
Fund Raising 
 
Fund raising is an organized activity to raise funds for an organization or campus. 
 
All fund raising activities involving a vendor or requiring public solicitation must first be 
approved by the Principal, Superintendent and the School Board.  A “Fund Raising 
Activity Application” form must be filled out prior to the last day of the school year.  The 
Superintendent can add a fund raiser during the year.  This application details the vendor, 
product to be sold or service to be rendered, and the estimated sales proceeds.  Any 
amount due from previous fund raising activities should be noted on the application.  
Sponsors who do not properly manage their activities and have large monetary amounts 
outstanding will not be allowed to conduct subsequent fund raising activities. 
 
After it is approved the fund raising activity will be placed on a School Calendar.  This is 
a “first-come, first served” basis:  no priority is given to any one fundraiser over another. 
 
The sponsor must follow the “Procedures for Handling Activity Funds” when it comes to 
collecting and depositing the money.  Within one month of the close of the activity, the 
fund raising recap must be completed and forwarded to the campus secretary.  This form 
details the total receipts and expenditures of the sale; it also provides a section to detail 
lost, damage, or return products.  Money that is not collected due to a student’s failure to 
remit funds should be detailed on the recap form. 
 
The fund raiser should make the maximum amount of money (profit) for the least amount 
of trouble.  Do not let a salesperson talk you into a scheme where the majority of the 
profit goes to the company.  Principals will keep the salespeople out of the school during 
the school day.  The salesperson my leave information for you but may not interrupt your 
instructional day for any reason. 
 
Carefully sort out your fund raising ideas.  Worst case scenarios can happen if the idea is 
not feasible, is a nuisance for the community, and/or is not profitable.  Remember our 
community and it’s businesses are consistently “hit-up” for donations and sales.  Please 
make an effort to explain to your students that a soft-sell approach is less intrusive for the 
potential buyer of your fund raiser. 
 
Failure to follow these guidelines will result in several problems for you as a sponsor.  
Documentation of such will be added to your campus and personal file, resulting in 
disapproval of any future fund raisers.   


