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In-Patient Unit
Day Hospice
Out-Patient appointments
Clinical Nurse Specialists
Patient and Family Services
Physiotherapists
Occupational Therapists
Complementary Therapists
Counsellors
Social Workers
Chaplain
Housekeepers
Chefs

Who are we and what do we do?

Our mission is to give excellent specialist care and support to patients and 
families living with life limiting illnesses, and through training, empower other 
healthcare professionals to do the same.



Community and events fundraising

• Integral to the future of the 
Hospice

• Our strengths

• Our challenges



Community and events fundraising budget

The community budget is split into three main areas:

• Hospice-led events

• Community-led events

• Cash collections



Volunteers and ambassadors

• Community fundraising doesn’t have 
to be staff intensive

• Creating and maintaining support 
groups and their networks

• Volunteers: one-off and 
ongoing roles

• Ambassadors: training 
and trusting them



Promotional opportunities in the community
• Local media relationships
• Council outlets
• Local businesses
• Speaking engagements
• Open days/information evenings
• Online marketing and social 

networking
• Local event listing bulletins 
• Advertising
• Direct mail campaigns
• Market research
• Looking ahead: School and church 

strategies



The power of communication in a recession

• Brand identity and positioning

• Using themes and campaigns

• Affiliation with the Hospice, its work and its ongoing need

• Importance of local media support

• Clarity and understanding of mission, goals and values



Community fundraising in a recession

• Adapting to uncertain times

• How do we celebrate our 30th

birthday appropriately and 
effectively in a recession?

• What appeals to the different 
stakeholders in our community? 

• How can we turn this into a 
fundraising opportunity?

• It’s not just about ticket sales!



Taking risks!

• Don’t be afraid to be honest

• Living Appeal

• Don’t just reinvent the wheel –
the art of balancing the 
familiar with new ideas!

• Ask the question – does an 
event being a tradition justify 
its existence?



From theory to practice…

What is the main thing you think 
you could now do differently?



Community fundraising is…

• …your direct, face-to-face contact with your target audience/s

• …an incredibly powerful communication medium

• …dependent on a strong volunteer database, user-friendly 
resources and good old-fashioned honesty

• …all about retention and recognition of donors/supporters, not 
just acquisition!

• …often overlooked, please don’t be too hasty to dismiss its 
income generating potential!



Thank you for listening!

Q&A


