to fight cancer you will make them feel so much better about their donation. They will relate to 1 person, or 

a little dog so much more than wondering if their $25 or $50 even made a dent in the fight against cancer. 

You’re making them feel special and giving them a magic moment tied to their donation, but you are also 

the reason they feel that way and you are driving home how you helped that same kid or dog. By you giving 

them all the credit, you’re again driving home you’re not just a salesperson, but a person that cares about 

the community and them. 

   Let’s talk about the event. Once you have rsvp’d guests and the party is set you should be able to just roll 

through that as if it were your birthday party. You are the host, so make sure you try to say hi to everyone. 



The guests will realize your need to see everyone, and it will be up to you to avoid sitting down for an hour 

with your closest buddies. You might get some questions about why you created this charity, but most 

people will probably just congratulate you and return to talking about themselves and what they saw on FB 

the other day. It’s a party, let it be a party, and try to have some fun!!!! 

   Donations will come in many forms. I created my charity and event in like 3 days. If you listened to the 

podcast you will remember I created Bikes 4 Kids Charity to avoid any chance of having to pick up trash on 

the beach with my wife. Yes I know, that seems kind of selfish. I am not interested in trash or beaches, but 

love kids and bikes so this worked out for me. The trash on the beach was a motivator to get me off my butt 

and make something happen.  

   Since this was by the seat of my pants (to a point) I wanted it to be easy to get a donation from anyone, at 

any time, and in any form. I tapped into the local Kiwanis club my wife is a member of, and asked if they 

would collect and hold the money. They agreed and we had a legit tax free donation system. We also had 

credibility that the money wasn’t going toward my vacation, but to the kids as I promoted. I also set up a 

GoFundMe account to be able to accept credit cards. When I owned my retail business I learned to make it 

as easy as possible for people to give their money. GFM took 10% of $1220, but would I have received that 

if there was no way to use a credit card? GFM is also a very trusted donation platform that again helps 

make my charity effort that much more legit. 

   Donations were also collected at the party. We decorated a box, made a slot and a few signs. I set up a 

sign-in sheet to collect more contact info for better follow up, and we decided to give out stickers to 

everyone we knew had donated. That was kind of like an “I voted effort.” It let people know who donated 

and probably made some feel guilty about not having donated yet. That was a fun simple thing we did to 

highlight the people for helping us. The money was counted and collected by the Kiwanis Club and toward 

the end of the night we announced the number so everyone could celebrate with us…. 

   This process is not perfect, but it is simple and repeatable. Everyone has a birthday each year. You have 

endless opportunities to pick a cause and if you partner with a group like Kiwanis you could end up with 

help from them like we did. For year 2 I have about 20 Kiwanis members out promoting and talking to 

business owners about the charity. Those people are also excited about the event and talk that up as well. 

Find ways to partner and take a little bit of the burden off your shoulders while making the whole 

experience for everyone a little better. 

   If you have any questions about creating a charity event, please feel free to reach out to me. I would love 

to see this podcast inspire more agents across the country to create events that help the community and 

their businesses.  
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