Finance and Fund Raising

The Financial policy of the Bharat Scouts & Guides is detailed in APRO Part I  Chapter 2 Item No.7.

Accordingly The Income of the  Local, District or Divisional Association as the case may be shall consists of

1. Income from properties of the District/ divisional Association

2. Subscriptions,  donations and contributions.

3. Special Funds raised from time to time.

4. Registration fee, Renewal fee and Individual Registration fee

5. Other Sources ( within the purview of  Rules)

 
The Local, District and divisional Associations shall raise funds only within their respective areas. It is a cardinal principal of Scout and Guide Movement that Scout/Guide shall earn money, but shall not solicit money. Scout/Guide shall not engage himself or herself in street sales or collection except with the permission of the State Chief Commissioner under the Supervision of the Concerned Local/District or Divisional Association.

The Fundraising techniques used in Scouting are:-

· Running of Handicraft center and earn through- Khari-Kamai, Udyog Parv etc.,

· Running of Amenities center  during festivals, melas etc.,

· Scout Shop - Scout Guide Equipment's and Souvenirs on various occasions are prepared are sold to members at nominal  profits.

· Income from Building and Camping Center.

· Grant from Government or local bodies - Partnership with Other voluntary Organisations.

Fund Raising in Social Sector is known as Civic Fund raising . this involve civic spirit and self-sacrifice. People helping other people. There is no magical formula behind fundraising success, basically , there are only three simple steps:

1. Know where the money is  

2. Know how to get it,

3. Go out and get it.

The fundraising campaigns are always planned.

l.  A volunteer is assigned the responsibility of steering the campaign .

2. He will be accountable for all the activities of the Campaign. 

An ideal Campaign Manager will  have:

1. Executive ability  to plan and delegate the authority . 

2. Leadership qualities to inspire a team work. 

3. Wide contacts in the area so that he can expedite the recruitment and orientation of campaign volunteers. 

4. Human Relation  and familiarity with techniques of motivation. 

5. Educational background to be able to deal with the outstanding leaders of the Community.

Our Projects :

1. BSG Fellowship; 

2. Flag Day Stickers;   
3. POT Project.


FUND RAISING

The basic principle of fund-raising is the extension of the “good turn” principle to the Community, People are approached to help other people. Given the motivation, members of the society join hands to help those who need help.

There are men, women and young people in the community who may appreciate the objectives and functioning of the Scout / Guide Movement but who cannot actively participate in its project. However, they will be willing to be identified as financial supporters of the Movement.

Officers and staff of the Association should not be allowed to raise funds by themselves alone. They should try to get the help of the philanthropic members of the community. A fund raising or a Fund Campaign organization of volunteers led by a campaign chairman active in the actual work of raising funds by attending all funds campaign committee meetings and accompany the volunteer leaders whenever they need assistance.

The whole task of raising funds is to be borne by an army of fund campaign volunteers who satisfy their love for a cause by raising money for it, since they may not have the time not the attitude for volunteer service in the operational aspect of the organization.

There is no magic formula behind fund raising success, basically there are only 3 simple steps :-

Know where the money is.
2.       Know how to get it.
3.         Get out and get it. (will not come running to you).

FUND RAISING ( ROLE PLAY )

A delegation of Volunteer Scout Leaders and Professional Scouters call to serve as Fund Campaign Chairman of the State Association. The funds to be raised will be spent on the establishment of Scout Camp, which the Scouts badly need. The prospective chairman is at first reluctant to accept claiming he is very busy. The group however, prevails on him to accept, through effective persuasive efforts using human relations.

